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ABSTRACT

The study examined the influence of supplier-client relationship management on public procurement performance of NMS Uganda. The study was guided by the following objectives: To establish the relationship between supplier development and public procurement performance of NMS; to find out the relationship between information sharing and public procurement performance of NMS and to examine the relationship between supplier collaboration and public procurement performance of NMS. A cross-sectional survey design was used. The study predominantly employed a quantitative approach but also used a qualitative approach. The study population consisted of 132 participants. A sample size of 105 employees was selected. A simple random technique was used for all the respondents except for the executives and technocrats who were selected purposively. Quantitative data analysis mainly consisted of descriptive statistics (percentages) and inferential statistics (Spearman correlation, coefficient of determination and regression). Content analysis was used to analyze qualitative data. Findings revealed a significant positive moderate effect (28.3%) of supplier development on public procurement performance of NMS. Information sharing had a moderate positive effect (13%) on public procurement performance. However, supplier collaboration had a negative moderate relationship with public procurement performance. It concluded that supplier-client relationship management SRM has a significant positive effect on public procurement performance. It is recommended that NMS management should improve on the supply disruptions that affect public procurement performance.
CHAPTER ONE:

INTRODUCTION

1.1 Introduction

This study investigated supplier–client relationship management and public procurement performance of National Medical Stores (NMS), Uganda. Supplier–client relationship management in this study was perceived as the independent variable (IV) whereas public procurement performance was the dependent variable (DV). This chapter covers the background to the study, the statement of the problem, the general objectives of the study, research questions, hypotheses that the study intended to test, the scope of the study, the significance of the study, justification for the study, definition of terms and concepts. 

1.2 Background of the Study
The study background was developed following Amin’s (2005) four dimensional approach of historical, theoretical, conceptual and contextual background and shown here below;

1.2.1
Historical Background

Traditionally, since the 21st century, supplier relationship management (SRM) has been given attention in the recent past, due to the global, continental, national and local expectations for supplier performance in a competitive business environment. Globally, purchasing was considered a clerical function, where the relationship between suppliers and buyers tended to be adversarial. However, many organizations have moved towards a more collaborative approach (Burt, Dobbler and Starling, 2003). In the UK competitive pressure begun forcing companies to reduce inventory costs and, as a result, quality and delivery times became important considerations alongside price, (Veludo, Macbeth & Purchase, 2006). In response, purchasing departments became instrumental in improving the quality of goods and services by specifying a requirement for suppliers to achieve ISO 9000 quality standards. As interest in quality migrated to the concept of ‘continuous quality improvement’ it was a logical step for buyers to expect their suppliers to also adopt this enhanced approach. 

In Africa today, companies in South Africa, Kenya, Rwanda and Tanzania have already embraced the concept of SCM and have realized the importance of SRM. They are now implementing world class concepts in SCM to have improved performance from service providers. Managing supplier relationships has therefore become significant for business growth and efficiencies (Agaba and Shipman, 2007). However, the transitivity of company’s competitive advantage has not only transformed simple linear supply chains into complex networks of supplier buyer relationships but has also made the management of supplier buyer relationships a key component of corporate strategy, competitive advantage and success (Blome & Schoenherr,2011). This has in turn led managers as well as researchers to address the issue of the relational determinants of competitiveness in supplier-buyer relationships. However, according to Autry & Golicic (2010), the link between supplier-buyer relationship management and company performance/competitive advantage is by no means a simple one, let alone a linear one. In this regard, Nagurney (2006) has emphasized a need to move beyond the traditionally dyadic relationship perspective towards an upgraded network view where networks are not simply the sum of dyadic relationships. 

Similarly in Uganda, according to Basheka (2007), Ntayi and Eyaa (2010), buyer-supplier collaborations in Uganda are often characterized by late deliveries, lack of concern for end customer, partial supply of items, supply of substandard items, failure or refusal to supply, rejection of products and deferred payments. In addition, Muhwezi (2009) suggests that in Uganda, supply chain partners do not devote energy to sustaining their relationship, even when there are inconveniences and costs. Relationships often break since every party in a relationship suspects the other of betrayal, dishonesty and trickery. These deviate from the buyer and supplier firms future expectations and intentions, reduced supplier retention, promote relationship disloyalty and customer dissatisfaction which always lead to relationship discontinuity, Autry and Golicic (2010).

In NMS the concept of supplier relationship management (SRM) has not been paid much attention yet (Mugarura, 2008). The weak positioning of the purchasing department in the drug delivery chain has resulted to paying low attention on the part of the NMS management hence, making it difficult to promote the purchasing function from a pure cost driver to a respectable facilitator of drug delivery that contributes to revenue increases, knowledge acquisition, and added value to the organization supply chain management (SCM). Thus, due to the ongoing decentralization of health care system in Uganda, NMS management expects the organizations procurement function to increasingly contribute towards revenue gains and knowledge acquisition in future, Muhwezi (2009). 

Therefore, in order to achieve this goal, the NMS has to integrate its external suppliers in the effective management of drug supply chain. Hence, cooperation (trust and commitment), coordination (processes and work practices), and communication (information systems) are the key concepts to implement the required change, (Muhwezi (2009).Consequently, a better understanding of the meaning and perspectives of SRM could improve collaboration between NMS and its external supply chain partners. In the context of this study therefore, supplier relationship management in NMS done in form of supplier collaboration, supplier communication / information sharing, and supplier development were evaluated.

1.2.2 Theoretical Background

The study was guided by the transaction cost economics theory advanced by institutional economist John R. Commons in 1931 and formalized by Ronald Coase 1937. This theory is based on five major assumptions: First, that the cost of providing for some good or service through the market is higher than having it provided from within the firm; second, that to carry out a market transaction, it is necessary to discover who it is that one wishes to deal with; thirdly, the theory assumes that before market transaction, a firm needs to conduct negotiations leading up to a bargain; fourthly, to carry out a market transaction, it is necessary to draw up the contract and lastly, to carry out a market transaction, it is necessary to undertake the inspection needed to make sure that the terms of the contract are being observed. The theory proposes that these assumptions can enhance procurement performance of the firm. 

This theory is of relevance to the study, in light of the study dimensions of supplier development, information sharing and supplier collaborations. Before any firm undertakes procurement, it is important to collaborate with its suppliers, share information and motivate them so as its performance can be enhanced. This idea intimates that in supply relationship management, supplier collaboration, supplier communication and supplier development can be among the most effective ways of improving the performance of service providers. In a nutshell therefore, the transaction cost economics theory advocates alignment of supplier relationship management with real organizational activities as a strategy towards the realization of improving performance.
The theory further postulates that in order to carry out a market transaction it is necessary to discover who it is that one wishes to deal with, to conduct negotiations leading up to a bargain, to draw up the contract, to undertake the inspection needed to make sure that the terms of the contract are being observed, and so on. This idea intimates that in supply relationship management, supplier collaboration, supplier communication and supplier development can be among the most effective ways of improving the performance of service providers
1.2.3 Conceptual Background

The key concepts of the study were supplier relationship management and public procurement performance. Supplier Relationship Management (SRM) refers to the practice and process for interacting with suppliers. Most supply professionals view SRM as an organized approach to defining what they need and want from a supplier and establishing and managing the company-to-company link to obtain these need. Even when there is no conscious procurement-to-supplier's sales link, there still are practices and processes in play informal as they might be. According to CIPS (2009), supplier development is defined as the process of working with suppliers on a one-to-one basis to improve their performance for the benefit of the buying organization. It is closely associated with supplier relationship management and partnering. In this study, supplier relationship management was conceptualized as supplier information sharing, supplier collaboration and supplier development. 
According to Neely (2005), public procurement performance measurement is the process of quantifying the efficiency and effectiveness of actions. It has received increasing interest since the late 1980s. Efficiency can be measured from the purchasing organization’s context where the personnel, management, procedures, policies, and information system issues are considered (Van Weele, 2000).Public procurement performance measurement may help government to identify the weaknesses on the part of its suppliers. Accordingly, in this study, performance was operationally measured by quality, value for money, timeliness, and client satisfaction.
1.2.4. Contextual Background

The National Medical Store (NMS) is an autonomous government corporation established by the National Medical Stores Statute no. 12 of 1993, which came into effect on 3rd December; 1993.The Ministry of Health delegated the drug supply function to National Medical Stores, replacing the former Central Medical Stores which was doing the same duties. National Medical Stores is responsible for ensuring continuous distribution of Pharmaceutical products in a financially viable and sustainable manner. Since its inception, Government has been providing 30% of the funds budgeted for the purchase of Medical Supplies directly to NMS to perform its mandate. The remaining 70% was being passed on directly to the local governments. Effective from Financial Year (FY) 2009-2010, the Government changed its policy and is now availing 100% funding for medical supplies directly through NMS under Vote 116.This implies that its mandate changed from supplying only 30% of drug requirements in the country to providing the whole budget requirements of all health facilities in the country (Mugarura,2008). Despite this milestone, NMS stocks drugs without regard to buffer stock levels; as such, certain drugs are in excess of the one year’s requirement while others are under-stocked. There have also been reports of huge stocks of expired drugs within the stores of NMS, (OAG report, 2010).It is therefore evident that the availability of medical supplies in all public health facilities depends entirely on the efficiency and effectiveness of SRM. 
1.3. Statement of the Problem

Supplier –Client Relationship Management (SRM) plays an important role in the reduction of costs and the optimization performance of public sector procurement, Han, Wilson & Dant (1993). The National Medical Stores is charged with the responsibility of pro​curing and supplying essential medicines and supplies to the public health sector in Uganda (National Medical Stores Statute no. 12 of 1993). The management of NMS has partially achieved this by streamlining and making more effective the organizations sourcing processes. In addition, enormous investment in supplier development and collaboration with suppliers has also been made by NMS (Mugurura, 2008). 

However, there is need to establish if there are any fundamental changes in the organizations’ drug supply chain management. Notwithstanding; incidences of low levels of information sharing, lack of joint decision making, inability to align incentives, low levels of supplier retention and loss of relationship loyalty among others have often manifested(Union Consulting ltd, 2011). Furthermore, according to Auditor General Report (2010), despite the requirement to destroy expired drugs after every six months after write off, there are expired drugs at both NMS premises and health centres countrywide which remain undestroyed for an average period of six (6) years. These may contribute to low customer responsiveness, lack of perceived value for money (VFM) procurement and failure to meet the organizations purchasing objectives. It is on basis of the above described account that, researcher envisages that the supplier-client relationship management and performance of public procurement of NMS needs to be examined.

1.4. General Objective

The general objective of the study was to investigate the relationship between supplier-client relationship management and public procurement performance of NMS.

1.5. Specific Objectives

i) To establish the relationship between supplier development and public procurement performance of NMS. 

ii) To find out the relationship between information sharing and public procurement performance of NMS.

iii) To examine the relationship between supplier collaboration and public procurement performance of NMS. 

1.6. Research Questions

i. What is the relationship between supplier development and public procurement performance of NMS?

ii. What is the relationship between information sharing and public procurement performance of NMS?

iii. What is the relationship between supplier collaboration and public procurement performance of NMS?

1.7. Hypotheses for the Study

H1.    There is a positive significant relationship between supplier development and public procurement performance.
H2.  There is a positive significant relationship between information sharing and public procurement performance.

H3.  There is a positive relationship between supplier collaboration and public procurement performance.

1.8 Conceptual Framework

                   Independent Variable (IV)


       Dependent Variable (DV)
 Supplier-Client Relationship Management               Public Procurement Performance




Source: Adopted and Modified from Simatupang & Sridharan (2005); Sousa, C.M.P. and Bradley (2008); Goran (2005); Gilliland & Bello (2002); Heide & John (1992); Ellram & Edis (1996); Ramsay (1996); Cousins (2002); Walter &Ritter (2003) and PPDA Act (2003).

