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Project Name 25 Dec Electronic Shop | Date September 1, 2021
Project Number | 10-2021 Document Number 25-IPA
Project Zaid Alshammari Project Owner/Client Saudi Investment
Manager
Stakeholder | Organization | Title & | Responsibilities/ | Contact Information | Notes
Name Project Authorities
Role
| Owner i) |
John Owner Sponsor Decision John@Saudia.com.sa;
0096655664433
Adam Owner Finance Financial support Adam@Saudia.com.sa
0096655664433
| Bank < |
James Bank Finance Finance opinion james@SABB.com.sa

; 0096655664433

‘ Government Authorities for license uasd) sill e sSal) cilgal

Mohammed | Saudi Arabian License | Law & exercise of Mohammed@SAGIA.sa
General authority ; 0096655664433

Investment

Authority

(SAGIA)
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Omar | Ministry of License Registration Omar@MCl.sa
Comerce ;0096655664433
| Chamber of Commerce a3 48 1) |
Ali | Chamber of License Registraion Ali@COC.sa
Commerce ; 0096655664433
| Public (Customers) (nSiiaa |
Rima Riyadh End users | Requirements as a Rima@yahoo.com
Province customers in Riyadh ; 0096655664433
Said | Jeddah Province End users | Requirement as Said@gmail.com
customers in Jeddah ; 0096655664433
Human Resource i sl 5 43 55 3 ) sal) |
Mohammed 25 Dec shop Human Personnel Affairs | Mohammed@?25Dec.com.sa
Resource ;0096655664433
Saud 25 Dec shop requirement Hiring Saud@?25Dec.com.sa
; 0096655664433
| Manager of the shop Jaliell Liigll ) |
Nadeem 25 Dec shop Manager | Operation Manager Nadeem@?25Dec.com.sa
; 0096655664433
| PMO for the project g3l 3 ) |
Richard Google | Planning & | Establish the project Richard@google.com
execution ; 0096655664433
| Website Company (9380 a8 gall 48 )&
Technology | Hosting the project
Company websit
| Shop Site Programming & Operation Company 4La-&iy jaiall ad ga daea s 4S i
Technology | Establish  project
Company website
| Goods Shipping Company gbad) cad 4s i
Transportation | Delivery of  the

goods to the
customers

Clothes Suppliers (w2 )54 |

Goods
delivery

Ensure the products

are available

(M) adudox
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Deliverable or Task Status Sponsor / Leadership I

Conduct Meetings

.
Risk Assessment A s B R | c
A

User Testing
User Journey

Determine Standards

Responsible Assigned to complete the task or deliverable.
Accountable final decision-making & accountability for completio
Support Provides support during implementation.
Consulted An adviser, SME who is consulted before a decision.
Informed Must be informed after a decision or action.
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25 December Distributed Resources

ID Activity Planned Resources
A.l Prototype Creation Engineer & (3) Programmers
A2 Landing Page Engineer & (1) Programmer
A3 Sign-in/Registration Page Engineer & (1) Programmer
A4 Product Page Engineer & (1) Programmer
A5 Payment Flow Page Engineer & (1) Programmer
A.6 About & Contact Page Engineer & (1) Programmer
B.1 Backend Server Creation Engineer & (2) Programmers
B.2 Repository Linked Engineer & (2) Programmers
B.3 Chat Bot Linked Engineer & (2) Programmers
C.1 Agreements Preparation Contract Advisor & Lawyer
C2 Bank Agreement Contract Advisor & Lawyer
C.3 Transportation Agreement Contract Advisor & Lawyer
C4 Host Web Agreement Contract Advisor & Lawyer
E.l Hand-over Project Manager & Engineer
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sl Jsaall Ao Fast-tracking 4ses g Crashing &) ) i Jalas

25 December Baseline Schedule

ID Activity Predecessor | Successor | Duration Start Date Finish Date
(Days)
A.1 | Prototype Creation Start A2 17 05-Sep-2021 23-Sep-2021
A2 Landing Page A.l A3 15 25-Sep-2021 11-Oct-2021
A.3 | Sign-in/Registration A2 A4 10 12-Oct-2021 23-Oct-2021
Page
A4 Product Page A3 A5 10 24-Oct-2021 03-Nov-2021
A.5 | Payment Flow Page A4 A5 10 04-Nov-2021 15-Nov-2021
A.6 | About & Contract A5 E.1 10 16-Nov-2021 27-Nov-2021
Page
B.1 Backend Server Start B2 &B.3 9 05-Sep-2021 14-Sep-2021
Creation
B.2 | Repository Linked B.1 E.1 7 15-Sep-2021 22-Sep-2021
B.3 | Chat Bot Linked B.1 E.1 5 15-Sep-2021 20-Sep-2021
C.1 Agreements Start C2&C3 10 05-Sep-2021 15-Sep-2021
Preparation &CA4
C.2 | Bank Agreement C.1 E.1 4 16-Sep-2021 20-Sep-2021
C3 Transportation C.1 E.1 4 16-Sep-2021 20-Sep-2021
Agreement
C4 Host Web C.1 E.1 4 16-Sep-2021 20-Sep-2021
Agreement
E.l1 Hand-over A6&B2& Finish 3 28-Nov-2021 29-Nov-2021
B3&C2&
C3&C4
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25 December Baseline Schedule

ID Activity Predecessor | Successor Duration | Start Date Finish Date
(Days)

A.1 | Prototype Creation Start | A2 & A3 17 05-Sep- | 23-Sep-2021
& A4 2021

A2 Landing Page A.l AS 15 25-Sep- | 11-Oct-2021
2021

A3 Sign- Al AS 10 25-Sep- | 05-Oct-2021
in/Registration 2021

Page
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A4 Product Page A.l AS 10 25-Sep- | 05-Oct-2021
2021

A.5 | Payment Flow | A2 & A3 & A.6 5 12-Oct- | 17-Oct-2021
Page A4 2021

A.6 | About & Contract AS E.1 5 18-Oct- | 23-Oct-2021
Page 2021

B.1 | Backend  Server Start | B.2 & B.3 9 05-Sep- | 14-Sep-2021
Creation 2021

B.2 | Repository Linked B.1 E.1 7 15-Sep- | 22-Sep-2021
2021

B.3 Chat Bot Linked B.1 E.1 5 15-Sep- | 20-Sep-2021
2021

C.1 Agreements Start | C.2 & C3 10 05-Sep- | 15-Sep-2021
Preparation & CA4 2021

C2 Bank Agreement C.1 E.1 4 16-Sep- | 20-Sep-2021
2021

C3 Transportation C.1 E.1 4 16-Sep- | 20-Sep-2021
Agreement 2021

C.4 | Host Web C.1 E.1 4 16-Sep- | 20-Sep-2021
Agreement 2021

E.l Hand-over | A.6 & B2 & Finish 3 28-Nov- | 29-Nov-2021
B3 & C2 & 2021

C3&C4
(7)o dsea
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Negotiation Rules: 102 gHll ao) g
Be Prepared Iaiewa ¢S]

