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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. 
	Please insert your completed assignment ( in word format)  here:
1.
i.) Various Elements of Purchasing.
a) Right Quality
Do the materials conform to the correct specification?
Or can substitutes be made to offer materials of a higher grade but offering preferred length, sizes and quantity etc. for optimization of material usage and reduction of waste.
b) Right Quantity
Does the supplier stock the correct quantity of material required.
Sourcing goods from more than one supplier can incur additional transportation / demurrage charges for the use of additional smaller loads.
c) Right Price
Primarily concerned with negotiating the cheapest price of materials offering the best payment terms.
A price may be accepted from a supplier whose prices are higher but offer preferential payment terms.
(i.e. 90 Days In-lieu of 30)
d) Right Source
The source from which the materials are procured should be dependable and known to the purchaser who can make an informed decision from vendor ratings. (Cheapest is NOT always best).
e) Right Time
The purchaser needs to ascertain the availability of materials or their lead times to be procured.
For example in the steelwork industry a purchaser needs to be aware of the rolling dates of various steel section sizes so that they will be available when required.
f) Right Place
The purchaser needs to correctly identify and seek clarity from the supplier the correct place to take delivery.
Conditions such as FOB, CIF and FOR to be taken into consideration.
Potentially the site could be situated in a remote location involving wide or heavy loads involving police escorts and road closures etc.
ii.) The main objectives of purchasing can be defined as the activity of acquiring goods or services of a desired quality, in the desired quantity at the lowest price and at the desired time to accomplish the goals of an organization.
iii.) The following are prerequisites to becoming a good purchase manager.
A good communicator, networker, and organizer.
Educationally skilled at mathematics, negotiations, financial analysis and supply chain management.
Have extensive knowledge of the products, services, trends and markets deployed by an organization.
Experienced in production, marketing, logistics, planning and expert in the use of supply management software.
iv.) [bookmark: _GoBack]The Primary objective of the stores is to maximize the effective use of the resources of the stores. (Space, Equipment & Personnel) to meet the requirements and expectations of the end user having the right product in the right place at the right time.
The functions of the stores are to receive the goods from a source, store the goods appropriately until they are required.
Pick the goods when required and dispatch to the appropriate user.
v.) The main requirements for the general layout of the stores are dependent on size, location and accessibility.
Items should be easily retrievable and allow for free movement of people and equipment to operate safely while making the most economical use of space.
The layout of the store should also consider the preservation and safety requirements of the items being stored.
vi.) Stock Valuation is the monetary equivalent of the stored items including depreciation factors. Whereas stock Verification is the quantification of the material in stock by means of physically checking the items against the quantities shown on paper.












2.
The different stages of the “Material Procurement Cycle” involve obtaining the correct requirements and specifications from relevant departments.
Utilizing a systematic process of analysis and evaluation.
Make inquiries to vendors and receive quotations to make educated and informal decisions.
Negotiate / Fix best price and terms & conditions with preferred vendor and place orders.
Track and chase up orders with vendors and make follow up.
Record receipt, quality, storage, and distribution by following correct procedures, controls and paper work.
Receive invoices, make payments and communicate with all relevant departments especially management.
Receive feedback for future analysis.

 
3.
Open Tender
The client advertises the tender through various advertisements giving details, key information and prerequisites for interested contractors to tender.
Tenderers are expected to purchase the tender documents.
In this method the tender is open to everyone, however quantity and quality of bids could vary dramatically and detract established contractors from applying.
Selective Tender
Selective tendering is an alternative developed to address the limitations of the open tender.
In this method a short list of contractors is drawn up and invited to submit tenders.
The purpose of which is to improve the quality of bids received and ensure that only contractors with the necessary expertise and competency are allowed to tender.
Tender prices are invariably higher and can lead to a greater chance of collusion.
Preferred Tender
In this method only the preferential contractor is selected by the client to make tender (Potentially up to 3 contractors could be approached)
Bids are usually prepared on the basis of a bill of quantities which are used to negotiate fixed prices and resolve disputes in the future.
Prices can be even higher but reduce the lead times in contract negotiations.
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