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ABSTRACT

The study established the relationship between supplier selection and organisation performance in Uganda. A case of the Ministry of Local Government. The specific objectives were to: Examine the influence of solicitation on organisation performance; establish the effect of supplier evaluation on organisation performance and finally, examine the effect of due diligence on organisation performance. A case study design was used, adopting both qualitative and quantitative approaches. A population of 220 respondents was identified and a sample of 136 respondents drawn using the simple and purposive sampling techniques. From a sample of 136 respondents, 103 managed to take part in the study, implying a response rate of 76%. Findings revealed a positive relationship between solicitation (.298**), evaluation (.186**) as well as due diligence (.494**) and organisation performance. It was thus concluded that right documentation was key to successful bidding while predefined PPDA rules and regulations with  right specifications were crucial to a successful procurement process. It was also noted that open bidding reflects transparency and quality of products/services, reliability, lowest costs and history of supplier performance is very vital for the entire procurement process. It was therefore recommended that: the evaluation committee carries out reference checks and site visits in order to select the most competent supplier; that standard bidding documents should be adopted and adhered to by both the suppliers and the PDU; the evaluation criterion emphasises aspects like past performance, on-time delivery, reliability and quality of products, besides the lowest cost quoted and finally, the procurement team of MoLG should conduct unannounced company site visits to the respective suppliers before contract award.
CHAPTER ONE

INTRODUCTION

1.1 Introduction

This study was an assessment of the relationship between supplier selection and organisation performance in the public sector, with specific focus on the Ministry of Local Government.  Supplier selection was the independent variable while organisation performance was the dependent variable. This chapter covers the background to the study, statement of the problem, purpose of the study, specific objectives of the study, research questions, hypotheses, conceptual framework, significance and justification of the study, scope of the study, and closes with operational definitions of terms and concepts. 
1.2 Background to the study
The background to the study was presented in line with the four dimensional approach  by Amin (2005). The background covers the historical approach, which gives the historical overview of supplier selection, the theoretical perspective- where the key theories underpinning the study are highlighted, conceptual perspective- which clarifies the different variables and concepts used in the study and finally, the contextual perspectives – which shows how the issue under study is placed in its context. This is further shown in the subsequent sections.
1.2.1 Historical Background
Selecting the right supplier has always been a difficult task for the purchasing manager.  Supplier selection is sometimes highly complex, since it incorporates a great variety of uncontrollable and unpredictable factors that affect the decisions involved. Supplier selection decisions are complicated by the fact that various criteria have to be considered in the decision-making processes (Weber et al., 1991). 

Until the 1960s, purchasing was considered more than a clerical function (Leenders, et al., 1985). Prior to this time, supplier selection was focused on the short-term. Suppliers were often evaluated solely on price and were quickly dropped when out-bided by another vendor. Suppliers were viewed as adversaries rather than partners and relationships between buyers and suppliers were often short-term (Arsan, 2003). Moreover, basing supplier selection solely on price proved problematic as quality improvement programs began to take hold. Ignoring other issues such as delivery times and quality were risky to a buyer. They could run out of materials if a delivery was late or defective or run out of storage room if a delivery was early. Other shortcomings of considering only price included an inability to receive orders packaged to specifications, an inability to receive short and frequent deliveries with stable lead times, a lack of supplier responsiveness, a lack of technical capabilities, and a lack of supplier stability (Schorr, 1998).

Since the 90’s a set of difficult-to-be measured qualitative variables became a key element of the supplier selection and evaluation problem.  Since then, new methods have been required for the analysis of this type of “soft” information (Ellram, 1990).  In the 1980s, competitive tendering was introduced for many public services of the USA, which meant that the local councils lost their monopoly provision of public services, such as school meals and refuse collection. Council also participated in bidding to provide services (Pettinger, 2014) 
The source selection task is usually structured as a group-decision-making process in which a set of individuals representing the different stakeholders strives to achieve what, in their opinion, would be the best outcome for the organisation (Kramer, 1999).
Public procurement has been perceived as an area of waste and corruption due to many reasons including scrutiny of competing vendors (Thai, 2004). Public procurement has at its core a requirement for transparency and a high standard of ethics with the emphasis on treating all suppliers equally. No one supplier can receive more information than another prior to or during the bidding process (Uganda Public Service Commission, 2008:45). 
Procurement in government is a regulated, open process defined and controlled by numerous laws, rules and regulations, judicial and administrative decisions, policies and procedures (Dobler & Burt 2000:747). According to Agaba & Shipman (2005), the procurement function constitutes a larger percentage of most countries annual budgets.  This is particularly true for developing countries, where procurement usually accounts for a high proportion of total expenditure, for instance 40% in Malawi and 70% in Uganda, compared with a global average of 12-20% (Development Assistance Committee, 2005, p. 18).  In return, the Government expects significant benefits from contracting with suppliers offering high value. 
Since the late 1990’s the Government of Uganda has been reforming procurement with emphasis on transparency and competitive bidding. Today, over 80% of government’s expenditure through procurement ($1.9 billion worth of contracts) is subject to open competitive bidding.  The reforms alone constitute a big step towards achieving value for money in procurement and promoting private sector development (Centenary, 2012)
In Uganda, many government ministries and agencies are not following prescribed practices as per the PPDA rules and regulations.  The procurement audits carried out by the PPDA (2007 & 2008) revealed that out of 322 contracts audited as at the end of 2005, only  7(2%) were assessed as being clean, i.e., carried out in accordance with the law. Among the key weaknesses identified was abuse of the process especially during evaluation of suppliers, such as inconsistencies in tender evaluation and interference in the contract award process by unauthorised parties. Consequently,  the Government has lost huge sums of money due to the incompetent suppliers selected. It was against this background that the study on supplier selection and organisation performance in the Ministry of Local Government was conducted.
1.2.2 Theoretical Background
In this study, understanding supplier selection has been supported by a number of theories.  Two theories stand out strongly in explaining this study; the principle of Multiple- Attribute Utility and the Principle Agency Theory. The Multiple-Attribute Theory (MAUT) as explained by Bosworth & Gingiss et al (1999) is based on weight criteria method that attaches scores to dimensionless scales.  In addition the theory focuses on attributes that are valued more by the entity and attaches such attributes with a higher weight.  Suppliers are ranked by their power on certain aspects.  This makes it easier to choose which supplier is more favorable.
The main criticism of MAUT is that it concentrates on the unrealistic assumption- preferential independence (Grabisch, 1999; Hillier, 2001).  Preferential independence means that the preference outcome of one criterion over another criterion is not influenced by the remaining criteria (Tzeng & Huang, 2013). Another criticism is that it is only as good as the information put into it. It is possible to easily “skew” the results when a particular result is desired, i.e when the decision is already made and the decision maker is simply seeking to justify his action.

On the other hand organisation performance was guided by the Principle Agency Theory which according to Jensen & Meckling (1976, p.308), as quoted by Cliff Mc Cue & Eric Prier, (2003) is a contract under which one or more persons (principals) engage another person (the agent) to perform some service on their (principal’s) behalf, which involves delegating some decision-making authority to the agent.    In this study, the public through the elected councilors are the principals on behalf of the citizens, while the members of Contracts, Evaluation Committees and  PDU staff are the agents (Peter, 2010). The principle-agent theory stipulates that the principal is a stakeholder (a person or organisation) that purposes to undertake a specific task and serve a particular functional role within the public purchasing.  In turn, the person or organisation delegated to manage these responsibilities on behalf of the principal is the agent. This study was therefore guided by the two theories as laid above.
1.2.3 Conceptual Background
From a scholar perspective, scholars including Weber & Current, (1991) defined supplier selection as the process by which organisations identify, evaluate and contract with suppliers while Ross (2009) defines supplier selection as the procedures for ensuring that a particular supplier has the capability to provide goods or services to a company or individuals.

Spiller & Ungerman (2007) defined supplier selection as the process by which the buyer identifies, evaluates, and contracts with suppliers. Handfield, (2011) defined solicitation as the process of seeking information, proposals, and quotations from suppliers. While solicitations can be verbal, quality and consistency is enhanced if the process is formalized as a written or electronic document. Handfield (ibid) further explains that solicitation can be in form of Request for Information, where an open enquiry that spans the market seeking broad data and understanding is used,  Request for Quotation, where an opportunity for potential suppliers to competitively cost the final chosen solution, and Request for Proposals.
 Georgopoulos &Tannenbaum (1957) traditionally defined organisation performance as the extent to which organisations, viewed as a social system fulfilled their objectives, whereas Upadhaya et al. (2014) define organisation performance as a performance which comprises the actual output or results of an organisation as measured against its intended outputs including goals and objectives. Relatedly, Kaplan & Norton (1993), argue that organisation performance is the way in which the people who comprise an organisation work together.

Lastly, Yuchtman & Seashore (1967) defined performance as an organisation's ability to exploit its environment for accessing and using the limited resources while authors Lebans & Euske (2006) defined organisation performance as a set of financial and nonfinancial indicators which offer information on the degree of achievement of objectives and results.
1.2.4 Contextual Background
Authors including Singh, Gupta & Garg (2013) argue that for many years, the traditional approach to supplier selection has been to select suppliers solely on the basis of price.  However, as companies have learned that the sole emphasis on price as a single criterion for supplier selection is not efficient, they have turned into a more comprehensive multi-criteria approach.  The realization that a well-selected set of suppliers can make a strategic difference to an organisation’s ability to provide continuous improvement in customer satisfaction derives the search for new and better ways to evaluate and select suppliers. 

In Uganda, the causes of organisation performance related problems include mismanagement of the supplier selection process which has hindered government organisations from realizing their goals. World Bank (2005), survey report indicates that Uganda loses about $300million per year due to irregular procurement management malpractices, thus denying citizens of the right services.  Citizens are always dissatisfied with the services provided. The procurement objective is to acquire goods and provide services to citizens so as to achieve value for money, quality, and timeliness through competition.

The Ministry of Local Government oversees the government structures and operations at local levels in Uganda, such that they are harmonized and supported to bring about socio-economic transformation of the whole country. The Ministry is mandated to inspect, monitor, and where necessary offer technical advice/assistance, support supervision and training to all Local Governments, to coordinate and advise Local Governments for purposes of harmonization and advocacy and to act as a Liaison/Linkage Ministry with respect to other Central Government Ministries and Departments. However, available evidence at the Ministry of Local Government as observed from the PPDA audit reports show that there is lack of compliance to the laws specially in selecting suppliers.  For example, LG (PPDA) Regulation 81 (1) requires an evaluation report to be prepared for each evaluation and submitted to the Contracts Committee for approval. The evaluation report should be signed by all members of the Evaluation Committee in line with LG (PPDA) Regulation 81 (2). The audit revealed that all the forty (40) procurement cases sampled lacked evaluation reports, contrary to LG (PPDA) Regulation 81 (1).
According to the PPDA Audit Report MoLG (2011), the evaluation committee did not adequately assess the capabilities of bidders to perform the contract with regard to their experience in similar contracts which was one of the requirements in the solicitation document. The contract was therefore awarded to a bidder who was only two months old and did not have any demonstrated experience in such contracts, basing on low cost only.  The bidder did not deliver the bicycles. This affected service delivery in the Ministry of Local Government.