Successful negotiators are generally the best
prepared negotiators. No amount of negotiator
experience, skill, or persuasive ability can fully

compensate for the absence of preparation.
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Aim High

The expectation level of negotiators is closely related

to the outcome of the negotiations. Expectations are

the gauges by which people measure their

performance.  Generally, the higher  your
expectations, the better you will ultimately perform
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Give Yourself Room to Compromise
Compromise is essential to successfully conducting
most negotiations. Even the most skilled bargainers
must make concessions in order to obtain successful
outcomes. Yet, many negotiators are unable to make
material sacrifices because their opening position is
too close to their expectation level. Consequently,
their inability to compromise often leads to feelings
of frustration by both parties which can preclude a
mutually satisfactory agreement.
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Put Pressure on The Contractor
Success in negotiation stems in large part from the
ability of a negotiator to increase pressure the other
negotiator while at the same time limiting the
pressure on themselves. You can often accomplish
this by following some simple procedures which will
reduce your stress while increasing the pressure on
the other negotiator.
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Do Not Volunteer Weaknesses

Never volunteer information that would weaken your

negotiating position or enhance the bargaining

position of the contractor. Although this rule is only

common sense, it is often overlooked because most
people are forthright by nature.
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Use Concessions Wisely

Compromise is a vital part of contract negotiations,

most successful negotiators are masters of when and

how to make concessions. The concessions that you

make, when you make them, and how you make them

will all have a significant effect on the outcome of the
negotiation.
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Say It Right

The importance of good interpersonal relationships
cannot be overemphasized. The reason for this is
simple. You are trying to negotiate a mutually
satisfactory result. Even the most generous offer may
be rejected when the contractor feels slighted or

offended.
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Satisfy Non-Price Issues

Most negotiations will not end in agreement unless

both the price and non-price issues are satisfied. In

contrast, successful Government negotiators are

able to identify the non-price needs of the other party
and develop ways to satisfy those needs.

ZQM\ o Lladl) eyt 39 A

A pand) Lladl) elasin oty ol Le QUYL lia gliall alana 635 ()
G5l GmasSall Gpdadidl (A (A G el g
claliaY) ol Al 3,k

29




Use the Power of Patience

The power of patience seems obvious. However,

practicing patience is often harder than it sounds

because of the pressure inherent in every contract

negotiation. The quicker the negotiations conclude;

the sooner contract performance begins ... and this
natural pressure is relieved.
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Be Willing to Walk Away from or Back to
Negotiations
Even the best negotiators sometimes fail to come to
mutual agreement and experience this lose-lose
outcome. However, good negotiators are neither
afraid to walk away from bad deals nor too proud to
return to the negotiation table once they realize a
better deal cannot be obtained elsewhere.

Ll Bagad) gl cilia gliall (e MatD Sl Jo oS Y

Jalsie @l Y Jeagill & Bl () slidy G gliall Juadl s
Cpuadl Cpa glaall 8 c@lld aay Bl ) Anill a8 (g 08
s 85adl 1 88 (5,38 Y s Al lidiall e eV () sl Y
Aaia e Jgand) (S Y 4l 1€ ol 2y el glaadl 4 gUa

AT S 8 il

OF) e dsa

soa il ddad ¥ aae alas)
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PURPOSE
B. This negotiation plan details:

a. Objectives.

b. Proposed negotiation team and

responsibilities.

c. Location and timings.

d. Rules of participation and conduct.
e. Conflict of Interest.

f. Negotiation Items, including minimum

and desired positions.
g. Boundaries of negotiations.
h. Confidentiality of negotiations.

i. Reporting and capture of negotiation

outcomes.

j. Approval of outcomes.
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BACKGROUND

e The procurement was approved and in
accordance with this approval a Request for
Tender (RFT) for [project number]| was
released.

e The Tender Evaluation Board (“Board”) was
held on [insert date] after all Board Members
had carried out an individual assessment of the
registrations in  accordance = with the
requirements of the approved PTP.

e The price offered by [insert preferred tenderer],

XTI
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in comparison to the pre-tender estimate, Jase ‘ ppil Dl ag )
including technical worth is summarized BB &l ey
below: ale 3Ll
Company Lump | Technical | Agreed A JA0)
Sum | Worth Damages A J30)
rate ) A
Insert name pl)
Insert name J8 gl
Insert name ole
Pre-tender glaal)
estimate

TENDER RISK ASSESSMENT / CONFLICT
AND MITIGATION STRATEGIES

7. After completing a risk assessment of the
Tenders, the risk profile is outlined below

Risk
Rating

Technical | Price

Worth

Company

Insert
name
Insert
name
Insert
name

8. Risks involved in the outcome or during
negotiations include:

Insert risks
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PROPOSED NEGOTIATION TEAM

9. The proposed negotiation team is outlined
below.

Responsibility Title

Chairman Insert name
Member Insert name
Member Insert name

g Al 2 9 G b

oLl (e = all (gl (5 8 9

S el | gyl
auy) Jal i)
(»-AY\ J';J\ pac
(»-AY\ J';J\ pac

LOCATION AND TIMINGS

10. The negotiations will either take place in person
at our offices, this meeting is expected to take
approximately two hours.

11. If a face-to-face meeting is not feasible, a teams
meeting will be organized for key personnel to
discuss this project.

12. The exact time and date of the negotiations will
be confirmed once the preferred tenderer has been
advised of the opportunity to commence
negotiations.
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RULES
CONDUCT

OF PARTICIPATION  AND

14. Upon approval of this negotiation plan, the
Preferred Tenderer is to be advised of the approved
dates and timings of the negotiations in writing.
Once the timings for negotiations have been
accepted by the Preferred Tenderer, an agenda for
each session/day detailing the topics for
negotiation must be provided to them to allow for
sufficient preparation time.

15. The Chair is responsible for ensuring that the
objectives of the negotiations are met and the rules
for negotiation, as detailed in this plan, are
followed.

16. It is the responsibility of the nominated
Secretary/Scribe  to capture all negotiated
outcomes in minute format and provide to all
members of both teams (Defence and the Preferred
Tenderer) for concurrence.

