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ABSTRACT

The study investigated the relationship between Contract management and procurement performance at national agricultural research organisation (NARO) Entebbe in Uganda. The objectives of the study were to: establish the relationship between contract monitoring and procurement performance at NARO; establish relationship between contract administration and procurement performance at NARO; establish the relationship between managing contract disputes and procurement performance at NARO. The study employed a cross sectional survey design and mixed methods approach. Quantitative data was collected using questionnaires from Sixty (60) respondents randomly selected and qualitative was collected using interviews administered to six (6) respondents purposively selected. Data was analyzed using SPSS to generate descriptive and inferential statistics. The results showed that contract monitoring significantly influences procurement performance in NARO.A regression analysis run showed that procurement performance is dependent on contract monitoring. Contract administration significantly influences procurement performance in NARO.  A regression analysis run indicated that procurement performance is dependent on contract monitoring. Contract dispute management significantly influences procurement performance in NARO. A regression analysis run indicated that procurement performance is dependent on contract monitoring. The respondents interviewed agreed that procurement performance at NARO depends on contracts monitoring, contracts administration and managing contracts disputes. The study concluded that contracts monitoring, contracts administration and managing contract disputes is key in enhancing procurement performance at NARO. The study recommends that NARO invests in constant training of their employees on contracts management, ensure adequate use of information technology to improve quality, speed, effectiveness and efficiency of contracts management.  
CHAPTER ONE

INTRODUCTION

1.1 Introduction
This study examined the relationship between contract management and procurement performance at National Agricultural Research Organization (NARO). Contract management was conceived as “the independent variable while procurement performance was the dependent variable.”  This chapter contains the background to the study, statement of the problem, purpose of the study, objectives of the study, research questions, hypotheses of the study, conceptual framework, significance of the study,  justification of the study, scope of the study  and definitions of operational terms and concepts.

1.2 Background to the study
This sub-section covered the historical, theoretical, conceptual and contextual perspectives of the study.

1.2.1 Historical background

Procurement may not be the oldest profession. “Procurement’s history can be traced back to the Egyptians ages,” (Kannan & Tan,2003);-  as cited by Arlbjørn & Freytag, (2012). “ Back in 3000 BC, pyramid-building Egyptians tracked the supply of building materials and workers on papyrus rolls.”  There was no procurement as such procurement was a part of the project manager’s job on these huge projects. The construction sites, war and courts were the main employers of procurement specialists for most of the antiquity and medieval age. The procurement specialists could write down orders and track their fulfillment. Further more  Arrow, (2010);-  asserted that “ strategic and operational tasks in Procurement where separated.” 
As European Commission report,(2011);- asserts that “ prior to and during the industrial revolution, contractual relationships for provision of specific services was a fundamental element of economic organization between the government and private enterprise.” Fee, Erridge & Hennigan, (2012);- urged that “ in and 19th  centuries England contracted the private sector to provide for the maintenance of street lights, the management of prisons, the maintenance of public highways, the collection of taxes and the collection of ordinary and industrial refuse,”  
It is only from 1960s onwards that contract management as a component of procurement regained some strategic importance, with activities such as spend planning and later pooling (early 80s) appearing on its task list. But it was not until the mid-90s that supplier relationship management and interest in contract management began to emerge. In addition, cross-functional collaboration and strategic importance on procurement became a big topic at the end of nineteenth century leading to the need for further integration companies (Arrow, 2010).
During 1980’s, “contract management witnessed a significant increase in supplier competition.”  This gave organizations the luxury of putting more focus on supplier quality and dependability. As Ganesan, (2014);- asserted “supplier management became an important factor in contract management and so it remains today.”  According  to Thai, Araujo, Carter & Calender,2005);- “ in late 1990’s, role of contract management transformed into strategic sourcing especially with procurement officials looking at supplier as partners and long-term contracts began to be encouraged.” This was the birth of procurement’s present day progression. “Today procurement has positioned itself as value contributor and seeks ways to measure this contribution,”  
Kramer, (2003) ;- cited by the journal of public procurement and contract management (2012) indicates that “the most significant fraud schemes occur in or as part of the procurement involving millions of shillings of commercial bribery, kickbacks and other fraud arising from the process.”   Coronel & Tirol, (2002); - collaborated that “ once this is done, the likelihood of air supply and delivery of substandard goods is very high at the contract management stage which  affects service delivery to the populace.” 

Furthermore, Cooper, Frank &  Kemp (2000) argue that “ procurement professionals are faced with challenging ethical environment.”  Government procurement is risky partly because of the huge public procurement expenditure by government departments and the number of stakeholders affected or affecting a public procurement decision. However, Poppo & Zenger, (2000) argue that “based on the foregoing, it is necessary to put in place mechanisms to monitor the contractual relationships to mitigate the risks arising thereafter.” 
Views held by Ross & Goulding, (2007);-  indicated that “ contract management needs to be supported in order to attain mutual interests of both parties and they must agree to behave responsibly rather than seeking individual gains.”  From onset they should understand their respective obligations that they need to fulfill their obligations efficiently and effectively if they are to obtain best value for money services. Thus, the “overriding fundamental aim of contract management is therefore to ensure delivery of a cost effective and reliable service at an agreed price and standard,”  (Saunders, 2000).
The National Baseline Integrity Survey Report, (2006);-  points out that despite contracts in Uganda are made in good faith, many contracts go un-supervised. Contract management in the country remains very challenging in all public institutions. The researcher casted doubt as to whether contract management stage is taken seriously in the entity. Thus, “if the likely challenges are ignored PDE’s are likely to suffer shocks that may even bring the institution to its knees.”  As Ruchiu, (2008);- asserted, “ if the entities ignore the ever-changing business environment, it is almost inevitable that they will eventually see one or more of the following consequences: poor service delivery resulting in loss of clients and market share, declining profitability, erosion of capital, high borrowing costs from banks or public debts and deteriorating institutional reputations.” 
1.2.2 Theoretical background
The study was guided by the “Principal-Agency theory” authored by Jensen & Meckling, (1976)  and as cited by (Camén, Gottfridsson & Rundh, 2012) and collaborated by  “New Public Management” (NPM) theory by Osborne & Gaebler (1992). “The Principal-Agent Theory is concerned with the arrangement that exists when one person or entity (called the agent) acts on behalf of another (called the Principal).  The principals contract with the agent to perform some services on the principal’s behalf. These contracts require the agent to exert effort and make decisions on behalf of the principal.”  However, under most circumstances, the agent has more information about the contract arising out of his experience, knowledge, skills and better understanding of the work than the principal. “ Such information asymmetry requires the principal to verify what the agent exactly does resulting into contract monitoring and increased cost for the principal, “  (Camén, Gottfridsson & Rundh, 2012).

Osborne & Gaebler (1992) urged that “New public management is intended to make public services competitive, more economic, efficient, effective, value-for-money-oriented, transparent and accountable to the people.”  The public sector is “viewed as the institutional, structural, managerial and environmentally influenced mechanism through which governments, by virtue of public trust, can administer and deliver required services to the citizens.” 

1.2.3 Conceptual background
Contract management has become a core competency critical to many organizations’ competitive position (Transparent International, 2009). As Broadbent, J. & Laughlin, (2013);- stated  contract management is “ a process that ensures both parties to a contract fully understand their respective obligations and that these are fulfilled as efficiently and effectively as possible to provide the best value for money.”   This  motivates contractors  and empowers them  to achieve extra value over and  above what had been specified originally by the entity and assessable against criteria in the original contract. 
Osei-Tutu, Mensa & Ameyaw (2011), asserted that “contract administration involves those activities performed after a contract has been awarded to determine how well parties to the contract are performing to meet the requirements of the contract.”  “In contract administration, the focus is on obtaining supplies and services, of requisite quality, on time, and within budget.”  “ It encompasses all dealings between the parties from the time the contract is awarded until the work has been completed and accepted or the contract terminated, payment has been made, and disputes have been resolved,”  (Onyinkwa, 2013).
As Onyinkwa, (2013);- urged “contract dispute resolution is the process of resolving a disputes or conflicts by meeting at least some of each side’s needs and addressing their interests.” Most government encourages contractual disagreements to be resolved through negotiations, litigations, arbitrations and mediation among others. Unresolved disputes costs organizations money. Osei-Tutu, Mensa, & Ameyaw,(2011);- noted that “ costs are either direct (legal services, arbitration, consultants and in house resources) and indirect (delays to the project, adverse performance of the project, reduced morale), erosion of confidence and trust in working relationships and lost opportunities for future work due to the destruction of business relationships among others.” 
Furthermore, Ohemeng (2009) asserts that, “procurement performance measurement is all about seeking to answer the fundamental question of whether the contracting system and operations ultimately deliver in accordance with the main objectives set. It involves regularly assessing the performance of the contractor and vendors against the requirements or obligations imposed in the contract.” “ The key elements of performance may include among others: cost reductions, purchasing cycle times, better prices, lead-times for delivery of goods, price stability, customer service, contractor meeting its obligations, value for money, sustainability, financial performance, management performance among others,” (Ohemeng, 2009). 
1.2.4 Contextual background

The procurement and disposal unit (PDU) is one of the support departments whose function is to facilitate procurement operations of NARO in achieving its long term objectives. However, for the last two financial years the PDE/PDU has been embroiled with myriad of contract management problems. For example, according to PPDA Audit and Inspection report 2014/15 and 2015/16, the entity had a spending budget of UGX Shs 90,125,902,000, of which UGX Shs 22,482,788,190 was budgeted for procurement and the value of actual procurements reported to PPDA was UGX Shs. 3,121,036,913(PPDA Compliance Audit, 2015). Of the 50 samples of contracts selected and examined in details by PPDA, “ 33% were awarded through restricted international bidding, 88% restricted open bidding, 50% domestic bidding, 147% Request For Quotation (RFQ), 0% direct bidding and 1% micro-procurement”  implying that most of the procurement were contracted out through RFQ translating to minimal competiveness in the contracting process of the agency (PPDA Compliance Audit, 2015).
The situation is further compounded by the fact that in some instances vendors use subcontractors not on their labour force list to perform any or all of the work on their behalf without earlier approval and knowledge of the PDE. In other instances submission double claims by both the main contractor and subcontractor for a single job are done. That mentioned, bidding process is often unfairly conducted with evaluation of bids characterized with conflict of interest from panel members. Office of Auditor General (2015/2016), “ contract management process for much procurement is either flawed or unsatisfactory conducted.” 
1.3 Statement of the problem 
 Procurement performance is vital in ensuring efficiency, effectiveness, accountability and value for money in public projects. Contracts management is essential in promoting procurement performance and covers all the activities performed by the Procuring Entity (PE) and the contractors upon signing the contract up to full discharge of their obligations. Contracts management is often an extremely controversial subject matter in Uganda and NARO in particular (Trepte, 2011). In effort to facilitate desirable procurement outcomes at NARO, management has positioned some staff responsible for contract monitoring at the beginning of each procurement cycle, tasked head of PDU to prepare contract management plan at onset of each contract among others (NARO Contract Management Committee Report, 2015). Despite the above initiatives, procurement performance of NARO indicates mixed performance in terms of significant variances between time taken to complete contracts versus  indicative optimum times, 56.2% actual payment times versus contractual payment periods and 36.8% actual project completion times versus contractually agreed periods (PPDA audit and inspection report,2016). This position is further compounded by findings that for most contracts, there is no contract monitoring or supplier appraisal reports prepared and only 43.3% of the procurement cases have copies of all contract documents in file (PPDA Compliance Audit, 2015). These scenarios make stakeholders and donor’s casts’ doubt on contract management and procurement performance of the PDE. Unless management adopts more robust measures towards contracts management to promote efficiency, effectiveness, accountability and value for money, the entity may continue loosing hundreds of millions of tax payer’s money through canceled contracts, unfinished projects, poor service delivery, corruption, disputes and protracted procurements. 
1.4 Purpose of the study

This study examined the relationship between contract management and procurement performance at National Agricultural Research Organization (NARO).

