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01 The letter

,W�XVXDOO\�DUULYHV�LQ�WKH�ODVW�TXDUWHU�RI�WKH�\HDU��$�OHWWHU�IURP�\RXU�VXSSOLHU��SROLWH�DQG�SURIHVVLRQDO�

H[SODLQLQJ�WKDW�WKHLU�RYHUDOO�FRVWV�ZHQW�XS�E\�PRUH�WKDQ�����EXW�WKDW�RXW�RI�DSSUHFLDWLRQ�IRU�WKH�UHODWLRQVKLS

WKH\�ZLOO�OLPLW�WKH�SULFH�LQFUHDVH�WR�������HìHFWLYH�-DQXDU\��VW��7KH�UHDVRQV�OLVWHG�DUH�IDPLOLDU��UDZ�PDWHULDOV

ZHQW�XS��WUDQVSRUW�JRW�PRUH�H[SHQVLYH��HQHUJ\�FRVWV�LQFUHDVHG��ZDJHV�URVH��DQG�H[FKDQJH�UDWHV�ZHUH

XQIDYRUDEOH��)LYH�UHDVRQV��DQG�QR�GHWDLO�EHKLQG�DQ\�RI�WKHP�

The annual price increase letter: five reasons, no detail. The questions in the margin are where this whitepaper is heading.

0RVW�RI�XV�UHVSRQG�WKH�ZD\�ZH�ZHUH�WUDLQHG�WR�UHVSRQG��:H�SXVK�EDFN�RQ�WKH�QXPEHU��:H�VD\������LV�WRR

KLJK��WKDW�ZH�ZHUH�H[SHFWLQJ�VRPHWKLQJ�FORVHU�WR�����DQG�ZH�DVN�IRU�D�UHYLVHG�SURSRVDO��0D\EH�ZH�PHQWLRQ

WKDW�ZH�DUH�H[SORULQJ�DOWHUQDWLYHV��$QG�RIWHQ�WKDW�ZRUNV��D�OLWWOH��7KH������EHFRPHV�������ZH�UHSRUW�WKH

VDYLQJ�LQWHUQDOO\��DQG�HYHU\ERG\�LV�KDSS\�

([FHSW�WKDW�RQH�TXHVWLRQ�UDUHO\�JHWV�DVNHG�DIWHUZDUGV��ZDV������DFWXDOO\�D�JRRG�RXWFRPH"�%DVHG�RQ�ZKDW�

H[DFWO\��ZRXOG�ZH�NQRZ"

