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[bookmark: _Toc6307574]ABSTRACT
The purpose of the study was to examine the Relationship between External Pricing Factors and Pricing Decision in Public Procurement at Uganda Revenue Authority. The research objectives included the following; to examine the relationship between bidder response assessment and pricing decision in public procurement at Uganda Revenue Authority, to evaluate relationship between competition assessment and pricing decision in public procurement at Uganda Revenue Authority and to assess the relationship between bid requirements assessment and pricing decision in public procurement at Uganda Revenue Authority. A cross sectional study design and a mixed method were entail both the used of quantitative design as this will enable in triangulation of data collected. Cross sectional study enables us examine multiple factors and multiple outcomes in a single study. 
A sample size of 66 respondents was selected from a population of 80 Contractors and Providers from the Uganda Revenue Authority. A simple random sampling technique was used to sample the population. Findings showed that both the independent and dependent variable interact in a single model, regression analysis was conducted. According to Table 12, bidder response does not contribute to the overall model of pricing decision which is in line with the correlation results. Both competition and bidding requirements had a positive significant contribution towards price decision. The overall pricing decision can be explained using Equation 4.1.  , is the pricing decision, CA is competition assessment, while BR is bidding requirements. 
From the equation model, keeping the bidding requirement constant and increase the competition variable by a unit will increase the bid price by 39.3% with a standard deviation of 0.118. However, an increase in the bidding requirements can escalate the bid price by almost 20 points with a standard deviation of 0.092. 


[bookmark: _Toc6307575]CHAPTER ONE
[bookmark: _Toc6307576]INTRODUCTION
1.1 [bookmark: _Toc6307577]Introduction
This study, examines factors that influence how firms set prices for Public Procurement contracts focusing on Uganda Revenue Authority, one the first government agencies established by the act of parliament in 1991. Pricing of public procurements can be determined by several factors, which are grouped into two major sets, External and Internal factors but in this research consideration is only the external factors (Abbott, 2016).  These have been extensively discussed in further detail in this research. To clarify concepts and propose relationships among the concepts of the study, we use a conceptual framework that provides a logical and sequential design based on the intuition and empirical observations in public procurement. 
This chapter is composed of different sections beginning with the background of the study, problem statement, objectives which are specific and general, research questions, scope and underlying research hypothesis, significance, key justification and main definitions for specific concepts and terms. 
1.2 [bookmark: _Toc6307578]Background to the Study
This section consists of different types of background that is historical background, theoretical background, conceptual background and contextual background of the study.
1.2.1 [bookmark: _Toc6307579]Historical Background 
According to Hamel and Prahalad, (1994), pricing decisions have abundant impact on the productivity of a business and when these decisions are made poorly the impact can be destructive. When determining prices, business proprietors and decision makers should be accustomed with the prices that are offered by the competitors. However, they should not contest them. Suppliers who apply a price management approach are further reliant on auctions as a driver of effectiveness of the firm. The objective is to frequently attain volume of sales, as each unit traded would subsidize adversely in covering fixed costs. In the meantime actions which are price centered are additional focused in secondary quantities and greater dealings, this may also outcome in a merchandise combination with slighter inconsistency and gathering and supply that is normally less distinguished from other bidders’ assortments (Ambe & and Badenhorst-Weiss, 2012). 
Tendering breaks one of the determined general means of choosing workers to do building works. An opportunity comes about on any request to tender any activity; therefore the bidder needs to select whether to determine their bidding price for the bids in order to get a better quality selection using their belongings and to express a bid for a certain period. It’s vital that impacts are well-thought-out in the process of policymaking. The operative’s influence and business perception are insufficient to safeguard that the contract measures arrived by the worker suggestion is a worthy trade-off between values (bid basis costs including the opening price of offer by the threatened period to make this proposal and not the other) and profits (getting an agreement which is a money-making, would endure the servicer’s finances, or permitting them to get an improved marketplace position).
In Uganda, over 60% of the government’s expenditure is on public procurement. Public expenditure alone on development projects during the FY2015/16 is close to Ugx 9.7 trillion. (PPDA, 2016). These findings do not only show the reputation of public procurement management in the way of doing things in the economy, but also show the complexity of pricing of public procurements. 
According to Kotabe, (2010), states that today firms are experiencing a number of challenges, which include increasing investor’s returns on investments in order to remain aggressive and significant in the unpredictable and ever changing market. As such managers of firms are faced with burdens to maximize profit to meet the expectations of investors. Companies frequently look out for public contracts as one of the most lucrative opportunities to make the most of profits, being one of the main tasks in a company’s pricing decision as the main goal of the organization objectives (Kotabe, 2010). While for public institutions, efficiency is the main goal in public procurement i.e. the selection of suppliers in this case firms is largely based on those that offer the lowest price or, additional mostly, the achievement of the highest “value for money”. On the other hand, firms face a number of pricing determinants that are critical in their pricing decisions such as selection of appropriate strategies or a combination of pricing mix in formulating prices for goods and services.  
According to (Tas, 2017), a substantial part of government spending as a portion of GDP is comprised of government procurement, signifying the value it holds in public finance. Public procurement is perceived as a significant apparatus of improving countrywide economic activity (Sunčana Slijepčević, 2015). According to the OECD, it’s estimated that about 29% of general government’s expenditure is on public procurement, accounting for a considerable share of the taxpayers’ wealth. As such, governments are not left with any option but to ensure that public procurement is conducted efficiently while maintaining the highest standards so to guarantee high quality of service delivery and safe guard of interests of the public. 

Regulated by the Public Procurement and Disposal of public assets Act of 2003, public procurement is a highly formal process that public institutions must follow. The regulation rigorously governs the measures of diminishing bodies and confines their assessment potentials. The impartial of a yielding procedure is the assumption of an agreement of the contract with the “winning” bidder that encounters entirely the necessities and proposals the presentation at the bottommost cost. Once the greatest carefully helpful affectionate is used as a prize standards, it is expected to accomplish an agreement with a provider whose affectionate accomplished the premium ratings on the foundation of standards involving to the value or utility worth (Schmidt, 2015).
Firms today are faced with a number of challenges especially in regards to maximizing investor revenues and to stay aggressive and significant in an unpredictable and ever fluctuating marketplace. To survive, firms purpose to make profit by winning bids. Well as in cases, most firms undertake particular initiatives and make returns on investments without having to win bids. The profit enlargement duty and drive to continue aggressive in the marketplace front a burden on firm owners and their managers with few options but decision making on price. While the goals of firms may vary conditional on the kind of the business, the fundamental purpose of pricing decisions is the achievement of a firms’ goals. Therefore, every profit oriented firm, profit maximization is highly influenced by pricing policies that govern their bidding behavior. For suppliers making strategic evaluations in respect to bids to tender and the tender level critical to secure them, pricing is essential.  
1.2.2 [bookmark: _Toc6307580]Theoretical Background
This model enlightens that a secure firm has detailed inside processes and that it fits to an outside situation. Both the internal and external structures of firm are aligned in order to achieve enhancing results. The external factors are frequently changing given the fact that the firm must tail the tendency and also adapt its internal procedures (Griffiths & Wall, 2004). Behavioral researchers emphasises on the demonstrating of firms that can accomplish ambiguity and alteration (Boddy, 2002). 
According to Slater, (1997), stated that the expansion of the behavioral model of the bidder was made by Cyert and March in 1963. Where by the theory studies the human economic behavior in bidding firms by examining the individual, group and organizational aims on the pricing decision (Greenberg & Baron, 2000).
Behavioural methodology upholds in contradiction of the neoclassical belief of firm reasonableness. As mentioned above, the principle is based on the premise that each organization can be able to get the whole and flawless information and therefore making faultless choices to accomplish the goal line of maximization of profits of the firm (Slater, 1997). 
Nevertheless, the balanced financial perception retorts not to take into deliberation social unreliability; it emphases on an ultimate but not essentially the real behavior of decision-makers in greatest circumstances (Greenberg & Baron, 2000).
The rules are set by the economic rational theory in order to accomplish the organizations’ objectives regarding price, production and speculation among others. On the other hand, the behavioral procedure weights on the incentives for the organizational goals and then encounters how they are be able to yield and their appropriate resolutions (Sloman & Kevin, 2007).
The behavioral theory leading goals are to observe how the system performs in accomplishing of the firms’ links in order to forecast the firm’s behavior like bidding according to its valuing, resource allocation and output. Organizational decision making has different processes which is a strong-minded (Miner, 2006). From side to side, behavioral technique, ethics would be restricted not only to the government’s areas but also shareholders’ plans and responses to decision-making measures.
For the behavioral scholars, the association is restrained to be owned by the group, employees, clients and other stakeholders who have altered goals from other spheres (Miner, 2006). While proprietors are concerned with profits, employees are mostly concerned with huge earnings (Jewell, 2000). Hence the firm’s goals can be achieved through a negotiation which is compulsory amongst the organization’s personalities; it is familiar as negotiating procedure anywhere the associates do not obtain their perfect impartial but a sustaining one (Sloman & Kevin, 2007). The nominated valuing arrangement would follow not only the unbiased of profit expansion of the secure but also a symmetry opinion to the goals of shareholders which are different in the contract process.
Meanwhile behavioral theory deals with social financial behavior, which exposes the sensations and most of the expectations of rationality are not dependable (Simon, 1994). Simon reveals, as an instance of the evidence, that administrators’ incomes are not comparative to the company size; they are strong-minded understanding to the straight earnings which other executives obtain at the alike organizational level not-withstanding the scope of the firm.
The philosophy of economic, which is one of the behavioral theories, is used in the instruction to hypothetically illuminate the effect of amount of proposals on a tender value by occurrence Gilley & Karels (1981), Gómez-Lobo & Szymanski (2001), Iimi (2006), Eustache & Iimi (2008), Tas et al, (2012). Porter & Zona (1993) test incidence of bid supports with a public sale model, similarly Bajari (2001). De Silva, Kosmopoulou & Lamarche (2008) apply a classical constructed on monetary philosophy to examine the influence of materials on corporations inflowing the public procurement market place, as well as Li & Zheng (2009). The authors mentioned above in their articles mostly, the attention is on the standards and the belongings of rivalry in public procurement. This also accomplishes that goals of the firm are also bendable and this might explain the sufficient range of outcomes from the firm strength want to get from dissimilar pricing decisions.
According to Newcombe et al. (1990) presented that the procurement atmosphere where suppliers function consists of wide-ranging external factors like politics and sociology and technology, as well as cheap assessment  factors for example management, suppliers, subcontractors, consultants and bidders. According to Davis et al. (2003), supposed quality is in a straight line of the standing of the company that produces the product. Though, National Quality Research Center or NQRC (1995) well-defines the seeming superiority as the degree to which a product or service offers the key client requirements and how dependably on these supplies are delivered (trustworthiness). While Zeithaml (1988) and Aaker (1991) said that perceived quality is not the real excellence of the varieties or crops, rather, it is the bidders’ decision around an object’s or a provision’s overall excellence or dominance.
The recognized factors can be grouped into four major ones. And these are as follows and how they relate to different stakeholder’s characteristics like contractors, the clients, to both contract and project features and finally to external factors like government circumstances and guidelines. According to Skitmore et al., (2000) discussed that in order to decide on how the bid requirements are constructed on the following fundamentals that is complete and demanding process of collection of data and exploration of these two different factors which are both internal and external. The organizational capabilities and resources are always internal factors while the external factors narrate the fair and project circumstances. Krasnokutskaya and Seim, (2007) indicated that these two different types of costs that is the cost of entry and project completing costs, firms can depend on them to decide on whether to participate in the tendering process or not. Abdul-Hadi, (1999) considered the following factors such as project features, business individuals, project papers, the bidding condition and the economic state of the firm all affect the bidding decision in the procurement. According to Nirab, (2007) acknowledged that in the determining of the decision to bid there are a number of the factors affecting the process but they are grouped in several  assortments that is to say market connected, firm connected factors and project linked factors. 
1.2.3 [bookmark: _Toc353460531][bookmark: _Toc6307581][bookmark: _Toc335328835][bookmark: _Toc335328891][bookmark: _Toc339288826]Conceptual Background
Pricing decisions have a great impact on the profitability of a business and when these decisions are made poorly the impact can be destructive (Hamel & Prahalad, 1994). When setting prices, business owners and decision makers must be acquainted with the prices that are obtainable by the competitors however, they should not match them or beat them hence coming up with the final bid price which is usually got from the lowest bid price. 

