E-procurement vs. Negotiating

__________________________

Primary focus and strength of B2B exchanges:

· Improving the availability of information and the efficiency of the information flow between buyers and suppliers

· More choice

· Increased transparency

· Quicker processing of transactions

· Far too much emphasis on low prices

· Compulsory standardization 

Primary focus and strength of (good) negotiating:

· Improving the quality of working relationships between buyers and suppliers

· Maximizing mutual gains


Distinguish between information and relationship!
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