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This is a three part series on Sourcing Effectiveness Teams. The Sourcing Effectiveness Team
(SET©) process is a proven, practical process for establishing lowest total cost commodity
strategies. The process was developed by Integrated Strategies of East Lansing, Michigan.
Steven J. Trecha, President & CEO overviews the SET process in Parts I and II.  Part III looks
at the result of the Cross-Functional Sourcing Team Effectiveness Study conducted by the Center
for Advanced Purchasing Studies (CAPS).

MULTI-FUNCTIONAL SOURCING

What sourcing teams can do,
and why they may fail

f companies could learn to
break down the old func-
tional barriers and proto-

cols, they might achieve 3-8%
reductions in cost of operating
materials, 10-15% reductions in
MRO costs, 3-15% reductions
in capital construction expendi-
tures, 2-8% reductions in in-
bound transportation costs, 5-
25% reductions in purchased
inventory, 10-20% improve-
ments in supplier delivery times,
40-60% shorter product devel-
opment cycles; and quality im-

provements of 10-15%.
“These are conservative but

impressive numbers,” says
Steven J. Trecha, VP and
founder of Integrated Strategies
Inc., but they aren’t merely es-
timates. Trecha claims that these
figures represent actual im-
provements logged by multi-
functional “Sourcing Effective-
ness Teams” at more than 50
companies from all walks of in-
dustry.  Consider the following
cases (to protect competitive
advantage, company names and

other identifying details have
been withheld):

• A $2 billion/year producer
of building products and mate-
rials spends approximately $20
million on a particular packag-
ing commodity. A Sourcing Ef-
fectiveness Team or SET, re-
duced immediate measurable
cost—combination of price,
transaction processing, logistics,
and design—by 16%. The SET
also reduced inventory by 25%

• A manufacturing firm once
spent $3 million annually for a
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family of mechanical parts; it also
spent $1.5 million to inventory
the parts. A SET achieved a 12%
price reduction, and 50% inven-
tory reduction.

• A $2.5 billion multi-national
firm implemented a SET to inves-
tigate a production support ma-
terial that it used in large quan-
tity.  The team assembled nine
user locations and discovered that
the firm had 135 specifications to
complete the same basic function.
The team reduced 135 specs to
fifteen, and reduced from nine to
two suppliers. Price reduction tal-
lied to 26%.

“Each of these improve-
ments,” says Trecha, “are in com-
modities that people have been
buying for decades.”  Standing
between a typical company and
similar achievements is an inher-
ent discomfort with internal com-
munication and cooperation, he
argues.

The basic role of the team,
says Trecha, is to help the corpo-
ration become comfortable with
its new standard of communica-
tion and cooperation.  “The team
is a transition to get the organi-
zation comfortable with sharing
information.  It also encourages

advanced thinking and risk-tak-
ing.”

Early on the learning curve,
sourcing teams may comprise 8-
15 representatives from various
corporate functions.  With expe-
rience, says Trecha, new projects
may be managed with just one or
two people because the tradi-
tional information barriers no
longer exist, and new ways of
doing business are understood
across functions.

Getting to that point is diffi-
cult.  Based on extensive experi-
ence working with sourcing
teams, Trecha has compiled a list
of reasons why they either fail or
fall short of potential:

• Strategic Mission.
Corporate executives have not
progressed beyond lip service in
acknowledging strategic signifi-

cance of the sourcing function.
• Empowerment.  Team

members fail to feel empowered.
“Early team members will always
ask, does my boss believe in
this?” says Trecha.

• Goals. Team leaders fail to
establish aggressive goals at the
outset of their project.

• Coordination. Team lacks
effective coordination.

• Expertise. Team members
don’t understand the process.

• Appraisal. Team fails to
keep senior management in-
formed of its activities and
progress.

• Learning. Team fails
to share knowledge and
information.

• Complexity. Team underes-
timates project complexity.

• Anticipation. Team fails to
correctly anticipate potential im-
pediments and outsiders’ re-
sponse to its activities.

