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ABSTRACT

The objective of the study was to investigate the effects of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. The study was guided by the following objectives: 1) To assess the effects of supplier training on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. 2) To establish the effects of supplier information sharing on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. 3) To analyse the effects of supplier cost management on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. A population which a researcher generalized the results of research study included 120 Igara Growers Tea Factory ltd Staff and 3454 medium and large scale farmers who were the suppliers of the green leaf (Igara Growers Tea Factory ltd Annual Report, 2015). Using Krejcie & Morgan sample size table, the sample size was 346. 
The study results showed a positive relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. Majority of the respondents (68.9%) agreed that there was continuous improvement program for suppliers to ensure improvements to quality, service, and productivity, while (59.7%) agreed that there was a strong company’s policy to train suppliers and staff had skills that lead to accurate in time management and product handling (55.7%). The study recommends the need for manufacturing firms to develop clear supplier development programs. This will enable firms to engage in activities that improve the performance of suppliers thus resulting in better growth of these firms. 
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CHAPTER ONE

1.1
Introduction

This study investigates supplier development strategies and the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District, Western Uganda. Supplier development strategies are the independent variable while organizational growth is the dependent variable of the study. 

1.2
Background to the Study

This section comprises of historical, theoretical, Conceptual and Contextual aspects of the study.

1.2.1
Historical background

 Supplier development, as initially proposed by Leenders (1966) claimed that supplier development should not be restricted to searching new sources of supply. It also covered the further development of an existing source. He firstly demonstrated the value of supplier development as a procurement tool and a potential contributor to profit of a company. 

After realization of the role of supplier development by many companies in achieving and maintaining their competitive edge, procurement research has tended to focus more on supplier development strategies and explore how these initiatives impact on the buyer and supplier performance (Humphreys, 2001) which at the end leads to organizational growth. Supplier development is the process of dealing selectively with suppliers to enhance their capabilities (Charles, 2006). Suppliers support a company in areas of “creation and maintenance of appropriate suppliers, quality, technicality, cost capability and delivery with continuous improvement” (Rajput and Bakar, 2012). It is better for both buying and supplying organization to jointly enhance suppliers’ capabilities to achieve value for money through cost reductions, quality products and quick service delivery (Krause and Handfield, 2011).  

Krause (1999) explains supplier development as "any effort by a buying firm to improve a supplier's performance and/or capabilities to meet the buying firm's short- and/or long-term supply needs". Krause et al. (2007) have discovered that by focusing on  "direct involvement" programs Supplier development strategy contributes to the organization’s growth  in areas of “creation and maintenance of appropriate suppliers, quality, technicality, cost capability and delivery with continues improvement” (Rajput and Bakar, 2012). According to Ayer, (2001) with supplier development, suppliers are grouped in three ways, they are either developed, on a stand still as capable of being developed or selected as not being fit the investment for development
Supplier development is possible with already established suppliers that are capable of being developed. Suppliers’ performance against established criteria should be measured to determine the scope of the development from the begining and once the development process has stared, to supervise the improvement on performance (Rezai & Ortt, 2013). High levels of willingness from both the buyer and supplier leads into mutual trust  which results into lengthy relationships (Krause, Handfield & Tyler; Sako & Helper, 1998), which has a major influence on the buying organizations’ competitive eddge. For example, trust in long-term relationships can overcome the problems in supply chain relationships, like conflits, abuse of power and low productivity performance (Rezaei & Ortt, 2012; Sullivan & Perrson, 1982).

1.2.2
Theoretical background

This study was guided by Social Exchange Theory of Ekeh (1974). According to Ekeh (1974), 

The social exchange theory was a social psychological and also sociological perspective that relates social exchange and stability as a process in areas of negotiated exchanges between parties involved. Social exchange theory has it that all human relationships are guided by the use of subjective cost- benefit analysis and the comparison of the alternatives. The theory has origins in economic, psychology and sociology. Costs are component elements of relational life that have negative value to a party in relationship. Like the efforts put into a relationship and the undesirable of a partner (Costs can be in terms of time, money or struggle).

Rewards are positive component elements of a relationship that have positive value (Rewards can be sense of acceptance, provision and companionship). The social exchange theory posits that parties in a relationship always determine the overall worth of a particular relationship by subtracting its costs from the rewards it provides. If the outcome is a positive number, it means a positive relationship and the reverse is true for negative out come. Therefore worth of a particular relationship influences its outcome, or whether people will continue a relationship or end it. Positive relationships are expected to last long, whereas negative relationships will probably end. 

The guiding factor of interpersonal relationships is the advancement of both parties’ self-interest (Roloff, 1981). With the social exchange theory, both parties share the responsibilities of one another as they depend on each other. Social exchange theory urges that the major guiding factor in interpersonal relationships is the fulfillment of both parties’ self-interest which can enhance relationship. 

The theory relates well to the unique relationship established by the buyer through supplier development for mutual economic exchanges that is beneficial to both parties. The buyer empowers the supplier via financial support, technical support and supplier training in return for product innovation, reduced risks of non-supply, reduced lead time, increased product safety, improved product quality and competitive pricing for the buyer.

1.2.3 Conceptual background

This research study was guided by the concepts of supplier development strategy and organizational growth. Watts and Hahn (1993) refers to supplier development as “A long-term cooperative effort between a buying firm and its suppliers to upgrade the supplier's technical, quality, delivery and cost capabilities and to foster ongoing improvements”. Organizational growth is something for which most organizations aim to achieve, irrespective of their sizes. Small organizations want to become big, big firms want to become bigger. True, Organizations have to develop at least a bit year in order to absorb any expenses that accrue over time.

According to Liker & Choi (2004), businesses organizations are increasingly depending on suppliers in order to reduce costs, enhance quality, and produce new products or services so quickly than their competitors do. Supplier development basically means the customers firms will undertake measures to foster and encourage the improvement of certain suppliers (Rezaei & Ortt, 2012a, 2013). Companies are becoming increasingly depending on external suppliers for resources and complementary capabilities. The levels of suppliers’ capabilities and willingness have a great impact on the buying company’s competitive advantage at the marketplace. Effective supplier development supports the suppliers to developed their capabilities and performance, which results into cost reduction which eventually leads to output improvement, etc.

1.2.4
Contextual background

Due to the nature of tough competition and the desire to supply global markets, companies in the manufacturing industry have rapidly learned the importance of improving productivity through quality assurance in production in the entire value chain (Erasmus, 2006).Suppliers play a very vital role in the production value chain. They directly or indirectly determine the quality of the final product.
Uganda’s tea sector was the fourth highest foreign income earner during the 1970s. After 1973 tea production started declining and by 1981 the tea industry had almost collapsed. As the social and political environment started to improve after 1981, farmers started to rehabilitate their tea gardens and production began to increase (Muhonzi, 2012).  Igara Growers Tea Factory limited is situated in the South Western part of Uganda at Butare, Kyamhunga Sub country, Igara West, Bushenyi District 12 Kms from Ishaka along the Mbarara-Kaseese high way. The farmers acquired the factory from the government of Uganda in the 1990s during the privatization drive. The Company is managed by an elected nine member Board of Directors who hires the management activities of Uganda Tea Development Agency Limited (UTDAL). Factory operations are overseen by the General Manager assisted by a deputy General Manager and several other department heads. 

Igara Growers Tea Factory limited provides credit facilities to the farmers for inputs such as fertilizer, herbicides and sometimes spray pumps. Extension services are also provided by the factory with the most experienced staff assigned to the new production areas as a way of supporting the farmers and ensuring success in expanding the area under tea. As an incentive, dependent on availability of funding, some lead farmers are taken on study tours to Kenya or Rwanda to visit and learn from other tea farmers and seek new methods to improve their current operations. Local tours to a garden of the lead farmer in a village are also organized as part of the training approach. The company also holds an annual farm management competition as an incentive for good agronomic practices. The winning farmer is rewarded with a prize that will enhance his farm, such as fertilizer, herbicides, etc (Muguzi, 2014).
However, Igara Growers Tea Factory limited is still faced with the following challenges; the green leaf price usually determines the farmer’s revenue and cost of Production. Clear business principles are required to manage effectively this and maintain the cost of production low leading to the profitability to compare the growth in turnover. If the farmer is paid well, they expand their activities by growing more tea. If the farmer is not paid, not profitable or not paid in time he or she is discouraged and has no incentive to produce more. The lack of training in business skills is closely related to how the company strikes a balance between the financial and social objectives of the company. As farmers themselves, and elected representatives of the wider farmer groups for a specific zone, the directors may feel pressured to serve the needs of the farmer so to appease their members and guarantee re-election as directors as opposed to focusing on ensuring that the company is building reserves and securing investments for planned expansions (Mutabaruka, 2014).