1.3 Statement of the problem
The Public Procurement and Disposal regulations (2014) are complimented with guidelines on the evaluation of suppliers.  The law provides for evaluation of suppliers basing on compliance of the bid with statement of requirements, ability of the bidder to perform the proposed contract and the ability of the bid to meet the objectives of the procurement. The Law also states that the best evaluated bid shall be the lowest priced bid, which is eligible and administratively compliant to the technical requirements specified in the bidding document (PPDA Amendments, 2014). 
PPDA Regulations (2014) provide for post qualification evaluation whereby the evaluation committee confirms whether the best evaluated bidder has the capacity and the resources to effectively execute procurement for the PDE.  The law states that the committee shall confirm the experience and performance of the bidder with regard to similar assignments, capacity of bidder with respect to equipment and facilities, among other criteria.
However, despite the existence of the PPDA guidelines on supplier selection, organisation performance in the public sector is characterized by delays in procurement of goods and services, customer dissatisfaction, non-compliance to the laws, poor budget implementation and increased operational costs.   The situation in the MoLG is not any different.  It is also characterised with systematic procurement problems which include delayed deliveries and worst of all non-delivery of goods which were paid for by the government of Uganda.  A case in point is the PPDA investigation report on the procurement of bicycles by Ministry of Local Government for Chairpersons of Parishes and village Councils in Uganda which caused a financial loss of USD 1,719,454.58 (PPDA Investigation Report, 2011).  This could probably be due to inadequacies in the supplier selection process.
1.4 General objective of the study
The general objective of this study was to establish how supplier selection affects organisation performance in Uganda.
1.5 Specific objectives of the study
Specifically, the study set out to address the following objectives;

i. To examine the influence of solicitation on organisation performance in the Ministry of Local Government.
ii. To establish the effect of evaluation of suppliers on organisation performance in the Ministry of Local Government.
iii. To examine the effect of due diligence on the performance of Ministry of Local Government..
1.6 Research questions
i. What is the influence of supplier selection on organisation performance in the Ministry of Local Government?
ii. To what extent does evaluation of suppliers affect organisation performance in the Ministry of Local Government?
iii. What is the effect of due diligence on the performance of the Ministry of Local Government?

1.7 Hypotheses of the study
i. Solicitation does not affect organisation performance in the Ministry of Local Government.
ii. Evaluation of suppliers affects organisation performance in the Ministry of Local Government.
iii. Due diligence positively affects  performance  of the Ministry of Local Government.
1.8 Conceptual framework
SUPPLIER SELECTION (IV) 







                                                                      ORGANISATION PERFORMANCE (DV)

Figure 1.1: Conceptual model showing the relationship between Supplier Selection and Organisation performance
Source: Variables adapted from PPDA Regulations (2014); Service Performance by Armstrong Michael (1999) and modified by the Researcher.
Figure 1.1 above shows supplier selection as the independent variable with its sub dimensions including solicitation, evaluation and due diligence while Organisation performance on the other hand serves as a significant dependent variable translated into service delivery, customer/stakeholder satisfaction, compliance to laws, budget implementation, and cost saving as its key sub indicators.   
The conceptual framework illustrates that solicitation, whose indicators comprised of bid preparation; use of direct and competitive bidding can enhance the performance of MoLG. In addition, supplier evaluation, explained in terms of having eligibility and administrative criterion as stated in the solicitation document, ensuring that only compliant bidders are considered at the technical compliance stage of evaluation and financial comparison, the final stage for all bids that have passed the technical evaluation and the bidder ranked the lowest being number one and considered the best bidder to deliver the required goods, can influence organisation performance.  Finally, due diligence, measured using contract understanding and numerous procurement checks to enable MoLG select competent suppliers was also anticipated to have an effect on organisation performance. 
1.9 Significance of the study
The study may provide a deeper understanding and appreciation of the contribution of supplier selection to organisation performance in the public sector. It also acts as an eye opener to organisations as they assess their suppliers.  
The study could be used to benefit the procurement practitioners and professionals both locally and globally as well as scholars in the Procurement and Supply Chain Management profession.  It is envisaged that the study may contribute to developing mitigating measures to the current supplier selection challenges.  
Lastly, the findings are expected to benefit stakeholders concerned with the management of public procurement and may provide important information to the PPDA in Uganda since it is the regulatory body for public procurement.
1.10 Justification of the study
Supplier selection represents one of the most important functions performed by the purchasing department of an organisation.   In order to provide best quality products to their customers, proper evaluation of the suppliers with appropriate criteria selection is an important process.   A number of studies have been conducted on procurement management in the public sector.  However, few studies have concentrated on the influence of supplier selection on organisation performance. Therefore the study searched into the various supplier selection criteria that would support organisations select the most appropriate suppliers to ensure stakeholder satisfaction.
1.11 Scope of the study 
The study was conducted in the Ministry of Local Government Uganda, covering the Procurement and Disposal Unit, the Contracts Committee, User Departments and Top Management.
In terms of time scope, the study covered the Financial Year 2010/11, this being the period when the PPDA audited several PDEs and investigation result showed that procurement was mismanaged in 43 of the PDEs (PPDA Annual Report FY 2010/2011).  Secondly it was the period in which the procurement of the bicycles was initiated. Thirdly, reliable and valuable information on supplier selection for that period was readily available.
Under content scope, the study looked into the variables of supplier selection and organisation performance in Ministry of Local Government, with focus on how supplier selection affected organisation performance.
1.12 Operational definitions
Supplier selection is the process by which the buyer identifies, evaluates and contracts with suppliers. It is also considered as the process by which firms identify, evaluate, and contract with suppliers.
Procurement usually involves the acquisition of goods, works or services which are required either as a raw material or for operational purposes for a company or individual (Agaba, 2011).
Organisation performance: is a broad construct which captures what agencies do, produce and accomplish for the various constituencies with which they interact (Chaffey, 2008).
CHAPTER TWO
LITERATURE REVIEW
2.1 Introduction
This chapter presents the theoretical review and a review of the related literature to highlight the gaps in the existing body of knowledge in line with supplier selection and organisation performance. The literature is organized along three themes derived from the specific objectives of the study; solicitation and organisation performance, evaluation and organisation performance and due diligence and organisation performance.
2.2 Theoretical Review
The study was guided by both the Multiple – Attribute Theory (MAUT) and Principal Agent theory, but was mostly underpinned by the Principal - Agent theory, as explained further below; 
2.2.1 Principal Agent Theory
According to Jensen (1976), agency relationship is a contract under which one or two or more persons engage another person (Agent) to perform a service on their behalf which involves delegating of authority to the agent.  The principal agent theory would imply that the government is the principal and Ministry of Local Government is an agent expected to deliver services to the public on behalf of Government.  Kathleen (1989) argues that agent theory is very important but controversial.  
The agency theory proposes an agency relationship, which occurs whenever the principal (the general public) hires an agent (Government – Ministry of Local Government in this case) who possesses specialised skills to execute tasks on behalf of the principle. Where the agent has a high level of autonomy and independence, the risk of ‘moral hazard’ may increase. The Agency theory highlights the conflicting goals between the principal and the agent in achieving their respective objectives and is focused on mechanisms related to obtaining information, selecting the agent and monitoring the agent’s performance (Eisenhardt, 1989).
Arthur (2001) postulates that the principal in the principal agent theory represents someone to whom authority is delegated.  In general, all principal agent relationships are  plagued by uncertainty not only in the level of an agent’s knowledge, skill and abilities but also in both the way the agent’s action gets transformed into the output important function of management. This theory was considered to be relevant to the study in the sense that it touches the aspect of performance, which is the core subject of investigation in the study.  The kind of relationship between the principal and the agent has a fundamental role to play in terms of organisation performance. However, in situations where the agent wields more power over the principle, there lies a great dilemma, even more so, in respect to supplier selection.  
2.3 The influence of solicitation on organisation performance
Solicitation is the process of obtaining information (bids and proposals) from the prospective sellers on how project needs can be met (Rendon & Garret, 2005).  Solicitation also involves preparation of solicitation documents containing specifications. According to Thai (2004), a specification is a description of the physical or functional characteristics, or of the nature of supply, service or construction item; the requirements to be satisfied by a product, material, or process indicating appropriately the procedures to determine whether the requirements, intended use, manufacturing process, size or units of measure, or packaging requirements.

Garret & Parrott (2007) maintain that solicitation should communicate the buyer’s needs to all potential sellers clearly. Submitting a high quality solicitation is vital to the buyer’s success.  Better solicitations from the buyer generally result in having better bids, quotes, proposals, or tenders submitted by the seller in a timelier manner. Poorly communicated solicitations often result in delays, confusions, fewer bids or proposals and lower-quality responses.

Jason (2002) suggests that the main tasks in solicitation are compiling the requests for proposals or tender documents (specifications) in the case of supplies.  During solicitation, it is possible that advance information could be provided to a particular favored supplier or simply misaddressing tender documents to corrupt the process hence affecting service delivery. The technical specifications establish the requirements for good manufacturing practices (GMPs) such as standards, nomenclature, descriptions required for each product, shelf life, package expiration date, labeling and packaging instructions, quality assurance certificates required, and other evidence of product quality to be submitted with the bid and with each shipment.  Only if this is done will the objectives of economy, efficiency and fairness in procurement be realized, responsiveness of bids be ensured and the subsequent task of bid evaluation facilitated (World Bank, 2000). Solicitation methods included bid preparation, direct sourcing and competitive methods.
2.3.1
Bid preparation organisation performance
According to the PPDA Rules and Regulations (2014) procurement regulations of Uganda, the procurement unit prepares bidding documents and incorporates the technical specifications. The bidding document is prepared based on the approved annual procurement plan which provides important details like quantities, cost estimates, method of procurement etc. Once the bidding document is ready it must be given to the Tender Committee (for Rwanda) and Contracts Committee (for Uganda) which will review and provide comments.  
In accordance with the procurement law the bidding document should provide information on the specific requirements relating to the goods, works or services being procured and the time limit for delivery or completion.  If works are being procured, relevant drawings and bills of quantities, the general and specific conditions governing the contract, the performance security if required; the tender number assigned to the procurement proceedings by the procuring entity.  Instructions for the preparation and submission of tenders, including the bid submission form, the number of copies to be submitted with the original bid, any bid security required, the form and amount of such security, any proof evidencing the bidder’s qualifications. A statement of where and when tenders shall be submitted and be opened should be included.  The procedures and criteria for bid evaluation and comparison.
2.3.2
Direct sourcing
According to NZ Transport Agency’s Procurement Manual, (2010), direct sourcing is a supplier selection method in which the purchaser selects a single supplier and negotiates the contract terms, including price.  The method may only be used to select a supplier and establish a contract when the contract is a low dollar value contract or when a monopoly supplier situation exists. On the other hand, PPDA Rules and Regulations (2014), stipulate that direct method of procurement can be used to achieve efficient and timely procurement or disposal, where the circumstances do not permit a competitive method. Similarly, the Procurement Guidelines, (2014) highlight that direct procurement method is a method that is used when the value of an item is very small, or there is only one seller due to the propriety nature of the goods. 

2.3.3
Competitive bidding 
Competitive bidding involves a purchasing organisation advertising business and requesting for tenders to supply that business.  Competitive tendering can  either be open bidding where by the invitation to tender is publicly available for all interested suppliers to respond, or closed where a restricted number of suppliers is invited to bid. This method is most commonly used in government organisations to ensure fairness and transparency of the bidding process. Deming (1982) asserts that the idea of several suppliers for any one item, competing with each other for lower prices makes good talk, but destroys any possibility of a good relationship between customer and supplier, which may affect supplier reliability. 

According to Tadelis and Bajari (2006), competitive bidding promotes competition between suppliers, which results into “value for money” for purchasers and users.  It offers a kind of transparency that helps mitigate favoritism and corruption. On the other hand, Singh, Gupta & Garg (2013) argue that the use of multiple suppliers provides greater flexibility due to the diversification of the firm’s total requirements. It fosters competitiveness among suppliers which in return promotes supplier efficiency.
Garret and Parrot (2007), observe that competitive bidding has its short falls depending on whether closed or open bidding is the method used.  In the case of open bidding, leading suppliers may not tender and if they do not tender, the purchaser will only consider bids from suppliers who do tender. The purchaser may end up buying inferior products hence compromising quality.
Tadelis and Bajari, (2006) further argue that competitive bidding stifles valuable coordination between the procurer and potential supplier before the specifications are finalized.   This is because the primary information that the procurer receives from suppliers in a competitive tender is their bid.  A supplier has no incentive to offer the procurer advice on how to improve the plans or specifications or avoid certain pitfalls.  If the specifications are not clearly defined, chances of procuring the wrong goods are high in this case.

According to Deming (1994), competitive tendering can be extremely slow. When Government agencies use competitive tendering, it can take several years to choose a successful bidder.  The result is that the customer can wait incredibly long periods for a product or service that may be required quickly. This may be caused by a supplier who wins the tender, but is unable to meet the contractual requirements.