To address such obstacles,
Trecha and colleagues at ISI have
created a model for what they call
Sourcing Effectiveness Teams or
SETs. (Note: SET process is
copyrighted). We’ll look more
closely at the model in Part II of
the series.
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“Most departments make
good decisions within the
context of their own
function. Breakthrough
improvements come by
integrating the respective
strategies and best prac-
tices among the depart-
ments within a corpora-
tion,” says Trecha.
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MULTI-FUNCTIONAL SOURCING
Part ll

Sourcing teams may benefit
from 12-step SET process

viduals to ensure implementation of
corporate strategy. Executive commit-
tee puts teeth into teaming process.

Sourcing steering committee is
multi-functional comprising all relevant
personnel—purchasing pro, plant man-
agers, engineers, finance managers, lo-
gistics professional, etc. Steering com-
mittee evaluates sourcing history, sets
priorities, convenes teams, receives
team feedback, mediates intra-team con-
flict, and approves team actions.

Strategic facilitator might be com-
pared to the Wizard of Oz. Operating
behind the scenes, the facilitator orches-
trates the SET process. Facilitator is a
person with prior sourcing team expe-
rience who helps the sourcing team to
anticipate results of its actions and avoid
common pitfalls.

To illustrate the importance of the
strategic facilitator, Trecha poses a sce-
nario: A team has been designated to de-
velop a total lowest cost long-term sup-
plier relationship in a production com-
modity.  This may mean a number of
current suppliers stand to lose business.
“Typically,” says Trecha, “when suppli-
ers catch wind of the team and its goal,
they will lobby their contract within the
firm.” Strategic facilitator would help
team to anticipate supplier lobbying—
and to ensure that all relevant commu-
nications are funneled through the team.

Strategic facilitators, according to
Trecha, may play an array of different
roles: they may aid a team in reaching
consensus decisions, conduct initial as-
sessments to ensure the team has nec-
essary information at its disposal, pro-
vide critical review of alternative sourc-
ing strategies, and help team members

to what is popularly termed “thinking
outside of the box.” Of note: firms that
are new to sourcing team practice may
need to look outside for strategic facili-
tators—others may send internal people
out for training. Strategy facilitators and
sourcing analysts are perfect roles for
seasoned purchasing professionals to
play, says Trecha.

With such an organizational sup-
port-system in place, Trecha says a cor-
poration would be just 12 simple steps
away from breakthrough improvements
in its sourcing practice. Here’s a quick
run-down on SET steps:

• ID commodities and SET make-
up. This is a job for the steering com-
mittee. “At this stage,” says Trecha, “the
steering committee has to pose ques-
tions. What are the important commodi-
ties? Where do we want to focus our
talent and resources? What is an appro-
priate balance between risk and strate-
gic relevance of commodities targeted
for sourcing team projects?”

Trecha notes that some firms will
find that they aren’t prepared to focus
on a particular commodity. In some
cases, steering committee may need to
convene teams to glean historical pur-
chasing, inventory, and customer sales
information and supplier performance
measurements systems.

• Organize SETs.  Steering com-
mittee is uniquely positioned to appoint
SET team members.  “There’s no set
formula for deciding who should par-
ticipate on a team,” says Trecha. “In all
cases, you will want personnel that rep-
resent the multiple key functions in the
commodity in addition to complement-
ing the team with creativity and risk-tak-

t companies around the nation,
multifunctional sourcing
teams routinely log break-

through advances in sourcing perfor-
mance. Still—as many companies have
discovered—converting team theory to
practice is never simple.

What is the team goal? Who will
participate on a team? How will the
team accomplish its goal? How will it
measure its performance? How will par-
ticipants divide time between team ac-
tivity and regular work? Who will fi-
nance team activities? How will the
company leverage knowledge devel-
oped by the team? What if one team
member suffers from OPD (obnoxious
personality disorder)? When will a team
disband?

To manage conversion of a team
theory into effective team sourcing, the
folks at Integrated Strategies Inc.
(ISI) in East Lansing, Mich. offer both
an organization framework and a
12-step process for sourcing team
implementation.

Before establishing what ISI calls
a Sourcing Effectiveness Team (SET),
Steven J. Trecha, President, CEO and
founder, urges companies to install a
team support-system comprising three
basic elements:

• An executive sourcing team.
• A company-wide sourcing steer-

ing committee
• And a cadre of strategic facilita-

tors and sourcing analysts.
Executive sourcing team is very

straightforward. Once the corporate en-
tity commits to sourcing as a matter of
competitive strategy, upper echelons
convene a team of high-powered indi-
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ing thinkers.  These folks may not have
detailed commodity knowledge.”