:KHQ�WKH�RQO\�DUJXPHQW�RQ�WKH�WDEOH�LV�WKDW�DQ�LQFUHDVH�IHHOV�WRR�KLJK��WKH�VXSSOLHU�FDQ�PDQDJH�WKH

FRQYHUVDWLRQ�ZLWK�D�VPDOO�FRQFHVVLRQ�WKDW�ZDV�SUREDEO\�EXLOW�LQWR�WKH�OHWWHU�IURP�WKH�VWDUW��7KH�EX\HU�ZDONV

DZD\�ZLWK�D�GLVFRXQW��WKH�VXSSOLHU�ZDONV�DZD\�ZLWK�PRVW�RI�WKH�LQFUHDVH��DQG�ERWK�FDOO�LW�D�VXFFHVVIXO

QHJRWLDWLRQ��2QO\�RQH�RI�WKHP�LV�ULJKW�

Your Supplier B.V. October 14

Subject: Price adjustment per January 1st

'HDU�FXVWRPHU�

'XH�WR�GHYHORSPHQWV�LQ�WKH�PDUNHW��RXU�RYHUDOO�FRVWV�KDYH�ULVHQ�E\�more

than 5%��2XW�RI�DSSUHFLDWLRQ�IRU�RXU�SDUWQHUVKLS��ZH�KDYH�GHFLGHG�WR

OLPLW�WKH�SULFH�LQFUHDVH�WR�3.2%��HìHFWLYH�-DQXDU\��VW�

7KLV�DGMXVWPHQW�LV�GULYHQ�E\�

,QFUHDVHG�UDZ�PDWHULDO�SULFHV

+LJKHU�WUDQVSRUW�FRVWV

5LVLQJ�HQHUJ\�FRVWV

:DJH�LQFUHDVHV

8QIDYRUDEOH�H[FKDQJH�UDWHV

:H�WUXVW�LQ�\RXU�XQGHUVWDQGLQJ�

.LQG�UHJDUGV�

6DOHV�'LUHFWRU

Which materials, and what

share of the product cost?

What percentage of

components is actually

imported?

Which energy, in

which country?

How labor-intensive is

this product?

And when the market turns in

your favor?
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02 The uncomfortable truth

,�KDYH�ZRUNHG�LQ�SURFXUHPHQW�IRU�RYHU����\HDUV��íUVW�DV�D�EX\HU��ODWHU�DV�&32�IRU�VHYHUDO�FRPSDQLHV�LQ�IRRG

DQG�QRQ�IRRG��,Q�DOO�WKDW�WLPH��RQH�REVHUYDWLRQ�KDV�VWD\HG�UHPDUNDEO\�FRQVLVWHQW��(YHU\�SURFXUHPHQW

SURIHVVLRQDO�DJUHHV�WKDW�FRVWV�DUH�LPSRUWDQW��:H�WDON�FRQVWDQWO\�DERXW�FRVW�UHGXFWLRQ��FRVW�FRQWURO��VDYLQJV�

DQG�PDUJLQ�LPSURYHPHQW��<HW�YHU\�IHZ�EX\HUV�DUH�DFWXDOO\�WUDLQHG�LQ�FRVWV�

0RVW�RI�XV�DUH�WUDLQHG�LQ�VRXUFLQJ��FRQWUDFW�PDQDJHPHQW��DQG�QHJRWLDWLRQ�WHFKQLTXHV��:KDW�RXU�WUDLQLQJ

UDUHO\�FRYHUV�LV�KRZ�D�SULFH�LV�DFWXDOO\�EXLOW�

WHAT  BUYERS  ARE  TRAINED  IN

6RXUFLQJ�DQG�WHQGHULQJ

&RQWUDFW�PDQDJHPHQW

1HJRWLDWLRQ�WHFKQLTXHV

&RPSDULQJ�RìHUV

VS

WHAT  SUPPLIERS  KNOW

7KHLU�RZQ�PDUJLQV

+RZ�WKHLU�FRVWV�DUH�HYROYLQJ

:KHUH�H[WUD�SURíW�FDQ�EH�PDGH

:KLFK�íJXUHV�DQG�DUJXPHQWV�WR�EULQJ

WR�WKH�PHHWLQJ

The information asymmetry at the negotiation table. Both sides are professionals; only one of them can see the numbers.

(DUO\�LQ�P\�FDUHHU��,�FRQVLGHUHG�P\VHOI�D�VWURQJ�QHJRWLDWRU��FRQíGHQW��VKDUS��DQG�ZHOO�SUHSDUHG��,W�WRRN�PH

\HDUV�WR�DGPLW�WKDW�WKH�VXSSOLHUV�DFURVV�WKH�WDEOH�RIWHQ�KDG�D�GHHSHU�XQGHUVWDQGLQJ�RI�WKH�QXPEHUV�WKDQ�,

GLG��7KH\�NQHZ�WKHLU�PDUJLQV��KRZ�WKHLU�FRVWV�ZHUH�HYROYLQJ��ZKHUH�WKH\�FRXOG�JHQHUDWH�DGGLWLRQDO�SURíW�

DQG�SUHFLVHO\�ZKLFK�íJXUHV�DQG�DUJXPHQWV�WR�EULQJ�WR�WKH�PHHWLQJ��0\�UROH��ZKHWKHU�,�OLNHG�LW�RU�QRW��ZDV�WR

UHVSRQG�DQG�WR�GHIHQG�

,�ZDV�QHJRWLDWLQJ�ZLWK�D�EOLQGIROG�RQ��7KH�IUXVWUDWLQJ�SDUW�LV�WKDW�QRERG\�SXW�LW�WKHUH�RQ�SXUSRVH��0\�WUDLQLQJ

VLPSO\�QHYHU�FRYHUHG�KRZ�WR�WDNH�LW�Rì�
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03 Why the blindfold stays on