In addition, Deming (1994) further argues that, competitive bidding can force a supplier to accept a very slim profit margin.  These low margins can result in a supplier having little or no money to spend on research and development, new technology and equipment.  Organisations lose out on procurement of improved products.
Liker (2004) argues that switching supplier sources because another supplier is a few percentage points cheaper, a common practice in the auto industry is not right because this may compromise quality and delivery of products.  Instead, new suppliers are given small orders and must prove their sincerity and commitment to high performance standards of quality, cost and delivery before larger orders are given to them.  Purchasing companies are given an opportunity to decide on whether to include these new suppliers on their supplier list.
According to Naude, Ambe & Kling (2013), most businesses view their suppliers as partners, in other words, they seek a stable relationship with comparatively few suppliers that are able to provide high-quality supplies, sustain delivery schedules and remain flexible in relation to changes in specifications and delivery schedules. However, the public sector has an inherent problem with supplier relation management, as it often sees a negative correlation between building relationships with suppliers and maintaining ethics. This is based on a perception that in order for public procurement officials to form relationships with suppliers, a compromise must be made in relation to their ethics. This kind of inherent conflict can affect the buyer-supplier relationship, consequently affecting organisation performance.
Finally, the PPDA Integrity Survey Report (2010) reveals that the perception of the public also is that tight competition contributed to substandard work because bidders quote low to out-compete other service providers but after winning the contracts, they do substandard work because the price quoted is not sufficient to do quality work. 
The above scholarly writings were supported by the quantified findings as presented in chapter four of this study report, which revealed a positive and significant relationship between solicitation and performance of the LG ministry. The study results showed that the two variables (solicitation and organisation performance) moved in the same direction, where an improvement in the solicitation method could positively contribute to improved organisation performance and the reverse is also true. 
2.4. The influence of supplier evaluation on organisation performance
Supplier evaluation has developed into its current form particularly because of advances in quality improvement programs and JIT production efforts. As these advances took place, the need to evaluate suppliers based on characteristics other than price became apparent. The idea of buyers sharing information with vendors became a key to improving quality, quantity, delivery, price, and service performance and the buyer-supplier relationship began to take the appearance of a partnership relationship rather than an adversary relationship (Leenders, et al 1985). Varley (2001) explained that evaluation can take the form of a questionnaire, an interview, or site visit. It includes appraisals of various aspects of the supplier's capacity such as financials, quality assurance, organisational structure and processes and performance.

According to the PPDA Rules and Regulations (2014), evaluation is the process by which the best evaluated bidder is selected for award of contract from among all the bids received. Evaluation of bids must be consistent with the terms and conditions stipulated within the bidding documents. Fair, accurate and transparent evaluation of bids is therefore one of the most important aspects of procurement. The PPDA Regulations 2014 further show that evaluation for the supplies will be based on technical compliance method.  It is categorized into the preliminary (eligibility and administrative compliance), technical evaluation and financial comparison.
Beil & Ross (2009), hold the view that the primary goal of evaluation is to reduce the likelihood of supplier non-performance, such as late delivery, non-delivery, or delivery of non-conforming (faulty) goods, all of which affect customer satisfaction. In addition, the main purpose of bid evaluation is to determine the lowest evaluated substantially responsive bid among the bids submitted before the bid closing time on the date specified in the bidding documents.  The lowest evaluated substantially responsive bid may or may not necessarily be the lowest priced bid in accordance with the terms and conditions of the bidding documents (Asian Development Bank Report, 2000).
According to Mendoza & Ventura (2008), identification and evaluation of an appropriate supplier ensures that a firm will receive high-quality materials at a reasonable price, deliver the right quantities at the right time, and provide excellent services in order to satisfy customers’ demands. 
2.4.1
Eligibility criteria
The bidder is a Government-owned enterprise which cannot establish that it is legally and financially autonomous, which operates under commercial law, and is not a dependent agency of the Purchaser. The PPDA regulations (2014) provide that eligibility of a bidder will be determined by; the bidder’s capacity to enter into a contract with the PDE, bidder not being bankrupt, not being suspended by the PPDA, bidder’s fulfilment of the obligations to pay taxes and social security contributions in Uganda, bidder’s not having conflict of interest and bidder not being member of the PDE.

Similarly RPPA (2014) shows that the standard bidding documents which are prepared in accordance with the procurement law and regulations, provide the eligibility of both bidders and the goods they supply. For example a bidder is not eligible if; the bidder is currently blacklisted by RPPA, the bidder has been prosecuted and found guilty in court, including any appeals process on corruption charges, the bidder is bankrupt, the bidder has been excluded in accordance with regional or international conventions, and the bidder has a conflict of interest. 

2.4.2
Administrative Criteria
According to the PPDA Regulations (2014), a bidder is administratively compliant where the bidder submits a bid security if required, in the correct form and amount and is also authentic, bidder submits bid in the required format including the correct bid validity.
2.4.3
Technical Compliance
The PPDA Regulations (2014) point out that the technical evaluation will determine whether the bid complies with the minimum technical specification stated in the bidding document. Where it is necessary to assess the technical characteristics of a supply, the evaluation committee may request for a demonstration of the product by the provider.
In a related view, RPDA (2014) shows that technical compliance evaluation will consider quantity, quality, urgency, packing and marking requirements and compliance to the detailed specification.  It also relates to performance rather than to design or descriptive characteristics based on national, regional or international standards.
2.4.5
Financial comparison
According to the PPDA Regulations 2014, financial bids of the responsive technical bids are examined and compared to determine the best evaluated bid. Bids are checked by the evaluation committee to confirm whether there are no arithmetic errors, and if they are found they are corrected.  Bids are then ranked using the total evaluated prices.  The best evaluated bid is the lowest priced bid which is eligible and administratively compliant to the technical requirements specified in the bidding document.

However, according to the Public Procurement Act 2013 of Tanzania, the procuring entity may reject a submission if the entity has determined that the price in combination with other constituent elements of the submission is abnormally low in relation to the subject matter of the procurement.  The PDE’s concern in this case is the ability of the tenderer to perform the procurement contract in order for the entity to realize its goals. The concern of evaluating solely on the basis of price has been noted by several scholars to be one of the reasons for poor performance, as some suppliers may instead resort to compromising the service delivery. 
Results of this study, as illustrated in chapter four of this report show that there is a positive and significant relationship between supplier evaluation and organisation performance. This implies that once supplier evaluation is carefully conducted on the basis of the criteria laid out in this literature review, it can result into improved organisation performance. However, if the evaluation criterion is flouted, the likely consequence will be poor organisation performance. 
2.5.  The influence of due diligence on organisation performance
Due diligence is an umbrella term which represents a number of activities that should be undertaken prior to entering a contractual agreement.  The purpose of due diligence is to test and verify the understanding of the contract or the deal to be entered into. The testing activities can include the verification of financial information, staff information, deliverables, previous contracts, assets, properties and human rights (CIPS: Diligent Procurement)

Due diligence can help minimize common purchasing risks and can help make better purchasing decisions (Goldman and Schmalz, 2005) and is about independently verifying a supplier’s ability to deliver fully against their contract.  Due diligence can be part of the evaluation process that precedes contract negotiation, when both parties have an opportunity to test their expectations and understanding of the contract.  Due diligence in procurement can include referee checks, companies office checks, audited account’s check, credit checks, product testing, security checks, clarifications of methodology and approach to delivery, site visits among others, to ensure that the bidder will  meet the procurement goal of the organisation.

Due diligence requires that all activities by procurement officers be pursued in a manner that goes beyond the minimum effort (IAPWG, 2006), where procurement officers should check the references of potential suppliers, develop impartial evaluation criteria, carefully analyse the offers received and should not cut corners for the sake of convenience. According to the PPDA Regulations (2014), a procuring and disposing entity may at any one time during a procurement and disposal process carry out a due diligence test on a bidder or a bid.  It may cover any area of operation of a provider or any area of the bid that the procuring and disposing entity determines requires verification or checking.
An expanded due diligence framework should examine both tangible and intangible company assets.  Traditionally only tangible assets such as cash, inventory, or accounts receivable were subject to due diligence examinations.  However, ‘soft’/intangible assets such as intellectual property rights, quality of management, personnel, corporate culture, or customer loyalty are as important.  The practice of expanded due diligence can help a purchasing team to better justify a certain purchasing price or a decision to buy from specific suppliers.(Harvey and Lusch, 1995).

Gutterman (2008) argues that before jumping into the vendor due diligence and selection process, the company should carefully define its own strategic goals and objectives with respect to use of a vendor to purchase a particular product or service.  By understanding its goals and objectives the company can create a due diligence process that focuses on the most appropriate information about prospective vendors.  In a related view, Perera and Schwab, (2003) observe that having appropriate due diligence measures in place helps to satisfy stakeholders and existing and potential investors. However, in some instances due diligence measures can be seen by some as burdensome and expensive, as Perry and Herd (2004) observe.  

In a study conducted by Gerthet (2007), it was concluded that due diligence in the selection of a supplier is vital, in addition to continuing surveillance. The study further observed that the performance of suppliers makes or breaks an organisation’s performance, which necessitates that procurement should activate appropriate measures to ensure that due diligence is done when suppliers are being selected. 
Bernes (2006) & William (2006) suggest that the main factors a company takes into account to determine supplier selection include quality, flexibility, location, price, financial stability, lead times and on time delivery.  In support of the above, Kannon & Tan (2003), raised the concern that while price, quality, delivery, reliability and service are typical determinants of supplier selection, the specific criteria used and their relative importance are highly dependent on the purchase being made and the circumstances surrounding the purchase.
Wang & Che (2007) suggested that apart from optimum cost, joint development, culture, forward engineering, supply chain management, quality and communication, trust was also important.  He further suggested that supplier relationships built on trust are critical to any organisation.  Suppliers can directly impact the financial performance and profitability of a buying enterprise, as they influence product development costs, inventory levels, manufacturing schedules and the timeliness of delivery of goods and services.  

Stanley & Gregory (2001) came up with supplier evaluation criterion which has since gained a lot of fame and it consists of cost (price and distribution cost), technical capability, quality, organisational profile, service levels, delivery, lead times, ease of communication, financial status, response to customers, performance history, risk factor which is influenced by international sourcing, includes geographical location, political stability. The authors further argue that for a firm to remain competitive in industry, all the mentioned criteria should be taken into consideration in supplier evaluation.
Muralidharan et al (2002), argued that purchasing the right quality of material in the right quantity from the right source at the right time and at a reasonable price is the key objective of the purchasing department, and concluded that quality, cost and on-time delivery are the three most important criteria in supplier evaluation.
2.6  Summary of literature review
From the literature review, it is evident that proper supplier selection is core to the provision of quality services/goods in any organisation. Through solicitation, buyers are able to communicate their needs to the prospective suppliers. The solicitation methods used also depend on the type of purchase. Evaluation involves ensuring that high quality bids are obtained and the best provider is selected on merit not influence.     
The review revealed that competitive tendering also has some disadvantages to the procuring entity.  Much as it promotes fairness in that it allows every supplier the opportunity to tender for a contract, it does not guarantee timely delivery and quality of goods procured hence affecting customer/stakeholder satisfaction.
The review also revealed that there are a number of evaluation criteria proposed for supplier selection.  The authors identify the selection criteria used by most organisations to select suppliers under the quality, price/cost, delivery and service.   Past performance of supplier is also crucial in both the private and public sector. The literature also reveals that supplier selection process requires more and more detailed evaluation and assessment of potential suppliers. This is so because suppliers have been acknowledged as the best intangible assets of any business organisation.

