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ABSTRACT

This study sought to establish the relationship between supply chain management practices and financial performance in private companies in Uganda with a case of Kazire Health Products Company Limited. The objectives of the study were: (i) to investigate the relationship between strategic supplier partnerships and financial performance in Kazire health products company limited, (ii) to examine the relationship between information sharing and financial performance in Kazire health products company limited and (iii) to find out the relationship between customer relationship management and financial performance in kazire health products company limited. 

The study used the correlation design where both quantitative and qualitative approaches were applied. A sample of 92 respondents was considered. Simple random, snowball sampling and purposive sampling were used in selecting the respondents. Data was collected by use of a questionnaire, interview guide and document review checklist. The study used both quantitative and qualitative techniques of data analysis and a computer package called statistical package for social scientists (SPSS) was used for data entry and analysis. A response rate of 90.2% was achieved.

The findings suggest that: strategic supplier partnership explains 5.4% (.054*100) on financial performance of Kazire Health products company Limited (KHPCL); information sharing explains 14.1% (.141*100) on the financial performance of Kazire Health products company Limited (KHPCL) and customer relationship management explains 7.3% (.073*100) on performance of Kazire Health products company Limited (KHPCL) as per regression analysis.
The study recommended that; management should try to build long term relationships between the company and its suppliers through prompt payments, open channels of communication to allow information flow freely, and the supervisors should consider building customer loyalty starting with employees as this may foster financial performance.

CHAPTER ONE

INTRODUCTION 

 1.1 Introduction 

Effective organization of supply chains is vital to organizational success (Ketchen & Hult, 2007). Since the performance of any organization depends on the way supply chain practices are manned. It’s against this background that the researcher conducted a study to establish the relationship between supply chain management practices and financial performance of Kazaire Health Products Company Limited. Chapter one of this study presents: Introduction, background, problem statement, objectives, research questions, and hypotheses, scope of the study, significance of the study, study justification and operational definitions. 

1.2 Study Background

1.2.1 Historical background 

Supply chain management has evolved gradually within a period of 10 decades. It started as a simple measure of improving labor intensive processes and it has gradually grown to management of extra ordinary complex global networks. In 1990s, supply chain management intensified as a result of industrial competition and market globalization. This resulted into challenges of getting quality work visa vie time and cost. This time, organizations were awakened to improve efficiency through supply chain practices (Suhong et.al, 2006). It was part of the competitive age at that time considering the trend in business. 

According to Monczka et al. (2002) essential elements of modern supply chain management came into existence in 19th century with purchasing functions. This was the period when the World War I was taking place and the purchase of war materials was being done. It was during this time that the idea of multiple sourcing through competitive bid pricing was introduced.  Buyers focused on purchase price and the prevention of line shutdowns.  

The concept was extended to other fields like transportation where intermodal containers were introduced (Robinson & Malhotra, 2005). Later globalization had to set in and it drastically changed the business situation. As time went by the advancement in technology led to inflation, international competition and strategic alliances. This change further led to a cohesive method to SCM, where requests of all stakeholders in the supply chain link were given priority (Ibid). 

During this period, emphasis was put on massive production using minimal costs per unit produced. The procuring function was looked at as a facility to production. 
The rebirth of supply chain management occurred in 1980s when manufacturers began to know the importance and benefit of buyer-supplier relationship. It was experimented with strategic partnerships between manufacturers and their immediate suppliers. The concept has been popularly used differently to refer to the same thing at different levels. For example at strategic level it is called supply chain management, while at tactical and operational levels it is called logistics management (Robinson & Malhotra, 2005). 

There after the concept continued to be used and appreciated by manufacturers, suppliers, retailers and consumers as a measure of improving efficiency, building a sustainable competitive age and increasing the market base (Ragatz et al., 1997; Morgan & Monczk 1995; St Onge, 1996), and this has yielded positive results. 

1.2.2 Theoretical Background

Network theory was used to explain the relationship between the variables. This theory was developed by Hakan Hakansson and Ivan Snehota in 1994 (Connelly et al., 2010). The proponents of this theory advance that: growth and performance of companies is purely dependent on their ability to develop relationships and that effective implementation of internal activities is dependent on the supplier and customer relationships. They further advanced that the company depends entirely on the successfulness of her counterparts and that marketing performance of the company depends on relationship with others, while volume of sales, market share, profit base and growth depends on how a company relates with the business environment. (Lamming et al., 2000).

The proponents of this theory advances that the network structures have a role to play in the diffusion of chain management practices since they help in understanding relationships that are of competitive advantage (Lamming et al. 2000).

They further advanced, that networks yield competitive advantages in that; each actor in the relationship can choose to allocate more or less resources to each of its relationships, and seek advantage in the costs and paybacks within which relationships are directly involved (Hakansson and Ford, 2012). 

The theory was adopted for the current study because it explains the role of supplier – customer relationship and its impact on organizational performance; it also talks about market as a network of buyer- seller relationship which relationship creates a strong market for the product and eventually improves organizational performance in market share which leads to profitability. The theory further shows a network of interdependent relationships in business which relates well with supply chain management hinged on supplier, customer and manufacturer.

1.2.3 Conceptual background 

Two major variables were used in the study. They are; supply chain management practices and financial performance. The study focused on three dimensions of supply chain management that included Information sharing, customer relationship management and strategic supplier partnership.

There are many different definitions that explain the concept of supply chain management (SCM). According to Mabert & Venkataramanan (1998), SCM refers to arrangements of components that convert resources into finished goods and services that are distributed to customers. Tan et al. Tan, (1998) use different phrases such as; acquiring, quality, and customer care to represent SCM practice. (Perry, 2012) asserts that supply chain management involves coordinates and integrates materials, information and finances both within and among companies. The study therefore used the concept of SCM to refer to the relationship between suppliers and their customers attained through information sharing.

Lambert et al. (2006) defines Strategic Supplier partnership as a combination of major business procedures from the manufacturer to the customer through original suppliers that add value to the product. Gordon (2011) Adds that Strategic Supplier Partnership is a commitment from all stakeholders in business to collaborate for an agreed period for mutual benefit of all of them while sharing relevant benefits and liabilities. 

Customer relationship management refers to practices that organizations use in customer care, building customer loyalty and improving customer satisfaction (Lambert and Cooper, 2000). Stock, & Boyer, (2009) defined Customer relationships as demand management practices that aim at improving customer satisfaction and complaint handling. It is also seen as the fundamental aspect of customer relationship taking care of customer needs and requirements in a friendly manner (Sheth et al., 2000). The study used this definition while referring to the term customer relationship.

Similarly, many scholars have attached different meanings to the term performance. According to Scheerens (1992), performance refers to outcomes of given tasks that are assessed basing on the preset performance targets. Langdon (2000) defines performance as the resultant effect from the actual work done in order to achieve an organization mission. The study adopted Langdon (2000) definition to define Kazire Health Products Company Limited performance by reflecting on the effectiveness and efficiency of the company’s processes particularly financial performance.

1.2.4 Contextual background

Most private companies in Uganda have lengthy chains of middlemen that included retailers and agents thus prolonged transactions between chain members and consumers. This is due to poor information networks and access to appropriate market information within their downstream chain (Bibangambah, 2002; Namagembe et.al, 2012; Ministry of Tourism and Trade, 2005). 

According to Ugandan Bureau of Statistics (2005), business enterprises in Uganda depended on word of mouth contrary to the idea of SCM involving coordinating, integrating finances and information flow both within and among companies (Perry, 2012). Private companies in Uganda face performance challenges that are a result of supply chain management practices. These private companies operate under stiff and competitive environment with other companies in producing    similar products and yet competing for few markets (Ntayi and Eyaa, 2010).

The study was carried out in Kazire Health Products Company Limited. It is a private company located in Mbarara Municipality, South Western Uganda along Mbarara – Kabale road 3 kilometers from Mbarara town. The company employs over one hundred employees; it has many suppliers that supply them with raw materials, wholesalers who stock their products, retailers and consumers thus very much engaged in supply chain management.

The company produces energy drinks that are made from locally grown fruits and vegetables such as lemon, oranges, passion fruits, carrots, beetroot, Aloe Vera, and tea leaves. Some are grown by the company but many are supplied by the outreach farmers and local markets. The energy drinks are manufactured in the company’s’ factory and stored in their cold rooms from where they are supplied to different wholesalers by the company vehicles, the wholesalers sell to retailers who subsequently sell to the consumers. Kazire Health products are commonly known by local population in Mbarara and neighboring districts and have not penetrated the E. African markets. The company currently runs one factory and relies on outreach farmers for supplies. Company vehicles deliver the products to wholesalers but many times there are delays in deliveries or no deliveries at all. The company is currently operating at breakeven point because of selling to only the local population who know the product, depending on the finances collected by their delivery staff (KHPCL Annual report, 2016).

Considering the above, a study was conducted to establish the relationship between SCM practices and financial performance in KHPCL.   

1.3 Problem Statement 

According to Ketchen & Hult (2007), good supply chain management practices (SCM) are vital to organizational success. Supply chain management has the potential to influence financial performance (Martins & Martins, 2003).  Kazire Health Products Company Limited (KHPCL) like other companies in Uganda is not different.

The company instituted SCM practices such as a network of farmers who were facilitated in growing raw materials for the factory, deployed distributors and wholesalers directly in its market places in various parts of the country, reached out to customers through radio and television programmes and built customer relationships  through manufacturing of new customer demanded products (KHPCL Annual Report, 2016). However, the financial performance of this company remained low despite the above mechanisms. For instance, the company has experienced low sales volumes over years given that there are stock outs in their distribution channels. The company’s profitability is still low between 0.45% - 0.90% profit levels obtained in three years that is 2014-2016 as evidenced from their profit analysis sheet for 2016. The company’s investment is also low as it still runs one factory probably due to limited cash to reinvest (KHPCL Audit Report, 2016). This resulted into low revenues as the company remained operating on the break-even point, stagnation and labor turnover.
1.4 General Objective 

To establish the relationship between SCM practices and financial performance in Kazire Health Products Company Limited (KHPCL) 

1.5 Specific Objectives 

a) To investigate the relationship between Strategic Supplier Partnerships and financial Performance in KHPCL 

b) To examine the relationship between Information sharing and financial performance in KHPCL 

c) To find out the relationship between Customer relationship management and financial Performance in KHPCL. 

