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ABSTRACT

The study assessed the effect of supplier management on supplier performance at Uganda Revenue Authority. Objectives of the study namely to establish the effect of supplier identification on supplier performance; to examine the effect of supplier evaluation on supplier performance and to determine the effect of supplier performance assessment on supplier performance, at Uganda Revenue Authority. A cross-sectional study design was adopted, triangulation of both quantitative and qualitative approaches. A sample size of 103 respondents were drawn from a population of 126 using purposive and simple random sampling, response rate constituted 76%. Key findings included a positive effect of supplier identification (.471**), supplier evaluation (.257**), supplier performance assessment (.485**) on supplier performance. The study concludes that inadequate information affecting the selection of potential suppliers at URA. Suppliers mismanaging time which affects the quality delivery of products and services. In addition, scrutinizing potential supplier activities and having a sounding financial base improve supplier performance. Furthermore, neglecting procurement regulations and many suppliers failing to meet legal obligations would negatively affect the delivery of required goods and services. The study recommendations include need for URA exchange of valuable supplier information and bench making best supplier management practices. URA needs to hire customer relationship managers, adherence to prevailing ethic codes and PPDA rules and regulations to ensure improved supplier performance. URA needs to review all its contracts (TORs), consider more customized and the URA PDU should re-emphasize standard or quality supplier performance. 
CHAPTER ONE

INTRODUCTION

1.0 Introduction

Every organization needs suppliers. No organization can exist without suppliers. Therefore, the organization’s approach to suppliers, its acquisition processes and policies, and its relationships with suppliers will impact not only the performance of the suppliers, but also the organization’s own performance. The study established how supplier management affects supplier performance of organizations at Uganda Revenue Authority (URA). In this study, supplier management was conceptualized as an independent variable while supplier performance was the dependent variable. This chapter therefore presents the background to the study, statement of the problem, purpose of the study, objectives, research questions, hypotheses, conceptual frame work, significance, justification, scope of the study and operational definition of terms. 
1.1 Background to the study
1.1.1 Historical background

For more than a century, the supply function and suppliers have remained critical to an organization’s success, competitive advantage, and customer satisfaction. Although some people may view interest in the performance of the supply function as a recent phenomenon, it was recognized as an independent and important function by many of the nation’s railroad organizations well before 1900 (Cavinato, Flynn & Kauffman, 2007). Yet, traditionally, most firms regarded the supply function primarily as a clerical activity (Cavinato et al., 2007). However, during World War I and World War II, the success of a firm was not dependent on what it could sell, since the market was almost unlimited. Instead, the ability to obtain from suppliers the raw materials, supplies, and services needed to keep the factories and mines operating was the key determinant of organizational success. Consequently, attention was given to the organization, policies, and procedures of the supply function, and it emerged as a recognized managerial activity (Lambert, 2004). 
During the 1950s and 1960s, supply management continued to gain stature as the number of people trained and competent to make sound supply decisions increased. Many companies elevated the chief purchasing officer to top management status, with titles such as vice president of purchasing, director of materials, or vice president of purchasing and supply (Leenders & Fearon, 2008). 

As the decade of the 1970s opened, organizations faced two problems: an international shortage of almost all the basic raw materials needed to support operations. The Middle East oil embargo during the summer of 1973 intensified both the shortages and the price escalation. These developments put the spotlight directly on supply, for their performance in obtaining needed items from suppliers at realistic prices spelled the difference between success and failure. This emphasized again the crucial role played by supply and suppliers. As the decade of the 1990s unfolded, it became clear that organizations must have an efficient and effective supply function if they were to compete successfully in the global market place. The early 21st century has brought new challenges in the areas of sustain-ability, supply chain security, and risk management (Nelson, Dave, Moody & Stegner, 2001).

Today, the emphasis is on the total supply management process in the context of organizational goals and management of supply chains. The rapidly changing supply scene, with cycles of abundance and shortages, varying prices, lead times, and availability, provides a continuing challenge to those organizations wishing to obtain a maximum contribution from this area.

1.1.2 Theoretical background

This study was guided by the Resource-Based View (RBV) which has emerged as one of several important explanations of persistent firm performance differences in the field of strategic management. The Resource Based Theory is an economic and management tool used to determine the strategic resources available to the organization. The underlying principle of the resource based view is that sustained competitive advantage is generated by the unique bundle of resources at the organization’s disposal (Barney, 1991). Further, the Resource based view of the firm holds that each company has a unique combination of competencies. A company may seek to improve its performance by concentrating on those activities that best fit its competencies, hence depending on the other firms to supply it with products, services or support activities for which it has lesser competency. This concentration may be considered horizontally or vertically. 

In this regard, Uganda Revenue Authority with the core mandate of ensuring effective methods and processes of procuring goods and services from competent suppliers needs to ensure better supply management strategies and policies required to achieve its intended objectives. The resource based perspective maintains that superior performance of the organization results from acquiring and exploiting the unique resources. It should be observed at this point that the implicit in the resource based perspective is the primacy of the organization’s resources. In this regard, assets and all other resources owned by an organization or companies may therefore explain the differences in performance (Agaba, 2007). According to Resource Based Theorists, organizations can achieve sustainable competitive advantage from such resources as strategic supplier management expertise and skills, capital and employment of highly skilled personnel. Since the resource based view puts into context the strategic supplier management as an underlying factor of improved supplier performance, the theory was therefore fundamental in explaining the study.

1.1.3 Conceptual background


 Supplier management is a broad term describing the various acts of identifying, acquiring and managing the products and/or resources needed to run a business or other organizations. Supplier management includes not only measuring and managing supplier relationships and performance/compliance after a contract is signed, but also managing various pre-commercial interactions such as supplier registration, supplier identification/qualification during a sourcing process, multi-dimensional supplier segmentation, and selected supplier risk management processes (Smith, 2014). These include physical goods as well as information, services and any other resources needed.
Managing the performance of suppliers is a strategic focus of procurement department that needs products and services in order to achieve certain results. If a supplier performs well, organisations can reduce costs and increase profits, but if the supplier performs poorly, it can fail the company in the eyes of its customers. Yet, few companies understand the importance of supplier management and how to measure their suppliers' performance and follow motivation strategy to improve supplier performance. Supplier management process consists of six main stages; selecting the suppliers to evaluate, selecting raters, selecting performance measures, rating supplier performance, correcting supplier performance, motivating supplier performance (Stanley & Gregory, 2001). 
Supply management is focused on the acquisition process recognizing the supply chain and organizational contexts. Special emphasis is on decision making that aligns the supplier network and the acquisition process with organizational goals and strategies and ensures short- and long-term value for funds spent. 
There is no one best way of organizing the supply function, conducting its activities, and integrating suppliers effectively. This is both interesting and challenging. It is interesting because the acquisition of organizational requirements covers a very wide and complex set of approaches with different needs and different suppliers. It is challenging because of the complexity and because the process is dynamic, not static. Moreover, some of the brightest minds in this world have been hired as marketing and sales experts to persuade supply managers to choose their companies as suppliers. It is also challenging because every supply decision depends on a large variety of factors, the combination of which may well be unique to a particular organization.
Supplier identification can be described as the process of managing sourcing by identifying potential suppliers with the cost structures approach by developing a clear, informed data-driven strategy for decision making and implementation of new suppliers (Harps, 2000).  This can assist URA to access information from previous suppliers, their location and knowledge of the best practice techniques throughout the sourcing exercise which will be sustainable for the future.

Supplier evaluation refers to the process of evaluating and approving potential suppliers by quantitative assessment (Awino, 2002). It is a continual process with in procurement departments and it assists in appraisals of various aspects of the supplier's business where suppliers are scored, approved or not approved to supply high standards of products and services, to measure and monitor their performance for the purposes of reducing costs, mitigating risk and driving continuous improvement in supplier performance. 
Supplier performance assessment can be described as methods and competencies applied to suppliers in order to measure and monitor their performance for the purposes of reducing costs, mitigating risk (Kibe, 2000). This is achieved by obtaining compliance of all contract provisions to improve supplier performance by increasing competitiveness, identifying inefficiencies and driving improvement measures that impact the process. For instance, if a marketing agency receives feedback that the marketing material for events like tradeshows can be reused, then the action item as a result of the feedback can provide cost savings for procurement. Also inconsistencies in services provided across business units and ambiguity in pricing components are easily identified through an assessment (Awino, 2002). Its main purpose includes identifying suppliers to be evaluated, implementing and learning from the evaluation process and continuous improvement. 

Supplier performance can be described as the process to determine,  measure, analyze, and manage the performance of a supplier's performance in an effort to cut costs, alleviate risks, and drive continuous improvement (Wag et al., 2004). It assists the organization in cost savings, vendor quality, delivery metrics, price effectiveness and inventory flow. It can further assist the procurement department to look for trends to present to management by comparing over time to historical. The procurement department is tasked with finding goods or services at the best price, in the quantity desired and at the quality required. Certain supplier key performance indicators (KPIs) can help any business understand its supply habits and indicate superior or inferior supplier performance. One of the main KPIs for a procurement department is the on time delivery metric (Kibe, 2000). The metric measures the supplier’s ability to deliver goods by the requested delivery date. To calculate the metric, divide the number of on time deliveries by the total number of deliveries. The performance of supplier management units also measured in terms of amount of money saved for the organization. 

A firm cannot be competitive unless it can deliver end products or services to its customers when they are wanted, of the quality desired, and at a price the customer feels is fair. If supply doesn’t do its job, the firm will not have the required materials or services when needed, of desired quality, and at a price that will keep end-product costs competitive and under control. 

The ability of the supply organization to secure requirements of better quality, faster at a better price than competitors, will not only improve the organization’s competitive position, but also improve customer satisfaction.

1.1.4 Contextual background

The Uganda Revenue Authority (URA) was established by a Uganda Revenue Authority Statute of 1991 and set up in September of the same year as a Central Body for the assessment and collection of specified revenue (Bakibinga, 2003). The authority has three tax Administration departments which include; Customs & Excise, Inland Revenue and Income Tax Department. Its main objective is to improve standard of tax administration, to be a model for best practices and innovations in revenue services and to provide excellent revenue services with purpose and passion (Awino, 2002).

While executing its mandate, URA depends on the purchase of quality products through supplier management by the procurement unit. The unit is charged with supply management processes which include identification of suppliers, evaluating, contracting and supplier performance assessment to achieve its objectives. Despite the functionality of the procurement unit, URA faces supplier management challenges whereby competitiveness has not been observed because authority has continued practicing single sourcing.  Although the authority came up strong on issues of supplier management the attitudes have not changed (URA, 2014). Many contracts over the threshold for competitive bidding are given out on non-competitive methods such as direct (sole supplier) procurement, usually on grounds of emergency (Financial Management Report 2014). The URA Corporate Strategic Plan 2011/12 – 2014/15 of strengthening management information systems, like the implementation of Service Support Enhancement (SSE), Procurement Performance Measurement System (PPMS), Managing Compliance Programme (MCP) has not enhanced compliance and client satisfaction. Supply influences a number of logistics-related activities, such as how much to buy and inbound transportation. With an increased emphasis on controlling materials flows, the supply function must be concerned with decisions beyond supplier selection and price. 
1.2 Statement of the problem
The URA’s supplier management processes are still faced with challenges of late delivery of procured items/ delay in project completion, supply of poor quality products/services and high supply costs evidenced by the several complaints to its customer care unit (URA Annual Report, 2015). The processes contradict with the PPDA (2003), which stipulates that all procurements are supposed to be discharged honestly, fairly, transparently and in a cost effective and efficient manner ensuring that there is value for money for goods and services, best addressed through competition among qualified short-listed suppliers in which the selection is based on the quality of the proposal and on the cost of the goods and supplies to be provided (Quality- and Cost-Based Selection (QCBS).