According to Hultén, (2005) defines Public procurement as the actual rivalry amongst companies for a particular part of the marketplace and only takings place at secluded points in time, often with some years in between. Public bids, regarding other parts of the market, may occur throughout these ages, damage in a bid that signifies a main part in a firm’s dealing may principal to the undoing of the companies at general. (Ivar, Paula & Erik, 2011) also contended that companies that are effective and well-organized in the long run will in most cases have the substitute to borrow money 
Arrow smith (2003) describes public procurement as the purchasing of services and goods by government required performing its services. A broader definition of government procurement is presented by (Ambe & Badenhorst-Weiss, 2012) who outline government procurement as a function where public sector organizations acquire goods and services from indigenous or worldwide suppliers based on philosophies of fairness, transparency, competitiveness, equity and cost effectiveness. The challenge with (Ambe & Badenhorst-Weiss, 2012) definition is the creating of an impression that if the process of acquiring goods and services does not conform to these specific principles then it ceases being government procurement. Nonetheless they highlight an important aspect that government often procures through different public sector organizations. Ultimately and simply put, government procurement is about government acquiring goods and services from markets that it needs to fulfill its mandate of provision of services to the citizens. 
Based on the traditional viewpoints, public procurement may be formulated as a function that facilitates public sector organizations procure services, goods, and improvement building projects from providers in both international and domestic markets, subject to the broad principles of competitiveness, equitability, fairness, cost-effectiveness and transparency. This incorporates various undertakings that promote service delivery of public institutions and ranges from acquisition of routine items to construction and complex improvement projects. It’s equally direct or indirectly the political and collective motive of government. 
[bookmark: _Toc6307582]1.2.4	Contextual Background
Established by the statue of 1991, URA was established as a major institution to assess, collect revenue, to manage and apply laws linking to revenue and furnish associated matters (URA Act 1991). The statute amalgamated regulations and laws that were supposed to be enforced which are concerning revenue collection. The authority organization integrated three altered types of tax management separations that are accountable for all the collections of the revenues and taxes collected by the government of Uganda under the Finance Ministry. The organizational structure of URA is comprised of seven (7) departments which include; Commissioner Generals Office, Corporate Services Department, Tax Investigation Department, Internal Audit Compliance, and Legal Services and Board Affairs, Domestic Taxes and Customs Department which are the main collections departments. The procurement unit falls under the Corporate Services Department, Administration Division.
During the financial year 2017/18, Ministry of Finance allocated UGX 365.763 Billion to Uganda Revenue Authority and the procurement budget consumed 36.9% of allocated budget. In the previous financial year 2016/17 the entity was allocated UGX 278.362 Billion and procurement consumed 43.4% of the allocated budget. This indicates that every financial year there’s increased expenditure through Public Procurement.  
Uganda Revenue Authority being a government entity, its procurement is regulated by PPDA Act 2003 and PPDA regulations and guidelines as amended on March 2014. The main functions of procurement and disposal unit among others include: guarantee compliance with the PPDA Act and guidelines, regulations stipulated. This is done by administering bid proposals, prequalification of providers, bid submissions and document recommendations by the Contracts Committee.
Most procurement is set on competitive bidding, which encourages the purposes of attaining value for money. However, the entity continues to meet challenges especially from the bidder’s side like inadequate capacity of local providers where they cannot compete favorably, substandard work/poor quality products, high pricing which usually burden the entity in attaining value for money among others. 
Regulated by the PPDA, Uganda Revenue Authority often relies on a competitive bidding process to achieve better value for money in all its procurement activities. On an annual basis, URA’s procurement budget ranges between 30%-40% of the total institutions budget to procure goods, services and works to facilitate its daily operations of government revenue collections. Annually, URA conducts a prequalification exercise to list firms that are eligible to participate in competitive bidding processes as required by the PPDA. The 2016/17 list of prequalified firms show over 80 listed firms prequalified under each category in goods, services and works. It’s against this background that the study aimed at examining external factors that influence firm bid pricing decisions in public procurement with URA being the case study.
[bookmark: _Toc6307583]1.3	Statement of the Problem
Public procurement is a means through which government organizations implore the community commercial sector for goods and facilities they could offer. This goes through a legal and formal process, in which government firms dispose bid proposals and seek responses from the firms. World over, the biggest share of government budget goes to public procurement. At Uganda Revenue Authority, for the past four financial years the procurement unit has approximately been allocated $3.4 Billion. Different private firms and contractors have bided for projects in form of, goods, services and works (URA, 2016). A firms’ decision to participate in any tendering process includes an assessment of the price of the tenders, matched against the probability of winning the tender. According to PPDA , (2016) there is an important growth in the regularity of using of the lowest price award standard of the recent years. This technique is complained about sometimes; meanwhile giving the tender merely on the foundation of the lowest bid price may have consequences in the proposal of irrationally low bids that may not help the entity attain value for Money especially in terms of quality, which is a key weakness. 
In fact, there is a patent relationship between the competition assessment, bidding requirements and final bidding prices of the contracts at URA, but the bid/no bid decision in pricing is subjected to many challenges like the uncertainty which is created for the bidders since the bidding requirements are not fully transparent, time to conduct an evaluation of all the bids given in, financial risk involved which leads to a higher degree of uncertainty and the bidder also needs to create a competitive bid, not only from a financial perspective, but also from a content perspective to be able to win which is not easy among others.  Therefore it is against this background that this study attempts to find out how the external pricing factors affects the final pricing decision of bids in public procurement at Uganda Revenue Authority.
[bookmark: _Toc6307584]1.4	General Objective of the study 
[bookmark: _Toc524658918][bookmark: _Toc524659490][bookmark: _Toc526908978][bookmark: _Toc531270643][bookmark: _Toc4592064][bookmark: _Toc4857720][bookmark: _Toc5925543][bookmark: _Toc6307585]To examine the relationship between external pricing factors and pricing decision in public procurement at Uganda Revenue Authority
[bookmark: _Toc6307586]1.5      Specific Objectives
i. To examine the relationship between bidder response assessment and pricing decision in public procurement at Uganda Revenue Authority
ii. To evaluate relationship between competition assessment and pricing decision in public procurement at Uganda Revenue Authority
iii. To assess the relationship between bid requirements assessment and pricing decision in public procurement at Uganda Revenue Authority
[bookmark: _Toc6307587]1.6      Research Questions
i. What is the relationship between bidder response assessment and pricing decision in public procurement at Uganda Revenue Authority?
ii. What is the relationship between competition assessment and pricing decision in public procurement at Uganda Revenue Authority?
iii. What is the relationship between bid requirements assessment and pricing decision in public procurement at Uganda Revenue Authority?
[bookmark: _Toc6307588]1.7       Hypothesis of the Study
i. There is a significant positive relationship between bidder response assessment and pricing decision in public procurement at Uganda Revenue Authority
ii. There is a significant positive relationship between competition assessment and pricing decision in public procurement at Uganda Revenue Authority
iii. There is a relationship between bid requirements assessment and pricing decision in public procurement at Uganda Revenue Authority
[bookmark: _Toc6307589]1.8     Conceptual Framework
To visualize the influence independent variables have on dependent variables, we show this using a conceptual framework constructed using the relevant and available theoretical and empirical literature. It illustrates the interaction between the dependent and independent variables under study.  