1.6 Study Questions 

a) What are the relationships between Strategic Supplier Partnership and financial Performance in KHPCL? 

b) What are the relationships between Information sharing and financial Performance in KHPCL? 

c) What are the relationships between Customer relationship management and financial Performance in KHPCL? 

1.7 Study Hypotheses

a) There is a significant relationship between Strategic supplier partnership and financial performance in KHPCL. 

b) There is a significant relationship between Information sharing and financial performance in KHPCL.

c) There is a significant relationship between Customer relationship management and financial performance in KHPCL.

   

1.8 Conceptual Framework





 Supply Chain Management Practices (IV)  


Financial Performance (DV)




              

Source: From literature (Li et.al, 2006; Lee, 2009; Ghosh, 2010; Peng et.al, 2012; Wagnera, 2012 and Zhao Jie et.al, 2013)
Fig 1.1 shows the conceptual Framework of the study variables.

Fig. 1.1 describes the relationships that exist between study variables. Supply chain management practices was the independent variable looked at in terms of strategic supplier partnership, information sharing and customer relationship management and considered to have a relationship with financial performance which was a dependent variable looked at in terms of profitability, solvency, financial efficiency and Liquidity. It is believed that when a buying firm enters into strategic partnerships with its suppliers, the suppliers are motivated to be part of the buying firm in all its efforts to deliver quality raw materials on time and at lower prices. They are also able to provide input in the design process for their buyers and willing to share technology and other innovations with the buyer. 

As a result, the buying entity is thus able to produce not only a technologically superior product but also one that is cheap and in time thus the buying firm.  Profitability would automatically be there leading to returns on the investment.

1.9 Significance of the study 

It was assumed that study findings would be of help to the management of KHPCL in establishing an effective supply chain management practice that would boost their Financial performance.

The findings of this study would form part of the action plans that would help KHPCL compete with other competitors by choosing to allocate more or less resources to each of its relationships.

It was assumed that the study would increase knowledge on the best SCM practices that explain the downstream chains of other private companies in Uganda considering that there was limited literature as per Ugandan context. 

The study was expected to contribute to the body of knowledge about the importance of supply chain management practices to organizational performance. This would be used by future researchers as their area of reference.

1.10 Justification of the study 

Although some studies have been undertaken about financial performance in Uganda such as; Okello et al. (2008), Ntayi et al. (2009) and Ntayi and Eyaa (2010), little was known about the relationship between supply chain management practices and financial performance of private companies in Uganda. Therefore, this study has filled the knowledge gap on the relationships between SCM practices and financial performance of Private companies in Uganda with evidence from KHPCL.

1.11 The scope of the study 

1.11.1 Geographical Scope 

The study was conducted at Kazire Health Products Company Limited (KHPCL) located in Mbarara town along Mbarara – Kabale road, three Kilometers from the city centre. The company is located in the south western part of Uganda about 260 kilometers (155 miles), south-west of Kampala. The company deals in production of Health drinks. The researcher chose this company because it was assumed to be more relevant to the study as it engaged with suppliers, wholesalers, retailers and consumers.

1.11.2 Time Scope 

The study considered a period of three years (2014-2016). This was because this is because data captured on the study variables would not have been overtaken by events thus can ably be used   to analyze the trend of the Phenomena.

 11.3 Content Scope 

The study focused on establishing the relationships between SCM practices and financial Performance of KHPCL. The dimensions of SCM practices included; strategic supplier partnership, information sharing, customer relationship management. While financial performance was looked at from indicators of Liquidity, Solvency, Profitability and Financial efficiency.

1.12 Operational Definitions 

In this study the following terms were used to refer to;

Supply chain management practices: These are activities undertaken in an organization to promote effective management of its supply chain. 

Strategic supplier partnership: This is a long term relationship between an organization and its suppliers.

Information sharing: It is the extent to which information is communicated to one’s supply chain partner.

Customer relationship Management: These are practices employed by an organization to meet customer needs, strengthen long term relationships and also attend to customer complaints.

Financial performance:  It refers to business performance over a specified period of time in terms of profits and losses. 

Profitability: The cash savings after payment of all the Company costs and expenses.

Liquidity: The ability of a company to meet its financial obligations in the short run without disrupting normal operations.

Solvency: It is the MFI’s ability to pay all financial obligations and to continue viable operations after financial adversity.

 Financial efficiency: Ability to provide the required services without reliance on subsidies and grants. 

CHAPTER TWO

LITERATURE REVIEW

2.1 Introduction

This chapter presents reviewed literature from journals, books, internet, newsletters and thesis in relation to study variables of supply chain management practices and financial performance. It includes theoretical review and review of literature objective by objective.

2.2 Theoretical review

The study was anchored to Network theory developed by Håkansson and Snehota advanced in 1995 (Håkansson & Snehota, 1995). The theory traces its roots from the works of Barnes (1954) with the concept of social networks in his study of Norwegian island parish.

Proponents of the theory advanced the following; Network forms of organization substitute markets and ladders and they define feature of original areas (Owen-Smith & Powell 2004; Fleming et al 2007).  Networks have no distinct limits nor any Centre or apex. They exist in organizations as definite logic affecting the collation of actions, resources and actors (Ballantyne& Williams (2008).  They are the locus of innovation in high-technology industries and that they also create trust and increase forbearance (Ahuja 2000), networks inspire conformity in thought and action and shape the diffusion of technologies. 

The theory was adopted for this study because of its relevancy to the study variables. Effective supply chain management involves a wide range of stakeholders who form a network for effective distribution of properties and facilities to the end user; it explains the role of supplier – customer relationship and its impact on organizational performance; it also talks about market as a network of buyer- seller relationship which relationship creates a strong market for the product and eventually improves organizational performance in market share which leads to profitability. The theory further shows a network of interdependent relationships in business which is the concept of supply chain management since it hinges on supplier, customer and other stakeholder relationship.

In adopting this theory, the researcher was not ignorant of its gaps that included; the concept of a network like any other powerful concept is essentially all-inclusive and ambiguous; it has diverse connotations thus exposed to numerous usages (DeBresson and Amesse, 1991). Companies can be counseled, invited, persuaded and provided with conducive environment and convinced to come on board instead of focusing on networking. Cooperation may occur when if parties are willing to undertake it with or without networks (Geisler, 1997). 

Despite the criticism, the theory remained valid and relevant for the study because the company under study still operates in the network system of supplier – buying firm and consumer relationship, with no clear boundaries since supplies are in demand by the company and innovations depended on consumer demands. 

The theory was applied in Vegan and Rodex Companies. They used relationship as a reserve to be conquered. In Vegan Company in particular, findings indicated that relationship between suppliers, customers and other stake holders enhanced economic performance. In Rodex, findings indicated that relationship was an asset for resource collection in a business enterprise in developing markets and that it led to economic performance. 

2.3 Supply Chain Management practices and financial performance

2.3.1 Strategic Supplier Partnership and Financial Performance of companies

Strategic supplier partnership is characterized by numerous features and actions such as harmonization, expectation, common technology, combined processes and long-term contracts (Tan, 2002; Peng, et al, 2011). It also supplements suppliers with improved production processes, quality developments, supplier assets and also capability to reduce risk and gain rewards from development efforts (Flynn et al., 2010; Echtelt et al., 2008). 
According to Echtelt et al. (2008), strategic supplier partnership improves decision making, knowledge sharing and increased financial performance of supply chain partners. Rosetti, & Choi (2005) and Lee (2004) affirms that strategic supplier partnership is strategic renewal and repositioning where by firms can be able to endorse and aggressively form their situation by making calculated decisions.

Ghatebi, Ramezani and Shiraz (2013) in their study conducted in Manufacturing Companies of Khuzestan Province about the Impact of SCM Practices on Competitive Advantage, found out that strategic supplier partnership can impact on competitive advantage. This corroborates with Collin (2003) who agrees that strategic supplier partnership brings about competitive advantage in markets.

Strategic supplier partnership emphasized a long term association and shared planning plus mutual problem solving in business enterprises which led to financial performance (Li et al., 2006). This is in corroboration with Ford (2003) assertion that strategic supplier partnership helps in maintaining and forging congenial relationship between suppliers and the firms since they plan together thus able to remain competitive in the market thus improved economic performance.

Strategic supplier partnership promotes sharing of benefits among parties involved. This is because of the ongoing participation in key strategic areas like technology. This builds long term relationships and helps the firm to achieve superior performance by reducing the outlays and refining quality of products (De.Tonic et al., 1994)

2.3.2 Information sharing and financial performance of companies

According to Li et al., (2006), information sharing entails correctness, appropriateness, competence, and trustworthiness of information exchanged. Information sharing involves dissemination of general market information in regard to quality of products/services, and design (Singh, 2013). 

Research has revealed that information sharing creates competitive advantage. This is because by taking and sharing with other parties the undistorted and up-to-date available data in the market, firms are capable of making well-versed decisions of what to produce, when and for who (Carroll, et al, 2011; Lopes de Sousa Jabbour, et al, 2011). On a contrary note, information shared could reach out to competitors which could have an adverse effect on their performance (Salles, et al, 2010). The study was therefore conducted to authenticate the above scholars’ findings using KHPCL Company as an example.

Karahanna & Watson (2006) go on and say that information sharing using Information system leadership advances a firm’s performance. This is because it assists the leadership that recognizes both technical and business functions across the supply chain to institute the information office with a holistic view of an organization, as information systems infuses all business functions which enables and enhance performance of all the organization departments (Bassellier & Benbasat, 2004; Chen et al, 2007). 

Scholars maintain the view that information sharing increases the speed in product design, substitutes inventory and also harmonizes supply chain activities leading to better firms’ performance. This is in corroboration with Fiala (2005); Frohlich (2002) and Gefen (2003) who affirm that Information sharing increases organizational efficiency.

2.3.3 Customer relationship management and financial performance of companies. 

According to Williams (2006) and Niknia (2007), customer relationship solves client complaints and increases their loyalty and retention. They further affirm that customer relationship helps to understand customer needs which consequently improve organizational performance. Similarly, Jharkharia, & Shankar (2006) found out that customer relationship management minimizes the risks of competition.