17. All team members are to be present at all
negotiating sessions, unless they have been given
an ‘as required’ status.

18. It is the Chair’s responsibility to determine
which advisers are required to attend each
negotiating session and notify those advisers of the
session’s details.

19. Between negotiating sessions, members of the
negotiating team are to consult sufficiently with
their advisers to ensure that matters of concern are
addressed quickly to allow them to discharge their
responsibility in respect of the project.

20. The Chair will obtain prior to negotiations,
appropriate delegate authority to allow the
Commonwealth to commit to appropriate
negotiated outcomes as they occur.

21. Negotiation team members and advisers are
authorized to provide advice on behalf of the head
of their functional area. It is the Chair’s
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responsibility to ensure that the nominated adviser
has been granted this authority.

22. An agenda covering each session/day will be
promulgated to all parties prior to commencement
of the session. This agenda should also be
communicated to the Preferred Tenderer.
Sufficient time should be allowed for preparation
by all parties.

23. During negotiation sessions, the Chair must
ensure that comments are confined to the particular
agenda item/matter being addressed. Comments on
other matters should be communicated privately to
the Chair and added to the agenda, as appropriate.
24. The negotiating team and advisers must
exercise the utmost discretion in accepting
hospitality from the Preferred Tenderer or its
representative. The negotiation team should guard
against accepting hospitality that may later become
the subject of criticism
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CONFLICT OF INTEREST
25. Negotiation team members/advisers must
notify the Chair of any possible conflict of interest.
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NEGOTIATION ITEMS
26. The item to be negotiated is detailed below:

Negotiation | Minimum and Desirable

point Outcome

Insert item Insert minimum  and
desired outcome

Insert item Insert minimum  and
desired outcome

Insert item Insert minimum  and
desired outcome

27. The negotiated team will ensure that the revised
Contract price does not impact on scope or project
quality.
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28. Negotiation may impact on the timeframe
however, outcomes require finalization prior to the
end of this financial year, with a proposed date no
later than [insert date] to enable mobilization to

site.

BOUNDARIES OF NEGOTIATIONS

28. The negotiation team, including the Chair, does
not have the authority to:

a. Deviate from negotiation policies; and

b. Override any of the standard Contract clauses.
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CONFIDENTIALITY OF NEGOTIATIONS
29. The negotiations and associated papers are to
be treated as Commercial-in-Confidence.
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REPORTING AND CAPTURE
NEGOTIATION OUTCOMES

30. At the conclusion of negotiations, the Chair
will prepare, either:

OF

a. A Financial Submission recommending Contract
Award; or

b. A negotiation report with a recommendation to
either approach the second preferred tenderer or
reconsider the contracting strategy and re-tender
the opportunity.

31. The submission/report will detail the
negotiated outcomes and any significant
differences with the minimum and maximum
preferred positions highlighted above. Only where
value for money and the minimum preferred
positions have been achieved will the Chair
recommend Contract Award. Where a minimum
preferred position has been replaced with an
appropriate ‘trade-off’, the wvalue for money
justification for this proposal must be adequately

represented in the submission/report.
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APPROVAL OF OUTCOMES

32. Where a financial submission recommending
contract award has been approved, a Contract can
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be executed by the relevant delegate in accordance | (Sa ¢ Jall miey pa gy Mo a8 e 468) gall Alls & TV
with the Business Rule on Financial Delegations. | <biay siid) oliy Jlac¥) sac @l 8 5 diall 2855 jimall (o saiall
Al
33. Alternatively, where contract award is not
recommended due to negotiation outcomes being | o G Jiall ziey dpasill aae Al 8 ¢ @l o Yoy Y
unsatisfactory, a negotiation report may be | gaslel n T aay (S ¢ dpa e e Gliaglaal)l Hil
developed recommending and seeking executive | dslic 44 jla o 48) gl 3 4,045 dna) 3o ) o2 g (a2
review and approval of an appropriate way el ol
forward.
[0 M) ]
[0 5]
[Name of Chairperson]
[Title] [&04]
[Date]
ANNEXES iR yall
B. Draft Negotiation Agenda
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B. Supporting Negotiation information
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Cost
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Requirements Traceability Matrix
Project 25 DECEMBER
Name
Project @)A\@H\JJA&Z\SJJ\QM@M&M}@})N\)AﬁA;Ua.\\
Description
ID Requirement Business Project Status Product Test
Description Needs, Objectives Development
Opportunities,
Goals,
Objectives
Al Prototype To test Create | Finished | (necadll and 1001
Creation performance viable gl ol g g
program
A2 Landing Page | A must have Create In- (pearadl and
starting point viable | progress | gl sk
for a client program
A3 Sign- Clients need a Create In- (pearadl and
in/registration | way to access viable progress | gl sk
Page protected program
content
A4 Product Page | Clients cansee | Create In- (assadl aud
products viable progress | gl gk
program
A5 Payment Flow Choosing Create In- (assadl ad
Page payment viable | progress | gl sk
method and program
verify
payments
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A.6 About & Clients can see Create In- Opessaall and
Contact Page brand viable | progress | gl sk
information program
and how to
contact
B.1 Backend Finding and Create In- (pearadl and
Server delivering data viable progress | gl gk
Creation to front end program
B.2 Repository Database Create Not (assadl ad
Linked storage viable started | g=lod) suskis
program
B.3 Chat Bot Clients can get Create Not (assadl ad
Linked help in a short viable started | g=lod) suskis
time program
C.1 Agreement Minimize the Create In- (538l anadll
Preparation risk of viable progress
violating the program
terms
C.2 Bank Minimize the Create In- Gl anall
Agreement risk of viable progress
violating the program
terms
C3 Transportation | Minimize the Create In- Gl anall
Agreement risk of viable progress
violating the program
terms
C4 Host Web Minimize the Create In- Gl anall
Agreement risk of viable progress
violating the program
terms
E.1l Hand-over Transfer to Create Not g sosiall e
operation viable started
program
(10) e ds
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Web Page Creation -1
Prototype Creation -
Landing Page -
Sign-in\Regidtration Page -
Product Page -
Payment Flow Page -
About & Contact Page -
Backend Server Creation -
Repository Linked -
Chat Bot Linked -
Agreements Signatures -2
Agreements Preparation -
Bank Agreement -
Transportation Agreement -
Host Web Agreement -
Handover of the project -3
Hand-over -

:WBS 2 Jee daja IS cad Aladaal) Aadi¥) gl algeal) daild gkt €9

25 December Project WBS with distributed Activities

ID Activity WBS

A.l Prototype Creation

A2 Landing Page

A3 Sign-in/Registration Page

A4 Product Page

A5 Payment Flow Page Web Page Creation
A.6 About & Contact Page

B.1 Backend Server Creation

B.2 Repository Linked

B.3 Chat Bot Linked

C.1 Agreements Preparation

C2 Bank Agreement )