Independent Variables 					Dependent Variables Pricing Decision
External Factors

Bidder Response Assessment




Price Sensitivity Quality
Perceived Quality
Perceived Value




High Bid Price

Competition Assessment



Quality
Competitors Price Value



Low Bid Price



Bidding Requirements




Bidding Documents
Contract Value





Source: Based on review of literature
	
[bookmark: _Toc6303284]Figure 1: Conceptual Framework Depicting the external factors that influence a firm’s Bid pricing in Public Procurement.
From the figure above, illustrated external factors that influence a firms bid pricing in the public procurement. Depending on how external factors influence the firms bid pricing in public procurement, they can affect pricing decision either positively or negatively. In the figure, it is assumed that the external factors are reflected in three aspects namely; Bidder response assessment, competition assessment and bidding requirements. Under bidder response assessment, the framework shows that there is an effect between bidder response assessment and pricing decision. Establishing a favorable Bidder response assessment which helps in value, quality and price sensitivity quality that builds relationships between the bidders and their pricing decision for the final bids.  These relationships can influence their pricing decision depending on the value of the bid that is high bid price and low bid price. 
Under Competition assessment, external factors that influence a firm’s bid pricing in the public procurement are reflected by perceived competitors’ price value and still with the perceived quality. The framework as well conceptualizes that competition assessment affects pricing decision. They are also motivated to influence in the pricing decision. This helps them to put their resources in full use in order to benefit to greatest hence better in their pricing decision. 
Lastly bidding requirements, where we have bidding documents and contract value. The framework finally conceptualizes that bidding requirements constructs the firms’ capacity to continuously bid for different contracts and may stimulate pricing decision among them therefore enhancing better decision for the pricing in public procurement. 
It is further assumed that once public procurement is effectively managed, the external pricing factors can influence the final pricing decision in public procurement through the value of the bid that is high or low. 
[bookmark: _Toc6307590]1.9     Significance of the Study
The research study may be fundamental in a quantity of customs to various stakeholders involved in Public Procurement, the private sector specifically firms and the scholarly world. To firms deeply involved in public procurement and policy makers, determining of the bidding value in public procurement is a significant pricing decision that pronounces  a contractor as a winner of the agreement or not. The procedure of determining of the value which does not require only related expenditures but also the firm may act purposefully and compute the predictable charges of competing companies.
This study will add to prevailing procurement literature in a number of dangerous conducts including considerate factors firms in Uganda consider in arriving at the price they quote for public procurements. 
To public institutions, this study will be critical in providing insight on considerations while designing annual procurement plans and feasible cost estimates.  The study discoveries have vital implications concerning outlining proper strategic techniques for managing public procurements and to optimize value for money for all procurement supplies and works.
[bookmark: _Toc6307591]1.10	Justification of the study
According to Hanák & Muchová (2015) use of public incomes is one of the major challenge to public investment in most economies. On the other hand, firms taking part in public procurements because they view them as a source of consistent and attractive revenue and the fact that they are typically longer term than most private-sector contracts (Orazem et al, 2017). A broad postulation in the research is all about firms occasionally quote very low offers besides the occasionally very high bids. In a hypothetical part of the research we debate several external factors, which are the consequence of firms’ selections and activities. Basically, the reasons are unrushed by the firm and, if desirable, can be changed by them. 
This study will examine the factors that drive firms’ behaviors in-terms of setting prices for public contracts at Uganda Revenue Authority. The study is applicable since it will enable the Authority and the public to meritoriously monitor and assess procurement performance of government organizations like URA on the foundation of PPDA commendations and procedures that the lowest bidder takes the contract.
[bookmark: _Toc6307592]1.11	Scope of the study 
The study will encompass the geographical, content, and time scope.
[bookmark: _Toc409252793][bookmark: _Toc6307593]1.11.1    Content Scope
[bookmark: _Toc409252794]The study will focus on factors firms consider when setting bid prices while participating in public procurements in URA. The research will explore both internal which a firm has full control over. On the other hand, the study will examine a numeral of external factors that are not coordinated by firms but will influence pricing decisions.
[bookmark: _Toc6307594]1.11.2     Geographical Scope
[bookmark: _Toc275888973][bookmark: _Toc277070390]The study will be restricted to Uganda Revenue Authority that is located in Nakawa division along Jinja Road with in Kampala City. The authority has 7 departments with a staff structure of over 2300 staff. Given the mandate and size of the organization, the procurement office is responsible for coordinating, monitoring internal procurement system, negotiating new supply agreements and renegotiating existing supply agreements on behalf of the authority.
[bookmark: _Toc6307595]1.11.3     Time Scope
This study will focus on firms that have participated in the bidding processes at URA for the last 4 financial years that is 2014/15, 2015/16, 2015/16 and 2016/17 and have provided works, goods or services to URA specifically those that are currently prequalified and the un-prequalified firms but have ever provided services to URA with in those years 
[bookmark: _Toc6307596]1.12	Operational Definitions
Public procurement: According to Hultén (2005), defines Public procurement to mean actual rivalry amongst companies for a particular project, supplies of the goods or services and takes place at secluded opinions in time, often within some years. 
A Bid: According to PPDA (2016), a bid as an agreement to offer or to procure services, works, or supplies or any combination thereof, and shall incorporate pre-qualification where appropriate.
A Tender: To tender is to accept a formal offer such as bid takeover or to invite bids for a project. Tenders usually refer to a process where financial institutions and the government invite bids for big projects that should be submitted with in a finite timeline.
Value: This has been observed as imperative precondition for business sustainability especially in aggressive market rivalry and the key of success for all companies have to be considered (Huber et al., 2001).
Quality: referred to as customer ruling about a product or service presentation and how they can be compared with their anticipation. Quality can also be defined as the whole features and physiognomies of a product or services that bear on its aptitude to satisfy the customers’ needs (Kotler et al., 2002). 
Price sensitivity: refers to the magnitude to which personalities observe and reply to variations or alterations in amounts for goods or facilities (Monroe, 1973). 
A bid security: is an amount of money that may be intended as a percentage of the reasonable approximation of a procurement obligation or a percentage of a bidder’s bid price. It is used by the client as a safety against purchasers retreating their bids prior to the end of their bid validity period, or for deteriorating to sign the agreement.
Gross profit: Is an efficiency ratio that events how much of every dollar of revenue is left after reimbursing cost of goods sold (COGS).
Bidding documents: These are documents required in order to reply to a request to bid. These include the recommended bid form, sketches, price breakdowns stipulations, time lines, charts among others.
A contract: is an agreement amongst two or more entities to either do a thing (or a set of things) or to not do object (or a set of possessions). For resolutions of estimate, compensations, or assignment price investigation, the forecaster anticipates the relations of the agreement.
A Bid: The (PPDA, 2016), A bid involves an agreement to offer or to procure services, works, or supplies or any combination thereof, and shall incorporate pre- qualification where appropriate.
A Bid Process: This is the process of tracking of the new opening of signing a contract with another company which includes bid planning and decision on what to do.
A Tender: To tender is to accept a formal offer such as bid takeover or to invite bids for a project. Tenders usually refer to a process where financial institutions and the government invite bids for big projects that should be submitted with in a finite timeline
Price is then set comparative to this estimate of economic value to capture a share of the value the customer receives.
Pricing decision is one of the major tasks of connecting to publicizing mechanisms as it will influences the quantity of products or services to be contracted to the contractors. Bidding organizations must fulfill customers’ needs by background price viewed as decent contract cost for monetary terms and fulfill the company’s goals by setting a rate which makes adequate projects in the organization (Blythe, 2001 ).
Efficiency pricing: (Berry and Yadav 1996), define it as the effort to a firm undertakes to lower the its cost to a minimal level for example a firm may choose to take on improved and modern technology that will potentially allow the determination of affordable prices for clients that are likely to become price sensitive. 
Differentiated pricing:(Hoffman and Bateson 1997; Bateson 1995; Zeithaml and Bitner 1996) refer to this as a measure firms adopt to offer different price offers on a basis of the a number of time purchases, point of consumption or purchase of a service and a customers’ personal traits. 
Geographical pricing: This refers to a pricing strategy that firms adopt to offer to different clients with respect to their geographical positions (Channon 1986).
Negotiated pricing: These refer to prices ascertained between a firm and its clients on and individual basis (Berry and Yadav 1996)
Loss-Leader pricing: Refers to a strategy firms adopt to offer services at a low price (at times less than the cost) to appeal and retain clients that would have been offered highly priced facilities (Woodruff 1995; Kurtz and Clow 1998).
Image pricing: (Gendall 1998; Rao and Monroe 1996; Gendall et al. 1997) to this as a measure firms use to set a higher price in exchange of an exclusive image. 
[bookmark: _Toc339549743][bookmark: _Toc353460528]Relationship pricing: This is a pricing mechanism that firms utilize with an aim of developing ling-term relationships with their clients. This involves considerate their respective needs, and pricing a price aligned to the respective needs (Berry and Yadav 1996).
External Factors: There refer to variables that influence a firm such as industry attractiveness, product features or business atmosphere, or (Bain, 1951; Cavusgil and Zou, 1994; Cavusgil et al., 1993; Leonidou et al., 2002).Suppliers’ bidding decisions are also affected by external factors like the number of competition assessment in the market, bidder response assessment and bidding requirements among others. 
Competition: Stigler’s (Palgrave 1987) preference for the classical usage of the term: competition in the product market is identified as a rivalry that arises when two or more firms strive for something that not all can obtain. He defines the central elements of competition: the freedom of firms to use their resources where they will, and exchange them at any price they will.
Value: This has been regarded as imperative prerequisite for business sustainability especially in fierce market competition and has been considered as the key of success for all companies (Huber et al., 2001).
 Quality: Defined as consumer finding about a product or service performance and how this product or service compared with their expectation. Quality can also be defined as the whole features and characteristics of a product or services that bear on its ability to satisfy stated or implied needs (Kotler et al., 2002). 
[bookmark: _Toc6307597]CHAPTER TWO
[bookmark: _Toc6307598]LITERATURE REVIEW
[bookmark: _Toc6307599]2.1 Introduction
This chapter covers a review of connected available literature about the external pricing factors and pricing decisions in the public procurement. Which includes the following; a theoretical review of literature, bidder response assessment and pricing decision in public procurement, competition assessment and pricing decision in public procurement and Bid requirements assessment and pricing decision in public procurement. The chapter is to be concluded with a literature review summary.
[bookmark: _Toc6307600]2.2 Theoretical Literature Review
[bookmark: _Toc6307601]2.2.1. Behavioral theory
According to Slater, (1997), stated that the growth of the behavioral philosophy of the firm was made by Cyert and March in 1963. Where by the theory studies the human economic behavior in bidding firms by examining the individual, group and organizational aims on the pricing decision (Greenberg, & Baron, 2000).
Behavioural methodology upholds in contradiction of the neoclassical principle of firm reasonableness. As mentioned above, it is instigated on the foundation that each organization is gifted to get whole and picture-perfect material and thus made perfect judgments to attain the goal of income growth of the contractor (Slater, 1997). 
The economic balanced theory displays guidelines in order to realize the firms’ objectives concerning value, production and speculation among others. Therefore, the behavioral method emphases on the enthusiasms for these goal line, the fights they can create and their suitable resolutions (Sloman & Kevin, 2007).
One of the prominent meanings of the behavioral concept is to analyze the method administrations’ connections really achieve in order to forecast the company’s behaviour that is like bidding authorizing to its valuing, production and reserve allocation. So, the different procedures of how the decisions are made in the organizations can be determined (Miner, 2006). From side to side, behavioral style, values would be set depending on the firm’s objectives nevertheless also stakeholders’ engagements and responses to managerial procedures. For the behavioral theoreticians, the firm is dignified to be a group of employees, owners, clienteles and other stakeholders who have diverse goals from alternative spheres (Miner, 2006). For instance, while proprietors are absorbed in income, workforces are mostly concerned of the huge earnings (Jewell, 2000). Later, the firm attains its goals, a cooperation is obligatory amongst the organization’s personalities; it is known as negotiating procedure where the members do not obtain their perfect detached but a sustaining one  (Sloman & Kevin, 2007). The particular pricing method would chase not individual goal of profit enlargement of the organization but also a stability point to the different intentions of shareholders in the contract process.
Contractor’s goalmouths focus on basics like market share, manufacture, stock, sales and income. The objectives are recognized depending on the history of the business: its past performance, predictions and the historical expansion of alike prevailing firms (Carter, 1971). In addition, behavioral theory examines the diverse conditions or enticements of people have to brand a financial choice in the end. There are facts that restraint the feature that people occasionally touch recognized with some community sets and wish to familiarize their household occupations into a national group presenting suggestion of altruist results (Simon, 1994). It is worth announcing that one of the welfares of the behavioral philosophy of the firm is that it suggests noteworthy clarifications nearby the unlike procedures of structural choice making; though it prepares not enlighten the presentation modifications amongst different formations (Slater, 1997)
[bookmark: _Toc6307602]2.3 Bidder response assessment and pricing decision in public procurement
Today’s business environment, each firm needs to make the important and complex decisions of whether to bid or not bid for public/ private contracts. Bidding decisions are fundamental because poorly made bidding decisions would result into irrevocable problems. For example, a firm that does not bid for a favorable contract would result in lost opportunities for them to make profit, improve the firms’ strengths in the industry, and establish long-term client relationships. On the other hand, bidding for contracts that do not fit with in a firms’ profile, require time, effort and substantial commitments with a favorable outcome (Ahmad 1990, Wanous et al. 2003). Bidding decisions are usually complex because decision makers need to consider other factors that may be firm, contract, and market related (Mohanty, 1992).
For most if not all firms are faced with firm related factors as key drivers of their bid pricing decision (Jaideep, 2016). Firm owners that are directly responsible for formulating pricing policies and strategies for price setting, utilize the interplay between the strengths the firm, need for work to counter external factors in the due course of establishing firms’ bid price for contracts.
In a study, conducted by Yean, F. et.al (2005) on factors firms considered by successful and profitable firms in their bid mark-up decision in Cyprus and Turkey indicated that the most important factors firms’ considered in setting the bid price was the need for work, profitability, strength of firm and the financial standing of the contracting firm.  Likewise, Bagies, A, et al. (2006) whose study was in the USA showed that firms considered the nature a contract is and need for work as the top most important factors in a firms bid price decision. 
Egemen, et.al, (2007). Further confirmed using a framework that was designed to assess the most feasible bid pricing decision. Out of 43 factors ranked, 10 emerged the most important mainly previous experience with client, need for work, current workload, past experience financial stability.
Sukkasam, B., et al. (2010) looked at factors firms used in selecting which local government’s construction works to bid for in Thailand. The comparison was done for two major provinces namely the north eastern part and the eastern province. Among the 14 factors identified, the most significant drivers of firm bid decisions were; the size of project, location, need for work and the availability of working capital. These were found to drive the bid price for firms.
Adnan Enshassi et al. (2010), identified by ranking the most influential external factors that touch the bid/no bid result rendering to the comparative significance. The study involved 105 respondents 63 of which were firms involved in the building business in the Gaza strip. Their study finds that firms evaluate their strength based on the financial capabilities to finance public/ private contracts. They additionally find that firms consider their strength to include the monetary competences and methodological and workforce capabilities throughout the bidding process. For highly specialized contracts, the bid price is likely to be high while for low bid decisions, the bid price is marginal. 
Abdulrahman Bageis et al. (2014), conducted a study exploring basic factors that assist new and existing construction firms to succeed in Saudi Arabia. In their study, they identify a large number of factors that are seen as being potentially significant in delivering organizational success. Their study further examined the relationship between firm costs and the likelihood of succeeding. In this regard, they find that there is a strong contribution that the intra and inter organizational success factors in achieving significant success. They note that these factors are fundamental in protecting firms from gaining a bad reputation that would later affect them when they compete for contracts. This was further evidenced by Ravanshadnia et al. (2011) who in their study acknowledge that bidding is a strategic factor that is depended on intra and inter firm factors that help contractor firms to survive. 
On the other hand, Enshassi et al. (2011) illustrate that the financial capability of a firm, followed by the character of its customers, monetary competence of its consumers, contract value are the most significant factors that firms deliberate when setting a bid price for construction projects. As such they recommend that firms and their clients should aim at improving their economic organizations and competences in order to keep in business. 
While Enyinda et al. (2011) who studied the selection measures firms used when setting bid prices for contracts. In their study, they found that experience, financial stability/ soundness and availability of labor resources and equipment were fundamental when a firm is setting its bid price. They however faced a challenge when establishing a bid price for public or private contracts. 
According to Oyeyipo et al. (2016) in their study they found factors that affected suppliers’ final bidding decisions for the different projects and contracts. Their study concluded that firms while selecting bid prices for contracts should first consider acquiring technical competencies and capabilities as these are critical in a firms competitiveness for contracts as well as key pointers of successful offering for construction bids. On the contrary, (Darbar and Pitroda 2018) in their critical review on external features affecting bid or no bid decision process of outworkers in Surat found that tax, contract value, tendering method, general firm overheads and tendering duration had less influence in a firms bid price decision.
[bookmark: _Toc6307603]2.4 Competition assessment and bid pricing decision in public procurement 
As inexpensive circumstances grow ever more tempestuous, the meaning of emerging and supporting competitive advantage seems to be growing exponentially. In essence companies have to be expressively more attractive to clients than their rival firms with an aim of developing a strategic position in the market. Price is the amount of money, which is forgone to acquire something and it still residues one of the most fundamentals responsible for market share and productivity (Flamend, 2012).  
According to Drew and Skitmore (1997) stated that the landscape and procedure of the modest arena for a firm in building constricting is mainly strong-minded by its advisors and client. The high-quality of bidding arrangement attached with purchaser assortment performs has a direct attitude on the degree of rivalry since it touches both the amount and personalities of bidders challenging for a specific agreement.
Isaac Olaniyi Aje1 et al. (2016) assessed the perspectives of firms in the construction sector on their factors influencing bid prices for construction works and the contribution of the factors to the success rates of contractors. Out of the 15 factors identified, firm strategic considerations such as the availability of materials, productivity of labor, projected level of profit were the most significant factors that influenced the tender price of bids and consequently these affected the level of success of contractors in bidding for contracts. They however found that government policy did not have any significant success factors in competitive bidding and bid pricing. 
According to Porter (2011) states that a firm that chooses to use a cost management approach so has to dispassionate of the intelligent to understand its suggestion at the lowermost conceivable cost. This is attained by the vital value chain actions which are less than participants compared to the lower cost. The developing of some unique proficiencies in a good direction to accomplish and withstand a leading position as Low-cost leaders. Examples of the leading market share, secured provisions of intermittent raw materials or having developed well-organized linkages to suppliers for the capabilities and resources of firms determined for cost management in their trade frequently look continuously for cost bargains and effectiveness. The firms which shadow a distinction approach see themselves as unique with regard to certain features valued by buyers through the industry. The business can be able to lower their costs in a manner that it is able to offer competitive prices to their customers without negotiating on the quality of the products supplied. Achieving low cost advantage can be achieved by application of the low cost advantage which the firm can achieve using the value chain analysis. 
Skitmore et al. (2001) came up with a bidding approach model that firms can use as part of a more knowledgeable method in choosing which contract to bid or not bid as a means for deriving the most suitable price for the contracts that they will be bidding for. Their study identifies the size of contract and type of client in this case public or private client as well as contract conditions as key drivers in determining the contract bid pricing decision.  They further analyzed the alteration between the bottommost and second bottommost bids or bid spreads, they find that in a lowest bid price is of thinkable cost in scheduled bidding, with considerations of the amount of bid security Skit more et al. (2001). 