According to Bose et al., (2008) as cited in Anabila et al (2012), the dynamic nature of global environment and competition has made firms do away with minor tricks that can be copied by competitors and developed customer oriented strategies making customers a center piece of their business strategy because growth, profitability and survival rest entirely on the customers thus improved economic performance.

Day et al (2012), affirm that committed relationships with customers are vital in sustaining economic performance. This is due to their inherent barriers to competition since close customer relationship allows the firms get feedback about their products that may lead to increase in sales and subsequently profits.

Summary of literature reviewed

The literature above clearly shows the relationship between Supply Chain Management practices and Financial Performance of different organizations. However, it was concentrated on the developed countries context and was limited on developing countries context. Moreover, the empirical results were dependent on the data collected from documents not from respondents which this study intended to address.

CHAPTER THREE

METHODOLOGY

3.1 Introduction

The chapter presents research design, study population, sample size and selection, data collection methods and instruments, quality control, data collection procedures, and data analysis techniques used. 

3.2 Research Design
The study used a correlation design. Correlation design is an approach to the analysis of relationship between variables (Bryman, 2012). This corroborates with Kothari (2004) who affirms that correlation design aims at establishing relationships between variables.  Therefore, the study employed the design since it intended to establish the relationship between Supply Chain management Practices and financial Performance. This was also in line with Amin (2005) and Punch (2000). The study employed mixed research approaches that is, qualitative and quantitative approaches for triangulation purposes as advanced by Creswell (2008).

3.3 Study Population

The study population was one hundred and eighteen (118) members that included ninety-seven (97) operational staff, fifteen (15) line managers, five (5) top managers and one (1) Chief Executive Officer. 
3.4 Sample Size

A sample size of 92 respondents was considered and it was determined using Krejcie and Morgan Statistical table for determining sample size (Amin (2005). It was adjusted using ratio method as shown in Table 3.1.

Table 3.1. Sample size and sampling techniques

	Category of Population
	Number of Elements (N)
	Sample size
	Sampling Technique

	Chief executive Officer
	1
	1
	Purposive 

	Top managers
	5
	5
	Purposive 

	Line managers
	15
	10
	Purposive

	Operational staff 
	97

	76
	Simple random

	Total
	118
	92
	


Source: Primary data.

3.5 Sampling techniques and procedures

The study used both probability and non-probability sampling methods with a combination of sampling strategies for different categories. These included; purposive, snow ball and simple random sampling.

3.5.1 Purposive sampling 

Purposive sampling was used for selecting the chief executive officer, top and line managers. This was because they were assumed to be capable of providing more focused information as regards to study variables. This was in line with Kothari (2003). Moreover, with their numbers it became convenient to study them all. This was in line with Amin (2005).

3.5.2 Simple random sampling

The researcher used simple random sampling techniques for selecting operational staff. This was because of their numbers and the nature of the study that sought the opinions of the respondents on the study variables. This technique gave an equal opportunity to all respondents to be selected in the sample. This was in line with Onen and Oso (2008) and Mugenda & Mugenda (1999).

3.6 Data Collection Methods

For this research, questionnaire survey, interviews and document review analysis methods were used in data collection.

3.6.1 Questionnaire survey

According to Kothari (2004), a questionnaire survey method is a research method where the researcher gives a number of questions in a definite order to persons concerned with a request to answer them and then return it to the researcher. This method enabled the researcher to collect data from a big number of respondents. It enabled the respondents to fill questionnaires at their own convenience and the provided high level of confidentiality. Further, the method enabled the researcher to collect a lot of information from many respondents in a short time at a relatively low cost. This was in line with (Oso and Onen, 2009). 
3.6.2 Interview method

This is a method in which a researcher asks verbal questions to a person who is knowledgeable about the research topic (Amin, 2005). The method was preferred because it helped the researcher to ask questions intended to elicit information or opinions from the key informants that could not be observed (Kothari, 2004). It also enabled the researcher gain control over the line of questioning hence getting valid and reliable data. This was in line with Bryman (2012).

3.6.3 Document Review Analysis 

This is a method where the researcher reviews organisational documents to verify what was said by respondents (Bryman, 2012). Document reviews involved the researcher reviewing work written by other scholars and other documents related to the topic under study (Creswell, 2008). In this study, the researcher visited documents like journals, reports, newspapers, abstracts, and other documents related to supply chain management in KHPCL. This helped the researcher to identify and address gaps in the study and used them as supporting documents to provide vivid evidence on study variables. This was in line with (Sekarana 2004).

3.7 Data Collection Instruments

The researcher used the questionnaires, interview guide and documentary review check list to collect data from the field.

3.7.1 Questionnaire

The study employed structured (closed-ended) questionnaires. A structured closed ended questionnaire contains multiple options from which the respondent can select in line with his or her opinions about the study topic (Kothari, 2004).  This helped respondents to give quick responses. Closed-ended questions were selected for this study because of being easier and cheap for analysis. This was in line with Amin (2005).

3.7.2 Interview Guide

Interview Guide is a list of key questions that are asked to a key informant in unstructured interviews (Bryman, 2012). It was used to guide the researcher to obtain more detailed and in-depth data which was difficult to put down in writing by the respondent. This was administered to the key informants (the executive officer, top managers and line managers). It helped the researcher guide the questioning and control over the topic. Since the respondents were asked the questions using the same format as per the questionnaire, the information obtained was easy to analyze, code and compare. This is in line with Kothari (2003).

3.7.3 Document review check list

A checklist of documents to be reviewed was designed by the researcher and used. The document review checklist was preferred because it helped the researcher to keep on track while examining the recorded information. With this instrument, information was easily identified, analyzed, coded and documented in a consistent and reliable manner. The documents to be reviewed included; Financial reports, investment plans and reports, company accounts and other company financial records. This was in line with Sekarana (2004).

3.8 Validity and Reliability

The researcher tested the reliability and validity of the research instrument to ascertain whether the data collected was accurate and reliable.

3.8.1 Validity

To establish validity, the researcher designed the research instruments and sent them to the supervisors to give comments on whether the set of questions could capture the intended data. The researcher then determined the content validity index using the formula below;

CVI= Number of items rated relevant by supervisors
                Total number of items

According to Amin, (2005), the instrument had an acceptable CVI of 0.7 and hence was considered a valid instrument.

3.8.2 Reliability

Reliability is the extent to which a research instrument yields consistent results after repeated data collection exercise (Mugenda & Mugenda, 2003). The major tool of data collection was the questionnaire. This was pre-tested on 10 respondents from KHPCL because they did not participate in the study. The method of pretest was test re test method and then its reliability was determined using the SPSS package to get the Cronbach’s Alpha. 

3.9 Data collection procedure

The researcher obtained an introductory letter from Uganda Management Institute upon approval of the research proposal which was introducing him to the unit of analysis (Kazire Health Products Company Limited). The management of the company also introduced him to the respondents and explained the purpose of the research. Two research assistants were identified and trained before commencement of data collection and together with the researcher went through the questionnaire and then were given instructions on how to administer the questionnaires to respondents. Questionnaires were distributed and collected by research assistants whereas both document review and interviews were held by the researcher himself. Unfilled questionnaires were collected while wrongly filled ones were substituted with fresh ones. 

3.10 Data Analysis

The study used both qualitative and quantitative techniques of data analysis because the collected data analyzed was both qualitative and quantitative. 

3.10.1 Quantitative Analysis

Under quantitative analysis, quantitative data collected using questionnaire was analyzed using SPSS software. The findings in a descriptive form of statistics like frequencies, percentages, mean and standard deviations were presented. Inferential statistics like correlations and regressions were computed using Pearson correlation coefficient and linear regression analysis. 

3.10.2
Qualitative Analysis

From the field, qualitative data got using interview guides was transcribed and recorded. Themes were developed for proper arrangement and verbatim quotes aligned according to themes. Consequently, for qualitative data, thematic and verbatim analysis was used. The information received from interviews and document review was coded, arranged, transcribed, and presented in a narrative form, interpreted, conclusions were drawn and final recommendations stated. 

3.11 Measurement of variable

The study employed nominal scale measurement since the questionnaire was designed using the 5 likert scale type, where respondents selected answered according to their judgment that is, whether they Strongly Agreed (5), Agreed (4),  Neutral (3), Disagreed (2),  Strongly Disagreed (1) (Mugenda and Mugenda, 2003). However, during analysis opinions were merged to come up with a clear picture of the study variables. For example strongly agree and agree were merged to be agree where as strongly disagree and disagree were merged to be disagree. This was because the study intended to draw conclusions based on the percentages of the respondents’ judgments between the Independent Variables and Dependent Variable.
3.12 Ethical Considerations

Great care was taken to ensure that the rights of the respondents were protected. The researcher consequently respected human dignity and did not reveal the identity of the respondents in the study. Maximum confidentiality was observed and the respondents’ consent was first sought. Also professionalism in data collection, analysis and presentation was observed in that falsification and plagiarism of data was controlled for avoidance of bias and duplication while presenting findings. 

The researcher first introduced himself and clearly explained what he was going to research on. The researcher was not to profit from data collected from Kazire Health Products Company Limited. 

The researcher protected confidential communications made with respondents and confidential documents such as personnel records reviewed during data collection.

The researcher published in order to advance research and duplicative publication was avoided. This helped to educate, mentor, and advise other researchers.

CHAPTER FOUR

DATA PRESENTATION, ANALYSIS AND INTERPRETATION

4.1 Introduction

The chapter covers data presentation, analysis and interpretation of the study findings. It presents the response rate, background characteristics of respondents, descriptive statistics, correlations and regression analysis results.

4.2 Response rate

The study intended to investigate the variables using: questionnaire, interview guide and document checklist. The following table illustrates how different categories responded as per the methods used;

Table 4.1 shows response rate
	Category of Population
	Sample size
	Number responded
	Response rate

	Chief executive Officer
	01
	01
	100%

	Top managers
	05
	03
	60%

	Line managers
	10
	06
	60%

	Operational staff 
	76
	73
	96%

	Total
	92
	83
	90.2%


Source: Field data

From table 4.1 above, a total of 76 respondents were targeted with the questionnaire method but only 73 responded yielding 96% response rate. Similarly, a total of 16 respondents were targeted for the interviews but only 10 were interviewed yielding response rate of 63%. According to scholars such as Kothari (2003), a response rate of 50% and above is adequate to represent valid research findings. Therefore, it was observed that the response rate for both instruments and methods was satisfactory. This is attributed to the enthusiasm of the researcher and research assistant to follow up on respondents with questionnaires and the design of the study instruments thus the response rate for this study (90.28%) was adequate and positive to generate information which was a fair representation of the entire population of Kazire Health Products Company Limited thus present valid findings.