C3 Transportation Agreement Agreements signatures
C4 Host Web Agreement

E.1 Hand-over Handover of the project
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25 December Baseline Schedule

ID Activity Predecessor Successor Relation
A.l Prototype Creation Start A2 FS
A2 Landing Page A.l A3 FS
A.3 | Sign-in/Registration Page A2 A4 FS
A4 Product Page A3 A5 FS
A5 Payment Flow Page A4 A5 FS
A.6 | About & Contract Page A5 E.1 FS
B.1 | Backend Server Creation Start B.2 & B.3 FS
B.2 Repository Linked B.1 E.l FS
B.3 Chat Bot Linked B.1 E.l FS
C.1 | Agreements Preparation Start C2&C3 FS
& C4
C.2 Bank Agreement C.1 E.l FS
C3 Transportation C.1 E.1 FS
Agreement
C4 | Host Web Agreement C.1 E.1 FS
E.1 Hand-over A6&B2&B3&C2&C3& Finish FS
C4
(OY) & ds
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Prototype Landing Sign- Product Payment About &
Creation in/Registrat Page Flow Page Contract Page

Repository
Linked

Backend

Chat Bot
Linked

Agreements
Preparation

Bank
Agreement

Transportation
Agreement

Host Web
Agreement
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25 December start end 0%
25 December 05/09/21 30/11/21 0% 3@
Prototype Creation 05/09 23/09 0% Protptype Creation
Landing Page 26/09 11/10 0 Landing Page
Sign-in/Registration Page 12/10 2110 0 Sign-in/Registration Page
Product Page 24/10 03/11 0 Product Page
Payment Flow Page 04/11 15/11 0 Payment Flow Page
About & Contract Page 16/11 25/11 0% About & Contract Page
Backend Server Creation 05/09 14/09 0% hBackend Server Creation
Repository Linked 15/09 23/09 0 Repgsitory Linked
Chat Bot Linked 15/09 21/09 0 CHat Bgt Linked
Agreements Preparation 05/09 15/09 0 “Agre ments Preparation
Bank Agreement 16/09 21/09 0 . Bank Agreement
Transportation Agreement 16/09 21/09 0 Trhnspgrtation Agreement
Host Web Agreement 16/09 21/09 0 Hgst WEb Agreement
Hand-over 28/11 30/11 0
(VY) pdy dsd
) 22

Deming’s Model for Quality Management

Create constancy of purpose for improving
products and services.

Adopt the new philosophy.

Cease dependence on inspection to achieve
quality.

End the practice of awarding business on
price alone; instead, minimize total cost by
working with a single supplier.

Improve constantly and forever every
process for planning, production and
service.

Institute training on the job.

Adopt and institute leadership.

Drive out fear.

Break down barriers between staff areas.
Eliminate slogans, exhortations and targets
for the workforce.

Eliminate numerical quotas for the
workforce and numerical goals for
management.

Remove barriers that rob people of pride of
workmanship, and eliminate the annual
rating or merit system.
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Institute a vigorous program of education el S Gt g alaill (6 B el a s
and self-improvement for everyone.

Put everybody in the company to work sl gas e Jaall 28 580 8 aseal) g g
accomplishing the transformation.

CREATE PURPOSE FOR IMPROVEMENT m DRIVE OUTFEAR

9 ADOPTTHE NEW PHILOSOPHY. BREAK'DOWN SILOS

A

CEASE DEPENDENGE ON
03 | INSPECTIONTOACHIEVEQUALITYSH! 10 NOBLOGANS

o1 | O TORIUCE ST | 17 | NOXQUOTAS OR NUMERICAL GOALS

A

REMOVE ANNUALRATINGS |

INSTITUTE EDUCATION AND
06 ONTHEIOBTRAINING 13 | SELFAMPROVEMENTPROGRAMS

INVOLVE ALUWORKERS
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What do we want to achieve?

How do we know if a change
is an improvement?
.
n
What change will result
in improvement?

Begin the cycle

I~

) —
V) —
) —

CHECK

Find a process to improve

Understand causes
of process variation

Identify how to

reduce variations

Begin the cycle

(10) f, dsa
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SIPOC Model

) 2l o gAga

SIPOC is a method to properly describe the
transformation process within a company
that offers products and/or services. It’s a

tool for process improvement that
summarizes the input and output of one or
multiple processes in tables. The practice of
applying this model is also referred to as
process mapping. The end product is a so-
called high-level process map.

SIPOC stands for Supplier inputs, Inputs,
Process, Output and Customers, also the
names of the columns.
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This method ultimately creates a process in
which all factors influencing the
transformation process and which parties are
involved. By mapping this, a company can
find out everything that needs to be worked
out to have their business processes run
smoothly.

The supplier supplies input in the form of
raw and other materials, semi-finished
products, knowledge and expertise.
Everything is tailored to a company’s needs.
This is an important step in the process
towards the eventual shape of the final
product or service. This output has to
comply with and perhaps even surpass the
customer’s requirements.

The customer is not necessarily an external
party, they can also be from within the
organization. This means supplier/customer
relations can also exist within a company.
The model helps prevent those parts of the
transformation process are overlooked. The
method further clarifies the process to
employees who have little or no knowledge
about the transformation to the final product.
It also helps employees define a new process
clearly.
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Supplier

This is the party that supplies products or
services to the process. The aim of this
aspect is to identify the suppliers. These can
be both internal or external parties. What’s
necessary for the process and what’s being
used? We can find a description for this in
Input.

The supplier supplies, for example,
materials and information. Whatever needs
to be gathered before the process can start, is
supplied by these parties. They can be
suppliers of raw materials or knowledge,
skills and information.

For a clothes electronic shop. Its suppliers
supply different cloth brands. Moreover,
they also supply the facility with skilled
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personnel. Suppliers also take care of a
clothing designer and a supplier of design
software.

Input

In addition to the suppliers themselves, it is
now also known what they offer. The inputs
required for the process are about materials,

services and information.

The cloths electronic shop needs different
types and models of clothes.

Buyer’s skills are also essential, as is the
creative mind of a designer. Correct input

A
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into the system by a software specialist is RCR POV PRCR
also required. Machines and tools are also

needed.

Process Gilalanl)

The process itself is described in a
document, manual or work instruction. By
clearly describing all the steps, standard
work can be delivered in the output, without
a lot of deviations.