1.3
Statement of the Problem

The supplier development strategies benefits both the supplier and the buying organization in terms of cost minimization, improved quality of products and enhance quick deliveries (Erasmus, 2006). 
Igara Growers Tea Factory limited is faced with the problem of inadequate and insufficient supply of green leaf from the famers who are the suppliers of the green leaf, despite the fact that the company has developed business clear principles required to develop the suppliers efficiently and keep the cost of production low. Such business principles include advance payment to suppliers, provision of transport and extension of credit facilities.  The board meeting held on 3rd, January 2015 at the factory board room in attempt to overcome the problem of insufficient supply of the green leaf from the farmers, it was agreed under Minute 3/IG-BOD/2015 that any farmer who diverts green leaf to any other company, he/she shall forfeit his/her shares and other benefits, on the issue of poor quality green leaf, the company introduced a bonus payment system to cater  for only those farmers who happen to supply good quality green leaf that meets the quality standard of the factory to benefit (Igara Growers Tea Factory limited, Report 2017). It’s this apprehension that has intrigued the researcher to carry out a study that seeks to examine effects of supplier development strategies on the organizational growth at Igara Growers Tea Factory limited. And to adopt various supplier development strategies like supplier training, supplier information sharing and supplier cost management to improve the current supplier performance and capability to meet the company’s requirements. 

1.4
General Objective

The study was to investigate the effects of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. 
1.5
Specific Objectives

i. To assess the effects of supplier training on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District

ii. To establish the effects of supplier information sharing on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District

iii. To analyse the effects of supplier cost management on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District

1.6
Research Questions

i) How had supplier training affected the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District?

ii) How had supplier information sharing affected the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District?

iii) How had supplier cost management affected the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District?

1.7
Hypotheses of the Study

i) Is there a significant positive relationship between supplier training and the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District?

ii) Is there a significant positive relationship supplier information sharing and the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District?

iii) Is there a significant positive relationship between supplier cost management and the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District?
1.8
Conceptual Framework

The study was guided by the conceptual frame work that depicts the relationship between supplier development strategies and organizational growth.

Conceptual framework of Supplier development strategies and organizational Growth

Independent variable 



         Dependent variable 

	Supplier Cost Management 

· Process alignment

· Supplier alignment and collaboration

· Financial support



	SUPPLIER DEVELOPMENT STRATEGIES
Supplier Training

· Supplier training workshops.

· Internal supplier training

· Capacity building.

Supplier Information Sharing

· Effective communication.

· Supplier feedback.

· Quality of suppliers (suppliers Resource development).

· Creative and innovative products (Product development).
· Revenue generation (Sales & profits).
· Output and increased production 
                        ORGANIZATIONAL GROWTH 


Source: From literature (Krause et al, 2007: Henderson & Mitchell, 1997: Anderson, et al, 1992: Laamanen, 2005) Adapted and modified by researcher.  

The conceptual framework shows supplier development strategies as the independent variable whose indicators included supplier training, supplier information sharing and supplier cost management while the organizational growth was shown as the dependent variable measured in terms of quality of suppliers (suppliers Resource development), creative and innovative products (Product development), revenue generation (Sales & profits) and Output and increased production. The assumption was that good supplier development strategies resulted into better organizational growth while poor supplier development strategies resulted into poor organizational growth.
1.9
Scope of the study

1.9.1
Geographical scope

The study was conducted at Igara Growers Tea Factory Ltd, Bushenyi District. It was selected as a case study of supplier development strategies and the organizational growth in private organizations in Uganda.

1.9.2 Content scope

The study concentrated on supplier development strategies and the organizational growth. Supplier development strategies were restricted to aspects of supplier training, supplier information sharing and supplier cost management. Organizational growth was restricted to quality of supplier (supplier Resource development), creative and innovative products (Product development), revenue generation (Sales & profits) and Output and increased production 

1.9.3
Time scope

The entire period was one year 2015/16. This enabled the researcher to get enough data that capture the variables of the study and analyze the trend of phenomena. And it was this period where the organization growth was being affected by low levels of supply that had reduced the organizational sales and profits, hence need to improve the supplier development strategies like supplier training, supplier information sharing and supplier cost management. 

1.10
 Significance of the study

The study benefited the following categories on institutions or people:

Future researchers: The study provides relevant information to other people and academicians doing research in line with the manufacturing companies in regard to supplier development strategies and organizational growth. 

The organization: Igara Growers Tea Factory limited as an organization benefits in this study by identifying sound practices for embarking on supplier development strategies and identify potential suppliers for cost minimization and quality product improvement. .

An individual (Researcher): As an individual doing research was one of the requirements to attain a master’s degree in management studies (procurement and supply chain management as an option).

Suppliers: The suppliers benefit from this study by having a good relationship and collaborative systems with the buying organization. This in turn helps the suppliers to improve their abilities to meet such organization’s short and long term supply needs.  
1.11
Justification of the study

Supplier development strategies were organizational efforts as well as supplier training which require the buying company substantial investments in core strategic areas with respective suppliers. This was vital in supplier development in terms of innovation and efficient supply of quality products.

1.12
Operational Definitions

Supplier Development
Watts and Hahn (1993) defines supplier development as “A long-term cooperative effort between a buying firm and its suppliers to upgrade the supplier's technical, quality, delivery and cost capabilities and to foster ongoing improvements”. 
Organizational Growth

Growth is something for which most organizations aim to achieve, irrespective of their sizes.

Supplier Training is simply means the process of imparting skills and knowledge to selected suppliers in regard to new product and service development based on the breadth and depth of their capabilities and business attributes.
Supplier information sharing means the ability of a buying organization or firm to share information and other resources with supplying organizations which in turn helps them to improve their capabilities in the entire supply chain.

Supplier Cost management is the process of managing supplier’s budget of a business to avoid over expenditure. Cost Management is a branch of Management accounting that helps the business to predict its expenditures in order to reduce chances of expending over budget

Supplier training workshops: Supplier training workshops are training workshops whose aim is to align business with supplying organizations in order to operate at consistently high levels of performance.

Capacity building; is a development planned process whose aim is to increase the  knowledge, management skills ,output and other aspects of the company through acquisition ,incentives technology and or training.

Effective communication: This is a two way information sharing process among the organizations in areas of product/service development, quality, delivery schedules, cost reduction which substantially contributes to their commercial success.  Communication with suppliers should be result oriented and driven if organizations are develop and achieve their intended objectives.   

Supplier feedback: Supplier feedback is about communicating with a supplier regarding a given procurement process and general supply. Embedding supplier feedback into organizational policies and helps an organization commitment to continuous improvement in its relationship with suppliers.

Process alignment: Process alignment is an activity of resolving of differences between business processes. Processes may be aligned in many ways which include audit where differences between described processes and how actual process must be identified. Compliance checks to ensure compliance with standards.

Supplier alignment and collaboration: This is the process that focuses on each firm’s needs in the entire supply chain and its impact on supply chain integration and flexibility. Supplier alignment and collaboration enables greater improvements of the organization through optimal utilization of resources in order to achieve measurable objectives that reduce wastages.  

Supplier financial support: refers to any assistance in monetary form given to particular business to improve its operations as a going concern.  Supplier financial support is the buyers’ effort towards its suppliers to continuously spot financial weaknesses within its supply base and taking the necessary financial support to avoid supply disruptions and increase supplier financial health in order to meet financial obligations. Financial support is a critical success factor in supplier development and supplier performance. According to Heide and John (1990), proven financial support provides the buying firm with increased supplier competition in the global market and potentially reduces transportation and other logistical costs of suppliers.

CHAPTER TWO

LITERATURE REVIEW

2. 1 
Introduction 

This chapter presents the literature review focusing mainly on; Theoretical Review, Supplier Development Strategies, effects of supplier training on the organizational growth, information sharing on the organizational growth and supplier cost management on the organizational growth.

2.2
Theoretical Review

In this research, organizational growth was well explained by Social exchange theory. Social exchange theory argues that all human relationships are guided by the use of a subjective cost-benefit analysis and the comparison of alternatives (Afuah, 2011). 

The rationale of using a social exchange theory perspective is premised on the argument that supply chain relationships have a strong impact on supplier development strategies and firms growth (Srinivasan et al., 2011). Social exchange theory posits that individuals or groups adepts to enter into relationship with others for the expectation of a reward (Yang et al., 2008). Social exchange theory argues that attitudes and behaviors of parties in a particular relationship can be determined by subtracting the rewards from the cost of that relationship. Therefore, using a social exchange perspective, a supplier while makes a contribution to its manufacturer through their partnership policies that helps to achieve the benefits of innovation; the supplier expects the same benefit   in future. 