The study focused on supplier-client relationship management with emphasis on information sharing, supplier development and supplier collaboration as the independent variable and public procurement performance with emphasis on customer responsiveness, achievement of NMS procurement objectives, and compliance with public procurement laws and regulations as dependent variable. These variables were moderated by PPDA Act 2003.The relationship between supplier-client relationship management and public procurement performance is based on the fact that collaboration with the suppliers, information sharing and supplier development leads to effective procurement of performance NMS. 
1.9. Significance of the Study

This study is intended to contribute and provide reference to scholars and policy makers for creative ways of improving the supplier-client relationship management in public procurement management. It may also identify challenges currently facing NMS supplier-client relationship management and propose solutions to overcome them. 
The findings of the study might help the management of public procurement institutions to identify areas of weaknesses in supplier-client relationship management and act on them. It is expected also to add onto the knowledge bank of other scholars. 
Policy makers may also adopt the recommendation made in this study for policy reviews and formulation so that better policies are put in place to improve performance of procurement. Donor partners such as World Bank (WB) may find the recommendations made in here relevant to prioritize funding needs.

1.10. Justification of the Study

There has been a general countrywide concern about people dying of treatable diseases such as malaria arising from patients’ failure to access drugs in public health facilities, and yet drugs worth billions of shillings were reported having expired in NMS facilities, stores of Referral Hospitals, District Health Offices and health units. Between July 2005 and June 2008, drugs which were worth 6.7 billion shillings expired in the NMS storage facility alone. At the same time NMS could not supply all the drugs ordered by health units. A monthly storage cost of 36 million shillings was wasted on these expired drugs and their subsequent destruction cost of about 700 million shillings could have been channeled to other priority activities badly needed by the government, such as the recruitment of additional medical personnel in health facilities like health centers II and III. The entire above scenario compromised NMS’ vision of being “the leading national supplier of medicine and other medical supplies to meet the needs of the Ugandan population.

1.11. Scope of the Study

1.11.1 Geographical Scope

The study was conducted at NMS Head Office, located on Plot 4-12 Nsamizi Road, P.O. Box 16, Entebbe. The study focused on supplier-client relationship management and public procurement performance of NMS. 

1.11.2 Time Scope

The study covered the period between 2009 and 2013 because it is within this period that there were drugs worth billions of shillings that remained expired in NMS facilities (OAG report, 2010).

1.11.3 Content Scope
This research was limited to supplier-client relationship management and public procurement performance of NMS. Supplier-client relationship management in this study is considered as the independent variable (IV) while public procurement performance is the dependent variable (DV). 

The study went into the details of the relationship and also attempted to establish whether it can lead to the effective performance of public procurement at NMS.

1.12
Operational Definitions of Terms

Supplier information sharing: this referred to the observance of communication from the board, administration and operations with suppliers. 

Supplier development: this referred to the process of working collaboratively with suppliers to improve or expand their capabilities.
Supplier collaboration: in this study, this referred to the pursuit of quality, efficiency and affordability without eroding suppliers’ profit margins 
Quality: This referred to the extent to which the work produced by civil servants meets the standards set by line managers.

Timeliness: This referred to the level of promptness in completing tasks.

Value for money: this referred to the level at which the service providers are able to provide services that are relative to the funds given to them

Client satisfaction: this referred to the extent to which customers of service providers are contented with supplies and deliveries made. 

CHAPTER TWO
LITERATURE REVIEW

2.1
Introduction

The study investigated the relationship between supplier-client relationship management and public procurement performance of NMS. This chapter reviews the literature related to establishing the relationship between supplier relationship management and performance of service providers. The review is conceptualized under the objectives of the study and focuses primarily on supplier information sharing, supplier development and supplier collaboration and their relationship with performance. These are considered the pillars of the study.

2.2 Theoretical review
This study was underpinned by the Transaction Cost Theory, as advanced by institutional economist John R. Commons in 1931, who introduced the idea that transactions form the basis of an economic thinking. Formalization of the theory of transaction cost economics is generally attributed to Ronald Coase (1937). A transaction cost is a cost incurred in making an economic exchange. The theory accounts for the actual cost of outsourcing production of products or services including transaction costs, contracting costs, coordination costs, and search costs. All costs are considered when making a decision and not just the market prices. Essentially this theory illustrates the make versus buy decision for companies. The theory draws the assumption that the primary reason as to why firms exist is to minimize transaction costs and that the starting point in any transaction is the interaction between the buyer and the seller. 
In the transaction cost economics (TCE) approach, the focus of the firm is to minimize the sum of transaction costs and production costs. Transaction costs affect the firm’s decisions on how they organize their activities, thus, TCE defines the boundaries of the firm. According to TCE, the decision of whether to collaborate or not should be based on the efficiency of governance. 

Corsten, D. & Felde (2005) presented a view of a hybrid governance structure. According to them, cooperation is an efficient solution only if it creates extra value. According to their study, the factors that encourage cooperation are a high degree of transaction frequency, mutual dependency, the possibility to share risks, and the possibility to share information. 

Heide and John (1990) argued that transaction cost analysis is useful in studies of relationships because it provides insights into the circumstances that cause the development of a closer relationship between the buyers and suppliers. Cox et al (2005) argued that all discussion on the proper form of the relationship between the firm and its external environment must include the theory of TCE, because it presents the factors which determine the internal and external boundaries of the firm. However, he points out that TCE does not tell under which circumstances and conditions internal or external contractual relationships are more or less useful, achieving lowest transaction costs. He states that successful firms will be those who can create skills and knowledge that help them get the dominating position within a supply chain. Later though, Cox (2005) argued that TCE does not take into account the potential benefits that can arise out of a collaborative relationship with suppliers or how the costs and gains are combined within the decision-making framework.  

2.3. Conceptual Review
2.3.1 Supplier development and public procurement performance
During the last two decades public procurement has undergone profound changes. Policy makers, academics and practitioners alike share the broad view that public procurement has evolved from a clerical signoff-ridden set of activities to a strategic tool to enhance efficiency in public organizations, to regulate markets and promote sustainable development (OECD, 2012). 

Nagurney (2010) compliments the above when he argues that supplier-buyer relationships have today become the backbone of economic activities in the modern world and a focal point of organizational competitiveness, performance and long-term business success. The contribution of suppliers to global economy is recognized and well documented. Given their importance, it is vital that the suppliers are developed so that the buying firms’ competitiveness and performance is enhanced. 

Direct supplier development is regularly interpreted as the buying firm playing an active role in the supplier development effort by the dedication of capital and/or human resources . Specific activities included in the direct supplier development classification are the buying firm’s training of supplier personnel (Monczka, et al, 2008), temporary exchange of personnel between the two firms (Krause, 1997) and direct investments by the buying firm in the supplier (Krause et al, 2000). The direct investments can be allocated to the supplier as plain financial resources or the buying company can purchase equipment for the supplier, among others. A second classification of supplier development strategies noted in the literature can be considered an extension of the indirect and direct distinction. For this reason, this second classification implicitly divides supplier development strategies on the basis of resources committed to the supplier being developed (Kraus et al, 2002). 

2.3.1.1. Supplier training 

Supplier training is the same as supplier evaluation and certification systems refer to systems buying companies employ to evaluate and assess a supplier in terms of quality, delivery, costs and technical and managerial capabilities. The outcomes of such a system are used to benchmark suppliers and to obtain insights into areas future supplier development efforts should be targeted (Krause et al, 2007). Supplier evaluation is also a process applied to current suppliers in order to measure and monitor their performance for the purposes of reducing costs, mitigating risk and driving continuous improvement. 

Supplier evaluation is a continual process within purchasing departments and forms part of the pre-qualification step within the purchasing process; although in many organizations it includes the participation and input of other departments and stakeholders Their processes often take the form of either a questionnaire or interview, sometimes even a site visit, and include appraisals of various aspects of the supplier's business including capacity, financials, quality assurance, organizational structure and processes and performance (Monczka et al. 2008). Based on the information obtained via the evaluation, a supplier is scored and either approved or not approved as one from whom to procure materials or services. In many organizations, there is an approved supplier list (ASL) to which a qualified supplier is then added. If rejected the supplier is generally not made available to the assessing company's procurement team. Once approved, a supplier may be reevaluated on a periodic, often annual, basis. The ongoing process is defined as supplier performance management.

There are various benefits associated with an effective supplier evaluation process such as mitigation against poor supplier performance or performance failures. The benefits typically include sourcing from suppliers that provide high standards of product and service levels whilst offering sufficient capacity and business stability. Supplier evaluation can help customers and suppliers identify and remove hidden cost drivers in the supply chain. The process of evaluating performance can motivate suppliers to improve their performance. Once there is a communication of the results on supplier evaluation, there are usually expectations that the supplier will incorporate changes in order to improve noted deficiencies (Prahinski and Benton, 2004). Thus, management commitment to and support of a supplier evaluation process is essential. 

2.3.1.2 Capital provision 

Archstone, (2007) affirms that “due to increasing supply consolidation, a company’s overall performance and efficiency is more and more dependent on the capabilities of its suppliers”. An organization benefits generally when key suppliers dramatically reduces costs, introduce new services designed to address the organization’s needs, expand their foot print to provide seamless coverage in multiple regions and work with the organization to streamline joint processes and that this can be realized by creating true partnering and by driving objective-based breaking through capability improvements.

Theor, (2009), confirms that one source to reduce costs and enhance service delivery can be found in the sophisticated management of the relationships with suppliers, and this has been evidenced in the highly competitive sectors like automotive where a wide spectrum of managerial tools and technological aids have been developed.

2.3.1.3 Advisory and technical support 

Broader supplier development programs represent activities undertaken by the buyer towards active supplier development. These activities are carried on with the proprietary aim to improve “supplier capabilities’ for long - term mutual benefit of both parties”. The broader supplier development is aligned with the view of direct supplier development programs that are characterized by committing financial and by a buyer and playing an active role in developing a supplier (Krause et al., 2001). 

Operational supplier development involves direct collaboration investments in terms of working together on the site, standardization of product specifications, and involvement in improvements of production, technology and quality. Strategic supplier development in terms of financial and technological support embraces as well early supplier involvement in new product and process development (Sanchez-Rodriguez et al. 2005). However, there are also such direct investments in supplier development that are more specific, advanced and time and resources consuming as well as complex to implement by the buyer.

2.3.2. Information sharing and public procurement performance

Information sharing can radically improve the way global companies and their partners do business, especially in the wake of increasing globalization and outsourcing, which has and will continue to have a profound effect on supply chain operations. By exchanging information such as inventory levels, forecasting data, and sales trends, companies can reduce cycle times, fulfill orders more quickly, cut out millions of dollars in excess inventory, and improve forecast accuracy and customer service. 

According to (Carr and Kaynak, 2007), information sharing within an organization has significant effects on sharing information between organizations and support of supplier development. Information sharing within the firm turns out to be a coordinating machine for encouraging the collaboration. It is essential to provide efficient support for suppliers (Dewitt and Jones, 2001).

2.3.2.1 Board level Communication

Information sharing can be most effective and least disruptive for all concerned when done by implementing the available technological tools, which would accomplish the process in a controlled and secured way thereby streamlining the global supply chain operations. Collaborative Planning, Forecasting and Replenishment workflows and solutions exist in the supply chain process to enhance supply chain integration and data sharing across enterprises but very few companies effectively use it to their competitive advantage. 

In the past manual order processing, spreadsheet dependent and fax/phone method of communication with suppliers made a dent not only to the corporate procurement budget but also generated global operational plans that were out-of-date because of limited-to-no visibility into supplier's plan and operational constraints. On similar lines global organizations can harness the power of technology to collaborate with their supply chain partners to exchange information and work as a single entity on time and efficiently.
Some traditional communication ways such as face-to-face, fax, telephone effectively facilitate exchanging information which provides a useful connection between buyers and suppliers. Besides, using advanced communication methods such as EDI, ERP, Email, computer to computer links make wider and better information gathering concerning business transaction and make possible user involvement in a diversity of information network (Bhatt, 2000) and Dewett and Jones, 2001). The communication media is working to make easy communication between buyer and supplier is an important factor in effective supplier development. According to (European Journal of Economics, Finance and Administrative Sciences - Issue 43 (2011), findings point out that traditional communication methods and advanced communication methods are used in combination. Traditional communication methods make possible technologies for companies to share information.

2.3.2.2 Administrative level 

Good communication between the buyers and sellers is important in maintaining that relationship. This has forced organizations to shift from the “bow-tie” structure evident in early key account management to one in which effective relationships must be maintained throughout the organization as contacts can come in at several levels, like board, administration and operations. Transparency must be emphasized if the performance is to be improved.