1.5 Objectives of the study

The objectives of the study were;
a) To establish the relationship between contract monitoring and procurement performance at NARO.
b) To establish relationship between contract administration and procurement performance at NARO.
c) To establish the relationship between managing contract disputes and procurement performance at NARO.
1.6 Research questions

The study was guided by the following research questions;

a) What is the relationship between contract monitoring and procurement performance at NARO?
b) What is the relationship between contract administration and procurement performance at NARO?
c) What is the relationship between managing contract disputes and procurement performance at NARO?
1.7 Research hypotheses

This study empirically tested the following hypotheses:

i. There is positive significant relationship between contract monitoring and procurement performance. 

ii. There is positive significant relationship between contract administration and procurement performance.
iii. There is positive significant relationship between managing contract disputes and procurement performance. 
1.8 Conceptual framework.

The conceptual framework below illustrates the substantial relationship between contract management and procurement performance at National Agricultural Research Organization (NARO).

Independent Variable (IV)                                                  Dependent Variable (DV)

Contract management                                                         Procurement performance                                                  

Figure 1:  “A conceptual framework showing relationship between contract management and              procurement performance.” 
Source:  Adopted from Khijjah, R. (2012);- “Assessment of effectiveness of procurement contract management (PCM) in Ministries’ Departments and Agencies (MDAs).”  Dodoma: Tanzania National Business Council and modified by the researcher.
From the conceptual framework above, contract management was considered as independent variables while procurement performance was the dependent variables. Contract management was measured in terms of contract monitoring, contract administration and contract dispute resolution. The dependent variable was measured by procurement cycle times, achieving better prices and cost reduction. Broadly, the conceptual framework suggested that contract management has a relationship with procurement performance of NARO. The conceptual framework further suggested that if contract management dimensions aforementioned are managed well, it can enhance procurement performances at NARO in terms of delivery of correct items, quantities and lead times. It was also assumed that good contract management can result into cost reductions, reduce procurement cycle times, supplier appraisals and increased contract monitoring for the organization (Khijjah,2012).
1.9 Significance of the study

Firstly, the study may guide management by identifying challenges facing contract management of the organization and provide necessary action to address them. Findings of the study may help user departments gain insight on the negative consequences of poor contract management. Secondly, scholars, and academicians may use find recommendations made by the study valuable to guide them in similar research studies. For policy makers, the recommendations made by the study may be adopted for amendment of acts, development of policies, guidelines and regulations to mitigate broader contract management challenges in the country. 
1.10 Justification of the study

Namiro & Ndandiko (2006) asserted that “ PDE’s tend to walk away from the contract management once the contractor has been awarded a contract.”  It is therefore imperative that the PDE’s and oversight bodies devote adequate, competent staff and resources to contract management phase. Unless, this happens, PDE’s risks a failed procurement and additional time and money to go through the same process again, which may be detrimental to service delivery. That side, previous studies zeroed on case study approaches; hence in this study a triangulation approach was deemed necessary. Furthermore, reviewed articles indicate that previous studies examined the effects, causes and influences of contract management. Thus, in this study, the researcher investigated the relationship between contract management and procurement performance.
1.11 Scope of the study
This sub-section of the study covers geographic scope, time scope and content scope.
1.11.1 
Geographical scope

The study was conducted at NARO Headquarters located on Plot, 3 Lugard Avenue, Entebbe.This location was chosen because it is easy for the researcher to collect data. Also, most information needed by the researcher for the study can also be amply obtained from the Headquarters.
1.11.2   Time scope

The study considered the period from 2014-2016. This was the time when entity was embroiled in a number of contract mismanagement issues. 
1.11.3 
Content scope

This study delimited itself to examine the relationship between contract management and procurement performance. In this study, contract management was conceived in terms of contract monitoring, contract administration and contract dispute resolutions. On the other side, procurement performance was measured in terms of reduction in procurement cycle times, Number of suppliers appraised and contracts monitored.

1.12 Definition of operational terms and concepts
Contract management: Contract management is the process by which parties to the agreement fulfills their obligations towards contract management and ensure compliance towards terms and conditions. However, in regards to this study, it will be applied to mean contract management components of: monitoring, administration and managing contractual disputes and conflicts (Transparent International, 2009). 

Contract monitoring: refers to actions and activities undertaken to ensure contracts are implemented in accordance to the terms and conditions agreed. These actions will include among others: paying on-site visits to contract sites and use of contract plans (Broadbent, J. and Laughlin, 2013).

Contract administration:  Onyinkwa,( 2013);-referred contract administration as the “ actions after award of a contract that must be taken to assure compliance with the contract. This would include among others: controlling variations/changes, and making payments to vendors.” 
Managing contract disputes- refers to mechanisms for managing contractual disagreements in this case: negotiations and mediation approaches will be adopted (Osei-Tutu, Mensa, and Ameyaw, 2011).
Procurement performance: refers to procurement efficiency and effectiveness in terms of reduction of procurement cycle times, number of procurement cases filed, number of supplier appraised and contract monitored (Ohemeng, 2009). 

CHAPTER TWO

LITERATURE REVIEW

2.1 Introduction

This chapter reviewed literatures related to contracts management and procurement performance in Uganda. Literatures on contract monitoring, contract administration, contract dispute resolutions and procurement performance at NARO were specifically reviewed. (Ragin, 2011) asserted that “literature review is the organized, unambiguous and reproducible method for ascertaining, evaluating, and interpreting an existing body of recorded work that is produced by researchers, scholars and practitioners.”  This chapter contains the theoretical review, conceptual review, and literature synthesis. The major sources of literatures were text books, journals, dissertations, conference papers, government reports.     

2.2 Theoretical review

The study used principal-agency theory and new public management theory to explain the relationship between contracts management and procurement performance at NARO. The principal-agency theory refers to “conflicting goals between the PDE and its vendors in obtaining their respective objectives and is focused on obtaining related information” from marketplace, the supply or service, contractor, selecting the agent and monitoring the vendors performance.  
In the context of NARO, the agent is the contractor who performs services on principal’s behalf. The contractor makes decisions on behalf of NARO and some of the decisions among others include; maximizing revenues while minimizing costs. However, because of the operational nature of contract management, these decisions are under taken by the agents on behalf of NARO who is the principal under the power entrusted to them through contract agreement. 
The principal is faced with many problems governing the relationship with the agent. McCue & Prier (2008);- asserted that “the problem purely arises as a result of the opportunistic behavior of both parties to the contract.” 
Camén, Gottfridson &  Rundh, (2012) one of  the “ major criticism of the principal-agency theory is that the relationship only works well when the agent is an expert at making the necessary decisions, and will not work well when the interests of the principal and agent differ substantially.”  

Ganesan (2014), asserts that “principal-agency theory outlines how the firms contracts are planned competitively or sole, how contracts are structured either fixed price or cost reimbursement basis, with or without incentives, how contracts are awarded based on lowest priced, technically acceptable offer, or the highest technically rated offer, and how contracts are administered either centrally or decentralized and type of surveillance and use of procurement and disposal unit staffs.” 
According to Frederickson,(1996);- cited in ECA, ( 2010), “the new public management (NPM) theory is rooted in a positive, action-oriented phrases namely; reinvention of  contracts management, re-engineering, revitalization of the contracts management, organizational transformation, total quality management, entrepreneurship, empowerment, downsizing, rightsizing, contracting out, outsourcing, steering rather than rowing, empowering rather than serving and earning rather than spending.”  The NPM strives to enhance efficiency, productivity, improved service delivery and accountability in contracts management. As Basheka, (2012);- cited Mongkol, (2011);- that “ this  emphasizes reduction in the exclusive reliance on public bureaucracy for service delivery to a system that advocates for the increased use of the private sector as alternate mechanisms of service delivery.”   

As Rhodes (1997);- noted the  “NPM is grouped into two strands of ideas derived from managerialism which emphasizes managerial improvements and restructuring which includes decentralization, disaggregation and downsizing intended to improve the quality of public services, save public expenditure and improve the efficiency of contract management.”  As Rhodes (1997); - further stated “NPM ideas are emanating from new institutional economics which emphasises markets and competition, and includes contracting out and adopting a private sector style of management practices.”   In these management approaches and techniques NPM mainly borrowed from the private sector and applied the strand in public sector management.  
In NARO, NPM may “be helpful in improving the efficiency and effectiveness of contracts management by specifying a detailed statement of work,”  “having performance measurement contracts, and holding a post-award meeting with the vendor which contributes to the vendor’s understanding of what is required to enhance procurement performance of the entity.”  Therefore, by clearly stating contract requirements and procurement performance measures, “NARO will reduce the potential for poor procurement performance”. 

2.2.1 Contract monitoring and procurement performance
Broadbent & Laughlin, 2013) asserts that “contract monitoring is an essential aspect of all three phases of contracting the pre-contract period, contract period and post-contract period.”  “While significant contract monitoring occurs when the vendor is actually performing the service, preparation during the pre-contract period is essential for effective contract monitoring.”  Camén, Gottfridsson & Rundh, (2012) asserts that “difficulty of monitoring a contract increases without a well-written contract detailing vendor and agency responsibilities , as well as  contract clauses that allow the agency to properly monitor and compel performance by the vendor.”  “Contract monitoring also extends past the end date of the contract (post-contract period) in the form of a final evaluation of the vendor and the agency’s methods for monitoring.”
Dorsch, Swanson & Kelley (2008) stated that “effective contract monitoring is accomplished through the application of numerous monitoring methods that are tailored to a particular contract”. “Some monitoring methods may be appropriate for most contracts (performance measures, scheduled programmatic reports), while other methods are appropriate for a smaller number of contracts (on-site visits, customer satisfaction surveys).” 
Haapio (2008) noted that “components used to monitor a contract are dependent on numerous factors, especially the complexity of the contracted service, the contract amount, and the risk if the work is not performed adequately.”   “The state agency is likely not finding it useful to conduct monthly on-site monitoring visits for a vendor providing auditing services for $20,000 a year.”  Haapio, (2008);- asserted that “on site monitoring and customer satisfaction surveys may be appropriate for a vendor operating a state park.”  
Osei-Tutu, Mensa & Ameyaw ,(2011);-  argued that “ on-site monitoring can provide a sense of the quality of the overall conduct of the trial at a site, (attention to detail, thoroughness of study documentation, appropriate delegation of study tasks, appropriate supervision of site staff and performing critical study functions).”  “On-site monitoring is therefore particularly helpful for complex contracts with several variations.”
Tadeo, Karuhanga &  Mukokoma, (2011);- argues that “on-site monitoring aims at monitoring quality, monitoring change orders, monitoring schedules, monitoring disputes, monitoring budgets and payments, monitoring subcontractors, monitoring reports and monitoring acceptance and close out”. Nevertheless, quite often incidences of:- “ poorly established criteria for evaluating vendor performance, failure to communicate and document, failure to conduct follow-up reviews to ensure that corrective action is taken; and failure to identify the risk and level of review necessary for each vendor can render on-site monitoring program ineffective.” 
Hui, Othman, Normah, Rahman & Haron etal, (2011);-  asserted that “entities carry out periodic inspections, random sampling, reports/data, and perhaps internal and external audits to establish such discrepancies during contract administration in order to enhance procurement performance.”  Rahman etal (2011);-asserted that “Government agencies usually rely on program personnel to provide day-to-day monitoring of vendors since contracts are provided to or on the behalf of a particular program.”   “The program personnel are often the ideal staff for determining whether the vendor is adequately providing the contracted service.”    Mturi (2013) asserts that “ agency has a contract management office, and is usually involved in the development of solicitation documents and the contract  (provisions of which are essential to on-site contract monitoring), involvement after the contract period may be limited to approving invoices for payment and assisting program personnel to resolve any disputes with the vendor while agencies that do not have contract management offices can generally use legal staff or financial personnel to serve a similar purpose.” 
Basheka (2008) asserted that “development and use of a contract management plan is essential to ensure that a contract is properly monitored.”  According to the PPDA act (2014), “contract administration should ensure agency personnel have a common understanding of both the vendor and agency’s respective obligations.”  “It is a cursory view of planned and completed activities, and can be utilized throughout the term of the contract as a status report.”  “It should identify contract deliverables, milestones, due dates, list of all contract modifications issued, summary of all invoices submitted and paid, renewal dates and methodology to be used by the contractor to monitor the vendor.” 
Beugelsdijk, Koen &  Noorderhaven,  (2009);-  posits that “ contract management plan can either be simple or complex, but its content should be dependent on the complexity of the contracted service, the value of the contract, and the risk to the agency of poor performance. Government agencies should therefore consider these factors when determining the methods that used to monitor vendor performance,”   There are “ quarterly on-site visits, monthly programmatic reports, penalties for unacceptable performance.”  It important to note that “intense monitoring during the implementation phase of a new contract is likely benefits both the agency and vendor.” 

