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Question 1 -- Give short answers for the following questions: 

I. Outline knowledge areas of Project Procurement Management.

Project Procurement Management knowledge areas are as follows:
Procurement Planning: Happens early in the planning process, should there be a need for the procurement of goods, services, materials, training, etc
Solicitation Planning: The process in which sellers or vendors are solicited to provide the necessary goods or services. It depends on the outputs of procurement planning.
Solicitation: Begins after solicitation planning is completed, and most of the activities are completed by the sellers, not the buyers.
Source Selection: The process in which the bids, quotes, and proposals are evaluated and weighed against each other in order to select the best one for the project.
Contract Administration: The process that ensures the agreements and obligations of the sellers are met.
Contract Closeout: Takes place to confirm that all obligations and agreements were met by the seller. This involves product verification, which can be carried out by the project manager, key stakeholders, customers, and on occasion, sellers.

II. Procurement Management centers around four key elements. What are they?

They are:
· Whether or not procurement is needed – Some projects may not need any additional good or services
· How much to procure – Quantities of certain goods
· When to procure – The times/dates that they are needed
· What to procure – Specific items or materials needed

III. How is market evaluation important in procurement? Which processes are involved in market evaluation?

Market evaluation is important because it’s very important to determine which products and services are available, whom/which sellers or vendors they are available from, what the costs are, and what the conditions and circumstances around procuring them are. For example, if certain materials are needed and the regular supplier has run out, then another supplier offering the same materials at similar costs will need to be used.

IV. At which stage in a project does a project manager complete make- or buy analysis?

The project manager should do this in the initial scope definition. It needs to be done this early on so that the project manager can determine if most of the project can be completed in-house, or if it would be more cost effective for the products or services to be procured. That said, more make- or buy analysis might need to be done as the project needs change.

V. What are cost reimbursable contracts?

This is also called a cost plus contract. These are the types of contracts in which the seller/contractor is reimbursed the actual costs they incur, plus an additional fee, which is the profit margin. This kind of contract is used when the nature or scope of the work can’t be properly defined at the outset, and there is only and outlined specification. An example may be urgent repair work. This is considered a high-risk contract, as the final costs are not known at the start. The 3 types of cost reimbursable contracts are:
· Cost plus incentive fee
· Cost plus fixed fee
· Cost plus percentage of costs

VI. What type of information is contained in a Procurement Management Plan?

You’ll find the following information in the Procurement Management Plan:
· Items to be procured, including justification, statements, and timelines
· Types of contracts to be used and contract approval processes
· Contract deliverables and timelines
· How vendors will be selected and how they’ll be managed
· Identification or any prequalified sellers
· How multiple suppliers should be managed
· Risks of procurement management, and how they’ll be mitigated
· Any standardized procurement documents or templates to be used
· Relationship between the project team and the procurement office
· How procurement and contracts are coordinated with scope, budget, and schedule
· Coordination between sellers and the project team and among project activities, project reporting, scheduling, business operations, and other project concerns

VII. Describe the inputs of solicitation planning.

The 3 inputs to solicitation planning are:
The Procurement Management Plan: This plan describes the procurement requirements, methodologies and expectations.
The Statement of Work: The formal document that defines the work activities and deliverables that the seller/vendor will need to produce, including the timeline in which they need to do it.
Other planning outputs: These include details within the project plan such as estimates, schedules, constraints, and assumptions. The reason being, is that they may have a direct influence on the solicitation process. 

Question 2. 
Discuss contract administration procedures. 

There are four main procedures, which are involved in contract administration. They are:

Communication: Contract administration relies heavily on good communication between the project manager, the seller, and the contract officer. The purpose of the communication, how it should take place, and when it should happen can be found in the communications plan.
[bookmark: _GoBack]Payment System: The method in which the sellers/vendors gets paid is controlled by the payments system. Usually, payments are expected once the sellers/vendors have fulfilled their obligations. The payment system involves the interactions between the project manager and the accounts payable department. There may be strict guidelines that need to be followed for how payment requests are submitted, approved, and then completed. These guidelines can change depending on the size of the project. Incorrect payment submissions could result in the payments being declined, thus causing a delay in payment being completed.
Contract Change Control System: This system is part of integrated change control, and defines the procedures for how the contract is allowed to be changed. The process for changing the contract includes the forms, tracking, conditions within the project, business, documented communications, the marketplace that justifies the needed change, dispute resolution procedures, and the procedures for getting the changes approved within the performing organization.
Performance Reporting: Should be documented within the Communications Management Plan as it is part of the project communications. Performance reporting is the communication between the project manager and management, about the performance of the seller/vendor in relation to the guidelines and expectations set out in the contract. For example, the seller may have only supplied half of the agreed upon amount of materials than the contract stipulated they should have supplied at a certain timeline. Without the performance reporting, the project team might not know that any corrective steps need to be taken.

Question 3. 
What is the purpose of the contract closeout process?

The purpose of the contract closeout process is to confirm that the obligations and expectations of the contract are fulfilled as per the agreement. Confirmation is carried out, by having the project manager, key stakeholders, the customer, and sometimes the seller, complete product verification. All administrative actions are completed, any disputes are settled, and final payment is made.

How is it performed? 

A contract that has met all its terms and conditions can be closed out by doing the following:

· Issue the interim contract completion statement
· Ensure that there are no outstanding change proposals
· Settle all interim or disallowed costs
· Complete any price revisions
· Ensure the prime contractor has settled all subcontracts (if applicable)
· Complete the termination docket/form
· Complete the contract audit
· Ensure the receipt of contractor’s/seller’s closing statement
· Review and submit the final invoice
· Ensure the final invoice has been paid
· Complete the contract funds review
· Deobligate any excess funds
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