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#72ui 1 — The Role and Scope of Purchasing #aunuinuazuauniauad
udada defiifianAniduy ¢Purchasing and the Supply Chain *The changing World
of Business (Competition, Globalization, Customer Expectations, Technology,
Environment Awareness, Legislation) ®PEST Analysis (Political, Economic, Social,
Technological) *®Purchasing in Different Business Sectors (Public, Private, Not-for-
Profit Organizations) ¢Nine Processes in Purchasing Cycle ¢The Contribution Made
by Purchasing *®Approaches to Purchasing ¢ Categories of Products (Direct Purchases,
Indirect Purchases, Maintenance-Repair-Operations-MRO,  Services, Capital
Equipment) *Type of Purchase (Buy to Order, Buy to Stock) ¢Supply Positioning
Model (Routine, Leverage, Bottleneck, Strategic)

g72u# 2 — Systems and Procedures in Purchasing éassuuuasdunaulu
ns¥ada defiviianAuddu *Documents and Records Used in Purchasing (PR, PO)
*Use of Information and Communication Technology (ICT) eIssues Involved in
Holding Stock ¢Pareto Analysis ¢Stock Control Systems ¢Cycle Stock and Safety Stock
*Fixed Order Quantity *®Re-order Point Control ¢Establishing Purchasing Needs
*0Obtaining and Analyzing Suppliers’ Quotations ¢Tendering Process ¢e-Procurement
¢Identifying Problems in the Purchasing Cycle

#2uii 3 — Working with Supplier Aan1sfiasiadugune GefiviianAaidy
*Supplier Assessment (Financial, Quality, Technical Capability, Capacity, Supply Chain
Capability) ®Channel of Supply (Manufacturers, Distributors, Wholesalers, Agents,
Brokers) ¢Finding Suppliers (Exhibitions, Internet, Catalogues, Trade Journal,
Chamber of Commerce, Word of Mouth ¢Communications (Speech, Telephone, Text
Messaging, e-mail, VOIP, Facsimile, Letters) *¢Five Steps in the Negotiation Process
*Negotiation Outcomes (win-win, win-lose, lose-win, lose-lose) ¢Developing Supplier
Relationships ¢Supplier Perception Matrix ¢International Purchasing ¢Code of Ethics

872U 4 — The Importance of Purchasing Contracts #anl1ug&1Agy2av
deyaurda da defivlaviiAndrdy ¢Legal Framework (Criminal & Civil Law) ¢An
Introduction to Contracts ¢Forms of Contract (Standard Terms and Conditions,
Specific Contracts, Model Contracts) ¢Forming a Contract and the Key Elements



(Intention, Agreement, Consideration) *The Battle of the Forms <Impact of
Legislation ¢Contract Terms and Conditions (Express, Implied) ¢Breach of Contract
(Performance, Void, Force Majeure, Failure to Perform, Conditions, Warranties,
Information Term) <Available Action (Negotiation, Arbitration, Adjudication,
Litigation) ¢Breach of Conditions (Rescind the Contract, Repudiate the Contract,
Specific Performance, Liquidated and Unliquidated Damages)
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