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Abstract

The study aimed at determining the factors affgcsappliers’ responsiveness in the Government targle
process with reference to the Ministry of Landsubiaog and Urban Development Department of Publich&/o
Gatundu Sub-County. The study focused on the mamagieand activities of the staff as well as suppland
customers of the department. The researcher atlaptescriptive research design as there are \esialhich
cannot be quantified but can only be describedascdptive statistics. Through random stratifiednpling
method the researcher selected 33 respondentsf diiSowho constituted the total population of thaffs
suppliers and customers in the department and wsieagified in to senior level management, middleele
management, procurement and stores staff as wedlupgliers and customers in the department. Datw wa
collected through administering questionnaireshi® tespondents. Quantitative and qualitative tephes of
data analysis was used to analyze Data and inclidedse of SPSS Version 21 data analysis softasneell

as Microsoft Excel and the findings presented tghocharts, tables and graphs. The ideas conveyhisistudy
are in response to the research questions set fointh study achieved its primary objectives whigére: to
determine the extent to which order specificatiaffect Supplier responsiveness in the Governmereiéng
process; to assess the extent to which use ofnmafion technology affects Supplier responsivenasthé
Government tendering process; to examine the extentvhich market price increases affect Supplier
responsiveness in the Government tendering proaass;to establish the extent to which buyer-supplie
relationships affect Supplier responsiveness inGbgernment tendering process. This result shoasttiere
are relationships existing among the constructthefstudy, and it confirms proposed ideas in thet three
chapters. Hence, it is concluded with some cortidbs to the literature. From the findings the sthds drawn
conclusions and made recommendation on how supekponsiveness to Government tendering processes ¢
be enhanced. Importance of specifications cannob\er-emphasised. Specifications indicate, fitnéss
purpose or use; communicate the requirements seaar purchaser to the supplier; compare whattisadly
supplied with the requirements in terms of purpagslity and performance as stated and provideeege in
the event of a dispute, of what the purchaser redquand what the supplier agreed to provide. Siheekey
objective of purchasing is to contribute to the fipability of an undertaking by obtaining the begtality
products or services in terms of fithess for usthatleast possible total cost. It is therefordyhigcommedned
that negotiating with suppliers, purchasing staffsirknow what they are negotiating for becausesétisfaction

of user requirements depends on obtaining relighfgplier. Findings of the study reveal the importamof
Information technology, by way of transforming theay that business is conducted. There is need for
purchasing entities to embrace the strategic irapbas of IT and e-procurement so as to effectivslgrdinate
demand requests, transportation and inventory neamegt organizations should utilize the benefittoditegic
supply chain tools such as information technolagiptver and make ordering more efficient.

Keywords: Suppliers’ responsiveness, Tendering proc®sder specifications, Information technology, Mdrke
price increases, buyer-supplier relationships.

INTRODUCTION

Background of the study

According to Einsen & Mentzer (2006), the busindefinition for a supplier is an organization thatiders
materials, components, goods, or services to anatfyanization. In the buyer-supplier relationstiiprature,
firm-level factors such as dependence and reldtinoems are often linked to opportunism and relalap
continuance. The role of the decision-making agensuch relationships is usually ignored. To chatige
dynamics and give themselves a more powerful sstgller suppliers need to differentiate themselesther,
this differentiator may be consistent zero defeatpatented or hard-to-find process critical to ¢hstomer's
success, value added services, Vendor ManagedtbnyeiVMI) contracts, or the highest delivery perfance
of any competitor.
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Einsen & Mentzer (2006), cite that one of the kéysuccessful supply chain performance improvennt
cooperation and mutual decision making betweerirtgaplartners. Companies that collaborate with gusts in
demand and replenishment planning have a bettencehaf meeting demand. Those who give accurate
information may also gain visibility of customequerements and inventory levels. By synchronizipgmations
with customers, the supply chain is more resporteithe marketplace with less waste.

The public sector services are criticized for beingfficient and for representing a drain on thedurctive
sectors of the economy. As Quick & Kanellos (2006)e, the absence of competition is seen to beobiige
greatest impediments to efficiency. The introduttod competitive tendering is seen as a meansroédging
this, by exposing the provision of these serviaegdmpetition. Quick & Kanellos (2005), argue timaany
purchasers view their suppliers' performance dsirigcin "the critical areas of quality and cost impement,
delivery performance, new technology adoption, fimaincial health. Notably, today's firms focus deit core
competences and thus become more dependent orstipgiliers to meet the ever increasing competitian.
compete in their respective markets, buying firmstensure that their suppliers' performance, éapscand
responsiveness equals, or surpasses that expetidncthe buying firm's competitors.

Lysons & Farrington (2006) define tendering as ecpasing procedure whereby potential suppliersrasiéed
to make a firm and unequivocal offer of the prical derms which on acceptance shall be the bastheof
subsequent contract. Although tendering is sometioeed to obtain prices by private sector undertgki
particularly in respect of construction and sendoatracts, it is in the public sector that tendgris most used
to ensure the principles of public accountabilAgcording to Lysons (2001), the aim of tenderingasnable
the supplies of stores and/or services to be oddaimthe right condition, quality, quantity, priaed time.

Global perspective on tendering processes

According to Gunasekaran, Patel & Tirtiroglu (2004 )tender process (or "Invitation to Tender" pesjds a
method by which suppliers are selected for the ipiow of products and services to an organizatibime
process involves creating a suite of Tender Docusném manage the supplier selection process. Idigub
purchasing, procedures are usually codified wigtemding orders which are usually prescribed by dinsit
above which tenders must be invited, the forms @fitracts to be used, and to whom and under what
circumstances responsibility maybe delegated e.genior officers.

Lysons (2001), contends that in general the praeedar tendering involves the issues of public
advertisement inviting tenders, full and identispécifications being issued to each prospectivéracior, who
is then required to submit his tender in sealedidedtifiable envelop on or not later than a prissat date, and
a date is fixed for the opening of tenders wherpoayped officers from the purchasing department and
external department. Tenders will be initialed @miered on an analysis sheet showing details oé prates,
carriage charges, delivery settlement terms aner atfiormation necessary for their evaluation. Liateders are
not considered and are usually returned unopened.

A Supplier performs various roles in governmentdgsing processes including; trading with
government with an aim of supplying goods of righantity and quality of material at the right tim® required
thus maintaining regular flow of materials or gootlsey also ensure a better margin of profits alihsiness or
process (Cavinato & Kauffman, 2001). The UK Pulllantracts (Works, Service and Supply) Regulatidd02
sets out the thresholds for contracts, above whicder EU directives, must be applied to the teindeand
award of contracts. Further it sets out rules imjato the advertising by public bodies by whicteith
requirements must be advertised in the Officialrdaliof the European Union (OJEU) (Albano & Zampino
2008).