4.2 Demographic Characteristics

The study collected information on the demographic characteristics of respondents as below.

4.2.1 Age of respondents

Findings of the questionnaire on age are presented on the Table 4.2 below;

Table 4.2 shows age of respondents

	Valid
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	
	30 - 39
	31
	42.5
	42.5
	42.5

	
	40 - 49
	38
	52.1
	52.1
	94.5

	
	50 and above
	4
	5.5
	5.5
	100.0

	
	Total
	73
	100.0
	100.0
	


Source: Primary data

Table 4.2 indicates that majority 38 (52.1%) of the respondents were aged 40-49 years, followed by 30-39 years (42.5%). Those in the age bracket of 50 and above were 4(5.5%). Findings reveal that Kazire Health Products Company limited employs people who are mature and retains them for sustainable financial performance.

4.2.2 Gender of Respondents

The gender distribution of respondents is shown in Figure 4.2 below;
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Source: Field data

Figure 4.1 shows gender of respondents

Figure 4.1 above shows that majority 42 (57.5%) of the respondents were males while 31 (42.5%) were females. Moreover, interview with the member of executive support the questionnaire findings that Kazire Health Products Company Limited recruits more males than females because the nature of the work is labor intensive that can be managed by men.

4.2.3 Respondents level of education 

The results on the education level of respondents are displayed on the table 4.3 below;

	Table 4.3 shows respondents’ level of education

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Primary
	10
	13.7
	13.7
	13.7

	
	Secondary
	40
	54.8
	54.8
	68.5

	
	Tertiary
	23
	31.5
	31.5
	100.0

	
	Total
	73
	100.0
	100.0
	


Source: Field data

Table 4.3 shows that majority 40 (54.8%) of the respondents had attained secondary educational level, 23 (31.5%) went to tertiary institutions, and only 10 (13.7%) respondents had primary level. This means that respondents of this study were literate hence were in position to participate in the study effectively.

4.2.4 Years in service of KHPCL by the employee

Respondents were asked the duration spent working at KHPCL and the findings are shown in Figure 4.2.
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Source: Field data

Figure 4.2 shows respondents’ Years of service in KHPCL

Majority 60 (82.19%) of the respondents had worked at KHPCL for 6-10 years, 10 (13.7%) worked for 1-5 years and 3 (4.11%) had worked for 11-15 years. Due to the fact that many employees have worked for a period of more than three years implies that the information required for the study covered the study scope.

4.3 Empirical findings

Empirical findings are presented below.

4.3.1 Financial Performance

Employees working with Kazeire Health Products Company Limited (KHPCL) were subjected to six statements that described the company’s financial performance. They were to indicate their opinions following the five point likert scale type of: strongly agree, agree, not sure, disagree, and strongly disagree as shown in Table 4.4. However during analysis, opinions were merged (strongly agree and agree were named agree, strongly disagree and disagree were referred to as disagree) as prior indicated in Chapter 3.
Table 4.4 shows description of Financial Performance by respondents

	No 
	Financial performance
	Mean, Standard deviation, Frequency and Percentage

	
	
	M
	STD
	SA
	A
	NS
	D
	SD

	1.
	This company makes profits
	3.29
	1.196
	14 (19.2%)
	20 (27.4%)
	15 (20.5%)
	21 (28.8%)
	03 (4.1%)

	2.
	There is high turnover of goods and services
	3.15
	1.126
	11 (15.1%)
	15 (20.5%)
	25 (34.2%)
	18 (24.7%)
	04 (5.5%)

	3.
	There is sufficient working capital
	2.96
	1.073
	04 (5.5%)
	20 (27.4%)
	26 (35.6%)
	15 (20.5%)
	08 (11.0%)

	4.
	This company is able to meet all her operational costs
	3.22
	1.193
	13 (17.8%)
	19 (26.0%)
	15 (20.5%)
	23 (31.5%)
	03 (4.1%)

	5.
	This company is able to meet all financial requirements  
	2.90
	1.140
	20 (27.4%)
	08 (11.0%)
	21 (28.8%)
	06 (8.2%)
	18 (24.7%)

	6.
	This company is able  to give bonuses and dividends  to shareholders
	2.61
	1.347
	11 (15.1%)
	05 (6.8%)
	17 (23.3%)
	23 (31.5%)
	17 (23.3%)


Key:  M = Mean, STD = Standard deviation, SA = Strongly Agree, A = Agree, NS = Not sure, D = Disagree, SD = Strongly Disagree.
Source: Primary data 2018

Table 4.4 indicates that 34 (46.5%) of the respondents agree with the statement that Kazire Health Products Company Limited (KHPCL) makes profits, 24 (32.8%) of the respondents disagreed whereas 15 (20.5%) were not sure. The above was substantiated with financial statements of the company that displayed varying financial positions for the last three years and in the three years; the company was at breakeven point twice. The findings are further supported by words of one interviewee when he said, “…we do not make a lot of profits but we breakeven…” This implies that KHPCL company financial performance was still wanting and this may be attributed to her supply chain strategies.

Besides, respondents were asked to whether there is high turnover of goods. 26 (35.6%) agreed, 22 (30.1%) of the respondents disagreed whereas 25 (34.2%) were not sure. These findings agree with interview findings: 

“…our goods are at the greatest demand in the local market…many of our clients especially the whole sellers’ take tones and tones…” 

This implies that the market for Kazire health products is readily available which makes the company get revenue for operations.

In addition, majority 26 (35.6%) of the respondents were not sure whether there is sufficient working capital, 24 (32.8%) agreed, whereas 23 (30.5%) were not sure. This was substantiated by interview findings: 

“…we are mere employees…we only do as instructed by our boss…we are instructed where to get materials and where to deliver, therefore issue of working capital being enough, I personally know nothing about it…” 

In another interview another interviewee from central administration said,

“…we cannot tell where operational money comes from…some days they tell us to halt operations in pretext that there is no money and all of a sudden the boss tells you to start production…” 

This implies that employees at KHPCL are not much involved in assessing financial performance of the company. 

Respondents were further asked to whether the company is able to meet all her operational costs 32 (43.8%) agreed, 26 (35.6%) disagreed whereas 15 (20.5%) of the respondents were not sure. Similarly, respondents were asked whether the company is able to meet all financial requirements 28 (38.3%) of the respondents agreed, 24 (32.8%) of the respondents disagreed whereas 21 (28.8%) of the respondents were not sure. This is substantiated by the company annual financial report (2017) which indicates that the company is able to constantly operate without major financial challenges. This further is in corroboration with interview findings when an interviewee said, “…we produce throughout and all our suppliers are paid fully their money…” This implies that KHPCL meets all her operational costs throughout the production period.

Further, respondents were asked whether KHPCL was able to give bonuses and dividends to shareholders. Although 16 (21.9%) of the respondents agreed with the statement, majority 40 (54.7%) of the respondents disagreed and 17 (23.3%) were not sure. The findings were supported by words of one interviewee from marketing department when he said, 

“…we operate in a capitalistic environment where all shareholders have equal rights to all business operations, liabilities and profits…” 

This implies that shareholders in this company enjoy full rights which facilitate financial performance.
Table 4.4 shows the mean was above average and standard deviation showed a low variation from the mean. This implies that participants were in agreement that there is improved financial performance in KHPCL since mean scores were notably above their respective mid-points.
4.3.2 Strategic supplier Partnership and Financial Performance 

Employees were subjected to six statements that describe how strategic supplier partnership is handled with an aim of establishing whether strategic supplier partnership practiced at KHPCL lead to financial performance. Respondents were to indicate their opinions following the five point likert scale type of: strongly agree, agree, not sure, disagree, and strongly disagree as shown in Table 4.5. However during analysis, opinions were merged (strongly agree and agree were named agree, strongly disagree and disagree were referred to as disagree) as prior indicated in Chapter 3.

Table 4.5 shows description of Strategic Supplier Partnership and Financial Performance by respondents
	No 
	Strategic Supplier Partnership and Financial Performance
	Mean, Standard deviation, Frequency and Percentage

	
	
	M
	STD
	SA
	A
	NS
	D
	SD

	1.
	The company always plans on how Strategic Supplier Partnership should be handled;
	3.48
	1.303
	22 (30.1%)
	16 (21.9%)
	15 (20.5%)
	15 (20.5%)
	05 (6.8%)

	2.
	There is always efficient integration of Strategic Supplier Partnership in the company Plans;
	3.14
	1.045
	08 (11.0%)
	18 (24.7%)
	26 (35.6%)
	18 (24.7%)
	03 (4.1%)

	3.
	Strategic Supplier Partnership Planning  has enhanced participatory decision making, knowledge sharing and built learning routines in this company;
	3.38
	1.138
	15 (20.5%)
	18 (24.7%)
	23 (31.5%)
	14 (19.2%)
	03 (4.1%)

	4.
	In this company, Strategic Supplier Partnership has enhanced the degree of commitment between the suppliers and the company ;
	3.28
	1.136
	14 (19.2%)
	17 (23.3%)
	19 (26.0%)
	22 (30.1%)
	01 (1.4%)

	5.
	Strategic Supplier Partnership has promoted shared benefits among all parties involved which has led to increased returns on investment;
	3.25
	1.064
	10 (13.7%)
	20 (27.4%)
	23 (31.5%)
	18 (24.7%)
	02 (2.7%)

	6.
	Strategic Supplier Partnership has created a high degree of shared responsibility among all stakeholders of this company;
	3.62
	1.340
	28 (38.4%)
	11 (15.1%)
	18 (24.7%)
	10 (13.7%)
	06 (8.2%)


Key:  M = Mean, STD = Standard deviation, SA = Strongly Agree, A = Agree, NS = Not sure, D = Disagree, SD = Strongly Disagree.