However, despite the volume of research in the area of supplier selection, little had been done to identify the effect of supplier selection on organisation performance in the public sector.  The literature reviewed mainly concentrated on manufacturing industries including pharmaceuticals, telecommunications and automobile.  Most of the reviewed studies were about selection of suppliers in the private sector organisations, where commitment and trust leading to long-term relationships between the supplier and buyer is as important as the price and quality.  Results showed that this was to the contrary in the public sector, where long-term relationships between suppliers and procuring departments are not encouraged. The study findings revealed that solicitation is an important aspect in supplier selection in local governments and can influence organisation performance. The results also showed that supplier evaluation plays a significant role towards organisation performance, especially if proper procedures are followed. Finally, it was also noted that, in agreement with most of the literature, due diligence was an important aspect in the supplier selection process in any attempt to support organisations in achieving their goals.
CHAPTER THREE

METHODOLOGY

3.1 Introduction
This chapter describes the methodology that was used in the study.  It outlines the research design, study population, sample size and selection, sampling techniques and procedures, data collection methods and instruments, reliability and validity of instruments, data analysis and measurement of variables.
3.2 Research design
The study adopted a case study design.  The choice for this design was premised on the assertion that it provides more specific and realistic responses than a purely statistical survey (Yin, 1984).  This was used to determine the relationship between supplier selection and organisation performance in the Ministry of Local Government. In addition the study applied a triangulation of both qualitative and quantitative approaches that supported the data collection process and analysis. The qualitative approach was used to collect and analyze data that was not easily quantifiable for instance attitudes, feelings and opinions.  This was applied and used to obtain information on mainly open ended questions designed and used during interviews. On the other hand, the quantitative approach was used to obtain quantifiable data on supplier selection and organisation performance. This included obtaining information on the description of results and presented in tables, frequencies and other statistics in chapter four of this report. The combination of the two techniques was used in order to ensure and enhance quality of the study (Amin, 2005).
3.3 Population of study
The population of study constituted 220 respondents from which an appropriate sample was derived. These were:  112 MoLG staff, including the PS (1), Directors (3), Commissioners (5) and Assistant Commissioners (6), senior staff (46) administrative support staff (51). In addition, 108 suppliers were identified to participate in the study (Source: MoLG Establishment as per Organogram (2014) - MoLG List of Prequalified Suppliers (2011-2014).

3.4 Determination of Sample size
A sample size refers to a sub set of a population. For this study, a sample size of 136 was determined based on the Krejice & Morgan’s (1970) Mathematical Table with the help of sampling techniques as indicated in Table 1 below.
Table 1: Accessible population, Sample Size and Sampling Technique
	Sample category
	Accessible population
	Sample size
	Sampling technique

	 PS  & Directors
	4
	4
	Purposive 

	Commissioners/Asst. Commissioners
	11
	11
	

	PDU and Contracts Committee
	8
	8
	

	Senior Staff
	46
	26
	Simple random 



	Administrative Support Staff
	51
	30
	

	Prequalified Suppliers
	100
	57
	

	Total
	220
	136
	


Source: Primary data
3.5 Sampling techniques and procedure

The techniques adopted for this study included both the simple random sampling and purposive sampling techniques. The choice for selecting such a sample using this technique stems from the fact that it is cheaper and therefore affordable, less time consuming and covers a wide sample (Amin, 2005). The technique was applied on senior staff, administrative support staff and prequalified suppliers.  

On the other hand, purposive sampling technique was deployed to select a sample believed to possess information that was required for the study. This was applied to a number of respondents including the PS and Directors, Commissioners and Assistant Commissioners, Procurement and Disposal Unit and the Contracts Committee members. The choice for this group is that they were taken as key informants who were knowledgeable about the organisation and were familiar with supplier selection and organisation performance (Sekaran, 2003). 
3.6 Data collection methods
The study applied a triangulation of both qualitative and quantitative approaches to data collection as recommended by Mugenda and Mugenda (1999). The quantitative approach entailed the use of survey questionnaires, while the qualitative approach involved the use of interviews. These were used to collect primary data. On the other hand, the documentary review method was used to collect data from secondary sources, as further discussed in the subsequent sections.   
3.6.1 Questionnaire survey method
This method was used to obtain primary information on supplier selection and organisation performance. It was used on a wide range of the study respondents drawn from the sample who aided in answering of closed ended questionnaire items.  This method was chosen because it ensures quantifiable responses for the same items from all respondents.  Furthermore, it saves both time and cost to distribute and generate responses. A number of respondents in this study including senior staff, administrative support staff and prequalified suppliers were asked to provide answers based on this method.
3.6.2 Interview method
The study employed the interview method to aid in the collection of in-depth information on suppliers’ selection and organisation performance. This method enabled the researcher to design a number of open ended questions on the two variables and using them to obtain non numeric or valuable information from the respondents. The choice to use this method is because interviews tend to generate more detailed non numeric data that can be used to reinforce numeric data from questionnaires. This method was used on the PS and Directors, Commissioners, PDU staff and Contracts Committee members.  
3.6.3
Documentary review method
The above method helped the researcher to obtain information from secondary sources. The researcher reviewed a number of documents linked to supplier selection and organisation performance. Among the documents reviewed were: PPDA Guideline and Regulations (2014), MoLG Evaluation Committee Reports 2010-2011, MoLG Contract Management Reports (2010-2011), PPDA Investigation Report (2011), MoLG Establishment Organogram (2014) and MoLG List of Prequalified Supplier (2011-2014). This method was selected because it allowed the research access data conveniently and within thoughtful time and provided data that would otherwise not have been easy to get through the other methods.
3.7 Data collection instruments
The data for the study was obtained through primary and secondary sources of valuable information.  The instruments used for collection of primary data included the interview guide and self-administered questionnaires, while the documentary review check list guided the obtaining of secondary data.
3.7.1 Self-administered questionnaire
This instrument was designed with a number of closed ended items on supplier selection and organisation performance. The questions were tagged to a one-five likert scale where Strongly disagree or SD represented (1), Disagree or D represented (2), Undecided or D (3), Agree or A represented (4) and Strongly Agree or SA represented (5). The questionnaire was used because, as Amin (2005) emphasises, it could facilitate a fair and easy way of obtaining information, in addition to the fact that the questionnaire responses can be easily coded. The questionnaire items were organised based on thematic areas as derived from the specific objectives of the study.  The questionnaire was administered to senior staff, administrative support staff and prequalified suppliers.
3.7.2 Interview Guide
The interview guide was designed with open ended guiding questions that were used to aid face to face interviews.  The instrument provided in-depth data that was not possible to obtain with the questionnaires. Ahuja, (2001) noted that the interview guide can easily be constructed and is one of the most appropriate instruments for collecting data for testing study hypotheses. This instrument was administered to the PS and Directors, Commissioners, PDU staff and Contracts Committee members.  

3.7.3 Documentary Review checklist
The checklist guided the researcher in obtaining secondary information on supplier selection and organisation performance. Among the documents reviewed included PPDA Guideline and Regulations (2014), MoLG Evaluation Committee Reports 2010-2011, MoLG Contract Management Reports (2010-2011), PPDA Investigation Report (2011), MoLG Establishment Organogram (2014) and MoLG List of Prequalified Supplier (2011-2014). These helped the researcher to develop the research problem and also provided a rich source of literature against which the study results were discussed.
3.8 Quality Control
To ensure quality control of the instruments used in the study, validity and reliability tests were done, as further explained in 3.8.1 and 3.8.2 below;
3.8.1 Validity
Validity refers to the degree to which results obtained from data analysis actually represent the phenomenon under investigation (Mugenda & Mugenda, 2003). In this study, the UMI supervisor and a staff of the Procurement and Disposal Unit of MoLG were requested to rate and assign a score on the relevance of each question set about supplier selection and organisation performance.  In addition, the tools were also reviewed by some of the course mates. This was intended to identify the vague and ambiguous items, while correcting and finally grouping the valid ones to constitute the final instrument. This was all based on the formula below.
Content Validity Index (CVI)    =    (Number of items declared valid 

                                                            Total number of items)

CVI    = 35/43    =CVI
= 0.83 
Based on the score obtained above (0.83), it can be concluded that the instrument was valid as supported by Amin (2005) who argued that an instrument is considered valid when its CVI is equal or above 0.7. 

3.8.2 Reliability
To ensure that the instrument yielded similar results when administered to a number of respondents, the reliability technique was applied. This included carrying out a pilot test with 10 respondents who did not take part in the final study. This was intended to ensure that the instrument produced similar results when administered to the different respondents at a different time. The internal consistency was measured using Cronbach alpha.  The emerging results are presented in Table 2.
Table 2: Reliability results for supplier selection and organisation performance
	Variable
	Alpha  Cronbach
	Number of items

	Solicitation
	.650
	7

	Evaluation
	.743
	7

	Due diligence 
	.557
	7

	Organisation Performance
	.754
	14

	Overall Alpha
	0.676
	


Source: primary data

Table 2 shows reliability results obtained on supplier selection and organisation performance. The reliability average result of 0.676 was obtained. The formula used was (∑alpha / 4); where ∑alpha is the summed variable score of 2.704 divided by 4 representing the number of variables. Based on the result of 0.676, it can be argued that the instrument was reliable  as supported by Amin (2005) who argues that an alpha value above 0.5 is sufficient to show reliability and the closer the score is to 1, the higher the internal consistency reliability (Sekaran, 2003).

3.9 Procedure for data collection
Following the successful proposal defense, the researcher effected all the corrections and submitted the final copies, after which she was given a field introductory letter from the School of Management Science at Uganda Management Institute. This letter was used to obtain permission from the Ministry of Local Government.  After permission to conduct the study was granted, the researcher identified and trained two research assistants who assisted with administering the questionnaires, while the researcher solely conducted all the face to face interviews. The data was collected from the respondents and thereafter, data analysis was carried out.  
3.10 Data management and analysis
Data was analyzed based on both the quantitative and qualitative techniques as explained in the sub section 3.10.1-3.10.2 below.

3.10.1 Quantitative data management and analysis

In quantitative analysis, numeric data obtained from the questionnaires was sorted, coded, entered into the Statistical package for Social Sciences (SPSS) data analyst and edited for consistency and limitation of errors.  The cleaned data was analyzed for both descriptive and inferential statistics, after which it was presented in form of frequency tables, graphs, and correlation and regression analysis tables. The inferential statistics were used to explain the relationships between the study variables as well as determining the variance and degree of influence each independent variable had on the dependent variable.  
3.10.2
Qualitative data management and analysis

In qualitative analysis, content analysis was used to help edit non numeric data on supplier selection and organisation performance obtained from interviews. The data was reorganized into meaningful sentences and themes, after which it was presented to supplement the quantitative data. This also applied to the documents that were reviewed.
3.10 Measurement of variables
The ordinal scale, a scale used to measure categorical or numerical data was used on supplier selection and organisation performance questions as these were designed based on a five item likert scale ranging from Strongly disagree or SD represented (1), Disagree or D represented (2), Undecided or D (3), Agree or A represented (4) and Strongly Agree or SA represented (5). For the socio-demographic variables, the categories were measured using the nominal scale since these were not ranked. In addition, the dependent variable was measured in terms of customer satisfaction, compliance to the laws, budget implementation and cost saving, while the independent variable was construed in terms of solicitation, evaluation and due diligence.
CHAPTER FOUR
PRESENTATION, ANALYSIS AND INTERPRETATION OF RESULTS
4.1 Introduction
The previous chapter presented the methodology that was used in the study. This Chapter constitutes the introduction, response rate, bio-data of the respondents, specifically on education, period worked or dealt with MoLG and category of respondent. The chapter also presents the empirical findings based on the specific objectives of the study, highlighting descriptive and inferential results obtained. 

4.2 Response rate
The study response rate was calculated to establish the percentage return of questionnaires administered and interviews conducted. Statistics obtained reveal that out of 23 respondents selected for the interviews, 10 were interviewed, constituting 44% and out of 113 respondents who were targeted to complete the questionnaires, 93 returned the fully completed questionnaires, forming 82%.

Table 3: Response rate
	Instrument/Tool used
	Distribution
	No of Responses 
	Percentage (%)

	Interviews
	23
	10
	44.0%

	Questionnaire 
	113
	93
	82.0%

	Total
	136
	103
	(76%)


 Source: primary data

Table 3 above reveals an overall response rate of 76% thus 103/136*100% was obtained. Based on the results presented above, it can be said that the study results could be generalized as supported by Sekeran (2003), who argues that a response rate above 70% represents a survey population in a given study.

