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Focus Points 
 The concepts and objectives of SCM 

 The relevant legislation and other related policy initia-
tives that guide SCM in the public sector  

 Checking the prohibition status of recommended bid-
ders  

 Establishing a functional demand management 

 Planning & preparing for the bidding process 

 Code of conduct for bid adjudication  committees & 
supply chain practitioners 

 General conditions for contract (GCC) made simple 

 Alignment of preferential procurement with the aims of 
BBBEEA 

 Pre qualification and qualification, adjudication, sum-
merisation, specification, responsibility of tender com-
mittee, RFPs, RFQs, RFI etc. 

 Appointing of service providers 

 Threshold values for procurement of goods & service 
by means of petty cash, verbal/written price quotation 
& competitive bids. 

 Managing shortage of human resource in SCM 

 Service level & performance management process 

 Procurement in construction projects (the role of CIBD 
& supply chain management) 

Who Should Attend 
 Supply Chain officials  

 Finance Officers  

 Customer Relations Manag  

 Asset Controllers  

 Adjudication Committee Members  

 Procurement Officers and Managers  

 Asset Managers  

 Admin Officials  

 Treasury Clerk  

 Supply Chain Managers/Officers  

 Procurement Managers/Officers  

 Purchasing Managers/Officers  

 Asset Managers/Officers  

 Contract Managers  

R 8499  
Excl. VAT 

“Service Delivery is key to the development of any country and plays a key role in creating better opportu-
nities for South Africans today and tomorrow. Proper knowledge, skills, and the right attitude around SCM, 
PFMA, PPPFA and BBBEE are key drivers in ensuring that entities migrate from complying to delivering. 
The return on investment (ROI) in such trainings is quantifiable as the procurement function remains the 
power house of any economy”. Roland Che-befuh  

Course registration will be at 07h30 on the first day with the course starting at 08h00 on all 3 
days. There will be breaks for mid-morning refreshments at 10H30, Net-working lunch at 12H00 
and mid-afternoon refresh-ments at 15H00. The course will finish at 16H30 on day 1 & 2 & at 

15H00 on day 3.  
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Introduction to Supply Chain Management 
(SCM) Ice Breaker: The Attitude of people 
in supply chain Management  
 
Procurement strategy and strategic procurement  

 Strategic planning for the purchasing manager  

 Sourcing strategies  

 Legislation governing SCM, BBBEE, etc.  

 Exemptions from Supply Chain Management Frame-

work  

 

Demand and Acquisition Management  

 demonstrate an understanding of needs assess-ment as 

part of the strategic planning process;  

 demonstrate an understanding of a needs, com-modity, 

market and industry analysis;  

 identify the elements to be considered during the plan-

ning phase;  

 identify the process which relate to a sourcing strategy 

of the institution;  

 discuss certain important considerations when preparing 

specifications; and explain the prepara-tion of a specifi-
cation.  

Acquisition Management in Perspective  
 

 Grasping and mastering the legislation per-taining 

to the acquisition process  

 Understanding of the roles of the National Treas-ury, 

Provincial Treasuries and the Accounting offi-cer / au-
thority in the acquisition process(Procurement)  

 The compilation and functions of the bid evaluation 

committee  

 The composition and functions of the bid adjudi-cation 

committee;  

 Identifying the norms and standards mentioned in sec-

tion 76(4)(c) of the PFMA;  

 Understanding the difference between various contracts 

and Service Level Agreements  

 Being conversant with the ethical standards for public 

officials  

 Looking at the various methods of procurement  

 Code of conduct for bid adjudication committees  

 Managing the List of restricted suppliers  

 Managing Inspections, tests, and analysis con-ducted 

by institutions accredited or recognises by SANAS  

 Different Acquisition routed  

 Disposal Management  

 

        Implementation Effort Needed to 
achieve All PFMA/MFMA key deliverables 
and supply chain practitioners as key driv-
ers  
 Meeting reporting requirements – Treasury and Public 

Service Regulations  

 Management of irregular, wasteful expenditure in supply 

chain management  

 Identifying and Dealing with supply chain fraud and cor-

ruption (Fronting case Study)  

Supplier Partnering and long term Supply 
Relationships  

 The supplier qualification process  

 Road to improve supplier performance  

 Managing suppliers, supplier partnering and stra-tegic 

alliances  

 Incentives and pernalties  

 Contracts, commercial terms of sale  

 Supplier management teams, roles and ap-proaches  

The Bidding Process  

 Planning and preparation for bidding process  

 Understanding of the planning and preparation process  

 Understanding of the definitions found in the Gen-

eral Conditions of Contract (GCC)  

 The construction procurement best practice  

 Knowing and understanding of the bidding docu-ments 

to be used.  
 