Table 4.5 revealed that 38 (52.0%) of the respondents agreed with the statement that the company always plans on how Strategic Supplier Partnership should be handled, 20 (27.7%) of the respondents disagreed whereas 15 (20.5%) were not sure. Similar findings found in interview thus:

 “…we are always committed to our stakeholders in business…our collaboration is agreed upon for a certain period of time…” 

This is further supported by the business plan and supply contracts found in the company that clearly indicate that strategic supplier partnership is planned for by this company. This implies that planning for strategic supplier partnership done by KHPCL has improved its financial performance.

Besides, respondents were asked to whether there is always efficient integration of Strategic Supplier Partnership in the company Plans; 26 (35.6%) of the respondents agreed with the statement, 21 (28.7%) of the respondents disagreed while 26 (35.6%) were not sure. This was supported by the company’s business plan 2015-2020 that had a component of supply chain management with strategic supplier partnership strategies well elaborated. This implies that KHPCL integration of strategic supplier partnership in all her plans has facilitated her financial performance.

More to that 33 (45.2%) of respondents agreed that strategic supplier partnership planning has enhanced participatory decision making, knowledge sharing and built learning routines in this company, 17 (23.6%) of the respondents disagreed whereas 23 (31.5%) were not sure. This is supported by interview data when a respondent from central administration said, 

“…we treasure our suppliers in that we normally hold planning meetings with then to see whether they will sustain their supplies and where support is required we help out…our suppliers are equally important as our customers, minus them we have no business…”

This implies that strategic supplier partnership planning helped KHPCL to have constant supply of raw materials that keep the business moving. 

Respondents were further asked whether in KHPCL, Strategic Supplier Partnership has enhanced the degree of commitment between the suppliers and the company. 31 (42.4%) of the respondents agreed with the statement, 23 (31.5%) of the respondents disagreed while 19 (26.0%) were not sure. Similar findings reported in qualitative findings: 

“…we plan for all our stakeholders…we share with them the knowledge they need in their operations because if their work is alright our business too…” 

This implies that KHPCL has created rapport with all the stakeholders which has strengthened commitment.

In addition, Majority 30 (41.0%) of respondents agreed with the statement that strategic supplier partnership has promoted shared benefits among all parties involved which has led to increased returns on investment, 20 (27.7%) of the respondents disagreed while 23 (31.5%) were not sure. Similarly, respondents were asked whether strategic supplier partnership has created a high degree of shared responsibility among all stakeholders of this company; 39 (53.4%) of the respondents agreed with the statement, 16 (21.9%) of the respondents disagreed whereas 18 (24.7%) were not sure. This was supported by an interviewee from finance department when she said, 

“…every stakeholder of this company benefit in one way or the other…supplier benefit from the ready market of their products, consumers get the best health drinks of their choice and the company shareholders enjoy the profits earned by the company, employees benefit from salaries and allowances…and all the players had a role to play to make sure the company continue to exist…” 

This implies that strategic supplier partnership in KHPCL has promoted a component of shared responsibility and shared benefits among all her stakeholders which might have enhanced her financial performance.

From table 4.5 all the mean scores are higher on all the statement. This implies that strategic supplier partnership promotes financial performance. The above findings represent a picture that that there are high levels of financial performance as nurtured by strategic supplier partnership.

Correlation analysis

To find out whether there is a significant relationship between strategic supplier partnership and financial performance in KHPCL, a correlation analysis was computed, examined and interpreted using Pearson product moment correlation co-efficient method as shown in Table 4.6.

	Table 4.6 shows the relationship between strategic supplier partnership and financial performance


	
	
	Strategic Supplier Partnership variables
	Financial Performance variables

	Strategic Supplier Partnership variables
	Pearson Correlation
	1
	.232*

	
	Sig. (2-tailed)
	
	.048

	
	N
	73
	73

	Financial Performance variables
	Pearson Correlation
	.232*
	1

	
	Sig. (2-tailed)
	.048
	

	
	N
	73
	73

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


	


Findings in table 4.6 above show the correlations between strategic supplier partnership and financial performance. The findings indicate the Pearson Correlation (r=.232), the significant value p (.048), N represents the number of respondent’s level of significance (73). Strategic supplier partnership presents a slight relationship (r =.232) and the correlation is statistically significant positive because P=.048<0.05 level. This implies that strategic supplier partnership related factors are positively related to financial performance. This confirms a significant relationship between strategic supplier partnership and financial performance at KHPCL.

Regression analysis

In order to determine how strategic supplier partnership influences financial performance in KHPCL, a linear regression analysis was conducted. This is illustrated in the table 4.7, 4.8 and 4.9 below;

	Table 4.7 shows the Regression Model summary of the relationship between strategic supplier partnership and financial performance



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

	1
	.232a
	.054
	.041
	.59382

	a. Predictors: (Constant), Strategic Supplier Partnership variables


Table 4.7 indicates that the correlation coefficient (r), using predictor; strategic supplier partnership is .232a, R2 is .054 and adjusted R2 is .041. This implies that 5.4% (.054*100) variations in financial performance in KHPCL based on the sample population is explained by strategic supplier partnership and 4.1% (.041*100) variations in financial performance in KHPCL based on the target population is explained by strategic supplier partnership while the remaining percentage of variation can be explained by other factors.

	Table 4.8 shows the ANOVA of strategic supplier partnership and financial performance

	Model
	Sum of Squares
	Df
	Mean Square
	F
	Sig.

	1
	Regression
	1.429
	1
	1.429
	4.052
	.048a

	
	Residual
	25.036
	71
	.353
	
	

	
	Total
	26.465
	72
	
	
	

	a. Predictors: (Constant), Strategic Supplier Partnership variables
	

	b. Dependent Variable: Financial Performance variables
	
	


The ANOVA table above shows a combination of variables that significantly contribute to the relationship between strategic supplier partnership and financial performance in KHPCL. Degree of freedom (df) is (1, 71), F is (4.052) and sig is (p >.048a). The calculated value of F is 4.052 which is greater than 0.353 with (1, 71) degree of freedom (df). Using the p value approach we find that the calculated significance (sig) of 0. 048a is smaller than a = 0.05 leading to a conclusion that strategic supplier partnership influence financial performance at KHPCL since the level of confidence is at 90%.

	Table 4.9 shows Coefficients   of strategic supplier partnership and financial performance

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	t
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	2.038
	.494
	
	4.127
	.000

	
	Strategic Supplier Partnership variables
	.293
	.146
	.232
	2.013
	.048

	a. Dependent Variable: Financial Performance variables
	
	
	


The coefficients table clearly shows a standardized β, the t value and the Sig. The coefficients above indicate that strategic supplier partnership contributes to the equation for predicting financial performance. This relationship was reliable and can be used to make predictions for financial performance = 2.038 + .232 strategic supplier partnership

4.3.3 Information Sharing and Financial Performance

In addition, the study examined the relationship between Information sharing and financial performance in KHPCL. Respondents were to indicate their opinions following the five point likert scale type of: strongly agree, agree, not sure, disagree, and strongly disagree as presented in Table 4.10. However during analysis, opinions were merged (strongly agree and agree were named agree, strongly disagree and disagree were referred to as disagree) as prior indicated in Chapter three (3).

Table 4.10 shows description of Information Sharing and Financial Performance by respondents

	No.
	Information Sharing and Financial Performance
	Mean, Standard deviation, Frequency and Percentage

	
	
	M
	STD
	SA
	A
	NS
	D
	SD

	1.
	This company’s’ production depends on the information about market changes;
	3.64
	1.262
	26 (35.6%)
	14 (19.2%)
	18 (24.7%)
	11 (15.1%)
	04 (5.5%)

	2.
	Information sharing has enabled this company to respond productively to rapid changes within the market;
	3.78
	1.205
	27 (37.0%)
	19 (26.0%)
	14 (19.2%)
	10 (13.7%)
	03 (4.1%)

	3.
	Information sharing has enabled this company and its suppliers to work as a single entity in meeting market changes;
	3.22
	1.017
	09 (12.3%)
	18 (24.7%)
	28 (38.4%)
	16 (21.9%)
	02 (2.7%)

	4.
	Sharing promotional information has enabled this company to be customer responsive;
	3.64
	1.214
	23 (31.5%)
	18 (24.7%)
	19 (26.0%)
	09 (12.3%)
	04 (5.5%)

	5.
	Promotional Information sharing has kept this company competitive;
	2.96
	1.060
	02 (2.7%)
	25 (34.2%)
	22 (30.1%)
	16 (21.9%)
	08 (11%)

	6.
	Sharing Promotional Information speeds up this company’s new product design and shortens order fulfillment;
	3.73
	1.304
	32 (43.8%)
	09 (12.3%)
	14 (19.2%)
	16 (21.9%)
	02 (2.7%)


Key:  M = Mean, STD = Standard deviation, SA = Strongly Agree, A = Agree, NS = Not sure, D = Disagree, SD = Strongly Disagree.

Source: Primary data 2018

Table 4.10 shows that majority 40 (54.7%) respondents agreed that KHPCL production depends on the information about market changes, 15 (20.5%) of the respondents disagreed while 18 (24.7%) of the respondents were not sure. Similarly, Majority 46 (63.0%) of respondents further agreed that information sharing has enabled the company to respond productively to rapid changes within the market, 13 (17.8%) of the respondents disagreed whereas 14 (19.2%) were not sure. The findings are in agreement with interview data from the words of interviewees from marketing and finance departments, 

“…whenever we are supplying to our customers, they give us feedback…sometimes they tell us that business out there is not moving and this help us to regulate our production…but many times they even demand more of our products, that’s when we produce more…”

“…from the field we decide whether we should maintain the level of production or not… the information we get from our customers determines our production and supply… they tell us that the populace has no money and even go further to show us products we previously supplied…”

“…we produce for our market…if the market is down, we regulate our production, and if it’s high we increase our production…”

This implies that information about the status of the market determines production at KHPCL which has facilitated their financial performance.  

