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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.	What is purchasing?
Purchasing is the organised acquisition of goods and services on behalf of the buying entity. Purchasing activities are needed to ensure that needed items are obtained in a timely manner and at a reasonable cost. A purchasing is especially necessary in a manufacturing business, where large amounts of raw materials and components must be obtained on a recurring basis. To locate suppliers that can provide goods and services in accordance with the buyer's requirements.  Purchasing means procurement of goods and services from other external sources. The main objective of purchase department is to arrange the supply of materials, spare parts and service

The purchasing primary goals are as follows:
· To locate suppliers that can provide goods and services in accordance with the buyer's requirements.
· To buy items that meet the quality specifications of the buyer.
· To create a stream of deliveries into the buyer's premises that minimize the raw materials inventory investment while still ensuring that goods are available as needed.
· To minimize the amount of cash invested in inventory.




ii. Define the term ‘Procurement’
Procurement is the process of finding and agreeing to terms, and acquiring goods, services, or works from an external source, often via a tendering or competitive bidding process. Procurement generally involves making buying decisions under conditions of scarcity.

Procurement, in the simplest sense, involves a series of activities and processes that are necessary for an organization to acquire necessary products or services from the best suppliers at the best price. Such products or services that are procured include raw materials, officer equipment, services, and supplies, furniture and facilities, technical equipment and support, telecommunications, printed collateral, contingent worker recruitment, testing and training, and travel-related services, among many others.

iii. What is the importance of procurement in a supply chain?
Some of the tasks involved in procurement include developing standards of quality, financing purchases, negotiating price, buying goods, inventory control and disposal of waste products like packaging. In the overall supply chain process, procurement stops once your company has possession of the goods.

iv. Who are qualified suppliers?
Qualified products and suppliers lists register goods and sellers that have met certain performance criteria and eligibility requirements. They are also called vendor rosters. These lists are used as a source of information when requesting offers from approved suppliers on a competitive basis.
· Company information, e.g. nature and type of business, number of employees, licensing authority and license number, corporate social responsibility policy, EDI capability (capability of transmitting data by electronic means), business address and country of origin,
· Financial information, e.g. Value of turnover and exports for the last 3 consecutive fiscal years,
· Export/international experience per year and by country,
· Quality assurance certificates by name and type,
· Membership of trade organizations,
· Product coding based on product classification systems, 
· Are financially safe with good long-standing prospects; 
· Have the aptitude and competence to supply the essential materials; 
· Precisely deliver the requested materials; 
· Send materials which are high quality; 
· Deliver reliably, on time with little lead times; 
· Quote satisfactory prices and financing arrangements; 
· Are flexible to customers’ demands and changes; 
· Are knowledgeable and have skill in their products; 
· Have earned an excellent reputation; 
· Use expedient and simple procurement systems 
· Have been used effectively in the past and can expand long-term relationships. 

v. What is e-procurement?
E-procurement (electronic procurement, sometimes also known as supplier exchange) is the business-to-business or business-to-consumer or business-to-government purchase and sale of supplies, work, and services through the Internet as well as other information and networking systems, such as electronic data interchange.
E-procurement typically describes business-to-business purchases that are done online or over some digital network or platform. This is a rather broad description of many transactions that happen based on modern technologies and business and vendor partnerships.
Types of e-procurement include:
· Electronic systems to support traditional procurement.
· EDI (electronic data interchange)
· ERP systems.
· Internet as a support or complement to traditional procurement.
· electronic mail (e-mail)
· Web enabled EDI.
· extensible mark-up language (XML)
· world wide web (www)
vi. Outline the main aims of procurement.
· Organising a consistent and continuous flow of materials into a business; 
· Working directly with user departments, establishing relationships, and understanding their requirements; 
· Finding good suppliers, working directly with them, and developing beneficial relationships; 
· Buying the correct materials and ensuring that they have satisfactory quality, arrive at the time and place required, and meet any other needs; 
· Negotiating best prices and terms and conditions; 
· Keeping stock low, considering stock policies, investment, readily available materials, and so on; 
· Moving materials rapidly through the supply chain or expediting deliveries when essential; 
· Keeping abreast of conditions, including pending price increment, scarcities, new products, and so on. 

Vii	Outline some common manufacturing strategies
Manufacturing Strategy. In general terms, manufacturing strategy can be defined as the set of the co – coordinated objectives and action programmes that are applied to a firms manufacturing function and aimed at securing the medium and long term, sustainable advantage over that firm's competitors:
· Agile Manufacturing as the 21st Century Strategy for Improving Manufacturing Competitiveness.
· Agile Manufacturing Strategic Options. 
· New product development. 
· Production data collection and performance analysis. 
· Developing the Agile Enterprise.
· Digital Twin Shop-Floor. 
· Manufacturing flexibility.
· Introduction to manufacturing.