7KH�PHFKDQLVP�WKDW�NHHSV�PRVW�EX\HUV�EOLQG�LV�VXUSULVLQJO\�VLPSOH��,Q�SURFXUHPHQW��ZH�FRQVWDQWO\�PL[�WKUHH

ZRUGV�WKDW�PHDQ�YHU\�GLìHUHQW�WKLQJV��SULFH��FRVW��DQG�YDOXH��:KHQ�\RX�PL[�WKHP��\RX�ORVH�FRQWURO�RI�WKH

FRQYHUVDWLRQ��DQG�WKDW�EHQHíWV�\RXU�VXSSOLHU�UDWKHU�WKDQ�\RX�

7KH�GHíQLWLRQV�DUH�QRW�FRPSOLFDWHG��3ULFH�LV�WKH�DPRXQW�\RX�SD\��WKH�QXPEHU�RQ�WKH�LQYRLFH��&RVW�LV�ZKDW

GHWHUPLQHV�WKDW�SULFH��PDWHULDOV��ODERU��HQHUJ\��WUDQVSRUW��RYHUKHDG��DQG�WKH�PDUJLQ�\RXU�VXSSOLHU�ZDQWV�WR

PDNH��9DOXH�LV�ZKDW�WKH�SURGXFW�RU�UHODWLRQVKLS�LV�ZRUWK�WR�\RX�LQ�\RXU�VSHFLíF�VLWXDWLRQ��ZKLFK�LQFOXGHV�ULVN

DQG�FRQWLQXLW\��QRW�MXVW�VSHFV�DQG�IHDWXUHV��$�VXSSOLHU�WKDW�LV�FULWLFDO�IRU�\RXU�RSHUDWLRQV�FDUULHV�D�KLJKHU

YDOXH�HYHQ�ZKHQ�WKH�SULFH�DQG�WKH�FRVWV�DUH�LGHQWLFDO�WR�WKRVH�RI�DQ�DOWHUQDWLYH�

Price Cost Value

7KH�DPRXQW�\RX�SD\��7KH

QXPEHU�RQ�WKH�LQYRLFH�

:KDW�GHWHUPLQHV�WKDW�SULFH�

PDWHULDOV��ODERU��RYHUKHDG�

DQG�PDUJLQ�

:KDW�LW�LV�ZRUWK�WR�\RX�

LQFOXGLQJ�ULVN�DQG�FRQWLQXLW\�

SOUNDS  LIKE

“We need 3%.”

SOUNDS  LIKE

“Steel is up and wages increased.”

SOUNDS  LIKE

“I need this delivered
tomorrow, no matter what.”

Three angles on the same invoice. Keeping them separate is where control of the conversation begins.

1RZ�ORRN�DW�KRZ�PRVW�SULFH�GLVFXVVLRQV�DFWXDOO\�JR��7KH�VXSSOLHU�VD\V�WKH\�QHHG�����7KH�EX\HU�DQVZHUV�WKDW

WKH\�ZHUH�H[SHFWLQJ�FORVHU�WR�����7KDW�LV�SULFH�YHUVXV�SULFH��WZR�RSLQLRQV�DERXW�D�QXPEHU��ZKHUH�WKH�VLGH

ZLWK�WKH�EHWWHU�LQIRUPDWLRQ�WHQGV�WR�ZLQ��*XHVV�ZKLFK�VLGH�WKDW�XVXDOO\�LV�

&RPSDUH�WKDW�ZLWK�D�GLìHUHQW�UHVSRQVH�

“Help me understand what has changed in your cost structure to justify the 3%.”

