Cutting-Edge
Negotiating Techniques

New ways to use the Internet to
drive down Purchasing costs

IMPORTANT IS PURCHASINCG
OVERALL PROFITABILITY?

YOU MIGHT BE SURPRISED
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echnology eve
where

INFORMATION
CAN SEEK OUT
PEOPLE!

organize and filter infa

eet your personal require

The perfect tool
for busy people

10



8/25/2009

This is nothing short of a
Purchasing Knowledge Revolution
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