In addition, the Act requires that procurement entities should advertise expression of interest, prepare bid document/ solicitation, bid notice, conduct pre-bid meetings in order to enhance efficiency and competitiveness for the procurement unit to carry out its mandate as required. This enables the organization to identify, evaluate and critically analyze strategic supplier related factors in order to contract competent suppliers (Martin, 2004). Uganda Revenue Authority has a functioning procurement and disposal unit which is responsible for proper supplier management. The procurement unit is charged with supplier identification, supplier evaluation and supplier performance assessment. However, despite efforts made URA’s supplier performance in terms of timeliness, quality products/services, customer satisfaction and costs among other which have culminated into inefficiency, unprofessionalism and delay in service delivery hence loss of revenue. If no study was conducted on the effect of supplier management on supplier performance of URA, its performance would deteriorate and tarnish the organization’s image.
1.3   Purpose of the study

The study assessed the effect of supplier management on supplier performance at Uganda Revenue Authority.
1.4 Specific objectives

i. To establish the effect of supplier identification on supplier performance at Uganda Revenue Authority.
ii. To examine the effect of supplier evaluation on supplier performance at Uganda Revenue Authority.

iii. To determine the effect of supplier performance assessment on supplier performance at; Uganda Revenue Authority.

1.5 Research questions

i. What is the effect of supplier identification on supplier performance at Uganda Revenue Authority?

ii. What is the effect of supplier evaluation on supplier performance at Uganda Revenue Authority?

iii. What is the effect of supplier performance assessment on supplier performance at Uganda Revenue Authority?

1.6   Hypotheses

i. Supplier identification has a significant effect on supplier performance.

ii. Supplier evaluation has a significant effect on supplier performance.

iii. Supplier performance assessment has a significant effect on supplier performance.

 1.7   Conceptual framework

This is a diagrammatic representation of the conceptual framework showing the relationship between supplier management and supplier performance.

Independent variable                                                                 

Supplier Management



                 
                                                                                                   Dependent variable 

                                                                                                  Supplier performance


  Source: Adopted from PPDA (2003) and modified by the researcher 

The conceptual framework above illustrates how the independent variable affects the dependent variables. The independent variable in this case is supplier management with key dimensions of supplier identification, supplier evaluation and supplier performance assessment. While supplier performance as a dependent variable comprised dimensions of timeliness, quality products, customer satisfaction and cost. It is conceptualized that effective supplier management leads to improved supplier performance.   

1.8 Significance of the study

The findings and recommendations of the study may assist Uganda Revenue Authority in procurement thinking, strategy and operations related to supplier lifecycle management, which seeks to look at the end to end process of managing suppliers in a structured and holistic manner. It is important to note that the study may benefit policy makers and procurement practitioners in the procurement and supplier management profession. Furthermore, the study adds knowledge to the existing literature in the field of supplier management, and can be referred to by other scholars conducting studies in the same area.

1.9 Justification of the study

Supplier management is considered to be the heart of almost every organization’s activities and processes, managing supplier performance, implementing policies and procedures to improve supplier performance to ensure that there is high quality of goods and services at the required time and this is commonly measured in terms of amount of money saved for the organization's survival and growth. The study may provide recommendations to bridge the gap between supplier management and supplier performance by investigating and identifying the key parameters that are used to evaluate potential suppliers. The study is therefore a learning tool for existing and potential suppliers.
1.10 Scope of the study

1.10.1 Geographical scope

The study was conducted at Uganda Revenue Authority Headquarters located at URA Complex Building, plot M193-M194 Nakawa Industrial Area (Nakawa Division), Eastern part of Kampala. This is where the supplier management decisions are taken with a number of procurements and using it as a case study allowed the researcher to obtain quality and reliable data for the study.
1.10.2 Time scope 

The study covered the period from 2011 to 2014. According to URA annual report, 2013/2014, revealed that the authority experienced supplier management related challenges during this period. 

1.10.3  Content scope

The study explored the effect of Supplier management on supplier performance of Uganda Revenue Authority.  Supplier management was looked at in terms of supplier identification, supplier evaluation and supplier performance assessment while supplier performance focused on delivery time, quality products/services, customer satisfaction and costs.
1.11 Operational definitions of terms and concepts

Supplier management can be described as the methods and processes of modern corporate or institutional buying. This may be for the procuring of supplies for internal use referred to as indirect goods and services, procuring raw materials for the consumption during the manufacturing process, or for the procuring of goods for inventory to be resold as products in the distribution and retail process.

Supplier identification can be described as the process of managing sourcing by identifying potential suppliers with the cost structures approach by developing a clear, informed data-driven strategy for decision making and implementation of new suppliers.  
Supplier evaluation refers to the process of evaluating and approving potential suppliers by quantitative assessment. The purpose of supplier evaluation is to ensure a portfolio of best class suppliers.
Supplier performance assessment can be described as the methods used to measure performance and the way of acquiring necessary information. This is mainly done by use of supplier ratings such as scorecards and system metrics.
1.12 Summary of chapter one
Effective procurement and supply management contributes significantly to organizational success. This chapter therefore, presents a background on supplier management with an insight into the objectives of how supply chain affected supplier performance at URA. The study variables of supplier identification, evaluation and performance assessment are shown to reflect how they affect supplier performance. In addition, the significance of the study as well as the scope under which the study was undertaken are presented and the chapter is concluded with the operational definitions. The next chapter reviews key literatures on supplier management and supplier performance. The literature reviewed focuses on studies on supplier identification, evaluation and performance assessment and how each of these variables affects the overall supplier performance of organisations clearly identifying the existing gap in the literature and possible areas where contributions to knowledge can be enhanced by the researcher.
CHAPTER TWO

LITERATURE REVIEW

2.0 Introduction

This chapter presents the theoretical review and review of the related literature to supplier management and supplier performance. Literature is reviewed according to the objectives of the study.

2.1 Theoretical review

This study was guided by the Theory of Resource-Based View (RBV).  The resource based theory is an economic and management tool used to determine the strategic resources available to the organization. The underlying principle of the resource based view is that sustained competitive advantage is generated by the unique bundle of resources at the organization’s disposal (Barney, 1991). The Resource-Based View (RBV) argues that firms possess resources, a subset of which enables them to achieve competitive advantage, and a subset of those that lead to superior long-term supplier performance. This theory is important in establishing how effective supplier management at URA enables the authority to improve its supplier performance by obtaining unique and quality products essential for improved performance. 

Further, the resource based view of the firm holds that each company has a unique combination of competencies. A company may seek to improve its supplier performance by concentrating on those activities that best fit its competencies, hence depending on the other firms to supply it with products, services or support activities for which it has lesser competency. In respect to URA, the authority may seek to improve its supplier performance by concentrating on supplier management. This concentration may be considered horizontally or vertically (Radebaugh et al., 2009). Therefore, URA needs to ensure quality supplier management through supplier identification, supplier evaluation and supplier performance assessment to strengthen its supplier performance. 

2.2 Supplier identification and supplier performance 
The procurement function has become more supply management and this is considered as identifying and qualifying potential suppliers of an organization’s purchased materials and services. According to Smith (2014) supplier management is a process to identify, qualify, specify, negotiate and select suppliers for categories of similar spend. It has become an organized and systematic way to identify competitive suppliers for long term agreements to buy materials and services that organizations need for direct and indirect purposes. Leenders and Fearon (2008) contend that supplier identification treats purchasers as tactical negotiators and keepers of contract terms and conditions. Similarly, Lambert (2004) asserts that it also assists incorporating new sourcing tools and approaches, new supplier market opportunities and bench making practices. Another relevancy is to assist the procuring organisation to get the map of potential serving locations (versus need locations) due to impact of transportation costs.

In the researcher’s opinion, to survive in the intensely competitive global economy, it is often critically important to not only develop existing suppliers but also to discover new suppliers. Several factors make new suppliers important. First, there may exist new suppliers that are superior in terms of experience compared to a firm’s existing suppliers (Boer & Telgen, 2006). For example, a new supplier may have developed innovative production technology or streamlined process which allows it to significantly reduce its production costs relative to pre-dominate production technology or processes. On the other hand, a new supplier may have a structural cost advantage over existing suppliers, for example, due to low labor costs or favorable import/export regulations in its home country. Secondly, existing suppliers may go out of business, or their costs may be increasing. Thirdly, the buyer may need additional suppliers simply to drive competition, reduce supply disruption risks, or meet other business objectives such as supplier diversity. Therefore, there is need to conduct extensive research to identify as many potential suppliers as possible from whom the best can be chosen. However, Agaba and Shipman (2008) assert that some organizations’ rely on single out sourcing without conducting enough market research. During the study, it was found out that URA conducts adequate market research while identifying suppliers, and the effect this has on supplier performance.

Radebaugh et al., (2009), states that research on supplier selection can be divided into two broad streams. The first stream dominates the purchasing literature and identifies appropriate criteria and methods supporting supplier evaluation. The primary goals are to help the buyer decide what its objectives are, what dimensions to evaluate suppliers over, and how to evaluate suppliers using these dimensions. The second stream assumes that the buyer knows what it wants and has an existing methodology for evaluating suppliers. It focuses on decisions such as what types of negotiation formats or contracts to employ, and how to elicit information that suppliers may be reluctant to reveal.

Meanwhile, Li (2006) developed three factors in supplier identification measure based on extensive literature review and practitioner interviews. Li, illustrated that underlying the documented suppliers’ identification criteria is the need to assess a supplier’s quality and service capabilities as well as his strategies and managerial alignment with the buyer. All these can be established through adequate research.

According to Smith (2014), finding a viable new supplier is challenging mainly due to the need to verify the supplier’s ability to meet the buyer’s numerous requirements. Failure to comply with the corporate procuring program, failure to identify alternative suppliers, taking shorts cuts in identifying suppliers without following the necessary steps, no time to determine and identify potential suppliers with all the required specifications, sometimes it is bureaucratic due to track the suppliers.

To avoid the dire outcomes of supplier non-performance, buyers typically take proactive steps to verify a supplier’s qualifications and experience prior to awarding them a contract. The primary goal of “supplier qualification and experience screening” is to reduce the likelihood of supplier non-performance, such as late delivery, non-delivery, or delivery of non-conforming (faulty) goods. A secondary goal is simply to ensure that the supplier will be a responsible and responsive partner in the day-to-day business relationship with the buyer (Hedderich, Giesecke, & Ohmsen, 2006).

The agenda for supply management practices on construction projects originated from clients. It is largely procurement driven, the dominant strategy of contractors being to emulate the client approach, and hence push the procurement model along the chain. This procurement push along the supply chain translates the intrinsic client interest in value into a contractor interest in repeat business from the same client or through referral markets, the consequence being: (i) loss of interest in adding further value along the chain, (ii) continuous improvement prematurely reaches the law of diminishing returns through a primary cost reduction focus, (iii) supply chains may be rationalised in terms of the number of suppliers for each link in the chain, yet the procurement push increases chain length in order to squeeze the lowest costs possible, hence those doing the work at the bottom of the chain will not have the resources to add value nor necessarily be aware of the strategic principles at the top of the chain. Marketing is the other side of the same “procurement coin” relationship marketing (RM) soliciting a pull in the supply chain, potentially adding value for continuous improvement. 

2.3 Supplier evaluation and supplier performance 
Supplier evaluation is the process by which the buyer rank orders the suppliers. The buyer then uses this rank ordering, along with other business considerations, to determine which supplier(s) will be awarded the contract. Finally, after contract award the buyer can monitor supplier performance and use this information during future supplier selection processes (Wan & Beil, 2008)

The buyer begins the supplier evaluation process by identifying the “dimensions” it wishes to use when evaluating suppliers. Worapon and Busaba (2009) surveyed 76 papers on supplier selection in the purchasing literature and found that price, quality and delivery were the most commonly listed supplier evaluation dimensions. Additional dimensions are also used. Worapon and Busaba (2009) provide an extensive list of such dimensions, categorized by prevalence in the purchasing literature. 