4.3 Socio-demographic characteristics of the respondents
This section focuses on the quantified socio- demographic characteristics of the respondents. The characteristics included highest level of education and length of time respondents had worked for MoLG as explained below.
4.3.1 Respondents Highest level of education
In this study, respondents were requested to indicate their highest level of education attainment. Results are presented in Table 4 below.

Table 4: Education level 
	Education level of the respondents 
	Frequency

(N)
	Percentage

(%)

	Master’s degree
	12
	129

	Post Graduate Diploma
	17
	18

	Bachelors’ degree
	36
	38

	Ordinary diploma
	17
	18

	Certificate
	10
	10

	Professional 
	1
	1

	Total
	93
	100


Source: Primary data
Table 4 presents the education levels of the respondents who participated in the study. The findings obtained reveal that 38.7% of MoLG staff who took part in the study held degree qualifications; 18.3% were ordinary diploma holders, 18.3% were PGD holders and 12.9% of these staff were Masters’ holders, while 10.8% are certificate holders, with 1.1% holding professional qualifications such as CIIPS. The results therefore suggest that the respondents engaging in the supplier selection possessed  substantial qualifications to perform their defined roles and to appreciate the strategic role procurement plays to better the ministry’s performance levels. It can also be argued that the respondents were literate enough to provide the required responses to the researcher.
4.3.2 Duration the respondents had been  in the Organisation
The study assessed the duration respondents (both staff and suppliers) had taken working or dealing with MoLG. This was intended to validate whether the respondents’ association with MoLG had a bearing on the performance of the Ministry. 
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Source: Primary data
Figure 1: Length of time respondents had associated with MoLG

Findings as presented in the Figure 4.1 above reveal that 24.7% had associated with MoLG for a period of less than 5 years, 47.3% had worked for a period between 6 – 10 years, while 22.5% had worked for a period between 11-15 years and 5.3% had worked for a period over 16 years. Based on the results, it can be suggested that the respondents (staff) had worked with MoLG long enough to fully comprehend matters pertaining supplier selection in line with the performance of the Ministry and were therefore likely to give valid responses. In addition, these respondents were able to provide answers to the study in relation to supplier selection and overall performance of the Ministry.
4.4  Findings on Supplier Selection and Organisation performance
This section of the study provides a detailed account of the findings, both descriptive and inferential, based on the specific objectives of the study. The findings are laid out in the subsections 4.3.1, 4.3.2 and 4.3.3 respectively.

4.4.1 Solicitation and Organisation performance
The first objective of the study was to examine how solicitation affected organisation performance in the Ministry of Local Government. Solicitation was measured in terms of bid preparation, direct sourcing  and competitive bidding as reflected in table 5.

For purposes of interpretation, SA or (5) stood for strongly agree, A or (4) stood for Agree, NS or (3) stood for not sure, D or (2) stood for disagree and finally SD or (1) stands for strongly disagree. In addition, the mean scores less than three revealed that majority of the respondents disagreed and the scores above three revealed majority agreement. In addition, scores are grouped respectively, for example ‘agree’ and ‘strongly agree’ represented agreed responses while ‘disagree’ and ‘strongly disagree’ were grouped to form disagreed responses, while ‘not sure’ responses were not grouped. These are complemented with the average mean score used to complement on the final response score.
 Table 5: Quantified items on Solicitation
	Questions on Solicitation
	Percentage Response (%)
	Mean

	
	SA

(5)
	A

(4)
	N

(3)
	D

(2)
	SD

(1)
	

	Standard bidding documents are used in all procurement methods
	69%

(64)
	0%

(0)
	0%

(0)
	31%

(29)
	0%

(0)
	3.31

	Procurement methods are set according to thresholds set by PPDA.
	67%

(62)
	31%

(29)
	0%

(0)
	0%

(0)
	2%

(2))
	4.65

	Specifications are clearly spelt out by user departments
	0%

(0)
	58%

(53)
	0%

(0)
	0%

(0)
	43%

(40)
	3.43

	Minimum bidding period is observed in all procurements
	42%

(39)
	58%

(54)
	0%

(0)
	0%

(0)
	0%

(0)
	4.58

	Direct method of procurement has always achieved value for money
	54%

(50)
	44%

(41)
	2%

(2)
	0%

(0)
	0%

(0)
	4.52

	Competitive bidding method   always achieved value for money
	51%

(47)
	38%

(35)
	0%

(0)
	12%

(11)
	0%

(0)
	3.57

	Request for quotations has always yielded faster delivery
	57%

(53)
	39%

(36)
	0%

(0)
	4%

(4)
	0%

(0)
	4.53

	Average Mean =∑ (mean) / number of items   Thus 58.59/7     =     4.08


Source: Primary data

Results as reflected in Table 5 show that the mean response to whether standard bidding documents were used in all procurement methods was 3.31. In addition, 64 (69%) of the respondents strongly agreed to the statement, while 29 (31%) disagreed. Similarly, 98% of the respondents agreed that procurement methods were used according to thresholds set by PPDA with only 2% indicating that they were uncertain. Based on the results obtained, it can be suggested that MoLG followed predefined procurement procedures. In addition, it can be said that procedures presented in the standard bidding documents (SBD) are developed to reflect the requirements of the PPDA Act, 2003 & 2014 and procurement best practices, which can enhance organisation performance. These results were further supported by the interview results from one key respondent who noted thus;   “Standard bidding documents are crucial to the entire procurement exercise. The exercise is conducted in accordance with the Public Procurement and Disposal of Public Assets Act and Regulations, 2014” 

Further, majority of the respondents 53(58%) agreed that specifications were clearly spelt out by user departments. The results can be attributed to the fact that departmental user requirements were documented to aid procurement. Furthermore, goods or services to be procured are specified in terms of quality and quantity considering the specific needs of the ministry.  The specifications met the basic needs of MoLG without including superfluous and non-essential features, which would result in unwarranted expenditure. MoLG ensured that there was no purchasing of quantities in excess of requirement to avoid inventory carrying costs. This was in line with the views of one key informant who said;
Specifications in procurement clearly marked the product or service boundaries that a firm/company would want a bidding company to conform to while supplying goods. This is healthy for the entire procurement process as the concerned user department is happy to receive a product of their choice. 
All respondents (mean of 4.58, 100%) agreed that there was a minimum bidding period that staff and suppliers observed in all procurements.  This implied that bids must remain valid until the stipulated time. In addition, data from the documents reviewed showed that submission of bids was done to a specified address, no later than the date and time of the stipulated deadline and late bids were rejected. Besides, opening of bids was done publicly by the procuring and disposing entity on a specified date of bid opening.  This was aimed at ensuring timely delivery of better services by MoLG hence realizing better performance. This was further complemented by the views of one member of the Contracts Committee who observed that; “Time is a key resource in ensuring a smooth procurement process, otherwise failure to observe time may create procurement discrepancies and a lot of confusion hence rendering the process biased”  
In addition, 98% of the respondents agreed that direct method of procurement had always achieved value for money, while 2% reserved their comment about the direct method reflecting value for money. Similarly, a proportion of 89% agreed that competitive bidding method always achieved value for money while 11% disagreed to the statement. The results suggest that direct procurement, in most cases picks on a supplier who has a reputation in the industry and works towards keeping it up.  In competitive bidding, bidders are openly invited to tender, enhancing efficient delivery of services, more customer satisfaction and compliance to the law.  
The quantitative results were further supported by the views of one respondent who noted thus; 
Competitive bidding practiced in any procurement exercise aims at obtaining goods and services at the lowest prices by stimulating competition, and by preventing favoritism. In open competitive bidding, the sealed bids are opened in full view of all who may wish to witness the bid opening; in closed competitive bidding the sealed bids are opened in the presence of only authorized personnel hence reflecting a smooth procurement process. 
This showed that the responsible staff in MoLG had full knowledge of the benefits of practicing competitive bidding and were thus likely to exercise the same, an aspect that can enhance performance on MoLG.
Finally, 96% responses in agreement were registered in line with the statement as to whether request for quotations (RFQ) had always yielded faster delivery.  The results suggest that respondents translated request for quotation into a quick way of procuring goods and services to fix any urgent administrative problem. The respondents were aware that RFQ was used to purposively invite suppliers to bid for specific products or services. Further still, the respondents were aware that the number of quotations received were obtained from fewer bidders with the selection process shorter.  One of the interviewees shared thus;
In this kind of environment, the procuring invitations are not complex, and are considered non-competitive because the procuring entity determines which contractors, suppliers or service providers to request quotations from, as long as a minimum of three are invited. This is due to the need of quick or urgent services that may be required by a firm/organisation including MoLG.
In line with the statement addressed above, faster deliveries are crucial for any firm to realize or fix an urgent problem. The procurement lead-time is significantly reduced given that there is no need to advertise tenders. 

4.4.1.1 Correlation results for Solicitation and Organisation performance
This section presents the correlation results for solicitation and organisation performance, with the inferential responses obtained presented in Table 6 below.
Table 6: Bivariate correlation results between Solicitation and Organisation Performance

	
	Solicitation
	Organisation Performance  

	Solicitation                        Pearson Correlation

                                           Sig. (2-tailed) 

                                           N
	1

93
	 .298**

.004
93

	Organisation Performance  Pearson Correlation

                                             Sig. (2-tailed)

                                              N
	.298**

.004

93
	1

93


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

Table 6 shows a positive and statistically significant relationship between solicitation and organisation performance (r=.298**; p=.004<0.05). The analysis obtained shows that solicitation positively correlates with organisation performance. The corresponding p-value of .004 shows that the correlation between the two variables is statistically significant. Further, the positive nature of the correlation implies that an improvement in solicitation is likely to result into better organisation performance, while the reverse is also true. However, since the correlation is not a measure of cause- effect analysis, it was necessary to compute the linear regression analysis, so as to establish the effect of solicitation on organisation performance, as shown in table 7.  
4.4.1.2 Regression results for Solicitation and Organisation performance
This subsection presents the results of the regression analysis for solicitation and Organisation performance. The results are presented in Table 7.
Table 7: Linear regression results for Solicitation and Organisation performance
	Model
	R
	R Square
	Adjusted R 

Square
	Std. Error of 

the Estimate



	1
	.298a
	.089
	.079
	.15594


a. Predictors: (Constant), Solicitation
Source: primary data

The results obtained from the linear regression reveal R as (.298**), R2 as (.089**), Adjusted R2 as (.079) and standard error of the estimate as (.15594) using the predictor; solicitation. The obtained adjusted R2 score reveals a 7.9% variance that solicitation had on organisation performance in this study, implying that solicitation as a dimension of supplier selection can contribute to the variation in organisation performance by 7.9%.  The rest of the variation can be attributed to other factors, other than solicitation. 

Therefore, on the basis of the obtained results of the correlation and regression analysis, the null hypothesis that ‘Solicitation does not affect organisation performance in the Ministry of Local Government’ was rejected and the alternative hypothesis was adopted. 
4.4.2 Evaluation and Organisation performance
The second objective of the study was to assess the extent to which evaluation affected organisation performance in the Ministry of Local Government.  Evaluation was categorized into eligibility and administrative criteria, tagged with the right technical compliance and ensuring financial competitiveness with the respective findings provided in table 8.