Invitation, Evaluation and Adjudication of 
Bids  

 discussing the advertising of a bid;  

 discussing the possible (lists of) bidders that could be 

used during bid invitation;  

 demonstrating an understanding of the bid closing time  

 Procedures on the opening of bids  

 Demonstrating an understanding of the bid evaluation 

process through good governance  

The bid adjudication process;  

 Contract administration  

 In cases of improper conduct or non-performance  

 

 

Day Two 
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    Appointment and Management of service 
providers and Consultants 
  
 Define the term “External Service Provider, Con-sultant 

or External Resource  

 Distinguishing between the different selection methods 

for the appointment of Suppliers;  

 Taking notice of the policy statements around the ap-

pointment of suppliers.  

 Identifying the stake holders and taking note of their 

roles;  

 Steps to follow when appointing suppliers accord-ing to 

Quality and Cost Based Selection (QCBS);  

 The contents of a Request for Proposals (RFP);  

 Understanding of the Terms of Reference (ToR);  

 Comparisons between contracts and Service Level 

Agreements  

 Evaluation of proposals in so far as quality,  

 cost and points scored for specified goals as contem-

plated by the Preferential Procurement Policy Frame-
work Act are concerned;  

 Monitoring of a supplier’s performance and the combat-

ing of corruption.  

 Service Level Management  

(case study) 

Migrating from manual to computerized As-

set Management System (pros and cons)  
 Inventory life cycle  

 The assets register as an output of a proper pro-

curement process.  

 Procedure for writing off and disposal of redun-dant, 

obsolete or unserviceable fixed assets  

Procurement Controlling – How to Measure 
the Procurement Function  
 Benchmarking  

 Re-engineering and procurement  

 Employee selection, qualification, training and retention  

Overcoming Resistance and Change man-
agement as a driver of the new public ser-
vice procurement framework  

 What is resistance?  

 Different between conflict and resistance  

 How to recognize resistance  

 How to surface resistance  

 

        About Us  

Renaissance Conference Organisers is a profes-
sional company based on vast experience in the 
field of conference management, we specialize in 
the production and sharing of strategic business 
intelligence to enable employees of corporate or-
ganizations to attain growth in their area of spe-
cialization. Since our formation we have been deliv-
ering important business information through cor-
porate sponsorship, conferences, symposiums, 
seminars and professional training. We organize 
conferences and meetings of all sizes, tailor-made 
to fit the needs of the customer. We plan and exe-
cute exhibitions, both scientific and commercial 
and as independent events or in connection with 
the conference.  

Objectives  

Our core objective is the passing on of views for 
enhancing growth in both the public and private 
sectors. We also aim at tabling our admonishments 
on international trade across Africa. And we would-
nõt hesitate seeking for answers from professionals 
in their particular fields.  

Mission  

Our mission is to dissolve the impediment sur-
rounding corporate success by educating people 
with intelligent business information. We are also 
striving to see that every country on the continent 
merges concrete with trade balance this twenty 
first century known as the African century. Renais-
sance seeks to bringing equality through its train-
ing as it researches into the perspectives of poor 
Africans, into the formulation and implementation 
of policies and planning for poverty reduction at 
district, national and continental levels.  

Vision  

Our vision is to be Africaõs representative in provid-
ing intelligent business information through corpo-
rate training and to contribute even an iota in the 
effectiveness of plans to unite and develop Africa.  

 

 

 

Day Three 

Course registration will be at 07h30 on the 
first day with the course starting at 08h00 on 
all 3 days. There will be breaks for mid-
morning refreshments at 10H30, Net-working 
lunch at 12H00 and mid-afternoon refresh-
ments at 15H00. The course will finish at 

16H30 on day 1 & 2 & at 15H00 on day 3.  
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Registration FormRegistration FormRegistration Form   
Fax Completed & Signed Registration form to 086 573 4430 

Your Details 
 

Organisation............................................................................................................................................................................... 
 

Physical Address......................................................................................................................................................................... 
 

CityééééééééééééééééééPost code............................VAT Nͦééééééé.. 
 

Tel......................................................................................é...Fax........................................................................................... 
 

Email........................................................................................................................................................................................... 
 

Authorising manager.................................................................................................................................................................. 
 

Authorising manager signature 

                              éééééééééééééééééééééé. 