2.2.1
Critique of Social Exchange Theory

Social exchange theory has been criticized at two levels of analysis. The first level relates to the determination of human behavior or social life as exchange; the second level of criticism is about the reduction of social interaction or ‘exchange’ to economic transaction or a psychological process. Many exchange theorists, have just restated some classical sociological ideas, especially those of Simmel who argues that many business dealings can be viewed as exchange only when that the latter is the “purest and most developed kind of social interaction based on reciprocity” to the effect “every interaction is an exchange” if it is built on the “scheme of giving and returning equivalence.” The second level of critique of Social exchange theory involves the relationship between economic and social exchange. Economic and behaviorist models  posits social exchange as a set of market-like exchanges of material things based on extrinsic motivations like gain, even though it clearly differentiates them. 

A critical alternative to the reduction of social exchange to economic and behavioral laws is understanding the business dealings (and psychological tendencies) based on sociological principles in accordance with the societal organization and embeddedness of the economy, including markets. This shows a clear mark of economic sociology, notably sociology of markets, which thus differs from social exchange (and rational choice) theory. However, despite the criticisms of the theory, Social exchange theory relates well to the unique relationship established by the buyer through supplier development. The buyer empowers the supplier via financial support, technical support and supplier training in return for a myriad of benefits such as improved product quality, reduced risks of non-supply, reduced lead time etc

2.3 
Supplier Development Strategies
Supplier development is the process of working together with suppliers on one to one basis to improve their capabilities for the benefit of the buying organization. Supplier development strategies are strategies used by the organizations in order to develop suppliers in terms of efficiency and effectiveness to reduce cost and increase improvement in quality products (Schwartz, 2005). This in long term leads to the sustainability of the objectives and core function of the buying firm. According to UNIDO (2003) the aims of suppliers’ development is to transform the relationship between the buyer and the seller from a purely contractual relationship into a collaborative relationships. Effective supplier development greatly impacts on cost reduction, profitability, flexibility, and competitive advantages of a company as summarized below:

TABLE 1: Benefits of Supplier Development
	Supplier development strategies benefits
	Authors

	Cost reduction
	(Telluri et al., 2010)

	Productivity improvement
	(Sako, 2004)

	Buyer performance improvement
	(Sako, 2004)

	An increased percentage of on time delivery
	(Krause, 1997); (Krause & Ellram, 1997a)

	Improvement in quality
	(Krause, 1997); (Talluri et al., 2010)

	Increase the buying firm’s financial performance
	(Talluri et al., 2010)

	Lean manufacturing capability improvement
	(Dyer & Nobeoka, 2000)

	Operations improvement
	(Sánchez-Rodríguez, 2009)

	reduction in defective products
	(Krause & Ellram, 1997b)

	Collaboration between buyer and supplier
	(Sánchez-Rodríguez, 2009)

	Optimal resource utilization
	(Talluri et al., 2010)

	Competitive advantage
	(Krause & Ellram, 1997a)

	Reduce supplier dependency
	(Wouters et al., 2007)

	Supplier performance
	(Krause & Ellram, 1997a)

	Shorter cycle times
	(Krause, 1997); (Krause, Scannell, & Calantone, 2000)

	Improvements in relationships between buyer and suppliers
	(Dyer & Nobeoke)


Supplier development is mainly focused on the effects that affect the product aspects as well as the supplier’s capabilities. This basically involves improvement of product aspects which include; quality, design, reliability, safety and conformance as well as total ownership and cost of the product. In supplier capacity aspects, supplier development basically works to improve and enhance supplier’s performance related with; increased production capacity, shorter product development cycle, productivity, research and development, improved and reliable processes, shorter delivery lead times, flexibility and overall organizational visibility to the buying organization by adoption of information interchange (Wagner & Krause, 2009).

2.4 Organizational Growth
Leachman, Pegels, and Shin (2005), studies on organizational growth have the potential to have the benefits mainly the greater efficiencies from the increases the productivity and financial performance. Most of the organizations should productivity and aim at cost reduction, quality improvement to generate more profits in order for survive and the growth of the organization.  Organizational growth measurement variables are based on the quality of suppliers, (suppliers’ resource development), creative and innovative products (Product development), Revenue generation (sales and profits) and out and increased production.

Zailani and Rajagopal (2005) also pointed that rationale in measuring growth in organizations   through assessing supplier development in areas of quality, delivery and flexibility. However, this performance focuses on three dimensions and left out other good parameters which include cost, innovation and customer responsiveness.

2.5 
The effects of supplier training on the organizational growth

Basing on the works of Aquinis and Kraiger (2009), training is efficient approach towards development and learning with a goal of improving the effectiveness of an individual, their group, and their organization. Training is defined as a planned and systematic effort to change and improve an individual’s or group’s knowledge, skills, and attitudes by means of undergoing learning experiences in order to attain an effective performance for a given set of tasks and activities (Garavan, 1997). Moreover, development refers to activities that are essential to the acquisition of new information or skill that will enable the growth of the organization, its members, and its suppliers and customers (Aquinis & Kraiger, 2009). 

Supplier training according to Krause (2001) is the acquiring of knowledge and skills by the suppliers in order to improve on their supply performance and to enhance the supplier’s flexibility to cope up with the organizational and environment changes and customers’ demands. Direct involvement as a factor of supplier devolvement consists of 
formal supplier evaluation, recognition and training for effective supplier performance. Local suppliers need to be trained by the buying organizations for the adequate improvement of supplier capabilities. Therefore, the analysis of the environments to provide buy-supplier training is to help identify factors that suppliers themselves for important developments in their capabilities. 

Supplier development is more related to the inter-organizational cooperative learning where the knowledge is being shared by both the suppliers and the buying organizations.  Both external and internal learning as a form of training the suppliers are applicable for efficiency (Dyer & Singh, 2000). Internal learning mainly is the training and incorporating both suppliers and the staff in form of knowledge creation and shared while the external learning includes buyer-supplier relationship in terms of knowledge sharing through collaborations. Also, the organization knowledge transfer is usually done through the supplier training and usually visits especially monitoring the activities involved in the supplier development programs (Huang et al., 2008).    

2.6 
The effects of supplier information sharing on the organizational growth

The sharing of information with key supply chain parties is crucial in the overall improvement of supply chain. Information sharing is described by Cooper et al. (1993) as “frequent information updating among the chain members for effective supply chain management.” In this dynamic and unpredictable world, an organization’s capability to access the correct and useful information at the right time holds the key to sustenance (Kearney, 2013). 

Supplier information is very vital for the effective functioning of any business in organizations. Information sharing is defined as openly communications for very significant and sensitive information to the partners (Shou et al. 2012). The view of information sharing has attracted significant attention from a number of authors who have stressed its role and influence in the procurement process and information has be regarded as an effective predictor of organization growth. Information sharing contributes largely to improved relationships between suppliers by facilitating efficient coordination and responsiveness for integrated information systems. Timely and accurate sharing of strategic information can foster the reduction of unwarranted wastages and costs in a supply chain, thus leading to increased organizational profitability.

In order to improve the information sharing among the suppliers, there is need to consider the good procurement practices like proper production planning and inventory control to enhance quality products and services. The organizations should be committed to the suppliers in terms of information sharing for better products and cost reductions. This helps the buyers and customers in supply of reliable products with product quality improvement (Andersen, 2001). 

2.7 
The effects of supplier cost management on the organizational growth

Cost management is the process of ensuring the cost efficiency, cost reduction and spend systematic continue to be the top business priorities in procurement process in the organizational growth. Janda and Seshadri (2001) discovered that each percentage saved in purchasing is equivalent to 0.5% save in sales which substantially help in lowering costs.  Buyers need to have proper information concerning cost breakdowns provided by supplier through collaborative relationships in order to enter into strategic alliance with vital suppliers in order to focus on cost driver factors so as to eliminate hidden costs (Sako, 2004).
Janda and Seshadri (2001) observed that in advance procurement, cost can substantially results into saving half point in sales. Costs should be minimized in organizations through suppliers cost management techniques like JIT application for efficiency and effectiveness. This improves on the quality of products and also develops the relationships with the suppliers through the use of integrated technology hence reduction supplier costs. Suppliers can be powerful enough to bargain away much of the profitability available to the organization by increasing both the buyers and suppliers costs reduction. 
2.8
Summary of the literature review

It should be  the  noted  that the literature  focusing on the supplier development strategies lacks in depth frameworks on how to select the relevant  supplier development strategies out of various alternatives available to achieve the desired results. Therefore, there is a research gap to establish the direct or indirect impact of selective supplier development activities on supplier’s cost, quality and delivery and Production innovation, and how these supplier development activities in turn link with improvements in the buying firm’s performance. Buying organizations need to know which supplier development activity to adopt in order to achieve results and which other supplier core areas they need to concentrate on to achieve greater performance.