The descriptive statistics were presented in line with the five-point likert scale, where SA (5) stood for ‘strongly agree’, A (4) stood for ‘Agree’, NS (3) stood for ‘not sure’, D (2) stood for ‘disagree’ and finally SD (1) stood for ‘strongly disagree’. In addition, the mean scores less than 3 were an indication that majority of respondents disagreed, while scores above three indicated that majority were in agreement with the given statement. For purposes of ease of interpretation, the scores were grouped as (SA + A), NS and (D+SD), for the frequency scores. 
Table 8: Quantified Questions on Evaluation

	Questions on Evaluation
	Percentage Response (%)
	Mean

	
	SA

(5)
	A

(4)
	N

(3)
	D

(2)
	SD

(1)
	

	Suppliers are selected basing on their competences
	44%

(41)
	46%

(43)
	0%

(0)
	10%

(9)
	0%

(0)
	4.25

	Suppliers and are selected in a transparent manner
	43%

(40)
	32%

(30)
	0%

(0)
	20.4%

(19)
	4%

(4)
	3.89

	We consider quality as our number one criterion in selecting suppliers
	31%

(29)
	44%

(41)
	3%

(3)
	12%

(11)
	10%

(9)
	3.75

	We always evaluate our suppliers before awarding contracts
	51%

(47)
	24%

(23)
	0%

(0)
	12%

(11)
	13%

(12)
	3.88

	Supplier reliability is considered before contracting
	41%

(38)
	42%

(39)
	0%

(0)
	8%

(7)
	10%

(9)
	3.97

	Suppliers are  selected according to lowest cost
	55%

(51)
	21%

(19)
	4%

(4)
	17%

(16)
	3%

(3)
	4.06

	Suppliers are selected according to history of performance
	41%

(38)
	35%

(33)
	3%

(3)
	9%

(8)
	12%

(11)
	3.85

	Average Mean =∑ (mean) / number of questions   Thus 27.65/7     =                        3.95 


Source: Primary data

The descriptive statistics results showed that majority of the respondents (90%) agreed that suppliers were selected based on their competences, but 10% of the respondents disagreed to the statement. Similarly, a proportion of 70 respondents (76%) agreed to the statement that suppliers and service providers were selected in a transparent manner compared with 24% of the respondents who disagreed. This revelation suggests that the evaluation methodology was clear to all suppliers and those who submitted responsive bids, both technically and financially competitive were considered the best bidders.  This translates into better performance of the ministry. On the other hand, the respondents who disagreed might have cited issues including selection discrepancies and lack of adequate transparency in the supplier selection process. To elaborate further, a member of the contracts committee stated that; “The evaluation process within the Ministry has been transparent, with each stage documented in the evaluation report. This provides a basis for the recommendations of any contract award “
This aspect of transparency in evaluation can help to curb evaluation related vices and thus, the best bidders are selected. This helps to improve performance.

Pertaining whether quality was considered as the number one criterion in selecting suppliers in MoLG, 75% (n=70) agreed scores, 3%, (n=3) neither agreed nor disagreed while 22%, (n=23) disagreed. Based on these results, it can be said that selection of suppliers involved an examination of the suitability and capability of the potential suppliers to perform the contract that would be awarded at the end of the competition. The criteria used for selection was considered appropriate, relevant and proportionate to the particular procurement. In addition, quality was considered as a process that would yield tangible results and better performance.  In an interview held with one key informant, he shared thus on the quality of suppliers;
On Several occasions, our evaluation committee focuses on the quality criterion specifically zeroing down on the technical and professional qualifications, capability including experience of firms that are selected for any provision of services. This has been important for the delivery of our services. 
This further shows that MoLG puts great emphasis on the supplier selection criteria through proper evaluation, to ensure value for money and thus enhance performance of the ministry. The interview response further showed that the criteria for selection of suppliers must concentrate on the general suitability and capability of the supplier for a particular project, as opposed to the specific means by which the supplier would perform the contract hence likely to yield positive organisation performance results.

Majority of the respondent (75%) with a mean score of 3.88 agreed that MoLG procurement team always evaluated its suppliers before awarding contracts, while 25% disagreed to the statement. Similarly, 83% of the respondents agreed that supplier reliability was always considered before contracting, though 18% did not agree. The result can suggest that evaluation as conducted by the MoLG evaluation team is usually done in accordance with the relevant PPDA regulations, rules and procedures, using the evaluation criteria and method pre-determined in the solicitation document. It is also further noted that evaluation is done in order to conduct a fair and unbiased exercise as well as realise better performance. Furthermore, it can be argued that the evaluation process seemed transparent, with each step of the process documented in an evaluation report later used as a basis for the recommendation of award. This is expected to result into provision of expected services among others, translate into smooth execution of public services to respective beneficiaries, hence improved performance.
In a related interview, a member of the Contracts Committee observed that; “Before making a recommendation of award, the MoLG evaluation committee always ensures that the supplier whose offer has been evaluated as the most advantageous one is also qualified to effectively carry out the contract” 
This observation shows that MoLG, through the Contracts Committee, takes the initiative to ensure that all stages of evaluation are considered, before finally awarding the contract. This helps to safeguard against provision of poor quality services, which translates into better organisation performance.

Lastly, 86%, (n=70) of the respondents agreed that suppliers were always selected based on the lowest cost, though 4% (n=4) were not sure and 20% (n=19) disagreed. In addition, a mean score of 3.85 tagged with a 76% score reveals agreement of majority of the respondents that the suppliers were selected based on history of performance. Based on these revelations, it can be argued that the evaluation committee always considered the lowest price although sometimes this did not reflect the best value for money. 
In addition to the above, the ministry ensures that the potential and existing suppliers’ performance is measured and monitored as this is key to reducing costs and mitigating risk. This results into better performance in terms of delivery of local services, among others.
The quantitative results were further complemented by other views from the key informants, where one was quoted as thus; “It is good practice for the evaluation team to consider past performance, check supplier financial capacity and the currently available resources to perform under an awarded contract. This is for the good of the Ministry”

In a related interview held with one of the assistant commissioners it was observed that suppliers had become a secret competitive weapon to MoLG, a hidden resource, as well as a source of competitive advantage. This further shows that there was an understanding that evaluation and selection of the right supplier plays a great role in boosting performance of an entity.
4.4.2.1 Correlation results for Evaluation and Organisation performance
This section presents the correlation results for Evaluation and Organisation performance. This was done in order to show the nature, direction and strength of relationship between the two variables. Results are shown in table 9. 
Table 9: Bivariate correlation results between Evaluation and Organisation performance
	
	Evaluation
	Organisation performance  

	Evaluation                        Pearson Correlation

                                           Sig. (2-tailed) 

                                           N
	1

93
	 .186**

.047
93

	Organisation Performance  Pearson Correlation

                                             Sig. (2-tailed)

                                              N
	.186**

.047
93
	1

93


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

Results in table 9 show that there is a mild but positive and statistically significant relationship between evaluation and organisation performance. The correlation (r) corresponding to this was (r=.186**), while the P-value was .047. The positive correlation results imply that with an improvement in evaluation as a criterion for supplier selection, there is likely to be a corresponding improvement in organisation performance, while the reverse is also true. This therefore means that ensuring eligibility and administrative criteria, right technical compliance and ensuring financial competitiveness among prequalified suppliers would result into better service delivery, increased customer satisfaction, good budget implementation, and reduced costs within defined procurement laws hence better performance by the Local Government ministry. However, since correlations are a measure of relationship between two variables, it was necessary to compute the regression analysis, so as to establish the effect of evaluation as a dimension of supplier selection, on organisation performance.  
4.4.2.2 Regression results for Evaluation and Organisation performance
Sub section 4.3.2.2 presents inferential results or regression results for evaluation and Organisation performance. The results are presented in Table `10
Table 10: Linear regression results for Evaluation and Organisation Performance

	Model
	R
	R Square
	Adjusted R 

Square
	Std. Error of 

the Estimate



	1
	.186a
	.035
	.024
	.16052


a. Predictors: (Constant), Evaluation
Source: primary data

Table 10 presents linear regression results. The results obtained reveal R as (.186), R square as (.035), Adjusted square as (.024) and standard error of the estimate as (.16052) using the predictor; evaluation. The obtained adjusted R2 score of (.024) reveals that evaluation contributed to the variation in organisation performance by 2.4% (.024 x 100%) while the rest of the variation could be attributed to other factors, other than evaluation. This thus means that change in the methods of evaluation used in supplier selection would affect organisation performance by a magnitude of 2.4%. 
Therefore, in the light of the correlation results and regression analysis results, the null hypothesis that stated that ‘Evaluation of suppliers does not affect organisation performance in the Ministry of Local Government’ was rejected. The alternative hypothesis that ‘Evaluation of suppliers affects organisation performance in the Ministry of Local Government’ was instead adopted. 
4.4.3 Due Diligence and Organisation performance
The third objective of the study was to examine the effect of due diligence on the performance of the Ministry of Local Government. Due diligence was measured using contract understanding and numerous checks. The key findings are presented as descriptive statistics, correlation statistics and regression analysis, as shown in the following subsections. 
For purposes of ease of interpretation, the results of the descriptive statistics were grouped as agree (strongly agree + agree), not sure and disagree (disagree + strongly disagree). In addition, the mean scores were also computed to further explain the frequency results.  

Table 11: Descriptive statistics on Due Diligence
	Questions on Due Diligence
	Percentage Response (%)
	Mean

	
	SA

(5)
	A

(4)
	N

(3)
	D

(2)
	SD

(1)
	

	Evaluation committee does thorough scrutiny of suppliers before recommendation to award contracts
	26%

(24)
	45%

(42)
	45%

(42)
	20%

(19)
	9%

(8)
	3.59

	Conflict of interest is always declared by the Contracts and Evaluation committee if any.
	31%

(29)
	33%

(31)
	2%

(2)
	33%

(31)
	0%

(0)
	3.62

	Company site visits are undertaken before award of contract
	43%

(40)
	45%

(42)
	0%

(0)
	12%

(11)
	0%

(0)
	4.31

	Assessment of equipment is undertaken
	52%

(48)
	31%

(29)
	0%

(0)
	16%

(15)
	1%

(1)
	4.16

	Reference checks are done on previous contracts
	53%

(49)
	47%

(44)
	0%

(0)
	0%

(0)
	0%

(0)
	4.53

	Verification of documents submitted is undertaken with the relevant bodies
	55%

(51)
	32%

(30)
	13%

(12)
	0%

(0)
	0%

(0)
	4.42

	Staff qualifications are vetted
	48%

(45)
	38%

(35)
	11%

(10)
	3%

(3)
	0%

(0)


	4.31

	Average Mean =∑ (mean) / number of questions   Thus 28.94/7     =                        4.13


Source: Primary data

From the results in the above table, it can be observed that a mean of 3.59 was observed in line with whether the evaluation committee does thorough scrutiny of suppliers before recommendation to award contracts. This showed that majority of the respondents agreed to the statement, as was also revealed through the 71% score for those who agreed to the statement. In addition 64%, (n= 60) of the respondents agreed that conflict of interest was always declared by the contracts and evaluation committee if any, while 33%, (n=31) disagreed and 2% were noncommittal. The results meant that, it was the responsibility of MoLG’s management to identify any actual, potential or perceived instances of conflict of interest of anyone involved in the evaluation, selection and contract monitoring processes. 
However, the percentage of those who disagreed (33%) reveals that pockets of conflict of interest were evident where some people could be possibly compromised when their personal interests conflicted with the responsibilities of their job or position. This was also emphasised by one key informant who shared that in some cases, conflict of interest could arise at various stages of the procurement process whenever a public official’s decisions can be influenced by their private interests. 

Another key informant further emphasised thus;    “Conflict of interest is a form of indirect corruption that has time and again tarnished the image of the procurement and disposal unit. This has been hard to fight as it is a bottom to top kind of coordination or vice versa” 
This view shows that while there were efforts to rule out issues of conflict of interest, in some instances it was not easy to completely rule it out due to its covert nature.

