
A strategic approach to buying petrochemicals  
Advanced purchasing training from ICIS is designed 
to develop the buying skills of individuals working in 
the complex chemicals and derivatives industry.  By 
understanding the nuances of markets, price drivers, 
cost models, margins and purchasing processes, 
delegates can improve their individual negotiation skills 
and day-to-day purchasing performance.  

The course, which spans 1½ days, is designed to meet 
the needs of delegates in commercial roles and can 
be attended as a standalone course or as a follow up 
to the ICIS In-depth Introduction to Petrochemicals 
course.   This is a fast-paced course aimed at those 
with experience in the world of purchasing.

Review the content for this course now, and find out 
how enhancing your purchasing skills with ICIS Training 
can help you make more informed business decisions 
and achieve your goals. 

AdvAnced PurchAsing skills - 
PetrochemicAls, derivAtives  
& relAted rAw mAteriAls

ICIS is the leading provider of chemical market intelligence around 
the globe. Choosing to train with ICIS means you’ll benefit from 
regularly updated course content as well as training and insight 
from experienced industry specialists. 

ICIS trainers are all experienced industry professionals who share 
with delegates their up-to-date knowledge of the marketplace and 
provide a comprehensive understanding of the industry.  Content 
is not heavy on chemistry and technology but geared towards 
the needs of delegates in more commercially focused roles.  Our 
trainers also ensure that training course content is adapted and 
refreshed on a regular basis to take into account what is happening 
across the petrochemicals industry today.

Choose ICIS 
with confidence

 24-25 January 2018, Dubai, UAE

Register by 15 
December with 

promo code 
JGG51431 

and save US $300
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Day Two
8:30 Recap previous day

• Questions on topics covered
•  Questions on topics NOT

covered that you would like to get
out of this course

9.00 Execution
• Alignment with strategy
• Tracking to plan
• Purchasing procedures

10.00 Refreshments
10.15 Execution continued

• RFQ (Request for Quote) process
•  Supplier development = competition; Supplier Score

Cards with weighting that reflects impact on cost
•  Quarterly supplier meetings - to provide feedback
• Negotiation

11.00   Evaluation - Performance Metrics 
•  PPV – tracking to budget – short term performance
•   YoY price inflation / deflation vs. index – longer term

performance
• Price - volume - mix analysis
• Individual metrics aligned

11:45  Internal Purchasing Training
•  Simple, effective

way to save money.
11.55 End of course 
12.00 Lunch 

Day One
08:00   REGISTRATION & 

REFRESHMENTS
08.30 Welcome & Introduction
08.45  Understanding the petrochemicals 

industry and markets
•  Key petrochemical value chains

and their inter-relationship
•  Market Intelligence
•  Market price setters

10.00 REFRESHMENTS
10.15  Analytical approaches to 

purchasing
•  Opportunity Analysis – a tool

for identifying and ranking
opportunities based on return,
effort and probability of success
(group exercise)

•  Examples of formulas used in
petrochemicals purchasing

12.00 LUNCH
13.00  Analytical approaches to 

purchasing continued
•  Price history vs. market or formula
•  Understanding value chain

relationships
•  Cost Models, price forecasting

and margins
•  Contract Model – legal &

mathematical
• Price versus total cost

15.30 REFRESHMENTS
15.45  Strategy development

• Company strategy
• Commodity strategy
• How contract prices are used
• Risk management
•  Getting the most from your suppliers
•  Supplier viability & natural disasters
•  Strategy alignment via supply /

sales agreement
•  Purchasing Staffing

16.30 Summary and end of day one

AdvAnced PurchAsing skills -  
PetrochemicAls, derivAtives & relAted rAw mAteriAls

This is a focused and detailed course which 
provides a comprehensive understanding 
of the structure and key drivers of chemical 
markets and pricing. 

It is ideal for those seeking practical and 
usable skills to enhance their buying 
performance including analysing data, 
cost models and margins, negotiating, 
developing strategies, managing risk and 
measuring performance. 



Why attend this 
course now?
For most manufacturers, raw materials represent 50 
to 90% of their cost. Volatility in chemicals pricing 
has increased, led by the shifts in crude oil markets. 
There have also been significant shifs in demand 
and supply as well as trade flows for key chemicals. 
These developments make it all the more important 
to adopt the right purchasing strategy and ensure 
profitability is maximised.  
This course will equip delegates with the analytical 
and risk management tools needed to develop and 
execute a robust strategy when purchasing raw 
materials.

“�This�course�explained�the�
analytical�tools�that�can�be�
used�when�buying�chemicals�
and�revealed�exactly�how��
I�can�enhance�my�
purchasing�strategy”

Some key questions to consider…

●  How can I deal with price volatility?

●  How can I improve the performance and
cooperation of my suppliers?

●  What purchasing strategy is right for my business
and how do I execute it?

●  How can I achieve savings or contribute to
improving the profit margins of my company?

On completion of this one-day course, you will 
benefit from all of the following: 
●  Clarification of the complexities associated with

purchasing

●  Understanding of different value streams –
What goes into products

●  Understanding of best buying practices to adopt –
particularly when markets are volatile

●  How to execute a purchasing strategy

●  How to create and use a cost model

●  A review of the performance metrics used to
evaluate purchasing

●  Risk management tools and how to apply them
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James Ray 
Senior Consultant, ICIS
Having started on the shop floor and 
worked up through the ranks of the 
plastics industry, James Ray brings a 
unique blend of technical, managerial 
and analytical experience to his 
consulting role at ICIS.

He has business advisory experience in the areas of benchmarking, 
operation cost modeling and activity based costing systems, planning, 
scheduling and project management, risk assessment, supply and 
demand analysis, alternate value streams and price forecasting.

Prior to working for ICIS, James worked for private industry (primarily 
Capital Management) in manufacturing, converting & recycling 
polymers for blow molding, extrusion and injection molding as well as 
textiles. His focus was on improving profitability by working smarter 
and employing strategies for reducing raw material costs using market 
intelligence and benchmarking, establishing raw material contracts 
and aligning with commercial contracts, eliminating waste via Lean 
Manufacturing and implementing process improvements using Six 
Sigma Methodology. James holds a degree in computer science from 
the University of Texas.

ABout the trAiner