In local Government contracts in Uganda, “sometimes no-one endeavors to check vendor performance against measures in the contracts.” The contract managers sometimes do not report back information to contractor. In two separate instances in LG of Uganda, Government agencies have been established sharing contract-monitoring responsibilities but without taking responsibility for checking vendor’s performance. As a result, “ three similar contracts totaling nearly UGX Shs. 4.46 billion a year had been renewed without a clear idea of whether the contract goals were being fulfilled.”  In such scenario, “contract management plan detailing each office’s role in the monitoring process can help prevent such oversight issues,”  (PPDA Administrative Review, 2013).
2.2.2   Contract administration and procurement performance

According to Basheka, (2008); - contract-related issue that arises after the contract is awarded becomes part of the contract administration process.”  The contract administration includes a broad range of tasks that ensure NARO obtains exactly what it has contracted to purchase.  As Camén, Gottfridsson & Rundh, (2012);-  asserted “contract management emphasizes efficient and timely payment of vendors which is  a major gateway to contract success” . The importance of payment can be further amplified by the complexity of contracts, amount of money spend length or durations of contract 
Cox, (2014);- stated that “generally late and/or non-payment will cause severe cash flow problems especially to contractors, and this would have a devastating knock-on effect down the contractual payment chain.”  The problem of late and non-payment is not only felt by developing economies, but also in developed countries, such as the United Kingdom and Australia just to name a few. For instance, “ a survey of the Payment Performance in Britain has shown that the construction industry, in particular, was prone to late-payment culture, with payment of debts due to subcontractors and suppliers being made, on average, 53 days after invoices or applications for payment have been rendered,”  (Johnston, 2009)

Dwyer, Schurr &  Oh (2010);-  observe that, “subcontractors have regularly faced late payment problems from construction companies and government contracting offices and today, as in the past, the problem continues.”  Today, vendors come and go, not because of work quality or management but because of lack of cash to pay their bills by the contractor and If the contractor’s cash flow is severely affected this could lead to the delay in completion of projects.
Uganda Institute of Professional Engineers, (UIPE, 2014);-  stipulated that “ many complaints have been voiced about incidences of late and nonpayment of vendors by Government agencies although this has been mainly in the form of hearsay.”  The findings further “show issue of late payment have persisted in Government contracts in Uganda and have yet to be resolved.”  It is noteworthy that the study was a small scale research that covered only central government agencies in and around Kampala.
Failure to pay vendors in a timely manner by Government agencies has potential to drastically affect contract outcomes in various ways. It could even be more devastating if it involves non-payment. As Ganesan (2014) asserted “delayed payment impacts on the whole supply chain of payment of a construction project.”  For instance, if a Government agency delays in making payment to the contractor this in turn will result in contractor delaying in making payment to the sub-contractor. Furthermore GHK (2010), asserted that “ late or nonpayment of vendors can cause capable and qualified vendors not to bid for opportunities with government agencies.” This is because the entire work flow is dependent on the agencies financial resource. 
It is anticipated that “ agency’s poor financial management can cause them insufficient operating funds when they are obliged to pay the payees,” as a result late payment or even non-payment therefore could arise (Khijjah,2012).Thus, it is extremely important for government agencies to manage their financial aspect in a good manner as it is a major factor in determining contract success with the vendors.
Haapio, (2008) indicates “contract variations are usually undertaken to alter services, personnel or to change pricing.”  In accordance to PPDA Act 2003(As amended 2014), “ provisions to allow and regulate contract variations should be a standard feature of all contracts and the ability to vary contracts should be controlled by the acquiring entity and should only occur in defined circumstances.” “It is accepted practice for the variation mechanism to provide for variations to be agreed between the acquiring entity and the contractor in writing through a formal amendment of the contract.” 
According to Khijjah, (2012);- “any proposed variations in contracts should be carefully assessed to ensure that Government agencies do not breach procurement legislations and policies in place.”   “Contract variations must be undertaken in link with the procedures set out in the agreement specified by entity.”  These procedures may cover overt authorization and reporting arrangements for contract variations, particularly for large and complex contracts. 
PPDA Act 2003, (as amended 2014);- stipulated that “every reason, changes to contract should be clearly documented.”  Therefore, “variations should not be used to mask poor performance or serious underlying problems and the effect on original timeframes, deliverables and value for money should be assessed.”  If the “effects are significant, senior management and other stakeholders may need to be consulted and/or advised.”  “It is not advisable to amend the contract by word of mouth or conduct, even where there is a contract provision expressly requiring a formal process to be followed.”  As Khijjah,  (2012);-  stated that “it is therefore important that those involved in managing and administering the contract do not agree to informal contract amendments.”

 Furthermore, Namiro & Ndandiko, (2006);-  observed that “ changes to contract arrangements have the potential to affect the scope and viability of the contract and making substantive variations to a contract will require some of the actions and issues involved in developing the original contract.”  Therefore, “they should be planned accordingly and contract management team should be alert to the risk that multiple changes made to a contract over a period of time may shift the overall allocation of contract risk or transfer particular risks to the acquiring entity.”
Mturi ,(2013);- argued that, “it is important for contract managers to ensure that variations are not of such a level that they significantly change the contract requirement and/or substantial parts of the original transaction.”  In this situation, “it may be necessary to undertake another procurement process because the revised arrangements are significantly different to those selected through the original procurement.” However, “the determination of when the contract has been so substantially changed can become a difficult matter of judgment.”  “It is fundamentally a procurement decision that may require specialist advice.”
2.2.3 
Managing contract disputes and procurement performance
Onyinkwa (2013) opined that “negotiating between the acquiring entity and the contractor is the most common approach to resolving disagreements and disputes.” At each stage of contract management cycle, “the intention of the negotiations is to reach a mutually acceptable solution, where both sides consider they have gained the best possible result in the circumstances.”  “It is important that one party does not consider they have been unduly pressured to agree to a particular solution as a result of the negotiation, as this can lead to an escalation or reappearance of the dispute at a later stage.”
Osei-Tutu, et. al, (2011);- asserted that “the procedural terms of  negotiation is probably the most flexible form of dispute resolution as it involves only those parties with an interest in the matter and their representatives.” Karuhanga & Mukokoma,(2011);- asserted that the “ parties are free to shape the negotiations in accordance with their own needs, for example, setting the agenda, selecting the forum (public or private) and identifying the participants , asserted that by ensuring that all those who have an interest in the dispute have been consulted regarding their willingness to participate and that adequate safeguards exist to prevent inequities in the bargaining process (i.e an imbalance in power between the parties), the chances of reaching an agreement satisfactory to all are enhanced.” 
In the researcher’s view, dispute resolution may not guarantee that a party will be successful.  “The negotiation procedure requires each party to have a clear knowledge of their mandate.”   As Tadeo, et.al, 2011;- asserted “ uncertainty exists regardless of limits of a party’s negotiating authority, the party will not be able to participate effectively in the bargaining process.”  Nonetheless, “many commentators feel that negotiations have a greater possibility of a successful outcome when the parties adopt an interest-based approach as opposed to a positional-based approach.”
Heinrich (2007);-  urged that “ by focusing on their mutual needs,  interests and use of mechanisms such as objective standards, negotiations provide a greater chance of reaching an agreement that meets the needs of both parties.”  Haapio, (2008);-  stated that “sometimes referred to as a win-win approach on the other end.”  Haapio, (2008);- argued that “negotiation should be voluntary process.”   No one should be required to participate in negotiations should they not wish to do so. There is no need for recourse to a third-party neutral.  Haapio, (2008);-  further asserted that “it is important when none of the parties wants to involve outside parties in the process, for example the matter to be discussed or the dispute to be resolved may be highly sensitive in nature.”
“Unlike the outcomes of certain adjudicative processes, in particular the courts outcome of a negotiation only binds those parties who were involved in the negotiation.”  “ The agreement must not, of course, be contrary to any procurement law.”   “Negotiation provides parties with the opportunity to design an agreement which reflects their interest’s only if the parties are negotiating in good faith.”   As Dwyer et al, (2010);-  noted “may preserve and in some cases even enhance the relationship between the parties once an agreement has been reached between them.”
Domberger & Jensen, (2014);-  asserted that “adopting negotiation instead of litigation as means of contract resolution is less expensive and reduces delays.”  However, “one drawback of negotiations is that both parties may be of unequal power and the weaker party (ies) may be placed at a disadvantage especially where a party with an interest in the matter in dispute is excluded or inadequately represented in the negotiations, the agreement's value is diminished, thereby making it subject to future challenge.”
According to Cox, (2014);- “irrespective of the approach adopted, negotiations should be undertaken by a person(s) who has the appropriate authority and skills and care needs to be exercised to ensure the outcome does not contravene any legal or policy requirements.”  “ It is also important that the details of all discussions and negotiations are recorded and a record maintained of all the agreements reached.” Camén et. Al; (2011);-  argued that “in the absence of safeguards in the negotiating process, the agreement should be viewed by a participant or others outside the process as being inequitable, even though the substance of the agreement may be beyond reproach.”
Camén et. al., (2011);- asserted that “mediation as a means of resolving contract disputes involves the use of a neutral third party to assist in resolving the dispute.” “The mediator does not impose a decision on the parties in the way a court or arbitrator does, but instead seeks to help the parties to resolve the dispute themselves.”   Broadbent & Laughlin, (2013);- asserted that  “mediation is usually regarded as a faster, less formal and less costly process than court proceedings or arbitration.”  “There are a number of commercial organizations who maintain registers of mediators, and who can be approached to appoint a mediator for a dispute.”
Beugelsdijk et. al., (2009);-  asserted that, “mediation is particularly useful when the disputing parties need or desire to maintain an ongoing relationship.”  The consensual “ process in mediation allows parties to avoid the adversarial elements of litigation which often make it impossible to continue a productive relationship after the settlement.”  “Mediation is a creative approach to dispute resolution which is not governed by strict rules of procedure.” “This allows the parties to design a process which suits their needs and encourages a consensual, rather than an adversarial approach Notwithstanding, due to its private, non-adjudicative nature, mediation cannot produce legal precedents and a strong-willed mediator can exercise too much control over the mediation and affect the eventual resolution,”  (Broadbent & Laughlin,2013).
According to Bisangabasaija, (2010);- the “presence of a mediator allows disputants to explore settlement options openly thereby allowing the mediator to become privy to both the interests and positions of the parties.”  “Mediation is particularly advantageous in complex cases which involve numerous issues.” However, because of the “flexibility of the process, the mediator can suggest compromise settlements on different issues, thus allowing for various settlement options which are not limited to legal remedies.” 

Broadbent & Laughlin, (2013);- indicated  that “ a mediated settlement can be reached far quicker than a litigated one; accordingly, if the time to settle is short and prospects for settlement are reasonable, mediation can be the more appropriate process.”  Furthermore, Arlbjørn,&  Freytag, (2012);-  points out that , “ the final outcome of mediation will likely meet both parties' needs and interests better because they will be the ones who define the terms of the final agreement.”  However, “lack of a binding third-party decision might encourage a defendant to agree to mediation, but not fully cooperate, in an attempt to delay a resolution of the dispute.”
As Domberger, (2014);- suggested “due to the speed and informality of mediation, the costs are generally considerably less than litigation.”  “This is important to both parties who wish to keep costs down.”  The parties otherwise might not be able to afford cost of the court process.  “The presence of the third-party neutral allows for a controlled dialogue which is useful if previous negotiations have broken down or if the issue is mediated sparks strong emotions.”
Dorsch, et.al (2008); - established that “since parties to mediation meet face to face, there is concern, particularly in cases involving harassment, that there might be a power imbalance between the parties.” For example, “a supplier of goods could fell harassed by the agency and vendor might not be able to confront the agency as a person with an equal voice at the mediation sessions and this help in mitigation of power imbalance.”
2.3 Summary of the literature review
 The literatures reviewed both in theoretical and conceptual perspectives highlights appropriate contracts management as critical determinant of procurement performance. Despite the importance of contracts management in public sector projects, few studies in Uganda have investigated the role of contracts management in procurement performance. Most of the studies such as Thomson and Jackson (2007) and Brulhart (2009) investigated contracts management in developed country context but fail to address the contracts management in developing country context such as Uganda. These studies have not specifically addressed contracts management and procurement performance in Uganda and many of these studies focus on qualitative approach as opposed to the mixed method approached used in this study. This study addressed the inherent gaps in previous studies and offers recommendations on contracts management to improve procurement performance in public sector. This study strived to provide empirical evidence on the relationship between contracts management and procurement performance in public sector organizations in Uganda.
CHAPTER THREE

METHODOLOGY

3.1 Introduction

This chapter describes the approaches the researcher used to collect data and investigate the relationship between contracts management and procurement performance at NARO. This chapter contains research design, study population, sample size determination, sampling techniques and procedure, data collection methods, data collection instruments, pretesting (validity and reliability), procedure of data collection, data analysis, measurement of variables and ethical considerations. 
3.2 Research design

The study adopted cross sectional survey design which allowed the researcher to collect data at a single point in time to establish the relationship between contracts management and procurement performance. Kothari, (2004);-  urged that “cross sectional survey contains multiple wealth of details, totality and variation which allows the researcher to gain deeper understanding of contracts management and procurement performance and is usually the simplest and least costly alternative.” 

