Foundation of fair use of materials protected

»copyright

for educational punoses

The following material has been reproduced, strictly for educational and illustrative purposes,
related to the material’s subject. The material is intended to be used in the University for
International Cooperation’s (Universidad para la Cooperacién Internacional: “UCI”, for its
acronym in Spanish) virtual campus, exclusively for the teaching role and for the students” private
studying, in the Management Skills course which is part of the academic program.

UCI wishes to state its strict adherence to the laws related to intellectual property. All digital
materials that are made available for a course and for its students have educational and research
purposes. The use of these materials is not intended for profit. It is understood as a special case
of use for distance education purposes, in places where it does not conflict with the normal use of
the document and where it does not affect the legitimate interests of any actor.

UCl does a FAIR USE of the material, based on the exceptions to copyright laws set out in the
following regulations:

a- Costa Rican Legislation: Ley sobre Derechos de Autor y Derechos Conexos (Law on Copyright
and Related Rights), No.6683, dated October 14™ 1982, Article 73 and Ley Sobre Procedimientos
de Observancia de los Derechos de Propiedad Intelectual (Law on Procedures for Enforcement of
Intellectual Property Rights), No. 8039, Article 58, which allow for the partial copying of works for
educational illustration.

b- Mexican Legislation: Ley Federal de Derechos de Autor (Federal Law on Copyright), Article 147.

c- Law of the United States of America: In reference to fair use, it is contained in Article 106 of the
copyright law of the United States (U.S. Copyright - Act), and establishes a free use of documents
for purposes such as criticism, comments and news, reports and teaching (which includes making
copies for classroom use).

d- Canadian Legislation: Copyright Act C-11, makes reference to exceptions for distance
education.

e- WIPO: Within the framework of international legislation, according to the World Intellectual
Property Organization (WIPO), this matter is foreseen by international treaties. Article 10(2) of the
Berne Convention allows member countries to establish limitations or exceptions regarding the
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possibility for legal use of literary or artistic works, by way of illustration for teaching, through
publications, radio broadcasts, or sound or visual recordings.

In addition, and by UCI’s indication, virtual campus students have a duty to comply with what is
stated by the relevant copyright legislation in their country of residence.

Finally, at UCI we reaffirm that we do not profit from the works of third parties, we are strict about
plagiarism, and we do not restrict in any way, neither our students, nor our academics and
researchers, the commercial access to, or acquisition of, any documents available in the publishing
market, may it be the document directly, or through scientific databases, paying themselves for
the costs associated with such access or acquisition.




Procurement Strategies — Seller Selection

For project management specialists who will be closely involved in procurement, it
is helpful to have a good grasp of the various factors in play in the seller selection
process. This is especially critical for smaller organizations that may not have a
separate Purchasing department staffed with expert buyers. PMs need to have the
proficiency to make the best decision — and know what questions to ask each
vendor. Here are several areas that may require review in order to make a realistic

comparison between seller proposals.
1. Price

This is the most obvious factor in most procurement decisions. However, it is easy
to make the mistake of not comparing total prices between vendors. Some sellers
will fail to disclose hidden costs such as environmental or shop fees, handling,
materials surcharges, etc in their quote. In some industries, these added fees can
represent a significant profit driver (even though the vendor will claim it is simply
cost recovery). Every project management request for quotation (RFQ) should
stipulate that quotes must contain a line by line breakdown of all costs including

incidental fees.
2. Shipping

The location of a vendor’s shipping facility in relation to your organization can
seriously impact the cost of shipping and the required lead time for a component.
These two factors should be weighted against one another to determine whether a
quicker ship time has significant value given the project schedule. It is important to
bear in mind that vendors often ship from a different location than their corporate
headquarters. Vendors who are distributors rather than manufacturers may be
reluctant to reveal the source of their components (so you can’t cut out the middle
man). However, you should at least be able to obtain an actual zip code for the

point of origin to assist you in evaluating shipping costs.
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3. Assurances

One factor that should be given significant weight is whether you have successfully
conducted prior business dealings with a vendor. This is the best indicator of
quality of parts/service and on-time delivery/completion. Entering a relationship
with a new seller always carries a significant level of risk. Paying a higher price to
do business with an established vendor may be the best option if an untried

vendor’s failure to perform would seriously impact the outcome of a project.
4. Simplicity

With a sole focus on price, it can be tempting to break up a procurement order into
too many constituent pieces. Project management becomes exponentially more
complex the more players there are in the mix. If quality and lead time are
equivalent, bundling items to purchase from a single seller is usually preferable to
purchasing each item from multiple sellers. Again, the ease of managing the
procurement process should be given particular weight when this task must be
handled by the project management team rather than a separate department.
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