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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	1 – I – Project Procurement Management is the Project Knowledge Area responsible for the purchase and acquisition of the products necessary for meeting the needs of the project scope, such as equipment, consultants, materials, training, and many other services and goods. This Knowledge Area includes the following processes: Procurement Planning (Process of documenting project procurement decisions, specifying the approach, and identifying potential sellers. This process determines whether it is necessary to acquire outside support, and if so, what to acquire, how to acquire it, how much is needed, and when to acquire it. This decisions are made based on the project's scope statement, which defines the project work required to complete the project. The product description detailing the requirements for product acceptance is also used as a source of information when making procurement decisions.), Solicitation Planning (Process of preparing the documents necessary to support solicitation, such as proposal requests, quotes requests, and invitations for biding or negotiation. These documents guide the relationship between the buyer and the seller. This process also determines the evaluation criteria used to score proposals.), Solicitation (Process of obtaining proposal or bids from prospective sellers on how the project needs can be met. During this process, most of the effort is on the sellers part how are trying to win the business.), Source Selection (Process involving the receipt of bids or proposals and the application of the evaluation criteria to select a provider. Factors affecting the selection decision include: price, availability and delivery, the necessity for multiple providers, and technical and commercial aspects of the proposal.), Contract Administration (Process of ensuring that the seller's performance meets contractual requirements. Contracts are a legal relationship, and they dictate the requirements and expectation of the buyer and the seller. This process coordinates between the contractors, and schedules and confirms the performance of the sellers to ensure that they do not infringe or affect the performance of another contractor.), and Contract Close Out (Process involving the product verification and administrative close-out. This process confirms that the obligations of the contract have been met as expected.), 

1 – II – Procurement Management is centered on four key elements: Whether or not procurement is required, how much to procure, when to procure, and what to procure. For example, a project to develop a new computer software. Project Procurement Management will determine if the current equipment is capable of running the coding software required and the final software or would be necessary to acquire higher-end computers, how many computers would be necessary to acquire, e.g. if the acquisition of one computer is enough or will be necessary to acquire more, when those computers new to be available to the project team, and what are the characteristics of those computers. All of these elements must be carefully considered in order to acquire only the resources necessary to complete the project. If one computer will do the job, buying two computers, or a computer with higher specification than required, would be unnecessary and wasteful.

1 – III – Market evaluation is the process of determining what sources are available to provide the needed services or products for the project, and on what terms and conditions they are available. It is an examination of the industry and the specific vendors, and their characteristics and capabilities. It is an important aspect in project procurement management because similar resources may be available from different vendors and it is necessary to examine which one has the resource with the characteristics to do the job required and only to do the job required without unnecessary features than might cost extra money, resources are brought into the project at different stages and it is necessary to determine the vendors with capacity to promptly delivery in order not to affect project schedule, and different vendor might offer different prices which will impact project costs differently. For example, if a construction project requires a bulldozer, a market evaluation would indicate what seller are able to provide this equipment, when would they be able to deliver, how much would it cost, and what are the specific characteristics of the equipment available from each vendor.

1 – IV – A make-or-buy analysis is a general management technique used to determine whether particular work can best be accomplished internal by the project team or should be purchased from outside sources. A make-or-buy analysis should consider all related costs, both direct costs and indirect support costs. Budget constraints may influence make-or-buy decisions, and if a buy decision is made, then it is also further decided if it is better to purchase or to lease. This make-or-buy-analysis should be undertaken in the planning stage of the project life cycle, during the initial scope definition, however, additional make-or-buy decisions are needed as the project evolves.

1 – V – Cost-reimbursable contracts involves payments to the seller for direct costs incurred for completed work, plus a fee representing seller profit. The seller is paid for all costs of performing the contracted work, plus an additional payment. This contracts can be “Cost Plus Incentive Fee” (The seller is reimbursed for all costs for performing the contract work and receives a predetermined incentive fee based upon achieving certain performance objectives set in the contract. This contracts may include financial incentive clauses whenever the seller exceeds, or falls below, defined objectives such as costs, schedule, or technical performance targets.), “Cost Plus Fixed Fee” (The seller is reimbursed for all costs for performing the contract work and receives a pre-determined fixed fee agreed upon at the time of contract.), or “Cost Plus Percentage of Costs” (The seller is reimbursed for all cost for performing the contract work plus a fee based on the total costs of the work. If the costs increase during the project, so does the fee.)

1 – VI – Procurement Management Plan documents project procurement decisions, specifying the approach, and identifying potential sellers, and determines whether to acquire outside support, and if so, what to acquire, how to acquire it, how much is needed, and when to acquire it. It identifies project needs that can best be met by outside sources, and those how can be accomplished by the project team. It also includes evaluating potential sellers and determining how they will be selected, evaluating the risks involved with each make-or-buy analysis, reviewing the type of contracts planned to be used with sellers, and coordinating between the sellers and the project team.

