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COMMERCIAL AWARENESS

As a manager or in a in a technical role, an
engineer or business specialist, you'll have enough
to worry about without concerning yourself with
the commercial aspects of business.

Unfortunately purely focusing on your job function
often isn't sufficient to get ahead. Your success
depends on your company winning and fulfilling
orders.

This workshop has been designed to provide you
with a strong appreciation of the commercial
environment.

With a better understanding of business &
commercial objectives, you can see more clearly
how you can actively contribute to them;
significantly helping your company and career
advancement.

Paul Shields -Your Presenter

As Commercial Manager at
Bombardier Aerospace, Paul was lead
negotiator and contract signatory to

I | aerospace contracts worth hundreds

of millions of pounds and responsible
for multi-million cost reduction initiatives.

Now working on the other side of the fence; Paul’s
skills are in constant demand, helping industry in
North America & across Europe with his
commercial and cost analysis skills. He has been
involved with several Billion dollars of work in the
past six years alone.

Author of his own unique "Six Pillars" approach to
cost reduction, Paul is also a guest lecturer at both
Cranfield and Queens University.




Sound Commercial skills are the backbone of every successful business...
Give Your Business a Helping Hand,
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Workshop Details ]
Due to the Interactive nattL
effective, places are restric

allocated on a first come first :

Venue: Aston Business Schoo
Duration: 1 Day

Date: See Web Site or Contact

Cost: £345+VAT per person

BOOKING

Contact us for more details:
T: +44(0)121 616 0575

E: training@adurasys.com
www.adurasys.com
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e Risk Management And Decision Making
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