Transparency refers to unfettered access by the public to timely and reliable information on decisions and performance in the public sector (Armstrong, 2005). Transparency is a key requirement of a modern public procurement system. It gives to the public information concerning, and access to the law, regulation, policies and practice of procurement by government agencies. Lack of transparency in public procurement is a major impediment to sustained economic growth through investment and trade. Lack of transparency in procurement activities can be the source of unwholesome activities such as corruption, scandal and abuse of public resources (Shu, H. W., Othman R., Omar H., N., Abdul R., R., & Husna, H., N. 2011).

Ensuring transparency of the procurement process is an important determinant of efficiency because it enhances and encourages competition by giving all potential suppliers a chance to bid. Transparency is crucial for sound decision making in procurement. There was an agreement that transparency is among the most effective deterrents to corruption in public procurement (OECD, 2007). Transparency procedures allow a wide variety of stakeholders to scrutinize public officials’ and contractors’ decision and performance (OECD, 2007). This is used as a mechanism to keep procurement officials and contractors accountable. Thus lack of transparency leads to lack of accountability. 

The procurement system that is envisioned to contribute to effective service delivery is expected to be both accountable and transparent (Basheka, 2008). Accountability and transparency have been recognized as key conditions for promoting integrity and preventing corruption in public procurement (OECD, 2007, P 10). Nonetheless, both of them should support efficiency in providing right quality, price and service within a timely delivery schedule. In designing transparency rules and procedures, serious reflection must also be given to establishing clear and precise disclosure requirements for various types of information. There is a need to use innovative approaches to promote transparency in procurement using new information and communication technologies.

A transparent procurement process requires legislative and administrative measures such as transparent proceedings, protection against corruption, fair prequalification procedures and transparent selection of the winning (ADB/ OECD, 2006) bidder. Publication of annual procurement plans of procuring entities is also an important transparency measure, as well as dissemination of information concerning lists and registries of suppliers, and procedures to apply for registration. Publication of notices concerning the award of procurement contracts (OECD, 2009) is another important transparency measure. Other transparency relevant measures include: open bidding procedures; prompt disclosure of the results of bids, i.e., prompt notification to successful as well as unsuccessful bidders; publication of annual procurement plan; bid challenges system; engaging the private sector in the procurement process; keeping a complete and an adequate records of procurement activities.

2.3.2.3 Operational level communication/information sharing 

Information sharing can be applied to almost all the core domains of corporate operational activities. Starting from the development chain process where information sharing can happen in the product design stages and product life cycle management activities with both internal and external partners. In the customer chain processes information sharing can help in formulating customer experience strategies, increase customer service effectiveness and operations (Dewett and Jones, 2001). 

The psychological barriers around information sharing are real and imperative. Sometimes there is a real and justified fear that information sharing across the corporate boundaries can turn into a competitive disadvantage. By formulating effective business policies, agreements and business plans that an enterprise can use to establish guidelines and rules for exchange of information with supply chain partners can help assuage those barriers. This will ultimately help mitigate the fear of information sharing and improve efficiency and create new opportunities for all stakeholders (Sahin and Robinson, 2002).

The three key factors for success are mutual trust and understanding, openness and excellent communications and a joint approach to manage delivery. There must be mutual trust between customer and provider if the relationship is to work and an open relationship one in which people feel that that they are able to share problems, plans, concerns and so on  since it is often cited as a benefit or an aspiration for partnership approaches (Milward, Brinton & Provan, 2000). Information sharing is the key to developing an open relationship since good communications are always the make-or-break in managing a relationship. 

Many cases of mistrust or concern over poor performance in a service relationship result from a failure to communicate at senior management level or from each party’s failure to understand the business goals or intentions of the other (Smith, Rathgeb & Lipsky, 1993). Many procurement projects are marked by an almost overriding concern not to expose their thinking, position or concerns to providers for fear that providers will exploit such information for their own ends and to the detriment of ‘our’ interests (opportunistic tendencies) (Van & David, 2003). Encouraging the sharing of information can involve a significant change in practice; however, there should be a realistic balance between openness and reserving negotiating positions. After contract award, the relationship can be developed partly by engendering a culture of information sharing; the objectives should be made explicit and discussed openly.

2.3.3   Supplier-Client Collaboration and of Public procurement Performance

Collaboration has been defined as “two or more chain members working together to create a competitive advantage through sharing information making joint decisions and sharing benefits which result from greater profitability of satisfying customer needs than acting alone (Togar and sridharan,2002) buyer\supplier collaboration is departure from the anchor point of discreteness that underlies business transactions to a relational exchange as the roles of supplier and buyer are no longer narrowly defined in terms of simple transfer of ownership of products.
The forward-looking enterprises today are dynamic; they collaborate with suppliers, customers and even with competitors; share information and knowledge aiming to create a collaborative supply chain that is capable of competing if not leading the particular industry. Hence, gaining competitive edge under such a cut-throat environment becomes increasingly difficult, if not impossible. Collaboration is a value adding resource for firms seeking to reduce cost, increase their agility and satisfy their clients (Spekman et al., 1994). Collaborative relationships revitalize information flows which contribute to the lowering of enterprise operational expenses and collaborating partners to proactively adjust their operations to the market trends thereby helping to mitigate losses and increase supply chain agility. 

Simchi-Levi et al. (2002) argue that “collaborative partnerships between suppliers and manufacturers may have a significant impact on Supply Chain performance.” According to Simatupang and Sridharan (2002), the constructs of collaborative relationships are information sharing, decision synchronization and incentive alignment. Collaboration aims at win – win situations where partners engage in joint efforts through information exchange. 

2.3.3.1 Supplier appraisal and public procurement performance 

Supplier appraisal is undertaken by the purchasing organization before a contract is placed with the supplier. Fogg, (2006) defines supplier appraisal as a pre-commitment assessment of a potential supplier’s capability of controlling quality, delivery, cost and all other factors forming of a buyer’s requirement. He further adds that the objective of supplier appraisal is to understand whether the suppliers can meet the requirements of the purchasing firm. This is because suppliers can have a significant impact on the success or failure of the organization. As a result, one of purchasing key activities is securing the best suppliers, in terms of value for money to operate within the supply chain (Ford, 2001). 

Pre-contact supplier appraisals for strategic suppliers are part of good procurement practice. They would help to mitigate against a catastrophic failure due to supplier failure within the supply chain. In addition, supplier appraisals have the benefits like determining that the supplying organization has the capacity for operation in line with business requirements and an evaluation of supplier will form part of a strategic process and identify the gap between current performance and future performance that is required.

Furthermore, Balakrishan, (2004) asserts that a more ambiguous trend has been the conscious assessment and validation of supplier networks and the development of collaborative or partnerships between buyers and suppliers. Storey, (2002) adds that, such schemes are of strategic significance than simply of tactical gains. Therefore success is derived from all members of the supply chain adding superior value to their product/services and delivering them more efficiently than competitors (Storey, 2006).

2.3.3.2 Supplier motivation and Public procurement Performance.

Supplier development programs need to include a motivational element, (Wells, 2006). He states that there are often two key components of a motivation strategy which include; gain sharing which used in a number of industries and these enable the pursuit of quality, efficiency and affordability without eroding suppliers’ profit margins and supplier award programs.

Heide and John (2009) and Krause (2006) propose that the expectation of relationship is important for motivating collaboration in inter-organizational relationships. Simatupang and Sridharan (2005) noted that information sharing joint decision making and incentive alignment are factors that facilitate collaborative action through information exchange between the buyer and supplier.

According to Day, (1995); collaboration of units by linking themselves together could become a trend in the future. If saving costs, elimination of barriers caused by distance and time, efficient use of scarce human resources in purchasing, increased reliability, and several others are the goals of collaboration, then developing countries and Africa in particular are qualified to be the home of collaboration. We continue to witness low levels of purchasing collaboration in African countries. For example, under the World Trade Organisation (WTO), participating members are supposed to ratify the Government Procurement Agreement (GPA). This is some kind of collaboration between the member countries. Of the 28 countries that had signed up to the GPA by 2003, none was from Africa, and there was no plan for any of the East African countries to join.

Buyer/supplier collaboration enhances procurement performance hence creating a competitive advantage through sharing information making joint decision, inter-organizational relationship. This indicates that the level of supply chain collaboration has an important interaction effect on the relation between external resources and buying firm performance, where collaborative forms of buyer-supplier exchange facilitate greater access to external resources.

2.3.3.3 Loss and gain sharing and Public procurement Performance

The need to be competitive, flexible and efficient has forced companies to enter into collaborative relationships with suppliers and customers (Cousins, 1999; Hines, Lammings et al., 2000; Carr & Smeltzer, 1999). This has been necessitated by today’s competitive situations where true competitive battles are fought along a network of cooperating companies. These competitive battles are fought along supply chains, implying that a company is as strong as its weakest supply chain partner (Best, 1990; Veludo, Macbeth & Purchase, 2004). This chain-chain competition has started to take over enterprise-enterprise competition, although in less developed economies, enterprise-enterprise competition still exists on a widespread scale. 

Collaborating between supply results in substantial inventory reduction, cost savings, flexibility and reduced lead time; these aspects lead to improved supply chain management and performance (Lee et al., 1997; Doherty, 2001; Selen and Soliman, 2002). 

Integrated supply chain operations through collaborative arrangements enable rapid response to market place changes (agility), improving supply chain performance (McHugh et al., 2003). Simatupang and Sridharan (2002) and Mclvor and Humphreys (2002) further contend that developing collaboration is a challenging task for supply chain members with many challenges / difficulties associated with it. A lot of time, finances and effort have to be invested if the collaborative relationships are to work. Conflict between collaborative partners cannot be avoided and has to therefore be managed. This conflict can easily affect supply chain performance negatively. Lack of mutual trust also makes it hard for collaborative relationships to succeed and improve supply chain performance (Simatupang & Sridharan, 2002). 

With frequent procurement activities, companies look for reliable suppliers and build a bound in the buyer-supplier relationship in order to achieve long-term mutual benefits in terms of quality, efficiency, performance, opportunities, and competence. Forker et al (2000) asserts that procurement activities simply begin with the supplier’s promise to fulfill buyer’s requests. 

Triantafillou (2007) points out that as a practice with in the public sector bench marking implies a systematic measurement and comparison of the activities of individuals and organizations with a view of improving their efficiency and quality. The rationale of procurement bench marking therefore will be to research and identify best practices that have been successful elsewhere and have potential for improving other similar practices and performances,(Chamber L.D 2005).

2.4 Summary of the Literature Review

In summary, while a number of authors established the effects of supplier-client relationship management on the performance of public procurement, given the nature of relationship, it is also understood that there are challenges in such relationships. Besides, whereas most studies were conducted in Europe, little research has been conducted in Sub-Saharan Africa, to collaborate most of the literature. The researcher intended to close some of these gaps. It was thus explored that supplier development and information sharing as SRM attributes have a significant influence on public procurement performance; however, supplier collaboration has a negative and moderate impact on public procurement performance in NMS
CHAPTER THREE: 

METHODOLOGY

3.1 Introduction

Chapter two gave a review of the related literature, through the works of different scholars in line with supplier-client relationship management and public procurement performance. This chapter describes the methods used in the study. In particular, the chapter presents the research design, study population, sample size and selection, sampling techniques and procedures. It also presents the data collection methods and tools, data analysis, data quality in form of validity and reliability, data collection procedures, data analysis, measurement of variables, and ethical considerations. 

3.2 Research design

The researcher used a cross sectional research design which combined both qualitative and quantitative approaches. This enabled the study to undertake a onetime investigation of different information without manipulating any variables in NMS. In this case, the quantitative approach focused on descriptive and inferential statistics while qualitative focused on explanatory statements of the respondents. Triangulation of both quantitative and qualitative methods was used during data collection and analysis to give the research both a wide and deep perspective as follows. 

3.3 Study population

The study population consisted of 132 procurement staff of National Medical Stores.  The population of the study included only those who were involved in procurement related activities at NMS and include among others: 12 top management or Executive, 20 technocrats or Procurement Professional and 100 procurement unit staffs. These were chosen in this study because in their course of work at NMS and use of NMS services, they are aware, affected, effect and thus best suited to assess the problem of the study. The people who were selected to participate in the study include those whose experience with NMS operations is not less than at least 1 year.

