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DISCLAIMER

CAUTIONARY NOTICE REGARDING CONTENTS, FORWARD-LOOKING STATEMENTS, AND DISCLAIMER

+

The information contained in this presentation has been prepared purely as guide for educational
and information sharing purposes.

It aims to provide insights using excerpts and case examples from various sources. It cannot be
replicated or sold without the expressed permission of the presenter.

The contents, plus any presentations made to date are subject to updating, completion, revision,
further verification, and amendment without notice.

Interpretation and generalisation of this purposive research must take into account the population
sample used in the study.

To the best of the presenterds knowledge and belief,
is in accordance with the facts of the research, and does not omit anything likely to affect the
import of such information.

All rights reserved. Copyright.
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| am an

+ PAN AFRICANIST

who ORIGINATES from a part of the continent called

+ GHANA

and currently RESIDING in another part of the continent called

+ SOUTH AFRICA!
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+ | AM FULLY AWARE OF THE FOLLOWING CHALLENGES

A Logistical and other infrastructural

challenges A Boarder challenges
A Red tape A Travel challenges
A Currency challenges A Language challenges
A Relatively Ineffective Institutions A Self confidence and entitlement culture’
A Power challenges A Maladministration & Corruption challenges
A Skills challenges A Water challenges

A ROCE and profitability challenges
A Trust issues

A Counterfeit

A Conflict and Political instability A~ Far East Dominance
A Governance A Far East Sovereign funds and their
competitive advantage over South African
A Globalisation banks etc.

Most of the above were created by us. Through our collective effort and
LONG TERM THINKING, a lot of the these can be fixed!




- SOME POSITIVE FACTS-AFRICA

THE FACTS 2014

1. Intra African trade rose from $67.7 BILLION in 2011 to $73.7 BILLION in 2012

1. 11.5% of Africads total trade.
2. Strategic Industrial sourcing is improving in selected countries

3. Regional wide medium to long term growth prospects are strong

4. Non commodity based trade between African countries growing BUT at a relatively
slower pace
5. African growth output remains strong boosted by commodity exports BUT economic

development is still relatively low

6. Industrialization and economic diversification is firmly on the agenda

INDUSTRIAL GROWTH, ENTERPRISE & SMME DEVELOPMENTAL efforts
improving but can be SIGNIFICANTLY accelerated through collective effort.

2

ﬁ{ncludes South Africa



SOME UNFORTUNATE REALITIES- AFRICA

THE FACTS-2014*

+ Less than 50% of Government procurement spend directly goes to African
' owned and based organizations**

+ Africa is generally supporting long term job and wealth creation in other
regions of the world

+ Resource-based raw and semi-processed goods accounted for about 80%

of African export products In 2011, compared with 60% In Brazil, 40% In
India and 14% In China***..

GDP DOES NOT REFLECT THE REAL
ECONOMIC DEVELOPMENT PICTURE

**Direct.and indirect procurement
***Source. Africa Economic Outlook 2013
UNECA Annual Report 2014
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THE FACTS -2014*

1. 72% of the continents young people live on less than 2 dollars a day
2. Nearly 50% of Africans live in extreme poverty

3. Medium to long term growth is  subjectto commodity prices remaining high, increasing
domestic demand, infrastructural development

4. Intra African trade s still relatively low
1. Comparatively Africans buy more from outside the continent than any other region!

5. Industry and manufacturing contribution to aggregate output and GDP has
relatively stagnated.

Relative lack of TRUST and CULTURAL understanding still a major challenge and
generally negatively affecting AFRICANS doing LONG TERM business in Africa

**Direct and indirect procurement

i ***Source. Africa Economic Outlook 2013
A UNECA Annual Report 2014
Jludes South Africa
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« REFLECTIO

A Wh i pulli¢t and private sector executives and policy makers in selected countries and regions
NEGOTIATE for long term economic development and wealth creation for their future
generations, our policy makersand C -SUITE executives are generally BARGAINING for short
term financi al gain and not perpetual w
Professor Douglas Boateng --- Zimbabwe 2015

As a current and future C-Suite executive, what is
the impact of your Supply chain negotiations on the African Child?.
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IS THIS SUSTAINABLE?

JTiCa B
ising ’

But for Who?

+ NO! Who is actually benefiting?
OVER 50 YEARS since 15T independence Intra-African trade is still less than 25% of the

continentdés estimated total GDP
What are we leaving for the future generation?
__Can we play a role in reversing this trend?