Respondents were asked whether information sharing has enabled the company and its suppliers work as a single entity in meeting market changes. Out of 73 respondents, 27 (30.3%) agreed, 18 (24.7%) disagreed and 28 (38.3%) were not sure. This is in corroboration with interview findings when one interviewee from procurement unit said, 

“…most of our suppliers are farmers…we hold meetings with them and show them the product that is on high demand at the market such that when they are growing, they grow more of the fruits and herbs that we need and can fetch them a lot of money…they had been cooperative with regard to that that’s why we keep in business…” 

This implies that suppliers of KHPCL supply according to the demands of the company which has boosted financial performance of the company since they do not ran short of raw materials.
Besides, respondents were asked whether sharing promotional information has enabled the company to be customer responsive. Out of 73 respondents, 41 (47.6%) agreed, 13 (17.8%) disagreed whereas 19 (26.0%) were not sure. In the same way, respondents were asked whether promotional information sharing has kept the company competitive. 27 (36.9%) of the respondents agreed with the statement, 24 (32.8%) disagreed and 22 (30.0%) were not sure. In addition to that, 41 (56.1%) of the respondents further agreed that sharing promotional information speeds up this company’s new product design and shortens order fulfillment, 18 (24.7%) disagreed whereas 14 (19.2%) were not sure. The findings are supported by marketing reports that indicated rebranding and establishing other supply centers after promotions. This implies that the information got by KHPCL during promotions has helped the company to come up with products that can compete favorably in the market and other agents thus maintaining their competitive edge which lead to improved financial performance.

Considering the findings above, there is improved financial performance in KHPCL as a result of sharing all sorts of information with major stakeholders. 

Correlation analysis

A correlation was computed to find out the relationship between information sharing and financial performance in KHPCL. The results are shown in table 4.11 below;

	Table 4.11 shows Correlations the relationship between information sharing and financial performance

	
	
	Information sharing variables
	Financial Performance variables

	Information sharing variables
	Pearson Correlation
	1
	.375**

	
	Sig. (2-tailed)
	
	.001

	
	N
	73
	73

	Financial Performance variables
	Pearson Correlation
	.375**
	1

	
	Sig. (2-tailed)
	.001
	

	
	N
	73
	73

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


Findings in table 4.11 above show the correlations between information sharing and financial performance in KHPCL. The findings indicate the Pearson correlation (r = 0. 375), the significance value p = 0.001< 0.01, N represents the number of respondents (73). The computation shows a positive and slight relationship between information sharing and financial performance since the r value is between 0.2 – 0.39. This implies that the positive contribution of controlling function of management improves financial performance.

Regression analysis

In order to determine how information sharing influence financial performance in KHPCL, a regression analysis was done. This is illustrated in the table 4.12, 4.13 and 4.14 below;

	Table 4.12 shows the model summary of information sharing and financial performance of KHPCL

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

	1
	.375a
	.141
	.129
	.56589

	a. Predictors: (Constant), Information sharing variables


Table 4.12 shows the correlation coefficient® using predictor variable of information sharing as .375, R square is .141 where as adjusted R square is .129.  This implies that information sharing explain variations on financial performance by 14.1% (.141*100) in KHPCL based on the sample population and 12.9% on the target population while the remaining percentage of variation can be explained by other factors. Therefore, information sharing slightly influences financial performance at KHPCL.
	Table 4.13 shows ANOVA of information sharing and financial performance



	Model
	Sum of Squares
	Df
	Mean Square
	F
	Sig.

	1
	Regression
	3.729
	1
	3.729
	11.644
	.001a

	
	Residual
	22.737
	71
	.320
	
	

	
	Total
	26.465
	72
	
	
	

	a. Predictors: (Constant), Information sharing variables
	
	

	b. Dependent Variable: Financial Performance variables
	
	


The ANOVA table above shows a combination of variables that significantly contribute to the relationship between information sharing and financial performance in KHPCL. Degree of freedom (df) is (1, 71), F is (11.644) and sig is (p >.001a). The calculated value of F is 11.644 which is greater than 3.72 with (1, 74) degree of freedom (df). Using the p value approach we find that the calculated significance (sig) of 0. 001a is smaller than a = 0.01 therefore, a conclusion that information sharing influence financial performance at KHPCL since the level of confidence is at 95%.

	Table 4.14 shows the Coefficientsa of information sharing and financial performance

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	t
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	1.655
	.406
	
	4.075
	.000

	
	Information sharing variables
	.391
	.115
	.375
	3.412
	.001

	a. Dependent Variable: Financial Performance variables
	
	
	


The coefficients table clearly shows a standardized β, the t value and the Sig. The coefficients above indicate that information sharing contributes to the equation for predicting financial performance. It was established that the relationship was reliable and can be used to make predictions for financial performance in KHPCL.
4.3.4 Customer Relationship Management and Financial Performance

Another objective of the study was, to find out the relationship between Customer relationship management and financial Performance in KHPCL. To achieve this, employees working with KHPCL were subjected to six statements that described Customer Relationship Management in relation to financial performance. Their opinions are illustrated on the table 4.15 below. However during analysis, opinions were merged (strongly agree and agree were merged and referred to as agree, strongly disagree and disagree were referred to as disagree) as prior indicated in Chapter three (3).
Table 4.15 shows description of Customer Relationship Management and Financial Performance by respondents
	No.
	Customer Relationship Management and Financial Performance
	Mean, Standard deviation, Frequency and Percentage

	
	
	M
	STD
	SA
	A
	NS
	D
	SD

	1.
	This company timely delivers orders to customers in their respective destination;
	3.82
	1.262
	32 (43.8%)
	14 (19.2%)
	11 (15.1%)
	14 (19.2%)
	02 (2.7%)

	2.
	The products of this company can easily be differentiated from other products by customers;
	3.49
	1.082
	12 (16.4%)
	30 (41.1%)
	16 (21.9%)
	12 (16.4%)
	03 (4.1%)

	3.
	The product cycle time has been decreased to ensure availability of products all the time as needed by customers;
	3.27
	1.205
	16 (21.9%)
	13 (17.8%)
	23 (31.5%)
	17 (23.3%)
	04 (5.5%)

	4.
	Management of this company swiftly attends to customer queries and complaints;
	3.74
	1.259
	30 (41.1%)
	12 (16.4%)
	15 (20.5%)
	14 (19.2%)
	02 (2.7%)

	5.
	Feedback about company’s products is taken up in good faith and due consideration is done;
	3.15
	1.089
	05 (6.8%)
	27 (37.0%)
	22 (30.1%)
	12 (16.4%)
	07 (9.6%)

	6.
	The company has contacts of all direct customers and keeps a long range of relationship with them;
	3.19
	1.101
	09 (12.3%)
	21 (28.8%)
	22 (30.1%)
	17 (23.3%)
	04 (5.5%)


Key:  M = Mean, STD = Standard deviation, SA = Strongly Agree, A = Agree, NS = Not sure, D = Disagree, SD = Strongly Disagree.

Source: Primary data 2018

Table 4.15 show that out of 73 respondents, 46 (63.0%) agreed with the statement that KHPCL timely delivers orders to customers in their respective destinations, 16 (21.9%) disagreed whereas 11 (15.1%) were not sure. The findings were supported by the cashbook which indicated the flow of revenues as per the supplies made. Further interview findings were found to be in agreement with questionnaire findings as evidenced from the words of an interviewee from marketing department when he said, 

“…our supply vans work day and night to ensure that all our agents do not suffer from stock outs…we have over twenty vans and their role is to deliver our products where they can be easily accessed by our customers…” 

This implies that the responsive nature of KHPCL to customer needs has sustained their financial performance since their products are ever on the market.

Respondents were further asked whether the products of the company can easily be differentiated from other products by customers. Majority 42 (57.5%) respondents agreed with the statement, 15 (20.5%) disagreed whereas 16 (4.1%) of the respondents were not sure. The findings were substantiated with interview data when respondents from production department said,

 “…the taste of our products is different from other products produced by other companies…some have tried to duplicate our products but we receive complaint calls from our customers and we act accordingly…”

“…other companies had tried to use our brand name to package their products…when we received many complaints about the change of taste from our clients; we changed the design of our bottle. Now our bottles are unique and the public knows about it…”

This implies that by redesigning the packaging material KHPCL managed to differentiate its products from other health products in the market thus able to sustain its market catchment which might have led to improved financial performance.

In addition, respondents were asked whether the product cycle time has been decreased to ensure availability of products all the time as needed by customers. Out of 73 respondents, 29 (39.7%) agreed, 21 (28.7%) disagreed and 23 (31.5%) were not sure. This was supported by purchase order document which indicated purchase of a machine that can produce the product within twenty four hours. This reduced on the product cycle period of the product. It was further supported by financial report that showed increased revenues after the purchase of that machine. This implies that with improved technology, machines have been manufactured and procured by KHPCL to ease production and reduce on the product cycle time.

Besides, majority 42 (57.5%) of the respondents agreed that the management of the company swiftly attends to customer queries and complaints, 16 (21.9%) disagreed whereas 15 (20.5%) of the respondents were not sure. This is substantiated by words of interviewees from central administration, who said,
 “…some of our line managers are purely responsible for answering queries and handling customer complaints…our first customers are employees, you can go out and ask them whether their complaints had ever been kept pending…we are in good relationship with all our customers…there are deliberate efforts put in place to see that all our customers are served the way they deserve…”

“…we exist because customers exist…customers are our bosses therefore we treat them with utmost respect…we listen to their complaints and offer instant solutions…”

“…here customers are treated as kings…even if you are tired and he comes, you are expected to accord him/her the audience he/she deserves…” 

This implies that KHPCL treats its customers very well which might have led to improved financial performance.

Respondents were further asked whether feedback about company’s products is taken up in good faith and due consideration is done. Out of 73 respondents, 32 (43.8%) agreed with the statement, 19 (26.0%) disagreed and 22 (30.1%) were not sure. The findings were substantiated with interview data when a respondent from central administration said, 

“…we receive all sorts of feedback…but we take action depending on the type of feedback, where the feedback is coming from, and who gave the feedback…sometimes, our competitors through other people give us false information about our products, that’s why we take keen interest to find out those details…” 

This implies that KHPCL sieves the feedback it receives about their products and acts on it which has facilitated her financial performance.   

On the statement that the company has contacts of all direct customers and keeps a long range of relationship with them; out of 73 respondents,  30 (41.0%) agreed with the statement, 21 (28.7%) disagreed whereas 22 (30.1%) were not sure. This was substantiated by the updated customer list found in the executive directors’ office. This implies that deliberate efforts are done by KHPCL to ensure that customers are retained since they are known which has boosted their financial performance. 