CHAPTER THREE

METHODOLOGY

3.1
Introduction

The chapter reviews methodology and methods basing on the research topic and it starts by providing the overview of research process used in the study.  

3.1
Research design

The research adopted cross sectional research design by using both quantitative and qualitative approaches as its frame work to  guide the process of  data collection and processing on the effects of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District .According to Kothari (2004), Cross sectional research design is the collection of data  mainly using questionnaires or structured interviews to capture quantitative or qualitative data at a single point in time . According to Carrie (2007), cross-sectional research involves the researcher comparing two different groups within the same parameters. Although, there are other designs like longitudinal studies, observational studies, survey research method and the cross sectional design was considered because it is time saving and also less costly since a researcher goes to the field once (Frechtling, 2002).

The quantitative approach was adopted to measure the magnitude of the various constructs and variables that are conceptualized in the study. This was done by testing hypothesis using Pearson Correlation coefficient and multiple linear regression modeling (Barifaijo, Basheka, & Oonyu, 2010). The qualitative approach was adopted because it was one way of bringing out the respondents opinions and perceptions. A combination of both quantitative and qualitative methods served as a strong basis for drawing compelling conclusions and recommendations in line with the objectives of the study (Mugenda & Mugenda, 2003).
3.2
Study Population

According to Kothari, (2009), population is the population which a researcher wants to generalize the results of research study. This included 120 Igara Growers Tea Factory ltd Staff were selected in HRM (13), Finance/Accounts (21), procurement (12), production (34) and Field department (40). Also, 3454 medium and large scale farmers who were the suppliers of the green leaf (Igara Growers Tea Factory ltd Annual Report, 2015). 

3.3
Determination of the Sample Size 

To Brink (1996); Polit & Hungler (1999) indicates that sampling involves defining the population and then drawing a sample from the population of the study. Using Krejcie & Morgan sample size table, the sample size was 346 as indicated below.
Table 2: Sample size and techniques for collection

	Category
	Population
	Sample
	Sample Technique

	Igara  Growers Tea Factory Ltd Staff 

(Included HRM (13), Finance/Accounts (21), Procurement (12), Production (34) and Field department (40).
	120
	92
	Simple random sampling

	Igara Growers tea factory green leaf suppliers  
	3454
	341
	Simple random sampling 

	Total population & sample size
	3574
	346
	Simple random sampling


Source: Igara Growers Tea Factory Ltd Annual Report, (2015)

3.4
Sampling Techniques and procedure

This is where respondents are selected and identified as the representatives of the target study population. In this study, only probability sampling techniques were used. Probability sampling techniques included the selected respondents from the population by chance (Amin, 2005). Simple sampling was used to choose the Igara Growers Tea Factory ltd Staff. It was used to give every user department staff a chance to participate in the study when drawing a sample from a large population of the users and helped to avoid bias in selecting user department staff (Mugenda & Mugenda, 1999). It was also minimized the time and cost involved while selecting users from a large population of the user department staff (Amin, 2005). 

3.5
Data Collection Methods

According to Amin, (2005) qualitative and quantitative approaches will be applied in the collection of primary data. This means that primary data was collected in line with self-administered questionnaire plus interviews. Whereas the secondary data was got from the review of documents such as journal articles, reports, academic theses, bills, magazines and working papers among others (Frechtling, 2002). Primary data was used because it gave the most recent and accurate data about the study since respondents report on current events. Secondary data  was also used because it gave history and past findings on the study variables which were key in predicting and setting the trend for the current situation (Barifaijo et al., 2010).

3.5.1
Questionnaire survey

A questionnaire survey is a research method that was used for collecting information from Igara Growers Tea Factory ltd Staff and selected suppliers. This method involved collecting information from the sampled individuals as systematic order. This was used to save time of both the respondents and the researcher.

3.5.2
Face-to-face interviews

The use of Face to face survey was conducted from the management of Igara Tea Growers staff and suppliers because they enabled the researcher to establish rapport with these categories of respondents and therefore gain their cooperation. They also allowed the researcher to clarify ambiguous answers and obtain in-depth information through probing. Open-ended questions were also used so that other valuable information was solicited from the dialogue between interviewer and interviewee. In this study, the probing interviewing tactic was used extensively to obtain a deeper explanation of the issue at hand from the respondents. 

3.5.3
Documentary Review

It is the process of analyzing all  the documentation and books to answer the study objectives (Kothari, 2004). Here secondary data was collected guided by a documentary review check list. This information was applied to complement other method of data collections in understanding the core areas and variables of the study (Kothari, 2004).

3.6
Data Collection Instruments

3.6.1
Questionnaires

Self-administered questionnaire was used by Igara Growers Tea Factory suppliers and staff in order to capture variables of interest. It was used to capture quantitative numeric data and was structured to elicit specific responses which ease data analysis which encourage universality of content. It provided valid and sensitive information was easy to fill and there was less chances of bias. However, it was associated with low response rates and lack flexibility( Amin, 2005).
 

3.6.2
Interview guides

An interview guide refers to an instrument that has been designed specifically to be used during an oral face-to-face data collection session where the interviewer presents questions to the interviewee to respond to and answers are written down by interviewer (Mugenda & Mugenda, 1999). The researcher presented questions to the Head of Departments and their views were written down by the researcher. 

3.6.3
Documentary Review check list
It is the process of analyzing all of the documentation and books to answer the study objectives (Kothari, 2004). This method gathered secondary data and was guided by documentary review check list. This information was used to supplement other methods of data collection in understanding the core areas and variables of the study (Kothari, 2004).
3.7
Validity and Reliability

3.7.1
Validity

 Validity refers to how well the assessment tool actually measures the underling outcome of interests. Therefore the content of validity ratio will be calculated using the following formula. This was by Nunnally as cited by Kent (2001).

CVR
=
Total of items rated relevant   * 100



Total of rated items

The questionnaire was tested for content validity, using the content validity index (cvi) to ensure that it enabled us collect the desired data relevant to our study. Further, the instrument was tested for reliability using the Nunnally’s alpha coefficient (Nunnally, 1978). The resulting draft questionnaire was submitted to the supervisors for further review. The final instrument was developed and considered the Igara Tea Growers ltd experts and the supervisors.

3.7.2
Reliability

An instrument is considered reliable if it can constantly give the same results every time it is employed to measure a trait or concept (Amin, 2005).  Using alpha coefficient of less than 0.7 (<0.7) would mean the relevance and reliability of our questionnaire in getting us information for our study is less than desirable. But results of more than 0.7 and less than 1 (>0.7<1) indicate that the data collection instrument is reliable Amin (2005).

Table 3: Data Validity and reliability 

	Variable
	No if items (Anchor)
	Validity indices  eg (CVI)
	Reliability

Cronbach

Alpha Value

	Supplier training 
	5Point
	0.850
	0.862

	Supplier information sharing 
	5Point
	0.885
	0.887

	Supplier cost management 
	5 Point
	0.890
	0.891


Source: primary data

The results in table 3.2 above revealed that Supplier training, Supplier information sharing, Supplier cost management had Cronbach’s  Alpha coefficient of over 0.8 proving that the research instrument used to collect data from the respondents was appropriate. This was also in line with Nunally (1967).
3.8
Procedure of data Collection

A letter from UMI Institute was provided to authorities at Igara Growers Tea Factory ltd offices by the researcher to be allowed to gather information in line with the research objectives designed in the questionnaire for the academic purposes. 

3.9
Data Analysis

Raw information was prepared, checked, edited and systematically organized in a way that facilitates analysis after questionnaire administration. Responses in the questionnaire was assigned numerical variables and coded using the computer system called SPSS Analysis 20.0. Person correction and coefficient regression analysis were used to come up with tables’ relationship tables from the study and descriptive statistics, means and standard deviations to answer the research questions in the study.

3.10
Measurement of variables 

Supplier development strategies as independent variable were measured using works of Talluri, Narasimhan, & Chung, (2010); and dimensions such as supplier training, supplier information sharing and supplier cost management were captured and measures were based on a five-point scale ranging from 1 (“disagree strongly”) to 5 (“agree strongly”). And also organizational growth as independent variable was measured using works of Zailani and Rajagopal (2005); and dimensions such as quality of suppliers (human Resource development) and creative and innovative products (Product development) and revenue generation (Sales & profits).Output and increased production. 

3.11
Ethical Considerations 

The need for approval of the research project by the Uganda Management Institute (UMI) was essential to give validity to the project and to show that the study was done according to approved research standards and practices.