Trecha warns that a person with ex-
perience in a commodity may at times
impede team progress because they feel
personally criticized for the way busi-
ness was conducted in the past.  This
is one area where the strategic facilita-
tor would step in to help. “The facili-
tator would help the team to adopt an
attitude that the past was the result of
the old corporate organization. Let’s not
look back and chastise, let’s take an op-
portunistic approach to developing a
new supply strategy,” remarks Trecha.

Another important aspect of SET
organization is explicit internal commu-
nications (via steering and executive
committees) to inform all employees
that the team has come into existence
and that all activity relating to its target
commodity be directed to the team.

• Establish commodity goals/
deliverables. Team plots courses, goals,
and performance measures.  “It’s criti-
cal,” says Trecha, “that aggressive
stretch goals are developed early on in
the process.  Stretch goals should be es-
tablished prior to detailed investigation
of internal history, external market fac-
tors, and possible futures for their tar-
get commodity.”

• Profile historical item & sup-
plier usage/performance. Team spends
its initial weeks investigating commod-
ity history. What are the part numbers?
Who are the suppliers? What’s the in-
ventory history? How has each supplier
performed in the past?
At companies with poor history of track-
ing supplier performance, a sourcing
team could become hopelessly hung-up
at this phase. To avoid such a scenario,
Trecha says a strategy facilitator and
sourcing analyst would have conducted
a pre-team reconnaissance mission to
ensure that the team would have action-
able information.

• Determine future item and sup-
plier requirements/expectations. Pri-
marily a team brainstorming exercise,
according to Trecha. “We expect the list
to be fuller than in the past—especially
with significant improvement goals tied
to customer expectations.”

• Investigate supply market. The
team opens its requirements to a more-
than-traditional set of suppliers. “This
is an opportunity to investigate the com-
modity on a global basis,” says Trecha.
At this stage, team asks: How do sup-
pliers compete in this market? What are

the capacity issues? Who are the sup-
pliers and who are their major custom-
ers? What is the supplier industry’s cost
structure?

• Determine specific supplier ca-
pabilities. Team visits select suppliers.
This isn’t the canned plant tour—team
arrives armed with questions. Another
job for the strategy facilitator is to an-
ticipate supplier response and to help
ensure that suppliers will feel comfort-
able sharing information

• Assess future requirements and
capabilities against supplier capabili-
ties. Information gathered in steps four
through six meets information gathered
in step seven

• Develop sourcing strategy. Team
reaches consensus decision and presents
it to steering committee for approval.
“Team reaches agreement with the sup-
plier on a relationship structure which
will reduce cost through the agreement
period, with measurable buying and
selling performance standards in place.”
Presentation to the steering committee
is a mere formality according to Trecha.
“Steering committee ratifies the strat-
egy,” he says, adding, “There are no sur-
prises at this point; steering committee
has been continually appraised of team
activity.”

• Implement, manage, and review
sourcing strategy. Last three SET steps
may be lumped together insofar as they
represent the only part of the process
that continues indefinitely. In some
cases, the entire team may maintain a
role; in other cases, the team may de-
cide to disband (placing a contract ad-
ministrator in charge of the supply re-
lationship) or to meet only infrequently.

End Note. Trecha notes that to en-
sure continued executive level support,
it is extremely important to track both
cost reductions and costs associated
with the sourcing effectiveness team ac-
tivities. One simple mechanism is to set
up separate team accounts and track
time and expenses directly related to the
team activities.
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MULTI-FUNCTIONAL SOURCING
Part lII

How to ensure sourcing team
effectiveness

n 1992, researchers led by
Dr. Robert M. Monczka,
Ph.D. and Robert J. Trent,

Ph.D. undertook a study to assess
factors influencing effectiveness
on cross-functional sourcing
teams. The study documented
perceptions among 700-plus team
members, leaders, and external
raters, covering 107 cross-func-
tional sourcing teams at 18 U.S.
firms.