Further, European directives on public sector pasioly recognize three forms of tendering
proceduresppen tendersvhere all suppliers that respond to a contracicaatre invited to tendergstricted
tenderswhere only those suppliers that have been inditethe contracting authority may submit tenderg, bu
restricted procedures will only apply where thetcact value does not justify the procedural co$taroopen
tender and the product required is highly spedifids naturenegotiated tendera/hich allow the terms of the
contract to be negotiated with one or more suppligithout prior publication of a tender notice (Alim &
Zampino, 2008). Suppliers who participate in theegament tendering process play a great, roledrctiuntry's
economy. It is the responsibility of governmentettsure that these suppliers perform to the expeestaand
satisfaction of the public whose money is spenv{iGeo & Kauffman, 2001).

Kenyan perspective on tendering processes

Nkonge (2013), while conducting a study on the @mgles faced by Small and Medium Enterprise Suggplie
when bidding for tenders in Thika District, foundtdhat some aspects in procurement hinder SMEsl(Sm
Medium Enterprises) from participating in publim¢iering process. Shortage of finances and poorsadoe
information has led many of them to be in the demkcerning public procurement and thus leadinghert
inability to bid and win tenders.
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Amayi & Ngugi (2013), while conducting a study ohet determinants of public procurement
performance in Kenya in the Ministry of EnvironmeWtater and Natural Resources found out that psadeal
ethics influences procurement performance. It veae@iained that Information & Communication Teclogy!
(ICT) has an influence on procurement performaned & still inadequately deployed in public service
Moreover Kipkorir (2013), while conducting a studyn the role of proactive procurement on strategic
procurement performance at public institutions Enia in Rongai Sub-County Nakuru County, foundtbat
one of the major problems that deterred the sharingeful sharing of information between the prawy entity
and the suppliers was indeed the lack of apprapmatdia such as the use of Entreprise ResourcaiRgpn
(ERP), Electronic Data Interchange and Informatupport Systems. Kiage (2013), conducted a studghen
factors affecting procurement performance in thaiMry of Energy and found out that there was pmmntract
management characterized by delays in paymentsgpiisrs which hampers greatly on their servicéveey.

Matindi & Ngugi (2013) while also conducting a syudn the determinants of procurement
performance at Kenya National Highways AuthorityeHA) found out that efficient management provides
good basis to prevent corruption in the procurenpenformance and that institutional support at legels of
government is needed by procurement personnelderdo promote integrity, monitor the public progument
performance and apply the procurement law apprigbyia

Mwikali & Kavale, (2012) conducted a desk top stunly the Factors Affecting the Selection of
Optimal Suppliers in Procurement Management anddawut that theost criterion, technical capability, quality
assessment, organizational profile, service legals$ risk factors, in that order of relative impaorta, are key
factors affecting supplier selection in procuremmiainagement. The cost criterion is the most ingmbrtactor
that firms consider before engaging suppliers beeatost directly affects the profit margins whishai key
objective not only in materials management, but aisbusiness organizations.

Kenyan regulations on tendering processes

Public procurement in Kenya has been fairly stré@endl in the recent past following the enactmenPublic
Procurement and Disposal Act of Kenya (2005) ardRthblic Procurement and Disposal Regulations aiyde
(2006). Open tendering applies to both local (cedeby section 54(2) of the Act) and internatioreiders
(covered by section 71 of the Act), is the prefé@rmethod of procurement open to all tenderers vda f
competent to purchase the tender documents, dithtnd then submit them as specified in the teddeument.
It is advertised publicly and involves maximum caatifon.

Restricted Tenderings an alternative method of procurement other thamdpadering(covered by
section 73 of the Act) which can be used by Ertitimly after obtaining written approval from itsnber
Committee and if it has recorded in writing thes@as for using the alternative procedure. Condstits be
satisfied for approval to use this alternative rodtof procurement are; Competition for contractause of its
complexity or specialized nature limited to predfied contractors [section 73(2) (a)]; Time andta@gjuired to
examine and evaluate a large number of tendersdmoeldisproportionate to the value of the procurgme
[section 73(2) (b)]; There are only a few known @igrs for a particular type of procurement [sectit3(20
(c)]. The Government Public Procurement and DispAsa 2005 is by and large an adoption from the WWor
Bank procurement guidelines of 2004. This folloveederies of other reviews that were all tailoreanaking
public procurement efficient and effective with acis of also promoting local investors as much assiple
(World Bank, 2004).

Profile of the Ministry of Lands Housing and UrbaDevelopment

The Ministry of Land, Housing and Urban Developmenas established in May 2013, through Executivee®rd
No. 2/2013 following the inauguration of the newgmment that collapsed the hitherto 44 ministitnts 18,
in accordance with Constitution of Kenya, 2010.

In the new structure, Ministries that previouslysted as single entities were merged to form super
ministries, some with bigger responsibilities. Thbe Ministries of Land, Housing, Urban Developmand
Nairobi Metropolitan Development, were joined tdgatto form the Ministry of Land, Housing and Urban
Development. The Ministry is mandated to providdéigyodirection and coordinate all matters relatedands,
housing and urban development. Further, it consi$tshree directorates each with distinct mandatd a
functions and these are; Directorate of Land, Dinete of Housing and the Directorate of Urban
Development. The directorate of Urban Developneemiprises Public Works, Nairobi Metropolitan andéain
Development.

Public Works is charged with the responsibilityptéinning, designing, construction and maintenance
of Government assets in the field of built envir@mh and infrastructure development. Assets in built
environment include hospitals, schools, collegeshnical institutes, prisons and courts. Assetafiastructure
development include footbridges, sea walls, breddmsaand jetties. Public Works sustains and presettvese
assets through a well-developed system of maintenaich includes among others, specialized sesVike
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rehabilitation works, aesthetic treatments likeeiidrs, lighting, and landscaping. It has six tecah
departments, referred generally as building depamtsn These are; Architectural, Structural, Eleatriand
Mechanical, Quantities and Contracts, Design ad a®lthe Kenya Building Research Centre. The other
departments, Administration and Supplies Brancbyiple support services to technical departments.

The Architecturaldepartment is responsible for rendering services &éme required to obtain the
client’'s accommodation requirements, translateethiet® building designs and then carries out thestraction
and subsequent maintenance of the buildings bysedybn standards of design and construction oégowuent
buildings and providing client ministries with estites of buildings and structural works. The Stmadt
department is charged with design, documentatigperwision of structural and Civil Engineering campnts
in all Government buildings and institutions. ltalso responsible for design and construction afg®tection
works, jetties, seawalls and breakwaters and gittretural advice on major structures and otheldmgs in
the country. It also constructs footbridges acthescountry.