On top of that, everybody involved in the
process is familiar with their own actions.
This means it’s easier to talk to each other

when something doesn’t go right and correct
each other.
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All clothing in a given series that leaves the Bagall
cloths electronic shop, will have be very
uniform and similar in quality.

Output Aaland) cila 3

The outputs of the process can be seen as the
end product. In addition to the end product,
waste products are also an example of the
Output.

The clothing electronic shop, besides cloths,
also creates:
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Jobs
Designs
Website with new clothes models

Glaraal
B udle SO ge Ay (5 ) adisa

Customer

The person or company you supply to, is the
so-called end user. This could be the actual
customer who buys clothes from the
electronic shop. But it can also be
employees who work at the shop.

Customer requirements are important
throughout the process. When the output
doesn’t comply with the customer
requirements, the quality can’t be
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guaranteed.
(OA) fo s
S I P (0] C
Supplier - Input - Process - Output Customer

Who supplies What inputs are | What does the What the Who are the
process inputs? | required? process look Outputs customers?

like?
Material Various types of | Make a design | Clothes Customers
suppliers cloths l Businesses
Employees Tailors' skills Possible new Internal
Specialists Creative minds | Gather cloths catalog models | employees
Designers Machines
Software Tools
suppliers Present them in

the electronic

shop

Packaging

g
Shipment
(%) & ds
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Quality,

Planning, organising,

leading and contrgll' g
Commitment
Management

divisions .
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TWBS o (58 55 £.3, 5l A5 a5 CANSI) g JS30 31321 00

ID Activity Activity Cost WBS WBS Cost
A.l Prototype Creation 7,000 S.R
A2 Landing Page 5,000 S.R
A.3 | Sign-in/Registration Page 5,000 S.R
A4 Product Page 5,000 S.R
AS Payment Flow Page 5,000 S.R Web Page Creation 47,000 S.R
A.6 About & Contact Page 5,000 S.R
B.1 Backend Server Creation 5,000 S.R
B.2 Repository Linked 5,000 S.R
B.3 Chat Bot Linked 5,000 S.R
C.1 Agreements Preparation 3,500 S.R
C2 Bank Agreement 2,500 S.R
C3 Transportatifn Agreement 2,500 S.R Agreements signatures 11,000 5.R
C4 Host Web Agreement 2,500 S.R
E.1 Hand-over 2,000 S.R Handover of the project 2,000 S.R
(Y+) alodses
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A

Ve

Project Budget = 66,550 S.R

N

s

Management Reserves = 6,050 S.R

N

Cost Baseline = 60,500 S.R

N\

N\

Contingency Reserves = 500 S.R

Project Estimate = 60,000 S.R

(V) s

Sle sl 60,000 SR o8 dlie g s piall Ayl jee A5 Cogas o 5 il 8 AV paen a3 sial) idal) e oLy
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ID Activity Activity 20 % 20 % 20 % Progress cost
Cost Progress | Progress cost (Earned Value)
cost (Actual)
(Plan)
Al Prototype Creation 7,000 S.R 1,400 1,400 1,500
A2 Landing Page 5,000 S.R 0 0 0
A3 Sign-in/Registration Page 5,000 S.R 0 0 0
A4 Product Page 5,000 S.R 0 0 0
A5 Payment Flow Page 5,000 S.R 0 0 0
A.6 About & Contact Page 5,000 S.R 0 0 0
B.1 Backend Server Creation 5,000 S.R 1,000 950 1,200
B.2 Repository Linked 5,000 S.R 0 0 0
B.3 Chat Bot Linked 5,000 S.R 0 0 0
C.1 Agreements Preparation 3,500 S.R 700 700 800
C2 Bank Agreement 2,500 S.R 0 0 0
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C3 Transportation Agreement | 2,500 S.R 0 0 0
C4 Host Web Agreement 2,500 S.R 0 0 0
E.1 Hand-over 2,000 S.R 0 0 0
Total Cost 60,500 S.R | 3,100 S.R 3,050 S.R 3,500 S.R
(V) d dsaa
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Cost Performance index (CPI) = Earned Value (EV)/Actual Cost (AC)

Cost Performance index (CPI) = 3,500/ 3,050 = 1.15 (The Cost Performance is Good)

Schedule Performance Index (SPI) = Earned Value (EV)/Planned Value (PV)
Schedule Performance Index (SPI) = 3,500/ 3,100 = 1.13 (The schedule Performance is Good)

Aila A (pa 70+ JLaiS) day dsudiSal) Aaddl) il -

ID Activity Activity 50 % 50 % completion | 50 % completion
Cost completion (Actual) (Earned Value)
(Plan)
A.l Prototype Creation 7,000 S.R 7,000 7,000 7,000
A2 Landing Page 5,000 S.R 2,500 2,000 2,500
A3 Sign- 5,000 S.R 2,500 2,500 2,500
in/Registration
Page
A4 Product Page 5,000 S.R 2,500 2,500 2,500
A5 Payment Flow 5,000 S.R 2,500 2,500 2,500
Page
A.6 About & Contact 5,000 S.R 2,500 2,500 2,500
Page
B.1 Backend Server 5,000 S.R 5,000 5,000 5,000
Creation
B.2 Repository Linked 5,000 S.R 2,500 2,500 2,500
B.3 Chat Bot Linked 5,000 S.R 2,500 2,500 2,500
C.1 Agreements 3,500 S.R 3,500 3,500 3,500
Preparation
C2 Bank Agreement 2,500 SR 1,250 1,250 1,250
C3 Transportation 2,500 SR 1,250 1,250 1,250
Agreement
C4 Host Web 2,500 S.R 1,250 1,250 1,250
Agreement
E.1 Hand-over 2,000 S.R 0 0 0
Total Cost 60,500 S.R 36,750 S.R 36,250 S.R 36,750 S.R
(YY) d, dsaa
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Cost Performance index (CPI) = Earned Value (EV)/Actual Cost (AC)
Cost Performance index (CPI) = 36,750 / 36,250 = 1.01 (The Cost Performance is Good)

Schedule Performance Index (SPI) = Earned Value (EV)/Planned Value (PV)
Schedule Performance Index (SPI) =36,750/36,750 = 1.00 (The schedule Performance is Good)
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Procurement

Procurement’s end goal is to reduce overall costs by finding the best
possible prices and ensure that 24 Dec Electronic Shop get what they
need in a timely manner.