In addition, a portion of 88% respondents coupled with a mean score of 4.16 can reveal that that company site visits were undertaken before award of contract. The findings can be supported by the fact that the, evaluation team visited the sites to ascertain the amount of work/services already done by the supplier and the amount of work outstanding.
Further, 83% respondents agreed that assessment of equipment was undertaken however, 17% disagreed with the statement.   A portion of respondents, constituting a majority 100% agreed that reference checks were done on previous contracts. Additionally, while 87% of the respondents agreed that verification of documents submitted was undertaken with the relevant bodies, 13% of these respondents reserved their comments.  These revelations can be mapped to the fact that a number of procurement procedures were adhered to which include verifying of suppliers financial status, availability of equipment required to execute the contract. In addition, verifying that the suppliers are on the approved vendors list and that any restrictions assigned to the suppliers, if applicable, are referenced on the list and are appropriately accounted for in the procurement documents. 
Lastly, 80(86%) of the respondents agreed that supplier qualifications were vetted, with 11% reserving their comments and only 3% of the respondents disagreeing.  This implies that that MoLG and prequalified suppliers understand that supplier qualification vetting was a prerequisite in contract award.   In addition, it can be said that without proper qualification vetting, threats to business reputation as well as financial risks are significantly increased. Every supplier added to a company’s operating structure without undergoing proper vetting creates another loop hole for fraud. In a related interview, one staff of the procurement department shared thus; "….Vetting of suppliers’ qualifications, especially when dealing with services and works is crucial because it allows the procuring entity to hire competent suppliers.  In fact, it should be at the forefront of every business process"

4.4.3.1 Correlation results for Due diligence and Organisation performance
This section presents the correlation results for due diligence and Organisation performance, with the inferential responses obtained presented in Table 12 below.
Table 12: Bivariate correlation results between due diligence and Organisation performance
	
	Due diligence
	Organisation Performance  

	Due diligence                    Pearson Correlation

                                           Sig. (2-tailed) 

                                           N
	1

93
	 .494**

.000

93

	Organisation performance  Pearson Correlation

                                             Sig. (2-tailed)

                                              N
	.494**

.000

93
	1

93


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

Table 12 shows that due diligence and organisation performance are positively correlated. This was evidenced through the positive correlation result (r=.494**). In addition, the relationship between the two variables was also found to be statistically significant (P=.000<0.05).  The result meant that an improvement in due diligence during supplier selection in MoLG was likely to contribute positively to organisation performance, while the reverse is also true. However, owing to the fat that the correlation analysis tests for association between two variables, the researcher computed the regression analysis, in order to ascertain the effect of due diligence on organisation performance in MoLG, as shown in the proceeding section.
4.4.3.2 Regression results for Due Diligence and Organisation performance
This section presents linear regression results for due diligence and Organisation performance. The results obtained are presented in Table 13
Table 13: Linear regression results for Due diligence and Organisation Performance

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



	1
	.494a
	.244
	.235
	.14207


a. Predictors: (Constant), Due diligence
Source: primary data

The regression results obtained revealed R as .494, R2 as .244, Adjusted R2 as .235 and standard error of the estimate as .14207 using the predictor; due diligence. The obtained adjusted R2 score of .235 implied a 23.5% variance that due diligence had on organisation performance in MoLG. This thus meant that a unit change in due diligence would contribute to the variation in organisation performance by 23.5% and the rest of the variance could be attributed to other factors other than due diligence. 
Therefore, following from the correlation results in  the previous section, which revealed a positive association between the two variables and the subsequent regression analysis which showed that due diligence has an effect on organisation performance, the earlier set hypothesis that ‘Due diligence positively affects organisation performance in the Ministry of Local Government’ was upheld and substantiated.

CHAPTER FIVE

SUMMARY, DISCUSSION, CONCLUSIONS AND RECOMMENDATIONS

5.1 Introduction

The previous chapter gave a presentation of the study results and their interpretation as obtained from the survey. Chapter five gives; a summary of the key findings, discussion, conclusions and recommendations based on the specific objectives of the study. In addition, the chapter shows some of the areas suggested for further study, as well as the limitations that were encountered during the study.  

5.2 Summary

This section presents a summary of the key findings on supplier selection and organisation performance, based on the specific objectives of the study, as indicated in the sub sections below.

5.2.1 Solicitation and Organisation performance
The first objective of the study was to examine the relationship between solicitation and performance of the Ministry of Local Government. Inferential results obtained from chapter four revealed the existence of a moderate but positive and statistically significant relationship between solicitation and organisation performance. It was observed that strict adherence to the guidelines set by PPDA and subjecting the bidders to competitive bidding, among other aspects, were key areas that served to enhance organisation performance. 
5.2.2 Evaluation and Organisation performance
The second objective of the study was to assess the effect of supplier evaluation on the performance of MoLG. Key findings indicated the existence of an association between the two variables, evidenced through the positive and significant correlation results. The interview results further revealed that there was keenness on supplier evaluation in the Ministry of Local Government, which positively contributed to better organization performance. 
5.2.3 Due Diligence and Organisation Performance

The third objective of the study considered the effect of due diligence on the performance of the Ministry of Local Government. Statistics obtained revealed a significant correlation. In comparison with solicitation and evaluation, the correlation and regression results for due diligence were stronger. This had the implication that due diligence as a measure of supplier selection, was a stronger predictor of organisation performance, owing to the fact that it encompasses attributes of both solicitation and evaluation. 
5.3 Discussion 

This section presents a detailed account of key findings in the previous chapter, linking them with scholarly findings as presented in chapter two, in view of supplier selection and organisation performance. The specific objectives of the study formed the themes upon which the discussion was based. 
5.3.1 Solicitation and Organisation performance
The results obtained in line with solicitation and organisation performance revealed the existence of a positive and significant relationship between the two variables. The regression analysis further showed that solicitation had an effect on organisation performance. From the descriptive statistics, it was also established that most respondents held the view that standard bidding procedures were used in all procurement methods in MoLG, which was further noted to have a positive bearing on organisation performance. This finding can be seen to have a link with the literature as earlier written in chapter two where Rendon & Garret (2005) agreed that submission of standard bidding documents were key to obtaining information (bids and proposals) from the prospective sellers on how project needs can be met. 
In addition, Garret & Parrott (2007) maintain that solicitation including standard bidding documents should communicate or address the buyer’s needs to potential sellers of goods/services. They further argue that submitting a high quality solicitation was vital to the buyer’s success. Better solicitations from the buyer generally result in having better bids, quotes, proposals, or tenders submitted by the seller in a timelier manner. However, results also showed that there was a significant portion of respondents (31%) who held the view that standard bidding documents were not always used.  This can be explained in relation to procurements that are direct or where a sole provider is identified. In most cases, suppliers are not issued with bidding documents, whereas the documents are in existence. Suppliers are therefore not obliged to prove their eligibility, and the fact that no evaluation methodology is availed, the bidder is not evaluated.  This results into selection of incompetent suppliers/providers. 
The study results also concurred with Thai (2004), who argues that a specification acts as a description of the physical or functional characteristics, or of the nature of supply, service or construction item; the requirements to be satisfied by a product, material, or process indicating appropriately the procedures to determine whether the requirements, intended use, manufacturing process, size or units of measure, or packaging requirements. Jason (2002) suggests that the main tasks in solicitation are compiling the requests for proposals or tender documents (specifications) in the case of supplies.  The proportion of respondents (42%) who held then view that specifications were not always spelt out by user departments was an indication of some existing discrepancies in specification.  This may be caused by users who tailor specifications to suit certain providers for self-interest.  As a result the selected supplier may deliver substandard items or not deliver at all.  Sometimes specifications might be ambiguous to confuse providers.   Technical people in the user departments might not be consulted at the time of developing specifications.  This also results into unclear specifications of the required goods and services.
 Lastly, results obtained revealed positively that competitive bidding method always achieved value for money. The findings can be supported by Tadelis & Bajari (2006) who argue that competitive bidding promoted competition between suppliers and this resulted into best “value for money” for purchasers and users.  They further argued that the method offered a kind of transparency that helped mitigate favoritism and corruption. Additionally, scholars including Singh, Gupta & Garg (2013) argued that the use of multiple suppliers provided greater flexibility due to the diversification of the firm’s total requirements.  It fosters competitiveness among suppliers which in return promotes supplier efficiency. However, the 12% disagreement indicates the gaps in the competitive bidding method. This may be explained by the fact that this kind of bidding gives many bidders opportunity to participate in the bidding process but does not always ensure value for money.  In most cases the provider who passes the technical requirements with the least cost emerges the best evaluated bidder.    The best evaluated bidder might not be able to deliver due to reasons like financial instability, time management.  The bidder might also provide poor products because at the time of bidding they quoted low to win the tender.
5.3.2 Evaluation and Organisation performance
Results showed that evaluation was a predictor of organisation performance in MoLG. This kind of trend was enforced by the positive responses that respondents provided during questionnaire administration, which showed that 76% respondents agreed that suppliers were selected according to history of performance. This can be supported by Beil & Ross (2009), who contend that the primary goal of evaluation is to reduce the likelihood of supplier non-performance, such as late delivery, non-delivery, or delivery of non-conforming (faulty) goods, all of which affect customer satisfaction.   However, 24% of respondents disagree that suppliers were selected according to their history of performance. This was an indication that in some instances, suppliers were selected on different basis, other than their history of performance. Some of these other considerations for supplier selection included the price of the bid. This finding  concurred with the views of Petroni & Braglia (2006), who argue that  while many managers perceive quality to be the most important supplier attribute, there are situations where they select suppliers on the basis of low cost only, rather than quality, delivery performance and other attributes.

Further, the findings revealed that 90% of the respondents agreed that suppliers were selected based on their competences, and 83% agreed that suppliers were evaluated before awarding contracts. Such findings were in agreement with the PPDA regulations (2014) which stipulates that eligibility of a bidder would be determined by the bidders capacity to enter into a contract with the PDE, bidder should not be bankrupt, suspended by the PPDA, bidders fulfilment of the obligations to pay taxes and social security contributions in Uganda, and bidder’s not having conflict of interest.
Lastly, 76% of the respondents agreed that suppliers are always selected according to lowest cost. This can be held by the Asian Development Bank Report, (2000) which highlights that the lowest evaluated substantially responsive bid may or may not necessarily be the lowest priced bid in accordance with the terms and conditions of the bidding documents. This relates with Petroni & Braglia (2006, p.64) who argue that  managers perceive quality to be the most important supplier attribute and  they should not select suppliers based on low cost only, but should consider quality, delivery performance and other attributes so as to remain competitive in business.  In addition, Mendoza & Ventura (2008), acknowledged that identification and evaluation of an appropriate supplier ensures that a firm will receive high-quality materials at a reasonable price, deliver the right quantities at the right time, and provide excellent services in order to satisfy customers’ demands.    
5.3.3 Due diligence and Organisation performance
The analysis obtained and presented in chapter four revealed that a unit increase in due diligence increased organisation performance by 49.4%. The findings were complemented with a 23.5% variance that due diligence had on organisation performance.  The above statistical findings were further supported by the responses that were obtained from the descriptive statistics, where it emerged that 71% of the respondents agreed that the evaluation committee thoroughly scrutinized suppliers before recommendation to award contracts. The finding can be supported by the PPDA Regulations (2014) which stipulates that a procuring and disposing entity may at any one time during a procurement and disposal process carry out a due diligence test on a bidder or a bid.  It may cover any area of operation of a provider or any area of the bid that the procuring and disposing entity determines requires verification or checking.

In addition to the above statement, Gutterman (2008) argues that before jumping into the vendor due diligence and  selection process, the company should carefully define its own strategic goals and objectives with respect to use of a vendor to purchase a particular product or service.  By understanding its goals and objectives the company can create a due diligence process that focuses on the most appropriate information about prospective vendors.

Similarly, 64% respondents agreed that conflict of interest is always declared by the contracts and evaluation committee if any.    However 36% did not agree that conflict of interest was always declared by the evaluation and contracts committees. This reveals that the contracts and evaluation committee members in MoLG did not genuinely declare their conflict of interests. Relatedly, 88% respondents agreed that company site visits were undertaken before award of contract. The revelation coordinates well with Bernes (2006) & William (2006) who suggested that the main factors a company takes into account to determine supplier selection include quality, flexibility, location, price, financial stability, lead times and on time delivery. Scholars including Ghodsypour & O’ Brien (2001) acknowledge that the selection of the correct supplier can significantly lower purchase costs and enhance firms competitiveness , which is why many specialists held in deep belief that selecting suppliers is the most important activity of the purchase department. However, 22% respondents disagree that company sites were undertaken before award of contracts. This suggests that contracts were awarded to suppliers who were not able to perform. This might be accounted for by suppliers who do not own equipment and therefore have to hire. This is common with the printing companies.  Such practices cause delays in service delivery.
5.4 Conclusions

The following sub sections reveal the conclusions that were drawn, based on the specific objectives of the study.

