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 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. 
	
[bookmark: _GoBack] What is purchasing? 
The definition of purchasing is to acquire (something) by paying for it. Purchasing provides a system for initiating and maintaining the flow of materials throughout the supply chain.  
1. Define the term ‘procurement.’ 
[bookmark: _Hlk5303346]Procurement is the act of obtaining or purchasing goods and services. It has a wider scope than purchasing, it tends to look at the achievement of goods after the purchase (real time buying or make payment), procurement covers aspect like price negotiation, defining standards expected, supplier research, value analysis a much wider scope then purchasing, inventory control and supply contract administration.
1. What is the importance of procurement in a supply chain? 
As stated in the previous answer the wide scope of procurement is essential to any businesses success as procurement takes care of all the materials required by a business. It consists of all the associated activities required to get goods, services, and any other materials from suppliers into a business. Such as price negotiation, defining standards and quality expected, supplier research, value analysis, inventory control and storage also supply contract administration. All important aspects of any supply chain.
1. Who are qualified suppliers?
Qualified suppliers is the term used when conducting an evaluation to select the best supplier to support your business I feel the easiest and best way to make the decision is to follow Ray Carter, the director of DPSS consultants approach which was the 10 Cs: This article was first published in 'The Journal of Purchasing and Supply Management,' Carter, R
1. Competency - Do they have they aptitude to deliver what you require.
1. Capacity. – Do they have the capacity to produce the amount required.
1. Commitment. - Are they committed to your business and looking to make improvements where necessary?
1. Control. – do they have full control of their operation or do the outsource work to 3rd parties can they maintain consistency
1. Cash. – are they in a good financial standing or possibly struggling.
1. Cost. – the cost of the product or service delivered in comparison to potential competitors. 
1. Consistency. – What practices are in place to maintain consistency of the goods or service.
1. Culture. – does your business strategies align as this creates a better partnership (if your focus is a high-quality product and your supplier is deadlines) this may cause problems.
1. Clean. – does the supplier adhere to all environmental laws, treat its staff respectfully and conduct its business ethically.
1. Communication. – How will the supply maintain communication with you should any issues or problems occur this is vital as time is money.
1. What is e - procurement?
 e-procurement is the digital method of procurement. this implies that paper order forms, catalogues, and paper tariffs aren’t required, and communication with the provider is predominantly digital. when it comes to e-procurement, firms think about software packages designed to make their buying processes more economical.
It is crucial for e-procurement that the buying method is perfectly integrated. Ideally, the systems of each businesses would work together seamlessly – the company will then now see whether the provider has the desired item available, and whether the order has been received.

1. Outline the main aims of procurement. 
 Procurement focuses on identifying savings opportunities by developing visibility into the direct and indirect spend of the business. One of the persistent cost factors in most businesses is purchased goods and services. As in question iv the 10 C’s identify in more detail the potential costs and risks involved in the procurement of goods and services, but as with any business the main aim is to increase profits whilst not sacrificing the quality and service delivered leading to a reduction in customers.

1. Outline some common manufacturing strategies.
1.Low Price strategy (MTS make to storage) – It is a strategy which is deployed to stimulate demand and gain a market share. It is usually adopted where a business has few or no competitive edge in the market.
2. differentiation strategy (MTP make to plan) – This approach focuses on the business model of producing unique products for multiple customers. Giving the business a competitive edge within the market meaning they can set their own costs (meaning large prices too). This allows them to sustain an expensive advertising campaign to show their presence.
3. Focus strategy (MTO make to order) ATO (assemble to order)- A marketing strategy in which a company focuses its resources on entering or expanding in a narrow market or industry segment as opposed to servicing the entire industry, like car parts. A focus strategy is usually employed where the company has previous knowledge and experience operating within its target market segment and has products to competitively satisfy its needs.

