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1 of 1 people found the following review helpful. Great book!!!By Jesus CamposAs a business person | loved this
book, as a professional buyer | have feelings conflicts. If more sales professional read this book, buyer and sellers will
optimize value and negotiations will be easier. But as a supply chain professionel | feel that we are showing our new
toolsto sellers and that can reduce our leverage. Thisis not a book just for seller, buyers and top management would
use this book as aroad map to improve its comercial relationships.Also, the book is very updated with purchasing
tools and can help buyersto improve its competences

Understanding the Professional Buyer isa practical guide for sales people, giving them insight into the behaviour and
strategies of buyers, so that they are able to deal with them more successfully and regain power in the buyer-seller
relationship.In recent years the balance of power between buyer and seller has swung dramatically in favour of the
buyer. Sellers are now faced with more professional, more knowledgeable and more powerful buyers - and the sales
techniques used in previous years are no longer working. This book shows how to understand this new breed of buyer,
in order to interact with them on amore level playing field. Contents include developments in the industry; purchasing
organizations; types of buyers; purchasing analysis; and crucially, buyer-seller relations.

About the AuthorPeter Cheverton is a professional trainer and consultant, and Director of INSIGHT Marketing and
People Ltd.nbsp; Jan Paul van der Velde has been a purchasing professional for over 20 years and is currently vice
president of purchasing with the Flint Group.