5.4.1 Solicitation and Organisation performance
It was thus concluded that when firms provide the right documentation, it serves to avail a wide pool from which the best bidder can be selected, hence improving organisation performance.  It was further concluded that since procurement is based on PPDA rules and regulations, all related services require key specifications. Open bidding therefore becomes a platform for transparent selection of suppliers
5.4.2 Evaluation and Organisation performance
The study concluded that competent suppliers had higher chances of being selected. Key evaluation attributes including quality of products/services, reliability, lowest costs, and history of supplier performance were mandatory and were a requirement for an effective supplier selection process. This practice helps to ensure that there is value for money and hence, it enhances organisation performance.
5.4.3 Due Diligence and Organisation Performance

It was concluded that the evaluation committee roles such as company site visits and supplier reference checks were crucial and therefore help to avoid recommendation of incompetent suppliers. This too helps to enhance organisation performance.
5.5 Recommendations

From the preceding conclusions and discussions of the study results, the following recommendations were derived and presented in line with the specific objectives of the study;
5.5.1 Solicitation and Organisation Performance

The study recommends that the MoLG should put in place measures to ensure that prior to inviting tenders, the procurement and disposal unit does a market survey to find out the companies that are able to supply.  This will help to ascertain that the solicited suppliers are derived from a pool that can be relied on to deliver quality services.  
5.5.2 Evaluation and Organisation performance
It was thus recommended that the evaluation criteria developed by the PDE should be designed to accommodate newly registered companies too, especially if they submit good technical proposals.  This will encourage fairness in the selection process and also give an opportunity to such firms to gain the experience required.
This study thus recommends that MoLG procurement unit/ department should ensure that the evaluation criterion emphasises aspects like past performance, on-time delivery, reliability and quality of products, besides the lowest cost quoted.   This will ensure value for money.  
5.5.3 Due Diligence and Organisation Performance

Results showed that there were challenges associated with due diligence, where there were instances of conflict of interest by some evaluation committee members. This study recommends that in order to check such challenges, MoLG should appoint independent evaluation committees outside the PDE, especially for the high risk procurements.  Both reports can then be compared to come up with the best bidder. 

It was further recommended that MoLG instructs its procurement team to conduct unannounced company site visits to the respective suppliers before contract award.  This will ensure that contracts are awarded to capable suppliers who have the ability to provide goods and services in time.

5.6 Limitations of the study
· The research was based on a case study design, which presents some degree of challenges concerning generalization of the study results to other entities, owing to the fact that there are inherent variations in the different organisations. Nevertheless, the study results provided key insights in regard to supplier selection and organisation performance in government agencies in Uganda. 
· The study was also faced with a limitation of getting the required data. Procurement being a very sensitive field, some respondents would be hesitant to respond to some of the questions. However, with thorough explanation of the study purpose, most of the respondents were able to respond comfortably. 

5.7 Areas for further studies

Conflict of interest came out as an issue when it comes to supplier evaluation. Further research should be done to establish the effect of conflict of interest on the procurement performance of government parastatals.

This study was limited to government agencies. However, in many instances, procurement practices in government agencies tend to differ from organisations that are nongovernment or those that are privately owned. Future researchers should investigate the effect of supplier selection on organisation performance in a different setting, other than government. This will help to form a basis for comparisons across the board.
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Appendices
Appendix I: Questionnaire

SURVEY QUESTIONNAIRE FOR THE RESPONDENTS

Dear Respondent,

I am a Masters student at Uganda Management Institute undertaking a study on Supplier Selection and delivery of supplies in the Ministry of Local Government.  This study is in partial fulfilment of the requirements for the award of a Master’s degree in management studies of Uganda Management Institute.

I kindly request you to answer the questions sincerely and accurately.  The information will only be used for academic purposes and it will be treated with maximum confidentiality.  Thank you for your kind cooperation.

Yours faithfully

Harriet Kabuuka

Section A:  Background information

Please tick appropriately

1. Highest level of education attained
	Certificate
	

	Ordinary Diploma
	

	Bachelor’s degree
	

	Postgraduate Diploma
	

	Master’s degree
	

	Professional Qualification
	


2. How long have you been in the organisation?

	Below five years
	

	6-10 years
	

	11-15 years
	

	Above 15 years
	


In the subsequent sections use the scale provided to tick or circle a number that describes your opinion.  1.  Strongly disagree 2. Disagree 3. Not sure 4. Agree 5. Strongly agree.

Section B.

	
	
	1
	2
	3
	4
	5

	
	Solicitation and organisation performance
	Strongly disagree
	Disagree
	Not sure
	Agree
	Strongly agree agree agree

	1
	Standard bidding documents are used in all procurement methods
	
	
	
	
	

	2
	Procurement methods are set according to thresholds set by PPDA.
	
	
	
	
	

	3
	Specifications are clearly spelt out by user departments
	
	
	
	
	

	4
	Minimum bidding period is observed in all procurements
	
	
	
	
	

	5
	Direct method of procurement has always achieved value for money
	
	
	
	
	

	6
	Competitive bidding method   always achieved value for money
	
	
	
	
	

	7
	Request for quotations has always yielded faster delivery
	
	
	
	
	


Section C  :

	
	
	1
	2
	3
	4
	5

	
	Evaluation and organisation performance
	Strongly disagree
	Disagree
	Not sure
	Agree
	Strongly agree

	1
	Suppliers are selected basing on their competences
	
	
	
	
	

	2
	Suppliers and service providers are selected in a transparent manner
	
	
	
	
	

	3
	We consider quality as our number one criterion in selecting suppliers
	
	
	
	
	

	4
	We always evaluate our suppliers before awarding contracts
	
	
	
	
	

	5
	Supplier reliability is always considered before contracting
	
	
	
	
	

	6
	Suppliers are always selected according to lowest cost
	
	
	
	
	

	7
	Suppliers are selected according to history of performance
	
	
	
	
	


Section D:  

	
	
	1
	2
	3
	4
	5

	
	Due Diligence and organisation performance
	Strongly disagree
	Disagree
	Not sure
	Agree
	Strongly agree

	
	
	1
	2
	3
	4
	5

	1
	Evaluation committee does thorough scrutiny of suppliers before recommendation to award contracts
	
	
	
	
	

	2
	Conflict of interest is always declared by the Contracts and Evaluation committee if any.
	
	
	
	
	

	3
	Company site visits are undertaken before award of contract
	
	
	
	
	

	3
	Assessment of equipment is undertaken 
	
	
	
	
	

	4
	Reference checks are done on previous contracts
	
	
	
	
	

	5
	Verification of documents submitted is undertaken with the relevant bodies
	
	
	
	
	

	6
	Staff qualifications are vetted
	
	
	
	
	

	7
	Use of third  party agents for verifying existence of local suppliers
	
	
	
	
	

	8
	Use of third party agents for verifying existence of foreign suppliers
	
	
	
	
	

	
	
	
	
	
	
	


SECTION  E:  
	.
	
	1
	2
	3
	4
	5

	
	Organisation performance

	Strongly disagree
	Disagree
	Not sure
	Agree
	Strongly agree

	1
	MoLG achieves outputs in relation to the targets set
	
	
	
	
	

	2
	MoLG delivers according to customer satisfaction
	
	
	
	
	

	3
	Supplies/services reach the intended beneficiaries on time.
	
	
	
	
	

	4
	Cost saving has been achieved through supplier selection methods used
	
	
	
	
	

	6
	There is improved service delivery in MolG as an organisation
	
	
	
	
	

	8
	Beneficiaries express satisfaction  of services by the MoLG
	
	
	
	
	

	9
	Deliveries are done according to specifications to ensure quality
	
	
	
	
	

	10
	Our expenditure during execution matches with the original budget
	
	
	
	
	

	11
	Organisation regularly communicates relevant  info to suppliers
	
	
	
	
	

	12
	Communication approaches used by MolG are appropriate and satisfactory
	
	
	
	
	

	13
	Good supplier relations are maintained to ensure cost effectiveness
	
	
	
	
	

	14
	MoLG frequently communicates the status of procurements to stakeholders
	
	
	
	
	

	
	Compliance to the Laws
	
	
	
	
	

	15
	Procurement planning has always been done in MoLG
	
	
	
	
	

	16
	Advertising of tender opportunities as per procurement method is always done
	
	
	
	
	

	17
	Procurement methods are used as per thresholds specified by PPDA guidelines
	
	
	
	
	

	16
	Tenders are awarded competitively in accordance to the procurement laws
	
	
	
	
	


In your opinion, what are the key challenges to supplier evaluation in the Ministry of Local Government?
___________________________________________________________________________

In your opinion, what do you think should be done to improve the supplier selection process?
Appendix II: Interview guide

Dear Respondents

I am a Masters student at Uganda Management Institute undertaking a study on Supplier Selection and Organisation performance in the Ministry of Local Government.  The study is in partial fulfilment of the requirements for the award of a master’s degree in management studies of Uganda Management Institute.

I kindly request you to answer the questions sincerely and accurately.  The information will only be used for academic purposes and it will be treated with maximum confidentiality.

Thank you.

Yours faithfully

Mukuye Harriet Kabuuka

1. What is your position in this organisation?

2. How long have you been in this organisation?

3. What is your highest level of education?

3. In your opinion, do you think specifications are clearly communicated to bidders?

4. What are the most commonly used procurement methods in this organisation.

5.  What is the criterion mostly considered during evaluation of suppliers?

6.  Are company site visits undertaken before award of contract?

7.  Are reference checks done on suppliers previous contracts?

8.  Is verification of documentation submitted by the suppliers done with relevant authorities?

9.  Is assessment of suppliers equipment undertaken before award of contract?

10. Are supplier staff qualifications vetted?

11. What are some of the challenges in selecting of suppliers in this Organisation?

12. What can be done to improve on the selection of suppliers in this organisation?

14. Can you suggest some other criteria that can be considered in order to select          

      effective suppliers?

Thank you for your time

Appendix III: Documentary review checklist

PPDA Guideline and Regulations (2014) 

MoLG Evaluation Committee Reports (2010-2011) 

MoLG Contract Management Reports (2010-2011)

PPDA Investigation Report

MoLG Establishment Organogram (2014) 

MoLG List of Prequalified Supplier (2011-2014)
Appendix IV: Krejcie & Morgan Mathematical Table of 1970

	N
	S
	N
	S
	N
	S
	N
	S
	N
	S

	10
	10
	100
	80
	280
	162
	800
	260
	2800
	338

	15
	14
	110
	86
	290
	165
	850
	265
	3000
	341

	20
	19
	120
	92
	300
	169
	900
	269
	3500
	246

	25
	24
	130
	97
	320
	175
	950
	274
	4000
	351

	30
	28
	140
	103
	340
	181
	1000
	278
	4500
	351

	35
	32
	150
	108
	360
	186
	1100
	285
	5000
	357

	40
	36
	160
	113
	380
	181
	1200
	291
	6000
	361

	45
	40
	180
	118
	400
	196
	1300
	297
	7000
	364

	50
	44
	190
	123
	420
	201
	1400
	302
	8000
	367

	55
	48
	200
	127
	440
	205
	1500
	306
	9000
	368

	60
	52
	210
	132
	460
	210
	1600
	310
	10000
	373

	65
	56
	220
	136
	480
	214
	1700
	313
	15000
	375

	70
	59
	230
	140
	500
	217
	1800
	317
	20000
	377

	75
	63
	240
	144
	550
	225
	1900
	320
	30000
	379

	80
	66
	250
	148
	600
	234
	2000
	322
	40000
	380

	85
	70
	260
	152
	650
	242
	2200
	327
	50000
	381

	90
	73
	270
	155
	700
	248
	2400
	331
	75000
	382

	95
	76
	270
	159
	750
	256
	2600
	335
	100000
	384


SOLICITATION


Bid preparation


Direct Sourcing


Competitive bidding








Service delivery


Customer satisfaction


Compliance with the laws


Budget Implementation


Cost saving





EVALUATION


Eligibility criteria


Administrative criteria


Technical compliance


Financial competitiveness











DUE DILIGENCE


Contract understanding


Numerous checks














�No names?


�ncomplete
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