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Introduction
Following the preparation of the budget for the settlement of the homeless veterans in Kentucky, acquiring the services of vendors is also necessary. These services go beyond the acquisition of staff and other resources. This discipline involves the identification and contracting of other companies that sell goods and services essential for the projects. These groups of companies may include suppliers of materials and services such as transportation and cleaning services. These groups of vendors are usually brought forth to fill the gap left since there are areas where the projects may not cover comprehensively (Campbell, 2003). Therefore this paper discusses the value that vendor management brings in to the process of finding sustainable solutions for the homeless veterans in Kentucky. Also, the paper analysis two significant vendors engaged in this projects and the role they play.
Values of Vendor Management
Lewis Packard and Lewis (2011) describe vendor management as a disciple that is concerned with the control of cost, risk mitigation and driving the company towards excellent service production. From this definitions, the authors derived the three significant values that vendor management brings in the operations of the company. Therefore, these values will aid in understanding how vendor management may be pivotal to the success of this program.
The first value of vendor management is that it helps control the cost of operation. Any company will always try to reduce the cost of activities that will help them capitalize on profits. However, the project for settling the homeless veterans is a non-profit making initiative, and the main aim of vendor management is to minimize the expenditures (Lewis, Packard & Lewis, 2011). Therefore by involving third parties to carry out some tasks that may have required employment of more labor may reduce the cost of operations. From the proposed budget, there are minor services for example cleaning of offices and the houses of the veterans that were foregone. Nevertheless, this services are very vital and contracting third parties will offer the sustainable solutions.
The second value of vendor management in businesses is that helps mitigate risks. Vendor management involves the involvement of services from third-party companies aimed at such as insurance and risk assessment for the companies. These aspects are critical in safeguarding the operation of the company and ensuring that it operates smoothly (Lewis, Packard & Lewis, 2011). These services may not be included in the budget proposal for this project but are essential to provide safety in case of any future shortcomings.
The third and the final value of vendor management is that it acts as a driving force towards the success of the company or the project in the company. Vendor management provides a platform for gauging the performance of the vendors and their contribution towards the success of the projects (Lewis, Packard & Lewis, 2011). From this assessment, it is possible to understand how to improve the project if poor performance records.
Example of Vendors
	 The most common example of vendors in the organization is the suppliers. The work of the suppliers is to provide various materials necessary for the functioning of the projects. An example of suppliers may include the medical equipment suppliers. These suppliers offer all materials related to medical services to the people of the community. The second examples of vendors in the community are the auditors. These companies have the responsibility of monitoring the progress of the various community projects, for example, this program for resettling the homeless veterans. The process of auditing ensures accountability and thus drives the project or the company towards success 
Conclusion
[bookmark: _GoBack]	There are various services that may not be included in the budget but are very crucial. Therefore a company or projects acquire the services of third parties known as vendors. The vendors are important for they mitigate risk, drive the company towards success and control the costs (Bernard, 1989). Examples of such vendors in a community include the suppliers that provide the necessary materials to facilitate certain activities for examples medical supplies. Therefore, the significance of such services is to cover the loopholes not address in the budget.

AN AGREEMENT BETWEEN PURCHASER AND SUPPLIER
This is Agreement entered into on ____________ day of ___________ 2001
BETWEEN
Kentucky Housing Corporation, an international non-government organization having its Country Office at Kentucky represented Procurement Department (here in after called THE PURCHASER which term shall include its successors and assigns) on the one Part.
AND
__________________________________ having its office at __________
_____________________ (here in after called THE SUPPLIER which term shall include successors and assigns) on the other Part. 
Whereas Kentucky Housing Corporation has a Project to houses to Homeless Veterans in Kentucky
And whereas THE PURCHASER is willing to purchase Pharmaceuticals.
For the purposes mentioned above.
And whereas for this purpose THE PURCHASER desires to appoint a Supplier to supply Pharmaceuticals. 
And whereas THE SUPPLIER expresses their desire to enter into an agreement with THE PURCHASER for the job fully described in Schedule-A.
NOW THIS DEED OF AGREEMENT WITNESS THE TERMS AND CONDITIONS AS FOLLOWS:
1. That the Agreement shall come into force immediately and shall remain valid until the final completion of the job or cancelled by THE PURCHASER.
2. That the materials more specifically described in Schedule-A shall be supplied by THE SUPPLIER at the Corporation headquarters.
3. That THE PURCHASER reserves the right to change their specified delivery site for any reasonable ground or grounds and the SUPPLIER shall be responsible to deliver the materials at the new site. The transportation cost for delivery at the new site will be decided by both the parties.
4. That the quality and quantity of the materials shall be as per specification given by THE PURCHASER as well as samples submitted by THE SUPPLIER and approved by THE PURCHASER.
5. That the delivery of the materials shall be made by THE SUPPLIER at their own cost, management and responsibility as per Schedule-B.
6. That THE SUPPLIER shall be fully responsible for delivery of the materials in good condition at the specified site of THE PURCHASER through delivery dockets in triplicate.
7. That THE PURCHASER's representative(s) shall inspect the goods on arrival and reserves the right to reject any goods if the representative(s) considers those to be inferior quality to the approved samples.
8. That the goods rejected by the representative(s) of THE PURCHASER shall be replaced by THE SUPPLIER and THE SUPPLIER shall bear all risks/costs of the materials rejected by THE PURCHASER.
9. That the transportation of the goods shall be made by THE SUPPLIER on the same day as the quality control check by the representative(s) of THE PURCHASER. Representative (s) of THE PURCHASER will accompany the goods from the quality control check to the site of delivery. Any goods which are not accompany by the representative(s) of THE PURCHASER will not be accepted. 
10. That the cost of supply of materials will   be (enter amount and currency) described specifically in Schedule - A and payable by THE PURCHASER to THE SUPPLIER.
SCHEDULE - A
	Sl. No
	Item
	Specification
	Quantity
	Rate
	Total

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	



Signed on delivery for and on behalf of the Supplier and Purchaser as follows:


SUPPLIER				PURCHASER

1................................................	1..............................................
2............................................…	2..............................................
3………………………………	3……………………………..								 
WITNESSES			WITNESSES
1................................................	1..........................................

2...............................................	2............................................ 
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