Conducted at the Eli Broad
Graduate School of Management
at Michigan State University, the
study was devised in view of a
prior study in which 80% of U.S.
firms indicated plans to “empha-
size the use of cross-functional
teams to support procurement and
sourcing decisions over the next
three years.”

The new study was intended
neither to support nor to discredit
the use of cross-functional sourc-
ing teams, according to Monczka
and Trent. Rather, the study was
designed to reveal the factors af-
fecting team effectiveness.
“There was an increasing utiliza-

I tion of sourcing teams, but very
little information about how to
drive effectiveness into the
team,” they say. Still, Monczka
and Trent say the study associates
“significant benefits” with cross-
functional sourcing. Highest-
rated benefit, according to the
report, is “the ability to bring
greater knowledge and skill to-
gether at one time.”

Lowest-rated benefit, mean-
time, is “a reduction in the time
required to solve a problem or
complete an assigned task.”
Monczka and Trent say a team
format may or may not bring ef-
ficiency to the sourcing decision:
“An individual could make a
sourcing decision in thirty sec-
onds; that would be efficient, but
it may not be effective.” Alterna-
tively, the researchers explain:
“An individual may research a
decision, but a team may be more
efficient at assembling quality
information.”

In their examination of team
limitations, the researchers say
30-40% of their survey respon-

dents agree with the following
statements:

• Team has no real power or
authority to make major deci-
sions.

• Team has little insight into
how it is performing over time

• Managers outside the team
attempt to control activities or
influence team decisions

• Certain members dominate
team meetings or control team ac-
tivities

• Commitment of resources
does not meet the team’s require-
ments.

In context of team limitations,
the researchers conclude that
“team members in this study are
basically satisfied with internal
team processes and interaction
(which the team controls) but less
satisfied with externally related
issues (which others external to
the team control).” Incidentally,
the study finds a set of factors that
“consistently relate” to effective-
ness in team sourcing:

• Organizational resource
availability. Study identifies re-



sources most critical to team ef-
fectiveness (in order of impor-
tance): supplier participation;
availability of required services
and help from others; time avail-
ability; budgetary support; and
adequate team member task
preparation.

“Management commit-
ment of the necessary re-
sources has the potential,
therefore, to separate mar-
ginally from exceptionally
performing sourcing
teams,” conclude the re-
searchers.

• Supplier participa-
tion and involvement.
“Teams that included suppli-
ers as formal team members
were, on average, more ef-
fective compared to teams
that did not include suppli-
ers as formal members, par-
ticularly in the areas of time
reduction performance goals
and supply base manage-
ment performance,” say the
researchers. Assuming that
(1) suppliers are willing and able
to support team activities, and (2)
that supplier participation is rel-
evant to the team’s objective, the
researchers recommend that or-
ganizations “consider suppliers
for formal team membership at an
appropriate time in the sourcing
process when a team’s task can

benefit from closer supplier-team
interaction and greater supplier
involvement.”

• Team authority. The re-
searchers studies four aspects of
team authority: ability to sched-

ule team meetings; ability to se-
lect team members and leader-
ship; ability to control internal
team processes; and ability to
make decisions that bind an or-
ganization and affect others ex-
ternal to the team. While the first
factor showed little significant
impact on team effectiveness, the

study finds a definite relationship
between internal team process-
authority and team performance.

“These findings suggest that
teams granted a higher level of
internal process authority are

more likely to realize many
of the positive team process
and performance outcomes
sought by firms,” say the re-
searchers. Likewise, they
find that “Teams with
greater external decision au-
thority received, on average,
slightly higher effectiveness
ratings for the performance
dimensions of time reduc-
tion and supply base man-
agement performance. This
suggests that teams empow-
ered to make external sourc-
ing decisions re able to
channel this empowerment
into greater results.”

• Team effort. “An un-
derstanding of what drives
team effort is critical be-
cause firms can take action
to promote greater effort and

member commitment,” argue
Monczka and Trent. “A meaning-
ful task, however, is only a nec-
essary but not sufficient condition
for encouraging team effort and
commitment. Certain factors
work against team members put-
ting forth the effort required to
complete successfully a cross-

PURCHASING’S BUYLINES

• Team has no real power or
authority to make major
decisions.