According to Moselhi et al. (1991) assessed an ideal profit value and forecasts the likelihood of getting the job at such a level of profit, in response to the agreement risk patterns. The system then optimally disturbs the final bid, in an effort to improve the contractor's cash flow while sustaining their attractiveness. The hybrid system enables decision making, allowing comprehensive pre-bid approximations of cost and duration to accomplish with minimal joblessness and in a timely manner, enlightening the efficacy of the bid preparation process. 
[bookmark: _Toc6307604]2.5 Bid requirements assessment and pricing decision in public procurement
In choosing the final price, the firm must reflect other factors, counting emotional pricing, the effect of the other advertising mix element on price, formation, pricing strategies and the influence of value on the other gatherings. Suppliers should contemplate the sensibility of prices in totaling to their finances. Various bidders use price as an indicator of excellence (Schmeisses, Calusen, & Lukpwsky, 2008). When observing the detailed product, consumers carried out in their preoccupations orientation price that might have been formed by perceiving contemporary prices, past values or the procurement background. Seller frequently manipulates these orientation prices in pricing their product. The final price must take into account the trademarks quality. In setting prices the top Employees must also consider the reaction of other parties to the considered price such as the suppliers, the dealer, the sales force, the competitors, the supplies and the government (Flamed, 2011).
For the case of bids linked to multi-layered schemes of sole possibility, the price is the result of intricate calculations of different expenditures that allow for variations in reserve prices. Other features that touch the agreement’s appeal from the contractor’s point of view is essential to be accounted for. They may deliver explanation for dropping mark-up to recover from probabilities for receiving a nice-looking job. They may also deliver explanation for overstated mark-up that decreases the possibility of engaging the agreement to reimburse for supplementary associated risks, for  example by indeterminate scope in secure price agreements, or just to use the unplanned. Consequently, present determinations may not be convergent with the long-standing goals of maximizing the predictable value of revenue, and numerical approaches may be insufficient to portray such multifaceted relationships.
Consequently, many writers refer to non-natural intelligence methods that seizure relations between agreement belongings and mark-up value, deliberate additional standards than fair revenue maximization, and let the unwillingness of contribution by, for example uncertain logic.
Tools founded on Artificial Neural Network have been planned by Moselhi et al. (1993), Li and Love (1999), or Leśniak and Plebankiewicz (2013). Wang et al. (2007) combined cost theory and multi standards assessment to offer extra elastic method of important the bidding price.
[bookmark: _Toc6307605]2.5	Summary on Review of Literature
Foregoing literature under review a significant literature has indicated that Bidder response assessment and bid pricing decision in public procurement, Competition assessment and bid pricing decision in public procurement and Bid requirements assessment and bid pricing decision in public procurement.
The literature has also shown the approaches that numerous researchers have used in the exploration of the connection between the dependent and independent variables in the study. Such measures are largely descriptive analysis with frequency statistics, cross- tabularizations and correlation analysis. A few knowledge have used the t-statistic as a methodology of hypothesis. In this study, both the descriptive analysis the t-test statistic and logistic regression model as inferential analytical methods will be measured as suitable systematic methods














[bookmark: _Toc6307606]CHAPTER THREE
[bookmark: _Toc339549744][bookmark: _Toc353460529][bookmark: _Toc6307607]METHODOLOGY
[bookmark: _Toc301936062][bookmark: _Toc339549745][bookmark: _Toc353460530][bookmark: _Toc6307608]3.1	Introduction
This chapter provides a description of the research design and explains the research design. Furthermore, this chapter explains the population under study, formulation of the study sample size, sampling techniques and procedure, data collection methods, data collection methods, validity and reliability, procedure of data collection and data analysis respectively. 
[bookmark: _Toc339549747][bookmark: _Toc345771748][bookmark: _Toc353460532][bookmark: _Toc6307609][bookmark: _Toc339549748][bookmark: _Toc345771749]3.2	Research Design 
This study established the external factors that influence firms in their final pricing decision for public procurement in URA. The study used cross-sectional study design and a mixed method. The mixed method was entailed both the use of qualitative and quantitative design as this was enabled in triangulation of data collected. Cross-sectional study enables us examine multiple factors and multiple outcomes in a single study. This was to ensure that data not captured by questionnaire probably due to design could be captured and the gap filled by qualitative data deduced from the rest of the qualitative instruments used in the study. This approach was also to ensure that there is consistency of the results as to be considered reliable and valid.
[bookmark: _Toc6307610]3.3	Population of the study
[bookmark: _Toc339549749][bookmark: _Toc345771750][bookmark: _Toc353460533]Polit and Hungler (1997) refer to the populace which is combined or whole of the matters, subjects or associates that follow the set of specification. In this study, the population was be the current URA list of prequalified firms, a total of 80 have been listed to provide services, works and supplies (URA procurement 2017). These firms were grouped into three major categories specifically works, services and supplies. The advantage for selecting these firms, is a) they have satisfied the criteria to provide services, to URA as provided by the PPDA Act. (b) Identifying the contact details to disseminate the tools is convenient. (c) Firms were identified, and then facilitate simple random sampling to compare results for firms that are engaged in public procurement. 
[bookmark: _Toc6307611]3.4	Determination of the Sample Size
Under the study, the sample size from the study population given above was determined using the Krejcie and Morgan’s (1970) table where by the research ended up having a sample size of 66 respondents from which data shall be collected.
[bookmark: _Toc353460534][bookmark: _Toc6307612][bookmark: _Toc339549750][bookmark: _Toc345771751]3.5	Sampling technique and Procedure
The sampling procedure that was used to establish the sample size which followed a framework highlighted in the table below. The framework illustrates how Simple Random Sampling the population of 80 firms were sub divided into three categories namely, services, works and supplies. For each category, a sample of pre-specified size, was drawn self-sufficiently in the different category to form a required sample size. The framework illustrates a drill down of how firms were to be sampled by category of pre-qualification, that is; 24 firms prequalified under the services category, 18 under the works category and 24 firms under general supplies.
[bookmark: _Toc4556810][bookmark: _Toc335721760][bookmark: _Toc335732727][bookmark: _Toc335993291][bookmark: _Toc339288827]Table 3.1: Framework for Selection of firms
	Category
	Population Sample
	Sample Size
	Sampling Technique

	Prequalified Firms = 80

	Services
	25
	24
	Simple Random Sampling

	Works
	20
	18
	

	Supplies
	35
	24
	



Source: URA list of prequalified firms
[bookmark: _Toc353460535]

[bookmark: _Toc6307613]3.7	Data Collection Instrument and Method
[bookmark: _Toc6307614]3.7.1	Data Collection Method
Primary data 
[bookmark: _Toc370206135][bookmark: _Toc369783290]Primary data was obtained from the respondents i.e. prequalified firms using questionnaires. The questionnaire had two sections: sections A and B. The respondents were requested to indicate the extent of their agreement with a series of questions on a five-point Linkert scale (Raaijmakers et al., 2000). The instrument was pre-tested through a pilot study to get rid of any possible errors to ensure its validity and reliability. 
Secondary data 
Secondary data was obtained from sources which already exist about organization and had been used before, for example information from journals, books and internet. The researcher collected information from both external and internal sources.