3.4 Sample size and selection
The total sample size sample size of 105 staff was studied, determined basing on statistical tables of Krejcie, R.V. & Morgan, D.W. (1970). Sample selection is presented in table 1  

Table 1: showing total population, Sample size, sampling technique 

	Population Category
	Study Population
	Sample size
	Sampling Technique

	Executive 
	12
	6
	Purposive

	Technocrats 
	20
	19
	Purposive 

	Procurement unit staffs  
	100
	80
	Simple Random

	Total
	132
	105
	


Source: NMS staff list also using Krejcie, Robert V., Morgan, Daryle W. 1970  Table modified by researcher

3.5 Sampling techniques and procedure

The researcher used probabilistic and non-probabilistic sampling techniques including simple random and purposive sampling techniques. Simple random sampling was chosen since it gives equal chance to respondent to participate and is cheaper to select procurement unit staffs. The study respondents were divided up into categories as described in table 1 above. There were three categories of participants, i.e., top management/executive, Procurement Professional or technocrats and other procurement staffs (User department, Contracts committee, Transport section, and stores). Top management was deliberately curved out as a category because, they make the decisions and many a times, they are passively involved in the procurement process. They normally wait for the reports about the progress of implemented policies whether occurring negatively or positively such that decision can be made and taken accordingly.  The respondents from each category were selected based on their level of involvement in the various procurement aspects. Purposively, top management staffs and technocrats were selected since they are more informed about the relationship between supplier client relationship management and public procurement performance at NMS, Uganda.
3.6 Data Collection Methods  
Data was collected from both primary and secondary sources. Qualitative and quantitative methods were used in the collection of data. Primary data was collected using self administered questionnaires and interviews. While secondary data was obtained from review of documents such as journals, reports, planning documents, memos, and files. The data was collected from NMS by the researcher and assisted by research assistants for convenience and speed. 

3.6.1. Questionnaire Survey method 
The questionnaire survey method was used to collect quantitative data to help produce inferential statistics and gather straightforward information relating to people’s behavior. Survey questionnaires helped to simplify and quantify people's behaviors and attitudes during the research. 
Questionnaires often make use of checklist and rating scales. A checklist used in this research is a list of behaviours, characteristics or other entities that the researcher is looking for. Either the researcher or survey participant simply checks whether each item on the list is observed, present or true or vice versa. They also known as Likert scales(Leedy and Ormrod, 2001)
3.6.2. Interview Method 
In-depth interviews are a dialogue between an interviewer and an interviewee. This method aimed at capturing of respondents’ perceptions in their own words to be able to present the meaningfulness of the experience from the respondent’s perspective. In case of this study, face to face interviews were conducted.

3.6.3 Observation Method

Observation method is a method under which data from the field is collected with the help of observation by the observer or by personally going to the field. In the words of Young P.V “Observation may be defined as systematic viewing coupled with consideration of seen phenomenon”
Observation was made of what people do and say in this research. This provided an opportunity to collect data on a wide range of behaviors, capture a great variety of interactions, openly explore and understand the context within which the project operates.

3.7 Data collection instruments

3.7.1 Interview Guide: 
In-depth interviews were conducted using the interview guide. The interview guide was unstructured and semi-structured. For either technique, the method enabled the researcher to collect accurate information from the officials who were selected to participate as key informants; because, they have a wealth of experience and knowledge in procurement processes and practices. The instrument was as well used to ensure that reliable information is gathered; because, it facilitates a deeper investigation into the topic under study. It will help the researcher to explain or clarify questions thereby increasing likelihood of useful responses. The interviews only applied to members of the only top management. 

3.7.2 Questionnaire: 
A five Likert-scale questionnaire was used to investigate the relationship between supplier-client relationship management and public procurement performance of NMS. The questionnaire was designed according to the objectives and study variables and responses to the questions were anchored on a five (5) point Likert scale ranging from 5- strongly agree to 1 - strongly disagree. The questionnaire was applied to all employees of NMS and the members selected in the researcher’s sample size.

3.7.3 Observation checklist

A checklist was designed containing different areas that the researcher sought to observe in the field as per the public procurement performance in NMS. According to Sekaran (2003), observation checklist was important because it clearly enabled the researcher to witness events as they unfolded for evidential reporting. The checklist had particulars of items for observation while undertaking the study by themes.
3.8 Quality control

3.8.1Validity
The validity of the questionnaires was established using the content validity test. Using the ratings the content validity indices were computed. The Cronbach Alpha method of internal consistency was used to compute the reliability of the measures of the variables of the study using various questionnaire items administered to respondents (Kothari, 1990).

Table 2 Content Validity Indices for the Questionnaire

	Variable 
	Description 
	No. of Items 
	Content validity index 

	Independent 
	Supplier development 
	10
	.788

	
	Information sharing   
	10
	.761

	
	Supplier collaboration 
	10
	0.78

	Dependent 
	Public Procurement performance    
	10
	.0743


Source: Primary data

According to Content Validity Index (CVI), the questionnaire was considered valid since all the coefficients in Table 2 were above 0.7 which is the least recommended CVI in survey studies (Amin, 2004; Gay, 1996).

3.8.2 Reliability

Gay (1996) defined reliability as the degree of consistency that the instrument demonstrates. After pilot testing in the field, reliability of the instrument, on multi-item variables (i.e. SRM and public procurement performance) was tested via the Cronbach Alpha Method provided by Statistical Package for the Social Scientists (Foster, 1998). The researcher used this method because it was expected that some items or questions would have several possible answers. The researcher established reliability of the questionnaires by computing the alpha coefficient of the items (questions) that constituted the dependent variable and that of the items that constituted the independent variable. The results are shown in Table 4:

Table 3 Reliability indices for the respective sections of the questionnaire

	Variable 
	Description 
	No. of Items 
	Cronbach alpha 

	Independent 
	Supplier development 
	10
	.831

	
	Information sharing   
	10
	.767

	
	Supplier collaboration 
	10
	.761

	Dependent 
	Public Procurement performance    
	10
	.767


Source: Primary data
According to Cronbach Alpha Coefficient Test (Cronbach, 1971), the questionnaire was considered reliable since all the coefficients in Table 4 were above 0.7 which is the least recommended reliability alpha in survey studies (Amin, 2004; Gay, 1996 ).

3.9 Data collection procedure

After the approval of the proposal, a letter of introduction was secured from Uganda Management Institute, after which the researcher proceeded with pretesting the study instruments. The instruments were thereafter modified for the final data collection, with the help of the supervisors. Upon approval of the study tools, the researcher identified two research assistants to assist the researcher proceed with the study. These were trained and worked alongside the lead researcher to distribute the questionnaires. 
3.10 Data Analysis

 Data was analyzed both quantitatively and qualitatively.
3.10.1
Quantitative data analysis

Quantitative data analysis involved use of both descriptive and inferential statistics in the Statistical Package for Social Scientists (SPSS). Descriptive statistics entailed determination of measures of central tendency such as mean, mode, median; measures of dispersion such as range, variance, standard deviation; frequency distributions; and percentages. Data was processed by editing, coding, entering, and then presented in comprehensive tables showing the responses of each category of variables. Inferential statistics included correlation analysis using a correlation coefficient and regression analysis using a regression coefficient in order to answer the research questions. According to Sekaran (2003), a correlation study is most appropriate to conduct the study in the natural environment of an organization with minimum interference by the researcher and no manipulation. A correlation coefficient was computed because the study entailed determining correlations or describing the association between two variables (Oso&Onen, 2008). At bivariate level, supplier-client relationship management as an independent variable was correlated with Public procurement performance as the dependent variable using Pearson’s Correlation Coefficient. 
3.10.2
Qualitative data analysis

Qualitative data analysis involved both thematic and content analysis, and, was based on how the findings related to the research questions. Content analysis was used to edit qualitative data and reorganize it into meaningful shorter sentences. Thematic analysis was used to organize data into themes and codes were identified (Sekaran, 2003). After data collection, information of same category was assembled together and their similarity with the quantitative data created, after which a report was written. Qualitative data was interpreted by composing explanations or descriptions from the information. The qualitative data was illustrated and substantiated by quotation or descriptions.

3.11
Measurement of Variables

Mugenda and Mugenda (2003) support the use of nominal, ordinal, and Likert type rating scales during questionnaire design and measurement of variables. The nominal scale was used to measure such variables as gender and terms of employment, among others. The ordinal scale was employed to measure such variables as age, level of education, years of experience, among others. The five point Likert type scale (1- strongly disagree, 2-disagree, 3-not sure, 4- agree and 5-Strongly agree) was used to measure the independent variable (SRM) and the dependent variable (public procurement performance). The choice of this scale of measurement is that each point on the scale carries a numerical score which is used to measure the respondent’s attitude and it is the most frequently used summated scale in the study of social attitude. According to Mugenda and Mugenda (2003) and Amin (2005), the Likert scale is able to measure perceptions, attitudes, values and behaviors of individuals towards a given phenomenon.

3.12 Ethical considerations

The researcher employed confidentiality in the course of data collection for the information to be given. Here the researcher was anxious not to explode what key informants and employees said. The researcher also employed cooperation, whereby she was able to continuously operate with respondents to establish a concrete rapport and this induced respondents to tell what they wouldn’t have said. Participation was made voluntary to allow open expression in the research to exhaust facts related to the study area.
CHAPTER FOUR:
PRESENTATION, ANALYSIS AND INTERPRETATION OF RESULTS
4.1 Introduction

The study investigated the relationship between supplier-client relationship management and public procurement performance of NMS. In this chapter, the analysis and interpretation of the study results is presented.  The findings are presented according to the objectives of the study. Specifically, the chapter in turn presents the response rate, background characteristics of the respondents, and the empirical findings 
 4.2 Response rate

The response rate of the study was calculated using a formula:

 Actual responses   X 100
Targeted responses

The response rate findings are presented in Table 4 below.

Table 4: showing the response rate

	Tool 
	Target response
	Actual response 
	Response rate

	Questionnaire 
	80
	69
	86.3%

	Interview 
	25
	21
	84%

	Total 
	105
	90
	85.7%


Source: Primary data

From table 4 above, out of a total of 80 questionnaires administered, 69 were returned fully completed giving a response rate of 86.3%. Out of the 25 respondents targeted for interviews, only 21 were actually interviewed implying a response rate of 84%. Thus, giving an overall response rate of 90 was, thus, 85.7%. This response rate was over and above the 70% recommended by Mugenda and Mugenda (2003).

4.3 Background characteristics of the Respondents

The background information of respondents was observed by the study. These characteristics included; gender, age, level of education, the period respondents had spent in procurement service at NMS and the time taken dealing with suppliers. 

4.3.1 Sex distribution of the respondents 

The researcher took note of the distribution of the respondents according to sex, so as to ascertain whether it had an effect on procurement performance. Results are presented in figure 1. 
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Figure 1: Gender of the respondents
From figure 1, it is indicated that the majority of respondents in the study were males constituting 64%. Females on the other hand, were constituted 36% of the respondents. The implication of this finding was that no matter the disparity in percentage of males and females who attended the study, at least views of both sexes were captured which is too vital in making a critical analysis in the performance of public procurement. This made the study findings representative and, therefore, enabled generalizations
4.3.2 Age of the Respondents 

To establish the age of the respondents, respondents were asked to state their ages and below are the results that were recorded in figure 2.
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Source: Primary data

Figure 2: age of the respondents 

From figure 2, it was found out that most of the respondents had 40-49years and these took the highest toll of 44.1%. Those who were in the category of 30-39 constituted 33.7%, those who were above 50years took 11.6% and the last category of 20-29years were represented by 10.5%. These categories of years are associated and susceptible to have enough experience of what is exactly happening as far as the study is concerned.  

4.3.3 Level of Education of the Respondents 

Respondents were also asked to state their level of education and most of them indicated that they had a bachelor’s degree as shown in figure 3 in details below. 
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Figure 3: Level of education of the respondents 
Figure 3 indicates that most of the respondents had attained a bachelor’s degree of education and these constituted 43%. Those who had attained post-graduate diploma came second with 22% of the respondents. 19.7% of the respondents were diploma holders and the last category of 15.1% had a master’s degree of education. Basing on the above findings, most of the respondents had a bachelor’s degree and above, this means that the findings of the study were based on the people who had enough cognitive capacity to tell what is required to the study. 

