[image: BOLC_Logo]                                                                  
   Assignment Cover Sheet





	Student Name:
	GIERTS STEPHANE

	Student Number:
	1264

	Course:
	Diploma in Project Management

	Assignment NO:
	10



	
1. Give short answers for the following questions: (14)

I. Outline knowledge areas of project procurement management.
The project procurement management knowledge areas contains the following processes:
· Procurement planning: the process of identifying for which part of the project procurement should be done
· Solicitation planning: the process of preparing to solicit sellers to provide products needed for the project
· Solicitation: the process of inviting sellers to solicit
· Source selection: the process of evaluating the bids and proposals for the procured portions of the project
· Contract administration: the process of ensuring that the seller follows all the agreements of the contract
· Contract closeout: the process of confirming that all obligations of the contract have been met correctly

II. Procurement management centres of four key elements. What are these?
Project procurement management or the process of purchasing products that are necessary for meeting the needs of the project scope, centres around the following 4 key elements:
· Is procurement needed or not in the project?
· How much is to be procured in the project?
· When is procurement to be done in the project?
· What is to be procured within the project?

III. How is market evaluation important in procurement? And which processes are involved in market evaluation?
Market evaluation is important to determine what products and services are available and from whom and on what conditions they are available.
Most of the time there will be multiple vendors offering comparable products, but there may also be cases when choices of vendors are rather limited; in some cases, the performing organisation could also prefer to make a contract with a specific seller (single source).
The minimum expected results of a market evaluation should be: the identification, interest and availability of vendors, their technical capability & financial capacity and price trends.

IV. At which stage in a project does a project manager complete make- or buy analysis?
A project manager needs to complete the make- or buy analysis already in the  initial scope definition. In order to manage the project properly, the decision to buy or make a product needs to be taken early in the project; in some cases, it will be more cost-effective to buy a product, while in other cases it will be better to create an in-house solution.
Next to the make- or buy analysis undertaken in the initial scope definition of the project, additional make- or buy decisions could be necessary later on as the project evolves.

V. What are cost reimbursable contracts?
Cost-reimbursable contracts are contracts where the seller is payed for the product, but where a profit margin is foreseen, i.e. the difference between the actual costs[footnoteRef:1] of the product and the sales amount. [1:  The actual costs of a product include (1) direct costs, such as salaries of the project team, equipment needed to complete the project work & (2) indirect costs such as office space, utilities.] 

There are 3 types of cost-reimbursable contracts:
· cost plus incentive fee
· cost plus fixed fee
· cost plus percentage of costs

VI. What type of information is contained in procurement management plan?
The procurement management plan contains the following information on the procurement activities:
· The process of selection of the vendors
· The process of independent estimation
· The relationship between the project team and procurement office (if available) within the performing organisation
· The type of contracts, procurement forms, etc. to be used
· The coordination of project reporting, scheduling etc. between the project team and vendors, including the management of multiple vendors to supply the requested products
 
VII. Describe the inputs of solicitation planning.
The inputs to solicitation planning are:
· The procurement management plan, setting out the procurement methodologies and expectations of the performing organisation
· The statement of work, detailing what sellers will provide to the performing organisation and whether the sellers will be able to deliver products that meet the requirements
· All other planning outputs such as schedules, estimates, constraints that might have a direct impact on the process of preparing to solicit sellers to provide the required products

2. Discuss contract administration procedures. (8)
Contract administration procedures are used for ensuring that the seller's performance meets the contractual requirements, for guaranteeing an optimal coordination between contractors (in case of larger projects) and for handling the payments linked to the contractor's progress.
The following will be valuable within contract administration:
· Performance review & reporting: the base for evaluating a seller and his ability to fulfil the contract according to schedule, cost & quality.
· Payment system: the system to pay the sellers when they have completed their obligations. Often there are strict guidelines or specific procedures for submitting/approving payment requests
· Contract change control system: the set of rules, procedures & forms by which the contract can be modified. Change requests that affect the contracted work will require changes to the contract, a new contract for the additional or changed work, or addendums to the contract. In the event that the seller's performance is unacceptable, a termination of the contract may be done as a change request within the change control system
· Inspections and audits: if specified in the contract, inspections and audits may be required by the buyer and supported by the seller
· Records management system: the system used by the project manager to manage contract documents and records & maintain track of contract documents and correspondence[footnoteRef:2] [2:  Project Management Institute, A Guide to the Project Management Body of Knowledge (PMBOK Guide, fifth edition), 2013, p.381-386.] 


[bookmark: _GoBack]3. What is the purpose of contract closeout process? How is it performed? (8)
The purpose of contract closeout is to confirm that the obligations of the contract have been met as expected.
Part of the contract closeout is the verification that all work and deliverables were acceptable or - if an early termination of the contract is needed - the mutual agreement concerning the conditions of an early contract termination.
To successfully close out a contract, the details of the contract may need to be reviewed. This review ensures that the product verification is complete and considers more than just the contract; also the schedules of the procured work, the contract change requests, the documentation created and provided by the seller, financial records and results of contractual inspections are to be considered.
The contract closeout records will thus include information on the performance and acceptance of the procured work as well as financial information.
The contract can be closed as soon as it can be assumed that the procured work is acceptable and meets the requirements of the contract.
The formal closure of a project comes in a written notice from the contract officer to the seller, informing the seller that its work is acceptable and that the contract is considered closed. 
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