Question 2. Describe the procurement cycle
Whilst purchasing is the process of obtaining necessary goods and services on behalf of an organization, procurement describes the activities involved in obtaining them. Regardless of the uniqueness, the procurement cycle can be summed up to consisting of the 3 ‘Ps’, namely Process, People, and Paperwork.
1. Process
A list of rules that need to be adhered to while reviewing, ordering, obtaining, and paying for goods/services. Checkpoints/steps increase with the complexity of the purchase.
2. People
These are stakeholders their specific responsibility in the procurement cycle. They pay attention when initiating or authorizing every stage of the process. The amount of stakeholders involved is directly proportional to the risk and value of the purchase.
3. Paper
This refers to the paperwork and documentation involved in every stage of the procurement process flow, all of which are collected and stored for reference and auditing reasons.
Whilst the 3 P’s simplify the procurement cycle as a more overview of the whole process below explains a bit more detail (step by step guide) what the 3 p’s would cover.
1. A user department: 
1. Are the materials necessary
1. Do the materials meet requirement and specifications for intended purpose?
1. Is the material financially accessible and can purchase clearance be obtained?
1. Prepares and transmit a purchase request to department of procurement.
2. The procurement: 
1.  Once procurement request obtained, verifies, the purchase request is verified.
1. A quick stock audit is required to Inspect the material requested, looking at existing stocks, substitute products, production options, and after negotiations with the user department (customer) make a shortlist of possible options (vendors).
1. Vendors, from standard suppliers, lists of favoured suppliers, or those known to meet requirements.
1. Send a request for quotations to this shortlist. 
3. Then, every supplier: 
1. Reviews the demand for quotations; 
1. Conducts their own checks on the customer ranks and financial situation following a similar process.
1. Decides whether it can meet the customers’ requirements effectively.
1. Returns a quotation back to the business, giving details of prices, products, and conditions. 
4. Then, procurement: 
1. reviews the quotations and do commercial evaluations.
1. Discusses the technical aspects (transport, storage, communication, paperwork etc..) with the user department.
1. Checks the budget details and clearance to purchase.
1. Chooses the best supplier, based on the information provided. 
1. Discuss, consult, and confirm the terms and conditions with the vendor 
1. Issue a purchase order for the materials (with terms and conditions attached). 
5. The selected supplier: 
1. Receives, recognizes, and processes the buying order.
1. Organises all operations essential to provide the materials.
1. Ships materials jointly with shipping advice.
1. Sends an invoice (cost of service provided). 
6. The procurement: 
1. Confirms the receipt of goods.
1. Does the essential follow-up and identify necessary requirement to maintain a consistent and unhindered flow of goods?
1. Receives, examines, and accepts the materials.
1. Informs the user department of materials received.

7. The user department:
1. Receives and inspects materials
1. Adjusts finances to accommodate budget
1. Adjusts current inventory
1. Make practical use of materials procured.
8. The Procurement: 
1. Arranges for the payment of the supplier’s invoice. 
The first three steps are more relate more to the supplier and materials; the customer becomes more involved in step 4. At this stage the organisation is willing to buy materials from a supplier, and the buying order triggers the supply (along with essential production planning, transport arrangements, finance, and so on). The purchase order is an element of a legal agreement between the supplier and its organization. The remaining steps conclude the details of delivery.


	 Question 3: Which approaches are used to monitor the performance of suppliers.
The term supplier refers to contractors for works, services and all goods provided. The term performance monitoring refers to analysing and managing the supplier’s ability to comply with, or preferably exceed, their contractual obligations.
1.Gathering factual, and therefore objective, information about their performance such as lead-times from order, quality standards being met, pricing compliance and whatever else is laid out in the contract. As with all these aspects, it is good practice to be as consistent as possible in the approach to the performance monitoring.
2.Obtaining the experiences of the previous customers (for example, in respect of service, attitude and response rates). This should be as objective as possible, although in some cases it may, inevitably, be subjective. One way to collect information on performance is by individual interview against a predetermined set of questions. This can be face-to-face or on the phone but needs to be interactive so that the interviewer can explore the background when necessary. Another way is to conduct customer satisfaction surveys, which can be quite short and distributed by email.
3.Finally the supplier's experience of working with the buying organisation must be considered in the evaluation, as it might be the case that they are facing unnecessary obstacles or dealing with difficult people.
A full breakdown (step by step guide) on the considerations required when monitoring supplier performance can be seen in the previous question Who are qualified suppliers. Where I explain the 10 C’s (question 1 iii).
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