Table 4.15 shows that mean scores were higher on all the statement. This implies that customer relationship management facilitates financial performance since the mean scores are higher above the midpoint of 2.5. The above findings present a picture that there is improved financial performance in KHPCL brought about by customer relationship management.

Correlation analysis

The study aimed at finding out whether the relationship between customer relationship management and financial Performance in KHPCL was positive or negative. A correlation analysis was computed, examined and interpreted using Pearson Product Moment Correlation Co-efficient Method. 

	Table 4.16 shows Correlations the relationship between customer relationship management and financial performance

	
	
	Customer Relationship Management variables
	Financial Performance variables

	Customer Relationship Management variables
	Pearson Correlation
	1
	.270*

	
	Sig. (2-tailed)
	
	.021

	
	N
	73
	73

	Financial Performance variables
	Pearson Correlation
	.270*
	1

	
	Sig. (2-tailed)
	.021
	

	
	N
	73
	73

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


Table 4.16 above shows the correlations between customer relationship management and financial performance in KHPCL. Findings indicate the Pearson correlation as r = 0.270, the significance value p =.021< 0.05, N represents the number of respondents as 73. The table indicates a positive, slight and significant correlation between variables since the r value is between 0.2 – 0.39 with the p value of .021. This confirms a significant relationship between customer relationship management and financial performance at KHPCL.

Regression analysis

On the basis of results obtained indicating a positive relationship between customer relationship management and financial performance, a regression analysis was done to ascertain the extent to which customer relationship management explain financial performance in KHPCL. This is illustrated on table 4.17, 18 and 19 below;

	Table 4.17 shows Model Summary of customer relationship management and financial performance

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

	1
	.270a
	.073
	.060
	.58794

	a. Predictors: (Constant), Customer Relationship Management variables


It can be seen from Table 4.17 that the correlation coefficient®, using predictor variable of customer relationship management is .270a, R square is .073 where as adjusted R square is .060. This implies that customer relationship management explain variations on financial performance in KHPCL by 7.3% (.073*100) on the sample population and 6% (.060*100) on the target population while the remaining percentage of variation can be explained by other factors. Therefore, customer relationship management predicts financial performance thus any variation in the customer relationship management subsequently affects financial performance in KHPCL.

	Table 4.18 shows ANOVA of customer relationship management and financial performance

	Model
	Sum of Squares
	Df
	Mean Square
	F
	Sig.

	1
	Regression
	1.922
	1
	1.922
	5.561
	.021a

	
	Residual
	24.543
	71
	.346
	
	

	
	Total
	26.465
	72
	
	
	

	a. Predictors: (Constant), Customer Relationship Management variables
	

	b. Dependent Variable: Financial Performance variables
	
	


The ANOVA table above shows a combination of variables that significantly contribute to the relationship between customer relationship management and financial performance IN KHPCL. Degree of freedom (df) is (1, 71), F is (5.561) and sig is (p >.021a). The calculated value of F is 5.561 which is greater than 1.992 with (1, 71) degree of freedom (df). Using the p value approach we find that the calculated significance (sig) of 0. 021a is smaller than a = 0.05 thus a conclusion that customer relationship management influence financial performance in KHPCL since the level of confidence is at 95%.

	Table 4.19 shows coefficients of customer relationship management and financial performance

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	T
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	2.011
	.434
	
	4.632
	.000

	
	Customer Relationship Management variables
	.293
	.124
	.270
	2.358
	.021

	a. Dependent Variable: Financial Performance variables


	
	
	


The coefficients table clearly shows a standardized β, the t value and the Sig. The coefficients above indicate that customer relationship management contributes to the equation for predicting financial performance. It was established that the relationship was reliable and can be used to make predictions for financial performance in KHPCL.

4.4 Summary 

From the above findings, all the hypotheses as proposed were supported and they were found out to positively having slight relationship with financial performance in KHPCL. The confidence level of 90%, 95% and 90% was confirmed for strategic supplier partnership, information sharing and customer relationship management respectively since the p value for these dimensions were .048, 001 and .021 respectively. 

CHAPTER FIVE
SUMMARY, DISCUSSION, CONCLUSIONS AND RECOMMENDATIONS

5.0 Introduction 

Chapter five presents the summary of findings, discussion of findings, conclusions, recommendations, limitations, contributions of the study and areas for further research. 

 5.1 Summary of findings 

The study sought to establish the relationship between supply chain management practices and financial performance in Kazire Health Products Company Limited (KHPCL). Financial performance was the dependent variable while supply chain management practices were the independent variable. 

5.1.1 Strategic supplier partnership and financial performance

The study findings showed a positive slight relationship between strategic supplier partnership and financial performance in KHPCL. The findings showed that strategic supplier partnership explains 5.4% on financial performance as perceived by employees of KHPCL while the rest of the percentage as per category is explained by other factors. Under strategic supplier partnership, assessment of mutual planning, engagement and consultation was done. The findings indicated that; planning for strategic supplier partnership done by KHPCL has improved its financial performance; KHPCL integration of strategic supplier partnership in all her plans has facilitated her financial performance; strategic supplier partnership planning helped KHPCL to have constant supply of raw materials that keep the business moving; KHPCL has created rapport with all the stakeholders which has strengthened commitment by all parties in business; strategic supplier partnership in KHPCL has promoted shared responsibility and shared benefits among all her stakeholders.

5.1.2 Information sharing and financial performance 

The second dimension of supply chain management practices was information sharing. Study findings demonstrated that there was a positive significant but slight relationship between information sharing and financial performance in KHPCL. The findings showed that information sharing explains 14.1% on financial performance as perceived by employees while the rest of the percentage as per category is explained by other factors.  Here strong emphasis was put on; response to market changes and sharing promotion information. The findings are as follows; information about the status of the market determines production at KHPCL and this has facilitated their financial performance; suppliers of KHPCL supply according to the demands of the company which has boosted financial performance of the company since they do not ran short of raw materials; the information got by KHPCL during promotions has helped the company to come up with products that can compete favorably in the market.

5.1.3 Customer relationship management and financial performance 

The study findings showed a positive significant and slight relationship between customer relationship management and financial performance in KHPCL. Emphasis was put on order fulfillment and customer handling. The findings showed that customer relationship management explains 7.3% on financial performance as perceived by employees while the rest of the percentage as per category is explained by other factors. The findings indicate that: by redesigning the packaging material KHPCL managed to differentiate its products from other health products in the market thus able to sustain its market catchment; KHPCL procured  a machine that has eased production by reducing on the product cycle time; KHPCL treats its customers very well which might have led to improved financial performance. KHPCL sieves the feedback it receives about their products and acts on it which has facilitated her financial performance.

5.2 Discussion of Findings 

Discussion of findings is presented below.

5.2.1 Strategic supplier partnership and financial performance

The findings indicated that strategic supplier partnership had a positive but slight relationship with financial performance as per the correlations. The findings corroborate with findings of Echtelt et al. (2008); Rosetti, & Choi (2005); Lee (2004) and Ghatebi, Ramezani & Shiraz (2013) who advanced many importance’s of strategic supplier partnership as: improved decision making, heightened knowledge sharing, bringing together capabilities and increasing financial performance of supply chain partners. Whereas the findings were in agreement with the scholars views, the relationship established was not profound as the words of the scholars.

Furthermore, findings point out that planning for strategic supplier partnership done by KHPCL has improved its financial performance. The findings corroborate with Annan, et al (2013) and Li et al. (2006) who found that supply chain practices yields positive returns for the organization. Whereas, Annans’ views never specified on the kind of returns the company gets from strategic supplier partnerships, the current study specified the following; shared rewards/ gains, nurturing quality development and sharing common technology.

Findings further indicate that KHPCL integration of strategic supplier partnership in all her plans has not only facilitated her financial performance but also boosted the general company performance. This is in line with Gimenez and Ventura (2005), Stock et al. (1998) and Kim (2006) when they found out that higher level of integration of strategic supplier partnership generally lead to better performance. 

Findings indicated that KHPCL has created rapport with all the stakeholders which has strengthened commitment by all parties in business. This is in line with Ford (2003) assertion that strategic supplier partnership helps in maintaining and forging congenial relationship between suppliers and the firms since they plan together thus able to remain competitive in the market.

Further, findings revealed that strategic supplier partnership in KHPCL has promoted shared responsibility and shared benefits among all her stakeholders. This is in corroboration with De.Tonic et al., 1994 who found out that Strategic supplier partnership promotes sharing of benefits among parties involved.

5.2.2 Information sharing and financial performance

The findings indicated that Information sharing had a positive slight relationship with financial performance. The above findings corroborate with Carroll, et al (2011); Jabbour, et al (2011) and Salles, et al (2010) when they established that the role of information sharing is critical for coordinating a supply chain. Despite the fact that the findings are in liaison with the scholars view, not all benefits of information sharing were found to be enjoyed by KHPCL such as substitution of inventory and harmonization of supply chain activities.

Furthermore, findings indicated that information about the status of the market determines production at KHPCL and this has facilitated their financial performance. The findings are in agreement with Singh (2013) when he established that information sharing involves dissemination of general market information in regard to quality of products/services, and design which builds performance. 

Findings further revealed that suppliers of KHPCL supply according to the demands of the company which has boosted financial performance of the company since they do not run short of raw materials. This is in agreement with Carroll, et al (2011) research when he found out that information sharing creates competitive advantage this is because by taking and sharing with other parties the undistorted and up-to-date available data in the market, firms are capable to make well-versed decisions of what to produce, when and for whom. 

Study findings show that the information got by KHPCL during promotions has helped the company to come up with products that can compete favorably in the market. This is supported by Allmendinger (2005) who revealed that information sharing supports process design and collaborative relationships in the market.

5.2.2 Customer relationship management and financial performance

The findings indicated that customer relationship management had a positive slight relationship with financial performance. The findings are in agreement with Williams (2006) and Niknia (2007) who found out the necessity of understanding customer needs and putting in place strategies of satisfying these needs for the benefit of the business.