The Quantities and Contractdepartment prepares approximate and/or detailetmasts for
building/construction projects for purposes of fara/ budgets, works programme, prepares valuations f
interim payment certificates and final accounts addices other Ministries and Government Departsenmt
matters relating to Building Construction Contraictsonjunction with the Attorney General’'s Chanthdt is
also charged with the registration of contractdit®e mandate of thElectrical and Mechanicalepartment is to
design, supervise and maintain Electrical/Electraamd Mechanical Engineering services in Publiclddogs
and Institutions. These include installation andimesmance of lifts and elevators, PABX, Closed Gitrc
Television (CCTV), refrigeration services, fire Fotion services, among others

The Kenya Building Research Centre is responsibledissemination of information relating to the
building construction industry and carrying out @ash on building materials and systems to fatdlita
availability of innovative and cost effective build materials and technologies. The Design depantrise
responsible for providing design services to thaisry and the Supplies Branch with support frored&ury is
the department charged with the procurement of commser items and annual term contracts for all
governments Ministries, Departments and Agenciebelps in increasing efficiency in the use of goweent
resources.

Statement of the Problem

In a study conducted by the Controller and Auditn€al Kenya National Audit Office (Audit Reports
2008/2009), there was a scenario whereby a teneeerawarded a tender and an LPO was issued tdohim
supply of stationery items to the ministry. Theraswnuch lead time and the procuring entity aften@ltime of
expediting with the tenderer, the supplier commat&d that he was not in a position to deliver theds due to
increases in prices in the market. While conductimg pre-survey study, the researcher observedntost
tender documents were partially completed, whiteagority of them did not have the necessary attastimas
called for in the tender advertisements. On enagithe reason behind why this was so, the reseawhs
informed that most of the unavailable documents hatlbeen downloaded from the Ministry’s website as
prospecting suppliers had been instructed on tideteadvertisement.

Another scenario is whereby 5 (five) contractord bffered construction services to public insting
under the management of the department of PublicksVduring the financial years 2011/2012 and 200232
and whose payments had not yet been effected asudt of contractors not abiding with the termstlod
contracts (Gatundu Sub- County Public Works OffiReports 2013/2014). Moreover, the researcher was
informed that 4 (four) contractors had requested Rlablic Works officer to change the specificatimfighe
materials they were to use to execute their cotgreiting unavailability in the market and higheicps than
quoted for suitable alternatives. Further a Secgn8ahool Head and the CDF Funds Accounting Manhgdr
visited the Public Works office to complain of tlgeality of construction works being carried outtheéir
respective establishments.

In view of these indicators, the researcher dedtlasthere is a problem in the government tenderin
process and wishes to evaluate the factors affpctirppliers’ responsiveness in the government targle
process in the Ministry of Lands, Housing and Urievelopment department of Public Works Gatundun wit
the aim of identifying areas which need improvenmmas to make these practices more efficient éadtive
to enhance service delivery.

Specific Objectives of the Study
The study was guided by the following specific alijees:
i. To determine the extent to which order specifisatiaffect Supplier responsiveness in the Government
tendering process.
. To assess the extent to which use of informati@hrielogy affects Supplier responsiveness in the
Government tendering process.

14



Journal of Poverty, Investment and Development www.iiste.org
ISSN 2422-846X  An International Peer-reviewedrdal E-L,!ll
Vol.13, 2015 IIS E

iii. To examine the extent to which market price inceeaaffect Supplier responsiveness in the
Government tendering process.

iv. To establish the extent to which buyer-supplieatiehships affect Supplier responsiveness in the
Government tendering process.

Scope of the study

The purpose of this study was to evaluate the facaffecting suppliers’ responsiveness in the Gowvent
tendering process and will be undertaken at thasttinof Lands, Housing and Urban Development Depant

of Public Works in Gatundu Sub-County which is lechat Githunguchu Sub-Location, Ngenda Location,
Gatundu South Sub-County of Kiambu County. The ytadncentrated its research undertakings on the
suppliers, customers and members of staff of tHdi®®Works department. The target population wastal of
twenty eight suppliers and customers and five membkstaff at the department.

LITERATURE REVIEW

Introduction

This chapter has reviewed the past studies retatdte study. It has discussed the literature vewethe study,
which will provide the reader with explanationstioé theoretical rationale of the problem under wtndluding
research that has already been done and how ttiadin relate to the problem at hand (Donald, 2006
purpose of the literature review was to avoid ueseary intentional or accidental duplication of eniaf
already covered. In this chapter, literature hesnbreviewed under the raised factors on the sbbjictives.
This chapter has relied on earlier work which whatamed from purchasing and supplies textbookseguowent
procurement documents such as the PPDA (2005)lend®PDR (2006), the Kenya Gazette, PPOA manuals,
Treasury Circulars, Business Journals and the Banet) and Supplies Magazines. It has provided anview
of major past activities that were earlier undegtakn factors affecting supplier performance in@wvernment
Tendering process in Public Works Institutions. sThhapter explains the theoretical review, the ephal
frame work, the empirical review, the research dglag critique of the existing literature and thba summary.

Requirements for open tendering

According to the PPDGM (2009), the procuring enstyall prepare an invitation to tender that setstbe
following; the name and address of the procurintifyewhich gives the physical location of the praog entity
along the registered name of the business unittethder number assigned to the procurement prauogediy
the procuring entity that is the serial numbergssil to each category of items being procured. 3évigl helps
to differentiate the assorted categories of goedsks or services being procured. A brief desaviptof the
goods works or services being procured, includimgtime limit for delivery or completion and an éxation
of how to obtain the tender documents, as welhasamount of any fee.

An explanation of where and when tenders must bengted and opened and a statement that those
submitting tenders or their representatives magndtthe opening tenders. The procuring entity thepares
tender documents in accordance with the Act ancRisgulations. The tender documents shall contadrugim
information to allow fair competition among thoséaavmay wish to submit tenders. The PPDA (2006)estat
that tender documents shall set out the followirttg specific requirements prepared under sectiomldding to
the goods, works or services being procured andirie limit for delivery or completion and where ke are
being procured, relevant drawings and bills of dii@s; The general and specific conditions to \ahtbe
contract will be subject, including any requiremérdt performance security be provided before tirgrect is
entered into and the tender number assigned tprdeeirement proceedings by the procuring entity.

Instructions for the preparation and submissiotentlers including the forms for tenders, the number
of copies to be submitted with the original tendety requirement that tender security be providetifarm and
amount of any such security; Any requirement thatlence beprovided on the qualifications of the person
submitting the tender; An explanation of where amen tenders must be submitted, a statement thaétiders
will be opened immediately after the deadline faloraitting them and an explanation of where the eesdwill
be opened are provided. Included also are; a statenf the period during which tenders must remailid
including procedures and criteria to be used tduata and compare the tenders; a statement thatrdloring
entity may, at any time, terminate the procurenpeateedings without entering into a contract; amaccuring
entity may amend the tender documents at any tieferéd the deadline for submitting tenders by isguan
addendum.