4.3.4 Time spent working in NMS 

Respondents were also asked to state the time they had spent in NMS and their responses are what figure 4 indicates below. 
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Figure 4: Showing the Time spent in service 
Figure 4 above indicates that most of the respondents had worked in the service for 6-10years and these took 41.8%, 25.5% had spent in service for 1-5years. Those who had spent over 10years were represented by 23.2% and the last category which had spent in service for less than 1year was represented by 10.4%. On the other hand, among the interviewees, it was reported that most of the respondents constituting 53.8% had spent in service for 6-10years, those who had spent 1-5years and over 10years constituted 23% each. This therefore, means that the study was based on the people who had enough experience as far as supplier-client relationship management and public procurement performance is concerned since most of them had spent beyond 5years in the NMS.      

4.3.5 Time spent dealing with most of clients at NMS 

Respondents were also asked to state the time they had spent dealing with clients at NMS and their responses are what figure 5 indicates below. 
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Figure 5: Showing the Time spent dealing with clients
Figure 5 above indicates that most of the respondents had dealt with most of the clients between 5 to 9years and these took 68.6%. Those who had dealt with clients for the last 11-15years were represented by 23.1% and 8.1% had dealt with most of the respondents for over 15years. On the other hand, among the interviewees, it was reported that most of them 79% had dealt with most of the suppliers and clients for the last 15years and above and 21% had dealt with most of the clients for the last 10-15years. This thus implies that as per the number of years most respondents had dealt with most of the clients at NMS, it is crystal clear that they have enough experience in what they informed the study and their reportage is worth to be believed.  

4.4. Empirical results on the relationship between supplier – client relationship management and public procurement performance of National Medical Store, Uganda.
In this section, the research findings are presented as per the dependent and independent variables used by the study. These findings were thus obtained on supplier development, information sharing and supplier collaboration and public procurement performance of National Medical Stores. In this case therefore, to understand the relationship between supplier-client relationship management and public procurement performance of National Medical Stores (NMS), respondents were introduced to different pre-conceived statements as per each variable to listen to their views and below are the findings that were found on each dimension. 

4.4.1 Supplier Development and Public Private Performance 
To understand the relationship between supplier development and public procurement performance, procurement unit staffs in NMS ensure supplier development, the respondents were introduced different items to have their say.  Their responses were computed by making an aggregate of responses given by respondents to the 9-items and 5point Likert scale (1=Strongly Disagree, 2=Disagree, 3=Not sure, 4=Agree and 5=Strongly Agree), which sought to measure the prevalence of supplier development in NMS which were categorized according to their percentages and means as follows:

Table 5: Descriptive Statistics on Supplier Development and Public Private Performance 
	Items 
	1
	2
	3
	4
	5
	Mean

	NMS organizes training of public health service providers every year 
	13%
	7.8%
	13%
	38%
	27.6%
	3.51

	The pricing policy is jointly agreed on with our public health service providers
	11.8%
	13%
	5.2%
	47.3%
	22.3%
	3.54

	Supplier evaluation is periodically undertaken to ensure good quality of the goods and services
	7.8%
	14.4%
	9.2%
	28.9%
	36.8%
	3.78

	In most aspects of the relationship, the responsibility for getting things done is shared
	15.7%
	10.5%
	0%
	51.3%
	22.3%
	3.88

	There is high turn up for public health service providers in NMS workshops
	5.2%
	21%
	3.9%
	35.5%
	26.3%
	3.97

	Periodic supplier audits are undertaken to correct compliance errors in public health facilities
	14.4%
	6.5%
	11.8%
	34.2%
	30.2%
	4.00

	We openly advise public health service providers on the best technology to use in handling drugs  
	3.9%
	3.9%
	7.8%
	52.6%
	31.5%
	4.12

	NMS makes its supply plans for the next seasons together with its public health service providers in Uganda  
	2.6%
	2.6%
	6.5%
	53.9%
	34.2%
	4.14

	The technical abilities of the public health staffs in handling drugs are evaluated supplying to them
	3.9%
	5.2%
	0%
	40.7%
	50%
	4.18


Source: Primary data
The results in table 6 above revealed that the means for all items were above 3.5. Based on the scale of 1-strongly disagree to 5-strongly agree, any data mean of above 3.5 indicates existence of the variables understudy. This thus, statistically means that supplier development was available and continually observed by procurement staffs in NMS. This position was confirmed by the following items that had means above 3.5 included; The technical abilities of the public health staffs in handling drugs are evaluated supplying to them (4.18); NMS makes its supply plans for the next seasons together with its public health service providers in Uganda   (4.14); We openly advise public health service providers on the best technology to use in handling drugs (4.12); Periodic supplier audits are undertaken to correct compliance errors in public health facilities (4.00); There is high turn up for public health service providers in NMS workshops (3.97); In most aspects of the relationship, the responsibility for getting things done is shared (3.88); Supplier evaluation is periodically undertaken to ensure good quality of the goods and services (3.78); The pricing policy is jointly agreed on with our public health service providers (3.54) and NMS organizes training of public health service providers every year (3.51). 
Overall, the responses shown in the descriptive statistics show that majority of the respondents agreed to most of the opinions expressed to them, further showing that supplier relationship had an effect on procurement performance in NMS.

The responses obtained from the procurement officials in the questionnaire were closely similar with what key informants reported in interviews conducted. For instance, on 6 key informants visited, 100% admitted that supplier development was being ensured by the organization. Among the supplier development indicators they mentioned included; periodic supplier audits, technical abilities of suppliers ensured, pricing policy, workshops conducted and training. One of the executive had this to say,

We work in an environment that is too demanding but we have always ensured that our clients are brought together and train them on what and how our relationship must be coordinated over time…this has really improved on the quality of services we provide at NMS…”

However, basing on the observation checklist used, it seemed contrary to what majority of respondents reported. For instance, it was evident that NMS had supply plans but such plans were not being communicated to all users. NMS still lacked bids evaluation reports and lacked clear schedules on inventory. 

Basing on the primary findings obtained from respondents, it is crystal clear that supplier development was prevalent in NMS because most of the responses were agreed on and continually supported by the key informants, however, it was not supported by observation checklists used. 

4.4.1.1 Correlation results for supplier development and public procurement performance in NMS  

The first null hypothesis stated, “There is a positive relationship between supplier development and public procurement performance of NMS” Spearman correlation coefficient (r) was used to test the hypothesis. Table 7 presents the test results.
Table 6: Correlation results for supplier development and public procurement performance in NMS  

	
	
	
	Supplier development    
	Public procurement performance  

	Spearman's rho
	Supplier development 
	Correlation Coefficient
	1.000
	.453**

	
	
	Sig. (1-tailed)
	.
	.005

	
	
	N
	86
	86

	
	Public procurement performance 
	Correlation Coefficient
	.532**
	1.000

	
	
	Sig. (1-tailed)
	.005
	.

	
	
	N
	86
	86


Source: Primary data

Findings show that there was a moderate positive correlation (
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 = .453) between supplier development and public procurement performance. The coefficient of determination (
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2 = .005) shows that supplier development accounted for 5% change in public procurement performance. These findings were subjected to a test of significance (p) and it is shown that the significance of the correlation (p = .000) is less than the recommended critical significance at 0.05. Thus, the relationship was significant. Because of this, the hypothesis “There is a positive relationship between supplier development and public procurement performance of NMS” “was accepted. 

Thus, the implication of the findings was that supplier development had a significant positive influence on public procurement performance in NMS. The moderate influence implies that a change in supplier development relates to a moderate change in public procurement performance. The positive nature of the correlation implied that the change in supplier development and public procurement performance was in the opposite direction whereby improvement in public procurement performance was contributed by high observance of supplier development and vice versa.

4.4.1.2 Regression results for supplier development and public procurement performance in NMS  

A further analysis was conducted using a regression to determine the influence of dimensions of supplier development on public procurement performance. Findings are presented in Table 8, accompanied by analysis and interpretation.
Table 7: Model summary for supplier development and public procurement performance 

	Regression Statistics
	
	
	
	

	Multiple R
	.551
	
	
	
	

	R Square
	.304
	
	
	
	

	Adjusted R Square
	.277
	
	
	
	

	Standard Error
	3.936
	
	
	
	

	Observations
	86
	
	
	
	

	
	
	
	
	
	

	ANOVA
	
	
	
	
	

	 
	df
	SS
	MS
	F
	Sig F

	Regression
	2
	344.9
	172.5
	11.1
	.000

	Residual
	51
	789.9
	15.5
	
	

	Total
	53
	1134.8
	 
	 
	 

	
	
	
	
	
	

	 
	Coefficients
	Standard Error
	t Stat
	P-value
	 

	Intercept 
	34.66
	3.80
	9.12
	.000
	

	Supplier development 
	.23
	.40
	-3.11
	.011
	


Source: Primary data

Findings in Table 8 show a moderate linear relationship (Multiple R = .551) between supplier development and public procurement performance. The adjusted R Square shows that supplier development accounts for 27.7% change in employee performance. These findings were subjected to an ANOVA test, which showed that the significance (Sig F = .000) of the Fishers ratio (F = 11.1) was less than the critical significance at .05. Hence, the findings were accepted. Interview findings supported the findings obtained from questionnaires. In particular, key informants considered supplier development among the most important factors that increase public procurement performance. 

 4.4.2 Information sharing and public procurement performance 

To establish the relationship between information sharing and public procurement performance, the respondents were introduced different items to have their say.  Their responses were computed by making an aggregate of responses given by respondents to the 10-items and 5point Likert scale (1=Strongly Disagree, 2=Disagree, 3=Not sure, 4=Agree and 5=Strongly Agree), which sought to measure the prevalence of information sharing which were categorized according to their percentages and means as follows:

Table 8: Descriptive Statistics on the findings on Information sharing and public procurement performance 
	Items 
	1
	2
	3
	4
	5
	Mean

	We believe public health service providers freely share important information that is of interest to us
	21%
	30.2%
	18.4%
	22.3%
	21%
	3.09

	Public health service providers share with us information about relevant third parties for our successful operations (e.g. technology companies, consultants etc) 
	9.2%
	19.7%
	32.8%
	25%
	14.4%
	3.14

	We share information on supply disruption with public health service providers 
	3.9%
	11.8%
	26.3%
	31.5%
	27.6%
	3.47

	Public health service providers always inform us in advance of changes in the need of drugs being supplied  
	1.3%
	21%
	35.5%
	21%
	21%
	3.49

	We share information on supply status with public health service providers 
	0%
	0%
	7.8%
	69.7%
	22.3%
	3.55

	We share information on price changes with public health service providers
	0%
	0%
	0%
	63.1%
	36.8%
	3.60

	We share information on inventory schedules with public health service providers in Uganda   
	23.6%
	36.8%
	30.2%
	6.5%
	3.9%
	3.63

	Public health service providers collaborate with us and always provide information we require 
	10.5%
	19.7%
	30.2%
	22.3%
	14.4%
	3.76

	We share information on inventory policy with public health service providers
	21%
	13%
	6.5%
	38%
	21%
	3.77

	The Public health service providers we collaborate with always inform us immediately if problems occur in their operations that may have an impact on our supplies. 
	11.8%
	25%
	0%
	48.6%
	15.7%
	4.06


Source: Primary data
The results in table 9 above revealed that the means for most of the items were above 3.5. It was found out that out of the 10-items that were introduced, 8-items had a data means above 3.5 and only 2-items had a data mean below 3.5. Based on the scale of 1-strongly disagree to 5-strongly agree, any data mean of above 3.5 indicates existence of the variables understudy. This thus, statistically means that information sharing was being emphasized in NMS. Among the items that confirms this statistical claim include; The Public health service providers we collaborate with always inform us immediately if problems occur in their operations that may have an impact on our supplies (4.06); We share information on inventory policy with public health service providers (3.77); Public health service providers collaborate with us and always provide information we require (3.76); We share information on inventory schedules with public health service providers in Uganda (3.63); We share information on price changes with public health service providers (3.60); We share information on supply status with public health service providers (3.50); Public health service providers always inform us in advance of changes in the need of drugs being supplied (3.49) and We share information on supply disruption with public health service providers (3.47). 
On the other hand, some of the items seemed to deny the above claim. Among these included; Information about relevant third parties for our successful operations (e.g. technology companies, consultants etc) (3.14) and we believe public health service providers freely share important information that is of interest to us (3.09). This implies that despite the fact that information sharing was being done but on small extent, most of the procurement staffs doubted whether NMS shared very well information regarding third parties and if it was done, they doubted whether it was being done freely. 
Interviews with the 6 key informants shed more light on information sharing in NMS and these were supportive of the findings obtained using questionnaire. Key informants revealed that information was being shared clearly between sup-pliers and clients. They opined that information offered to suppliers and clients were adequate. Indeed, emphasizing the information sharing, one key informant A said:

….we have so many frontiers where we always share information about what is taking place in NMS and all those clients who really need to have something to know, have always used such avenues like our website is fully working 24hours and it is ever updated….Our inventory policy is accessible and in case of supply disruptions, we have always been coming out to tell the public….

