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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  Answer the following questions:                                                              (18)                                                                    

  I  Outline the various elements of purchasing with the help of suitable case examples.

    The elements of purchasing with examples are as follows:-

· Buying the right quantity – EOQ and inventory models.
· Getting the right price by negotiating.
· Buying at the correct time considering the lead times.
· Correct transportation bearing in mind logistics and costs.
· Contracts – make sure they are all legally binding.
· Make sure you but from the right sources by researching your products.
· Get goods delivered to the right place by having good communication skills.


 ii  What are the main objectives of purchasing?

The main objectives of purchasing are:

· Lower costs. This is by far the primary function of the purchasing department. ... 
· Reduce risk and ensure the security of supply. ... 
· Manage relationships. ... 
· Improve quality. ... 
· Pursue innovation. ... 
· Leverage technology.

  Iii  What are the various prerequisites for becoming a good purchase manager?

To be a good purchase manager you need to possess the following skills:

Detail Orientated - Every penny counts, every atom of material change, every passing second, can be the difference between a product becoming a smashing success or an all-out disaster.
2. Time Management
The ability to prioritise the activities that will give the company the biggest hit is critical to prospering in purchasing. 
3. Judgment and Decision Making
Good judgment is about never acting on a whim or being jet-propelled by emotion. The best purchasing professionals are pragmatic and assess their decisions by the process and not by the randomness of events.
4. Persistence
The purchasing role knows that the first answer or offer you receive is almost always quite short of ideal, and often times bordering on impossible. Just pursue and keep negotiating.
5. Flexibility and Adaptability
Any adjustments in product design or fluctuations in markets can have an instant ripple effect throughout your operations. You must be able to manage these situations.
6. Relationship Building
Relationships should be regularly reviewed to ensure familiarity and attachment isn't causing you to get taken advantage of.
7. Communication and Active Listening
Don’t just listen to what is said make sure you hear it and take the information on board.  
8. Negotiation
The best negotiators are not only persuasive, but are gifted at creating the perception of scarcity and win-win even when reality suggests their presence is unclear.
9. Creativity and Problem Solving
Every situation is unique; every circumstance will contain a different mix of constraints, personalities and markets. Your ability to take these ingredients and bake the best strategy cake available will rely on how well you are able to tap into the creative cookbook of your mind.
10. Passion
Like anything else in life, if you don't have the passion for it, you cannot be elite. 

  Iv  What are the objectives and functions of stores?

These objectives are to account for every material received by maintaining proper records of all the incoming, stored and outgoing materials so that proper accounting and audit trail is maintained. 


 V  Describe the general criteria adopted for the layout of stores.

Stores are typically divided into areas to support your every day processes. These areas include: reserve storage, forward pick, cross docking, shipping, receiving, assembly/special handling lines, and quality/inspection area.

 Vi  Differentiate between stock valuation and verification.

There is a distinct difference between the two terms "valuation" and "verification". Valuation is the monetary equivalent of the stock or material in hand whereas verification is the determination or quantification of the material in stock and checking its deviation from the figures shown in the books. 

2  Discuss the different stages of a “material procurement cycle”.                   (6)

· Purchase Intent.
· Purchase order.
· Goods receipt.
· Purchase.
· Bill of material.
· Work order.
· Input into production.
· Output from production.

3  Explain the various tender systems used for ordering the materials.           (6)

Unleshed, Brightpearl, Cin7, Peppri and Sana software are just a few management systems that can be used for inventory management.
 
As the tenders are sent to the probable vendor, knowledge of vendors for the item in question is a necessity.

Commonly used types of tendering / tender buying are as below :

Global Tender : 
A few clear reasons are :
	· Lack of information on vendors
· Only a few vendors known 
· When there are chances of cartel formation among known vendors
·  Anticipation that more response may come 

		Open Tender - The basic difference between an open tender and a global tender enquiry is essentially the range of its applicability.  While a global tender gets the worldwide publicity, an open tender is limited only within a country.  

Limited Tender - LTE is issued when the capabilities of the vendors is well known to the purchaser. It is considered better than Global and Open tender modes as there is always an element of uncertainty in those two modes with respect to the capabilities of the vendors.




	  



	


Single Tender Enquiry - An STE is issued only when either the item is proprietary in nature, that is only one supplier produces that item or where there may be more vendors but due to certain exigencies it is not possible to devote time on evaluating the vendors' offers / one supplier can, for sure, fulfill the needs.  

Which mode to use and when depends on many factors as well a company's procurement policy. For example, for a small value purchase, if the policy does not prohibit, Single tender enquiry or Limited tender enquiry is considered ideal. These are also ideal for high value and frequently bought items.
On the other hand, for high value and non frequently bought items /systems,Open / Global tenders are suited. 
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