The researcher employed “mixed method approach to comprehend the relationship between contracts management and procurement performance” (Hayes, Bonner and Douglas, 2013). Creswell & Plano Clark, (2007);- asserts that “mixed methods approach answers questions where either quantitative or qualitative approach alone is inadequate as per the objectives of the study.”  The researcher used, “qualitative approach to gain an in-depth understanding of the relationship between contracts management and procurement performance,” (Earl- Babbie, 2013). 
3.3 Population of the study

The study population consisted of 75 staff of NARO in Entebbe, Uganda. This comprised of employees in procurement, stores, administration, finance and research departments who are engaged in the organization’s running activities because they have the general knowledge on how goods, works and services are procured, (NARO Annual Report, 2014).
3.4   The determination of sample size and selection

As Morgan &  Krejcie, (1970);- stated the  sampling technique was selected for the study (Refer to table attached in appendix 4). According to Morgan and Krejcie, (1970);- table, a study population of 75 elements was represented by a sample size of 66 elements. However, actual population categories, and their corresponding actual sample size are illustrated in the sampling frame below. 
Table 1: Showing total population, Sample size, sampling technique  
	Population Category
	Study Population
	Sample size
	Sampling Technique

	Top Management
	09
	09
	Purposive

	Procurement and disposal Unit
	10
	10
	 Census

	Contracts committee members
	10
	10
	Census

	Heads of departments
	15
	14
	Census

	User departments
	35
	32
	Census 

	Total
	79
	75
	


Source: NARO Data, determined using Morgan and Krejcie,1970 Table  
The total sample size of 75 staff was studied and determined basing on statistical tables of Morgan and Krejcie (1970). Sample selection was dependent on the population size, its homogeneity, the sample media and its cost of use, and the degree of precision required (Corbin and Strauss, 2008).
3.5 Sampling techniques and procedures

The study used both probabilistic and non-probabilistic sampling techniques. For probalistic sampling method, the study adopted a simple random sampling approach while for non-probability sampling; the study used purposive sampling technique.
3.5.1 Simple random sampling technique

 According to (Ahuja, 2011), simple random sampling technique presents all elements of the population with an equal opportunity or chance to be included in the study. It was used for sampling procurement and disposal unit staffs, contract committee, heads of departments, and user department members as illustrated in Table 3.1. This technique was preferred because every member has equal opportunity to be selected to participate in the study.  
3.5.2 Purposive sampling technique
This technique was used to select key informants such as senior management or top management team due to their perceived knowledge arising out of their engagement and experience at NARO. This technique has the benefit of saving time, money and effort (Creswell, 2009).  As Gephart,(2010);- asserted, “the sampling technique enables the researcher to select a sample based on the purpose of the study and knowledge of a population.” 
3.6 Data collection methods

The study adopted a blend of both quantitative and qualitative techniques such as survey, interviews and documentary review. The use of the aforementioned data collection methods facilitated presentation of accurate and less biased data (Bailey and Kenneth, 2014). These approaches were used to incorporate different types of data to strengthen the investigation of the phenomenon (Gephart, 2010).
3.6.1  Survey
 This method of data gathering involved administering questionnaires to respondents face to face. This approach was used for collection of primary data from the PDU, CC, HODs and user departments as illustrated in the sampling frame. According to Gillham, (2010);- “ survey approach permits collecting data from a large number of respondents in the shortest time and is cost effective.”  In addition, it is relatively easy to administer and can be conducted remotely through research assistant 

3.6.2 Interviews

 Due to the relevance of information from managers, structured interviews were scheduled with top management of NARO. Through interviews detailed information was collected for proper analysis of the problem. In addition, through the interviews the researcher captured abstract factors like attitudes, feelings, and expressions of the key respondents which a questionnaire was not able to gather. 
3.7 Data collection instruments

Three data collection instruments used in collecting data for purposes of this study were; questionnaires, interview guide and documentary checklist.

3.7.1 Questionnaire: 
The researcher used closed ended questionnaires administered to the targeted respondents. Questionnaires motivate respondents to offer frank answers as well as collecting all completed responses within a short period of time (Gillham, 2010). A five point likert-scale questionnaire was used to investigate the relationship between contract management and procurement performance at NARO. The questionnaire were  designed according to the objectives and study variables and the responses to the questions were anchored on a five (5) point Likert scale ranging from 5- strongly agree to1-strongly disagree.  
3.7.2 Interview guide 
In-depth interviews were conducted using the interview guide (Bailey and Kenneth, 2014). 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 contract management and procurement performance of NARO. The instrument ensured that reliable information was gathered because it facilitated a deeper investigation into the topic under study. 
3.8 Validity and reliability
In order to ensure precision and consistency of the data collection instruments, the researcher performed quality control test on the instruments. 
3.8.1 Validity of the instruments 

Earl-Babbie (2013) refers “ to validity as the truthfulness of findings or the extent to which the instrument is relevant in measuring what it is supposed to measure.” Validity also refers to the “ability to produce findings that are in agreement with the theoretical or conceptual values” (Bailey and Kenneth, 2014).  “ The validity of the instrument quantitatively was established using the Content Validity Index (CVI).  This involved the expert scoring of the relevance of the questions in the instrument in relation to the study variables. The instruments that yielded a CVI above 0.7 were within the accepted ranges.” 
Table 2: Content validity for the Instruments
	Content validity Index Results for Questionnaires

	Variables
	Content Validity Index
	Number of items

	Contract monitoring 
	0.701
	06

	Contract administration 
	0.755
	06

	Managing contract disputes 
	0.733
	06

	Procurement performance
	0.709
	09


       Source: Primary Data (2019)
In this study, “all the items on each variable were above 0.7 which indicated that all the items were valid.”
3.8.2 Reliability of the Instruments
Qualitatively, the reliability of the instruments was established through a pilot test of the questionnaire to ensure consistency and dependability and its ability to tap data that would meet the objectives of the study. “The results were subjected to a reliability analysis,” (Creswell, 2003). Quantitatively, reliability was established using the Cronbach’s Alpha Reliability Coefficient test whose results were all values above 0.7 confirming that the data in the instrument were dependable.   
Table 3: Cronbach Reliability Coefficient test

	Cronbach Reliability Coefficient Results test for Questionnaires

	Variables
	Cronbach test results
	Number of items

	Contract monitoring 
	0.705
	6

	Contract administration 
	0.777
	6

	Managing contract disputes 
	0.746
	6

	Procurement performance
	0.810
	9


Source: Primary Data (2019)

In this study, all the items on each variable were above 0.7 which indicated that all the items were reliable. “In order to check reliability of the results, the study used the Cronbach’s Alpha methodology, which was based on internal consistency.”  “Cronbach’s Alpha measures the average of measurable items and its correlation. Overall scale of reliability of the present situation and the desirable situation was tested by Cronbach's Alpha, which should be above the acceptable level of 0.70.”
3.9  Data collection procedure

The researcher obtained “an introduction letter from School of Management Science, Uganda Management Institute to conduct the research.” The researcher then “pilot tested the questionnaire on a sample of ten respondents and the interview guide on two respondents.” The researcher   then “used the comments from these respondents to improve the questionnaire and interview guide.”  The researcher then “made contact with the various authorities to whom the letter was addressed and made appointments to collect data.”  On the agreed dates, the researcher went to the various user departments in NARO to meet the respondents and collect the data.  “The data collection was carried out for a period of one week and the researcher rescheduled for incomplete collection of data from respondents after appointment.”  “ After data collection, data analysis was done and a report made, which marked the final activity of the research process.”
3.10  Data analysis
Data analysis is the process of bringing order to the raw data by organizing into patterns, categories and basic descriptive units, (Dubois & Gadde, 2012). This sub-section describes how the data was analysed using the qualitative and quantative techniques.
3.10.1 
Analysis of  Qualitative Data
“The qualitative data collected by way of interviews was analyzed by content analysis.” “Content Analysis is a technique for gathering and analyzing the content of text,”  (Bailey and Kenneth, 2014). The initial step involved sorting the content into themes, which depended on the content. Data collected was organized into a common data pool. It was transcribed, synchronized and grouped into themes. During analysis, themes were generated from the responses and categories. Dubois &Gadde (2012) asserted that “a coding scheme was devised in terms of frequency, direction, intensity and space to enable reduction of the themes into major themes”
These ‘major themes formed the basis of extrapolating the emergent issues related to the research question.” Patterns of linkages and clues from the themes related to the research questions were observed and data interpretation done in respect to the research objectives. Checking was done to minimize errors of double selection and other forms of repetition.
3.10.2  Quantitative Data analysis 
Quantitative data was collected using questionnaires and the data collected was entered   in SPSS and analysed. According to Dubois and Gadde (2012), SPSS is one of the most recommended packages for analyzing social science research data. The quantitative data analysis results were descriptive statistics and inferential statistics. “Descriptive statistics included measures of central tendency and dispersion meanwhile inferential statistics included measures of correlation and regression analysis.”  

3.11 Measurements of variables
In this study, the measurement of variables was conducted using the works of Dubois and Gadde (2012) and three scales were used; nominal, ordinal and interval. The responses to the questionnaire was measured on “ a five point interval scale of strongly agree (5), agree (4), Not Sure (3), disagree (2) and strongly disagree (1)”  in that order of measurement.
3.12 Ethical cconsiderations
Ethical considerations played a role in the quality of work produced and this includes the following:    
Honesty: the researcher “desisted from fabricating, falsifying, or misrepresenting research data hence promoting the truth and avoiding error.” To avoid plagiarism, “works of different authors were acknowledged whenever they are cited.”
Informed Consent:  This involved giving the participants adequate information about what the study involved and an assurance that their consent to participate was free and voluntary rather than coerced. As Sekaran, (2003);- advised the “participant’s informed consent may be obtained either through a letter or form that clearly specifies what the research involves, includes clearly laid down procedures the participants can expect to follow and explain the ways in which their confidentiality was assured. In this case, a letter was obtained for this purpose.” The signing of the voluntary informed consent by each individual participant was confirmation that the respondents are not coerced to participate in the study but are doing so willingly. The researcher, “made respondents aware of their right to opt out of the study if they so wish and that recording would only be done with their approval.”  
Anonymity and Confidentiality: “Respondent’s names were withheld to ensure anonymity and confidentiality in terms of any future prospects.”  The researcher, “ in order to avoid bias, interviewed the respondents’ one after the other and ensured that she informs them about the nature and extent of her study and on the other hand she gave them reasons for interviewing them.” 

