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Course Content & Outline

Section 1: Understanding Vendors

e The wider supply chain and the various technologies used to create it.
* Visually put into perspective your stakeholders with a strategic roadmap.
e Understand what qualities you are looking for in a vendor.

e Healthy communication with your vendor. What are you both looking for?

Section 2: How to be a Leader

e What are your priorities?
e Developing your leadership style.
¢ Create and effectively communicate your values and priorities.

e Building leadership skills and gaining the behaviour of a trusted authority figure.
¢ Build up staff morale and motivation.

Section 3: Working with the Vendor

e Set clear targets and goals for long- and short-term achievements.
e Discuss your ideal vendor performance.
e Delegate and manage with careful prioritising and thought-out planning.

* Use a needs and expectations analysis with your vendor, ensuring you are both on the
same page.

e Reward good work and raise morale.

e Setting realistic expectations.

e Aim higher than originally anticipated with your vendors.

Section 4: Communication & Negotiating

e Creating healthy and open communication channels.

e Improve communication through feedback.

¢ How to handle confrontational negotiations or negative interactions.
e Use influencing and negotiation techniques to gain traction.

e Discuss and acknowledge compromise.

Section 5: Effectiveness of Vendors

e Creating scorecards and tracking your KPIs.
e Create an internal auditing framework to track your progress.

¢ Assess risk areas and present mitigation tools.



e When are preventative measures a waste of your time?
e Constructing an action plan for your future relationship.

 Setting goals for growth.

Section 6: Reviewing Your Progress

e Assess current SLAs.
e Where could improvements be made?
e Meeting and discussing future strategic goals.

e Aligning your goals with other organisations.
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Effective Strategies for Managing Stakeholder Relationships

Embark on a journey to understand and navigate the intricate world of stakeholder
management. From identifying and prioritising stakeholders to mastering transparent
communication, this guide goes beyond projects, shaping enduring relationships that fortify

.organisational resilience, adaptability, and sustained success
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