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* Keypersonafor TR + Support function persona, not a decision maker
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o Rayyan’s team of six manages the complete vendor sourcing, Complex approval system
The Facilitator procurement activities, partnerships and ecosystem portfolio e .
(Procurement Manager) + He reports directly to the Head of Sourcing and who onboarding
reports directly to the Global Procurement Head @ Poorpost pur vesshs Reersction
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negotiate with vendors to secure advantageous contact terms Adtoretion
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impacting effectiveness ;
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buy in of all leaders, both internal and global’
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