• Team has little insight into
how it is performing over
time.

• Managers outside the team
attempt to control activities
or influence team decisions.

• Certain members dominate
team meetings or control
team activities.

• Commitment of resources
does not meet the team’s
requirements.



functional sourcing team’s task.”
According to the survey results,
those factors include: treating
sourcing teams as add-on assign-
ments with minimal or no recog-
nition for individual participation
or team performance; limited
time available for team participa-
tion, and use of non-purchasing
functional personnel to support
tasks traditionally associated with
the purchasing function.

• Team leadership. The
study found a compelling rela-
tionship between team perfor-
mance and effective team leader-
ship. Likewise, say the research-
ers, “A critical relationship also
exists between effective leader-
ship and (1) team effort and (2)
organization resource availabil-
ity.” Furthermore, they say, “there
is an important connection be-
tween task-oriented leadership
behavior and sourcing team effort
and performance.”

While sourcing team leaders
are most often from purchasing,
the study finds no negative im-
pact on performance when teams
are led by non-purchasing profes-
sionals. “Motivated team mem-
bers may be found in functions
that do not typically drive sourc-
ing decisions.  This suggests that

executive management should
assign, promote, or rotate team
leadership responsibilities among
different functions to encourage
greater and broader team mem-
ber effort and commitment to
cross-functional sourcing teams
throughout the firm.”

• Performance evaluation
and rewards. Monczka and
Trent report that “no major find-
ings resulted that linked perfor-
mance evaluation and reward sys-
tems to cross-functional sourcing
team effectiveness.” However,
the researchers attribute this to a
lack of formal evaluation and re-
ward systems. “This finding is a
result of a lack of formal cross-
functional sourcing team evalua-
tion and rewarded systems and
does not indicate such systems
are unimportant or ineffective.”

Meanwhile, the study docu-
ments a relationship between
time spent on team activities
(team effort) and existence of
performance evaluation and re-
wards. “In other words, team
members whole performance
evaluation includes a larger com-
ponent for team participation will
commit more time, on average, to
sourcing team activities. In turn,
the amount of time a team com-

PURCHASING’S BUYLINES

mits to team activities relates di-
rectly to team effort, which is a
major predictor of sourcing team
success.”

Sourcing Effectiveness
Teams (SET©) are used to de-
velop lowest total cost commod-
ity strategies and are primary
drivers of achieving and sustain-
ing competitive advantage. SETs
are particularly effective when:

Marketing pressures and/or
competitive forces are driving
aggressive cost cutting pro-
grams
Supply chain costs including
product design, purchase ex-
penditures, inventory invest-
ments, business process and
material logistics costs are
significant
Supplier performance is key
to achieving overall business
success

Get SET - Contact:
Integrated Strategies Inc.
5000 Marsh Road, Suite 1
Okemos, Michigan 48864
Phone:  517-381-4800
Fax:  517-381-4807
Email:  isi@sourcing.com
http://www.sourcing.com

http://www.sourcing.com
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I n t e g r a t e d
S T R A T E G I E S

Success is
the only
option!

Success is
the only
option!

Qualifications
• Consultants average more than

20 years experience

• Web-Based strategic sourcing tools

• “Concept to Reality” approach

• Hands-on implementation

• Worked with more than 200 firms
across multiple industries

• Developed more than 250 supply
chain and logistics strategies

• Integrate core supply chain with
core business strategy

I N C O R P O R A T E D

Strategy Center
5000 Marsh Road, Suite 1
Okemos, Michigan  48864
517-381-4800  •  (Fax) 517-381-4807

Supply Chain

Strategic
Sourcing

Logistics

Materials
Management

Order
Fulfillment

Six-Sigma

Initiative
Management

MICHIGAN QUALITY COUNCIL

Quality Leadership
Navigator Recognition

http://www.sourcing.com
http://www.sourcing.com


<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveEPSInfo true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /Description <<
    /FRA <>
    /ENU (Use these settings to create PDF documents with higher image resolution for improved printing quality. The PDF documents can be opened with Acrobat and Reader 5.0 and later.)
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308000200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e30593002537052376642306e753b8cea3092670059279650306b4fdd306430533068304c3067304d307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e30593002>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