[bookmark: _Toc6307615]3.7.2	Data Collection Instrument
The questionnaire was designed and structured using a 5 point Likert scale (5= Extremely Influential 4= Very Influential 3=Somewhat Influential 2= Slightly Influential 1= Not at all Influential) additionally, closed and open ended questions were developed to complement the 5 point questions. This format has been widely recommended due to the high consistency, successful adaptation to assess (Edwards and Kenney, 1946; Nunnally, 1978). 
The questionnaire was a basic instrument to facilitate the collection of primary data at a firms’ level. The questionnaire was administered to a list of firms pre-selected to participate in the study. Firms that are currently prequalified to participate in URA procurement under the works, services and supplies category. 
[bookmark: _Toc518572724][bookmark: _Toc5925574][bookmark: _Toc6307616]Document reviews
According to Sekeran, (2009) states that Information was obtained from documents related to the area of study which will be considered and analytically reviewed. Published and unpublished reports, journals, books and articles were also reviewed for the vital information which included those related to the external pricing factors affecting the final bidding pricing and anticipating a bid/no-bid decision model among others. 
[bookmark: _Toc6307617]3.8	Validity and Reliability
[bookmark: _Toc6307618]3.8.1	Validity
Validity is well-defined as the degree to which a tool measures what it significances to amount (Mugenda, 2008). The validity of the research apparatuses was checked using expert face and content validity approaches, the objective of which is to ensure that the instruments include an adequate and characteristic set of items that tap the key concepts of the study. This was done using the expert judgment of both the work-based supervisor and UMI-based supervisor, as suggested by Sekaran (2003) and Amin (2005). Secondly, prior to distribution of the data collection instruments, the draft formats is extensively discussed with firm owners, URA procurement specialists and UMI based research supervisors for corrections before further refinement and final roll out. 
The content validity technique was used to ascertain validity where CVI ≥ 0.7 as recommended by Amin, (2005)
	CVI= No. of valid questions
	Total of questions
[bookmark: _Toc6307619]3.8.2	Reliability
Reliability is an amount of the degree to which a research tool would harvest the same results or data after recurrent trials (Mugenda, 2008). The researcher used the internal consistency technique found in STATA/SPSS to measure reliability. A pre-test was done to 10 respondents though they were not part of the final study. The collected data was to be coded and entered into SPSS, a computer application for statistical analysis and thereafter, the 


cronbach’s alpha reliability coefficient was derived with the help of cronbach’s alpha standardised formula:
a= Nr
1+(N-1)r
Where N=number of items
            r=average inter-item correlation among items
Then (∑alpha/4) for accurate results (cronbach’s 1951)
The cronbach alpha should be ≥ 0.7 if the instrument is to be considered reliable (Amin, 2005).
Cronbach gives a robust method to compute the tool’s reliability: Assumptions behind this equation is that the unique variance within variables should be rather insignificant in evaluation with the available statistics between scale items (COV) in order to have an internal reliability assessment (Cortina, 1993).
Validity is defined as the extent to which the instrument measures what it is supposed to measure (Allen & Yen, 1979). Content validity is the degree to which the instrument fully measures the construct of interest. Two Experts  were  requested  to  provide  written  comments  to improve  on  the  instrument.  Comments  received  specifically  asked  to  address  the double  barreled  scale  items,  length  of  the  questionnaire  and  removal  of  reverse coded questions. All comments were addressed except where some of the experts asked for the removal of negatively worded scale items. Negative wording of some of the scale items was retained because it helps to minimize respondents‟ tendency to mechanically tick the points toward one end of the scale. 
The reliability of a research instrument is the extent to which the instrument yields the same results on repeated trials. Reliability was measured using Cronbach’s alpha coefficient which indicates how well the items in a set are positively correlated to one another (Cronbach, 1946). 
[bookmark: _Toc4556811]Table 3.2: Cronbach’s alpha coefficient
	Variable
	Cronbach's Alpha
	Number of Items

	Bidder Response  Assessment
	.756
	7

	Competition Assessment
	.801
	7

	Bid Requirements Assessment
	.833
	8

	Pricing Decision
	                   .750
	                    9


Source: Primary Data and SPSS output file
The computed Cronbach alpha coefficient results above 0.7 were acceptable.
[bookmark: _Toc6307620]3.9	Procedure and Data Collection
The researcher obtained an introductory letter from Uganda Management Institute that was presented to directors of firms indicating our intention to conduct research. In the letter, we clearly indicated to the respondents on issues concerning confidentiality of the information/ responses were provided. 
[bookmark: _Toc6307621]3.10	Data Analysis
Data Entry was done using the data entry screen created in SPPS 20 Software. SPSS is powerful Statistical software that can be used to bloc and remodel datasets, collect statistics and manage variables, across replicates and groups. SPSS software, can work with byte, integer, long, float, double, and (string “qualitative variables” its capacity can accommodate strings of up to 2 billion characters). Data entered into SPSS can also be easily transferred into Excel. The analysis final results were included descriptive results produced in tables and graphs including frequency distributions tables and graphs, boxplots, etc.
This analysis compared the factors that are likely to influence a firm’s Bid price decision. For testing of statistical significance of the influence the independent variable has on the dependent variables, hypotheses t-tests was conducted as illustrated in section 3.7.4.
[bookmark: _Toc353460536][bookmark: _Toc6307622]3.11	Measurement of Variables
This research used a Linear regression analysis to develop binary models of the dependent variable for a High or Low Bid Price decision to identify predictors that reveal a strong relationship with the low/ high bid pricing decision (Field, 2009). The linear regression approach is a conditional likelihood approach used to establish the possibility of manifestation of an outcome. The dichotomous dependent variable gives the probability of occurrence and this is predicted using coefficients of regressors. To restrict the predicted values, we will limit values of (0,1) of the probability distribution, we will use a cumulative probability distribution. 
The approach is distribution free, while likelihood models have the benefit that coefficients that are significant can be understood in terms of the association with the controlled variables.
Further, in the logistic regression, parameters of the model will be assessed using the maximum-likelihood approach, as such coefficients selected will be those with results most “likely” to be selected. This method has been widely used by researchers for a number of pricing studies such as (Avlonitis & Kostis A, 2005), who used a logistic regression to conduct an empirical study on pricing determinants for services in the Greek services sector. 
[bookmark: _Toc6307623][bookmark: _Toc488850123][bookmark: _Toc520377102]3.12 Ethical Considerations
The researcher obtained an introduction letter from Uganda Management Institute together with the identity card presented to the different firms under study as well as the respondents. Declaration was made to management and staff that the information collected was for academic purposes and would be handled with confidentiality. The agreement issue was resolved by obtaining an informed consent informing targeted respondents of the purpose of the study, the predictable participation from them and any other information about the research that they will be wanted to know. Confidentiality of the respondents was dominant except in the case where they were give permission to be cited in the study.
















[bookmark: _Toc472944258]

[bookmark: _Toc6307624]CHAPTER FOUR
[bookmark: _Toc472944259][bookmark: _Toc6307625]PRESENTATION, ANALYSIS AND INTERPRETATION OF FINDINGS
[bookmark: _Toc472944260][bookmark: _Toc6307626]4.0 	Introduction
This chapter deals with presentation, analysis and interpretation of the data collected from the respondents. The chapter covers the Demographic information about respondents and results, correlation and regression analysis. These findings are presented in line with the stated objectives which include;
a) [bookmark: _Toc300170948][bookmark: _Toc300173033][bookmark: _Toc300173856][bookmark: _Toc340120045][bookmark: _Toc395598863][bookmark: _Toc472944261]To examine the relationship between bidder response assessment and pricing decision in public procurement at Uganda Revenue Authority.
b) To evaluate relationship between competition assessment and pricing decision in public procurement at Uganda Revenue Authority.
c) To assess the relationship between bid requirements assessment and pricing decision in public procurement at Uganda Revenue Authority.
[bookmark: _Toc6307627]4.1 	Descriptive Statistics
This section presents the sample characteristics of the respondents such as their background information of the respondents. The results are presented in table form with generated respective frequencies and percentages.


[bookmark: _Toc472943336][bookmark: _Toc4556792]Table 4.1: Sample characteristics for respondents
	
	
	Frequency
	Percentage

	Number of employees in your firm
	1-5 Staff
	7
	10.6

	
	6-10 staff
	21
	31.8

	
	11-15 staff
	9
	13.6

	
	16-20 staff
	9
	13.6

	
	Above 20 staff
	20
	30.3

	
	Total
	66
	100.0

	Under which category is your firm registered by PPDA
	Consultancy services
	7
	10.6

	
	Non-consultancy services
	4
	6.1

	
	Works
	25
	37.9

	
	Supplies
	23
	34.8

	
	All the above
	5
	7.6

	
	None of the above
	2
	3.0

	
	Total
	66
	100.0

	How would you categorize the kind of work your firm specialized in?
	Highly specialized work.
	32
	48.5

	
	Moderately specialized
	25
	37.9

	
	Fairly Specialized work
	6
	9.1

	
	Low specialized work.
	3
	4.5

	
	Total
	66
	100.0

	Is your firm a prequalified provider at URA for more than year
	YES
	50
	75.8

	
	NO
	16
	24.2

	
	Total
	66
	100.0


Source: Primary data

Number of employees in your firm 
Out of the 66 respondents that participated in the survey, 31.8% had between 6 and 10 staff, while 30.3% had over 20 staff; in addition, 13.6 % firms had between 11 and 15 staffs.  Therefore, most of the firms that participated in the study had a sizeable number of employees that is required to execute a contract in case it is awarded to them. 


Under which category is your firm registered by PPDA?
In terms of the category registered by PPDA, 37.9% were under works, 34.8% were under supplies, 10.6% under consultancy services, 7.6% participate in all consultancies, works, and supplies and 6.1% were under Non-consultancy services like cleaning services, catering services and motor vehicle repairs among others. Thus, most of our respondents were in the position to give us reliable data concerning our study since they were duly registered with PPDA. 
How would you categorize the kind of work your firm specialized in?
Then 48.5% of the respondents consider their works as highly specialized work, 37.9% take them as moderately specialized, 9.1% as fairly specialized work and finally 4.5% as a low specialized work. Since most of the respondents were categorized highly and moderately specialized firms, then we can sure if they get any contract they easy bid for them very well.  
Is your firm a prequalified provider to URA for more than year?
Most of the respondents were prequalified providers at URA for more than a year with 75.8% and 24.2% were not less than year. Therefore, since most of the respondents were prequalified providers for more than a year, then we were able to collect reliable data from them to our study no matter the changes in the management or in the economy.
[bookmark: _Toc472943337][bookmark: _Toc4556793]Table 4.2: Sample characteristics of respondents
	
	
	Frequency
	Percentage

	Under what category is your firm prequalified in at URA
	Consultancy services
	7
	10.6

	
	Non-consultancy services
	4
	6.1

	
	Works
	29
	43.9

	
	Supplies
	26
	39.4

	
	Total
	66
	100.0

	Has your firm submitted Bids for URA Contracts before
	Yes
	55
	83.3

	
	No
	11
	16.7

	
	Total
	66
	100

	If YES, under what category did your firm Bid
	Services
	18
	27.3

	
	Works
	23
	34.8

	
	Goods
	25
	37.8

	
	Total
	66
	100.0


Source: Primary data
Under what category is your firm prequalified in at URA?
Under what category is your firm prequalified in URA, 43.9% of the respondents was works, 39.4% were under supplies, 10.6% and 6.1% were under the consultancy services and non-consultancy services respectively. Therefore the findings showed that most of the respondents were from works and followed by the ones in the supplies indicating that those two were the most compliant and reliable to give us data for our study.
Has your firm submitted Bids for URA Contracts before?
83.3% of the respondents are firms which submitted Bids for URA Contracts before indicating that most of the respondents considered external pricing factors to determine the pricing decision for the final bids at URA and 16.7% did not submit indicating that they just head hunted to provide services and works to the Authority.
If YES, under what category did your firm Bid?
If yes, most of the respondents bided for goods at 37.8%, followed by the 34.8% of the works and finally services at 27.3% of the respondents. Therefore most respondents are much attracted to bid for goods since they are very easy to determine the value for the bids of goods compared to works and others hence easy to determine the final bid prices for such contracts.
[bookmark: _Toc472943338][bookmark: _Toc4556794]Table 4. 3: Sample characteristics for respondents
	
