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	Description

	Intro to Kentucky Public Procurement
	This class provides basic information and fundamental standards individuals should know prior to conducting or participating in procurement activities such as developing or issuing solicitation (request for quote or request for proposal), reviewing, approving, issuing, managing the procurement of goods or non-professional services.

	Advanced Kentucky Public Procurement 
	This class provides comprehensive understanding of the lifecycle activity that begins with the identification of a need and ends with a closeout of a contract. 

	Personal Service Contracts
	This class provides an overview of the unique procurement process for professional services in the Commonwealth. 

	Kentucky Contract Administration
	This class provides an understanding of the purpose and importance of contract management from initiation of a need through contract completion in an effort to maximize performance and minimize risk.

	Intro to Public Procurement (NIGP)
	The work of public procurement is no longer a clerical function performed independently by various people throughout different agencies or departments within a government entity. This class provides an overview of the ever-changing profession by identifying fundamental concepts that affect procurement in the public sector. Practical examples, discussion, group exercises and case studies will be used throughout the course.

	Developing & Managing RFP’s (NIGP)
	​Designed for all procurement professionals involved in the competitive, best value solicitation process. This class provides RFP planning and development, evaluation team roles, evaluation methodologies, proposal handling, and negotiation strategies.

	Successful Negotiation Strategies (NIGP)
	Any procurement professional interested in developing or improving their ability to get what they want from others will benefit from this class.  This class will enable participants to identify the key points of building successful negotiation, create strategies for positive results, analyze tactics used by negotiators, examine the human relationship aspect of negotiation, explain how to communicate the message, and recognize cultural negotiation differences in the global marketplace.  