According to Smith (2014), recognition of supplier evaluation is essential for compliance with the procurement rules. To avoid non-compliance with the Procurement Act, 2003, the law requires all suppliers to report instances of abuses if they feel aggrieved at the award of contract. On the other hand, the willingness of private entities to listen and effectively address the concerns of aggrieved suppliers/contractors as well as the opportunity to take action against purchasers is likely to influence private sector participation and compliance with the procurement rules (Eyaa, 2011). 

Additionally, supplier evaluation with the procurement Act, 2003 can be achieved when suppliers behave in a manner that is consistent with the objectives and goals familiar with the procurement rules and when suppliers are knowledgeable and courageous to resist any abuse in the supplier management process. The Public Procurement Act (2003) specifies a number of rules, legal and ethical of conduct for the whole procurement process. 

On the other hand, Lambert (2004) contends that corporate reputation in the trade is another important factor in building a positive corporate image both for suppliers and purchasers. If supply management is defined as the fight for superior suppliers, then a strong corporate image and reputation are valuable contributors. Superior suppliers can pick and choose their customers. Superior suppliers prefer to deal with superior customers. Superior customers enhance a superior supplier’s reputation. “You are known by the company you keep” applies in the corporate world just like it does in personal life. And supply managers can significantly affect their company’s image by their actions and relations with suppliers. 

For a long time the reputation of Fisher & Paykel (FP) in New Zealand and Australia was such that any F&P supplier could use this as a persuasive argument for gaining additional customers in that area of the world. “If you are good enough to supply F&P, you are good enough for us” was the implication. A good buyer - supplier relationship is built on the rock of perfect performance to contract agreements. Pay the right amount on time without hassle and deliver the right quality and quantity of goods or services on time and charge the correct price without hassle. These commitments are not as simple as they sound. Moreover, superior customers and superior suppliers add ethical treatment; advance communications on future developments in technology, markets, and opportunities for improvements as additional expectations; and are continually striving to do better. Corporate reputations are built on actions and results, not on noble intentions. It takes time to build a superior reputation, but not much time to harm a reputation.
It is also important to note that supply management stripped to its bare essentials deals with the exchange of money for goods and services. With the acquiring company responsible for the money and the supplier for the goods and services, the ability of the buying organization to pay will be a very important issue in the supplier’s eyes. And the ability to pay and flexibility on when to pay depend on the financial strength of the organization. The stronger the buying organization is financially, the more attractive it becomes as a potential customer. A supplier will be more anxious to offer an exceptionally good value proposition to an attractive customer. And the ability and willingness to pay quickly after receipt of goods or services add valuable bargaining power to any purchaser (Zheng, Knight, Hartland, Humby & James, 2001).
2.4 Supplier performance assessment and supplier performance 
Once a supplier is active, there is a need to track and measure supplier performance against the contract and perhaps in terms of wider requirements. That is essential to ensure suppliers meet immediate needs and to enable performance and value improvement activities to be pursued through the course of the contractual relationship. That requires the right data of course which must be relevant and usable (Smith, 2014).

Smith (2014) argues that consideration of risk should run through the entire procurement process as it is certainly central to supplier management thinking. As well as the more operational risks around supplier stability, supply interruption and so on, supplier information and management is now often related to corporate social responsibility in its widest sense. When compliance is mentioned, focus is on the unethical behavior of the procurement officers and other aspects of public procurement. However, not much focus has been placed on explaining noncompliance with public procurement regulations in Uganda despite the fact that each year compliance reports produced by the Public Procurement and Disposal of Public Assets Authority report that there is non-compliance (Eyaa, 2011). Supplier management must ensure compliance to government regulations and policies and tax issues. Compliance levels continue to be low in public entities in Uganda despite efforts by the Public Procurement and Disposal of Assets Authority (PPDAA) to put in place measures to improve compliance (PPDA Capacity Building Strategy Report, 2011-2014). Procurement audits carried out in PDEs revealed non-compliance with procurement regulations. Audits carried out by the PPDA in the financial years 2007 and 2008 revealed that the levels of non-compliance with the regulations was very high and procurement regulations were not being adhered to (PPDA Audit Reports, 2007/2008).

According to Anti - corruption Coalition Uganda (ACCU), Uganda loses Uganda Shillings 200 Billion annually, as a result of flaws in public procurement processes. This position is confirmed by the Transparency International Report (2009) on Uganda which revealed that public procurement is marred by high levels of non-compliance with procurement regulations. Procurement officers and persons involved in procurement activities use wrong methods leading to high procurement costs, poor quality purchases, late deliveries or no deliveries at all.

PPDA Capacity Building Strategy Report (2011-2014) revealed that the overall performance under the compliance areas where both Central Government (CG) and Local Government (LG) Procurement and Disposal Entities (PDEs) scored lowest were record keeping and contract award and contract management. The report further revealed mixed performance as follows: there were significant variances between the actual and indicative time frames in the processing of procurements from the stage of approval of procurement to the award and signing of contracts.

Timeliness is also a major concern for the buying organization and measuring true delivery performance may not be a simple process. In this regard, computer-generated data, delivery performance compares the due date on a purchase order to the receipt date recorded at receiving e.g expedited shipment delivered as requested. If the due dates are not well maintained, delivery performance measurement rapidly lose credibility with the suppliers and this can cause relationship damage (Wan & Beil, 2008). 

Most organizations track the quality of incoming material, recording the supplier, purchase order number, item etc. It is done by measuring the total number of lots rejected from the each supplier for comparison with the received items. This will definitely assist in determining when there is a quality problem.  However incoming inspection results do not provide a complete picture of a supplier’s quality performance e.g random failures may not be apparent until the product is well into the usage process or in the hands of the final customer.

Supplier performance addresses the key aspects of a supplier self-measurement and evaluation program and these aspects are on time delivery, cost effectiveness, inventory accuracy, quality products/services and customer satisfaction with the stake holder’s requirements. The primary supplier performance measure is delivery, no other measure has the significance of this basic fulfillment metric e.g, did the supplier deliver the required materials on time. Delivery performance is also used to identify and priotise all the critical supplies. Supplier performance builds a basis of trust and confidence among the stake holders which results into good customer service and automatically performance of the procuring unit. An organization that competes primarily on low prices and value for money should put more emphasis on operations objectives such as cost, productivity and efficiency (Nigel, 2011).
Ensuring a good relationship between suppliers and customers is of paramount importance to procurement performance. In a large-scale service arrangement, the relationship between customer and provider operates at different organizational levels, with channels of communication running ‘horizontally’ between equivalent levels in each. So a combination of ‘vertical’ communication between levels within each organization and ‘horizontal’, peer-to-peer communication between organizations is the ideal (OGC, 2002). In another study, Croom and Jones (2005) noted that good communications are always the make-or-break in managing a relationship. However, there should be a realistic balance between openness and reserving negotiating positions (Office of Government Commerce, 2002). 

However good the relationship between customer and provider with stable services being supplied are, problems may arise (OECD, 2005).  To this, OGC (2002) recommends that the relationship manager should ensure that the provider has problem management procedures in place, including escalation procedures within the provider’s organization, and that these are used when needed. These procedures should seek to prevent problems as well as to resolve them. 

2.5 Summary of chapter two 

From the reviewed literature, it can be deduced in line with Agaba and Shipman (2008) that effect supplier management must ensure timeliness, quality products, cost and customer satisfaction to improve supplier performance. The literature emphasizes the central role of supplier identification, supplier evaluation and supplier performance assessment as key to ensuring effective supplier performance. However, the literature also reveals that public procurement is marred by high levels of non – compliance with procurement regulations as observed by Transparency International Report (2009). The report further states that procurement officers and persons involved in procurement activities use wrong methods leading to high procurement costs, poor quality purchases, late deliveries or no deliveries at all. This has affected the effectiveness of supplier performance.  The study therefore investigated the effect of supplier management on supplier performance at URA in order to establish how it can be improved. 

CHAPTER THREE

METHODOLOGY

3.0 Introduction
This chapter presents the approaches and techniques the researcher used to collect data and investigate the research problem. Specifically, the chapter presents the research design, study population, sample size and selection, sampling techniques and procedure, data collection methods, data collection instruments, data quality control (validity and reliability), procedure of data collection, data analysis and measurement of variables.

3.1 Research design

A cross-sectional study design was adopted for this research because it enables an in-depth study and facilitates the collection of data at one point in time, as Sekaran (2003) suggests. In addition, the study adopted a triangulation of both quantitative and qualitative approaches for data collection and analysis. In this case, the quantitative approach allowed the researcher to solicit information expressed in numerical format while the qualitative approach complemented the quantitative approach by soliciting more detailed information expressed in textual format (Mugenga & Mugenga, 1999). Combining numerical and textual information helped the researcher to enrich the study findings. 

3.2 Study population

Odiya (2009:154) defines a study population as the collection of all the individual units or respondents to whom the results of the survey are to be generalized. While being guided by the URA HR Manual of 2016, a study population of 126 elements specifically URA staffs at the Headquarters Nakawa were identified. These included 10 top management officers who make key decisions on procurement, three (3) departmental heads that work directly with the procurement department and staff from within those departments. The rest of the staffs who do not work directly with the procurement department were excluded from this study (URA, Human Resource Manual, 2016).
3.3 Sample size

The sample size was determined with the aid of Krejcie and Morgan’s (1970) table for determining sample size, as cited in Amin (2005), as further explained in Table 1. 

Table 1: Study population and sample size

	Respondents
	Target population
	Sample Size
	Sampling Technique

	Top management
	10
	8
	Purposive

	Heads of department
	3
	2
	 Purposive

	Procurement unit
	15
	12
	Simple random sampling

	The rest of staff members
	98
	81
	Simple random sampling

	Total 
	126
	103
	


Source: URA Human Resource Manual (2016) and Krejcie & Morgan (1970) for sample size selection. See Appendix 4 for the population table
As shown in Table 1, a sample size of 103 respondents were drawn from a population of 126. This sample size was sufficient for the generalization of the study findings, as further supported by Amin (2005) who noted that for quantitative studies, a sample size of 93 or more is sufficient. Purposive and simple random sampling techniques was used to select the respondents, top management, department heads, procurement unit and the rest of staff members respectively.
3.4 Sampling technique and procedure

The study employed a combination of both simple random and purposive sampling techniques in selecting the sample, as further explained below:
3.4.1 Simple random sampling
The simple random technique was used to select respondents from the different departments on the fact that the simple random technique gives respondents an equal chance of participating in the study and giving reliable data, as Amin (2005) emphasizes. The researcher established the population of respondents in each department, after which sample size was determined using Manual (2014) as well as Krejcie and Morgan (1970) for sample size selection. 

3.4.2 Purposive sampling


The purposive sampling was employed to select key informants who included top management, and departmental heads who were more knowledgeable about Supplier management and supplier performance. According to Mugenda and Mugenda (1999) purposive sampling enables a researcher choose participants of his own interest based on knowledge and expertise.

3.5 Data collection methods

The researcher used both quantitative and qualitative methods of data collection. The questionnaire survey method was used for the collection of quantitative data, while the in-depth interview and documentary review methods were used to collect qualitative data. 
3.5.1 Questionnaire survey method

The questionnaire survey method is a set of questions used to obtain information from a large group of people in a given study (Amin, 2005). The questionnaire is an efficient data collection method which has advantages of high complete responses within a short period. Use of questionnaires allows the respondents ample time to reflect on answers to avoid hasty responses and thus enhance the validity (accuracy) of the responses (Mugenda & Mugenda, 2003).  The questionnaire method helped to reduce on the cost and time implications, besides enabling greater responses.
3.5.2 Interview method

In-depth interviews were used to obtain data from key informants such as top management and heads of department who were purposively selected because of the information they hold.  The interviews were structured comprising a set of issues on supplier identification, supplier evaluation and supplier performance assessment.