CHAPTER FOUR

ANALYSIS AND INTERPRETATION OF THE FINDINGS

4.1  Introduction

This chapter presents the findings, analysis and interpretations of the findings. The findings are presented according to the objectives of the study.  The study investigated the relationship between Contract management and procurement performance at national agricultural research organisation (NARO) Entebbe in Uganda. The study was guided by the following objectives: to establish the relationship between contract monitoring and procurement performance at NARO; to establish relationship between contract administration and procurement performance at NARO; to establish the relationship between managing contract disputes and procurement performance at NARO.
4.1.1 Response Rate

Presentation of tabulated data according to respondents’ response rate

Table 4: Response Rate
	Instrument
	Target
	Actual Response 
	Response rate (%)

	Questionnaire 
	66
	60
	91

	Interviews 
	09
	06
	67

	Total 
	75
	66
	 


Source: Primary Data (2019)

The table 4 above presents the response rate from the study. The number of questionnaires distributed were 66 and 60 were returned making a response rate of 91%. This implied that the study had a high response rate that enabled the researcher to come up with the findings of the study.  “Face to face interviews were carried out with the respondents, and total of 06 respondents were interviewed out of 09 expected to be interviewed.”  This was a 67% response rate from interviews. According to Sekaran, (2003);- “a response rate above 50% of the target number is adequate for the study.” 
4.2 Findings on demographic characteristics of the respondents
This section, “present finding on demographics of the respondents,” namely; sex, age, and highest level of education in Table 5 below. 

4.2.1 Sex of the Respondents
The sex of respondents was investigated for this study, and findings are presented in Table 5
Table 5: Summary statistics on sex of the respondents            
	
	Frequency
	Percent
	‘Valid Percent’
	Cumulative Percent

	Valid
	Male
	28
	46.7
	46.7
	46.7

	
	Female
	32
	53.3
	53.3
	100.0

	
	Total
	60
	100.0
	100.0
	


Source: Primary Data (2019)
From table 5 above, the majority of the respondents were female,” (53.3%) and male were (46.7%).  “Although the sex findings indicated a discrepancy in favour of females, the study was representative since both males and female were included in the study sample and therefore the study was not biased of any particular sex.”  
4.3 Age of the Respondents

The study ages of the respondents and the results obtained are presented in Table 6 below.
Table 6:  Summary statistics on the Age bracket of the respondents 

	
	Frequency
	Percent
	‘Valid Percent’
	Cumulative Percent

	Valid
	18-27
	15
	25.0
	25.0
	25.0

	
	28-37
	13
	21.7
	21.7
	46.7

	
	38-47
	6
	10.0
	10.0
	56.7

	
	48 and above
	26
	43.3
	43.3
	100.0

	
	Total
	60
	100.0
	100.0
	


Source: Primary Data (2019)  
From the above Table 6, “ the majority of respondents who took part in the study were 48 years” and above representing “43.3%, those between 18-27 years were 25% and those that were 50years and above were 8.4%.”  This shows that “ 80% of respondents were 30 years and above with only 20 % below 30 years.” This indicated that the study was representative of acceptable age groups.

4.4 Respondents by highest level of education   

The table 7 below presents the summary statistics on level of education of the respondents. 

Table 7: Respondents level of education  
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Secondary
	3
	5.0
	5.0
	5.0

	
	Diploma
	10
	16.7
	16.7
	21.7

	
	Degree
	25
	41.7
	41.7
	63.3

	
	Masters
	22
	36.7
	36.7
	100.0

	
	Total
	60
	100.0
	100.0
	


Source: Primary Data (2019)                                                          
From the Table 7 above, 25 respondents representing 41.7% are bachelors’ holders, 22 respondents representing 36.7% are masters’ holders, 10 respondents representing 16.5% are diploma holders, 3 respondents representing 5% have secondary education.These results indicate that the respondents were able to read, understand the questionnaire and give appropriate responses.  
Table 8: The Respondents years of experience
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	1-5 yeears
	28
	46.7
	46.7
	46.7

	
	6-10 years
	22
	36.7
	36.7
	83.3

	
	Greater than 10 years
	10
	16.7
	16.7
	100.0

	
	Total
	60
	100.0
	100.0
	


 Source: Primary Data (2019)   
From the above table 8, 28 respondents representing 46.7% have 1-5 years of experience, 22 respondents representing 36.7% have 6-10 years of experience and 10 respondents representing 16.7% have greater than 10 years of experience.   
Table 9: Respondents terms of employment with NARO
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Contract
	38
	63.3
	63.3
	63.3

	
	Permanent
	22
	36.7
	36.7
	100.0

	
	Total
	60
	100.0
	100.0
	


 Source: Primary Data (2019)
 From the above table 9, 38 respondents representing 63.3% are contract employees and 22 respondents representing 36.7% are contract employees. This indicates that employees on short term and long term employment were all considered for the study. 
4.6 Results of the relationship between Contract monitoring and procurement performance at national agricultural research organisation (NARO) Entebbe in Uganda. 

Table 10: Descriptive Statistics on Contract monitoring and procurement performance at national agricultural research organisation (NARO).
	Items on Contract monitoring
	SA
	A
	N
	D
	SD
	Mean
	Standard Deviation

	Paying on-site monitoring visits will help reduce service delivery times
	25%

(15)
	73.3%

(44)
	00
	1.7%

(1)
	00
	4.2167
	.52373

	Paying on-site monitoring will help improve supplier performances 
	65%

(39)
	35%

(21)
	00
	00
	00
	4.6500
	.48099

	Through On-site monitoring, NARO will help reduce procurement cycle times
	1.6%

(1)
	 00
	11.7%
(7)
	65%

(39)
	21.7%

(13)
	1.9500
	.69927

	Use of contract management plan will ensure better contract monitoring.
	18.3%

(11)
	76.7%

(46)
	00
	3.3%

(2)
	1.7%

(1)
	4.0667
	.68561

	Use of contract management plan will help to reduce procurement cycle time.
	 3.3%

(2)
	00
	 15%

 (9)
	78.4%

(47)
	3.3%

(2)
	2.2167
	.66617

	Use of contract management plan will help meet number of procurement cases to be filed 
	 00
	00
	8.3%

(05)
	86.7%

(52)
	 5%

(3)
	2.0333
	.36669


Source: Primary data (2019)                       N=60
“SD = Strongly Disagree, D = Disagree, N = Neutral, SA = Strongly Agree and A = Agree, % = Percentage”  
On the question of as to whether paying on-site monitoring visits will help reduce service delivery times, the respondent’s responses indicated that 15 respondents representing 25% strongly agreed, 44 respondents representing 73.3% agreed and 1 respondent representing 1.7% disagreed.  The mean = 4.2167on the five-point Likert scale indicates that generally the respondents agreed that Paying on-site monitoring visits will help reduce service delivery times.   
A respondent interviewed noted that onsite Monitoring as a contract management tool is a quality check control or measurement that ensures that both parties to the contract perform their duties and roles as required of them and it allows gaps and challenges to be easily identified and solutions or measures are put in place to tackle them.

On the question of as to whether paying on-site monitoring will help improve supplier performances, the respondent’s responses indicated that “39 respondents representing 65% strongly agreed and 21 respondents representing 35% agreed. No respondent disagreed.” The mean = 4.6500 on the five-point Likert scale indicates that “generally the respondents strongly agreed that paying on-site monitoring will help improve supplier performances.”      

On the question of as to whether on-site monitoring can help NARO reduce procurement cycle times, the  respondent’s responses indicated that 1 respondent representing 25% strongly agreed, 7 respondents representing 11.7% preferred to be neutral, 39 respondents representing 65% disagreed and 13 respondents representing 21.7% disagreed.  The mean = 1.9500 on the five-point Likert scale indicates that generally the respondents disagreed that on-site monitoring can help NARO reduce procurement cycle times.      

On the question of as to whether use of contract management plan will ensure better contract monitoring, the respondent’s responses indicated that “11 respondent representing 18.3% strongly agreed, 46 respondents representing 76.7% agreed, 2 respondents representing 3.3% disagreed and 1 respondent representing 1.7% strongly disagreed”.  The mean = 4.0667 on the five-point Likert scale indicates that “generally the respondents agreed that use of contract management plan will ensure better contract monitoring.”      
The respondents interviewed stressed that contract management plan  specifies on time schedules in which activity should or must have been accomplished in a cost effective and timely manner thus no space for the contractor or supplier to delay the works/ supplies/ services. With a contract management plan in place noncompliance or variation is identified early for escalation and resolution, risks and costs are managed.
On the question of as to whether use of contract management plan reduces procurement cycle time, the  respondent’s responses indicated that “2 respondents representing 3.3% strongly agreed, 9 respondents representing 15% preferred to be neutral, 47 respondents representing 78.4% disagreed and 2 respondents representing 3.3% strongly disagreed.”  The mean = 2.2167 on the five-point Likert scale indicates that “generally the respondents disagreed that the use of contract management plan reduces procurement cycle time.”       

On the question of as to whether use of contract management plan meets the number of procurement cases to be filed, the respondent’s responses indicated that “5 respondents representing 8.3% preferred to be neutral, 52 respondents representing 86.7% disagreed and 3 respondents representing 5% strongly disagreed.”  The mean = 2.0333 on the five-point Likert scale indicates that “generally the respondents disagreed that the use of contract management plan meets the number of procurement cases to be filed.”  
The respondents interviewed stated that each party’s roles or responsibilities are clear in the contract document and so when one party defaults in his part, the document can be used as a reference to settle the matter. They emphasized compliance with specifications terms of reference, statement of work (quality assurance and control), compliance with terms and conditions, paper work requirement and administrative aspects of the performance. 
Hypothesis testing one: there is a positive relationship between contract monitoring and procurement performance

 Pearson Correlation Coefficient

The hypothesis was tested using Pearson correlation coefficient and the results of the hypothesis are shown below.

Table 11: Correlation matrix for contract monitoring and procurement performance
	
	
	Contract monitoring 
	Procurement performance

	Contract monitoring 
	Pearson Correlation
	1
	.872(**)

	
	Sig. (2-tailed)
	.
	.000

	
	N


	60
	60

	Procurement performance
	Pearson Correlation
	.872(**)
	1

	
	Sig. (2-tailed)
	.000
	.

	
	N
	60
	60


** Correlation is significant at the 0.01 level (2-tailed).

Source Primary data (2019) 
The results show that the correlation coefficient is 0.872(**) and its significance level 0.000. Therefore according to the results there is “a strong positive significant relationship between contract monitoring and procurement performance.”  Therefore the alternative hypothesis that was earlier claimed is accepted.

4.11 Regression Analysis

A regression analysis for contract monitoring and procurement performance was run and the results from the analysis are shown below.
Table 12: Regression Analysis for contract monitoring and procurement performance
	Model
	R
	R Squared
	Adjusted R Squared
	Std. Error of the Estimate

	1
	.872(a)
	.760
	.760
	0.6754


a Predictors: (Constant), Contract monitoring
Source Primary data (2019)

Table 4.9 provides the R and R2 value. The R value is 0.872, which indicates a strong positive correlation. The R2 value indicates “how much of the dependent variable, procurement performance can be explained by the independent variable, contract monitoring.”  In this case, 0.760 can be explained, which is very large. The standard error of the estimate is 0.6754 and the adjusted R square value is 0.760. Therefore the adjusted square value of .760 implied that contract monitoring predicts procurement performance; in other words the procurement performance in NARO is dependent on contract monitoring by 76%. 
Table 13: Analysis of Variance for the relationship between contract monitoring and procurement performance 
	ANOVAa

	Model
	Sum of Squares
	Df
	Mean Square
	F
	Sig.

	1
	Regression
	2366.291
	1
	2366.291
	24.313
	.000a

	
	Residual
	97.325
	59
	97.325
	
	

	
	Total
	2463.616
	60
	
	
	

	a. Dependent Variable: Procurement performance

	b. Predictors: (Constant), Contract monitoring


Source: Primary Data (2019) 

The F-statistic is the Mean Square (Regression) divided by the Mean Square (Residual) 2366.291/97.325=24.313.  The full model is statistically significant (F = 24.313, df = 60, sig.=.000). F-Statistics is 24.313, given the strength of the correlation, the model is  statistically significant (p < .05)

Table 14: Summary Statistics of Coefficient for contract monitoring and procurement performance.