7KDW�VLQJOH�VHQWHQFH�FKDQJHV�WKH�G\QDPLF�RI�WKH�PHHWLQJ��EHFDXVH�QRZ�WKH�VXSSOLHU�KDV�WR�H[SODLQ��9DJXH

UHIHUHQFHV�WR�FKDQJHG�PDUNHW�FRQGLWLRQV�QR�ORQJHU�KROG�XS��7KH\�KDYH�WR�WDON�DERXW�ZKLFK�PDWHULDOV��ZKDW

VKDUH�RI�WKH�SURGXFW�FRVW�WKRVH�PDWHULDOV�UHSUHVHQW��DQG�ZKLFK�ZDJH�DJUHHPHQWV�DSSO\��$QG�WKH�PRPHQW

WKH\�H[SODLQ��\RX�FDQ�VWDUW�FKHFNLQJ�

3ULFH�LV�WKH�RXWFRPH��QHYHU�WKH�H[SODQDWLRQ��$V�ORQJ�DV�WKH�FRQYHUVDWLRQ�VWD\V�DW�WKH�OHYHO�RI�WKH�RXWFRPH�

WKH�SULFH�LV�HìHFWLYHO\�GHWHUPLQHG�E\�\RXU�VXSSOLHU�
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04 What the blindfold actually costs you

1HJRWLDWLQJ�EOLQGO\�VRXQGV�DEVWUDFW�XQWLO�\RX�UXQ�WKH�QXPEHUV�RQ�D�VLWXDWLRQ�PRVW�EX\HUV�ZLOO�UHFRJQL]H��6D\

\RXU�EXVLQHVV�ZLWK�D�VXSSOLHU�JUHZ����SHUFHQW�ODVW�\HDU��<RX�ZDON�LQWR�WKH�DQQXDO�PHHWLQJ�H[SHFWLQJ�WKDW�WKLV

íQDOO\�HDUQV�\RX�D�YROXPH�GLVFRXQW��DQG�LQGHHG�LW�GRHV��WKH�VXSSOLHU�RìHUV���SHUFHQW��<RX�OHDQ�EDFN��DFFHSW�

DQG�UHSRUW�D���SHUFHQW�VDYLQJ�LQWHUQDOO\�

7KH�XQFRPIRUWDEOH�TXHVWLRQ�LV�ZKHWKHU���SHUFHQW�ZDV�DQ\ZKHUH�QHDU�WKH�ULJKW�QXPEHU��EHFDXVH�ZKHQ

YROXPH�JRHV�XS��SDUW�RI�\RXU�VXSSOLHU
V�FRVWV�EHKDYH�LQ�D�YHU\�SUHGLFWDEOH�ZD\��$�SRUWLRQ�RI�WKHLU�FRVW�EDVH�LV

í[HG��UHQW��GHSUHFLDWLRQ��LQVXUDQFH��PDFKLQHV��7KRVH�FRVWV�VWD\�VWDEOH�LQ�WRWDO�ZKHWKHU�WKH�IDFWRU\�SURGXFHV

����XQLWV�RU��������ZKLFK�PHDQV�WKDW�SHU�XQLW��WKH\�IDOO�DV�YROXPH�ULVHV�

+12%

\RXU�YROXPH�JURZWK

ODVW�\HDU

→

−10.7%

í[HG�FRVW�SHU�XQLW���

¹������

→

45%

DVVXPHG�í[HG�VKDUH

RI�VXSSOLHU�FRVW�EDVH

→

≈4.8%
VFDOH�HìHFW�RQ

WRWDO�FRVW

4.8% > 2%

7KH�VFDOH�HìHFW�\RXU�JURZWK�FUHDWHG�LV�ODUJHU�WKDQ�WKH���

GLVFRXQW�\RX�FHOHEUDWHG�

The volume reality check: ten minutes of math that changes your starting position before the meeting begins.