3.5.3 Documents review method

The method was used to obtain secondary data. Various books, reports (PPDA reports, URA procurement reports), journals and contract management guidelines related to supplier performance were reviewed to get a deeper understanding of the variables under study. 
3.6 Data collection instruments
The study use questionnaires, interview guides, and document review checklists as the main instruments of data collection.

3.6.1 Questionnaire

Questionnaires were used to collect quantitative data. These were handled out to staff from the procurement department and other departments at the URA headquarters Nakawa. These were chosen because they can spare sometime to fill the questionnaires and return them on time. In this case, close-ended questionnaires were designed for the study, because they facilitate quick response from a large number of respondents (Kothari, 2004; Amin, 2005; Creswell, 2003). In addition, questionnaires were used because they increase the degree of reliability due to the many items in them and they enhance the chances of getting valid data, (Amin, 2005). The questionnaires were arranged on a 5 point likreert scale, consisting of mainly closed items to facilitate quick data collection and analysis. 

3.6.2 Interview guide

A semi structured interview guide was designed and administered to top management and heads of department including the head of the procurement department to capture in-depth qualitative data. These were chosen because of their knowledge on key policy issues regarding procurement. This guide purposively obtained information about supplier management and supplier performance. According to Amin (2005), interviews have the advantage of generating more information through probing. In addition, interviews also allow for clarification and capturing facial expressions of the interviewees.

3.6.3 Document review checklist

A guide listing documents with information to be gathered was prepared before reviewing document and files in the procurement department. The documents included PPDA reports, URA procurement reports, journals and other relevant documents. In addition more data shall be obtained from URA annual reports. These provided supportive evidence of the variables under study. 

3.7 Quality control 
Data quality control measures was undertaken to ascertain accuracy and consistence of the data collected. The data collection instruments was pre-tested to ensure validity and reliability.

3.7.1 Validity

Prior to the actual data collection, the developed data collection instruments were pre-tested to ascertain their validity. Relevant items were identified, while the irrelevant ones were discarded or modified. Particularly, content validity was used to ascertain the extent to which the content of the instrument corresponded to the theoretical content it was designed to measure (Amin, 2005). The instruments were presented to five experts who assessed the items and rate them basing on the suitability of a given item to the research study objectives to determine the validity index for each of the items. Content Validity Index (CVI) was used to quantify the agreements between the two judges, using the following formula; CVI = 
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Where CVI = Content Validity Index; K = Number of relevant/suitable items and N = number of items in the instrument. The results are presented in Table 2 below.
Table 2: Expert validity rating

	Experts
	Valid
	Invalid
	validity results

	Expert One
	41/50
	9
	0.82

	Expert Two
	38/50
	12
	0.76

	Expert Three
	39/50
	11
	0.78

	Expert Four
	41/50
	9
	0.82

	Expert Five
	42/50
	8
	0.84


Source: primary data

The content validity indices presented in Table 2 above reveal validity scores higher than the recommended 0.70 and therefore the instrument was valid as recommended by Mugenda and Mugenda (1999). 

3.7.2 Reliability

The study adopted the internal consistency technique cited in Amin, (2005), who argued that consistency with which questionnaires (test) items are answered or individual’s scores remain relatively the same can be determined through the test- retest method at two different times. Questionnaires were given to ten respondents after which their responses were analyzed for reliability using SPSS software to establish Cronbach’s alpha, which is an index of reliability associated with the variation accounted for by the true score of the underlying construct. Results are presented in Table 3 below. 
Table 3: Reliability field results

	Independent/dependent variables
	Cronbach results
	Invalid

	Supplier identification
	.744
	9

	Supplier evaluation
	.768
	9

	Supplier performance  assessment
	.849
	9

	Supplier performance
	.784
	12


 Source: primary data

Table 3 above shows reliability results obtained about the study. Based on the results presented, the higher the score, the more reliable the generated scale is. The reliabilities found to be above 0.7, as recommended by (Amin, 2005) means the instruments are reliable.
3.8 Data collection procedure
Upon successful proposal defense, the researcher secured an introductory letter from Uganda Management Institute for purposes of introduction before the participants when collecting data from the field. The researcher sought permission from top management of URA to access staff members participating in the study. 

3.9 Data analysis 

Data was analyzed both qualitatively and quantitatively.

3.9.1 Quantitative data analysis

Statistical package for the social sciences (SPSS) was used to aid to process and summarize information got from the questionnaires. The data was sorted, coded and fed into the SPSS data analyst to generate various results. The data was analyzed for descriptive statistics, which is, frequencies, percentages, mean and standard deviation presented using charts, graphs and tables. Inferential statistics like correlations was used to illustrate the existence of the relationship between variables (if any) and regression analysis was used to explain how the independent variables explained changes in the dependent variable. 

3.9.2 Qualitative data analysis
Qualitative data analysis from in-depth interviews was done using thematic analysis. Responses from the key informants were sorted and organized in line with the different thematic areas (variables and objectives under study). This was done by identifying all data that is related to the already classified patterns according to research objectives. All information that fits under the specific pattern were identified and placed with corresponding patterns and thereafter, data was combined into themes. Once the themes are collected, and the literature studied, the researcher formulated theme statements to develop a comprehensive report. Quotations and other interpretations were used to back up quantitative data. This helped to triangulate findings of the study. 

3.10 Measurement of variables

The independent variable (supplier identification, supplier evaluation, supplier performance assessment) and the dependent variable supplier performance in terms of timeliness, quality products and services, customer satisfaction and cost were measured on ordinal using a five point Likert type scale (1- strongly disagree, 2-Disagree, 3-Not sure, 4- Agree and 5-Strongly agree). The choice of this measurement is that each point on the scale carries a numerical score which were used to measure the respondents’ attitude. According to Mugenda (1999) and Amin (2005), the Likert scale is able to measure perception, attitudes, values and behaviours of individuals towards a given phenomenon.

3.11 Ethical consideration
The researcher emphasized confidentiality of all his research findings and this was addressed by concealing information given by respondents.
The researcher used research assistants who were neutral and having no any form of attachment to URA staff in order to eliminate bias during data collection. The research was based on research objectives and not for any other reasons.
The respondents’ names were withheld to ensure anonymity and confidentiality in terms of any future prospects and the respondents’ information provided was used only for this research purpose. Consent of respondents was sought from each respondent prior to engagement so that they did not feel coerced.
The researcher was subjected to show high level of integrity when carrying out research and he conducted himself in a way as to be honest, fair and respectful to the respondents.
3.12 Summary of chapter three
This chapter focused on the approaches, techniques used to collect data and investigate the research problem. A cross-sectional study design was adopted triangulated using quantitative and qualitative approaches. A population of 126 was used from which a sample of 103 was obtained using purposive and simple random sampling. Three instruments were used namely questionnaire, interview and documentary review list, all qualify for quality control. Data was analyzed both qualitatively and quantitatively. All variables were measured using ordinal and nominal scales while ethically confidentiality, bias, anonymity and consent were observed. 
CHAPTER FOUR
PRESENTATION, ANALYSIS AND INTERPRETATION OF RESULTS
4.0 Introduction
This chapter presents, analyses and interprets the findings. It starts with the response rate, demographic characteristics of respondents. It further adds descriptive and inferential findings on supplier management and supplier performance and specifically the three study objectives.
4.1 Response rate
The study used both self-administered questionnaires and interviews to collect information, the results obtained are presented in Table 4 below.
Table 4: Response rate results

	Instrument
	Planned
	Actual
	Percentage (%)

	Questionnaire
	93
	63
	68%

	Interview
	10
	5
	50%

	Total
	103
	68
	


Source: primary data

Table 4 reveals that out of 93 questionnaires administered, 63 were returned completed while 30 were not returned which constituted 68%. On the other hand, 10 interviews were planned out which five were actually conducted constituting 50%. An overall response rate of 66% was obtained as recommended by Amin (2005) who argues that for a study to be representative of a survey population, its response rate must be equal or above 50%. 

4.2 Demographic characteristics data of respondents
This section provides respondents biographical data specifically their age, gender, highest education level and level of service at URA. The reason to collecting data from the selected respondents and specifically their bio-data, was to establish where the respondents possessed the key characteristics to fully understand the concept of supplier management and supplier performance thus be able to provide required information. Secondly, bio-data was used to identify whether the sample was representative of the survey population details are provided in the preceding sections below.
4.2.1 Respondents by age 

URA respondents who engaged in the study selected their age range with the results obtained presented in the table below

Table 5: Respondents by Age

	Years spent at URA
	Frequency
	Percent

	
	20-30 years
	20
	31.7

	
	31-40 years
	29
	46.0

	
	41-50 years
	14
	22.2

	
	Total
	63
	100.0


Source: primary data

Key findings as reflected in Table 5 above reveal that respondents of age 31 – 41 years dominated the study with 46% (29), another score 31.7% (20) represented URA staff who participated in the study within the age range of 20-30 years and finally, 22.2% (14) respondents fell between 41-50 years of age. The age statistics presented above suggests youth, middle and advanced age employees of URA who were representative of the study therefore these employees were able to provide their opinions about supplier management and supplier performance.
4.2.2 Respondents by Gender
The URA respondents who participated in the study indicate their gender and below are results that were computed from the primary data that was collected from the field of study.
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Figure 2: Gender of the respondents
Source: primary data

The above figure presents the sex of the respondents who participated in the study. Based on the results male respondents dominated with 60% (38) and female respondents were 40% (25). The results suggests that both female and male staff represented that sex of the respondents who participated in the study. Additionally, both male and female respondents’ opinions on supplier management and supplier performance were obtained to aid the study.

4.2.3 Respondents by highest education attained

Respondents provided their highest education attained and results are presented in the Table 6
Table 6: Highest education attained

	Highest education attained
	Frequency
	Percent

	
	Diploma
	1
	1.6

	
	Bachelor’s Degree
	29
	46.0

	
	Post Graduate Diploma
	16
	25.4

	
	Master’s Degree
	10
	15.9

	
	Professional CIPS qualification
	7
	11.1

	
	Total
	63
	100.0


Source: primary data

Table 6 above shows that 46%(29) respondents had degrees 25.4% (16) had PGDs while 15.9% (10) had masters’ degrees, 11.1% (7) had CIPS qualifications and 1.6% (1) had a diploma which suggests that all URA staff who participated in the study could read and write. Secondly, it can be argued that the sample was representative of URA staff highest education level. These provided factual information about supplier management and supplier performance.
4.2.4 Respondents by level of service at URA

The statistics presented in the table below show the level of service of respondents in this study had taken working for URA.
Table 7: Level of service at URA

	Level of service
	Frequency
	Percent

	Less than 5 years
	26
	41.3

	5-10 years
	20
	31.7

	Over 10 years
	17
	27.0

	Total
	63
	100.0


Source: Primary data

Results as presented in table 7 above reveal 41.3% (26) respondents had worked for less than 5 years, 31.7% (20) worked for a period between 5-10 years and 27% (17) had worked for a period above 10 years. The results suggest that respondents who participated in the study had attained a reasonable level of working experience to fully understand, answer the instruments hence provided reliable data about the study and the findings are a representativeness of the level of service at URA. 