	Coefficients

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	T
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	37.706
	3.446
	
	10.941
	.000

	
	Contract monitoring
	.630
	.128
	.476
	4.931
	.000

	a. Dependent Variable: Procurement performance


The effect of contract monitoring (beta=.476, p=0.000) is statistically significant and its coefficient is positive implying the better contract monitoring leads to higher procurement performance. The magnitude of beta value suggests that the relationship between contract monitoring and procurement performance is statistically significant. The t-test for contract monitoring and procurement performance equals 4.931 and is statistically significant. 
4.7  Summary of findings on contract administration and procurement performance
Table 13: Descriptive Statistics on contract administration and procurement performance
	Items on contract administration
	SA
	A
	N


	D


	SD
	Mean
	St.Dev

	Failure to pay vendors will impact on contract outcomes in terms of quality, pricing and cost
	 6.7% (4)
	13.3%(8)
	 00
	 75% (45)
	 5% (3)
	2.4167
	 1.01333

	Failure to pay vendors will lead to delay in project completion of time
	 20% (12)
 
	78.3%(47)
	 00
	 1.7% (1)
	 00
	4.1667
	 .49289

	Delay to make payments to vendors will extend contract delivery times 
	 20% (12)
	66.7%(40)
	 10% (6)
	 3.3%
(2)
	00 
	4.0333

	 .66298 

	Changes in contracts should never be used to conceal poor procurement
  performance at the
 organization
	93.3%(56)
	 6.7%
(4)
	 00
	 00
	 00
	4.9333 
	 .25155 

	It is important contract management team ensures changes are not of such significant levels.
	 26.7%
(16)
	 71.7%
(43)
	 00
	 1.7%
(1)
	 00
	4.2333
	 .53256

	Where contracts
 substantially changes parts, the entity can re-tender the procurement.
	 00
	1.7% (1)
	16.7% (10)
	61.7% (37) 
	 20% (12)
	2.0000
	 .66384


Source: Primary Data (2019)                  N=60
“SD = Strongly Disagree, D = Disagree, N = Neutral, SA = Strongly Agree and A = Agree, % = Percentage” 
On the question of as to whether failure to pay vendors impacts on contract outcomes in terms of quality, pricing and cost, the respondent’s responses indicated that “ 4 respondents representing 6.7% strongly agreed, 8 respondents representing 13.3% agreed, 45 respondents representing 75% disagreed and 3 respondents representing 5% strongly disagreed” . The mean = 2.4167 on the five-point Likert scale indicates that generally the respondents disagreed that the failure to pay vendors impacts on contract outcomes in terms of quality, pricing and cost.      
On the question of as to whether failure to pay vendors leads to delay in project completion time, the respondent’s responses indicated that 12 respondents representing 20% strongly agreed, 7 respondents representing 78.3% agreed and 1 respondent representing 1.7% disagreed. The mean = 4.1667 on the five-point Likert scale indicates that generally the respondents agreed that the failure to pay vendors leads to delay in project completion time.         

On the question of as to whether delay to make payments to vendors extends contract delivery times, the respondent’s responses indicated that “12 respondents representing 20% strongly agreed, 40 respondents representing 66.7% agreed, 6 respondents representing 10% preferred to be neutral and 2 respondents representing 3.3% disagreed.” The mean = 4.0333 on the five-point Likert scale indicates that “generally the respondents agreed that the delay to make payments to vendors extends contract delivery times.”    
The respondents interviewed on the consequences of failure to promptly pay Venders by the PDE stressed that the organization loses credibility honesty and trust from its customers, suppliers, contractors this can be witnessed in scenarios where by suppliers or contractors are no longer willing to tender with the organization or if they want to they (customers) subject the organization to make 100% payment before deliverables are made. The suppliers begin to supply low quality or substandard products or the contractors use low cost materials in construction projects since the capital they have cannot sustain the business if their other payments are held by other Entities. Costs are likely to go high if value for money is to be considered for example if this “supplier” or Contractor had initially borrowed this “capital” interest is likely to be accrued with time which will in the end be transferred to the organization. Litigation cases are likely to arise thus damaging the organization’s reputation.  
This influence contract outcomes in such a way that shoddy works likely to arise and will be evident in collapsing of buildings, Abandonment of site is likely to occur since say if the contractor is to be paid on completion of each stage and is not done, he or she is likely to leave the work thus leading to late service delivery by the organization to its citizens, incomplete deliverables being made to the organization.

On the question of as to whether “changes in contracts should never be used to conceal poor procurement performance at the organization,” the respondent’s responses indicated that “ 56 respondents representing 93.3% strongly agreed and 4 respondents representing 6.7% agreed”.   The mean = 4.9333 on the five-point Likert scale indicates that generally the respondents strongly agreed that the changes in contracts should never be used to conceal poor procurement performance at the organization.    

The respondents interviewed on the importance ensuring contractual changes are always not of such significant levels stressed that NARO operates within a fixed budget from the projects funders in that by the time a contract is being signed on the funds accorded to it should be used effectively in order to achieve value for money. This can easily bring about delayed service delivery because of the time taken to have clearances done by the World Bank management. Projects can even come to a halt if their no funds to be topped up or it could even be that the time requested for to have the project accomplished has come to an end.

On the question of as to whether it is” important contract management team ensures changes are not of such significant levels,”  the respondent’s responses indicated that 16 respondents representing 26.7% strongly agreed, 43 respondents representing 71.7% agreed and 1 respondent representing 1.7% disagreed. The mean = 4.2333 on the five-point Likert scale indicates that “generally the respondents agreed that it is important contract management team ensures changes are not of such significant levels.”   

On the question of as to whether where contracts substantially changes parts, the entity can re-tender the procurement, the respondent’s responses indicated that 1 respondent representing 1.7% agreed, 10 respondents representing 16.7% preferred to be neutral, 37 respondents representing 61.7% disagreed and 12 respondents representing 20% strongly disagreed. The mean = 2.0000 on the five-point Likert scale indicates that generally the respondents disagreed that where contracts substantially changes parts, the entity can re-tender the procurement.        
On the question of what actions/ measures management is advised to adopt if contracts are found to be substantially differing from original terms and conditions, the respondents interviewed stressed that management is advised to go back to square one and revise the terms and conditions (TOR, SOW or specifications) because you could find the specifications that were made were un realistic and unachievable, or even the type of contract used was wrong in the first place, management is advised to ratify and redesign the new changes in the contract if they won’t make the purpose for which this contract was intended for to be a waste of time resources because at times these contractors or suppliers are innovative in a way by inserting new ideas into the old ones thus achievement of value for money, management is advised to terminate the contract since it’s going to be costly and may lead to rejection of unwanted deliverables or goods.

On the question of the incidences whereby variations have been used by PDU to mask poor performance in the organization, the respondents interviewed observed that, in construction of laboratories for NARO, some minor issues were undermined yet critical for example the Lab doors should be freely opened but this was not considered, Construction of Administration Blocks (civil works) whereby timeliness was not given priority for example the works were supposed to take 16months but were completed within 24months, Construction of toilet at NAROSEC done by several contractors before the contract was accomplished which in most cases can be seen as fraudulent.
 4.8 Hypothesis testing two: There is a positive relationship between contracts administration and procurement performance at NARO  
4.8.1 Pearson Correlation Coefficient

The hypothesis was tested using Pearson correlation coefficient and the results of the hypothesis are shown below. 
Table 14: Correlation matrix for contracts administration and procurement performance at NARO
	
	
	Contracts administration
	Procurement performance

	Contracts administration
	Pearson Correlation
	1
	.885(**)

	
	Sig. (2-tailed)
	
	.000

	
	N
	60
	60

	Procurement performance 
	Pearson Correlation
	.885(**)
	1

	
	Sig. (2-tailed)
	.000
	.

	
	N
	60
	60


** Correlation is significant at the 0.01 level (2-tailed).

Source Primary data (2019)

The results show that the correlation coefficient is 0.885(**) and its significance level 0.000. This implied that contracts administration influences procurement performance at NARO. Therefore according to the results there is “a strong positive correlation between contracts administration and procurement performance at NARO.”  Therefore the alternative hypothesis that was earlier claimed is accepted.

4.8.2 Regression Analysis

A regression analysis for contracts administration and procurement performance at NARO was run and the results from the analysis are shown below.  
Table15: Regression analysis for contracts administration and procurement performance at NARO 
Model Summary
	Model
	R
	R Squared
	Adjusted R Squared
	Std. Error of the Estimate

	2
	.885 (b)
	.783
	.783
	1.423


  b. Predictors: (Constant), contracts administration 

Source Primary data (2019)
Table 4.15 provides the R and R2 value. The R value is 0.885, which indicates a strong positive correlation. The R2 value indicates how much of the dependent variable, procurement performance can be explained by the independent variable contracts administration. “The standard error of the estimate is 1.423 and the adjusted R square value is 0.783.”  Therefore the adjusted square value of .783 implied that contracts administration predicts procurement performance at NARO; in other words procurement performance at NARO is dependent on contracts administration by 78.3%.
Table 18: Analysis of Variance on the Relationship between contract administration and procurement performance
	ANOVAb

	Model
	Sum of Squares
	Df
	Mean Square
	F
	Sig.

	1
	Regression
	1909.688
	1
	1909.688
	20.337

               
	.000b

	
	Residual
	93.900
	59
	93.900
	
	

	
	Total
	2003.588
	60
	
	
	

	a. Dependent Variable: procurement performance

	b. Predictors: (Constant), contract administration


Source: Primary Data (2019)

The F-statistic is the Mean Square (Regression) divided by the Mean Square (Residual) 1909.688/93.900=20.337.  The model is statistically significant (F = 20.337, df = 60, sig.= .000). F-Statistics is 20.337, given the strength of the correlation, the model is statistically significant (p < .05)
Table 19: Summary Statistics on Coefficient for contract administration and procurement performance
	Coefficients

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	T
	Sig.

	
	B
	Std. Error
	 Beta
	
	

	1
	(Constant)
	38.704
	3.503
	
	11.048
	.000

	
	Contract administration
	.681
	.151
	.427
	4.510
	.000

	a. Dependent Variable: Procurement performance


Source: Primary Data (2019)

The effect of contract administration (beta=.427, p=0.000) is statistically significant and its coefficient is positive meaning better contract administration leads to higher procurement performance. The magnitudes of the respective beta values suggest that the relationship between contract administration and procurement performance is statistically significant.  The t-test for contract administration equals 4.510 is statistically significant.
4.9 Relationship between managing contract disputes and procurement performance
The survey instruments used for the study had a list of 06 items measuring the relationship between managing contract disputes and procurement performance in NARO whose descriptive findings are presented. The researcher analyzed the questionnaires that were distributed to the respondents and responses were based on “Likert scale ranging from one which represented strongly disagree to five which reflected strongly agree.”  The summary of statistics results are shown below.
Table 16: Descriptive statistics for the relationship between managing contract disputes and Procurement performance
	Items on  managing contract disputes
	SA
	A
	N
	D
	SD
	Mean
	Std.Dev

	Use of negotiations as means of contract dispute resolution will guarantee NARO successful contract outcomes
	 00
	 5% (3)
	3.3% (2)
	 10% (6)
	 81.7%
(49)
	1.3167 
	 .77002  

	Management needs to  embrace negotiations as the best dispute resolution approach at the entity
	28.3%(17)
	63.3% (38)
	 3.3% (2)
	 00
	 5% (3)
	4.1000
	 .87721

	Use of negotiations will help lower prices of the items to procured
	 1.7% (1)
	5%

(3) 
	 1.7%
(1)
	 11.7%
(7)
	 80%
(48)
	1.3667  
	 .88234 

	Use of mediation will ensure both parties walk away in win-win situation
	 40%
(24)
	 58.3%
(35)
	 00
	 00
	 1.7%
(1)
	4.3500  
	.65935

	Use of mediation will allow parties to reach settlement far quicker than other means of dispute resolutions
	 38.3%
(23)
	 61.7%
(37)
	 00
	 00
	 00
	4.3833
	 .49030 

	Use of mediation will ensure parties’ needs and interests are met 
	 46.7%
(28)
	 53.3%
(32)
	 00
	 00
	 00
	4.4667
	 .50310


Source: Primary Data (2019)

“SD = Strongly Disagree, D = Disagree, N = Neutral, SA = Strongly Agree and A = Agree”
On the question of as to whether use of negotiations as means of contract dispute resolution guarantees NARO successful contract outcomes, the respondent’s responses indicated that “ 3 respondent representing 5% agreed, 2 respondents representing 3.3% preferred to be neutral, 6 respondents representing 10% disagreed and 49 respondents representing 81.7% strongly disagreed” . The mean = 1.3167 on the five-point Likert scale indicates that generally the respondents disagreed that the use of negotiations as means of contract dispute resolution guarantees NARO successful contract outcomes.         