Further, an amendment may be made on the proceritity's own initiative or in response to an
inquiry. The procuring entity shall promptly proeica copy of the addendum to each person to whom the
procuring entity provided copies of the tender doeuats. The addendum shall be deemed to be patteof t
tender documents. The procuring entity shall talehsteps as are reasonable to bring the invitatidender to
the attention of those who may wish to submit teade the estimated value of the goods, worksewises
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being procured is equal to or more than the prieedrihreshold for national advertising, the praogréentity
shall advertise, at least twice in a newspaper exfeqal nationwide circulation which has been reatyla
published for at least two years before the datessafe of the advertisement, and on its websit@stances
where the procuring entity has a website, an arbegnent shall also be posted at any conspicuous pla
reserved for this purpose in the premises of tleeyming entity as certified by the head of thegoring unit
(The Public Procurement and Disposal Act, 2005).

Theoretical Review

The conceptual issues in customer-supplier relghims have been highlighted by Buzzel (2011). Besid
Caniels & Gelderman (2005) have also contributedhese theories. In developing a customer classidin
matrix they focus on customers as profit centelse@& variables - costs to serve suppliers, custdm@eaviors
and management of customers - were used to ine#stife profit dispersion of the customer portfokour
types of costs - presale, production, distributmil post-sale service cost were used to definedketo serve
axis. Combining this calculation with the net pratearged they found that such analysis identifiedde range
of profit margins both by customer and type of prtdsold.

Caniels & Gelderman (2005), suggest that many senggbelieve that if they analyze the broken down
of their accounts, most accounts will fail into thearriage trade" and "bargain basement quadritets.when
analysis is actually performed, it will usually shthat over half a suppliers’ accounts fall inte t{passive" and
"aggressive" quadrants. They contend that fourcdsps the customer's nature and position affecfitability:
customer economics, “power the nature of the decisiaking unit, and the institutional relationshiptween
the buyer and seller". They further developed thereach and demonstrated that the grid can be ssitdly
used to segment customers in mature industrial etsrk

Caniels & Gelderman (2005) define relationship gals a function of four factors: criticality,
quantity, substitution and slack. They also usedf@io approach to analyze customer-suppliertiefts and
propose a relationship classification matrix basedhe concepts of relations value" and "interestmonality".
This model analyzes optimal portfolio choice anshsaomption with values management in the organimatio
supplier-customer trading relationship.

Eisen &Mentzer (2006), investigated the role of rageegotiation characteristics in buyer-supplier
relationships and through an experimental reseapghoach, found that after comparing two major fiewel
factors, dependence and relational norms, thetassegss and cooperativeness of decision-makingtades a
significant impact on opportunism in the existingad on relationship continuance. Bowersixal (2007)
further cite that in order for buyers to be ablertake the right source decisions, they must kncair thmarket.
They need to know their main supplier well to vigiem and talk to theeople who process their orders and
make decisions about them, keep in touch with lassiplans and products developments.

In recent years, marketing experts have concentidtaost exclusively on supply marketing, aimed at
potential purchasers rather than sellers. In amiditihey should know where other potential supplae based
and be aware of production costs, wages and disiito costs that apply in particular markets (Bliz2811).
Hineset al (2000), contend that companies are inclined tokwath different suppliers in different ways. It is
important that the relationship with suppliers Sfais both the company needs and those of theisoppHines
et al (2000), mentioned that in commodity products,sittommon to find an adversarial relationship mainly
based on price between buyers and suppliers. Vpés af relationship with suppliers does not allaw €ost
reduction in the supply chain.

It may be beneficial to network the supplier, teelep partnerships and alliances that will bertadith
partners. This could be based on production, pats@and or symbolic networking that will turn omagegic
alliances allowing the information sharing, rislaghg, obtaining mutual benefits and coordinatitenp (Hines
et al 2000). According to Kenygazettesupplement No.24 dated 30-03-2001. Legal notic&Npage 149, a
supplier is defined as a person under contract witicuring entity to supply goods, work and servioe
government ministries and department. While théndtefn of a goods supplier which would be accefsaio
everybody would be difficult to write, there arenmioer of attributes which might be regarded as dbkrfor a
typical relationship.

The economic theory

According to Lysons (2004), price can be definedhasvalue of a commodity or service measured rimgeof
the standard monetary unit. In comparing two quaattherefore price enables us to appraise tladivelvalue
offered by each supplier. Economic theory showsdeaand and supply are balanced by the influehpeice,
the equilibrium price indicating the point at whidBmand and supply are equal. Further, at a pkticooment
in time the market price may differ from the eduwilum price because the effect of temporary infaesnmay
not have had the chance to work themselves outvben these factors have stabilized a normalegailibrium
price will cause a substantial change in demarah the demand is said to be elastic.
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Demand is inelastic where a substantial change rice pmakes little difference to the amount
demanded. Demand is likely to be less elastic whiiere are few or no substitutes or competitdieréd is
buyer inertia, i.e. buyers are slow to change theying habits and search for alternative sourcésveer prices;
and where buyers do not notice or fail to challethgehigher price. If demand is elastic, suppligils consider
reducing their price since a lower price will reésalenhanced revenue (Lysons, 2004).

He further cites that, the above theory is basedhenconcept of ‘perfect’ competition. For perfect
competition to exist the following conditions magtply; the item dealt in must be homogeneous soathayer
is indifferent regarding the seller from whom heke his purchase, e.g. an absence of trade origtanyr
names; the item must be easily transportable froenpace to another; there must be many buyerseltets so
that the former cannot artificially restrict demaomrdthe latter supply; there should be an absehpeeferential
treatment or discrimination of or against buyerd aallers. According to Lysons (2004), easy comcation
must exist between buyers and sellers so thataheymmediately aware of what is happening anywirethe
market. Buyers and suppliers engage in economiwities while transacting hence this study will uae
deductive approach on this theory to gain a mohent view of these activities.

Transaction Cost Theory (TCT)

According to Lysons & Farrington (2006), the tertrahsaction cost" is frequently thought to haverbeaned

by Ronald Coase, who used it to develop a thealetiamework for predicting when certain econonaskis
would be performed by firms, and when they wouldokeformed on the market. However, the term isalltu
absent from his early work up to the 1970s. Whitedid not coin the specific term, Coase indeedudised
"costs of using the price mechanism” in his 193@epd@he Nature of the Firmwhere he first discusses the
concept of transaction costs, and refers to thest$Cof Market Transactions" in his seminal woFke Problem

of Social Cos{1960). The term "Transaction Costs" itself castéad be traced back to the monetary economics
literature of the 1950s, and does not appear te baen consciously ‘coined' by any particular iiclial.

Arguably, transaction cost reasoning became modelwiknown through Oliver E. Williamson's
Transaction Cost Economics of 1971®day, transaction cost economics is used toa@xl number of different
behaviors. Often this involves considering as "geantions” not only the obvious cases of buying sailing, but
also day-to-day emotional interactions, and infdrgifh exchanges. Oliver E. Williamson was awardieel 2009
Nobel Memorial Prize in Economics (Lysons & Fartiong 2006).