4.3 Findings on supplier management and supplier performance at URA
The study findings provided under this sub section are both descriptive and inferential and based on three objectives namely to establish the effect of supplier identification on supplier performance at Uganda Revenue Authority; to examine the effect of supplier evaluation on supplier performance at Uganda Revenue Authority and to determine the effect of supplier performance assessment on supplier performance at Uganda Revenue Authority

4.3.1 Supplier identification and supplier performance at Uganda Revenue Authority

The first objective of the study focused on establishing the effect of supplier identification on supplier performance at Uganda Revenue Authority. Opinions obtained are presented in Table 8
Table 8: Opinions of URA staff about supplier identification

	Questions on supplier identification
	SA

(5)


	A

(4)
	U

(3)


	D

(2)
	SD

(1)
	Mean

ᵡ
	Std

Dev

	Enough market research is done in identifying potential suppliers at URA
	35%

(22)
	55%

(35)
	8%

(5)
	2%

(1)
	0%

(0)
	4.24
	.665

	The organization invests enough time in identifying new potential suppliers annually
	24%

(15)
	60%

(38)
	0%

(0)
	1%

(1)
	15%

(9)
	4.06
	.669

	The organization identifies as many suppliers as possible on any purchase.
	24%

(15)
	52%

(33)
	19%

(12)
	2%

(1)
	4%

(2)
	3.94
	.840

	Client experience is key factor when URA is identifying suppliers.
	0%

(0)
	71%

(45)
	27%

(17)
	0%

(0)
	2%

(1)
	3.89
	.721

	The organization has a laid out plan for evaluating client experience.
	0%

(0)
	77%

(49)
	19%

(12)
	4%

(2)
	0%

(0)
	4.00
	.762

	Key decisions under the project are taken by the organization’s top management.
	40

(0)
	67%

(42)
	0%

(0)
	33%

(21)
	0%

(0)
	3.71
	.658

	A number of our suppliers have been referred to us by other organizations.
	2%

(2)
	37%

(23)
	51%

(32)
	6%

(4)
	2%

(2)
	3.30
	.775

	Suppliers referred to us have always done a good job.
	0%

(0)
	49%

(32)
	43%

(27)
	0%

(4)
	0%

(0)
	3.95
	.750

	The management has strategy of sourcing for potential suppliers from other organizations
	24%

(15)
	49%

(31)
	2%

(1)
	25%

(16)
	0%

(0)
	3.46
	.779


Source: primary data

For statistical interpretations score of both agree and strongly agreed = agreed while both disagreed and strongly disagreed = disagreed and undecided are not grouped. The mean score above (>3.00) three = agreed and the score below three (<3.00) = disagree. The standard deviation scores less that 1 (<1.00) reveal commonalities in views/opinions and greater that one (>1.00) reveal divergences in views/opinions.
Quantified results as presented in the table above reveal that 90% (57) respondents agreed that enough market research was done in identifying potential suppliers at URA while 8% (5) respondents were neutral and 2% (1) of the respondents disagreed.  In addition, a mean of 4.24 and standard deviation of .665 were obtained which still revealed more agreed scores. Similarly, 84% (53) respondents agreed that URA invests enough time in identifying new potential suppliers annually however, 16% (10) respondents disagreed. The findings suggest that some URA staff were tasked with eliciting valuable information about both prequalified and qualified suppliers which would be used to check the expected performance of suppliers. In another context, a URA management member said:
“At URA, market research is done by a selected market survey team that is appointed by our management. Its assigned task is to assess and determine price quotations, estimated costs of different products and services from different companies and do bench marking, all is directed towards identification of  potential supplier(s) in shortest time possible who can satisfy the demands of URA in terms of goods and services” (Source: Primary data, 5th September, 2016).
Respondents were asked whether URA invested time in identifying new potential suppliers annually. Opinions obtained included mean score of 4.06; 76% (48) of the respondents agreed while 19% (12) of the respondents were undecided and 6% (3) of the respondents disagreed. Additionally, 71% (45) respondents agreed that URA identifies as many suppliers as possible on any purchase, 27% (17) respondents neutral and 2% (1) of the respondents disagreed. These results meant that URA values resources for instance time, competent personnel and funds in its efforts to obtain key information about supplier locations, their nature business and how such supplier are able to comply with their tax obligations hence improved supplier performance. In addition, some respondents did not commit themselves to provide their opinions about the questions asked thus they did not have reliable information about the question. In a related interview held about identifying new potential suppliers annually, one interviewee said:
“The URA uses a pre-qualification strategy which helps it to manage supplier lead times. The strategy has enhanced objectivity and transparency in supplier identification where contract managers are required to carefully conduct face to face supplier forums for instance check their challenge, and improve their relationships with suppliers which is good for the tax body in terms of realizing her objectives” (Source: Primary data, 7th September, 2016).

Statistical opinions presented in the above table reveal that a standard deviation score of .721 was obtained; 71% (45) of the respondents agreed that client experience was key factor when URA is identifying suppliers however, 27% (17) of the respondents were neutral and 2% (1) of the respondents disagreed respectively. In addition, 77% (49) of the respondents agreed, a mean score of 4.00 was obtained which meant that URA has a laid out plan for evaluating client experience, nonetheless, 19% (12) of the respondents were undecided and 4% (2) of the respondents disagreed to the statement. Further to note, pockets of respondents reserved their opinions about the above questions implying that they could not commit their answers as the researcher was an external person however, results suggest that URA treasures client experience as a requirement for improved supplier performance. Secondly, URA has in place effective guidelines upon which they fairly evaluate supplier. In addition, the results explain the competences or capabilities that is required from suppliers hence supplier performance. To further support the findings was a URA interview who observed that 
“The issue of supplier evaluation and a critical issue in realizing positive results. It is important that it’s conducted in a fairly transparent manner because failure might lead to other suppliers appealing to PPDA for intervention and request for good supplier experience hence better placed supplier performance” (Source: Primary data, 6th /09/2016).

Additionally, a mean score of 3.71; standard deviation score of .658 coupled with a 67% (42) of the respondents agreed that key decisions under the project were taken by the organization’s top management although 33% (21) of the respondents disagreed which meant that URA leadership was entrusted with the role or task of making long term project decisions which helps in improving supplier identification and supplier performance. From a qualitative content, one responding URA official said:
“URA defines critical areas of Organizational strategy e.g. It can lay a plan for 2016-2020.  Second strategic plan , URA develop annual work plan which assists Top Management in Supplier Identification, URA identifies critical activities in the Procurement plan hence supplier identification, acquiring electronic enterprise resource planning (ERP) so that URA can check on line” (Source: Primary data, 8th September, 2016).

Findings obtained revealed that 51% (32) of the respondents were undecided that a number of URA’s suppliers had been referred to it by other organizations however, 39% (25) agreed and 10% (6) respondents disagreed. Similarly, a mean score of 3.95; standard deviation score of .750 as well as an 49% (32) respondents agreed that suppliers referred to URA always did a good job, much as 43% (27) respondents were neutral and 8% (4) disagreed. Further some URA staff given their differing roles decided not to comment about what did not concern them hence were not sure and could not commit their answers nonetheless results suggest that URA has a database of a number of prequalified suppliers based on information it elicited from the market who deliver quality service hence improved supplier performance. To complement further was a management official who said:
“Yes supplier recommendations are adequately done. For instance URA considers many things about suppliers and among them is their legibility to tax clearance certificates, registered certification, trading license, Audited Accounts, check if they are remitting to NSSF and compliance of the bidder (supplier) as per URA requirements for a vendor to qualify to supply goods and services” (Source: Primary data, 8th September, 2016).
Conclusively, 73% (46) of the respondents agreed that URA management had a strategy of sourcing for potential suppliers from other organizations, 2% (1) of the respondents were neutral and 25% (16) of the respondents disagreed. The result meant that URA boost of a sourcing mechanism upon which it lures potential suppliers to support its operations hence supplier performance.
4.3.1.1 Correlations results for supplier identification and supplier performance 

In the study, inferential statistics specifically the Pearson correlation coefficient test was used to determine the direction and strength of supplier identification and supplier performance. Results that were obtained are presented in the Table 9 below. 

Table 9: Pearson correlation results for supplier identification and supplier performance

	
	Supplier identification
	Supplier performance 

	Supplier identification  Pearson Correlation

                                      Sig. (2-tailed) 

                                      N
	1

63
	 .471**

.000

63

	Supplier performance  Pearson Correlation

                                     Sig. (2-tailed)

                                    N
	               .471**                          

.000

63
	1

63


**. Correlation is significant at the 0.05 level (2-tailed).

Table 9 shows Pearson correlation results obtained included the correlation result of .471**, Sig value of .000, (p<0.05, 95%). The result reveals that a positive relationship existed between supplier identification and supplier performance which suggested that a unit change in supplier identification and changed supplier performance by 49.8% at URA.

4.3.1.2 Regression results for supplier identification and supplier performance
In the study, inferential statistics (regression technique) was used to determine the variance in supplier performance that was explained by supplier identification. The results obtained are presented in the Table 10 below. 
Table 10: Regression result for supplier identification

	Model
	R
	R Square
	Adjusted R  Square
	Std. Error of the Estimate



	1
	.471a
	.222
	.209
	.40603


a. predictors: (constant), supplier identification
Table 10 presents regression results reflect supplier identification explained a 20.9% variance in supplier performance with 79.1% suggesting evidence of other factors other than supplier identification.

4.3.2 Supplier evaluation and supplier performance at Uganda Revenue Authority

Objective two of the study focused on examining the effect of supplier evaluation on supplier performance at Uganda Revenue Authority where questions were asked and key respondents opinions elicited. These are presented in the table 11 below
Table 11: URA staff opinion about supplier evaluation

	Questions on supplier evaluation 
	SA

(5)
	A

(4)
	U

(3)
	D

(2)
	SD

(1)
	Mean
	Std Dev

	Evaluation of suppliers of products and services is based on the quality delivered.
	38%

(24)
	44%

(28)
	8%

(5)
	4%

(2)
	6%

(4)
	4.08
	1.005

	Suppliers at URA are evaluated based on their price quotations
	88%

(55)
	0%

(0)
	0%

(0)
	0%

(0)
	12%

(8)
	4.27
	.919

	Supplier evaluation at URA is based on their ability to deliver goods and services on time.
	32%

(20)
	51%

(32)
	8%

(5)
	5%

(3)
	5%

(3)
	4.00
	1.016

	The potential supplier evaluated legally before awarding any contracts.
	56%

(35)
	38%

(24)
	0%

(0)
	6%

(4)
	0%

(0)
	4.43
	.837

	The reputation of the potential supplying organisation is subject to check up.
	46%

(29)
	46%

(29)
	8%

(5)
	0%

(0)
	0%

(0)
	4.38
	.633

	The activities of the potential supplier are subject to scrutiny.
	92%

(58)
	0%

(0)
	0%

(0)
	8%

(5)
	0%

(0)
	4.29
	.607

	Financial sustainability of potential suppliers is a key issue in supplier evaluation in URA.
	90%

(57)
	0%

(0)
	0%

(0)
	10%

(6)
	0%

(0)
	4.30
	.754

	Financial statements and management reports are checked in supplier evaluation.
	41%

(26)
	48%

(30)
	0%

(0)
	0%

(0)
	11%

(7)
	4.33
	.663

	URA management ensures the potential suppliers are financially sustainable before contract award
	0%

(0)
	87%

(55)
	0%

(0)
	11%

(7)
	2%

(1)
	4.37
	.796


Source: primary data

For statistical interpretations score of both agree and strongly agreed = agreed while both disagreed and strongly disagreed = disagreed and undecided scores are not grouped. The mean score above (>3.00) three = agreed and the score below three (<3.00) = disagree. The standard deviation scores less that 1 (<1.00) reveal commonalities in views/opinions and greater that one (>1.00) reveal divergences in views/opinions.
Opinions obtained revealed that 72% (52) of the respondents agreed that evaluation of suppliers of products and services was based on the quality delivered however, 10% (6) of the respondents disagreed and 8% (5) of the respondents were undecided. This provided opinions meant that for a supplier to fully qualify for evaluation, it must have produced standard goods and services that are appreciated by the end users hence supplier performance.
With a mean score of 4.27, it can be said that many respondents 88% (55) of the respondents agreed that suppliers at URA were evaluated based on their price quotations and 12% (8) of the respondents disagreed. The findings suggest that URA undertakes comparison of competitive bids hence a best means for validating price. It involves asking a number of suppliers of their prices for the same product to determine if a particular price is reasonable. Additionally, interviews held brought about factual information about the evaluation process for instance:
“URA has a criterion that is mostly considered during evaluation of suppliers which includes preliminary evaluation, terms of reference, previous experience (letter of reference from past suppliers), technical presentation and financial muscle among others. These are taken into consideration to eliminate possible supplier performance obstacles” (Source: Primary data, 7th September, 2016).

