[image: BOLC_Logo]                                                                  




	Student Name:
	Banafsha Damanwala

	Student Number:
	7976

	Course:
	Diploma in Logistics and Supply Chain Management 

	Assignment NO:
	#5



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) In a supply chain, every business purchases materials from top of the list suppliers, adds value, and sells them to downstream consumers. As every business, in turn, buys and sells, the materials flow through the entire supply chain. Purchasing gives a system for initiating and regulating the flow of materials all over the supply chain. Purchasing is the task accountable for acquiring all the materials requisite by an organisation.

ii) Procurement and Purchasing are often referred t as the same thing. Usually, purchasing refers to the real buying while procurement has wider meaning. It can consists of different kinds of acquisition as well as the related work of selecting suppliers, agreeing terms, negotiating expediting, monitoring supplier performance, materials handling, transport, warehousing and receiving gds from suppliers.

iii) Procurement forms a necessary connection between businesses in the supply chain, and it gives a system for coordinating the movement of materials between suppliers and consumers. At each point in the supply chain, procurement sends messages backwards to explain what customers desire in a product, and it passes messages forwards to declare what suppliers have accessible.

iv) The most significant element of procurement is searching and choosing the right supplier. There is no pint in having an elegant product, if the supplier cannot in point f fact deliver it. A qualified supplier will be able of doing work, giving high quality, working to a timetable, with a satisfactory costs, and so on.

v) A business links its information system to a vendor’s and when it is time to place an order, the system mechanically conveys a message. This works fine for small, normal, repeat orders and most businesses gladly adopted the principles. There are some variations on automatic procurement, all of which are measured under the principles.

vi) The main aims of procurement is:-
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) The exclusive nature of every manufacturing procedure and the market served limits the sensible range of different strategies. Manufacturing strategic scope is constrained by both promotion and technological forces.
Some common manufacturing strategies are:-
Matching manufacturing strategy to market requirements.
Strategic Alternatives
Total cost of manufacturing.

2. A distinctive Procurement Cycle has the following steps-
  1) A user department: .Finds out a need for acquired materials.
  . Examines materials accessible and prepares specifications.
  . Checks departmental financial plans and gets clearance to procure.
  . Prepares and transmits a purchase request to department of procurement.

  2) The procurement: .Obtains, verifies, and verifies the purchase request.
  . Inspect the material requested, looking at existing stocks, substitute products, production options, and so on-and after negotiations with the user department make a shortlist of possible suppliers, from standard suppliers, lists of favoured suppliers.
  . Send a request for quotation to this shortlist.

  3) Then, every supplier:  .Examines the demand for quotations.
   . Checks the customers rank, credit, and so on.
   . Sees how it could best cater the order.
   . Sends a quotation back to the business, giving details of prices, products,               and conditions.

4) Then, procurement: .Examines the quotation and do commercial evaluations.
. Discusses the technical aspects with the user department.
. Checks the budget details and clearance to purchase.
. Chooses the best supplier, based on the supplied details.
. Discuss, consult, and confirm the terms and conditions with the seller.
. Issue a purchase order for the materials.

5) The selected supplier: .Receives, recognizes, and processes the buying order.
. Organises all operations essential to provide the materials.
. Ships materials jointly with shipping advice.
. Sends an invoice.

6) The procurement: .Acknowledges the receipt.
. Does the essential follow-up and expediting.
. Receives, examines, and accepts the materials.
. Informs the user department of materials received.

7) The user department: Receives and inspects the materials.
. Authorises shifts from budgets.
. Updates stock records.
. Uses the materials, as required.

3. A management control system can check purchases and ensure that they are completed in the best way. A significant point here is the difference between schedule, repeate orders and new ones. If a seller has given good service over some extensive time, a business may be prevented from seller has given good service. A business may be prevented from approximately all the procurement cycle. If an order is repeated often enough, a business might consider the ‘make-or-buy’ decision. In other words, it has to choose those materials that it can manufacture itself. Well-organized strategies and economies of scale often mean that particular suppliers can carry materials at lower prices than other businesses can make them. Making parts internally can be more reliable, give greater control over supply, modify products, have shorter lead times, use spare resources, protect designs, keep value-adding operations, boost the size of business, and so on. Buying them from sellers can get the advantages of specialization, give access to better expertise, get economies of scale, decrease stock levels, transport some risk, preserve flexibility, and so on.        
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