According to Eisingerictet al, (2008), in economics and related disciplinesaasaction cost is a
cost incurred in making an economic exchange (extahe cost of participating in a market). Thég ¢hat
transaction costs can be divided into three br@adgoriesSearch and information costghich are costs such
as those incurred in determining that the requgedd is available on the market, which has the &ivpeice;
Bargaining costswvhich are the costs required to come to an acbkEptgreement with the other party to the
transaction, drawing up an appropriate contractsmon. On asset markets and in market microstreictbhe
transaction cost is some function of the distanevben the bid and ask areiglicing and enforcemertosts
which are the costs of making sure the other party stickihe terms of the contract, and taking appragria
action (often through the legal system) if thimgiput not to be the case.

Further, transaction costs are comprised of: -ckeand bargain costs; bargaining and decision icosts
and policing end enforcement costs. Asset speifisithe relative lack of transferability of assé@itended for
use in a given transaction to other uses. Williamisientified six main types of asset specificitige;sphysical
asset; human asset; brand names; dedicated amsgtsemporal. Asymmetrical information distributioreans
that the parties to a transaction have uneven adceselevant information. One consequence is Wittin
contractual relationships, either party may engageast-contractual opportunism if the chance ataving to
more advantageous partnerships arises (Lysons &ington, 2006). The researcher will seek to gaiw ne
insights to the vast body of knowledge to whiclstthieory is relevant by ascertaining its relatigmshith the
concepts of the study.

Resource-Based Theory (RBT)

Kay (1995) contends that Resource Based Theory asigds that each firm is characterized by its onique
collection of resources of core competences. Ththes,source of competitive advantage is the creabibn
distinctive capabilities that are difficult to bdind maintain, codify and make into recipes, capg emulate
and cannot simply be bought off the shelf. Kay td&s three basic types of distinct capability;

Firstly, Corporate architecturethe capacity of the organization to; create atwlesorganizational
knowledge and routines; promote more effective eoafion between network members; achieve a traespar
and easy flow of information; adapt rapidly andxitality. Secondly,Innovation;- thecapacity to lower costs
and improve products or introduce new ones aheatbwipetitors. The successful exploitation of newail
incorporating new technologies, designs and besttige is difficult and uncertain. Often, innovatioan only
be achievedby cooperating and collaborating with partners.
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Thirdly, Reputationr the capacity to instill confidence in an orgaian’s credibility, reliability,
trustworthiness and possibly accountability. Orgations can only achieve a positive reputation dwvee, but,
once achieved, their ability to provide quality@ssice may enable them to obtain a premium pricprimducts.
From the insights provided by TCT and RBT, thedwaling propositions are derivedrm’s length relationships
are associated with low supplies competences Hraeasily be bought off the shelf as they are nmotgntial
suppliersinternal contractsin house provision associated with high assetifipity and core competences.

Further, Hoopes, Madsen & Walker (2003) argue plaatnership relationships that apply to assets of
medium specify and ascend in steps according taligtance of the complimentary competences provimed
external suppliers from the core competences ofuicplar firm. Up to the mid 1980’'s, approachirttet
marketplace on an adversarial basis was the nonos Wichael Porter (1985), cited in Lysons (200dyaxates
that purchasers should multisource, negotiate g¢bort contracts, maintain secrecy regarding casties and
product design and make (or receive) no improverseggestions to (or from) suppliers.

According to Ludwig & Pemberton, (2011), a resotbesed view of a firm explains its ability to
deliver sustainable competitive advantage whenuress are managed such that their outcomes camnot b
imitated by competitors, which ultimately createscampetitive barrier. RBV explains that a firm’sstinable
competitive advantage is reached by virtue of umicgsources being rare, valuable, inimitable, madable,
and non-substitutable, as well as firm-specificeited by (Hoopes, Madsen, & Walker 2003). The aedger
will use this theory to conceptualize the study em@hsure its outcome.

Bensaou’s model on buyer-supplier relationships

Lysons & Farrington (2006), cite the Bensaou mafel999 on buyer- supplier relationships which Wwased
on a study of 11 Japanese and 3 US automobile metauérs. They note that Bensaou suggests a frarkdaro
managing a portfolio of investments for the purposenabling senior managers to answer two questiwhich
governance structure or relational design shodldrachoose under different external contingenci@s?ich is
a strategic decision because it affects how a fiefines its boundaries and co-activities), and whathe
appropriate way to manage each different type lafiomship? (which is an organizational question).

Further, Bensaou suggests four buyer relationshifilgs; market exchange; captive buyer; captive
supplier; strategic relationships. For each prpflensaou identifies distinguishing product, maiked supplier
characteristics and suggests that the four profiles be arranged. In matrix to indicate whetherebsiyand
suppliers ‘tangible and intangible investmentshia telationship are high or low. Tangible investtsen his
context, are buildings, tooling and equipment, whiitangible investment are people, time and efp#nt in
learning supplier- purchaser business practicegpamedures and information sharing.

Bensaou concluded that many large firms in manufaxg are moving away from traditional vertical
integration and towards the external contractingeyf activities. Moreover as inter-firm relationgsiincrease,
firms cannot manage with one design for all refalps and so need to manage a portfolio of reighips.

According to the Bensaou model, building and regléap relationships involves, three analytical
steps; the strategic selection of relationship syfmematch the external conditions relating to pheduct, the
technology and the market; the identification ofagpropriate management profile for each type HEtianal
design; and matching the design of the relationskiiich could be over or undersigned to the designed
management profile (Lysons & Farrington, 2006). iBgr transactions, buyers and suppliers develop
relationships hence this theory will be tested dtdaly as a means to enable the researcher sesilitlity.

Conceptual Framework
Conceptual framework can be defined as a set afchideas and principles taken from relevant fieldsnquiry
and used to structure a subsequent presentatidra¢2009). It is a research tool intended tosissresearcher
to develop awareness and the undemanding of thatisih under scrutiny and to communicate this. Adim
to Mugenda (2008), a conceptual Framework is achstsiicture that consists of certain abstract Hogkich
represent the observational, the experiential hadanhalytical/ synthetical aspects of a processystem being
conceived. The interconnections of these blocksptetm the framework for certain expected outcomes.