Quantified opinions obtained revealed that mean score of 4.00; 82% (52) of the respondents agreed that supplier evaluation at URA is based on their ability to deliver goods and services on time while 10% (6) of the respondents disagreed respectively. The findings reveal URA as a tax body values time as a resource and therefore all its expected goods and services are delivered on agreed due dates hence improved supplier performance. To complement on the findings provided, one responding URA management member:
“URA consider preliminary evaluation which is adequately done. For example URA considers many things about suppliers and among them is their legibility to tax clearance certificates, registered certification, trading license, audited accounts, check if they are remitting to NSSF, compliance of the bidder (supplier) as per URA requirements” (Source: Primary data, 8th September, 2016).

A portion of respondents stretching to 94% (59) agreed that the potential supplier was always first evaluated legally before awarding any contracts and 6% (4) of the respondents disagreed to the statement which mean that all suppliers were checked for compliance, whether they legally operated or were in existence as whether such suppliers measured up to the required standards hence supplier performance.   
On the issue of the reputation of the potential supplying organization being subject to checkup had namely mean of 4.38, standard deviation score of .633; agreed score of 92% (58) and a neutral score of 8% (5). Similarly, a 92% agreed score was obtained when respondents were asked whether activities of the potential supplier were subject to scrutiny and 8% (5) of the respondents disagreed. These results reveal that stringent internal controls were in place first to check for suppliers’ reputation and secondly, to check on the successfully executed activities of such supplier hence a sign that improves supplier performance. To support the findings, a top management official voiced out that: “URA co-opt specialists to support in the technical assessment for instance competence, capacity, resources namely personnel and finances, looks at the bidders response to the terms of response, past performance, ability to transfer knowledge, environment policies, recruitment policies” (Source: Primary data, 5th September, 2016).;
Similarly, 89% (56) of the respondents agreed that financial statements and management reports were often visited in supplier evaluation. The results suggest that financial statements were instrumental in providing information about the financial position and performance of a supplier thus it is useful for in making and implementation supplier decisions hence improving supplier performance.
Lastly, 87% (55) of the respondents agreed supported by a standard deviation score of .796 that URA management ensured that potential suppliers were financially sustainable before any contracts were awarded but 13% (8) of the respondents disagreed respectively. Additionally, respondents constituting 90% (57) agreed that financial sustainability of potential suppliers was a key issue in supplier evaluation in URA and 10% (6) of the respondents disagreed which meant that URA is aware that all business-supplier partnerships present risk although the risk levels varies based on the services or goods being supplied therefore, URA considers the financial muscles of such suppliers hence supplier performance.
“A statement was made when asked how an interviewee would describe the financial stability of the suppliers companies in relation to supplier performance that is through scrutinizing their audited accounts if they are positive net worth, their performance (Is it poor or good) however most of the suppliers are able to meet the offer but sometimes the challenge is the quality of works is poor”  (Source: Primary data, 7th September 2016).

4.3.2.1 Correlations results for supplier evaluation and supplier performance 

In the study, inferential statistics specifically the Pearson correlation coefficient test was used to determine the direction and strength of supplier evaluation and supplier performance. Results that were obtained are presented in the Table 12 below. 
Table 12: Pearson correlation results for supplier evaluation and supplier performance

	
	Supplier evaluation
	Supplier performance 

	Supplier evaluation     Pearson Correlation

                                     Sig. (2-tailed) 

                                      N
	1

63
	 .257**

.000

63

	Supplier performance  Pearson Correlation

                                     Sig. (2-tailed)

                                    N
	               .257**                          

.000

63
	1

63


**. Correlation is significant at the 0.05 level (2-tailed).

Table 12 shows Pearson correlation results obtained included the correlation result of .257**, Sig value of .000, (p<0.05, 95%). The result reveals that a positive relationship existed between supplier evaluation and supplier performance which implies that a unit change in supplier evaluation changed supplier performance by 25.7% at URA
4.3.1.2 Regression results for supplier evaluation and supplier performance

In the study, inferential statistics (regression technique) was used to determine the variance in supplier performance that was explained by supplier evaluation, results that were obtained are presented in the Table 13 below. 
Table 13: Regression result for supplier evaluation

	Model
	R
	R Square
	Adjusted R  Square
	Std. Error of the Estimate



	1
	.257a
	.076
	.060
	.44263


a. predictors: (constant), supplier evaluation
Table 13 presents regression results for supplier evaluation which suggests that supplier evaluation explained a 6% variation in supplier performance with 94% suggesting evidence of other factors other than supplier evaluation.
4.3.3 Supplier performance assessment and supplier performance at Uganda Revenue Authority
Objective three of the study was to determine the effect of supplier performance assessment on supplier performance at Uganda Revenue Authority. Opinions were elicited about supplier performance assessment and presented in the table 14 below.
Table 14: URA staff opinions about supplier performance assessment

	Questions on supplier performance assessment
	SA

(5)


	A

(4)
	U

(3)


	D

(2)
	SD

(1)
	Mean
	Std

Dev

	URA ensures that procurement regulations are followed during the procurement process.
	70%

(44)
	0%

(0)
	0%

(0)
	30%

(19)
	0%

(0)
	4.63
	.548

	Organizations intending to supply must meet all its legal obligations
	68%

(43)
	22%

(14)
	0%

(0)
	10%

(6)
	0%

(0)
	4.59
	.663

	The stability of the suppliers is a key consideration at URA
	40%

(25)
	44%

(28)
	12%

(8)
	4%

(2)
	0%

(0)
	4.21
	.786

	The potential supplier is measured on their ability to deliver.
	25%

(16)
	64%

(40)
	0%

(0)
	11%

(7)
	0%

(0)
	4.14
	.592

	Trust and confidence of suppliers is built based on their previous performance.
	0%

(0)
	86%

(54)
	0%

(0)
	0%

(0)
	14%

(9)
	4.08
	.604

	Organizations with overall low risk are considered priority.
	0%

(0)
	90%

(57)
	0%

(0)
	10%

(6)
	0%

(0)
	3.73
	.954

	Relationship with the suppliers is a key consideration by URA Management.
	67%

(42)
	8%

(5)
	0%

(0)
	0%

(0)
	25%

(16)
	3.68
	.820

	Failed relationships with suppliers are less frequent.
	44%

(28)
	13%

(8)
	0%

(0)
	43%

(27)
	0%

(0)
	3.62
	.812

	Procurement of goods and services, delivery and payments are relationship based.
	63%

(40)
	0%

(0)
	0%

(0)
	37%

(23)
	0%

(0)
	3.70
	.663


 Source: Primary data

For statistical interpretations score of both agree and strongly agreed = agreed while both disagreed and strongly disagreed = disagreed and undecided are not grouped. The mean score above (>3.00) three = agreed and the score below three (<3.00) = disagree. The standard deviation scores less that 1 (<1.00) reveal commonalities in views/opinions and greater that one (>1.00) reveal divergences in views/opinions.
Findings up to 70% (44) supported by a mean score of 4.63 and standard deviation score of .548 revealed that majority of the respondents agreed that URA ensured that procurement regulations were followed during the procurement process however, 30% (19) of the respondents disagreed respectively which meant that URA has in place PPDA rules and regulations upon which its staff adhere while engaging in any procurement activities hence improved supplier performance. In a related interview, one top URA management official uttered out that:
“URA does checking with PPDA to be sure if the supplier is blacklisted, to check if the supplier has a record of good performance Internationally, check if the supplier has a tax compliance certificate e.g. forging of tax clearance certificate, check if the supplier has followed evaluation process to dot namely technical and financial comparison thus to check for the lowest”. ” (Source: Primary data, 8th September, 2016).

Up to 90% (57) of the respondents agreed that organizations intending to supply URA were required to all its legal obligations and 10% (6) of the respondents disagreed. This meant that there was a legally binding agreement between the vendor or supplier and URA with a number of clauses that needed to be observed hence supplier performance.
A fraction of respondents, 84% (33) agreed that the stability of the suppliers was a key consideration at URA while 13% (8) of the respondents were not sure and 3% (2) of the respondents disagreed respectively. In addition, mean score of 4.14 and standard deviation score of .592 indicate that many respondents agreed that potential supplier was measured on their ability to deliver. The findings meant that URA elicited supplier information and performed thorough checks and approved for supply of any products or services. The ability of the supplier to provide required goods and services would qualify such a vendor for further procurement activities. On the other hand, qualitative information was obtained through the use of interviews for instance a top URA staff answered:
“Suppliers have expressed intent to supply goods and services however, some have engaged in forging documents, financial statements, referees, changing the bid team from the delivery team, inflation (increase in prices), exchange rate fluctuations, importation of almost all products and services and where URA has less control of external companies which can cause late delivery due to shipping and complete the procurement process. such an instance has resulted in late delivery, price escalation, local suppliers lack competence to prepare good bids, unfair rules by PPDA e.g., one supplier can be subjected to bid in UG shillings while another one in US Dollars, unclear terms of reference/changes in specifications and nature of the economy among others. This has negatively affected supplier performance” (Source: Primary data, 5th September, 2016).

In addition, a mean score of 4.08 and standard deviation of .604 were obtained an indicator that many of the respondents (86%) (44) agree that trust and confidence of suppliers are built based on their previous performance. The result meant that the ability of any supplier to meet the stipulated obligations automatically qualified them (suppliers) for other procurement deals.
An official said, “URA does assess the suppliers’ ability to perform before awarding of a contract. This is done by URA making visits especially where the works had already been done and visit other Companies that had used those suppliers before, technical capacity, good past performance, human resource availability and financial capacity” (Source: Primary data; 6th September,2016)
Respondents constituting 90% agreed that organizations with overall low risk were considered priority however, 10% disagreed respectively. The result meant that chances of such vendors not to fully adhered to the terms of references and provide goods and services were less hence better supplier performance while quantified opinions received about the relationship with the suppliers being a key consideration by URA Management had the following namely mean score of 3.68,  standard deviation score of .820; 75% (47) agreed score and 25% (16) disagreed score. Similarly, 57% (36) respondents agreed that failed relationships with suppliers were less frequent and 43% (27) disagreed.  further to note, respondents were asked on whether procurement of goods and services, delivery and payments were relationship based. Opinions obtained included mean score of 3.70; standard deviation of .663; 63% (40) of the respondents agreed while 37% (23) of the respondents disagreed. These findings reveal that vendors and organization would closely work with one another hence a positive understanding of supplier performance. Furthermore, all concerned parties needed to harmonize contract obligations and be able to legally comply with the prevailing clauses stipulated in the contract.
4.3.3.1 Correlations results for supplier performance assessment and supplier performance 

In the study, inferential statistics specifically the Pearson correlation coefficient test was used to determine the direction and strength of supplier performance assessment and supplier performance. Results that were obtained are presented in the table 15 below. 

Table 15: Pearson correlation results for supplier performance assessment  

	
	Supplier performance assessment
	Supplier performance 

	Supplier performance  Pearson Correlation

assessment

                                     Sig. (2-tailed) 

                                      N
	1

63
	 .485**

.000

63

	Supplier performance  Pearson Correlation

                                     Sig. (2-tailed)

                                    N
	               .485**                          

.000

63
	1

63


**. Correlation is significant at the 0.05 level (2-tailed).

Table 15 shows Pearson correlation results obtained included the correlation result of .485**, Sig value of .000, (p<0.05, 95%). The result reveal that a positive relationship existed between supplier performance assessment and supplier performance which implies that a unit change in supplier performance assessment changed supplier performance by 51.5% at URA.

4.3.3.2 Regression results for supplier performance assessment and supplier performance

In the study, inferential statistics (regression technique) was used to determine the variance in supplier performance was explained by supplier performance assessment, results are presented in the Table 16 below. 