On the question of as to whether management needs to embrace negotiations as the best dispute resolution approach at the entity, the respondent’s responses indicated that “ 17 respondents representing 28.3% strongly agreed, 38 respondents representing 63.3% agreed, 2 respondents representing 3.3% preferred to be neutral and 3 respondents representing 5% strongly disagreed” . The mean = 4.1000 on the five-point Likert scale indicates that generally the respondents agreed that the management needs to embrace negotiations as the best dispute resolution approach at the entity.     
On the question of as to whether use of negotiations helps lower prices of the items to procured, the respondent’s responses indicated that “ 1 respondent representing 1.7% strongly agreed, 3 respondents representing 5% agreed, 1 respondent representing 1.7% preferred to be neutral,   11 respondents representing 7% disagreed and 48 respondents representing 80% strongly disagreed” . The mean = 1.3667  on the five-point Likert scale indicates that generally the respondents strongly disagreed that the use of negotiations helps lower prices of the items to procured.               
On the question of as to whether use of mediation ensures that both parties walk away in win-win situation, the respondent’s responses indicated that “ 24 respondents representing 40% strongly agreed, 35 respondents representing 58.3% agreed, 1 respondent representing 1.7% strongly disagreed” . The mean =4.3500 on the five-point Likert scale indicates that generally the respondents agreed that the use of mediation ensures that both parties walk away in win-win situation.       

On the question of as to whether use of mediation allows parties to reach settlement far quicker than other means of dispute resolutions, the respondent’s responses indicated that “ 23 respondents representing 38.3% strongly agreed and 37 respondents representing 61.7% agreed” . The mean = 4.3833 on the five-point Likert scale indicates that generally the respondents agreed that the use of mediation allows parties to reach settlement far quicker than other means of dispute resolutions.    
On the question of as to whether use of mediation ensures parties’ needs and interests are met, the respondent’s responses indicated that  “ 28 respondents representing 46.7% strongly agreed and 32 respondents representing 53.3% agreed” . The mean = 4.4667 on the five-point Likert scale indicates that generally the respondents agreed that the use of mediation ensures parties’ needs and interests are met.        
On the question of whether the use of negotiations is likely to guarantee successful contract out comes at NARO, the respondents interviewed observed they would not guarantee that use of negotiations is likely to guarantee successful contract out comes at NARO because like any method of dispute resolution, negotiation cannot guarantee that a party will be successful since it’s an agreement whereby both parties decide a fair exchange between the differencing likes gain a middle ground for example a supplier delivers partial items then the entity agrees to settle him only that a half that he has delivered. The respondents noted that mediation as means of dispute resolution can substantially ensure parties needs and interests met but have never seen it being applied at NARO yet.
 4.10 Hypothesis testing three: 
There is a positive relationship between managing contract disputes and procurement performance at NARO
4.10.1 Pearson Correlation Coefficient
The hypothesis was tested using Pearson correlation coefficient and the results of the hypothesis are shown below. 
Table 17: Correlation matrix for managing contract disputes and procurement performance at NARO
	
	
	Managing contract disputes
	Procurement performance 

	Managing contract disputes 
	Pearson Correlation
	1
	.622

	
	Sig. (2-tailed)
	.
	.000

	
	N
	60
	60

	Procurement performance 
	Pearson Correlation
	.622
	1

	
	Sig. (2-tailed)
	.000
	.000

	
	N
	60
	60


* Correlation is significant at the 0.01 level (2-tailed). 

Source: Primary Data (2019)

The results show that the correlation coefficient is 0.622 and its significance level 0.000. This implied that managing contract disputes significantly influence procurement performance. Therefore, the results confirmed “a strong positive relationship between managing contract disputes and procurement performance.”  Therefore the alternative hypothesis that was earlier claimed is accepted.
4.10.2 Regression Analysis

A regression analysis for managing contract disputes and procurement performance was run and the results from the analysis are shown below.
Table 18: Regression analysis for the relationship between managing contract disputes and procurement performance at NARO 
Model Summary
	Model
	R
	R Squared
	Adjusted R Squared
	Std. Error of the Estimate

	3
	.622 (c)
	.367
	.367
	.51018


  c. Predictors: (Constant), managing contract disputes
Source Primary data (2019)

The table 18 above, provides the R2 square value. “The R value is 0.622, which indicates a strong positive correlation. The R2 value indicates how much of the dependent variable, procurement performance can be explained by the independent variable managing contract disputes.”  The adjusted square value of .367 implied that managing contract disputes predicts procurement performance; consequently, procurement performance is dependent on managing contract disputes by 36.7%. 
Table 23: Analysis of Variance on the Relationship between managing contract disputes and procurement performance
	ANOVAc

	Model
	Sum of Squares
	Df
	Mean Square
	F
	Sig.

	1
	Regression
	33503.500
	1
	33503.500
	22.496
               
	.000c

	
	Residual
	1489.279
	59
	1489.279
	
	

	
	Total
	44992.779
	60
	
	
	

	a. Dependent Variable: procurement performance

	b. Predictors: (Constant), managing contract disputes 


Source: Primary Data (2019)
The F-statistic is the Mean Square (Regression) divided by the Mean Square (Residual) 33503.500/1489.279 =22.496.  The model is statistically significant (F = 22.496, df = 60, sig.= .000). F-Statistics is 22.496, given the strength of the correlation, the model is statistically significant (p < .05).
Table 24: Summary Statistics on Coefficient for managing contract disputes and procurement performance 
	Coefficients

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	T
	Sig.

	
	B
	Std. Error
	 Beta
	
	

	1
	(Constant)
	48.927
	5.618
	
	12.046
	.000

	
	Managing contract disputes
	.789
	.214
	.392
	4.371
	.000

	a. Dependent Variable: Procurement performance


Source: Primary Data (2019)
The effect of managing contract disputes (beta=.392, p=0.000) is statistically significant and its coefficient is positive implying managing contract disputes enhances procurement performance. The magnitudes of the respective beta values suggest that the relationship between managing contract disputes and procurement performance is statistically significant.  The t-test for managing contract disputes equals 4.371 is statistically significant. 
4.11 Descriptive statistics on procurement performance
The items on procurement performance were derived from the purpose of the study. Question items measuring procurement performance were put to the respondents. The items were scaled using the five-point Likert scale where code 1 = Strongly Disagree, 2 = Disagree, 3 = Neutral, 4 = Agree and 5 = Strongly Agree.  
Table 19: Descriptive statistics on procurement performance
	Items on procurement performance
	SA
	A
	N
	D
	SD
	Mean
	S. Dev

	Incidences of late deliveries of supplies are rare at the organization 
	18.3%

(11)
	75%

(45)
	00
	3.3%

(2)
	3.3%

(2)
	4.0167
	.79173

	Incidences of late deliveries are attributed to lack of procurement plans
	1.7%
(1)
	00
 
	15%
(9)
	75% (45)
	8.3%  ( 5)
	2.1167 
	.61318

	Ensuring competition in procurement process will reduce lead times 
	3.3%

(2)
	00
 
	5%
(3)
	81.7%
(67)
	10% (6)
	2.0500 
	.67460 

	Keeping good records will improve procurement performance of the PDE
	90%

(54)
	8.3%

(5)
	00
	1.7% (1)
	00
	4.8667 
	.46820 

	Keeping good record will help minimize un sustained claims made by vendors
	26.7% (16)
	70%

(42)
	00
	3.3% (2)
	00
	4.2000 
	.60506 

	Record keeping will  result in lowering cost incurred by the entity
	5%

(3)
	1.7%

(1)
	6.7% (4)
	75% (45)
	11.7%

(7)
	2.1333 
	.83294

	Suppliers can perform better when they are monitored
	90%

(54)
	6.7%

(4)
	1.7%
(1)
	1.7% (1)
	00
	4.8500
	.51503 

	Contractors will deliver better services when they are appraised
	88.3%

(53)
	8.3%

(5)
	00
	00
	3.3%

(2)
	4.7833
	.76117 

	Monitoring contractor performance will reduce procurement cycle times
	1.7%

(1)
	00
	16.7%

(10)
	 8.3%

(5)
	73.3%

(44)
	1.4833
	.89237


Source: Primary data (2019)

On the question of as to whether incidences of late deliveries of supplies are rare at the organization, the respondent’s responses indicated that “11 respondents representing 18.3%  strongly agreed, 45 respondents representing 75%  agreed, 2 respondents representing 3.3%  disagreed and 2 respondents representing 3.3% strongly disagreed” .  The mean = 4.0167 on the five-point Likert scale indicates that generally the respondents agreed that incidences of late deliveries of supplies are rare at the organization.   
On the question of as to whether incidences of late deliveries are attributable to lack of procurement plans, the respondent’s responses indicated that “1 respondent representing 1.7%  strongly agreed, 9 respondents representing 15%  preferred to be neutral, 45 respondents representing 75% disagreed  and 5 respondents representing 8.3%  strongly disagreed” .  The mean = 2.1167 on the five-point Likert scale indicates that generally the respondents disagreed that incidences of late deliveries are attributed to lack of procurement plans. 
The respondents interviewed observed that quite often NARO experiences protracted and delayed procurement cycle times for goods and services. The respondents suggest as a remedy; training of NARO staff especially end users, management, contracts committee, evaluation committee and accounting officers on procurement procedures, emphasis having a consolidated procurement plan in place which indicates the procurement activities to be undertaken and the times at which they should be achieved, appointment of contract managers for each procurement that has been undertaken by the entity, having a contract management plan in place that specifies roles and responsibilities of each party to the contract.
On the question of as to whether ensuring competition in procurement process reduces lead times, the respondent’s responses indicated that “ 2 respondents representing 3.3% strongly agreed, 3 respondents representing 5% preferred to be neutral, 67 respondents representing 81.7% disagreed and 6 respondents representing 10% strongly disagreed” .  The mean = 2.0500 on the five-point Likert scale indicates that generally the respondents disagreed that ensuring competition in procurement process will reduce lead times. 

On the question of as to whether keeping good records improves procurement performance of the PDE, the respondent’s responses indicated that “54 respondents representing 90% strongly agreed, 5 respondents representing 8.3% agreed, 1 respondent representing 1.7% disagreed”.  The mean = 4.8667 on the five-point Likert scale indicates that generally the respondents strongly agreed that keeping good records will improve procurement performance of the PDE.  
On the question of as to whether keeping good record helps to minimize un sustained claims made by vendors, the respondent’s responses indicated that “16 respondents representing 26.7% strongly agreed, 42 respondents representing 70% agreed, 2 respondents representing 3.3% disagreed” . The mean = 4.2000 on the five-point Likert scale indicates that generally the respondents agreed that keeping good record will help minimize un sustained claims made by vendors.  
On the question of as to whether record keeping  results in lowering cost incurred by the entity, the respondent’s responses indicated that “3 respondents representing 5% strongly agreed, 1 respondent representing 1.7% agreed, 4 respondents representing 6.7% preferred to be neutral, 45 respondents representing 75% disagreed and 7 respondents representing 11.7% strongly disagreed” . The mean=2.1333 on the five-point Likert scale indicates that generally the respondents disagreed that record keeping  results in lowering cost incurred by the entity.   

The respondents interviewed observed that good record keeping will improve procurement performance of the PDE and that with a procurement plan in place, the procurement unit is able to identify which, what, when, who needs the item, at what cost it will be purchased at hence timely delivery of the products, services or works. With a contract document in place, PDU is able to track and monitor progress of deliveries. Records can be used in resolving administrative reviews and disputes in a way that the organization has a basis and documents supporting their actions. Records help the procurement departments when referring to past prices and specifications.

On the question of as to contractors deliver better services when they are appraised, the respondent’s responses indicated that “ 53 respondents representing 88.3% strongly agreed, 5 respondent representing 8.3% agreed, 2 respondents representing 3.3% strongly disagreed” . The mean = 4.7833 on the five-point Likert scale indicates that generally the respondents  strongly agreed that contractors will deliver better services when they are appraised.    

The respondents interviewed on how appraising and monitoring of contractors will improve performance of the NARO opined that; when appraised well, the contractor can be recommended for another job elsewhere and as for the entity they are judged well for awarding a contract to a reputable company with capacity and knowledge in executing the contract. The entity will have achieved value for money by use of sound, competent providers or suppliers. Through procurement performance, the nation is able to achieve sustainable projects through the use of tax payers’ monies. As for NARO, once the project is a success, more funds will continue flowing in for more projects.      