Secondly, information obtained from other sources or from other authors to support the relevance of this research was adequately acknowledged in the form of citations and references.

Thirdly, the researcher adequately and clearly explained the importance of the study to the respondents during data collection process so as to gain their trust and confidence.

Fourthly, before administering the questionnaires, the researcher first obtained the consent from the respondents to be part of the study voluntarily. The interviewees were provided with all the information about the nature of the research, type of data the researcher is interested in and what research was all about.

Fifth, information provided by the respondents were viewed as confidential and were used for the research purpose only.  

Lastly, in conducting this study due consideration was made to avoid plagiarism by acknowledging other people’s work through proper citations. 
CHAPTER FOUR

PRESENTATION, ANALYSIS AND INTERPRETATION OF FINDINGS:

4.0 Introduction:

This chapter presents the findings of the study based on the pre-defined objectives presented in chapter one of this report. A summary of empirical results, which includes the background characteristics of the respondents, is made in the following sections:

4.1 Response rate:

Out of the 346 sample size, 280 respondents returned the questionnaires, representing 80.9% response rate. Such a high response rate was made possible by the deliberate distribution of a higher number of questionnaires compared to the sample size designed as indicated in the table 1below.
Table 4: Response Rate
	Respondents
	Population
	Sample
	Response Rate
	Percentage

	Total
	3574
	346
	280
	80.9%


Source: Data from field

Overall, the study achieved 80.9% response rate which makes the study findings reliable and valid, way above 70% as argued by Amin (2005)

4.2 Back ground characteristics:

This section presents the distributions of respondents by characteristics of category of the respondents, age bracket, marital status, educational background and work experience. A summary of the results is thus presented as follows:

4.2.1 Category of the respondents:

Table 5 represents the category of the respondents at Igara Growers Tea Factory Ltd, Bushenyi District

Table 5: Category of respondents:

	
	Frequency
	Percent

	Valid
	Igara  Growers Tea Factory Staff
	87
	31.1

	
	Igara Growers tea green leaf suppliers
	193
	68.9

	
	Total
	280
	100.0


Source: Data from field

According to the table above, the majority of the respondents at Igara Growers Tea Factory Ltd, Bushenyi District were the company tea green leaf suppliers representing 193(68.9%) compared to the Tea Factory Staff indicating 193(68.9%).

4.2.2 Age bracket:

Table 6 represents the distribution of respondents about age bracket from Igara Growers Tea Factory Ltd, Bushenyi District. 

Table 6: Age brackets of respondents:

	
	Frequency
	Percent

	Valid
	18 –25 years
	38
	13.6

	
	26 –35 years
	123
	43.9

	
	36 –45 years
	67
	23.9

	
	46 –55 years
	43
	15.4

	
	56 –59 years
	9
	3.2

	
	Total
	280
	100.0


Source: Data from field

The results in table 6 above show that most of the Igara Growers Tea Factory Ltd respondents had the age bracket of 26 –35 years 123(43.9%), then 36 –45 years 67(23.9%) etc., this means that most of the Igara Growers Tea Factory Ltd Staff and suppliers were mature enough and in good position to perform and deliver quality services with quality tea.
4.2.3 Marital status:

Table 7 represents the marital status at Igara Growers Tea Factory Ltd.

Table 7: Marital status of respondents:

	
	Frequency
	Percent

	Valid
	Single
	70
	25.0

	
	Married
	148
	52.9

	
	Divorced
	38
	13.6

	
	Widowed
	S24
	8.6

	
	Total
	280
	100.0


Source: Data from field

According to the table above, the majority of the respondents were married 148 (52.9%) and they were followed by single respondents 70(25.0%). Also, very few respondents were Divorced and Widowed. 

4.2.5 Educational background:

Table 8: Educational background of respondents:

	
	Frequency
	Percent

	Valid
	Non
	55
	19.6

	
	Diploma
	145
	51.8

	
	Degree
	73
	26.1

	
	Master’s Degree & professional courses
	7
	2.5

	
	Total
	280
	100.0


Source: Data from field

Majority of the respondents; 145(51.8%) are Diploma holders followed by 73(26.1%) Degree holders and non-educated were 73(26.1%) who were mainly the Igara Growers Tea Factory’s suppliers of the tea green leaf.

 4.2.4 Work experience:

Table 9 represents the distribution of respondents about the the work experience from Igara Growers Tea Factory’s Ltd. 

Table 9: Work experience of respondents:

	
	Frequency
	Percent

	Valid
	Less than 5 years
	29
	10.4

	
	6 to 10 years
	64
	22.9

	
	11 to 15 years
	111
	39.6

	
	16 to 20 years
	65
	23.2

	
	Above 21 years
	11
	3.9

	
	Total
	280
	100.0


Source: Data from field
As shown in Table 9, majority of respondents worked with Igara Growers Tea Factory’s Ltd for period of11 to 15 years 111(39.6%), followed by 16 to 20 years 65(23.2%) and   6 to 10 years 64(22.9%) etc. This means that most of the Igara Growers Tea Factory’s Ltd staff and suppliers had enough experience for better performance in terms of supplier development strategies. 

4.3 Supplier Development Strategies:

Investigations were done mainly in three key areas: supplier training, supplier information sharing and supplier cost management as the dimensions of supplier development strategies.

4.3.1 Supplier Training
Table 10: Responses on the aspects of supplier training: 

	Supplier Training
	Response (%)

	
	N
	SD
	D
	AU
	A
	SA

	1. We provide training support to suppliers’ as part of supplier development.
	280
	6.8%
	35.0%
	20.4%
	31.8%
	6.1%

	2. There is continuous improvement program for suppliers to ensure improvements to quality, service, and productivity.
	280
	5.4%


	7.5%
	18.9%
	44.3%
	24.6%

	3. Suppliers are usually trained by the company on regular basis.
	280
	6.4%
	17.5%
	19.6%
	47.1%
	7.9%

	4. We let suppliers access our technical and managerial know-how.
	280
	8.6%
	19.3%
	19.6%
	43.6%
	8.9%

	5. Our staff have skills that lead to accurate in time management and product handling.
	280
	8.2%
	13.9%
	22.1%
	38.2%
	17.5%

	6. There is a strong company’s policy to train suppliers.
	280
	8.6%
	13.6%
	18.2%
	46.1%
	13.6%

	7. The supplier attends the company meetings we contacted.
	280
	19.3%
	28.6%
	21.4%
	26.4%
	4.3%


Source: Data from field

Key: 1-SD=strongly disagree, 2-D= disagree, 3-U= undecided, 4-A =Agree, 5-SA= strongly disagree.
Respondents’ involvement in supplier training was evaluated using a five point likert scale containing 7 items related to the subject matter. The items were put together to create the summation and average scale and later adopted as an index of supplier training. The frequency distribution of the responses was as featuring in table 10 before.
Majority of the respondents (68.9%) agreed that there was continuous improvement program for suppliers to ensure improvements to quality, service, and productivity, while (59.7%) agreed that there was a strong company’s policy to train suppliers and staff had skills that lead to accurate in time management and product handling (55.7%). Finally, the company let suppliers access its technical and managerial know-how.
However, some of the respondents disagreed that the supplier attends the company meetings contacted (47.9%), the company provide training support to suppliers’ as part of supplier development (41.8%). 

4.3.2 Supplier Information Sharing:

Table 11: Participants responses on the different aspects about supplier information sharing:

	Supplier Information Sharing
	Response (%)

	
	N
	SD
	D
	U
	A
	SA

	1. We involve in extensive formal and informal communication with suppliers.
	280
	1.4%
	7.5%
	10.4%
	60.0%
	20.7%

	2. Supplier willing to share confidential information.
	280
	10.7%
	23.2%
	17.9%
	37.5%
	10.7%

	3. Suppliers always consult us on pricing policy.
	280
	3.9%
	14.3%
	16.1%
	57.9%
	7.9%

	4. We extend current contract(s) with suppliers.
	280
	5.0%
	7.9%
	11.1%
	53.6%
	22.5%

	5. We involve suppliers’ on the new product development.
	280
	6.1%
	12.1%
	17.1%
	55.4%
	9.3%

	6. Perceives that our supplier is perfectly honest and truthful.
	280
	2.5%
	5.7%
	12.5%
	56.1%
	23.2%

	7. We share information on delivery schedules with our suppliers.
	280
	11.8%
	11.1%
	17.9%
	43.9%
	15.4%

	8. We know the strength and weakness of our supplier.
	280
	9.3%
	10.4%
	20.4%
	51.1%
	8.9%

	9. We share information on supply disruption with our suppliers.
	280
	3.6%
	10.4%
	12.1%
	48.9%
	25.0%

	10. We share information on inventory policy with our suppliers.
	280
	5.0%
	6.1%
	13.2%
	35.0%
	40.7%

	11. We suppliers always inform us in advance of changes in the supply market
	280
	4.6%
	8.6%
	10.4%
	40.0%
	36.4%


Source: Data from field

The involvement of respondents in supplier information sharing was measured using a 5 five point likert scale containing 11 items related to the subject matter. The item totals created a summative standard and average which was later adopted to tell the index of supplier information sharing. Table 11 presents the frequency distribution of responses on the aspects of supplier information sharing.
A strong willingness of the respondents from Igara Growers Tea Factory’s Ltd Staff and suppliers, were involved in extensive formal and informal communication with suppliers (80.7%), perceives that the supplier was perfectly honest and truthful and the company extends current contract(s) with suppliers (79.3%). This means that suppliers always consult us on pricing policy, share information on inventory policy with our suppliers and on supply disruption with our suppliers.
Despite all these findings however, it was noted that there was supplier information sharing mainly, supplier were not willing to share confidential information (33.9%) and suppliers were not involved on the new product development (18.2%).
4.3.3 Supplier Cost Management:

Table 12: Participants responses on the different aspects about supplier cost management:

	Supplier Cost Management
	Response (%)

	
	N
	SD
	D
	U
	A
	SA

	1. We reduce inventory level by engaging supplier with JIT.
	280
	7.5%
	9.3%
	8.9%
	41.4%
	32.9%

	2. We involve suppliers in product improvement.
	280
	4.6%
	13.2%
	15.0%
	56.4%
	10.7%

	3. We make or buy decision through cost measurement.
	280
	4.6%
	12.1%
	17.1%
	53.6%
	12.5%

	4. We monitor poor deliver performance by suppliers.
	280
	2.9%
	15.4%
	22.1%
	48.6%
	11.1%

	5. We provide target costing for suppliers to be meet.
	280
	3.6%
	8.9%
	8.9%
	53.6%
	25.0%

	6. We request suppliers to provide the cost breakdown to analyze the cost
	280
	4.6%
	15.7%
	21.4%
	47.5%
	10.4%

	7. We control internally on Order processing costs.
	280
	7.9%
	20.0%
	12.9%
	51.8%
	7.5%

	8. We minimize the storage and transportation cost.
	280
	6.8%
	30.0%
	8.6%
	40.0%
	14.6%

	9. We monitor poor quality performance by suppliers.
	280
	14.6%
	24.3%
	10.0%
	36.8%
	14.3%

	10. We measurement on Supplier’s ability to eliminate waste as cost reduction
	280
	2.1%
	12.1%
	21.4%
	63.9%
	18.2%

	11. We Control of suppliers’ on price increases
	280
	13.2%
	22.9%
	8.2%
	46.1%
	9.7%


Source: Data from field

Basing on the supplier cost management, a big number of the respondents agreed on the following; the company measurement on supplier’s ability to eliminate waste as cost reduction (82.1%), and provides target costing for suppliers to be met (78.6%). This is means that the company reduces inventory level by engaging supplier with JIT, involves suppliers in product improvement and makes or buys decision through cost measurement. Also the company monitors poor deliver performance by suppliers, controls internally on order processing costs and minimizes the storage and transportation cost.

Table 13: A descriptive summary of respondents’ responses about supplier development strategies and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District 

	Variable
	N
	Minimum
	Maximum
	Mean
	Std. Deviation

	Supplier training 
	280
	1.00
	5.00
	3.27
	.389

	Supplier information sharing 
	280
	1.00
	5.00
	3.64
	.374

	Supplier cost management
	280
	1.00
	5.00
	3.50
	.382

	Organizational Performance 
	280
	1.00
	5.00
	3.81
	.322


Source: Data from field

The respondents strongly rated organizational Growth at Igara Growers Tea Factory Ltd with a mean of around (Mean=3.64: Std Dev=.374), (Mean=3.50: Std Dev=.382) and (Mean=3.27: Std Dev=.389) representing supplier information sharing, supplier cost management and supplier training respectively on a scale of 1 to 5 as observed from table 12 basing on; 

	1.Strongly Disagree 


	2. Disagree 


	3. Undecided


	4.Agree 


	5.Strongly Agree 




 This belief could be best explained relationships with suppliers leading to increased sales and can also generate higher customer loyalty and reduced defects and improvements in the quality of the product generate more profits.
4.4.1 Supplier Development Strategies on the Organizational Growth at Igara Growers Tea Factory Ltd, Bushenyi District.

The relationship between supplier development strategies represented by the generated indices of supplier training, supplier information sharing and supplier cost management were investigated through application of Spearman’s rank correlation as indicated in the table below:

Table 14: Pearson’s Correlation Analysis of Supplier Development Strategies

	
	1
	2
	3
	4

	Supplier training (1)
	Pearson Correlation
	1
	
	
	

	Supplier information sharing (2)
	Pearson Correlation
	.152*
	1
	.
	

	Supplier cost management (3)
	Pearson Correlation
	.076
	.091
	1
	

	Organizational Growth (4)
	Pearson Correlation
	.112
	.138*
	.212**
	1

	
	
	
	
	
	

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

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




4.4.1 Relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District.

In Table 14, Correlation results indicated a positive relationship between supplier training and organizational growth (r =.112, p<0.01). This implies that there was a need of continuous improvement program for suppliers to ensure improvements to quality, service, and productivity. Buying firms increase the performance and capability of suppliers of products in order to improve the sustainability of the objectives and core function of the buying firm.

4.4.2 Relationship between supplier information sharing and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District.
Correlation results indicated a significant and positive relationship between supplier information sharing and organizational growth (r =.138*, p<0.01). This indicates that suppliers are willing to share confidential information and always consult the organization on pricing policy and the organization involves suppliers’ on the new product development. This means that is very important to share vital information with suppliers in order to   reduce on the long lead time and control unnecessary costs as a result of delays in supplies.

4.4.3 Relationship between  supplier cost management and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District.

Correlation results indicated a significant and positive relationship supplier cost management and organizational growth (r =.212**, p<0.01). This implies that any change in supplier cost management has an effect on organizational growth and indicates that the organization requests to use better methods of production and stock handling mechanism so as to have quality products and speed up the supply process. The application of JIT is appropriate for the manufacturing companies because of its advantages in line with cost management.
Table 15: Regression estimates of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District
	Model
	Unstandardized Coefficients
	Standardized Coefficients
	T
	Sig.

	
	B
	Std. Error
	Beta
	
	

	
	(Constant)
	2.503
	.318
	
	7.872
	.000

	
	Supplier Training
	.091
	.052
	.110
	1.743
	.083

	
	Supplier Information Sharing
	.125
	.055
	.145
	2.283
	.023

	
	Supplier Cost Management
	.160
	.053
	.190
	3.015
	.003


	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate
	Change Statistics
	Durbin-Watson

	
	
	
	
	
	R Square Change
	F Change
	df1
	df2
	Sig. F Change
	

	1
	.269a
	.073
	.061
	.31225
	.073
	6.238
	3
	239
	.000
	1.606

	a. Predictors: (Constant), Supplier cost management, supplier training, Supplier information sharing

	b. Dependent Variable: Organizational growth 


The results of the regression in table 14 show that the R square of the regression is .073 and the Adjusted R square is .061. The results revealed that 7.3% of the variance in organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District is explained by Supplier Training, Supplier Information Sharing and Supplier Cost Management (R Square =.073). However, it was discovered that Supplier Cost Management was a better predictor of organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District (β=.190; p≤ .003) as compared to Supplier Information Sharing (β=.145; p≥ .023) and Supplier Training (β=.110; p≥.083).
CHAPTER FIVE

SUMMARY, DISCUSSION, CONCLUSION & RECOMMENDATIONS OF FINDINGS

5.0 Introduction:

This chapter presents the summary, discussion, conclusions and recommendations. The first section presents the summary. The second section presents the discussion. The third section presents the conclusions. The fourth section presents the recommendations.

5.1 Summary.

5.1.1 Supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District: 

The study sought to investigate the relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. It was hypothesized that there is a positive relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. 

The general study results showed a positive relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. Majority of the respondents (68.9%) agreed that there was continuous improvement program for suppliers to ensure improvements to quality, service, and productivity, while (59.7%) agreed that there was a strong company’s policy to train suppliers and staff had skills that lead to accurate in time management and product handling (55.7%). Finally, the company let suppliers access its technical and managerial know-how.
5.1.2 Supplier information sharing and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:

The investigation results revealed that there was a significant and positive relationship between supplier information sharing and organizational growth. According to the results, a strong willingness of the respondents from Igara Growers Tea Factory’s Ltd Staff and suppliers, were involved in extensive formal and informal communication with suppliers (80.7%), perceives that the supplier was perfectly honest and truthful and the company extends current contract(s) with suppliers (79.3%). This means that suppliers always consult us on pricing policy, share information on inventory policy with our suppliers and on supply disruption with our suppliers.