	
	Frequency
	Percent

	What factors make you feel that there is a good chance of winning a contract
	Type of Contract
	5
	7.6

	
	Your strength in the industry
	22
	33.3

	
	Your experience
	39
	59.1

	
	Total
	66
	100

	What factors make you think that your firm must get a contract with URA
	Need for work
	5
	7.6

	
	Your strength in the industry
	28
	42.4

	
	Size of contract
	11
	16.7

	
	Reputation of client in this case of URA
	19
	28.8

	
	Number of competitors
	3
	4.5

	
	Total
	66
	100.0


Source: Primary data
What factors make you feel that there is a good chance of winning a contract?
When asked about which factors make you feel that there is a good chance of winning a contract, approximately half of the respondents with (59.1%) were found to be based on your experience. These were followed by their strength in the industry and Size of contract for 33.3% and 7.6% respectively. Therefore the findings from the above table showed that most of the respondents had enough knowledge on our study since they had experience in order for them to win a contract. 
What factors make you think that your firm must get a contract with URA? 
When asked on the factors which make you think that your firm must have a contract with URA, 42.4% of the most respondents of their strength in the industry, followed by 28.8% of the reputation of client in this case URA, 16.7%   based on the Size of contract and finally 7.6% and 4.5% were on the need for the work and number of the competitors respectively. Therefore most of the respondents agreed that it’s their strength in the industry that determines on whether to win a contract at URA since sometimes at URA, the contractors’ strength can help out in securing any contract at URA at other factors constant
[bookmark: _Toc6307628]4.2 Descriptive Analysis
This section presents the descriptive analysis of external pricing factors and final pricing decision in public procurement at Uganda Revenue Authority. This is based on the mean and the standard deviation values of the external pricing factors as seen from table 6 to 9 and the pricing decision as it is seen in table 10. The aim of this section is to examine the relationship between external pricing factors and pricing decision in public procurement at Uganda Revenue Authority. 
[bookmark: _Toc4556795]

Table 4. 4: Bidder Response Assessment
	Bidder Response Assessment
	N
	Min
	Max
	Mean
	Std. Deviation

	Firms variable costs influence our bid price decision
	66
	1
	5
	3.86
	1.201

	Firms fixed costs influence our bid price in contracts
	66
	1
	5
	3.47
	1.255

	Costs involved in bidding influence our final bid price
	66
	1
	5
	2.48
	1.561

	Costs involved in similar contracts influence our final bid price for contracts
	66
	1
	5
	2.98
	1.376

	Costs to service the contract influence our final bid price
	66
	1
	5
	3.71
	1.187

	The need to cover operational costs influences our final bid price
	66
	1
	5
	3.80
	1.180

	Costs for ongoing contracts influence our firms final bid price
	66
	1
	5
	2.62
	1.200

	Valid N (listwise)
	66
	
	
	
	


Source: Primary data

The respondents as seen in the table above described their perception of bidder response assessment. Firms variable costs influence our bid price decision, the respondents agreed that firms variable costs influence bid price decision for contracts (Mean =3.86, SD=1.201), Firms fixed costs influence our bid price in contracts (Mean =3.47, SD=1.255), Costs involved in bidding influence our final bid price (Mean =2.48, SD=1.561), Costs involved in similar contracts influence our final bid price for contracts (Mean =3.71, SD=1.187),  Costs to service the contract influence our final bid price (Mean =3.71, SD=1.187), The need to cover operational costs influences our final bid price (Mean =3.80, SD=1.180) and Costs for ongoing contracts influence our firms final bid price (Mean = 2.62, SD=1.200). Therefore most of the respondents agreed that bidder response assessment may influence the pricing decision of the final bids for the contracts.
[bookmark: _Toc4556796]

Table 4.5 presents information of the respondents about competition assessment on the pricing decision. 

Table 4.5: Competition Assessment

	Competition Assessment
	N
	Min
	Max
	Mean
	Std. Deviation

	Past experience with similar projects is critical in our firms’ bid price decision
	65
	1
	5
	3.71
	1.195

	Past profit in similar work is critical in our firms’ bid decision
	66
	1
	5
	3.12
	1.183

	Past experience working with URA is critical in our firms’ bid price decision
	66
	1
	5
	3.08
	1.351

	Past experience in managing similar projects both with URA or in other organizations influence our firms’ bid price decision
	66
	1
	5
	3.53
	1.338

	We set the final bid price for a contract depending how many bidders are likely to submit?
	66
	1
	5
	1.92
	1.127

	We submit bids depending on which other firms are likely to bid for the same contract
	66
	1
	5
	1.79
	1.117

	We submit bids if we have a competitive advantage over other bidders in terms of low prices offered by manufacturers of supplies.
	66
	1
	5
	2.32
	1.166

	Valid N (listwise)
	65
	
	
	
	


Source: Primary data

The findings on competition assessment, the findings revealed that the respondents agreed that past experience with similar projects is critical in our firms’ bid price decision (Mean =3.71, SD=1.195), past profit in similar work is critical in our firms’ bid decision (Mean =3.12, SD=1.183), that past experience working with URA is critical in our firms’ bid price decision (Mean =3.08, SD=1.351) and the findings regarding that competition assessment and pricing decision in public procurement revealed that majority of the respondents agreed that past experience in managing similar projects both with URA or in other organization influence our firms’ bid price decision (Mean =3.53, SD=1.338) and the respondents disagreed that they set the final bid price for a contract depending how many bidders are likely to submit, that they submit bids depending on which other firms are likely to bid for the same contract and they submit bids if we have a competitive advantage over other bidders in terms of low prices offered by manufacturers of supplies according to the mean from the table above.
[bookmark: _Toc4556797]Table 4.6: Bid requirements
	Bid requirements
	N
	Min
	Max
	Mean
	Std. Deviation

	Time allowed for submitting bids is fundamental in our firms’ bid price decision
	66
	1
	5
	2.70
	1.488

	Timing of bidding (season) influences our decision to bid or not bid for contracts
	66
	1
	5
	2.91
	1.286

	Bidding document price is very critical in influencing our firms’ decision to bid for contracts
	66
	1
	5
	2.41
	1.425

	Eligibility requirements (Tax clearance certificate, Trading License) are critical in our firms’ bid decision
	66
	1
	5
	3.24
	1.674

	Tendering duration influences our firms bid decision
	66
	1
	5
	3.02
	1.342

	Bidding methods used by URA are influential in determining our bid decision
	66
	1
	5
	2.95
	1.472

	We set our bid price depending on our ability to mobilize the required resources to execute the contract
	66
	1
	5
	3.65
	1.342

	Valid N (listwise)
	66
	
	
	
	


Source: Primary data
On the side of bid requirements, the majority of the respondents agreed that they set their bid price depending on our ability to mobilize the required resources to execute the contract (Mean =3.65, SD=1.342), that eligibility requirements like Tax clearance certificate, Trading License among others are critical in our firms’ bid decision (Mean =3.24, SD=1.674), tendering duration influences our firms bid decision (Mean =3.02, SD=1.342) and Bidding methods used by URA are influential in determining their bid decision (Mean =2.95, SD=1.472). Still the respondents further agreed that timing of bidding (season) influences their decision to bid or not bid for contracts (Mean =2.91, SD=1.286) and that time allowed for submitting bids is fundamental in their firms’ bid price decision (Mean =2.70, SD=1.488). Therefore, to the respondents the bid requirements influence the procurement performance at URA.
[bookmark: _Toc4556798]Table 4.7: Pricing Decision
	Pricing Decision
	N
	Min
	Max
	Mean
	Std. Deviation

	We set the bid price once we are sure the there is good profit on the contract
	66
	1
	5
	3.26
	1.305

	We set bid prices only for contracts that are aligned to the financial goals of the company
	66
	1
	5
	3.14
	1.402

	We set the bid price if we have a competitive advantage over other bidders in terms of being authorized local partners or dealers of products from various manufacturers 
	66
	1
	5
	3.39
	1.369

	Our decision to set lower bid prices for contracts is because of the financial capacity of URA
	66
	1
	5
	2.00
	1.240

	We set a lower bid price for URA contracts because the bidding requirements are not hard to meet.
	66
	1
	5
	2.03
	1.301

	We set the bid price once we are sure that there is good profit on the contract
	66
	1
	5
	2.30
	1.067

	We set the final bid price for a contract depending how many bidders are likely to submit
	66
	1
	5
	2.00
	1.123

	We set lower bid prices for URA contracts because URA is prompt at processing payments for providers
	66
	1
	5
	2.11
	1.178

	 Valid N (listwise)
	66
	
	
	
	


Source: Primary data

Finally, the findings on pricing decision showed that the majority agreed that they set the bid price once they are sure the there is good profit on the contract (Mean =3.26, SD=1.305), that We set bid prices only for contracts that are aligned to the financial goals of the company (Mean =3.14, SD=1.402) and finally that they set the bid price if we have a competitive advantage over other bidders in terms of being authorized local partners or dealers of products from various manufacturers (Mean =3.39, SD=1.369).
[bookmark: _Toc6307629]4.3	Qualitative analysis
[bookmark: _Toc6307630]4.3.1 	Objective 1: The relationship between Bidder response assessment, competition Assessment, bidding requirements and pricing decision.
According to the document I reviewed showed that Price sensitivity as construct of bidder response assessment, is a factor which is normally seen as the bidder’s sensitivity to the price of the bid. A higher weight coefficient of a price sensitive buyer is in comparison with the other factors affecting final bid price. By associating the estimated amounts between the bidders and reflecting the price sensitivity in weight quantity of this factor we undertake that the price sensitivity of the bidder is reflected hence influencing the final bid pricing decision.
According to Rubel (2013) noted that inescapable bidders always keep their bid strategy focused with persistent prices or sometimes set lower prices in order to increase their chances of winning the contracts since they are significantly do value approximation of the works, projects bided for therefore it shows the relationship of the bidder response assessment and pricing decision of the projects.
Quality: How the bidders organize their internal work and their approach to either in-source or outsource various activities in order to provide quality or anticipate it is often determined by cost and the wanted organizational quality. This is another factor that the contractor is progressively paying attention to understand to detail. And the long-term current relationship with suppliers to ensure products and services are of quality in a reliable and cost efficient way to both the parts. Therefore Lemberg (2013) stated that this is the purpose why bidder evaluate the bid based on their existing relationship and the pasted works from the value and quality that the bidders service provides to the buyer, by showing that there is a relationship between bidder response assessment and pricing decision.