Table 16: Regression result for supplier performance assessment
	Model
	R
	R Square
	Adjusted R  Square
	Std. Error of the Estimate



	1
	.498a
	.248
	.236
	.39912


a. predictors: (constant), supplier performance assessment
Table 16 presents regression results for supplier performance assessment with results suggesting that supplier performance assessment explained a 23.6% variance on supplier performance with 76.4% suggesting evidence of other factors other than supplier performance assessment.

4.4 Summary of chapter four
The chapter presents, analyses and interprets results of the findings. First, a response rate of 76% was obtained. Furthermore, more male compared with their female respondents engaged in the study. The descriptive statistics reveal agreed opinions about the questions on supplier management and supplier performance. Lastly, inferential statistics suggested a positive relationship between supplier identification (.498**), supplier evaluation (.275**) and supplier performance assessment (.485**) with supplier performance and earlier on research questions were answered and the three hypothesis statements provided accepted. 

CHAPTER FIVE

SUMMARY, DISCUSSION, CONCLUSION AND RECOMMENDATIONS

5.1 Introduction 

The fifth chapter comprises of the summary, discussion, conclusions and recommendations based on the objectives of the study namely to establish the effect of supplier identification on supplier performance at Uganda Revenue Authority; to examine the effect of supplier evaluation on supplier performance at Uganda Revenue Authority and to determine the effect of supplier performance assessment on supplier performance at; Uganda Revenue Authority. Furthermore are limitations of the study and areas for further study. 
5.2 Summary of the findings
This section of the study provides a summary of the findings on supplier management and supplier performance in line with the objectives of the study. 

5.2.1 Supplier identification and supplier performance at URA

The first objective of the study was to establish the effect of supplier identification on supplier performance at Uganda Revenue Authority with results suggesting a positive relationship of .471** between supplier identification and supplier performance which implied that a positive change in supplier identification improved supplier performance at Uganda Revenue Authority. In addition, it was found out that supplier identification explained a 20.9% variance/effect on supplier performance however, the remaining 79.1% suggested evidence of other factors other than supplier identification affecting supplier performance.

5.2.2 Supplier evaluation and supplier performance at URA

Objective two of the study examined the effect of supplier evaluation on supplier performance at Uganda Revenue Authority. Therefore a positive relationship .257** existed between supplier evaluation and supplier performance which suggests that both variables moved in the same direction at Uganda Revenue Authority. Furthermore, it was established that supplier evaluation predicted a 6% effect on supplier performance with the remaining 94% score suggesting other factors affecting supplier performance besides supplier identification.

5.2.3 Supplier performance assessment and supplier performance at URA

The third objective of the study was to determine the effect of supplier performance assessment on supplier performance at Uganda Revenue Authority. Therefore, a positive relationship existed between supplier performance assessment and supplier performance which meant that compliance, meeting performance targets and having good relationship with management improve supplier performance at Uganda Revenue Authority. Additionally, the study established that supplier performance assessment affected supplier performance assessment presented by a 23.6% variance. On the other hand, other factors were found to contribute 76.4% other than supplier performance.

5.3 Discussion of the findings
5.3.1 Supplier identification and supplier performance at URA

The first objective of the study focused on establishing the effect of supplier identification on supplier performance at Uganda Revenue Authority. Based on the information gathered from the field of study and analyzed, a positive relationship of .471** existed between supplier identification and supplier performance implying that a unit increase in supplier identification improved supplier performance at URA.  The above findings suggest an interlink with several of the opinions obtained about supplier identification the URA staff who agreed that the organization invests enough time in identifying new potential suppliers annually. The findings are in line with Smith (2014) who urges that supplier management is a process to identify, qualify, specify, negotiate and select suppliers for categories of similar spend. It has become an organized and systematic way to identify competitive suppliers for long term agreements to buy materials and services that organizations need for direct and indirect purposes. Lambert (2004) asserts that incorporating new sourcing tools and approaches, new supplier market opportunities and bench making practices will assist the procuring organization to get potential suppliers in their serving locations (versus need locations) so as to reduce on the impact of transportation costs. However as reflected by respondents who both were undecided and disagreed, it can be suggested that URA has continuously practiced single sourcing instead of identifying new potential suppliers. This kind of practice can lead to supply of sub-standard products and services hence no value for money.
From the statistical findings obtained earlier it was revealed that URA has a laid out plan for evaluating client experience Radebaugh, et al (2009), states that research on supplier selection can be divided into two broad streams. The first stream dominates the purchasing literature and identifies appropriate criteria and methods supporting supplier evaluation. The primary goals are to help the buyer decide what its objectives are, what dimensions to evaluate suppliers over, and how to evaluate suppliers using these dimensions. The second stream assumes that the buyer knows what it wants and has an existing methodology for evaluating suppliers. It focuses on decisions such as what types of negotiation formats or contracts to employ, and how to elicit information that suppliers may be reluctant to reveal. Furthermore, According to Smith (2014), finding a viable new supplier is challenging mainly due to the need to verify the supplier’s ability to meet the buyer’s numerous requirements. Failure to comply with the corporate procuring program, failure to identify alternative suppliers, taking shorts cuts in identifying suppliers without following the necessary steps, no time to determine and identify potential suppliers with all the required specifications, sometimes it is bureaucratic due to track the suppliers. Conversely, much as URA has a laid out plan for to evaluate client experience the tax body has seemed to encounter more client experience challenges the respondent who disagreed. Some of such challenges can be attributed to fewer relationship managers who are supposed to bridge the gap between URA and its suppliers.

5.3.2 Supplier evaluation and supplier performance at URA

From the earlier findings, it was found out that supplier evaluation was instrumental in realizing better supplier performance in URA. This statement is supported with opinions that were obtained about supplier evaluation for instance the potential supplier is always first evaluated legally before awarding any contracts. The opinion correlate with the Procurement Act (2003) which stipulates that all suppliers should report instances of abuses if they feel aggrieved at the award of contract. Additionally, supplier evaluation with the Procurement Act (2003) can be achieved when suppliers behave in a manner that is consistent with the objectives and goals familiar with the procurement rules and regulations when suppliers are knowledgeable and courageous to resist any abuse in the supplier management process. Much as the above arguments support the findings, some of the respondents in the study opted to disagree. On the other hand, results revealed that fewer respondents disagreed to the statement hence an indication of a number of contract awarding discrepancies, of these discrepancies included not using evaluation criteria, not correcting arithmetic errors, wrong or non-technical team in the evaluation process, revealing confidential info and conflict of interest which negatively affect overall supplier performance.
Lastly, earlier opinions obtained revealed that respondents agreed that the evaluation of suppliers of products and services was based on the quality delivered. This statement concurs with Smith (2014) who stresses that recognition of supplier evaluation is essential for compliance with the procurement rules. Similarly, Zheng et al (2001) contends that it is also important to note that supply management stripped to its bare essentials deals with the exchange of money for goods and services. With the acquiring company responsible for the money and the supplier for the goods and services, the ability of the buying organization to pay will be a very important issue in the supplier’s eyes. And the ability to pay and flexibility on when to pay depend on the financial strength of the organization. On the negative note, it can be argued that a number of procedures were unethically violated for instance not following the bidding document, declaration of conflict of interest and confidentiality among others hence threats to supplier performance.
5.3.3 Supplier performance assessment and supplier performance at URA

Supplier performance assessment was found to positively relate with supplier performance. The statement is a reflection of how respondents answered the questions on supplier performance assessment for instance many respondents agreed that URA ensures that procurement regulations were followed during the procurement process. The findings concur with Nigel (2011) who stresses that once a supplier is active, there is a need to track and measure supplier performance against the contract and perhaps in terms of wider requirements.  The scholar further adds that supplier performance addresses the key aspects of a supplier self-measurement and evaluation program and these aspects are on time delivery, cost effectiveness, inventory accuracy, quality products/services and customer satisfaction with the stake holder’s requirements. He concludes by stressing that an organization that competes primarily on low prices and value for money should put more emphasis on operations objectives such as cost, productivity and efficiency (Nigel, 2011). On the other hand, some URA staff did not agree to the fact that procurement regulations being adhered too which explains lack of sufficient practical procurement knowledge hence a gap to supplier performance.
Conclusively, respondents agreed that a potential supplier was measured on their ability to deliver. This statistical findings is a reflection of Wan and Beil (2008) who observed that if the supplier due dates were not well maintained, delivery performance measurement would rapidly lose credibility with the suppliers and this could cause relationship damage. The scholars add that supplier performance assessment builds a basis of trust and confidence among the stake holders which results into good customer service and automatic performance of the procuring unit. However, as indicated by some of the respondents who disagreed or were neutral, it can be noted that not much procurement focus has been placed on supplier performance assessment, it was marred by the high levels of non-compliance specifically with procurement regulations hence leading to high procurement costs, poor quality purchases, late deliveries or no deliveries at all and therefore negatively affect supplier’s quality performance. 
5.4 Conclusion

The following statements represent study conclusions based on the study objectives. 

5.4.1 Supplier identification and supplier performance at URA

Based on the discussion held supplier identification and supplier performance, it is concluded that inadequate information affects the selection of potential suppliers at URA. Vendors who mismanage time are likely to affect any operations of an organization. In addition, vendor or client experience would help URA realize its goals and since URA leadership were so strategic to sourcing for potential suppliers from other organizations and improve its supplier performance.

5.4.2 Supplier evaluation and supplier performance at URA

From the discussion held earlier, it is concluded that supplier evaluation was core to realizing better performance therefore quality delivery of products and services by vendors would better supplier performance while suppliers with attractive price quotations and legally abiding to the contracts would improve supplier performance. In addition, potential supplier activities would be subjected to scrutiny and a sounding financial ground would improve quality delivery of goods and services.

5.4.3 Supplier performance assessment and supplier performance at URA

In light of the above discussion held on supplier performance assessment and supplier performance, it is concluded that neglecting procurement regulations would render supplier performance irrelevant with fewer vendors meeting all its legal obligations and failure to deliver required goods and services. Furthermore, trust and confidence of the suppliers would be lost if the previous tasks were not fully executed since high risks would be evident. In addition, procurement of goods and services, delivery and payments would be mismatched if supplier performance assessment is not rightfully done.

5.5 Recommendations 

The following below are recommendations for the study based on the objectives. 

5.5.1 Supplier identification and supplier performance at URA

After a discussion held between supplier identification and supplier performance with a number of weaknesses established, it is recommended that: 
· URA through her procurement department should focus on the exchanging of valuable supplier information and ensure its availability wherever need be. This is intended to ensure that company details for instance its physical location, its reputation among other attributes are well matched to improve on supplier performance.
· To address the issue of single sourcing, URA management through its procurement department should engage other potential suppliers through best bench making supplier management practices. This would lead to better quality products and services  hence value for money
· URA management together with its procurement department should consider hiring customer relationship managers who would provide relevant information to the suppliers. This is likely to bring effective suppliers on board.
5.5.2 Supplier evaluation and supplier performance at URA 

After a debate held between supplier evaluation and supplier performance at URA and gaps thereafter identified, it is recommended that: 

· The URA needs to re-emphasize adherence to prevailing ethical codes (integrity, accountability and transparency among others who would exhibit professionalism hence improved supplier performance.
· Finally, URA procurement department head needs to formally remind its staff the need to follow the existing PPDA rules and regulations so that evaluation is attained at most in more efficient and effective manner.
5.5.3 Supplier performance assessment and supplier performance at URA

Key findings indicated earlier that a positive relationship existed between supplier performance assessment and supplier performance however, a number of discrepancies were seen which need to be curbed therefore it is recommended that: 

· The URA need to review all its contracts (TOR) specifically the Service Level Agreements. This would ensure few procurement mismatches and therefore foster supplier performance at URA 
· The URA leadership should consider more training opportunities for its managers in customized procurement courses. The training will enhance staff skills, knowledge and competence to better the areas of supplier management and supplier performance. 