5.1.3 Supplier cost management and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:

The investigation results revealed that there was a significant and positive relationship supplier cost management and organizational growth. According to the results, a big number of the respondents agreed on the following; the company measurement on supplier’s ability to eliminate waste as cost reduction (82.1%), and provides target costing for suppliers to be met (78.6%). This is means that the company reduces inventory level by engaging supplier with JIT, involves suppliers in product improvement and makes or buys decision through cost measurement. Also the company monitors poor deliver performance by suppliers, controls internally on order processing costs and minimizes the storage and transportation cost.
5.2 Discussions of findings.

5.2.1 Supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:

The study results showed a positive relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. This implies that there was a need of continuous improvement program for suppliers to ensure improvements to quality, service, and productivity. Buying firms increase the performance and capability of suppliers of products in order to improve the sustainability of the objectives and core function of the buying firm.

This is also in line with the views of Sanders et al. (2011) who stated that supplier training programs are designed by the buyer focused on enhancing and improving supplier technical capability in terms of key competencies like quality, production processes and management best practices to enhance firm’s productivity. Schwartz (2005) indicate that supply chain efforts by the buying firms help to increase the performance and/or capability of suppliers of products in order to improve the sustainability of the objectives and core function of the buying firm. 
Krause (2007) claimed that direct involvement as a factor of supplier development may consist of asset of practices such as formal suppliers evaluation, suppliers site visits, training, facilitating the supplier buyer sites and facility visits, as well as verbal or written demands for performance improvement. According to UNIDO (2003) the aims of suppliers’ development is to transform the relationship between the buyer and the seller from a purely contractual relationship into a collaborative relationships. Efficient supplier involvement, raising performance expectations, evaluation, exchange of personnel, information exchange among others are vital for effectiveness in procurement functions of National Cereal and Produce Board. The World Food Program report (2010) relates current poor procurement performance at the NCPB to inadequate support to farmers, arm’s length relationship between the buying farms and international supplier, unpredictable weather conditions, escalating costs, failure to apply modern technology in operations and uncertain pricing.
5.2.2 Supplier information sharing and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:
There was a significant and positive relationship between supplier information sharing and organizational growth. This implies that any change supplier information sharing has an effect on organizational growth and indicated that there was supplier participation, effective two-way communication, and consultations on pricing policy and new product development.

This is also consistent with the works of Ansari and Modarress, (1990), Hahn et al., (1990); Veludo et al., (2004) that supplier information is very vital for the effective functioning of any business in organizations. Information sharing is defined as openly communications for very significant and sensitive information to the partners (Shou et al. 2012). The view of information sharing has attracted significant attention from a number of authors who have stressed its role and influence in the procurement process and information has be regarded as an effective predictor of organization growth. Information sharing contributes largely to improved relationships between suppliers by facilitating efficient coordination and responsiveness for integrated information systems. 

Similarly, according to Sanders & Premus (2005), considering the effective information sharing aims at improving the quality products through the Just In Time (JIT) application and proper stock management for better production that minimizes costs in long run. Timely and accurate sharing of strategic information can foster the reduction of unwarranted wastages and costs in a supply chain, thus leading to increased organizational profitability. Communication between buyer and supplier is considered a critical mode of supplier development. (Anderson, 2002).

5.2.3 Supplier cost management and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:

The investigation results revealed that there was a significant and positive relationship supplier cost management and organizational growth. This implies that any change in supplier cost management has an effect on organizational growth and indicates that the organization requests to use better methods of production and stock handling mechanism so as to have quality products and speed up the supply process. The application of JIT is appropriate for the manufacturing companies because of its advantages in line with cost management.
Similarly, according to Williamson (2007) indicate cost can substantially results into saving half point in sales. This is applicable through supplier development strategies and effective management of inventory in order to reduce unnecessary costs. Ansari et al. (2006) suggest that costs should be minimized in organizations through suppliers cost management techniques like JIT application for efficiency and effectiveness. This improves on the quality of products and also develops the relationships with the suppliers through the use of integrated technology hence reduction supplier costs. Suppliers can be powerful enough to bargain away much of the profitability available to the organization by increasing both the buyers and suppliers costs reduction

5.3 Conclusions

5.3.1 Supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District.

There is a positive relationship between supplier training and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. This implies that there is - need to continuous improvement program for suppliers to ensure improvements to quality, service, and productivity. The organization increases the performance and capability of suppliers of products in order to improve the sustainability of the objectives and core function of the organization by acquiring of knowledge and skills by the suppliers in order to improve on their supply performance and to enhance the suppliers flexibility to cope up with the organizational and environment changes and customers’ demands. Direct involvement as a factor of supplier devolvement consists of 
formal supplier evaluation, recognition and training for effective supplier performance. Local suppliers need to be trained by the buying organizations for the adequate improvement of supplier capabilities. Therefore, the analysis of the environments to provide buy-supplier training is to help identify factors that suppliers themselves for important developments in their capabilities..

5.3.2 Supplier information sharing and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:
The Researcher concluded that was a significant and positive relationship between supplier information sharing and organizational growth. This implies that any change supplier information sharing has an effect on organizational growth and that there was supplier participation, effective two-way communication, and consultations on pricing policy and new product development. Need to information sharing is important for the supplier development and the suppliers can be reliable in terms of timely supplies. 

5.3.2 Supplier cost management and organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District:

The Researcher concluded also that was a significant and positive relationship supplier cost management and organizational growth. This indicates that the organization reliable suppliers who applies the analyze the cost drivers and reduce inventory level by engaging supplier with JIT. This improves on the quality of products and also develops the relationships with the suppliers through the use of integrated technology hence reduction supplier costs. Suppliers can be powerful enough to bargain a way much of the profitability available to the organization by increasing both the buyers and suppliers costs reduction.

5.4 Recommendations

From the conclusions, the study recommends the following. 

The study recommends the need for manufacturing firms to develop clear supplier development programs. This will enable firms to engage in activities that improve the performance of suppliers thus resulting in better growth of these firms. 

The study also recommends that firms should strategically manage their supply base on the basis of value of spend or nature of items being purchased. This will enable the firms to categorize their suppliers and thus proper treatment accorded to every supplier based on their importance. 

Information sharing was found to increase performance of buying firms. It is therefore recommended that manufacturing firms should share important information with its suppliers in order to improve on their performance hence organizational Growth.

There should be need for suppliers’ participation for effectiveness. Therefore firms need to employ mechanisms such open ended and joint specification development by both the users and the suppliers. This will encourage the suppliers to work closely in development of buyer procurement quality standards. 

Management should consider both indirect and direct supplier development programmes to improve the suppliers products and supplies and their capabilities through the effective communication channels for the purpose of transferring knowledge and qualifications into the suppliers organization. 

Further the study recommended that supplier understanding of the buyers’ goals be emphasized on as the customers are the key target of every firm for its survival and if customers are not satisfied the organization collapse due to failure of meeting the target.

5.5 Limitations

Access to accurate information on the area of study was a challenge. For example getting all the suppliers in time to fill the questionnaires and limited literature on the area of study was also a big challenge faced. However, these limitations were overcome by ensuring that much information is got from any staff and suppliers that the researcher got chance to interact with and also by using the available literature for efficiency.

5.6 Areas recommended for further research

There is need;
. To identify the way to develop suppliers associated with the benefits such as reduced costs, time for manufacturing, increased quality , flexibility and satisfaction.   

. To establish the supplier development activities through value streaming mapping to allow the flow of materials through the manufacturing process 

. To investigate whether there is lean manufacturing from the perspective of lean suppliers for a competitive advantage.
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Appendix I: Table for determining sample size from a given population

	N
	S
	N
	S
	N
	S
	N
	S
	N
	S

	10
	10
	100
	80
	280
	162
	800
	260
	2800
	338

	15
	14
	110
	86
	290
	165
	850
	265
	3000
	341

	20
	19
	120
	92
	300
	169
	900
	269
	3500
	346

	25
	24
	130
	97
	320
	175
	950
	274
	4000
	351

	30
	28
	140
	103
	340
	181
	1000
	278
	4500
	351

	35
	32
	150
	108
	360
	186
	1100
	285
	5000
	357

	40
	36
	160
	113
	380
	181
	1200
	291
	6000
	361

	45
	40
	180
	118
	400
	196
	1300
	297
	7000
	364

	50
	44
	190
	123
	420
	201
	1400
	302
	8000
	367

	55
	48
	200
	127
	440
	205
	1500
	306
	9000
	368

	60
	52
	210
	132
	460
	210
	1600
	310
	10000
	373

	65
	56
	220
	136
	480
	214
	1700
	313
	15000
	375

	70
	59
	230
	140
	500
	217
	1800
	317
	20000
	377

	75
	63
	240
	144
	550
	225
	1900
	320
	30000
	379

	80
	66
	250
	148
	600
	234
	2000
	322
	40000
	380

	85
	70
	260
	152
	650
	242
	2200
	327
	50000
	381

	90
	73
	270
	155
	700
	248
	2400
	331
	75000
	382

	95
	76
	270
	159
	750
	256
	2600
	335
	100000
	384


Note:
“N” is population size

“n” is sample size.