The above position was continually supported by observations done in NMS by the researcher. For instance, it was observed that NMS has enough workshops organized, letters to the Newspapers were available which meant that they are used to communicating and advertising and bids are openly publicized. Generally, findings show that information sharing according to all research tools used was satisfactory. 

4.4.2.1 Correlation results for information sharing and public procurement performance 

To test if there was a relationship between information sharing and public procurement performance of NMS, a spearman rho correlation coefficient was done by the study and the results are shown in Table 10 below. To verify this hypothesis, a null hypothesis was derived that there is a positive relationship between information sharing and public procurement performance of NMS.
Table 9: Correlation results for information sharing and public procurement performance 

	
	
	
	Information sharing 
	Public procurement performance  

	Spearman's rho
	Information sharing 
	Correlation Coefficient
	1.000
	.532**

	
	
	Sig. (1-tailed)
	.
	.013

	
	
	N
	86
	86

	
	Public procurement  performance 
	Correlation Coefficient
	.532**
	1.000

	
	
	Sig. (1-tailed)
	.013
	.

	
	
	N
	86
	86


Source: Primary data
Findings show that there was a moderate positive correlation (
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 = .532) between information sharing and public procurement performance. Since the correlation do imply causal-effect as stated in the first objective, the coefficient of determination (
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2 = .013), which is a square of the correlation coefficient was computed and expressed as a percentage to determine the change in public procurement performance due to information sharing. Thus, findings show that information sharing accounted for 13% change in public procurement performance. These findings were subjected to a test of significance (p) and it is shown that the significance of the correlation (p = .013) is less than the recommended critical significance at 0.05. Thus, the effect was significant. Because of this, the hypothesis “There is a positive relationship between information sharing and public procurement performance of NMS” was accepted. 

The implication of these findings is that “There is a positive relationship between information sharing and public procurement performance of NMS”. The moderate influence implied that a change in information sharing contributed to a moderate change in public procurement performance. The positive nature of the influence implied that the change in information sharing and public procurement performance was in the opposite direction whereby improvement in information sharing contributed to high public procurement performance and vice versa.

4.4.2.2 Regression results for information sharing and public procurement performance 

Further analysis was conducted using a regression to determine the influence of information sharing on public procurement performance. Findings are presented in Table 11, accompanied with an analysis and interpretation.

Table 10: Model summary for information sharing and public procurement performance 

	Regression Statistics
	
	
	
	

	Multiple R
	.642
	
	
	
	

	R Square
	.412
	
	
	
	

	Adjusted R Square
	.389
	
	
	
	

	Standard Error
	3.618
	
	
	
	

	Observations
	86
	
	
	
	

	ANOVA

	 
	df
	SS
	MS
	F
	Sig F

	Regression
	2
	467.1
	233.6
	17.8
	.000

	Residual
	51
	667.7
	13.1
	
	

	Total
	53
	1134.8
	 
	 
	 

	
	
	
	
	
	

	 
	Coefficients
	Standard Error
	t Stat
	P-value
	 

	Intercept
	3.28
	3.33
	9.09
	.000
	

	Information sharing  
	-.01
	.14
	-.07
	.943
	


 Source: Primary data
Findings in Table 11 show that there is a moderate linear relationship, as evidenced by the adjusted R Square of .389, between information sharing and public procurement performance. Going by the adjusted R Square, it is shown that information sharing account for 38.9% change in public procurement performance. These findings were subjected to an ANOVA test, to confirm the model summary. Results showed that ‘F’ (Fisher’s ratio) was significant (Sig F = .000) at 17.8 and therefore confirmed the effect of information sharing on procurement performance in NMS. 
4.4.3 Supplier Collaboration and Public Procurement Performance  
To establish the relationship between supplier collaborations on public procurement performance of NMS, the respondents were introduced different items to have their say.  Their responses were computed by making an aggregate of responses given by respondents to the 10-items and 5point Likert scale (1=Strongly Disagree, 2=Disagree, 3=Not sure, 4=Agree and 5=Strongly Agree), which sought to measure the prevalence of supplier collaboration which was categorized according to their percentages and means as follows:

Table 11: Descriptive Statistics on Supplier Collaboration and Public Procurement Performance  
	Items 
	1
	2
	3
	4
	5
	Mean

	We frequently share benefits of this relationship with public health service providers
	9%
	36%
	33%
	16.5%
	4.5%
	2.71

	When un expected situations arise, public health service providers always act in a manner that is favorable to us
	4.5%
	27%
	33%
	30%
	4.5%
	3.03

	We usually have joint investments with public health service providers
	3%
	28.5%
	31.5%
	30%
	6%
	3.08

	We frequently share losses resulting from our relationship with public health service providers
	1.5%
	22.5%
	27%
	24%
	24%
	3.42

	The public health service providers we collaborate with always keep their promises
	4.5%
	6%
	24%
	34.5%
	30%
	3.43

	We usually have joint agreements on supply changes with public health service providers
	1.5%
	15%
	42%
	18%
	22.5%
	3.43

	We always receive a good response from public health service providers we collaborate with
	9%
	6%
	10.5%
	45%
	28.5%
	3.79

	The public health service providers we collaborate with are very competent
	0%
	10.5%
	25.5%
	36%
	27%
	3.89

	We perceive that public health service providers are reliable in their collaborative arrangements with NMS
	3%
	3%
	22.5%
	40.5%
	30%
	3.92

	We have confidence in public health service providers we collaborate with
	3%
	4.5%
	13.5%
	43.5%
	34.5%
	4.03


Source: Primary data
The results in table 12 above revealed that the means for most of the items were below 3.5. It was found out that out of the 10-items that were introduced, 6-items had a data means below 3.5 and 4-items had a data mean above 3.5. Based on the scale of 1-strongly disagree to 5-strongly agree, any data mean of above 3.5 indicates non-existence of the variables understudy. This thus, statistically means that supplier collaboration in NMS was not convincingly available. Among the items that confirms this statistical claim included; We always receive a good response from public health service providers we collaborate with (3.43); The public health service providers we collaborate with always keep their promises (3.43); We frequently share losses resulting from our relationship with public health service providers (3.42); When un expected situations arise, public health service providers always act in a manner that is favorable to us (3.08); When un expected situations arise, public health service providers always act in a manner that is favorable to us (3.03); We frequently share benefits of this relationship with public health service providers (2.71). 
On the other hand, some of the responses that were in support of existence of supplier collaboration in NMS included; we have confidence in public health service providers we collaborate with (4.03); We perceive that public health service providers are reliable in their collaborative arrangements with NMS (3.92); The public health service providers we collaborate with are very competent (3.89); We always receive a good response from public health service providers we collaborate with (3.79). 

Interviews with the key informants shed more light on supplier collaboration in NMS were supportive of the findings obtained using questionnaire. Key informants revealed that collaboration with suppliers and clients has not been adequately achieved. They opined that promises are not well respected, losses are not evenly shared and there were issues of unreliability. To emphasize this position, one key informant D said:

….most of the people we deal with aim at making a lot of profits and do not aim to make long term relationship with NMS and this has affected our work….I have been realizing overtime that few suppliers and public health staffs here keep promises…..

Similarly, key informant B had this to say:

We have endeavored to collaborate with all our suppliers and even clients but it appears that few respects such arrangement, they tend to look at us as a government entity which doesn’t aim at making money, they find no importance of making consistent relationship with us. 

The quotation suggests that supplier collaboration is not properly done in the procurement units of NMS and this was clearly ascertain by a number of observation results got at NMS. For instance, it was observed that NMS has no enough certificates of work completion, scrap books and monitoring contracts. All these are essential in supplier collaboration. 

Generally, findings show that supplier collaboration to procurement staffs was not satisfactory. From the conceptual framework, the explanation was that if this happens to be the case, public procurement performance would be high. 

4.4.3.1 Correlation results for supplier collaboration and public procurement performance 

To test if there was a relationship between supplier collaboration and public procurement performance in NMS, a spearman rho correlation coefficient was done by the study and the results are shown in Table 13 below. To verify this hypothesis, a null hypothesis was derived that ‘There is a positive relationship between supplier collaboration and public procurement performance of NMS’

Table 12: Correlation results for supplier collaboration and public procurement performance 

	
	
	
	Supplier collaboration 
	Public procurement performance    

	Spearman's rho
	Supplier collaboration 
	Correlation Coefficient
	1.000
	-.433**

	
	
	Sig. (1-tailed)
	.
	.283

	
	
	N
	86
	86

	
	Public procurement performance 
	Correlation Coefficient
	-.433**
	1.000

	
	
	Sig. (1-tailed)
	.283
	.

	
	
	N
	86
	86


Source: Primary data
Findings show that there was a moderate negative correlation (
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 = -.433) between supplier collaboration and public procurement performance. Since the correlation does not imply causal-effect as stated in the first objective, the coefficient of determination (
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2 = .283), which is a square of the correlation coefficient was computed and expressed as a percentage to determine the change in public procurement performance due to supplier collaboration. Thus, findings show that supplier collaboration accounted for 28.3% change in public procurement performance. These findings were subjected to a test of significance (p) and it is shown that the significance of the correlation (p = .000) is less than the recommended critical significance at 0.05. Thus, the effect was significant. Because of this, the hypothesis “There is a positive relationship between supplier collaboration and public procurement performance of NMS” was accepted. 

The implication of these findings is that there was a positive relationship between supplier collaboration and public procurement performance of NMS. The moderate influence implied that a change in supplier collaboration contributed to a moderate change in public procurement performance. The negative nature of the influence implied that the change in supplier collaboration and public procurement performance was in the opposite direction whereby improvement in supplier collaboration contributed to less public procurement performance and vice versa.

4.4.3.2. Regression results for supplier collaboration and public procurement performance 

Further analysis was conducted using a regression to determine the influence of supplier collaboration on public procurement performance. Findings are presented in Table 14, accompanied with an analysis and interpretation.

Table 13: Model summary for supplier collaboration and public procurement performance 

	Regression Statistics
	
	
	
	

	Multiple R
	.742
	
	
	
	

	R Square
	.412
	
	
	
	

	Adjusted R Square
	.289
	
	
	
	

	Standard Error
	3.618
	
	
	
	

	Observations
	86
	
	
	
	

	ANOVA

	 
	df
	SS
	MS
	F
	Sig F

	Regression
	2
	467.1
	233.6
	17.8
	.000

	Residual
	86
	667.7
	13.1
	
	

	Total
	84
	1134.8
	 
	 
	 

	
	
	
	
	
	

	 
	Coefficients
	Standard Error
	t Stat
	P-value
	 

	Intercept
	3.28
	3.33
	9.09
	.000
	

	Supplier collaboration  
	-.01
	.14
	-.07
	.943
	


 Source: Primary data

Findings in Table 14 show a strong linear relationship (Multiple R = .642) between supplier collaboration and public procurement performance in NMS. Going by the adjusted R Square, it is shown that supplier collaboration account for 18.9% change in public procurement performance. These findings were subjected to an ANOVA test, which showed that the significance (Sig F = .000) of the Fishers ratio (F = 17.8) was less than the critical significance at .05. Hence, the findings were accepted.

CHAPTER FIVE:
SUMMARY, DISCUSSION, CONCLUSIONS AND RECOMMENDATIONS

5.1 Introduction

The study investigated the relationship between supplier-client relationship management and public procurement performance of government agencies. This chapter provides a summary of the key study findings, discusses the empirical results in view of the research objectives, draws conclusions and finally gives recommendations.

5.2 Summary

5.2.1 Supplier development and public procurement performance in government agencies 
Supplier development has a significant effect on public procurement performance of government agencies. In particular, the positive moderate effect implied that a change in supplier development contributed to a moderate change in public procurement performance whereby improvement in supplier development caused improvement in public procurement performance and vice versa. 