Typically, a procurement process will start from the minute a purchase
request is placed, and involve steps like identifying suppliers,
negotiating price, invoice approval, right through to receiving the goods.
It’s important to note that there’s no “one size fits all” format for the
procurement process flow. The steps in a company’s procurement
process will depend on several factors like:

. Business model

. Company size

. Location of business

. Company structure

. How to handle budget and spending
. Human resources
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The steps in the procurement process
Step 1: identify what’s needed

Before you can have something procured, there has to be a need for it.
Hence, the first stage in the procurement process is recognizing the need
for a product (a brand-new item, or something the company is re-
ordering) or a service. Business owners, executives, department heads,
employees, and procurement managers can all handle this step.

Step 2: submit a purchase request
The individual needing the purchase submits a purchase request to the
company, usually via the company’s e-procurement software. Purchase
requests are typically reviewed by the procurement team or a financial
controller. If the request is approved, it will be turned into a purchase
order. If the request is denied, it gets returned to the employee along
with the reason why the request was rejected.

Step 3: assess and select vendors

Every business needs to determine where to get their goods. Some
companies have an approved vendor catalog, which is a list of suppliers
that have successfully made it through the purchaser’s selection criteria
and contract negotiations, while other companies are still trying to
determine who the best suppliers are. Once a supplier is chosen,
companies should develop that relationship over time to establish the
best value, get the best price, and save time on their future procurement
activities.

Step 4: negotiate price and terms
After choosing a supplier, the procurement team will negotiate the best
price and specific terms (e.g. delivery times) for the purchase.

Step 5: create a purchase order
A purchase order is a formal contract used to buy the product. The
purchase order outlines the price, specifications and terms and
conditions of the product or service and any other additional obligations.
When you’ve signed the contract, forward the purchase order to the
vendor. A legally binding contract activates right after a vendor accepts
and acknowledges a purchase order.

Step 6: Receive and inspect the delivered goods
Once delivered, the receiving company is responsible for inspecting the
product and accepting receipt. The company can reject the receipt of the
delivery if the product is not up to standard (e.g. damaged or missing
product). Rejection is almost always due to a damaged product.
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Step 7: conduct 3-way matching

At this stage of the procurement process, the procurement team will
use 3-way matching to reconcile three key documents and ensure that
the transaction is accurate:

e  Purchase orders

e  Packaging slips (these will arrive with the order)

e  Vendor invoices
Three-way matching can identify and prevent discrepancies that result
in huge losses of income, so if a discrepancy is found it should be
investigated and resolved immediately.

Step 8: approve the invoice and arrange payment
Approve the invoice when everything looks good and a 3-way match is
complete. Next, arrange payment.

Step 9: record keeping

The receiving (buying) company must maintain proper records for
bookkeeping and accounting purposes. This means saving all relevant
documents for every completed purchase.

Procurement process flow chart
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How to improve the procurement process

Organizing 24 Dec Electronic Shop’s purchasing process and
introducing better procurement practices can have a huge impact on
your company’s efficiency, output, and bottom line.

Here are some of the ways you can improve your procurement process
flow in your organization.

Use e-procurement software

An e-procurement solutions software can improve how your company

handles purchasing and the procurement process. For instance, you can

use e-procurement software to:

e  Streamline your purchasing and procurement processes

e Maintain a centralized catalogue of preferred and approved
vendors (which includes a list of the items or services each vendor
offers)

e Raise, send, and track purchase orders electronically

e  Perform 3-way matching (e-procurement stores purchase orders
and invoices in the same place)

e  Avoid exceeding spending budgets

e Introduce effective, transparent procurement and purchasing
protocols

e Eliminate annoying paperwork

e (Catalogue every transaction and maintain records

e Electronically record every step in the procurement process
(helpful during audits)

e  Manage suppliers effectively

e  Make it easier for employees to submit purchase requests with
mobile and desktop app functionality

If you’re running a paper-based procurement system, switching over to

procurement and purchasing software can be a daunting transition at

first, but the return on investment for your company makes it a total

no-brainer.

Conduct periodic assessments

Conducting a periodical assessment of your procurement cycle and your
suppliers can ensure your procurement process is fully optimized.
Assessing things like supplier performance, supplier quality, and
sourcing requirements will show you where there’s room for
improvement and help you identify red flags before they turn into major
problems.

The hidden benefit of these assessments is that checking in with
suppliers, hearing their ideas for creating a win-win relationship, and
listening to their needs can also help to strengthen your company’s
relationships with its vendors.
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:scoring model 4iBal) g3 galy (sl (o A3 Rall Zigal ki

Supplier Evaluation Scoring

Scoring suppliers help in finding out the best fit project solutions for the
different kind of procurement projects that organizations typically
execute.

The simplest method of supplier evaluation and scoring is the 5-point
rating system that classifies each vendor on various performance
requirements and then adding weightages to each parameter based on
the skill requirement for a specific type of marketing project.

In our model we are trying to evaluate between cloths goods electronic
suppliers for all our buys, a key parameter which would carry a higher
weightage is obviously Prices, Delivery Quality, Delivery timelines and
Creative designs. This is because cloths buys are usually for a particular
campaign which is topical in nature and hence needs to be executed fast
(Delivery Timelines), you need innovations in your design to make it
stand out (creative designs) and you need Delivery Quality and Low
Prices to ensure that your OOH creates a clutter breaking noise in the
market. Using this matrix, managers can effectively evaluate the best fit
service suppliers that meet the requirement.

However, the real challenge that arises for indirect services procurement
is that existing tools are inadequate to comprehensively address the need
for supplier evaluation and scoring. Services buying require a constant
system of evaluation which current procurement processes do not have.
At best there is an annual supplier evaluation and scoring that is done by
which time several suppliers may have caused damage due to faulty
project execution.

What is needed desperately especially in marketing procurement is a
system for continuous supplier evaluation and scoring
mechanism. Doing this on a manual auto-mode across the
organization’s various user departments is impractical. An automated
process would best serve the user, procurement, supplier and
organizational needs.

Price- 35%

Price is one of the most fundamental evaluation metrics in deciding
whether to award or reject the agency/ supplier. However, price
comparisons can be difficult without adequate domain knowledge.
Tools of creating an effective price comparison chart is required.
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Delivery Quality-20%

As important as price is, quality plays an equally important role when
deciding who you want to work with. The nature of marketing is such
that quality of delivery becomes critical in achieving marketing
objectives. Good marketing suppliers continuously measure their own
delivery quality. Having a balance between delivery quality and price
makes for a good procurement practice.

Delivery Timeliness-20%

Marketing projects are typically time bound topical requirements.
Agility of marketing intervention requires marketing suppliers who are
equally agile in their executional capabilities. Understanding and
evaluating existing marketing vendors and new ones from this
perspective is critical to building a great marketing machine for the
organization

Creative Designs-15%

Marketing services is largely an idea or communication business, your
creative, messaging, concepts and designs can make or break your
campaign. A poor design will end up doing nothing for the brand while
a great idea can do wonders.