On the question of as to whether monitoring contractor performance will reduce procurement cycle times, the respondent’s responses indicated that “ 1 respondent representing 1.7% strongly agreed, 10 respondents representing 16.7% preferred to be neutral, 5 respondents representing 8.3% disagreed and 44 respondents representing 73.3% strongly disagreed” .  The mean = 1.4833 on the five-point Likert scale indicates that generally the respondents disagreed that monitoring contractor performance reduces procurement cycle times. 
The respondents interviewed on the question of how monitoring of contractor performance will reduce procurement cycle times stressed that the use of good quality materials is guaranteed since the contract manager is on the site monitoring the contractors’ activities, timely completion of the project is ensured since the workers are on site without giving them a gap of laxing around since there is contract monitoring their performance, theft of materials is minimized thus costs going up is avoided by the entity by not incurring more costs on the same materials that had already been procured.

CHAPTER FIVE

SUMMARY, DISCUSSION, CONCLUSIONS AND RECOMMENDATIONS

5.1 Introduction

This Chapter focuses on the summary of findings, discussion of the findings, conclusions, recommendations and areas for further research.

5.2 Summary of Findings
This sub-section presents the findings of the study according to study objectives.
5.2.1 contract monitoring and procurement performance
The Pearson Correlation Coefficient was run and results showed that contract monitoring significantly influences procurement performance in NARO. Therefore according to the results the r value was 0.872(**). There is a positive significant relationship between contract monitoring and procurement performance at NARO. Therefore the alternative hypothesis that was earlier claimed is accepted. A regression analysis was run and findings indicated that the adjusted r squared value was 0.760 implying that contract monitoring predicts procurement performance at NARO; in other words procurement performance is dependent on contract monitoring by 76%.
5.2.2 Contracts administration and procurement performance 

The Pearson Correlation Coefficient was run and results showed that the r value was 0.885 (**) implying that contract administration significantly influences procurement performance at NARO. “The results indicated a positive relationship between contract administration and procurement performance at NARO.”  Therefore the alternative hypothesis that was earlier claimed is accepted. A regression analysis was run and findings indicated that adjusted r squared value was .783 implying that contract administration predicts procurement performance at NARO; in other words procurement performance at NARO is dependent on contract administration by 78.3%. 
5.2.3 Managing contract disputes and procurement performance 

The Pearson Correlation Coefficient was conducted and the results showed r = 0.622 implying that managing contract disputes significantly influences procurement performance. Therefore, the results indicated “a strong positive correlation between managing contract disputes and procurement performance at NARO.”  “The alternative hypothesis that was earlier claimed is accepted.”  A regression analysis was run and findings indicated that managing contract disputes predicts procurement performance at NARO. The adjusted R squared value of .367 implied that “managing contract disputes predicts procurement performance,” in other words procurement performance at NARO is dependent on managing contract disputes by 36.7%.  

5.3 Discussion

This subsection discusses the findings according to the respective research objectives.

5.3.1 Contract monitoring and procurement performance
Findings revealed that there is a strong positive correlation between contracts monitoring and procurement performance at NARO (r = 0.872). Osei-Tutu, Mensa and Ameyaw (2011) opined that on-site monitoring can provide a sense of the quality of the overall conduct of the trial at a site (attention to detail, thoroughness of study documentation, appropriate delegation of study tasks, appropriate supervision of site staff and performing critical study functions). On-site monitoring is therefore particularly helpful for complex contracts with several variations.
Camén, Gottfridsson & Rundh, (2012), “significant contract monitoring occurs when the vendor is actually performing the service (contract period) and preparation during the pre-contract period is essential for effective contract monitoring”. “The difficulty of monitoring a contract increases without a well-written contract detailing vendor and agency responsibilities, as well as contract clauses that allow the agency to properly monitor and compel performance by the vendor” .  

Basheka (2008) asserted that “development and use of a contract management plan is essential to ensuring that a contract is properly monitored.” Tadeo, Karuhanga & Mukokoma (2011) argued that “on-site monitoring aims at monitoring quality, monitoring change orders, monitoring schedules, monitoring disputes, monitoring budgets and payments, monitoring subcontractors, monitoring reports and monitoring acceptance and close out” . Nevertheless, quite often incidences of: poorly established criteria for evaluating vendor performance, failure to communicate and document, failure to conduct follow-up reviews to ensure that corrective action is taken; and failure to identify the risk and level of review necessary for each vendor can render on-site monitoring program ineffective. 
According to the PPDA act 2014 “contract administration should ensure agency personnel have a common understanding of both the vendor and agency’s respective obligations.”  “ It is a cursory view of planned and completed activities, and can be utilized throughout the term of the contract as a status report” . It should identify contract deliverables, milestones, due dates, modifications issued, summary of invoices submitted and paid, renewal dates and methodology to be used to monitor the contractor. 
5.3.2 Contracts Aadministration and Pprocurement performance
Findings revealed that there is a strong positive correlation between contracts administration and procurement performance at NARO (r = 0.885).  Mturi (2013)asserts that “it is important for contract managers to ensure that variations are not of such a level that they significantly change the contract requirement and/or substantial parts of the original transaction.”  If this is the situation, it may be necessary to take on another procurement process because the revised arrangements are substantially different to those selected through the original procurement.  
As Namiro & Ndandiko, (2006);- noted  “changes to contract arrangements have the potential to affect the scope and viability of the contract and making substantive variations to a contract will require some of the actions and issues involved in developing the original contract.”  Therefore, they should be planned accordingly and contract management team “should be alert to the risk that multiple changes made to a contract over a period of time may shift the overall allocation of contract risk or transfer particular risks to the acquiring entity” .
According to PPDA Act 2003(As amended 2014) “variations should not be used to mask poor performance or serious underlying problems and the effect on original timeframes, deliverables and value for money should be assessed.”  If the effects are significant, senior management and other stakeholders may need to be consulted and/or advised. It is not advisable to amend the contract by word of mouth or conduct, even where there is a contract provision expressly requiring a formal process to be followed.  Khijjah, (2012);-  noted that” it is therefore important to those involved in managing and administering the contract not to agree to informal contract amendments”
As Khijjah, (2012);- opined “any proposed variations in contracts should be carefully assessed to ensure that Government agencies do not breach procurement legislations and policies in place.”  Meanwhile “contract variations should be undertaken in line with the “procedures set out in the contract or specific entity procedures.”  The procedures may be covered explicitly by authorization and reporting arrangements for contract variations, particularly for large, complex contracts of long duration.”
Khijjah (2012) opined that “ any proposed variations in contracts should be carefully assessed to ensure that Government agencies do not breach procurement legislations and policies in place.”  “Contract variations should be undertaken in line with the procedures set out in the contract or specific entity procedures.”  “ These procedures may cover explicit authorization and reporting arrangements for contract variations, particularly for large, complex contracts of long duration” .

Failure to pay vendors in a timely manner by Government agencies has potential to drastically affect contract outcomes in various ways. It could even be more devastating if it involves non-payment. Delayed payment impacts on the whole supply chain of payment of a construction project (Ganesan, 2014). According to GHK (2010), “ late or nonpayment of vendors can cause capable and qualified vendors not to bid for opportunities with government agencies.”  This is because the entire work flow is dependent on the agencies financial resource. 

5.3.3 Managing contract disputes and procurement performance
Findings revealed that there is a strong positive correlation between managing contract disputes and procurement performance (r = 0.622). According to Onyinkwa (2013), negotiating between the acquiring entity and the contractor is the most common approach to resolving disagreements and disputes. At each stage of contract management cycle, the intention of the negotiations is to reach a mutually acceptable solution, where both sides consider they have gained the best possible result in the circumstances. It is important that one party does not consider they have been unduly pressured to agree to a particular solution as a result of the negotiation, as this can lead to an escalation or reappearance of the dispute at a later stage.

By ensuring that all those who have an interest in the dispute have been consulted regarding their willingness to participate and that adequate safeguards exist to prevent inequities in the bargaining process, the chances of reaching an agreement satisfactory to all are enhanced (Karuhanga and Mukokoma, 2011).

According to (Domberger and Jensen, 2014), adopting negotiation instead of litigation as means of contract resolution is less expensive and reduces delays. The drawback of negotiations is that both parties may be of unequal power and the weaker party (ies) may be placed at a disadvantage especially where a party with an interest in the matter in dispute is excluded or inadequately represented in the negotiations, the agreement's value is diminished, thereby making it subject to future challenge.

Mediation in resolving contract disputes involves the use of a neutral third party to assist in resolving the dispute (Camén et. al. 2011). The mediator does not impose a decision on the parties in the way a court or arbitrator does, but instead seeks to help the parties to resolve the dispute themselves.  Mediation is a creative approach to dispute resolution which is not governed by strict rules of procedure. This allows the parties to design a process which suits their needs and encourages a consensual, rather than an adversarial approach (Beugelsdijk et. al., 2009). Due to its private, non-adjudicative nature, mediation cannot produce legal precedents and a strong-willed mediator can exercise too much control over the mediation and affect the eventual resolution (Broadbent and Laughlin, 2013). 

Domberger (2014) suggests that due to the speed and informality of mediation, the costs are generally considerably less than litigation. This is of importance to both parties who wish to keep costs down and to parties who otherwise might not be able to afford the cost of the court process. The presence of the third-party neutral allows for a controlled dialogue which is useful if previous negotiations have broken down or if the issue is mediated sparks strong emotions. Dorsch, et.al (2008) established that since parties to mediation meet face to face, there is concern, particularly in cases involving harassment, that there might be a power imbalance between the parties.  

5.4 Conclusions

The study examined the relationship between contract management and procurement performance at NARO. The findings revealed that there is a strong positive correlation between contract management and procurement performance at NARO. Improvement in managing contracts monitoring, contracts administration and managing contract disputes is key in enhancing procurement performance at NARO. The common challenges involved in effective contract management at NARO includes unclear project scope; unrealistic timeline and budgets; corruption; inflexibility; payment conflicts; lack of cooperation; and insufficient use of ICT. Effective contract management leads to high efficiency, flexibility and supplier relationship.  Monitoring of contractor performance reduces procurement cycle times and guarantees use of good quality materials since the contract manager is on the site monitoring the contractors’ activities, timely completion of the project is ensured since the workers are on site without giving them a gap of laxing around since there is contract monitoring their performance, theft of materials is minimized thus costs going up is avoided by the entity by not incurring more costs on the same materials that had already been procured.    
Contract monitoring ensures quality of services/goods offered and guarantees timely expenditure in contract execution and also enhance relationship between the parties. Most of the respondents strongly agreed that measures of effective contract management include setting appropriate strategic decisions and drafting of contracts; use of effective evaluation procedures; employing contract management team with relevant skills, qualifications, knowledge, and experience; good management of contractor’s performance; formulation of a win-win situation for both parties; provision form implementation of change; clear description of processes and contract management plans; definition of roles precisely; and taking initiatives and preventive actions.
5.5 Recommendations

The recommendations below were made on the basis of research objectives.
The study recommends that NARO must strive to improve their contract management practices so as to boost their procurement performance. There is also a need for NARO to invest in constant training of their employees on effective contract management practices to enhance their performance. Further, the study recommends that NARO should put in place appropriate measures that ensure that potential risks regarding contract management are detected in advance and mitigated to enhance procurement performance. The study recommends NARO to ensure adequate use of information technology in order to improve quality, speed, effectiveness and efficiency of their contract management practices. There is need for the PDE management of NARO to review the procurement environment in the Entity to ascertain linkages between effective contract management and other critical stages of the procurement cycle for example appointment of contract managers and preparation of contract implementation plans. Lastly, there is need for adequacy of reporting on contract management by NARO and specifically preparing reports in a systematic and timely manner to ensure that PDE management is abreast with the status of contracts in the PDE. Such reporting ensures that timely actions can be taken to address any implementation challenges as and when they arise. The reporting on contract management ensures that sufficient information is available on supplier performance to improve future procurement.
5.6 Areas for Further Research

The study suggested that further research should be conducted on procurement management and performance of public sector organisations in Uganda. Further areas of research include factors affecting adoption of e-procurement in public sector in Uganda. A longitudinal study could also be conducted on contract management and procurement performance in public sector organisations in Uganda
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