5.2.2 Information sharing and public procurement performance in government agencies 
Information sharing had a moderate positive effect on public procurement performance whereby improvement in information sharing caused an increase in public procurement performance in government agencies and vice versa. 

5.2.3 Supplier collaboration and public procurement performance in government agencies 
Supplier collaboration had a moderate negative effect on public procurement performance in government agencies whereby improvement in supplier collaboration caused a reduction in public procurement performance and vice versa. 

5.3 Discussion of findings 

5.3.1 Supplier development and public procurement performance in government agencies
The findings indicated that there was a significant effect of supplier development on public procurement performance of government agencies in Uganda. Braton and Jeffrey (2002) support the findings that supplier development highly affects public procurement performance in an organization. Furthermore, Namutebi (2006) was in agreement the findings of this study in her study about supplier development and public procurement performance; she established that when supplier development is done in form of training suppliers, this can lead to improvement in delivery of procurement services.  

Congruent with the study findings, Nagurney (2010) compliments the above when he argues that supplier-buyer relationships have today become the backbone of economic activities in the modern world and a focal point of organizational competitiveness, performance and long-term business success. The contribution of suppliers to global economy is recognized and well documented. Given their importance, it is vital that the suppliers are developed so that the buying firms’ competitiveness and performance is enhanced. 

Direct supplier development is regularly interpreted as the buying firm playing an active role in the supplier development effort by the dedication of capital and/or human resources (Krause et al., 2000). Specific activities included in the direct supplier development classification are the buying firm’s training of supplier personnel (Monczka, et al, 2008), temporary exchange of personnel between the two firms (Krause, 1997) and direct investments by the buying firm in the supplier (Krause et al, 2000). The direct investments can be allocated to the supplier as plain financial resources or the buying company can purchase equipment for the supplier, among others. A second classification of supplier development strategies noted in the literature can be considered an extension of the indirect and direct distinction. For this reason, this second classification implicitly divides supplier development strategies on the basis of resources committed to the supplier being developed (Kraus et al, 2002). This was completely contrary to what was found out in this study. 

Gordon (2008) in line with the above findings had earlier ascertained that supplier evaluation is also a process applied to current suppliers in order to measure and monitor their performance for the purposes of reducing costs, mitigating risk and driving continuous improvement. Supplier evaluation is a continual process within purchasing departments and forms part of the pre-qualification step within the purchasing process; although in many organizations it includes the participation and input of other departments and stakeholders Their processes often take the form of either a questionnaire or interview, sometimes even a site visit, and include appraisals of various aspects of the supplier's business including capacity, financials, quality assurance, organizational structure and processes and performance (Monczka et al. 2008). 

5.3.2 Information sharing and public procurement performance in government agencies
The findings indicated a significant positive effect of information sharing on public procurement performance of government agencies in Uganda. Findings of this research support other studies, which also established that better information sharing contribute to high public procurement performance while poor information sharing contribute to poor public procurement performance. Hammer (2007) established that undertaking of information sharing contributes to public procurement performance. According to (Carr and Kaynak, 2007), information sharing within an organization has significant effects on sharing information between organizations and support of supplier development. Information sharing within the firm turns out to be a coordinating machine for encouraging the collaboration. It is essential to provide efficient support for suppliers (Dewitt and Jones, 2001). 

Bhatt (2000) indicated a similar argument like the findings above. He argued that information sharing can be most effective and least disruptive for all concerned when done by implementing the available technological tools, which would accomplish the process in a controlled and secured way thereby streamlining the global supply chain operations. Collaborative Planning, Forecasting and Replenishment workflows and solutions exist in the supply chain process to enhance supply chain integration and data sharing across enterprises but very few companies effectively use it to their competitive advantage (Bhatt, 2000). 

Dewett and Jones (2001) contrary to the position of the findings above, pointed at some traditional communication ways such as face-to-face, fax, telephone effectively facilitate exchanging information which provides a useful connection between buyers and suppliers. Besides, using advanced communication methods such as EDI, ERP, Email, computer to computer links make wider and better information gathering concerning business transaction and make possible user involvement in a diversity of information network (Bhatt, 2000). The communication media is working to make easy communication between buyer and supplier is an important factor in effective supplier development.

OECD (2007) in a related observation found out that ensuring transparency of the procurement process is an important determinant of efficiency because it enhances and encourages competition by giving all potential suppliers a chance to bid. Transparency is crucial for sound decision making in procurement. There was an agreement that transparency is among the most effective deterrents to corruption in public procurement (OECD, 2007). Transparency procedures allow a wide variety of stakeholders to scrutinize public officials’ and contractors’ decision and performance (OECD, 2007). This is used as a mechanism to keep procurement officials and contractors accountable. Thus lack of transparency leads to lack of accountability.
5.3.3 Supplier collaboration and public procurement performance in government agencies
The findings indicated that supplier collaboration has negative impact on public procurement performance of government agencies. Supplier collaboration was conceptualized to mean supplier appraisal, supplier motivation and loss and gain sharing. Findings of this research support other studies, which also established that better supplier collaboration contribute to high public procurement performance while poor supplier collaboration contribute to poor public procurement performance. Cole (1997) established that supplier collaboration contributes to public procurement performance. However, Togar and sridharan (2002) look at supplier collaboration as “two or more chain members working together to create a competitive advantage through sharing information making joint decisions and sharing benefits which result from greater profitability of satisfying customer needs than acting alone (Togar and sridharan,2002) buyer\supplier collaboration is departure from the anchor point of discreteness that underlies business transactions to a relational exchange as the roles of supplier and buyer are no longer narrowly defined in terms of simple transfer of ownership of products (Mac Neil, 2004). To him, public procurement performance cannot be achieved by supplier collaboration but rather a well developed supply plan. 

Thai (2004) on contrary to the findings above adds that the forward-looking enterprises today are dynamic; they collaborate with suppliers, customers and even with competitors; share information and knowledge aiming to create a collaborative supply chain that is capable of competing if not leading the particular industry. Hence, gaining competitive edge under such a cut-throat environment becomes increasingly difficult, if not impossible. Collaboration is a value adding resource for firms seeking to reduce cost, increase their agility and satisfy their clients (Spekman et al., 1994). Collaborative relationships revitalize information flows which contribute to the lowering of enterprise operational expenses and collaborating partners to proactively adjust their operations to the market trends thereby helping to mitigate losses and increase supply chain agility. 

Simchi-Levi et al. (2002) argue that “collaborative partnerships between suppliers and manufacturers may have a significant impact on Supply Chain performance.” According to Simatupang and Sridharan (2002), the constructs of collaborative relationships are information sharing, decision synchronization and incentive alignment. Collaboration aims at win – win situations where partners engage in joint efforts through information exchange. 

Fogg, (2006) looks supplier collaboration as a form of supplier appraisal which must involve a pre-commitment assessment of a potential supplier’s capability of controlling quality, delivery, cost and all other factors forming of a buyer’s requirement. He further adds that the objective of supplier appraisal is to understand whether the suppliers can meet the requirements of the purchasing firm. This is because suppliers can have a significant impact on the success or failure of the organization. As a result, one of purchasing key activities is securing the best suppliers, in terms of value for money to operate within the supply chain (Ford, 2006). Pre-contact supplier appraisals for strategic suppliers are part of good procurement practice. They would help to mitigate against a catastrophic failure due to supplier failure within the supply chain. In addition, supplier appraisals have the benefits like determining that the supplying organization has the capacity for operation in line with business requirements and an evaluation of supplier will form part of a strategic process and identify the gap between current performance and future performance that is required (De Sousa, 2006).

Furthermore, Balakrishan, (2004) asserts that a more ambitious trend has been the conscious assessment and validation of supplier networks and the development of collaborative or partnerships between buyers and suppliers. Storey, (2002) adds that, such schemes are of strategic significance than simply of tactical gains. Therefore success is derived from all members of the supply chain adding superior value to their product/services and delivering them more efficiently than competitors (Storey, 2006).

Supplier development programs need to include a motivational element, (Wells, 2006). He states that there are often two key components of a motivation strategy which include; gain sharing which used in a number of industries and these enable the pursuit of quality, efficiency and affordability without eroding suppliers’ profit margins and supplier award programs.

Heide and John (2009) and Krause (2006) propose that the expectation of relationship is important for motivating collaboration in inter-organizational relationships. Simatupang and Sridharan (2005) noted that information sharing joint decision making and incentive alignment are factors that facilitate collaborative action through information exchange between the buyer and supplier.

According to Day, (1995); collaboration of units by linking themselves together could become a trend in the future. If saving costs, elimination of barriers caused by distance and time, efficient use of scarce human resources in purchasing, increased reliability, and several others are the goals of collaboration, then developing countries and Africa in particular are qualified to be the home of collaboration. We continue to witness low levels of purchasing collaboration in African countries. For example, under the World Trade Organisation (WTO), participating members are supposed to ratify the Government Procurement Agreement (GPA). This is some kind of collaboration between the member countries. Of the 28 countries that had signed up to the GPA by 2003, none was from Africa, and there was no plan for any of the East African countries to join.

Buyer/supplier collaboration enhances procurement performance hence creating a competitive advantage through sharing information making joint decision, inter-organizational relationship. This indicates that the level of supply chain collaboration has an important interaction effect on the relation between external resources and buying firm performance, where collaborative forms of buyer-supplier exchange facilitate greater access to external resources.

The need to be competitive, flexible and efficient has forced companies to enter into collaborative relationships with suppliers and customers (Cousins, 1999; Hines, Lammings et al., 2000; Carr & Smeltzer, 1999). This has been necessitated by today’s competitive situations where true competitive battles are fought along a network of cooperating companies. These competitive battles are fought along supply chains, implying that a company is as strong as its weakest supply chain partner (Best, 1990; Veludo, Macbeth & Purchase, 2004). This chain-chain competition has started to take over enterprise-enterprise competition, although in less developed economies, enterprise-enterprise competition still exists on a widespread scale. 

Collaborating between supply results in substantial inventory reduction, cost savings, flexibility and reduced lead time; these aspects lead to improved supply chain management and performance (Lee et al., 1997; Doherty, 2001; Selen and Soliman, 2002).
Integrated supply chain operations through collaborative arrangements enable rapid response to market place changes (agility), improving supply chain performance (McHugh et al., 2003). This is in line with the study findings, however, Simatupang and Sridharan (2002) and Mclvor and Humphreys (2002) further contend that developing collaboration is a challenging task for supply chain members with many challenges / difficulties associated with it. This is not the case in NMS A lot of time, finances and effort have to be invested if the collaborative relationships are to work. Conflict between collaborative partners cannot be avoided and has to therefore be managed. This conflict can easily affect supply chain performance negatively. Lack of mutual trust also makes it hard for collaborative relationships to succeed and improve supply chain performance (Simatupang and Sridharan, 2002).

5.4 Conclusions

5.4.1. Supplier development and public procurement performance in government agencies
Findings of the study indicated that there was a positive significant relationship between supplier development and public procurement performance in government agencies of Uganda.

5.4.2. Information sharing and public procurement performance in government agencies 
Findings of this study showed that information sharing significantly influences public procurement performance of government agencies of Uganda.

5.4.3. Supplier collaboration and public procurement performance in government agencies 

Findings of this study showed that supplier collaboration significantly influences public procurement performance of government agencies in Uganda.

5.5 Recommendations

5.5.1 Supplier development and public procurement performance in government agencies
Based on empirical results, it is recommended that the management of government agencies in particular should introduce a policy of “supplier development”. It should focus on supplier training and enrolment in seminars and workshops, provide them with capital benefits to undertake their work. Additionally, trainings organized for suppliers, provision of managerial support employee conferences/seminars, and promotion based on merits need to be put into consideration if public procurement performance. 

5.5.2 Information sharing and public procurement performance in government agencies 
From the conclusions of this study, it is also recommended that the management of government agencies should adopt a resource center on the web where new inventories are periodically communicated and informed. All information can be reached with such new innovation. There is a need for government agencies to work closely with suppliers and be able to keep records about them. This will enable them to know very well who takes what and why. Additionally, it is recommended supply disruption need to be improved by installation of modern technologies and be in position to report immediately or fix it respectively.  
5.5.3 Supplier Collaboration and public procurement performance in government agencies

From the conclusions of this study, it is also recommended that the management of government agencies should endeavor to see that they always keep their promises while ensuring that losses resulting from the relationship with public health service providers are shared. When un expected situations arise, public health service providers always act in a manner that is favorable to all clients.

