
F or the past 6 years, Texas Instruments has 
educated it’s workforce to recognize the 
importance of working effectively with 
suppliers. One of their most successful 

strategies has been the introduction of a course 
entitled, “Dealing With The Highly Skilled 
Salesperson” (also called “How To Deal With 
Back Door Selling”), a video-based workshop 
created by Robert Benedict of Benedict 
Negotiating Seminars, Inc (BNS). The following 
article summarizes Texas Instruments’ highly 
successful implementation strategy 

Background of the Challenge...
Texas Instrument’s Supply Management 
organization is divided into Materials, Equipment, 
Logistics, and Service teams. Together they 
manage billions of dollars annually. This 
organizational structure, having numerous 
business requirements and a functionally diverse 
team, can create quite a challenge for Texas 
Instruments’ negotiations. 

TI realizes that each of the functionally different 
team members are coming in contact with 
suppliers on a regular basis. This multitude of 
supplier contacts creates the constant potential for 
non-purchasing employees to inadvertently say 
something to a supplier that would take away 
some of TI’s negotiating leverage.

It is, therefore, very important that TI employees 
understand that “information is power” and that 
there is value in thinking through the potential 
impact of sharing information with suppliers.

Negotiating Through Challenging Times  
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EXCERPTS FROM AN INTERVIEW WITH MAGGIE
FISHER, WORLDWIDE PROCUREMENT/LOGISTICS
BUSINESS PROCESS DEVELOPMENT DIRECTOR

Oh, by the way... who else are you looking at?

And how do we stack up? 

Are we in the ballpark on price?

Does purchasing have veto power, or do you  
make the decisions?

When do you really need this stuff?

TEXAS INSTRUMENTS INC. IS A WORLD 

LEADER IN DIGITAL SIGNAL PROCESSING 

AND ANALOG TECHNOLOGIES.



The Response is Rewarding...
After attending the “Dealing With the Highly 
Skilled Salesperson” course, the attendees 
unanimously reported a very positive response, 
citing that the class was fast-paced and very 
informative.

It was just getting students to attend the course in 
the first place that was the real problem.

Gaining the Necessary 
Management Support... 
To spread the impact of the course, gaining 
management support was vital. A presentation was 
made to the Semiconductor Group Senior 
Management team.

The presentation included a preview videotape of 
the “How to Deal With Back Door Selling” 
workshop. The presenters then shared what they 
felt was the impact to the bottom line at TI and 
outlined what could be “left on the table” if they 
did not have the leverage they needed. The 
Executive Team agreed with the value of the 
course and strongly suggested their people attend. 

Attendance Dramatically 
Increases...
Because of the support of the Senior Management 
team, attendance at the courses increased to as 
high as 80% from various teams.

The Course Spreads to Europe...
The need for this course was also growing within 
TI Europe. Christian Kaemmerlan, TI Director of 
Procurement for Europe, recognized the need to 
coordinate the interaction of all people who were 
interfacing with suppliers. He wanted the 
communication from the procurement part of the 
team and the technical part of the team to be in 
alignment.

At the point of the roll-out, Christian Kaemmerlan 
visited with TI personnel located in England, 
Germany and France and described the value of 
the training. This paved the way for a very 
successful class attendance.

TI had a trainer go throughout Europe presenting 
the workshop in three geographic areas. Classes 
were made up of Engineers (Application and 
Facility), and Managers of Development, 
Program, and Marketing.

“ Dealing with the Highly Skilled Salesperson”  

is more of a discovery than it is a ‘tell’ course.  

Our engineers like it because it is an eye opener 

about salespeople and the impact they can have  

when they give too much information away.  

Through participation in this class, they can 

internalize the impact versus procurement  

telling them.”

 Maggie Fischer

Hearing About a Possible 
Solution...
Maggie Fisher is TI’s Worldwide Procurement/
Logistics Business Process Development Manager. 

“My predecessor and I are members of the Supply 
Management Professional Development Network 
of the Institute of Supply Management (ISM). 
At these network meetings we share information 
on training and other things we see as value to  
the development of our workforce. One of the 
member companies told the group about a course 
that they were using called: “Dealing With the 
Highly Skilled Salesperson.” Also called, “How to 
Deal With Back Door Selling,” the course was 
getting very favorable feedback.

TI did a test class and based on the feedback, 
immediately began to roll it out to the rest of the 
organization.

The Initial Focus...
The courses were first presented at TI’s Dallas 
facilities where a majority of the centralized 
purchasing teams are located. 

The initial classes focused on engineers and 
manufacturing people who interfaced with 
suppliers – and with purchasing.



Europe Sees Significant 
Benefits...
Christian Kaemmerlan suggests, “This course has 
been very well received and many people, even 
four years later, still remember the short video 
where the guy is digging his own grave. It has 
been well received by procurement who see the 
class as a good vehicle and useful help at 
delivering their message to engineers.”

Engineers consider this an eye opener about 
salespeople and the possible impact of them 
giving too much information. In addition, they 
perceive the opportunity to reverse the situation 
and start asking questions of salespeople, a real 
advantage to TI’s negotiating strength.”

TI now plans to take the course back to Europe to 
do a sweep through England, Holland and France.

One Trainer Can 
Make a Real Impact...
TI’s Maggie Fisher has both a US-wide agreement 
and a European agreement with BNS. Eventually 
TI plans to have one certified trainer in Asia and 
one in Japan. 

“As a trainer, I so enjoy watching the transition of 
the attendees from observers to participants,” said 
Maggie. “There is the initial recognition on their 
faces as they see an example of something they 
have done on the video. There is the initial eyes 
widening, followed by a quiet chuckle - then they 
lean forward and start to pay attention. They then 
know this class is for them.”

“We think this course should be embedded in their 
psyche. This is not just for the big negotiations, 
but is in everything they do with suppliers,”  
concluded Maggie Fischer.

New Employee Training ASAP...
“Dealing With the Highly Skilled Salesperson” is 
now a mandatory course for new procurement 
employees.

The Time is Now to Make  
a Difference...
TI has realized that effectively “dealing with 
highly skilled salespeople” is a real competitive 
advantage. With top executive support and an 
aggressive training strategy, they can and have, 
received significant benefits as they negotiate 
through today’s challenging business times. 

“ We need to have all people who are interfacing 

with suppliers be aware that information is  

power and releasing information to suppliers  

is reducing TI’s leverage in a negotiation.”

 Christian Kaemmerlan 
TI Director of Procurement for Europe

Craig W. Bakken

Craig Bakken has written and published numerous materials on the subject of 
purchasing and creativity. He spent 19 years in a Fortune 100 company in Production, 
Quality, Training and Purchasing positions. He also spent 2.5 years in one of the 
largest privately held marketing and sales company in the United States and is 
currently the Business Development Manger of one of the top 25 business schools  
in the United States.

Sure, I can get you that information.
Anything else you need?



Benedict Negotiating Seminars Inc.
5717 Bent Grass Drive, Valrico, FL 33596
toll free: 1.877.221.2805   e-mail: mail@bns-inc.com   
websites: www.bnsnegotiation.com, www.backdoorselling.com 