By signing & returning this form you are accepting our cancellation Policy 

Invoice Details 

Attention Invoice to (NAMES)……………………………………………………………. 

Email:………………………………………………………………………………………… 

Tel:………………………………………….Fax:………………………………………….. 

Nominated Delegates (Print name in BOLD letters) 

Book 5 or more delegates 

& get a 10% discount 

6 

6 

PROCUREMENT & SUPPLY CHAIN MANAGEMENT 

R 8,499 R 8,499 R 8,499 exl. VATexl. VATexl. VAT                   Johannesburg 28 ñ 30 March 2012 

 Cape Town 11 ñ 13 April 2012 

Cancellation Policy  

Please note that all speakers and topics were 

confirmed at the time of going to press. However, 
circumstances beyond the control of Renaissance 

may necessitate substitutions, alterations or can-
cellations of the speakers and or topics and /or 
event. The organiser reserves the right to alter, 

add or subtract from the content and to change 
the speakers or topics if required. Any substitu-

tions or alterations will be updated on our website 
in real time and on the final brochure in the con-
ference file. Delegate substitution is welcome. 

However, Renaissance must be advised of the 
substitution forty-eight (48) hours prior to the 

event. 

Cancellations made within seven (7) days of 
Renaissance receiving the signed registration 

form, will be subject to a 25% administration fee. 
Thereafter the delegate/booking organisation 
accepts full liability for the total registration 

amount due. Cancellations received in writing no 
later than seven (7) working days prior to the 

conference will entitle delegates to receive a full 
credit to be used at another Renaissance event 

valid for up to 12 calendar months from the date 
of issuance, should payment have been made for 
the event. Failure to cancel in writing and on time 

will result in a forfeiture of the full amount paid. 
In the event that Renaissance cancels an event, 

delegate payments at the date of cancellation will 
be credited to a future alternative or similar event 
to the same Rand value (client to select). This 

credit will be valid for up to 12 calendar months 
from the date of issuance. In the event that Ren-

aissance postpones an event, delegate payments 
at the postponement date will be credited towards 
the rescheduled date. If the delegate is unable to 

attend the rescheduled event, the delegate will 
receive a full credit towards a future Renaissance 

event. This credit will be valid for 12 months from 
the date of issuance. No refunds will be available 
for cancellations or postponements. 

In rare cases some gadgets may not be available 
during the event, however, delegates will have 

the gadgets posted to them after the event  

Renaissance is not responsible for any loss or 
damage as a result of a substitution, alteration, 

cancellation, or postponement of an event. Ren-
aissance shall assume no liability whatsoever if 
this event is altered, rescheduled, postponed or 

cancelled due to a unexpected event, unforeseen 
occurrence or any other event that renders pres-

entation of the event imprudent, illegal or unfeasi-
ble. Examples of unforeseen occurrences shall 
include, but shall not be limited to: an act of God, 

Institutional regulation, ban, suspension or re-
striction, war or apparent act of war, terrorism or 

apparent act of terrorism, disaster, civil disorder, 
disturbance or riots leading to or resulting in the 
disruption or curtailment of basic services such as 

transportation and or any other emergency. Ren-
aissance does not have to prove that it used its 

best endeavours to avoid rescheduling, cancelling 
or altering an event for the client to hold Renais-

sance harmless from all costs, damages and 
expenses which are incurred by the client. 

 

 

1. Ms./Mrs/Mr…………………………………………………………………………….. 

             Email:……………………………………………………………………………………. 

             Tel:………………………………………Cell:…………………………………………. 

2. Ms./Mrs/Mr…………………………………………………………………………... 

            Email:…………………………………………………………………………………….. 

            Tel:……………………………………… Cell:…………………………………………. 

3.         Ms./Mrs/Mr…………………………………………………………………………….. 

            Email:…………………………………………………………………………………….. 

            Tel:……………………………………… Cell:…………………………………………. 

4.         Ms./Mrs/Mr…………………………………………………………………………….. 

            Email:…………………………………………………………………………………….. 

            Tel:……………………………………… Cell:…………………………………………. 

5.         Ms./Mrs/Mr…………………………………………………………………………….. 

            Email:…………………………………………………………………………………….. 

            Tel:……………………………………… Cell:…………………………………………. 

Fees include refreshment, lunch & comprehensive documentation only. Fees do not include  accommodation & transport. For accommoda-

tion contact the venue directly  

1 L B 

2 L B 

3 L B 

4 L B 

5 L B 

Choose your preferred corporate gift. Mark (X) on (L) Lap-

top or (B) Blackberry. 