Evaluate the agency from the perspective of how good, bad or average
their creative designs for the cloths have been.

Bear in mind, great ideas are not just creative designs but also innovative
solutions for your environment, community-oriented and culture.

Servicing Capability-10%

A marketing supplier is only as good as the human resources he deploys.
While organizations take great care in hiring the best brains for their
marketing departments, sadly little emphasis is laid on evaluating the
human resources within marketing vendor teams.

The ability of the account management person to take a client brief and
convert that into an internal briefing and project document is crucial in
getting the best out of an agency. Evaluate the account management
team from this perspective to determine and give scores.

VAIEY PN R EVEN
s vie ) Gy Uaga 1553 53 gl Conli pmaall dpaal (g p2 ) e
el alaill 83 g3 O (A (3 sadlll dapla Are Jandl 3y 53 (53 i)
8353 Osuall Gl 53550 Gty sl ilaal (583 3 dauls
Jamg ) 5wl 83 53 (g ) 582 535 ) s ago dualal) sl
RRIEN c«\)ﬁﬂ\ E\MJLQA

ZY - daaall cdgll B aludl)
et Lia ) 3aone daa ge illlaia (3 sudil) a jlial () 5S5 L sale
O 8 iy (4 saialy Cpall G sadill (52 50 e (o sl JAil) e
2l s Cplladl (5 gl (230 a5 agh 22y A28l gl )38 84 5 sl

Ao pall a3y n3 A o) A1 &y 15l ) shaiall 138 (e

ZVe L4y asalial

Say G cWlail Jae 5l 588 € an ) 4 Gosadll Glena
b s S el ga ai o) hilaanai s lapliay dllile 5 delyy
Alall ¢ 25 sh plil) are ) e 4 et (o) mpeadl) oand
Al amall Jad G Aadl 5 Sal Sy Ly 4 il

peilasaai bagia gl s g ol Basa (520 slaie e ANSH iy o8
owSall dpe 2y

LSl el Cilaparal 3 yne il daglaall JISEY) G jliie) &
CE y aainall dlen 5y it 3 Siae ol af

AR PXEN PR PR

pigd et Lgalaiiaal oy (Al A ) o ) sall Jie Jad a3 guail) 3 ) 5
g Lalal) Gy suil) ALl Jsiall Jumdl Cads gy 15880 il 5l
Gl G Rl il ol sall sl e SLB Sl Q5 canS
Sase ) alisats daenll a5 381 e a3 510) Jyae 538 )
0o i) il e J peanll S a0l all jal g g piadidigy Jals
Ll aaadl haidl e e Cluall 300 8 il A8 AS )
Lasllac)

1ol i) plaiaY (ol i) paana g b e dda g — Baia) dlac) Y

64

:gLaia ) i
PN YR
Leidas o3l CalaaY) -

() a3y Adadd) 38y o g el o ST Y



:glaial) g

4883 T 3add) e 30T de L)
(4 ) .o

sgLaiay) 81l

Microsoft Teams

10995 3all

.....

Topic Presenter Time Prepare to bring to the call
Introductions A 2 minutes
Progress Reports B 10 minutes Slides/images/screen sharing
Goals Status C 5 minutes Slides/images/screen sharing
Variations D 5 minutes Slides/images/screen sharing
Ending/Questions A 8 minutes
(Y7) e ds>

sl Cﬁ@ﬁ)&ﬁ\ﬁdﬁjﬁ\é‘i\ oeld 390 sy Y
Adlad) &5

Aasl) (35 ya e s pdiall US 1Y) L ran 53 LY Lgalasiiasl iy g & g piall Al AMal) e e glae AUS) 5y )85 Laa
Ay & s pdall 8l sk 5l ady Ley ¢ Ol e daliad) (laal oliy) 8 aclud Basaad) Aledl) aie) sall diiUad]
& soiall 8 saaad) JuaiV) ddad Caus (55 50 IS Lgarlis

(JSLiall 5 plalaall — Aaadiiuaall A0 Jaal) — Aasldll Jlee ) — W jlad) &3 3l Jlac Y1)

e aY) o BT Y

OV i sl 8 L Sl a3 Al Jlee V) gen Gy Gl o 580 dia 5 jaiall Jae Y1 5 lileal) paen a5
cdiadl s Galad) a1 58y A0 5l Jaguuil 1Y) i HAT e

scld) o) &Y

AlLhaa e aa g 5 piall  udll oo bl i) 58 o )l

sbxil) Jsandl ae Aol Cava gl &5yl -

Aladl) 28K e Adadl) o A4S 45 i -

Leds e Jaall g o puall Jalaal g g pdiall 8 cld) jaY) e st e delund y 8l aladiul o4
65



Cost

Budget at Completion > -

P
l - |

” Lo &

e D = ost
/ ,:1 f Variance

. |

/ ~  |Schedule |

/ o’ Variance N

g :f | |

/ 1’ | v _ 3

/ Plann€ed
Value

Actual/ o=
Cost ik

Time
now

]

" sy Time -
Time >I Behind !‘_

Fig. 1 Project’s “S Curve”
(Y+) dods
: el i -

A G Sl e Jabadill 61 5 sany I Leaa Jaladill oy CaS 5 ) painly g 5 pdall Hhaline daylie 4 2y
& S5l Allaial

t(Ara i — Jilad) Judas — 5 Jalal) Vedaie padl) Gl i gad pghi 1Y

Yo YY.Y) £ 9l 4 yaad YO jalia £ 5 pall ) gis

gl e

o)) b Gy Jand) (83 8 e gig Jilaadl g Y Jalat o ANA (a9 i) g gad qull y ghat o

66



) Galla o8 lhal) oy )3 alhal) asia

001 20/11/2021 g sodall e

il dia g

o Slaall daddy (ailS g SIS atall dndia ddlia)

PR aads

dL_DO~~~

J.\.i.\.d..,"" } ‘2\533 B

eﬁﬂn_“.