However, whereas the findings are in agreement with the scholar’s views, the level of significance of study findings cannot be compared with the ones of the scholars since it is not known. Moreover, some of the benefits of customer relationship management like retaining profitable customers and increased shared knowledge were not reflected by the study findings.

Findings indicated that customer relationship management has helped KHPCL redesign the packaging material in order to differentiate its products from other health products in the market thus able to sustain its market catchment. The findings are in line with Williams (2006) and Niknia (2007) who affirm that customer relationship management helps in distinguishing products of competitors.

Findings revealed that KHPCL treats its customers very well which might have led to improved financial performance. This is in line with Ibrahim, and Ogunyemi, (2012) who found out that customer relationship management is important for company survival.

5.3. Conclusions

From questionnaire responses and discussions held in the interview during the study, the following conclusions were made:

5.3.1 Strategic supplier partnership and financial performance

Findings showed that Strategic supplier partnership and financial performance were positively related though their relationship was small. Therefore the following conclusions were drawn; strategic supplier partnership helps companies build alliances with other suppliers which helps the companies to share common technology; strategic supplier partnership helps the company in nurturing quality development; strategic supplier partnership helps companies enjoy long term contracts with its suppliers. 

5.3.2 Information sharing and financial performance 

Study findings revealed a moderate statistically significant relationship between information sharing and financial performance. The following lessons were learnt from the responses; the faster the information flow, the quicker the supplies; the more accurate the information is, the more deliveries are made and the more the company becomes responsive to market changes; information sharing about the status of the market determines production; sharing of promotional information helps the company to deeply penetrate the market;
5.3.3 Customer relationship management and financial performance

Study findings revealed a slight positive statistically significant relationship between Customer relationship management and financial performance. The following conclusions were made; good customer relationship attracts more customers and lead to market expansion; redesigning the packaging material helps a company’s customers to identify and differentiate a company’s products from other competitors in the market; procuring of modern production machines eases production and improves the quality of products thus attracting many customers which increases sales; Sieving the feedback about the company product boosts financial performance.

5.4 Recommendations

The study recommends the following in line with the three dimensions of strategic supplier partnership, customer relationship management and information sharing;

Management should try to build long term relationships between the company and suppliers through prompt payment for supplies. This is meant to build supplier confidence and the company reputation for sustainability of production.

Management should try to build staff autonomy and strengthen employee levels of interactions with all stakeholders in the supply chain as this will foster customer loyalty which attracts more customers thus boosts financial performance.

Management should ensure that there are open channels of communication to enable information flow from all stakeholders. This will enable the company fit in the competitive environment which enhances financial performance. 

The company should adopt modern methods of communication that would reach a wide spectrum of the population as this boosts marketing and financial returns. 
Supervisors should consider building customer loyalty starting with the employees as this fosters commitment of employees to serve customers and improve on their productivity thus financial performance. 
5.5 Limitations of the Study

Since the study was conducted among respondents of one company, there was likelihood that their perceptions could be influenced due to similar practices and factors. The results can thus not be generalized to represent the views of other companies or in other sectors.  The restriction of the empirical study at KHPCL made it difficult to verify the results and interpretations with similar studies in other organizations. 

5.6. Contributions of the Study

The study will contribute to the existing body of knowledge particularly in the area of supply chain management practices as well as financial performance. The study will also help to build a strong strategic supplier partnership to boost its financial performance.

5.7. Areas for further research.

The study examined the relationship between supply chain management practices and financial performance in KHPCL. There is need for other studies in other organizations using different designs or similar designs apart from the correlation research design that was employed in the study.
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APPENDIX (1): QUESTIONNAIRE TOOL

Dear Sir/ Madam

I would like to take this opportunity to inform you that you have been scientifically selected as one of the respondents in this study. The purpose of this study is to establish the effect of supply chain management practices on the financial performance of Private Companies in Uganda with evidence from Kazire health products company ltd, Mbarara. The study is purely academic and under no circumstances will the information provided here be used for any other purpose except with your consent. The information provided will also be treated with high degree of confidentiality and under no circumstances will the results of this study be tempered with. You are also requested not to write your name on this questionnaire for purposes of confidentiality. I therefore request you to freely answer the questions hereunder according to the best of your knowledge, and enclose the questionnaire in the provided envelop for collection.

Thank you very much.

SECTION A; BACK GROUND INFORMATION.

Please read and complete this section by ticking or circling the option you consider to be right.

1. Gender 


(a).Male

(b).Female

2. Age 

(a). 20
and below

(b). 21 – 30


(c). 31 – 40

(d). 41 -50


(e).  Above 50

3. Highest level of education

(a). No education  (b). Primary  (c). Secondary (d) Tertiary 

4. Years in service in this company

(a) Below 5

(b) 5-10

(c) 11-15
(d) Above 15

SECTION B.

For this section tick in the box to indicate the degree to which you agree to the statements in scale provided.

1 = Strongly Disagree 
2 = Disagree 
 3 = Not Sure   4 = Agree    5 = Strongly Agree

	
	STRATEGIC SUPPLIER PARTNERSHIP
	5
	4
	3
	2
	1

	1.
	The company always plans on how Strategic Supplier Partnership should be handled;
	
	
	
	
	

	2.
	There is always efficient integration of Strategic Supplier Partnership in the company Plans;
	
	
	
	
	

	3.
	Strategic Supplier Partnership Planning  has enhanced participatory decision making, knowledge sharing and built learning routines in this company;
	
	
	
	
	

	4.
	In this company, Strategic Supplier Partnership has enhanced the degree of commitment between the suppliers and the company ;
	
	
	
	
	

	5.
	Strategic Supplier Partnership has promoted shared benefits among all parties involved which has led to increased returns on investment;
	
	
	
	
	

	6.
	Strategic Supplier Partnership has created a high degree of shared responsibility among all stakeholders of this company;
	
	
	
	
	

	
	INFORMATION SHARING
	
	
	
	
	

	7.
	This company’s’ production depends on the information about market changes;
	
	
	
	
	

	8.
	Information sharing has enabled this company and its suppliers to work as a single entity in meeting market changes;
	
	
	
	
	

	9.
	Information sharing has enabled this company to respond productively to rapid changes with in the market;
	
	
	
	
	

	10.
	Sharing promotional information has enabled this company to be customer responsive;
	
	
	
	
	

	11.
	Promotional Information sharing has kept this company competitive;
	
	
	
	
	

	12.
	Sharing Promotional Information speeds up this company’s new product design and shortens order fulfillment;
	
	
	
	
	

	
	CUSTOMER RELATIONSHIP MANAGEMENT
	
	
	
	
	

	13.
	This company timely delivers orders to customers in their respective destination;
	
	
	
	
	

	14.
	The products of this company can easily be differentiated from other products by customers;
	
	
	
	
	

	15.
	The product cycle time has been decreased to ensure availability of products all the time as needed by customers;
	
	
	
	
	

	16.
	Management of this company swiftly attends to customer queries and complaints;
	
	
	
	
	

	17.
	Feedback about company’s products is taken up in good faith and due consideration is done;
	
	
	
	
	

	18.
	The company has contacts of all direct customers and keeps a long range of relationship with them;
	
	
	
	
	

	
	FINANCIAL PERFORMANCE
	
	
	
	
	

	19
	This company makes profits
	
	
	
	
	

	20
	There is high turnover of goods and services
	
	
	
	
	

	21
	There is sufficient working capital
	
	
	
	
	

	22
	This company is able to meet all her operational costs
	
	
	
	
	

	23
	This company is able to meet all financial requirements  
	
	
	
	
	

	24
	This company is able  to give bonuses and dividends  to shareholders
	
	
	
	
	


APPENDIX (2): INTERVIEW GUIDE

Dear/Madam

I would like to take this opportunity to inform you that you have been scientifically selected as one of the respondents in this study. The purpose of this study is to establish the effect of supply chain management practices on the financial performance of Private Companies in Uganda with evidence from Kazire health products company ltd. The study is purely academic and under no circumstances the information provided here will be used not for any other purpose except with your consent. I therefore request you to feel free as we go through these questions. 

1. In your own view do you think supply chain management practices and financial performance of your organization are related?

2. If yes, explain how they are related.

3. How do you handle Strategic Supplier Partnership in this Company;

4. Do you plan for strategic Supplier Partnership in this Company? If Yes how and why?

5. Has this strategic supplier partnership contributed anything to this company? If yes what and how?

6. Do you have forms of information sharing in this Company? Mention

7. Where do you get information about market changes and how do you respond to such information.

8. Do you carry out promotions? How and why?

9. Are there benefits you have gotten from information sharing? Mention

10. How do you fulfill your customer demands and why?

11. How often do you fulfill your customer’s orders? 

12. What makes you special from other companies?

13. What are customer handling strategies have you put in place and why those?

14. Do you receive customer complaints about your products? How do you handle them?

15. How do you ensure that your customers remain satisfied with your products?

16. What benefits have you gotten from customer relationship management?

17. In your own view do you think supply chain management practices and financial performance of your organization are related?

18. If yes, explain how they are related.

19. How do you handle Strategic Supplier Partnership in this Company;

20. Do you plan for strategic Supplier Partnership in this Company? If Yes how and why?

21. Has this strategic supplier partnership contributed anything to this company? If yes what and how?

22. Do you have forms of information sharing in this Company? Mention

23. Where do you get information about market changes and how do you respond to such information.

24. Do you carry out promotions? How and why?

25. Are there benefits you have gotten from information sharing? Mention

26. How do you fulfill your customer demands and why?

27. How often do you fulfill customer’s orders? 

28. What makes you special from other companies?

29. What are customer handling strategies have you put in place and why those?

30. Do you receive customer complaints about your products? How do you handle them?

31. How do you ensure that your customers remain satisfied with your products?

32. What benefits have you gotten from customer relationship management?

Thank you very much.
APPENDIX (3): DOCUMENT ANALYSIS CHECKLIST

· Business plan

· Financial records

· Financial accounts

· Minutes of meetings

· Marketing strategy/policy

· Promotion plans

· Human resource records

Strategic Supplier Partnership 


Mutual planning 


Engagement and consultations








Profitability 


Liquidity


Solvency


Financial efficiency








Information sharing 


Response to market changes


Sharing promotion information 








Customer relationship Management


Order fulfillment


Customer Handling
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