7KDW�GRHV�QRW�DXWRPDWLFDOO\�PHDQ�WKH�SURGXFW�PXVW�EHFRPH�����SHUFHQW�FKHDSHU��:KDW�LW�GRHV�PHDQ�LV�WKDW

SDUW�RI�WKH�FRVW�SUHVVXUH�\RXU�VXSSOLHU�LV�FODLPLQJ�PD\�DOUHDG\�EH�FRPSHQVDWHG�E\�WKH�VFDOH�\RXU�JURZWK

FUHDWHG��DQG�WKDW�FKDQJHV�\RXU�VWDUWLQJ�SRVLWLRQ�FRPSOHWHO\��7KH���SHUFHQW�GLVFRXQW�\RX�FHOHEUDWHG�PD\�ZHOO

KDYH�EHHQ�SDLG�IRU�E\�\RXU�RZQ�JURZWK��ZLWK�URRP�WR�VSDUH�

7KLV�LV�ZKDW�WKH�EOLQGIROG�FRVWV��:LWKRXW�D�EDVLF�XQGHUVWDQGLQJ�RI�FRVW�EHKDYLRU��D�EX\HU�FDQQRW�WHOO�D�IDLU

RXWFRPH�IURP�D�PHGLRFUH�RQH��DQG�HQGV�XS�JUDGLQJ�WKHLU�RZQ�QHJRWLDWLRQV�ZLWK�LQIRUPDWLRQ�VHOHFWHG�E\�WKH

RWKHU�VLGH��,W�PLJKW�DOVR�H[SODLQ�ZK\�VR�PDQ\�VXSSOLHUV�ORYH�WR�WDON�DERXW�\RXU�UHYHQXH�JURZWK�
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7< 0�
��� �
� ��������� ���I � ���� �������

The good news is that seeing clearly does not require perfect information. In my experience, a structured

way of asking questions, combined with a rough sense of what is plausible, already gets you remarkably far.

A story from my own career illustrates how far. I used to buy one of the most basic products imaginable:

rubber bands. Using common sense, I assumed material had to be a major cost element, and that the bill of

materials consisted essentially of rubber plus a few chemicals. I had been tracking commodity prices, so I

knew the rubber price had dropped 50% over six months. I sent my supplier an email containing a single

attachment, the graph of that price drop, without any explanation or demands. Within an hour I received a

new price, 20% lower than before.

NEW  MESSAGE

To: sales@yoursupplier.com

Subject: Rubber market development

(no message text)

rubber_price_index.png

rubber price index ·

6 months

−50%

SUPPLIER  REPLY,  ONE  HOUR  LATER

−20%

A new price, without a meeting, a model,

or a negotiation. One public data point

connected to one question the supplier

could see coming.

The rubber band email: the shortest fact-based negotiation of my career.

There was no cost model behind that email, no spreadsheet, and certainly no open-book agreement. One

public data point, connected to one question the supplier could see coming, was enough.

Take that same way of thinking back to the price increase letter from the beginning. Five claims were made,

so each of them deserves its own question.
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The supplier's claim Your question

“Raw materials went up.” → :KLFK�PDWHULDOV�H[DFWO\��DQG�ZKDW�VKDUH�RI�WKH

SURGXFW�FRVW�GR�WKH\�UHSUHVHQW"

“Transport got more expensive.” → :KDW�SHUFHQWDJH�RI�WKH�FRPSRQHQWV�LV

DFWXDOO\�LPSRUWHG"

“Energy costs increased.” → :KLFK�HQHUJ\�DUH�\RX�XVLQJ��DQG�ZKDW�KDSSHQHG�WR

WKRVH�SULFHV�LQ�\RXU�FRXQWU\"

“Wages went up.” → +RZ�ODERU�LQWHQVLYH�LV�WKLV�SURGXFW�LQ�WKH

íUVW�SODFH"