An independent variable is that aspect which isynmeed to affect or determine a dependent variable.
The independent variables in this study are; spetibns, information technology, price fluctuatipnand
buyer-supplier relationships as shown in the Figuiebelow. A dependent variable responds to tependent
variable (Lucey, 2001). It is called dependent bsedt "depends” on the independent variable.igstudy, the
dependent variable is suppliers' performance.
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Independent variables Dependent variable

Order Specifications

®»  Frequency of internal training
*  Frequency of orderrevisions
*  Number of repeated tenders

L J

Use of Information Technology

= Number of computer literacy training
sessions "

*  Number of available computers

»  Number of intemet connected offices

Supplier Responsiveness
=  Number of completed purchase

> contracts
= Number of incomplete contracts
Market price increases = Rate of supplier compliance with
=  Frequency of Govemnment trade regulatory bodies’ requirements

Y

policy revisions
= Rate of commodity price increases
= Frequency of changes in demand

Buyer — supplier relationships

=  Frequency of public policy on
development and reviews

= Rate of incentive alignment to
contracting parties

»  Rate of preferential status revision

L 4

Figure 2.1: Conceptual framework

Order specifications

According to the British standards specificatioBSK 7373), a specification has been defined astersent of
the attributes of a product or a service, a stattmirequirements and a statement of needs tatisfied by the
procurement of external resources. Lysons & Faroimg(2006) cite that specifications indicate, dga for
purpose or use; communicate the requirements seaar purchaser to the supplier; compare whattisadly
supplied with the requirements in terms of purpagslity and performance as stated and provideeege in
the event of a dispute, of what the purchaser requind what the supplier agreed to provide. Mageothe
purchasing staff should be knowledgeable aboutifpesions because the primary purpose of purcliarto
contribute to the profitability of an undertaking bbtaining the best quality products or servigeserms of
fitness for use at the least possible total costelhegotiating with suppliers, purchasing stafstriinow what
they are negotiating for because the satisfactionser requirements depends on obtaining reliabjmpleer
(Lysons & Farrington, 2006).

Use of Information Technology
According to Alex (2013), IT is transforming the wthat business is conducted. Computers preparcgcies,
issue checks, keep track of the movement of staok, store personnel and payroll records. The patson
computers are changing the patterns of office warld the spread of information technology is afferthe
efficiency and competitiveness of business, thactire of the work force, and the overall growtheobnomic
output. The purchasing department has been raglichinged by the development of Information Techgyl
(IT). Many communication channels are available likternet, email, telephone, mobile communicatidas,
video conference calls, GPS, etc (Alex, 2013).

Kishor et al (2006), cite that all organizations are being éok¢to embrace the strategic implications of
IT and e-procurement as a result of globalizatind the current technological changes. Accordinghalle,
Guyo & Emuhaya (2014), limited or no access to neformation regarding both domestic and expoatrkets
especially with respect to such matters as supplymes and quantities have led to supply shorthgeause
players are never aware of how many orders a castévas placed and how much should be ordered from
suppliers. In order to coordinate demand requdsasisportation and inventory management organiastio
should utilize the benefit of strategic supply ché&bols such as information technology to lower anake
ordering more efficient.

19



Journal of Poverty, Investment and Development www.iiste.org
ISSN 2422-846X  An International Peer-reviewedrdal E-L,!ll
Vol.13, 2015 IIS E

Market price increases

Lysons (2004) defines a market as a place wherelggaod services are bought and sold for exampée, th
European Union is a market created by agreementeleet the participating countries to reduce bartierthe
internal movement of labor and capital. Furthemarket can mean the general economic conditioasimgl to
the supply of goods and services applying at aiquéat time — of special importance to purchasiaghe
distinction between a buyer’s and seller's markéere competition takes place. According to Sirnedral
(2007), a seller market exists when demand excaguisly, so price generally rise. Conversely a bsymarket
exists when supply exceeds demand, so then praesraly fall.

At a particular moment in time, the market priceyndiffer from the equilibrium, price because the
effect of temporary influences may not have haddhance to work them out. Lysons & Farrington (2006
define price as the value of a commodity or sesviteasured in terms of the standards monetary Vinitent
et al (2014),cite that when comparing two quotations, price émlpurchasing to appraise the relative value
offered by each supplier. Further, fixed price agnents are contracts that are negotiated with fpeagment
schedules, payment based on milestones or payrasatilon fixed fees for a service.

Lysons & Farrington (2006), describe price fluctoatas a state where the equilibrium price moves up
and down. They argue that factors which contriltatprice fluctuation include the interaction betwatemand
and supply, government intervention, uncertaintytied world political environment and global economi
stability. However, the fact remains that the glatnarket has been permanently opened, and thisyim has
caused tremendous volatility. The unpredictabitifyprice levels has led developing countries thaderstand
their own long-term raw material shortages to eatat exit markets as prices reach certain levdis dctivity,
while it has increased the frequency of price moseis, has actually decreased volatility in the seof
dampening highs and lows.

Buyer-Supplier Relationships

Jarvelin & Marie (2001) define a relationship a&annection”. Further, relationship applies whedividuals,
organizations and groups within and external toeaterprise interact. Apart from the field of Incuiest
Sociology, concerned with the study of group intéca within a workplace, environment, the applicatof the
study of business relationships began with the ephof relationships marketing. This relationshgscribes a
long-term marketing strategy in which emphasis nsbhaoilding and maintaining long-term relationshipih
customers rather than ‘on a sale at a time’.

Fordet al (2003), cite that approaches on a business- tosss level, relationship marketing applies
to the management of a range of purchaser-suppdiationships in the context of a broader netwofk o
interconnected purchasing, supplier and competiticganization. Maclarewet al (2007), also argue that as
purchasing is the mirror of image of marketing,ati@inship purchasing aims to achieve strong lasting
relationships with suppliers with a view to secgrimutual benefits and the added value of competitiv
advantages for both parties. However not all pwsicitarelationships are concerned with long terncpasing-
supplier associations, hence purchasing relatipgshiay be considered as having two aspects: nediijo
formation and relationship forms (Lysons & Farrimgt2006).

Alex (2013) argues that the most successful relatipps are those where customers and suppliers
develop trust and an understanding of their respeotquirements and interests, accompanied byeaero for
both learning from and proving assistance to edbbroFordet al (2003), cite that maintaining good relations
with a supplier should be as important to a comteatministrator/end user as getting the best pécgood
buyer-seller relationship is a partnership, a win-gituation over the long run. Further, Alex (2DT®tes that
there is also a public relations aspect to purcigaihat should not be overlooked. An organizatigmblic
image can be a valuable asset. A supplier wheeegdd equitably and professionally is likely to conmicate
his positive experiences with the buyer’s orgaimzato his associates.

Supplier Responsiveness

According to David (2007), the relationship betweesupplier and buyer can be complex because eath p
wants to maximize its time, resources and cashsinvent; these may be competing priorities thatsteain the
relationship. What is required to sustain a muyubineficial relationship is an understanding ofheather's
business needs. Moreover David (2007) argues thaimportant that one knows with whom he is cartohg
business, and that means knowing his customesupiglier, and their suppliers and customers.

Ludwig & Pemberton (2011), contend that in the pa&strs, global and regional legislative bodies and
governments have introduced numerous changesde tegulations that impact supply chain operatiomngsed
classification standards, tighter export contraisg new environmental packaging requirements. 8afeing
the environment is now a global concern. The US¥sd packaging requirements, European Union's REACH
initiative, and the China RoHS program have gaimeanentum lately. While the buyer is looking to geflair
(not always lowest) price, the supplier has to emée is covering costs and, of course, makingfitft udwig
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& Pemberton, 2011).