5.6 Limitations of the study

The study was successful, though some limitations were encountered. 

Some potential respondents who were considered to hold key policy information could not be reached for interview despite several reschedules. While some respondents considered it a waste of time as they had participated in such research previously, with no financial rewards. Time was lost as the researcher offered explanations that the study was purely for academic purposes. Some respondents failed to return the questionnaires issued to them, which was a limitation on the researcher’s progress as timelines, had to be revised and in some cases extra costs were incurred in availing extra questionnaires.

5.7 Contribution of the Study to Existing Body of Knowledge

While existing literature showed how supplier-client relationship management affected public procurement performance, none of the scholars gave evidence in the context of government agencies. Thus, the findings of this study provides this information about the effect of supplier development, information sharing and supplier collaboration affected on public private performance in government agencies, which can be referred to by other scholars.

5.8 Areas for Further Research

Wholesomely the study tried to meet and achieve the set objectives as shown in the write-up, however, in the process the researcher has observed certain areas that require further researcher. These include:

· The study was limited to two variables; supplier-client relationship management and public procurement. There is therefore a need for further study to take into consideration of considering more than one variable that may be affecting public procurement performance in the NMS because it may not only be SRM but also others

· The study was also limited to few dimensions and indicators of SRM and public procurement performance. There is a need for future research to replicate the findings employing multidisciplinary measures of SRM and wider coverage of public procurement performance because it is likely that employees in NMS fair badly against such dimensions and indicators of performance.  

· This study was limited to NMS. This makes the study limited to NMS and not in other government departments in Uganda. There is a need also for a further study to be replicated in other government departments and ministries to ascertain the similarity and differences in the findings. 
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APPENDIX I: QUESTIONNAIRE FOR PROCUREMENT UNIT STAFFS

Introduction 

Dear Respondent, 

The researcher is a student of Masters in Public Procurement (MPP) at Uganda Management Institute (UMI), Kampala, Uganda. She is undertaking a research to generate data and information on “Supplier-Client Relationship Management and Public Procurement Performance of National Medical Stores (NMS), Uganda.” You have been selected to participate in this study because the contribution you make to your organization is central to the kind of information required. The information you provide is solely for academic purposes and will be treated with utmost confidentiality. Kindly spare some of your valuable time to answer these questions by giving your views where necessary or ticking one of the alternatives given. Indeed your name may not be required. Thank you for your time and cooperation.
SECTION A: BACKGROUND DATA
Please circle the numbers representing the most appropriate responses for you in respect of the following items:

1. Your gender
a) Male


b) Female

 2. What is your age group? 

a) 20-29, 
b) 30-39, 
c) 40-49, 
d) 50 and above

3. What is your highest level of education?

a) Post Grad Diploma, 
b) Bachelor’s degree, 
c) Masters’ degree 
d) Doctorate


e) Others (specify) ---------------

4. Time spent in procurement service in NMS? 

……………………………………. 

5. How long have you dealt with most of your suppliers? 
……………………………………. 

SECTION B: INDEPENDENT VARIABLE: SUPPLIER-CLIENT RELATIONSHIP MANAGEMENT  

i) Supplier development 

In this section please tick in the box that corresponds to your opinion/view according to a scale of 1 = Strongly Disagree, 2 = Disagree, 3 = Not Sure, 4 = Agree, 5 = Strongly Agree

	No
	Statement
	1
	2
	3
	4
	5

	1
	NMS organizes training of public health service providers every year 
	
	
	
	
	

	2
	There is high turn up for public health service providers in NMS workshops 
	
	
	
	
	

	3
	The pricing policy is jointly agreed on with our public health service providers 
	
	
	
	
	

	4
	Supplier evaluation is periodically undertaken to ensure good quality of the goods and services
	
	
	
	
	

	5
	In most aspects of the relationship, the responsibility for getting things done is shared
	
	
	
	
	

	6
	NMS makes its supply plans for the next seasons together with its public health service providers in Uganda  
	
	
	
	
	

	7
	We openly advise public health service providers on the best technology to use in handling drugs  
	
	
	
	
	

	8
	The technical abilities of the public health staffs in handling drugs are evaluated supplying to them 
	
	
	
	
	

	9
	Periodic supplier audits are undertaken to correct compliance errors in public health facilities
	
	
	
	
	


ii) Information sharing 

In this section please tick in the box that corresponds to your opinion/view according to a scale of 1 = Strongly Disagree, 2 = Disagree, 3 = Not Sure, 4 = Agree, 5 = Strongly Agree

	No.
	Statement 
	1
	2
	3
	4
	5

	1
	We share information on inventory schedules with public health service providers in Uganda   
	
	
	
	
	

	2
	We share information on price changes with public health service providers 
	
	
	
	
	

	3
	Public health service providers share with us information about relevant third parties for our successful operations (e.g. technology companies, consultants etc) 
	
	
	
	
	

	4
	We share information on supply disruption with public health service providers 
	
	
	
	
	

	5
	We share information on inventory policy with public health service providers 
	
	
	
	
	

	6
	Public health service providers always inform us in advance of changes in the need of drugs being supplied  
	
	
	
	
	

	7
	We share information on supply status with public health service providers 
	
	
	
	
	

	8
	We believe public health service providers freely share important information that is of interest to us 
	
	
	
	
	

	9
	Public health service providers collaborate with us and always provide information we require 
	
	
	
	
	

	10
	The Public health service providers we collaborate with always inform us immediately if problems occur in their operations that may have an impact on our supplies. 
	
	
	
	
	


iii) Supplier collaboration 

In this section please tick in the box that corresponds to your opinion/view according to a scale of 1 = Strongly Disagree, 2 = Disagree, 3 = Not Sure, 4 = Agree, 5 = Strongly Agree

	No.
	Statement
	1
	2
	3
	4
	5

	1
	We frequently share benefits of this relationship with public health service providers
	
	
	
	
	

	2
	We perceive that public health service providers are reliable in their collaborative arrangements with NMS
	
	
	
	
	

	3
	We frequently share losses resulting from our relationship with public health service providers
	
	
	
	
	

	4
	We usually have joint investments with public health service providers
	
	
	
	
	

	5
	We usually have joint agreements on supply changes with public health service providers
	
	
	
	
	

	6
	We have confidence in public health service providers we collaborate with
	
	
	
	
	

	7
	The public health service providers we collaborate with always keep their promises 
	
	
	
	
	

	8
	The public health service providers we collaborate with are very competent 
	
	
	
	
	

	9
	We always receive a good response from public health service providers we collaborate with 
	
	
	
	
	

	10
	When un expected situations arise, public health service providers always act in a manner that is favorable to us
	
	
	
	
	


SECTION C: INDEPENDENT VARIABLE: PUBLIC PROCUREMENT PERFORMANCE  

In this section please tick in the box that corresponds to your opinion/view according to a scale of 1 = Strongly Disagree, 2 = Disagree, 3 = Not Sure, 4 = Agree, 5 = Strongly Agree

	No.
	Statement
	1
	2
	3
	4
	5

	1
	The quality of supplies has increased in drugs in the supply chain    
	
	
	
	
	

	2
	There is compliance with the new PPDA act, 2013 in drug supplies 
	
	
	
	
	

	3
	Complaints resulting from inadequate drugs in the health supply and chain systems have reduced 
	
	
	
	
	

	4
	Client’s complaints are carefully handled
	
	
	
	
	

	5
	Lack of drugs in medical centers has reduced 
	
	
	
	
	

	6
	All public health units are well stocked 
	
	
	
	
	

	7
	 Delays in distribution of drugs in health centers has completely reduced 
	
	
	
	
	

	8
	NMS has had no drugs getting expired in its stores 
	
	
	
	
	

	9
	Value for money can be realized in health public procurement 
	
	
	
	
	

	10
	Drugs are delivered in time all over the country 
	
	
	
	
	


THANK YOU FOR YOUR PARTICIPATION!

APPENDIX II: INTERVIEW SCHEDULE FOR EXECUTIVES AND TECHNOCRATS  

1. Position in NMS ……………………………………………………………….. 

2. Department /Section……………………………………………………………………. 

1. a) Does NMS carry out supplier development? Please tick the appropriate option.

a)                                           b)

If so, in what ways? (Probe for supplier training, capital provisions and advisory and technical support)

………………………………………………………………………………………………………………………………………………………………………….

Has supplier development improved on public procurement performance?

……………………………………………………………………………………………………………………………………………………………………………………………………………… 

2a) a) Does NMS share information with its buyers? Please tick the appropriate option.

a)                                           b)

If so, in what ways? (effective communication at board level, administrative and operational level)

………………………………………………………………………………………………………………………………………………………………………….

Has information sharing improved on public procurement performance?

……………………………………………………………………………………………………………………………………………………………………………………………………………… 

3a) Does NMS carry out supplier collaboration? Please tick the appropriate option.

a)                                           b)

If so, in what ways? (Probe for supplier appraisal, supplier motivation and loss and gain sharing)

………………………………………………………………………………………………………………………………………………………………………….

Has supplier collaboration improved on public procurement performance?

…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………. 

THANK YOU SO MUCH
Appendix III:  Observation checklist 

	No.
	Particulars 
	Yes 
	No 

	1.
	Supplier development and Public procurement performance  

· There is a supply plan integrating needs for all dept

· Plans are communicated to all users on a timely basis

· First-person accounts of events and experiences
· diaries 

· Bids evaluation report are honored for contract award 

· Contracts are awarded to successful bidders.

· portfolios
· photographs
· artwork
· schedules
	
	

	2.
	Information sharing and public procurement performance 

· letters to the paper 

· schedules 

· workshops organized 

· Time limits/deadlines are adhered to.

· Bids are solicited from prequalified suppliers

· Bids are opened publicity 
	
	

	3. 
	Supplier collaboration and public procurement performance  

· scrapbooks
· PDU, user and other dept monitor contracts 

· Certificates of completion are issue of before payments are affected.

· poetry
	
	


Appendix IV:  Observation checklist 

	No.
	Documents 
	Yes 
	No 

	1.
	Supplier development and Public procurement performance  

· procurement plans are in place 

· Bids evaluation report 

· portfolios
· photographs
· artwork
· schedules
	
	

	2.
	Information sharing and public procurement performance 

· letters to the paper 

· schedules 

· workshops reports  
	
	

	3. 
	Supplier collaboration and public procurement performance  

· scrapbooks
· PDU, user and other dept monitor contracts 

· Certificates of completion are issue of before payments are affected.
	
	


APPENDIX V:  Table for determining sample size from a given population

	N
	S
	N
	S
	N
	S

	10
	10
	220
	140
	1200
	291

	15
	14
	230
	144
	1300
	297

	20
	19
	240
	148
	1400
	302

	25
	24
	250
	152
	1500
	306

	30
	28
	260
	155
	1600
	310

	35
	32
	270
	159
	1700
	313

	40
	36
	280
	162
	1800
	317

	45
	40
	290
	165
	1900
	320

	50
	44
	300
	169
	2000
	322

	55
	48
	320
	175
	2200
	327

	60
	52
	340
	181
	2400
	331

	65
	56
	360
	186
	2600
	335

	70
	59
	380
	191
	2800
	338

	75
	63
	400
	196
	3000
	341

	80
	66
	420
	201
	3500
	346

	85
	70
	440
	205
	4000
	351

	90
	73
	460
	210
	4500
	354

	95
	76
	480
	214
	5000
	357

	100
	80
	500
	217
	6000
	361

	110
	86
	550
	226
	7000
	364

	120
	92
	600
	234
	8000
	367

	130
	97
	650
	242
	9000
	368

	140
	103
	700
	248
	10000
	370

	150
	108
	750
	254
	15000
	375

	160
	113
	800
	260
	20000
	377

	170
	118
	850
	265
	30000
	379

	180
	123
	900
	269
	40000
	380

	190
	127
	950
	274
	50000
	381

	200
	132
	1000
	278
	75000
	382

	210
	136
	1100
	285
	1000000
	384


Source: Krejcie & Morgan (1970, as cited by Amin, 2005)

Note.—N is population size.

S is sample size.
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