[bookmark: _Toc6307631]4.3.2 	Objective 2: The relationship between competition assessment and pricing decision.
[bookmark: _Toc4592112][bookmark: _Toc4857768]Still according to the document I reviewed, it revealed that the quality of the customer specification is a vital factor when the decision to play a part in the bid or not by bidder. On the other hand, all bidders have a challenge with unwell predictable requirements or with inflexible specification including hard or non-achievable objectives. And still the factor of Competition in the price value increases or decrease the number of bidders to take a decision to bid as already mentioned in the previous section. That is to say other projects in the market which are available. Therefore in a highly competitive market, more bidders are anticipated to compete for a project, hence resulting in lower prices which happens to be the opposite where fewer bidders are expected in a less competitive market environment, resulting in higher prices which shows that there is a relationship between competition assessment and pricing decision. 
[bookmark: _Toc6307632]4.3.3 Objective 3: The relationship between bid requirements assessment and pricing decision. 
Finally for this objective, the availability of bidding documents increases the possibilities to bid which impacts the probability that the bidder will provide a bid. Many opportunities may exist, therefore there will be fewer bidders competing for one tangible bid, whereas when few opportunities exist there will be more bidders. In different market environment bidders act differently because of they can’t have the same number of opportunities. And in the same document reviewed showed that contract value was another important construct on how bidder weighs itself towards the competitors in terms of the valuable of the contract for the future business with the buyer. Therefore the bidder approximations a gain of large potential future contracts with the buyer, which presents a higher probability that the bid will be
[bookmark: _Toc5925591][bookmark: _Toc6307633]designed in a more appealing way and that more time, will be spent to ensure a successful bid. Whereas, if the bidder sees little potential for future business with the buyer the bid will tend to be less appealing and less time will be invested in the bid process. It is from the above statements that there is positive relationship between the bid requirements assessment and pricing decision in public procurement. 
[bookmark: _Toc6307634]4.4 Correlations Analysis
[bookmark: _Toc460926076][bookmark: _Toc461278471][bookmark: _Toc529383160][bookmark: _Toc4556799]Table 4.8: Correlation between Bidder response assessment, competition Assessment, bidding requirements and pricing decision.
	Correlations

	
	CR
	CA
	BR
	PD

	Bidder Response Assessment (CR)
	Pearson Correlation
	1
	.502**
	.496**
	.230

	
	Sig. (2-tailed)
	
	.000
	.000
	.064

	
	N
	66
	66
	66
	66

	Competition Assessment (CA)
	Pearson Correlation
	.502**
	1
	.360**
	.463**

	
	Sig. (2-tailed)
	.000
	
	.003
	.000

	
	N
	66
	66
	66
	66

	Bidding Requirements (BR)
	Pearson Correlation
	.496**
	.360**
	1
	.368**

	
	Sig. (2-tailed)
	.000
	.003
	
	.002

	
	N
	66
	66
	66
	66

	Pricing Decision (PD)
	Pearson Correlation
	.230
	.463**
	.368**
	1

	
	Sig. (2-tailed)
	.064
	.000
	.002
	

	
	N
	66
	66
	66
	66

	**. Correlation is significant at the 0.01 level (2-tailed).
Source: Primary data

	


[bookmark: _Toc6307635]The relationship between bidder response assessment and pricing decision 
The results in Table 11 above show that there is no significant correlation between bidder response assessment and pricing decision (r = .230, p > .050). This means that an increase of in bidder response assessment does not yield any significant improvement in the pricing decision of a bidding firm. This is further supported by Ahmad (1990), and Wanous et al. (2003) who stated that each firm needs to make the important and complex decisions of whether to bid or not bid for public/private contracts which has no effect on pricing decision of contracts. Bidding decisions are fundamental because poorly made bidding decisions would result into irrevocable problems. For example, a firm that does not bid for a favorable contract would result in lost opportunities for them to make profit, improve a firms’ strengths in the industry, and establish long-term client relationships. On the other hand, bidding for contracts that do not fit with in a firms’ profile, require time, effort and substantial commitments with a favorable outcome which does not yield any significant improvement in the pricing decision.
[bookmark: _Toc6307636]The relationship between competition assessment and pricing decision
Findings indicated that there is a significant moderate positive relationship between competition assessment and pricing decision (r = .463, p  0.05) This has an interpretation that when a firm succeeds in incurring a contract basing on its pricing decision by 1 Standard Deviation (SD), then pricing decision is likely to experience change of .463 hence being significant measure in its relationship with the pricing decision. This is more supported by Skitmore et al. (2001) who came up with a bidding approach model that firms can use as part of a more knowledgeable method in choosing which contract to bid or not bid as a means for deriving the most suitable price for the contracts that they will be bidding for hence assessing the competition in the process. Their study identifies the size of contract and type of client in this case public or private client as well as contract conditions as key drivers in determining the contract bid pricing decision.  They further analyzed the alteration between the bottommost and second bottommost bids or bid spreads, they find that in a lowest bid price is of thinkable cost in scheduled bidding, with considerations of the amount of bid security (Skit more et al. 2001). The relationship between bid requirements assessment and pricing decision 

Results show that there is a positive moderate correlation between bid requirements assessment and pricing decision (r =.368, p0.05). Thus when the firms consider bid requirements in considering deciding final prices of the bids, then they will experience pricing decision. According to Schmeisses, Calusen & Lukpwsky, (2008), stated that in choosing the final price, the firm must reflect other factors of costing the bid requirements, counting emotional pricing, the effect of the other advertising mix element on price, formation, pricing strategies and the influence of value on the other gatherings. Suppliers should contemplate the sensibility of prices in totaling to their finances according to bid requirements for the contract. Since various bidders use price as an indicator of excellence when deciding the price of the bid which is support of our findings.
[bookmark: _Toc461278472][bookmark: _Toc6307637][bookmark: _Toc460926077]4.5 Regression Analysis
[bookmark: _Toc461278473][bookmark: _Toc529383165][bookmark: _Toc4556800]Table 4.9: Regression Analysis showing the relationship between the external pricing factors and pricing decision in public procurement.
Regression 
	Coefficientsa

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	t
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	1.116
	.368
	
	3.032
	.004

	
	Bidder Response Assessment
	-.111
	.127
	-.119
	-.876
	.384

	
	Competition Assessment
	.393
	.118
	.424
	3.343
	.001

	
	Bidding Requirements
	.199
	.092
	.275
	2.172
	.034

	a. Dependent Variable: Pricing Decision.

	ANOVAa

	Model
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	1
	Regression
	7.609
	3
	2.536
	7.643
	.000b

	
	Residual
	20.574
	62
	.332
	
	

	
	Total
	28.184
	65
	
	
	

	a. Dependent Variable: Pricing Decision

	b. Predictors: (Constant), Bidding Requirements, Competition Assessment, Bidder Response Assessment





Source: Primary data
To understand how both the independent and dependent variables interact in a single model, regression analysis was conducted. According to Table 12, bidder response does not contribute to the overall model of pricing decision which is in line with the correlation results. Both competition and bidding requirements had a positive significant contribution towards price decision. The overall pricing decision can be explained using Equation 4.1. 

 is the pricing decision, CA is competition assessment, while BR is bidding requirements. 
From the equation model, keeping the bidding requirement constant and increase the competition variable by a unit will increase the bid price by 39.3% with a standard deviation of 0.118. However, an increase in the bidding requirements can escalate the bid price by almost 20 points with a standard deviation of 0.092. Therefore, URA is targeting to get bidding quotation from firms, it should use a less competitive bidding approach like perceived competitors price value and perceived quality among others to overcome the price escalation. 
To avoid price escalation, the authority should avoid competitive bidding. This can improve prevent the upsurge of tendering price. While analyzing the French experience of franchising in the transport sector, it was discover that competitive bidding did not translate into value for money (Yvrande-Billon, 2006). Although, using complicated but imperfectly revealed or formulated multiple criteria in evaluating bids may substantially increase transaction costs, due to the risk of litigation initiated by rejected bidders, it is probable that the authority consider how to incorporate it in the bidding process since it has been proven to be more efficient (Waara & Bröchner, 2006). 
Table 12 above contains the relationship between the external pricing factors and the bid pricing decision. A low computed significance value for the F-Statistic (7.643) in Table 12 implies that the independent variables (external pricing factors) are a predictor of the dependent variable (Pricing Decision) at a significance level of 0.05. These independent variables explain approximately 28.18% of the variation in the dependent variable pricing decision. Thus, there are others contributing factors to the dependent variable (pricing decision), which need further investigation. 

From the findings shown in models of regression above, this regression analysis is significant to the study, as the significant value is 000 as its supported by Drew & Skitmore (1997) stated that the landscape and procedure of the modest arena for a firm in building constricting is mainly strong-minded by its advisors and client. The high-quality of bidding arrangement attached with purchaser assortment performs has a direct attitude on the degree of rivalry since it touches both the amount and personalities of bidders challenging for a specific agreement hence showing that there is a significant relationship with pricing decision of the bidding firms at URA.
















[bookmark: _Toc343076895][bookmark: _Toc428801932][bookmark: _Toc429069293][bookmark: _Toc453159110][bookmark: _Toc472944268][bookmark: _Toc6307638]CHAPTER FIVE

[bookmark: _Toc340919776][bookmark: _Toc343076896][bookmark: _Toc428801933][bookmark: _Toc429069294][bookmark: _Toc453159111][bookmark: _Toc472944269][bookmark: _Toc6307639]SUMMARY, DISCUSSION OF FINDINGS, CONCLUSIONS AND RECOMMENDATIONS
[bookmark: _Toc340919777][bookmark: _Toc343076897][bookmark: _Toc428801934][bookmark: _Toc429069295][bookmark: _Toc453159112][bookmark: _Toc472944270][bookmark: _Toc6307640]5.0	Introduction
[bookmark: _Toc459032655][bookmark: _Toc472944271][bookmark: _Toc529383169][bookmark: _Toc531270693][bookmark: _Toc4592121][bookmark: _Toc5925599][bookmark: _Toc6307641][bookmark: _Toc340919778][bookmark: _Toc343076898][bookmark: _Toc428801935][bookmark: _Toc429069296][bookmark: _Toc453159113]This chapter presents the discussions, conclusions and recommendations drawn from the study findings of the previous chapter. The discussions are based on the following objectives of the study;
a) [bookmark: _Toc472944272]To examine the relationship between bidder response assessment and pricing decision in public procurement.
b) To evaluate relationship between competition assessment and pricing decision in public procurement.
c) To assess the relationship between bid requirements assessment and pricing decision in public procurement.
[bookmark: _Toc6307642]5.1 	Summary of Findings
The study found out that, majority of the contractors are categorized to be highly specialized in works and services registered by PPDA. And most of the respondents were prequalified contractors with the URA under works and supplies category in that most of the contractors win their contracts basing on their experience and their strength in the industry.