1 – VII – Solicitation planning is the process of preparing to solicit sellers to provide products required by the project. It involves preparing the documents needed to obtaining bids and proposals from prospective sellers on how project needs can be met. These process includes three inputs: Procurement Management Plan (Document identifying project procurement decisions, specifying the approach, identifying potential sellers, determining whether to acquire outside support, and if so, what to acquire, how to acquire it, how much is needed, and when to acquire it. It is a subsidiary component of the project management plan that describes how the project team will acquire products and services from outside of the performing organization.), Statement of Work (Document defining the work to be accomplished within the project which is developed from the project scope baseline and defines only that portion of the project scope that is to be included within the related contract. It describes the procurement item in sufficient detail to allow prospective sellers to determine if they are capable of providing the products, services, or results. Information can include specifications, quantity desired, quality levels, performance data, period of performance, work location, and other requirements.), and Other Planning Outputs (other elements of planning such as preliminary cost and schedule estimates, quality management plans, cash flow projections, work breakdown structure, identified risks, planned staffing, constraints and assumptions, etc.)

2 – Contract Administration is the process of ensuring that the seller lives up to the agreements in the contract. The seller must meets its obligations and contractual requirements or legal remedies may ultimately be pursued. Both the buyer and the seller are required to ensure that both parties meet their contractual obligations and that their own legal rights are protected. It is the process of managing procurement relationships, monitoring contract performance, and making changes and corrections to contracts as appropriate. Contract Administration is the process of managing the contract and relationship between buyer and seller, reviewing and documenting how a seller is performing or has performed to establish required corrective actions. On larger projects with multiple providers, a key aspect of contract administration is managing interfaces among the various providers, and coordination between the contractors in order to ensure that the deliverables, schedule and performance of a contractor do not infringe or adversely affect the performance of another contractor.
This process uses several procedures, such as:
Change Control (System which defines the process by which the procurement can be modified. It is the set of rules and procedures used to implement contract changes. It includes the paperwork, tracking systems, dispute resolution procedures, and approval levels necessary for authorizing changes.), Performance Review (Structured review of the seller’s progress to deliver project scope and quality, within cost and on schedule, as compared to the contract. It identifies performance successes or failures, progress regarding the procurement statement of work, and contract noncompliance, which allow the buyer to quantify the seller’s demonstrated ability or inability to perform work.), Inspections and Audits (Inspections and audits required by the buyer and supported by the seller, as specified in the procurement contract, can be conducted during execution of the project to verify compliance in the seller’s work processes or deliverables.), Performance Reporting (Work performance data and reports supplied by sellers are evaluated against the agreement requirements. This information is then reported as appropriate. Performance reporting provides management with information about how effectively the seller is achieving the contractual objectives.), Payments Systems (After certification of satisfactory work by the designated project team member, payment to the seller is issued. All payments should be made and documented in strict accordance with the terms of the contract.), Claims Administration (System used to document requested changes where the buyer and seller cannot reach an agreement on compensation for the change or cannot agree that a change has occurred. These contested changes claims are documented, processed, monitored, and managed throughout the contract life cycle. If the parties involved are not able to resolve a claim among themselves, it may have to be handled by administrating persons, organizations, etc.), and Records Management System (System used to manage contract documents and records. It consists of a specific set of processes, related control functions, and automation tools that are consolidated and combined as part of the project management information system.).

3 – The purpose of Contract Closeout is to confirm that the obligations of the contract have been met as expected. It is the process of completing and settling each contract, and closing each contract applicable to the project. The project manager, key stakeholders, the customer, and, in some cases, the seller may complete product verification together to confirm that the contract has been completed. This process also involves administrative activities such as finalizing open claims, updating records to reflect final results, and archiving such information for future use. In order for this process to be completed, two procedures must be performed: Procurement Audits, which will determine if the seller has fulfilled his contractual obligations, and Procurement Negotiation, which will settle any open claims.
[bookmark: _GoBack]The contract includes 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. This is achieved by auditing the procurement process and identifying successes and failures that warrant recognition in the preparation or administration of other procurement contracts on the project. A procurement audit is a structured review of the procurement process based on the Project Procurement Plan, which provides the details and guidelines for closing out procurements, and on all procurement documentation, which is collected, indexed, and filed. The seller is then informed that its work is acceptable and that the contract is considered closed by a written notice from the contract officer. Finally, all outstanding issues, claims, and disputes are settled, ideally through negotiation. If an agreement is failed to be achieved through direct negotiation, other methods of conflict resolution might be necessary. If agreement is still not achieved, the dispute will need to be settle by litigation in a court of law. However, this is the least desirable option.
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