2. Describe the procurement cycle in details
The procurement cycle follows specific steps for identifying a requirement or need of the company through the final step of the award of the product or contract. Responsible management of public and corporate funds is vital when handling this necessary process, whether in strong or weak economic markets.
[image: Image result for procurement cycle in detail]
Step 1: Need Recognition: The business must know it needs a new product, whether from internal or external sources. The product may be one that needs to be reordered, or it may be a new item for the company.
Step 2: Specific Need: The right product is critical for the company. Some industries have standards to help determine specifications. Part numbers help identify these for some businesses. 
Step 3: Source Options:  The business needs to determine where to obtain the product. The company might have an approved vendor list. If not, the business will need to search for a supplier using purchase orders or research a variety of other sources such as magazines, the Internet or sales representatives. The company will qualify the suppliers to determine the best product for the business.
Step 4: Price and Terms: The business will investigate all relevant information to determine the best price and terms for the product. This will depend on if the company needs commodities (readily available products) or specialized materials. Usually the business will look into three suppliers before it makes a final decision.
Step 5: Purchase Order: The purchase order is used to buy materials between a buyer and seller. It specifically defines the price, specifications and terms and conditions of the product or service and any additional obligations.
Step 6: Delivery: The purchase order must be delivered, usually by fax, mail, personally, email or other electronic means. Sometimes the specific delivery method is specified in the purchasing documents. The recipient then acknowledges receipt of the purchase order. Both parties keep a copy on file.
Step 7: Expediting: Expedition of the purchase order addresses the timeliness of the service or materials delivered. It becomes especially important if there are any delays. The issues most often noted include payment dates, delivery times and work completion.
Step 8: Receipt and Inspection of Purchases: Once the sending company delivers the product, the recipient accepts or rejects the items. Acceptance of the items obligates the company to pay for them.
Step 9: Invoice Approval and Payment: Three documents must match when an invoice requests payment - the invoice itself, the receiving document and the original purchase order. The agreement of these documents provides confirmation from both the receiver and supplier. Any discrepancies must be resolved before the recipient pays the bill. Usually, payment is made in the form of cash, check, bank transfers, credit letters or other types of electronic transfers.
Step 10: Record Maintenance: In the case of audits, the company must maintain proper records. These include purchase records to verify any tax information and purchase orders to confirm warranty information. Purchase records reference future purchases as well.

3. Which approaches are used to monitor the performances of supplier? 
Procurement is seen as helping to streamline processes, reduce raw material prices and costs, and identifying better sources of supply. In essence, helping to reduce the 'bottom line'. Approaches are used to monitor the performances of supplier are as follows:
1. Good communication with your suppliers: Knowing from the onset that the supplier is readily available for questions (i.e. Picks up the phone and responds to e-mails quickly), lays a great foundation for a customer-supplier relationship. It should be clear who the main contact person will be, as well as his capability to effectively communicate your needs with his own team. It is also important that should problems arise, you have the ability to speak with senior executives on the team.
2. Competency: Check out the suppliers’ capabilities against your needs. Most of these service lists are available on their websites or in brochures, but talking to account heads or agents personally will give you an even further look into the true expertise of the supplier. Getting information from other customers similar to you will also be of big help.
3. Capacity: See if the supplier has the capacity to handle your requirements and how quickly they can deliver to you. How do they handle fluctuations in supply and what are their resources to service all customers?
4. Commitment: Check their commitment to provide only products of the highest quality. Do they qualify within the standards of Six Sigma or ISO 9001? They should also signify that they are committed to you, as their customer, on a long-term basis.
5. Control: Inquire about how much control the supplier has over the supply chain, the procedures and the processes. How can they ensure that delivery of goods to your company will remain reliable and consistent?
6. Cash: A supplier can effectively deliver on clients’ expectations when they have a good state of finances. Ask for proof of the strength of their finances and make sure that they can weather economic uncertainties.
7. Cost: This pertains to their pricing scheme. More often than not, supplier comparisons depend greatly on this, but be sure to keep in mind that cheap does not always equate to high quality. The pricing is ultimately just one of the factors to consider when choosing suppliers.
8. Consistency: Can the supplier consistently provide high quality goods? A good basis for this is to ask how long they have been working with their other clients. If they have long standing relationships with other clients, it is a good sign that they can continuously deliver over time.
9. Culture: As much as company culture is important to your business, it should also manifest in your supplier. Values such as speed, quality, excellence, innovation, and reliability are existent in trustworthy companies and you want to be sure that the same can be said about your own suppliers.
10. Clean: Are your supplier’s production methods sustainable? Are their processes environment friendly and are they ethical in the way they treat their employees? Are they capable of handling growth and able to expand as your business expands too?
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