The study also found out that, bidder response assessment and pricing decision in the public procurement did not significantly influence the final bids prices for the different contracts awarded at Uganda Revenue Authority. Most of the respondents the perceived value, perceived quality and price sensitivity quality did not influence their final bid prices in the public procurement.
On the competition at Uganda Revenue Authority, some of contractors have never been assessed the competition and some have assessed it with the perceived competitors’ price value and perceived quality in order to influence the firm’s bid pricing decision for the different categories of the URA contracts. 
In terms of bid requirements, most of the respondents are influenced by bidding documents and contract value in order to influence firm’s bidding pricing decision for the different contracts at Uganda Revenue Authority.
[bookmark: _Toc6307643]5.2	Discussion of research findings
[bookmark: _Toc472944273][bookmark: _Toc6307644]5.2.1 	The relationship between bidder response assessment and pricing decision in Public Procurement.
Results indicate that there is an insignificant relationship between bidder response assessment and pricing decision in public procurement. This implies that bidder response assessment does not influence on pricing decision in Public Procurement. However, this contradicts with Skitmore et al. (2001) who came up with a bidding approach model that firms can use as part of a more knowledgeable method in choosing which contract to bid or not to bid as a means for deriving the most suitable price for the contracts that they will be bidding for. 
[bookmark: _Toc472944274][bookmark: _Toc6307645]5.2.2 	The relationship between competition assessment and pricing decision in Public Procurement.
The results indicate that there is a significant positive relationship between competition assessment and pricing decision in public procurement. This implies that when the competition assessment improves, there will also be an improvement in pricing decision in public procurement. This is supported by prior studies of Skitmore et al. (2001), who noted that came up with a bidding approach model that firms can use as part of a more knowledgeable method in choosing which contract to bid or not bid as a means for deriving the most suitable price for the contracts that they will be bidding for. Their study identifies the size of contract and type of client in this case public or private client as well as contract conditions as key drivers in determining the contract bid pricing decision.  They further analyzed the alteration between the bottommost and second bottommost bids or bid spreads, they find that in a lowest bid price is of thinkable cost in scheduled bidding, with considerations of the amount of bid security Skit more et al. (2001). 
[bookmark: _Toc472944275][bookmark: _Toc6307646]5.2.3 	The relationship between bid requirements assessment and pricing decision in public procurement.
Results indicate that there is a significant positive relationship between bid requirements assessment and pricing decision in public procurement. This implies that when bid requirements assessment amongst the competitor firms improves their pricing bidding decision for the different a contracts at URA which will be an improvement in public procurement. These results support prior studies that have shown that common bid requirements are associated with pricing decision in public procurement. For example various bidders use price as an indicator of excellence (Schmeisses, Calusen and Lukpwsky, 2008). When observing the detailed product, consumers carried out in their preoccupations orientation price that might have been formed by perceiving contemporary prices, past values or the procurement background. Seller frequently manipulates these orientation prices in pricing their product. The final price must take into account the trademarks quality. In setting prices the top Employees must also consider the reaction of other parties to the considered price such as the suppliers, the dealer, the sales force, the competitors, the supplies and the government (Flamed, 2011).
[bookmark: _Toc472944279][bookmark: _Toc6307647]5.3 	Conclusion
Generally, the study examined the relationship between external pricing factors and pricing decision in public procurement at Uganda Revenue Authority. Specifically the study examined competition assessment, bids requirements and their effect on pricing decision on public procurement.  
[bookmark: _Toc6307648]5.3.1 The relationship between bidder response assessment and pricing decision in public procurement
The results reveal that bidder response assessment has a significant relationship with pricing decision in public procurement according to qualitative analysis for the document reviewed while using the quantitative analysis, it showed that there was no significant relationship between bidder response assessment and pricing decision on the final decision. Hence, for firms to improve on their pricing decision in public performance, they need to improve on their bidder response assessment’s constructs that is Value, quality and price sensitivity quality for the different contracts offered at Uganda Revenue Authority. 

[bookmark: _Toc6307649]5.3.2 The relationship between competition assessment and pricing decision in public procurement
The results reveal that competition assessment has a significant relationship with pricing decision in public procurement. From this time, for firms to improve on their pricing decision in public performance, they need to improve on their competitor’s price value and quality for the different bids for different contracts among firms competing at Uganda Revenue Authority.
[bookmark: _Toc6307650]5.3.3 The relationship between bid requirements assessment and pricing decision in public procurement
The results reveal that bid requirements assessment has a significant relationship with pricing decision in public procurement. Therefore for firms to improve on their pricing decision in public procurement at Uganda Revenue Authority, they need to improve on bid requirements assessment constructs that is bidding documents and the contract value for different contracts among the competing bidders of projects at Uganda Revenue Authority.
[bookmark: _Toc472944280][bookmark: _Toc6307651]5.4	Recommendations
In light of the study findings the following recommendations are given;
[bookmark: _Toc6307652][bookmark: _Toc472944282]5.4.1	The relationship between bidder response assessment and pricing decision in public procurement
Bidder response assessment is assessed by their value, quality and price sensitivity quality of the contracts given out at URA have clearly stated  in order to improve the pricing decision of the final bids in public procurement since it has showed a no significant effect on pricing decision in public procurement. Therefore bidder response assessment should be adopted to support the pricing decision in the firms. 

[bookmark: _Toc6307653]5.4.2 The relationship between competition assessment and pricing decision in public procurement 
Competition assessment should be instilled amongst competing firms since it has a significant relationship with pricing decision in public procurement and it emerged as a strong predictor of pricing decision. Therefore procurement managers should be chosen for their depth of knowledge, access to current operating information, technical expertise and commitment to the entity. Managerial power and discretion are necessary to empower firm managers to take actions that lead to increased bidding performance of the firms. With this they will be able to bid for so many contracts from the public procurement. Mechanisms and organizational structures that support the manager’s activities to meet the needs of the organization should also be established. 
[bookmark: _Toc472944283][bookmark: _Toc6307654]5.4.2	The relationship between bid requirements assessment and pricing decision in public procurement.
Bid requirements should be adopted in the entities to improve the pricing decision in public procurement since it has showed a significant effect on bid requirements assessment and pricing decision in public procurement. Therefore bid requirements assessment should be adopted to support the pricing decision in the firms. For example bid requirements can facilitate the activities of the skilled personnel in the entities in terms of decision making, information processing and other procurement activities to improve in the public procurement. 
[bookmark: _Toc472944284][bookmark: _Toc6307655]5.5 Limitations to the study.
i. The study used a questionnaire for data collection and this had a weakness of limiting the amount of data collected. There was a likely hood that relevant data was not captured because of use of close ended questionnaire
ii. The study used a cross sectional research design approach, the behaviors of the variables over time were therefore not analyzed and this restricts the applicability of the findings since a longitudinal study may give different results from the ones that were obtained by this work.
iii. Measurements tools were adopted from previous studies and therefore any limitations that are embedded in them equally affected this study. 
iv. Lack of cooperation from respondents, especially those who considered the information confidential. The researcher assured the respondents of confidentiality of their information that would be used solely for academic purposes by presenting an introductory letter from Uganda Management Institute.
v. This study was purely exploratory which fails to confirm its results
vi. Relevant resources for this study were only measured using skilled personnel and finances, yet there are many other factors for measuring it. 
[bookmark: _Toc472944285][bookmark: _Toc6307656]5.6	Areas for further research
Following the findings from this research study, the researcher proposed the following as areas for further research:-
i. Future research may want to use a qualitative case-based approach that uses in-depth interviews to solicit unstructured views about procurement performance.
ii. Future research may carry out confirmatory studies basing on this study since it was exploratory.
iii. Alternative approaches to construct measurement. Although the researcher’s constructs performed well, it is certainly possible that better (or at least different) measures could be constructed for several of the constructs.
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Dear Respondent,
My name is Apophia Kanyange conducting a research on the External Pricing Factors and Final Bid Pricing Decision in Public Procurement at Uganda Revenue Authority.  This is in partial fulfilment of a Master’s Degree in Management Studies (Procurement) of Uganda Management Institute. You firm has been selected to participate in this survey by giving your views/responses/experiences in regards to the factors that your firm considers in bid price decisions. This questionnaire will take not more than 5 minutes of your time, and I guarantee strict confidentiality of the views you present. 
Background Information
1. Name of Firm/Company: ___________________________________
2. Nature of work your firm does: ______________________________
3. Number of employees in your firm?
a) 1-5 Staff
b) 6-10 staff
c) 11-15 staff
d) 16-20 staff
e) Above 20 staff
4. Under which category is your firm registered by PPDA?
a) Consultancy services
b) Non-consultancy services 
c) Works
d) Supplies
e) All the above
f) None of the above 
5. How would you categorise the kind of work your firm specialises in?
a) Highly specialised work. 
b) Moderately specialised.
c) Fairly Specialised work.
d) Low specialised work.
6. Is your firm a prequalified provider in URA?
a) Yes
b) No
7. Under what category is your firm prequalified in URA? 
a) Consultancy services
b) Non-consultancy services 
c) Works
d) Supplies
8. Has your firm submitted Bids for URA Contracts before?
a. Yes
b. No
9. If YES, under what category did your firm Bid?
a. Services
b. Works
c. Goods
10. What factors make you feel that there is a good chance of winning a contract 
a. Type of Contract
b. Competitors
c. Your strength in the industry
d. Your experience 
e. Overall Economy
f. Nature of Contract
11. What factors make you think that your firm must get a contract with URA?
a. Need for work
b. Your strength in the industry
c. Size of contract
d. Reputation of client in this case URA
e. Number of competitors





SECTION B: External Factors influencing a Firms’ Bid Pricing Decision
For each of the following dimensions, kindly rate the influence each dimension has on your bid price decision in Public Procurement.
Bid Price Decision Parameters: (5 = Extremely Influential 4= Very Influential 3=Somewhat Influential 2= Slightly Influential 1= Not at all Influential
	
	Rating scale
	5 (EI)
	4 (VI)
	3 (SWI)
	2 (SI)
	1 (NI)

	A
	Bidder response assessment and pricing decision in public procurement
	
	
	
	
	

	A.1
	Firms variable costs influence our bid price decision
	
	
	
	
	

	A.2
	Firms fixed costs influence our bid price in contracts
	
	
	
	
	

	A.3
	Costs involved in bidding influence our final bid price
	
	
	
	
	

	A.4
	Costs involved in similar contracts influence our final bid price for contracts
	
	
	
	
	

	A.5
	Costs to service the contract influence our final bid price 
	
	
	
	
	

	A.6
	The need to cover operational costs influences our final bid price
	
	
	
	
	

	A.7
	Costs for ongoing contracts influence our firms final bid price
	
	
	
	
	

	B
	Competition assessment and pricing decision in public procurement
	
	
	
	
	

	B.1
	Past experience with similar projects is critical in our firms’ bid price decision
	
	
	
	
	

	B.2
	Past profit in similar work is critical in our firms’ bid decision
	
	
	
	
	

	B.3
	Past experience working with URA is critical in our firms’ bid price decision 
	
	
	
	
	

	B.4
	Past experience in managing similar projects both with URA or in other organisations influence our firms’ bid price decision 
	
	
	
	
	

	B.5
	We set the final bid price for a contract depending how many bidders are likely to submit?
	
	
	
	
	

	B.6
	We submit bids depending on which other firms are likely to bid for the same contract
	
	
	
	
	

	B.7
	We submit bids if we have a competitive advantage over other bidders in terms of low prices offered by manufacturers of supplies. 
	
	
	
	
	

	C
	Bid requirements assessment and pricing decision in public procurement
	
	
	
	
	

	C.1
	Required bid Security for URA tenders is critical in our firms’ bid price decision
	
	
	
	
	

	C.2
	Time allowed for submitting bids is fundamental in our firms’ bid price decision
	
	
	
	
	

	C.3
	Timing of bidding (season) influences our decision to bid or not bid for contracts
	
	
	
	
	

	C.4
	Bidding document price is very critical in influencing our firms’ decision to bid for contracts
	
	
	
	
	

	C.5
	Eligibility requirements (Tax clearance certificate, Trading License) are critical in our firms’ bid decision
	
	
	
	
	

	C.6
	Tendering duration influences our firms bid decision
	
	
	
	
	

	C.7
	Bidding methods used by URA are influential in determining our bid decision
	
	
	
	
	

	C.8
	We set our bid price depending on our ability to mobilise the required resources to execute the contract 
	
	
	
	
	

	D
	Pricing Decision in Public Procurement
	
	
	
	
	

	D.1
	We set the bid price once we are sure the there is good profit on the contract
	
	
	
	
	

	D.2
	We set bid prices only for contracts that are aligned to the financial goals of the company
	
	
	
	
	

	D.3
	We set the bid price once we are sure that there is good profit on the contract
	
	
	
	
	

	D.4
	We set the bid price if we have a competitive advantage over other bidders in terms of being authorised local partners or dealers of products from various manufacturers 
	
	
	
	
	

	D.5
	We set the final bid price for a contract depending how many bidders are likely to submit
	
	
	
	
	

	D.6
	We set lower bid prices for URA contracts because URA is prompt at processing payments for providers
	
	
	
	
	

	D.7
	Our decision to set lower bid prices for contracts is because of the financial capacity of URA
	
	
	
	
	

	D.8
	We set lower bid price for URA contracts because URA is a big corporate Client
	
	
	
	
	

	D.9
	We set a lower bid price for URA contracts because the bidding requirements are not hard to meet.
	
	
	
	
	



Mention other factors you take into consideration while coming up with the final bid price for your all the public contracts you engage in?
………………………………………………………………………………………………..
END
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