Empirical review

Some of the early studies of the relationships betwthe buyers' supplier management practicesved/ain
suppliers' performance. Carter & Miller (2004) eoqeld the tendering process that was used betwegarsand
suppliers. They found that having buyer and suppliactional groups communicate directly with eather
reduced suppliers' defect levels and enhanced peeformance in the long run. Poor practices amplger's
lack of understanding of the buyer's requiremeimésefore, are barriers to quality improvements sugpliers
performance (Carter & Miller, 2004).

Some empirical studies relating to government tangepractices to the supplier’'s performance can be
found in the quality management literature. Harti@p02) undertook a study on the effect of supplier
management on performance in the Korean Automadtidestry and observed that while the price fludorat
might reduce purchase prices for the buyers inginfeshortages, they may also negatively affectroispects
of supplier performance, as suppliers attempt toup profits by providing lower levels of servicedaproduct
quality.

Consequently, the relationship between buyer armgplgr is tightly integrated and cannot be
separated. Most empirical studies found in therditge (Jarvelin & Marie, 2001), explore the radaship
between a firm's supplier quality management prastand its own performance without exploring tingpsiers'
performance as a moderating factor. Although stidie supply management are beginning to take alisupp
performance into consideration (e.g., Eisen & Ment2006), there is still much to learn about mamgghe
entire supply chain especially in terms of supplesponsiveness to tendering processes.

Critique of the existing literature

Ross (2000), uses a pure descriptive way to rett@nactivities of the market during the period fra868 to
1972, a time when great changes in prices occuHedasserts that the private markets are relatiwagtable,
and that prices may show a rapid rise under camditof crisis or acute uncertainty. Japanese aaker for
example are reported to enjoy high supplier peréoroe through long-term relationships, specific streents
and sole sourcing. Moreover quality managemenh@W.S. has been strongly advocating adoption eéeh
practices.

Campbell & Pollard (2002), observe that, suppliershe public sectors of developing countries are
challenged by lack of integrity and transparency tioé public procurement system. The integrity and
transparency of a public procurement system r@iiea number of control mechanisms, including arctife
control and audit system, an efficient appeals rmaedm, a comprehensive information sharing systeableng
civil society and interested stakeholders to cohdsacial audit, and effective ethics and anti-cptian
measures.

Previously researchers looked at modeling the tranain price movements. Private markets are
relatively unstable, and prices may show a ragd tinder conditions of crisis or acute uncertailtyreover it
is not always in the buyer's interest to negotédan to the very lowest price; the result can hss ligust or
loyalty from the vendor. Many buyers and importexgort that price is just one factor in the negdaiig quality
is huge, and they appreciate knowing they can ddnarot from their supplier and it will be delivere
(Collemacine, 2012).

Summary

Where a significant proportion of a supplier's saee to a buyer, its dependence increase, thisigeds rooted

in resource dependence theory. According to resodependence theory, organizations, in this cagplists,
take actions to secure the resources (sales) ochvthey are dependent. If a supplier is dependpah uhe
buyer for a high level of itsales volume, the supplier may be more committetigdouyer-supplier relationship
(Kay, 1995). Mitchel (2000) contends that dependsuppliers are more likely to make changes to their
production processes, product specifications anéntory to meet the buyer's needs. Relationshigldpment
between a buying firm and its critical supplierss lieen positively linked to the value of the relaship as
perceived by the buying firm. More generally, sugpperformance has been positively linked to maatufring
firm performance (Banker, 2012).

If performance is affected by the quality of théat®nship, then in order to sustain performanbe, t
relationship must be sustained. A healthy relatignsencourages more information sharing, better
communication, and more trust, each of which impsoplanning, coordination, problem solving, andpsakion
and thus manufacturing firm performance (Bankerl20 Public sector organizations use e-procurenfamt
contracts to achieve benefits such as increasédegify and cost savings (faster and cheaper) iremonent
procurement and improved transparency in procurémsenvices. E-procurement in the public sector deen
rapid growth in recent years (Collemacine, 2012)e ©f the essentials of a profession is integriymained by
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adherence to a code of conduct which highlightstmas which may compromise the professional objiegt
and integrity of purchasing staff and also provdtendards for the buyers to attain (Lysons & Fatdn, 2006).

Research gap

According to Stalk & Hout (2000), it was estimathdt China's real Gross Domestic Product (GDP) griean
average annual rate of about 5.3 percent from 198@78. Because the central planning economiesystnd
government economic policies put little emphasispoafitability or competition, the country's econpmwas
relatively stagnant and inefficient. According tarfari (2004), studies were undertaken in the 1880s and
early 2000s focusing on risks faced in Sino-forejgmt ventures and Buildperate and TransfglBOT)

projects. The mid 2000s' studies focused on risiked by Chinese organizations and did not focushen
financial and economic risks that foreign (non-@sie) firms faced when working in China (PunjariQ20

Past studies have also been undertaken locallydimg one by Kiwi (2010) on competitive advantage
through outsourcing of non-core logistics actitigithin the supply chain of British American TobadKenya.
He found that outsourcing increases the competiéise of BAT although it makes the company vulnerabl
owing to breach of confidentiality. However, altlgbuoutsourcing is undertaken as a result of a remgle
process, this study did not look at the factoreaihg suppliers' performance in the tendering @sec

Holbert (2007) also carried out a research on @eefits of upstream and downstream integration of
supply chain at East Africa Breweries Ltd (EABL)hile Munei (2009) conducted an analysis of key easc
factors for lean supply management at Unilevera&friHolbert found that the upstream and downstreapply
chain at EABL helps it maintain lower transactiasts, lower uncertainty and higher investment dbilityato
monopolize market throughout the chain while Mufeeind that Unilever focuses on customer servicas an
quality, understanding the various companies suppbin metrics and financial performance data. Hane
these studies also did not look at the factorsctiffg suppliers’ performance in the tendering psses.

Njiraini & Wangombe (2013) contend that the largekstacles for SMEs dealing with government
remain as access to business information andtispiretation where obtained, coping with dynamicreenic
trends, business relationships and the duratidakiés to get paid, which averages anywhere betw6etB80
days. Njiraini & Wangombe (2013) note that, thiays out as a high risk for SMEs given the curreatket
behavior where price fluctuations are the ordethefday. This study therefore comes in to bridge gap in
knowledge by assessing the factors affecting sepgliresponsiveness in the government tenderingesso
especially in the Ministry of Lands, Housing ancblin Development department of Public Works Gatusalo-
County in Kiambu County.

METHODS

Introduction

This chapter explains the design and the methogiabthe research study. It provides a systengdBrription
of the research methodology that wwas used to arwejuestions described in chapter one. Theadetbgy
used in the research study includes research desigget population and its sample size and dalfection
methods and procedures.