Krejcie, Robert V., Morgan, Daryle W., “Determining Sample Size for Research Activities”, Educational and Psychological Measurement, 1970

Appendix 11 Research Questionnaire

A questionnaire to establish the effect of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District

Dear respondent, 

This is an academic research intended to establish the effects of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. The purpose of this study and its findings is purely academic. I kindly request for your assistance by sparing some of your precious time to answer the following questions. The study will take about 30 minutes only. I would appreciate your honest opinions. Be assured that your responses will be completely anonymous and therefore any information you provide in here will be treated with strict confidentiality. 

Thank you

Section A: BACKGROUND OF RESPONDENTS

1. Category of the respondents

a) Igara  Growers Tea Factory  Ltd Staff ( ) 
   

b) Igara Growers tea green leaf suppliers ( )
   

2. Age bracket

a) 18 –25 ( ) 
   b) 26 –35 ( )
        c) 36 –45 ( ) 
      d) 46 –55 ( )   
e) 56 –59 ( )

3. Marital status    a) Single ()     b) Married ()    c) Divorced ()   d) Widowed ()  e) Separated ()

4. Educational background: .....................................................................................................................................

5. How long have you worked for the organization? ................................... Years

For the following questions, please tick the number of your choice as indicated in the Key

	1.Strongly Disagree 


	2. Disagree 


	3. Undecided


	4.Agree 


	5.Strongly Agree 




	INDEPENDENT VARIABLES 


	Section B: Supplier Training 



	1.
	We provide training support to suppliers’ as part of supplier development.
	1 
	2 
	3 
	4 
	5 

	2.
	There is continuous improvement program for suppliers to ensure improvements to quality, service, and productivity.
	1 
	2 
	3 
	4 
	5 

	3.
	Suppliers are usually trained by the company on regular basis. 
	1 
	2 
	3 
	4 
	5 

	4.
	We let suppliers access our technical and managerial know-how.
	1 
	2 
	3 
	4 
	5 

	5.
	Our staff have skills that leads to accurate in time management and product handling.
	1 
	2 
	3 
	4 
	5 

	6.
	There is a strong company’s policy to train suppliers.
	1 
	2 
	3 
	4 
	5 

	7.
	The supplier attends the company meetings we contacted. 
	1 
	2 
	3 
	4 
	5 

	Section C: Supplier Information Sharing 



	8.
	We involve in extensive formal and informal communication with suppliers.
	1 
	2 
	3 
	4 
	5 

	9.
	Supplier willing to share confidential information.
	1 
	2 
	3 
	4 
	5 

	10.
	Suppliers always consult us on pricing policy. 
	1 
	2 
	3 
	4 
	5 

	11.
	We extend current contract(s) with suppliers.
	1 
	2 
	3 
	4 
	5 

	12.
	We involve suppliers’ on the new product development.
	1 
	2 
	3 
	4 
	5 

	13.
	Perceives that our supplier is perfectly honest and truthful
	1 
	2 
	3 
	4 
	5 

	14.
	We share information on delivery schedules with our suppliers.
	1 
	2 
	3 
	4 
	5 

	15.
	We Know the strength and weakness of our supplier.
	1 
	2 
	3 
	4 
	5 

	16.
	We share information on supply disruption with our suppliers.
	1 
	2 
	3 
	4 
	5 

	17.
	We share information on inventory policy with our suppliers. 
	1 
	2 
	3 
	4 
	5 

	18.
	We suppliers always inform us in advance of changes in the supply market 
	
	
	
	
	

	Section D: Supplier Cost Management 



	19.
	We reduce inventory level by engaging supplier with JIT.
	1 
	2 
	3 
	4 
	5 

	20.
	We involve suppliers in product improvement.
	1 
	2 
	3 
	4 
	5 

	21.
	We make or buy decision through cost measurement.
	1 
	2 
	3 
	4 
	5 

	22.
	We monitor poor deliver performance by suppliers.
	1 
	2 
	3 
	4 
	5 

	23. 
	We provide target costing for suppliers to be meet.
	1 
	2 
	3 
	4 
	5 

	24. 
	We request suppliers to provide the cost breakdown to analyze the cost

Drivers.
	1 
	2 
	3 
	4 
	5 

	25.
	We control internally on Order processing costs.
	1 
	2 
	3 
	4 
	5 

	26.
	We minimize the storage and transportation cost.
	1 
	2 
	3 
	4 
	5 

	27.
	We monitor poor quality performance by suppliers.
	1 
	2 
	3 
	4 
	5 

	28.
	We measurement on Supplier’s ability to eliminate waste as cost reduction
	1 
	2 
	3 
	4 
	5 

	29.
	We Control of suppliers’ on price increases
	1 
	2 
	3 
	4 
	5 


	DEPENDENT VARIABLES 


	Section F: Organizational Growth



	1.
	Organization obtains lower prices, which improve their profits.
	1 
	2 
	3 
	4 
	5 

	2.
	Relationships with suppliers lead to increased sales and can also generate higher customer loyalty and reduce defects
	1 
	2 
	3 
	4 
	5 

	3.
	Organization is concerned about the impact of their decisions on suppliers.
	1 
	2 
	3 
	4 
	5 

	4.
	Organization is involved in an association with suppliers to achieve profits.
	1 
	2 
	3 
	4 
	5 

	5.
	We have high sales every day because of good supply from the suppliers
	1 
	2 
	3 
	4 
	5 

	6.
	Relationships with suppliers lead to better financial performance for the firm.
	1 
	2 
	3 
	4 
	5 

	7.
	Improvements in the quality of the product generate more profits.
	1 
	2 
	3 
	4 
	5 

	8.
	Greater cooperation by firms with their suppliers leads to better financial performance.
	1 
	2 
	3 
	4 
	5 

	9.
	Operational improvements in areas such as defects, delivery, cycle time and compliance rate yields better results.
	1 
	2 
	3 
	4 
	5 

	10.
	There are effective good marketing skills to enhance on the sales.
	1 
	2 
	3 
	4 
	5 

	Thank you



INTERVIEW SCHEDULE
Dear respondent, 

My name is Birakwate Dennis Nkundah a student of Uganda Management Institute. Am conducting an academic research intended to establish the effects of supplier development strategies on the organizational growth at Igara Growers Tea Factory Ltd, Bushenyi District. The purpose of this study and its findings is purely academic. I kindly request for your assistance by sparing some of your precious time to respond to a number of questions pertaining the study. The study will take about 30 minutes only. All information provided will be handled and treated with utmost confidentiality. 

A) Supplier Training
Qtn1. Would you require further supplier training for motivation towards performance improvement to enable you contributes to increased productivity? 
a) yes ( )




b)  No ( ) 

Qtn2. If “yes” to the question above, please provide reasons as to why below.................................................................................................................................................................................................

Qtn3. What problems do you face with regard to supplier training and development within your organization? 

................................................................................................................................................................................................

Qtn4. Please specify any ways you think supplier training and development in your organization can be improved…………………………………………………………………………………..

b)
Supplier Information Sharing
Qtn1. How do you share right information and ensure that you are receiving ‘quality’ material from your supplier?...........................................................................................................................

Qtn2. Do you have any standard procedure for effective negotiation with suppliers?..............................................................................................................................

Qtn3. Can you give an example when due to lack of proper negotiation and the company cannot take any advantage over supplier?....................................................................................................................................

Qtn4. Do you have any supplier related issues and challenges on information sharing?...............................................

c)
Supplier Cost Management
Qtn 1. What is the extent to which the company has been able to meet its cost reduction goals through supply cost reduction?................................................................................................

Qtn 2. What is the extent to which the supplier has been able to meet its quality improvement goals?...........................................................................................................................................................,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, 

Qtn 3. What is extent to which the company has been able to meet its needs by reducing supplier lead time?..................................................................................................................

Qtn 4. What is the extent to which the company has been able to meet its manufacturing cycle time reduction goals?……………………………………………………

Thank you for your response
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