“Exchange rates were unfavorable.” → :KDW�KDSSHQV�WR�P\�SULFH�ZKHQ�WKH�PDUNHW�WXUQV�LQ

\RXU�IDYRU"

$VN�WKHVH�TXHVWLRQV�DIWHU�GRLQJ�\RXU�YROXPH�KRPHZRUN��DQG�WKH�FRQYHUVDWLRQ�LV�QR�ORQJHU�DERXW�ZKHWKHU

�����IHHOV�KLJK��,W�EHFRPHV�D�GLVFXVVLRQ�LQ�ZKLFK�WKH�VXSSOLHU
V�FODLPHG�LQFUHDVHV�DUH�QHWWHG�DJDLQVW�WKH

VFDOH�HìHFW�\RXU�JURZWK�FUHDWHG��GULYHU�E\�GULYHU��7KH�VXSSOLHU�QRZ�KDV�WR�UHVSRQG�ZLWK�VXEVWDQFH�UDWKHU

WKDQ�D�VWRU\��DQG�LQ�P\�H[SHULHQFH�WKH�TXDOLW\�RI�WKH�RXWFRPH�FKDQJHV�DFFRUGLQJO\��7KH�GLìHUHQFH�LV

EHWZHHQ�D�RQH�WLPH�FRQFHVVLRQ�RI�D�SHUFHQW�DQG�VWUXFWXUDO�UHVXOWV�WKDW�FRPSRXQG�RYHU�\HDUV�

2QH�KRQHVW�ZDUQLQJ�EHIRUH�\RX�JHW�HQWKXVLDVWLF��7KH�íUVW�WLPH�\RX�EULQJ�FRVW�ORJLF�WR�WKH�WDEOH��VRPH

VXSSOLHUV�ZLOO�WU\�WR�NLOO�\RXU�GDWD��7KH\�ZLOO�WHOO�\RX�\RXU�QXPEHUV�DUH�QRW�FRUUHFW�DQG�\RXU�DVVXPSWLRQV�DUH

ZURQJ��DQG�WKH\�ZLOO�SDUWO\�EH�ULJKW��EHFDXVH�\RXU�QXPEHUV�DUH�EXLOW�RQ�PDUNHW�DYHUDJHV�UDWKHU�WKDQ�D�OLYH

YLHZ�RI�WKHLU�IDFWRU\��7KDW�LV�íQH��<RXU�QXPEHUV�GR�QRW�QHHG�WR�EH�SHUIHFW�WR�GR�WKHLU�MRE��,W�LV�EHWWHU�WR�EH

URXJKO\�ULJKW�WKDQ�SUHFLVHO\�ZURQJ�
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06 What you still can't see

