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Specsavers

Our vision and values

At Specsavers, our vision is simple: to passionately provide best value
eyecare to everyone, simply, clearly and consistently, exceeding
customer expectations every time. How do we bring this to life?

Through our values:
Our Values - Treat people as we would like to be treated ourselves.

Passionate about:

Our customers - the lifeblood of the business

Our people - supporting our staff to be the best they can be
Partnership - at the heart of everything we do

Communities - giving back to and working with our local communities
Results - keep it simple, get it done, deliver on our promises
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Culture of Specsavers:

As a family-run company, our culture is based on strong family values. We set ourselves high
targets, but we get things done by doing the simple things well and developing strong
partnerships that enable people to fulfil their potential.

For our customers, this means having their expectations exceeded every time they walk into a
Specsavers store. For our Joint Venture Partners, it means having the support they need to
build a successful business. And for our people it means having the scope and opportunity to
develop their skills and build a successful career.

No matter which Specsavers team you join, you'll be encouraged to take responsibility,
achieve more and have fun. In fact, we believe strongly in working hard and playing hard, so
we run regular social events for our people and their families. Life’s not all about Specsavers
either; we encourage our teams to support all kinds of charity and community projects.

With so many development opportunities, our people are very proud of and loyal to the
Specsavers brand. So it's no surprise that a majority of our partners come from within the
Specsavers business.
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Specsavers

Purchase Objectives:

- de juiste goederen

- tegen de juiste prijs

- in de juiste hoeveelheid

- in de juiste verpakking

- op de juiste plaats

- op het juiste tijdstip

- op de juiste verzendingswijze

- met de juiste kwaliteit

- met de juiste leverings- en betalingscondities
- tegen de laagst mogelijke totale kosten.

Specsavers

Purchase Objectives:

Inkopen is:

- aanpassen van het assortiment

- onderzoek doen naar het juiste product tegen de juiste condities
- een speciaal product vinden.

Bestellen is:

- een herhalingsaankoop
- een routinehandeling
- weten wat je zult ontvangen.
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General Purchase Objectives:

+ Kwaliteit

+ Samestelling

+ Merk / Designer

- Doelgroep

« Prijs

« Kleur, geur, smaak

+ Allergieén

« Productiemethode, kweekmethode
+ Bereidingswijze (geloofsgebruiken)
* Houdbaarheid (tijdloos)

- Gemak, Afstand

+ Past het bij het bedrijf / doelgroep

Specsavers
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Welke voorraden herkennen wij:

Specsavers

e Strategische voorraden, voorkomen van stilleggen van productie
e Veiligheidsvoorraden, voorkomen van ‘nee’ verkopen

e Anticipatie (seizoens)voorraden
e Speculatie voorraden, prijzen stijgen

e Pijplijn voorraden, (goederen zijn onderweg)
e “"Je weet maar nooit” voorraden
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Specsavers

Welke opslagmethoden:

+ Producteigenschappen
e Assortimentsgroepen

e Bulk- en grijpvoorraad
e Omzet

e Vraagfrequentie

e Vrije of vaste locaties
e Lifo of fifo

Specsavers

Welke kosten zijn er verbonden aan voorraad:

* Rentekosten, de in voorraad zijnde artikelen moeten worden
gefinancierd,

e Ruimtekosten (huisvestingskosten, verzekeringskosten,
bewakingskosten),

e Risicokosten, in verband met beschadiging of veroudering van de
goederen worden de vernietigd of verkocht tegen een lagere prijs.
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Welke indeling wordt vaak gehanteerd:

Specsavers

De A-groep heeft 20% van de artikelen die zorgen voor 80% van de omzet

De B-groep heeft 30% van de artikelen die zorgen voor 15% van de omzet

De C-groep heeft 50% van de artikelen die zorgen voor 5% van de omzet

4 situations of Negotiation:

“In business, you don't
get what you deserve,
you get what you
negotiate”

Chester L. Karrass

Specsavers
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I win )
You lose You win
| lose
You lose
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You win
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Specsavers

7 Negotiation Techniques for Small Business:

1. Figure out your top goals and rank them in order of importance. Are you
looking to hire a supplier at a specific price? Tap into a new customer base?
Look at your company’s short- and long-term goals, and know what matters
most to you before heading into the negotiation.

2. Do the research and come prepared with numbers to back up your offer.
Look up the other party’s financials, study the market, and get familiar with the
details of deals similar to the one you’re working on. You’ll argue more
persuasively and have a stronger position if you can cite specific statistics; for
example, the percentage of market share the other side can gain from
accepting your terms or the number of other companies competing in the same
space.

m

Specsavers

3. Know what you’re willing to give up. You can’t always have everything, so
identify the areas where you can be flexible and compromise in favor of things that
matter to you most. Not getting expedited deliveries might be a deal-breaker for
you, or perhaps you’re willing to go a little higher on price in exchange for more
favorable payment terms.

4. Know when you should walk away from a deal that doesn’t satisfy your goals.
Set some clear boundaries before you start negotiating for what you can and
cannot compromise on, and be ready to end the negotiation if these conditions
aren’t met. If the other party is not able to provide a mutually beneficial offer, you're
better off politely stopping the discussion and looking elsewhere for a deal.

m
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Specsavers

5. Learn about your counterparty’s past performance to better predict what their
interests might be. This tactic can help make your offer seem more appealing. For
example, if the other party tends to prefer multi-year agreements, consider going
into the negotiation with a two-year contract that they might be more likely to sign.

6. Write down the outcomes that could make both sides happy. You might find that
you have some common ground, such as in your growth plans or the price point
you want to reach.

Specsavers

7. Look at your own company’s resources to determine how you can use
them to help seal the deal. Maybe you can offer additional value like having
your marketing team help boost awareness for the other side’s business or
perhaps your network can provide key business connections.
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Specsavers

Thomas-Kilmann Conflict Mode Instrument

Conflict?

Assertiveness
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Cooperativeness

Product Development Phases S
Specsavers
Step 1 Stap Step 3

Planning Phase
Situation Analysis oFr
«  Iidentify industry trends +  Set marketing & product +  Develop marketing
*  Analyze program
Assess company *  Select target markets * Develop budget, by
and weaknesses ‘ *  Find product or services - estimating revenues,
* Research and identify benefits & features - ‘expenses, and
customers. positioning with +  Develop timeline to
*  Know benefits and competitors
features of product or = Position the product
service
Marketing Plan

Implementation Phase

Growth and Analysis Phase
iI w‘: y
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ecsavers

Market Strategic Product GoTo Sales
Analysis Planning Planning Market Enablement
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