Y Jila

sl Claiall (8 agilal 58 5 agilad 535 agd) )l 4 yea s a8 sally £ Slandl Jay 5 53k 5 e Dlaad) G dndia i)
o) Aadiall Cilaadll

(bl JSy 40 g 5 ) i

Al ol gl IS Jadl 5 sl JS agilae ) Al g e Dlanll dad 3 sk

Sitag) Jalas
owadll 3 Jiln aa i Y

A gl
pgre aal 510l A geu ac 5 e Dlanll L ) 58 5 & 5 pliall Calaal aal aal Siay 4Y o) aY) Slaiely 3 oY) dae a5y
(.\G.S\.AJ.;M}
(Y8) eods

sALia) (2 8 5 (@ Al 5 (lyagall) phldall oy 1
gy A8l (3 Ui (o5 By ST S g 5 el o gl g gyl e i Caa gl aily jladll Cay e oSy
Jaall 3 ¢ g pdiall G lai) ol Janll i g a8 2ol s JSET gy s Sy Al aaall Ll Al

elacal Uadll 13¢) raay s uan (o)) Hlalaall J gans Jsane 138 (S5 ol 5 (pine gtial (5 guil) 4301 8 Und Gaany ) 1 Jle
G Gy gutl) 50 A Y) e Adaghue pe ol Abagiue day i HSY Jsaasll g g el (33 8l Sy L (pad Agadle)

67




s oblAal) Jaw dlas) v e

g 9 dall (e Cila glaa

25 DEC 25 December £ s rial) ansl
sl 25 December dsial) dgal)
Yoy i o SR i ) g9l o)
Yo¥) bl va 25 December £ 9l il

v i &jJM‘ e
@A i Al dgal)

(Y0) fd dsaa

L ol Sl dnans aty) | laldal) duasd Jau
S g s ady ) 2

liea sl j10a JEll S 35 aia g daa) ye Yovy peive

Dbl e Dbl mpeal 4y 50 42a) s Yovy yeKive

Dbl e Dbl meal 4y 50 42a) s Yovy neKivo
(Y1) f dss

68



E —-

YY) nesiva Cpulia 48l Wumquje_\c A)s:d\).a_u & e Jaill AS il aie

‘)L\u\ U g__lu:a‘, sadaal) dakaiall
VoY) b YY e ud s i alay el A1) 30a3 Claasdl e e ad gl dlaial aie Y

Alaiuylas b olaay)
Yo¥) i g¥Y dles Jemabdll | mdsisaedll ped il i bl ol and & Jae Lain

g el s 3 pleal) Crina el

aall Y
(YV) s s
il i)

yaains O Aalia [ 322 ae deall | 2 A pla) Lugie | lyyidall e | ddpaiea) 38,81 el pla )
YoV Jl&uiy\ 4.1.\...4.\.;»4 g_ils‘).u EJM\
A sl
1 e JuadY)
(YA) o) Jsa

69



1S 5 hlial) Julas 1%

Loy cladgill 55 yuall Lgia Jal s Bac o 305 55 Lgilaadle s HIS8Y) Caa s e afidglee o sill i) Jalas ae)
il ailals e U5 ¢ )yl 3L Alend Tapee Lagh g5 il e ey (o3 5 oS0 Jidail) 450 oo Jodail 138 aa
_&})M\ 5l ;\J‘ CaOUEAM Juld g Cilasenil) c:ugy

bl o 3l daud) fia) aaas Y

el iy yi
§ 21 suaiiie Oe 15al Y e a hlas

Ao chugie T L W | IR S
-- _. .&} :. ji .. -

Al dail i) dusgiag
; e ,lla ol e
il el Caald 5yl
sanl) e el aialy
- Al
RiskTolerance aJguall jglll s9u> .A”;

Risk Appetite lalill s9u>

(YY) pdy I8

:Stakeholder engagement assessment matrix Cpirally bl ¥ ani 43 giaa alas) TA

Y s Jiza astia 9 dalaal claal

CD =1/ Jsaad)
&JJM\

C & Slanl)

D
D C Al gl add)

D C ale g pdeall uda

D C £ 3 i) e e

D C AS )l e
b sal) bl

D C AS )l e

Cadail) Adlain)

D c B A e e
4 il

D C GiSa da
(2 558) CyLaTy)

(Y3) @ ds

70



sl gl

sleall gaan A gin Ol il AT g ke il e
d tﬁ);;;‘ ” A gase ol o g5 il dae (33 8 (pa
3 el 31 500 V) Al e L) el Aalal) dalall (3 ol oy

71



sdadal)
2 AT ¢ 5 sl Talall Ll s 35l o2 pen e s sy /S Sl KA g skl e G o

Jaall (32 % Ay g g pdiall (3 Lgludal g 4 sllaall aleall aaand g g pdiall (83 8 Olainl (A gl Laa 43 Yl g Al 38y Hlay
Aol g Gl Ay iSall

72



HEB

Dr. Hatem EIl-Gohary (2010). E-Marketing - A literature Review from a Small Businesses
perspective. International Journal of Business and Social Science, Vol. 1 No. 1; October 2010.
Shan Wang (2007). Electronic marketplace definition and classification: Literature review and

clarifications. Enterprise Information Systems,Vol. 1, No. 1, February 2007, 89—-112

Rohit Bansal (2013).Online Shopping: A Shining Future, International Journal of Techno-
Management Research, Vol. 01, Issue 01, June 2013 ISSN: 2321-3744

Burke, R. and Barron, S. (2007). Project management leadership: building creative teams. Burke

Pub: Ringwood.

Hoang, Nhat Minh Shrestha, Swostik (2014). Project management software and its utilities, Central
Public Works Department Analysis of Rates —Delhi.

Ward, S.C. and Chapman, C.B., 1995. Risk-management perspective on the project life cycle,
International Journal of Project Management, Vol. 13, No. 3, pp. 145-149, 1995.

Vittal Anantatmula (2010) . Project Manager leadership role in improving project performance -

Engineering management journal, 2010.

Aftab Hameed Memon and Ismail Abdul Rahman (2014). Improving Time Performance in
Construction Projects: Perspective of Contractor, Faculty of Civil and Environmental
Engineering, University Tun Hussein O

Clements, J.P. and Gido, J. (2012). Effective project management. 5th ed. Southwestern Cengage

Learning: Australia.

Hargie, O. (ed) (2007). The handbook of communication skills. 3rd ed. Routledge: New York.
Heldman, K. (2011). Project management jumpstart. 3rd ed. Wiley: New York.

73



Odusami, K.T. (2002). Perception of construction professionals concerning important skills of
effective project leaders. Journal of Management in Engineering. 18, 2, 61-67.
Project Management Institute (PMI). (2008). Construction extension to the PMBOK guide third

edition. 2nd ed. Project Management Institute: Newtown Square.

Steyn, H. (ed) (2012). Project management: a multi-disciplinary approach. 3nd ed. FPM Publisher:

Pretoria.

Verster, J.J.P. (2006). Managing cost, contracts, communication and claims: A quantity surveying

perspective on future opportunities, In; Proceedings CD: 1% ICEC & IPMA

74



75

;Qlﬁé}d‘