+ Yes!! THROUGH SUPPLY CHAIN
NEGOTIATIONS
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INTRODUCTION TO SUPPLY CHAIN NEGOTIATIONS

NEGOTIATION - WHAT IS IT?

A Two or more parties (or individuals) engaging on matters of mutual interest, to agree on a way forward.

A Other definitions:

o Interaction between individuals acting either for themselves or as representatives of organised
gr oups ddkxploratory and serve to formulate and delineate areas of agreement or contention

(Nierenberg, 1968, pp. 2-3).

0 Adialogue between two or more parties working towards making an agreement (Dignall, 2014, p.6 ).

o Two or more representatives or parties interacting in an explicit attempt to reach a jointly acceptable
position on one or more divisive issues about which they would like to agree (Lysons and Farrington,

2012, p.527).

It is simply about CONSTRUCT
=\ =

VELY
engaging for MUTUAL B I

|
FIT!




.y

1T OUTPUT FROM A CAREFULLY PLANNED NEGOTIATION

AN AGREEMENT - WHAT IS IT?

A An agreement is a negotiated (Boateng, 2013).

A As a general rule, agreements may because they are not formal
contracts. However, they can sometimes be used in legal cases if there is a dispute on
specificities.

1. An AGREEMENT further concretises the negotiated relationship
terms!

2.Another potential output of NEGOTIATIONS is a DISAGREEMENT
and the parting of ways.




POTENTIAL FINAL OUTPUT FROM A CAREFULLY
PLANNED NEGOTIATION?

A CONTRACT - WHAT IS IT?

A contract is an arrangement entered into voluntarily by two or more parties with the intention of
creating a legal obligation, which may have elements in writing, though contracts can be made orally.

It is pieced together to supposedly help legally enforce relationship specificities (Agreement).

The remedy for breach of contract can be "damages," or compensation of
money. In equity, the remedy can be specific performance of the contract,
or an injunction. By definition a contract already assumes that there could
be a problem, hencet hey are craftedé
L For parties to honour agreed relationship specificities
L To protect the parties
L To be a warning to be careful or else!
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AGREEMENTS VERSUS CONTRACTS

WHAT IS THE DIFFERENCE?

Although a binding CONTRACT can (and often does) result from an AGREEMENT, an agreement
typically documents the give-and-take of negotiated terms (RELATIONSHIP SPECIFICITIES), while

a contract details both the relationship specificities and the permissible acceptable terms and conditions
(normally in the form of a legally binding document ).

Organisations are increasingly
differentiating between

CONTRACT | AGREEMENTS and CONTRACTS.

TERMS OF AGREEMENT

SR, W S “—’“—M‘-ﬁw&h—




SUMMARY

THREE DIFFERENT CONCEPTS

NEGOTIATION
A means to understand each others needs and requirements through engagement

(Face-to-face, electronic, or other).

AGREEMENT
Output from negotiations.
Negotiated understanding between two or more parties.
Details the specificities of the relationship.

CONTRACT
Binding document to protect interests - just in case something goes wrong.

A means to legally solidify an agreement.

With carefully negotiated AGREEMENTS (specificities)
Legally crafted CONTRACTS(subject to trust and
jurisdiction) may not be necessary.
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SUMMARY

THE SCHEMATIC LINK BETWEEN THE THREE CONCEPTIONS

NEED identification

ENGAGE via
NEGOTIATIONSO

Settle on relationship
specificities
FAGREEMENT O

Determine the
specificities for the
NEED

PREPARE &
PLAN for the
Negotiations

Draw up legally binding
relationship terms

fCONTRACTO

Search for a
partner/provider to
deliver the specificities

Undertake own
independent research
on potential/existing
partners to ascertain
capabilities

Implement & monitor
specificities and
relationship terms



SUMMARY

PREPARING AND PLANNING FOR EFFECTIVE NEGOTIATIONS

|

Develop specific
negotiation
objectives

Assemble
relevant and
value adding
TEAM

Research and

) _ gather
e APPOINT A oTouR "
with TEAM rganisation and
L EAD the supplier

NEGOTIATOR

Detail the

negotiation
ACTION PLAN
and TACTICS
with the TEAM

o\

strategy, Establish

related to the
strengths and
weaknesses of
BOTH SIDES
ith the TEAM

|ncludt|ir:Tg];irI]%catlon, potential KEY

; ’ issues and
app0|r|1(tement o positions for
y BOTH SIDES

spokesperson on
issues, etc.