,�ZDQW�WR�EH�VWUDLJKW�DERXW�ZKDW�WKLV�ZKLWHSDSHU�KDV�DQG�KDV�QRW�JLYHQ�\RX�

<RX�QRZ�NQRZ�WKH�EOLQGIROG�H[LVWV��ZK\�LW�VWD\V�RQ��ZKDW�LW�FRVWV�\RX��DQG�ZKDW�VWDUWV�WR�FKDQJH�ZKHQ�\RX

WDNH�LW�Rì��:KDW�\RX�GR�QRW�KDYH�\HW�LV�WKH�PHWKRG��%XLOGLQJ�D�VWUXFWXUHG�YLHZ�RI�KRZ�D�VXSSOLHU
V�SULFH�LV

EXLOW�XS��ZKDW�,�FDOO�D�FRVW�PRGHO��LV�D�VNLOO�LQ�LWVHOI��6R�LV�GHFLGLQJ�KRZ�GHWDLOHG�WKDW�YLHZ�QHHGV�WR�EH�IRU�D

JLYHQ�VXSSOLHU��EHFDXVH�WKH�DQVZHU�LV�YHU\�GLìHUHQW�IRU�D�VWUDWHJLF�SDUWQHU�WKDQ�IRU�D�VXSSOLHU�RI�UXEEHU

EDQGV��$QG�XVLQJ�WKDW�YLHZ�DW�WKH�QHJRWLDWLRQ�WDEOH�ZLWKRXW�JHWWLQJ�VWXFN�LQ�D�GHEDWH�DERXW�ZKRVH

VSUHDGVKHHW�LV�ULJKW�LV�\HW�DQRWKHU�VNLOO�

Covered step by step in the

Strategic Cost Management course

Basic industry

model

Adjusted

industry model

Basic supplier

model

Process cost

model

Improved

supplier model

Open book

There is a method behind all of this: six steps of cost model maturity, from industry averages to open book.

$OO�RI�WKHVH�DUH�OHDUQDEOH��1RW�LQ�DQ�DIWHUQRRQ��EXW�FHUWDLQO\�QRW�LQ�WKH�����\HDUV�LW�WRRN�PH��EHFDXVH�,

OHDUQHG�WKHP�WKH�VORZ�ZD\��WKURXJK�H[SHULHQFH��WKURXJK�PLVWDNHV��DQG�WKURXJK�FROOHFWLQJ�P\�RZQ�GDWD�ORQJ

EHIRUH�DQ\RQH�RìHUHG�D�FRXUVH�RQ�WKH�VXEMHFW�

07 Reading the letter again

3LFWXUH�WKDW�OHWWHU�DUULYLQJ�DJDLQ�QH[W�2FWREHU��ZLWK�LWV�íYH�IDPLOLDU�UHDVRQV�DQG�LWV�LQFUHDVH�JHQHURXVO\

OLPLWHG�WR�������2QO\�WKLV�WLPH��\RX�NQRZ�KRZ�PXFK�\RXU�YROXPH�JUHZ�DQG�URXJKO\�ZKDW�WKDW�GLG�WR�WKH

VXSSOLHU
V�í[HG�FRVWV�SHU�XQLW��<RX�NQRZ�ZKLFK�WZR�FRVW�HOHPHQWV�GRPLQDWH�WKLV�SURGXFW�DQG�ZKDW�KDSSHQHG

WR�WKHP�LQ�WKH�PDUNHW��<RX�KDYH�SUHSDUHG�RQH�TXHVWLRQ�SHU�FODLPHG�FRVW�GULYHU��DQG�QRQH�RI�WKHP�FDQ�EH

DQVZHUHG�ZLWK�D�VWRU\�

7KDW�VKLIW��IURP�GHIHQGLQJ�DJDLQVW�D�QXPEHU�WR�H[DPLQLQJ�WKH�ORJLF�XQGHUQHDWK�LW��LV�WKH�UHDVRQ�,�EXLOW�WKH

6WUDWHJLF�&RVW�0DQDJHPHQW�FRXUVH��,Q�WKUHH�PRGXOHV�ZH�PRYH�IURP�FRVW�IXQGDPHQWDOV��WR�EXLOGLQJ�SUDFWLFDO

FRVW�PRGHOV��WR�IDFW�EDVHG�QHJRWLDWLRQ�DW�WKH�WDEOH��VWHS�E\�VWHS��ZLWK�UHDO�FDVHV��DQG�ZLWK�WKH�PLVWDNHV�,

DOUHDG\�PDGH�VR�\RX�GRQ
W�KDYH�WR�
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Take the blindfold off for your own categories

7KH�6WUDWHJLF�&RVW�0DQDJHPHQW�FRXUVH�WDNHV�\RX�IURP�FRVW�IXQGDPHQWDOV�WR�SUDFWLFDO�FRVW

PRGHOV�WR�IDFW�EDVHG�QHJRWLDWLRQ��LQ�WKUHH�PRGXOHV�EXLOW�RQ�UHDO�SURFXUHPHQW�FDVHV��7DXJKW�E\

5REHUW�'ULHVVHQ��)RXQGHU�RI�:73�%X\QDPLFV�DQG�IRUPHU�&32�

Robert Driessen
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