· URA management together with its PDU should re-emphasize standard or quality supplier performance where work/services/products as provided by suppliers actually reflects value for money. The emphasis should be linked to a number of attributes namely time delivery, cost effectiveness, inventory accuracy and quality products/services.
5.6 Limitations of the study
This section provides the limitation of the study which affected the generalization of study findings specifically on supplier management and supplier performance namely: 

1) It is worth noting that the study centered around supplier management (specifically supplier identification, supplier evaluation as well as supplier performance assessment) as its key indicators however, not all variables were exhausted therefore it would be not fair to generalize the findings that supplier management affects supplier performance since fewer than many variables were considered for the study.

2) Secondly, the researcher’s planned response rate was 100% however, only 76% was obtained from questionnaire and interviews which left a deficit of 24% thus a moderate margin to avoid in terms of information or data collected therefore a limitation to the generalization of the study findings. 

3) The final limitation to the study was that it was confined at URA Uganda Revenue Authority Headquarters located at URA Complex Building, plot M193-M194 Nakawa Industrial Area (Nakawa Division), Eastern part of Kampala hence a small geographical scope yet the situation of supplier management and supplier performance may be different elsewhere hence a limitation to the generalization of the findings.  

5.7 Area for further study
The following statements have been identified in several gaps identified in the study on supplier management and supplier performance. These represent areas for further study namely:
· Factors affecting selection of suppliers at URA
· Contract management guide lines and Supplier performance at URA
· Strategic supplier relationships and supplier performance at URA
 5.8 Summary of chapter five
This chapter consists of the summary, discussion, conclusion and recommendation of the findings. The first section provides the key study findings based on the study objectives while in the discussion between supplier management and supplier performance are gaps laid in accordance to specific objectives of the study. Further to note are lessons learnt (conclusions) about supplier identification, evaluation and performance assessment. Another important aspect presented above is the recommendations made to close the gaps identified under the discussion. Finally, limitations of the study and areas for further study are also presented.
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Appendix 1:
Interview guide for Top Management and Heads of Department
Dear Respondent,

My name is Mark Beinomugisha, a student at Uganda Management Institute (UMI). The main purpose of this study is to find out the extent to which supplier management affects the supplier performance at URA Headquarters Nakawa. This interview intends to seek your views on the subject matter and the results will be treated with the highest level of confidentiality and will be used for academic purposes only leading to the award of a Master’s Degree in Procurement and Supply chain Management. 

1) What strategic plan is in place concerning supplier identification at URA? 

2) What are the other Supplier management strategies apart from Supplier Identification?

3) How does URA carry out its market research in order to identify its suppliers? 

4) How does client experience affect the overall supplier performance?

5) Do you consider preliminary evaluation being done adequately at URA ?

6) What is the criterion mostly considered during evaluation of suppliers? 

7) How do you describe the financial performance of this organization in relation supplier performance?

8) To what extent does Technical assessment affect Supplier performance at URA? 

9) How does supplier performance assessment carried out before award of contracts?

10) What is your opinion on the suppliers’ compliance to procurement regulations at URA? To what extent has this affected the overall supplier performance?

11) What are some of the challenges in supplier management at URA?

12) What can be done to improve supplier performance at URA?

13) What recommendations do you have for future prospects? Is there anything more you would like to add?
Appendix 2:
Staff Questionnaire

TOPIC: SUPPLIER MANAGEMENT AND SUPPLIER PERFORMANCE AT UGANDA REVENUE AUTHORITY HEAD QUARTERS NAKAWA.

Dear Participant,

I am currently pursuing a Masters in Management Studies (Procurement and Supply Chain Management) at Uganda Management Institute. As part of my course dissertation, I am undertaking a study on supplier management and supplier performance.

The purpose of this study is to examine the relationship between supplier management and supplier performance at URA. Your responses will provide an understanding of a range of issues that can improve the level of supplier performance in the organization.  

Kindly complete the attached questionnaire as objectively and accurately as possible, a process which should not take more than 20 minutes of your time. The completed questionnaire should be returned to the undersigned at the earliest opportunity.

Please note that the information provided will be treated with utmost confidentiality and will only be used for the purpose of the study.

Thank you for your kind participation.

Yours sincerely,

Mark Beinomugisha

SECTION A:  PERSONAL INFORMATION

Please respond to the following questions by ticking/marking the appropriate response:

1) AGE

Below 20 

(   )
     

20-30 

(   )
         

31-40

(   )
         

41-50 

(   )
      

51-60

(   )

2.   GENDER  

Male

(  )

 

Female

(  )

 3. HIGHEST EDUCATIONAL ATTAINED

Diploma 




(  )




Bachelors Degree


           (  )



Post Graduate Diploma


(  )
       

Masters Degree+      


(  )



    Professional CIPS qualification               (  )
    Others (please specify)
………………………………………………………………..........

4. LENGTH OF SERVICE AT UGANDA REVENUE AUTHORITY

Less than 5 years



(   )                   

5 – 10 years




(   )                  

Over 10 years 

                        (   )        

SECTION B: SUPPLIER MANAGEMENT

Please use the scale below to indicate your level of agreement or disagreement with the statements below.

	SCALE
	5
	4
	3
	2
	1

	
	Strongly Agree
	Agree
	Undecided
	Disagree
	Strongly Disagree


(i) SUPPLIER IDENTIFICATION

	
	Supplier Identification Dimensions
	
	
	
	
	

	
	Market Research
	5
	4
	3
	2
	1

	1.
	Enough market research is done in identifying potential suppliers at URA.
	
	
	
	
	

	2.
	The organisation invests enough time in identifying new potential suppliers annually
	
	
	
	
	

	3.
	The organisation identifies as many suppliers as possible on any purchase.
	
	
	
	
	

	
	Client Experience
	5
	4
	3
	2
	1

	4.
	Client experience is key factor when URA is identifying suppliers.
	
	
	
	
	

	5.
	The organisation has a laid out plan for evaluating client experience.
	
	
	
	
	

	6.
	Key decisions under the project are taken by the organisation’s top management.
	
	
	
	
	

	
	Referral Marketing
	5
	4
	3
	2
	1

	7.
	A number of our suppliers have been referred to us by other organisations.
	
	
	
	
	

	8.
	Suppliers referred to us have always done a good job.
	
	
	
	
	

	9.
	The management has strategy of sourcing for potential suppliers from other organisations
	
	
	
	
	


Sub section (ii) Supplier Evaluation

	
	Supplier Evaluation Dimensions
	
	
	
	
	

	
	Preliminary Evaluation
	5
	4
	3
	2
	1

	10.
	Evaluation of suppliers of products and services is based on the quality delivered.
	
	
	
	
	

	11.
	Suppliers at URA are evaluated based on their price quotations
	
	
	
	
	

	12.
	Supplier evaluation at URA is based on their ability to deliver goods and services on time.
	
	
	
	
	

	
	Technical Assessment
	5
	4
	3
	2
	1

	13.
	The potential supplier is always first evaluated legally before awarding any contracts.
	
	
	
	
	

	14.
	The reputation of the potential supplying organisation is subject to check up.
	
	
	
	
	

	15.
	The activities of the potential supplier are subject to scrutiny.
	
	
	
	
	

	
	Financial Stability
	5
	4
	3
	2
	1

	16.
	Financial sustainability of potential suppliers is a key issue in supplier evaluation in URA.
	
	
	
	
	

	17.
	Financial statements and management reports are often visited in supplier evaluation.
	
	
	
	
	

	18.
	URA Management ensures the potential suppliers are financially sustainable before any contracts are awarded.
	
	
	
	
	


Subsection (iii) Supplier Performance Assessment
	
	Supplier Performance Assessment Dimensions
	
	
	
	
	

	
	Compliance
	5
	4
	3
	2
	1

	19.
	URA ensures that procurement regulations are followed during the procurement process.
	
	
	
	
	

	20.
	Organisations intending to supply must meet all its legal obligations.
	
	
	
	
	

	21.
	The stability of the suppliers is a key consideration at URA.
	
	
	
	
	

	
	Performance Targets
	5
	4
	3
	2
	1

	22.
	The potential supplier is measured on their ability to deliver.
	
	
	
	
	

	23.
	Trust and confidence of suppliers is built based on their previous performance.
	
	
	
	
	

	24.
	Organisations with overall low risk are considered priority.
	
	
	
	
	

	
	Relationship Management
	5
	4
	3
	2
	1

	25.
	Relationship with the suppliers is a key consideration by URA Management.
	
	
	
	
	

	26.
	Failed relationships with suppliers are less frequent.
	
	
	
	
	

	27.
	Procurement of goods and services, delivery and payments are relationship based.
	
	
	
	
	


SECTION C: SUPPLIER PERFORMANCE

Please use the scale below to indicate your level of agreement or disagreement with the statements below.

	SCALE
	5
	4
	3
	2
	1

	
	Strongly Agree
	Agree
	Undecided
	Disagree
	Strongly Disagree


	
	Supplier Performance Dimensions
	
	
	
	
	

	
	Customer Satisfaction
	5
	4
	3
	2
	1



	28.
	The purchases done at URA most of the time meet the organisation’s interests.
	
	
	
	
	

	29.
	Management is always satisfied with the way the supplies are made.
	
	
	
	
	

	30.
	Target clients actively participate in our programmes.
	
	
	
	
	

	
	Timeliness
	
	
	
	
	

	31.


	Most purchases are promptly executed within the prescribed time limits.
	
	
	
	
	

	32.
	 There are proper and timely reports on supplies.
	
	
	
	
	

	33.
	Management is satisfied by the timely procurement of products and services.
	
	
	
	
	

	
	Quality Products/services
	
	
	
	
	

	34.
	Most of the supplies supplied are of high quality.
	
	
	
	
	

	35.
	The quality of product/services procured is a great strength in URA
	
	
	
	
	

	36.
	Management is satisfied with the quality of goods and services procured at URA.
	
	
	
	
	

	
	Cost
	
	
	
	
	

	37.
	URA supplies are discharged honestly, fairly, transparently and in a cost effective and efficient manner
	
	
	
	
	

	38.
	URA supplies are executed on the cost estimate and approved budget
	
	
	
	
	

	39.
	Suppliers are paid on time from the operation costs
	
	
	
	
	




Thanks for Your Time

The End

Appendix 3:  Documentary review checklist
1. PPDA Reports for 2003
2. URA  Procurement Reports Financial Year 2013/2014
3. Journals and other relevant documents on supplier management and supplier performance
4.  URA Annual Reports for Financial Year  2013/2014
Appendix 4:  Krejcie and Morgan population Table of 1970
	N
	S
	N
	S
	N
	S
	N
	S
	N
	S

	10
	10
	100
	80
	280
	162
	800
	260
	2800
	338

	15
	14
	110
	86
	290
	165
	850
	265
	3000
	341

	20
	19
	120
	92
	300
	169
	900
	269
	3500
	246

	25
	24
	130
	97
	320
	175
	950
	274
	4000
	351

	30
	28
	140
	103
	340
	181
	1000
	278
	4500
	351

	35
	32
	150
	108
	360
	186
	1100
	285
	5000
	357

	40
	36
	160
	113
	380
	181
	1200
	291
	6000
	361

	45
	40
	180
	118
	400
	196
	1300
	297
	7000
	364

	50
	44
	190
	123
	420
	201
	1400
	302
	8000
	367

	55
	48
	200
	127
	440
	205
	1500
	306
	9000
	368

	60
	52
	210
	132
	460
	210
	1600
	310
	10000
	373

	65
	56
	220
	136
	480
	214
	1700
	313
	15000
	375

	70
	59
	230
	140
	500
	217
	1800
	317
	20000
	377

	75
	63
	240
	144
	550
	225
	1900
	320
	30000
	379

	80
	66
	250
	148
	600
	234
	2000
	322
	40000
	380

	85
	70
	260
	152
	650
	242
	2200
	327
	50000
	381

	90
	73
	270
	155
	700
	248
	2400
	331
	75000
	382

	95
	76
	270
	159
	750
	256
	2600
	335
	100000
	384

	S= Sample Size      N=Population
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