Research design

The research design is a master plan which spsdifee methods and procedure for collecting andyaimegj the
needed information (Zikmund, 2003). For purposesrafertaking this study, descriptive design wasluséth
an individual survey of certain factors relatingpimblems, including exploring the status of thetdas to be
used. According to Cooper & Schindler (2001), diggime studies deal with the question of who, whelhen,
where and how topics are used, where there is somerstanding of the topic. There are some varsathiat
cannot be quantified and can only be expressedescriptive statistics. According to Anlonius (2005)
descriptive research design will provide clearlfirterl information and its findings could be consateto be
conclusive enough. It will determine the frequemgth which the variables are to be conveyed.

Target population

Target population is the entire group of peopld theaof interest to the researcher. It is alsolole set of
individuals who meet the sampling criteria (BrinR602). The research intended to evaluate therfaeaffecting
suppliers’ responsiveness in the government tenggniocess with reference to the Ministry of Landsusing
and Urban Development Department of Public Workitu@a@u Sub-County. The sample was a representative o
the target population which included staff in tle@isr and middle level management, procurementstorés as
well as the department’s suppliers and customérs.tdrget population was as presented in table&dw.
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Table 3.1: Target Population

Population category Population Percentage
Senior level Management 2 1.9
Middle level management 5 4.76
Procurement and stores staff 5 4.76
Suppliers and customers 93 88.57
Total 105 100

Source:Adopted from Public Works Department Administrati@atundu(2015).

Sampling frame

Sampling is the process by which a relatively smalnber of individuals, objects or events is selécand
analyzed in order to find out something about thire population from which it was selected (Anlkasi 2005).
A sample is a group of cases, participants, eventsecords consisting of portion of the target dapan,
carefully selected to represent that populationofi&s & Schindler, 2006). The researcher selecteddhuired
sample by dividing the population in Strata whigdmprised of all the management levels in the omgitn as
well as suppliers and customers and then selettlesel randomly in order to have an equal repriadiem to
be used in this study.

Sampling and sampling technique

The researcher used stratified random samplingusecd could enable generalization of a larger patjmn

with a margin of error that is statistically detémable (Mugenda & Mugenda, 2003). At least 30%hef total
population is representative (Brinks, 2002). Thegla size was therefore be 30% of the target pdipula
Computation of the sample size is presented iretalsl below.

Table 3.2: Sample Size

Population category Target population Percentage Saple size
Senior level Management 2 30 1
Middle level management 5 30 2
Procurement and stores staff 5 30 2
Suppliers and customers 93 30 28
Total 105 33

Source: Adopted from Public Works Department Administrati@atundu(2015).

Instruments

Data collection procedure involves the steps thmatfallowed in collecting data to be used in thedst It
includes the use of data collection methods (Muge&dMugenda, 2000). Both primary and secondary data
were used in this study. Primary data was colleftech the sample of respondents by closed and epded
guestionnaires. Primary data was the main dataatiditessed the purpose of the research and prowideld of

the actual facts from the field. Seconddata was also be collected from departmental @rsuimagazines and
other related journals that could have relevardrimfition to the study

Data collection procedure

Questionnaires consisted of questions which wemetserespondent to seek information from them latetr be
tabulated and subjected to a statistical manipadatinder the study. Semi-structured questions weee since
the method to compute was easy and allowed respttie give their opinions. Anlonius (2005), statiest a
well-structured question will provide the researciéh a chance to collect the right information fbe study.
The researcher obtained an introduction letter ftheninstitution seeking authority for data colienf which

was then presented to the organization for authtioz to collect data. The questionnaires were iedpat the
organization and collected later after two weeksrupompletion. The study guaranteed the responadérkeir

confidentiality.

Pilot study

The pilot study was conducted using questionnaiwbigh were administered to the respondents priothéo
main study. This constituted 10% of each of thatatselected and targeted for the study. The parpbshe
pilot study was to ensure the validity and relidpibf the questionnaire. Mugenda & Mugenda (20a883ert
that, the accuracy of data to be collected largelyends on the data collection instruments in texinalidity
and reliability. Data collected during the pilotidy will not be used in the final data analysis.
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Testing for reliability and consistency of data

Reliability and consistency of data refers to thxeet to which the data collection techniques oalgsis
procedures will yield consistent findings (Saund@@00). To test for the reliability of the studle researcher
used multiple sources and respondents. A testetedtrmeasure of reliability was carried out by edstering
the same instruments to the same group of resptsd¢rntwo different occasions. The degree to whiah
findings were in agreement was a measure of thebitly of the instruments.

Validity of the instruments

Validity is concerned with whether the findings agally about what they appear to be about, (Sasn@802).
The questionnaire was pilot tested on a few respatisdand the researcher established that the diémted
was a true reflection of the variables and thatitfiaences based on such data were accurate azdimgéul.

Data processing and analysis

The data collected and used wase both qualitatideqaantitative in nature. The researcher usedrig¢ise
analysis which included quantitative and qualiatimethods to come up with in-depth informativelaf study.
The analysis methods to be used included the useP&S version 21 data analysis method as well @s th
regression and correlation analysis. The findingsewthen be presented through the use of tablestscand
graphs.

Correlation and Regression

Correlation analysis was used to detect the depemete between the dependent variable and the indepé
variables (Saunders, 2002). Regression was usedetsure the relationship between supplier perfoceman
practices and other independent variables sucheasfigations, Information Technology, price fluations and
buyer-supplier relationships. Responses given basdtie stipulated scales in the questionnairesneasured
in respect of how each independent variable affbetsglependent variable.

A multiple regression model as below shall be used;

y =a+ by + X+ bexs + byxy

Where:

y = Supplier performance.

a = Point of intercept on the y axis

x1 = Order specifications

X, = Information technology

X3 = Price fluctuations

X4 =Buyer-supplier relationships

b,, by, bs, andb, are the co-efficients o, x,, X3 andx, respectively.

DATA ANALYSIS, FINDINGS AND DISCUSSIONS

Introduction

The aim of this chapter is to provide a summarthefdata collected through the use of questionsaeneral
trends are explained using percentages, tablagseBgand descriptions of data as a way to preBerfirtdings of
the investigation. The primary data was collectethg questionnaires. A total of 33 questionnairesenhand
delivered to respondents. The data collected wexs éimalyzed using the Statistical Package for $&ci@nce
(SPSS) — version 21.0. The findings are preserdquenthe objectives and research questions dfttitly. The
study results are presented in two sections, nardeBcriptive and inferential statistical analydike first stage
involved reporting all the information related tacé of the respondents’ personal profiles. This foliswed by
data analysis in relation to the research objestivatlined in chapter one. Descriptive analysis dase to
report on the respondents including the resulth®fmeasurement variables. Finally, the resultgegifession to
test the relationships between constructs are teghan detail. This Chapter concludes by highliggtthe main
findings obtained from the quantitative data. Thextnsection presents the results of the empiricalysis,
discusses the findings and interpretations.

Descriptive data analysis

In this section, descriptive statistics were useddscribe in quantitative terms the main featofdabe collected
data.

Factors affecting suppliers’ responsiveness in tBevernment tendering process

This section presents findings related to the dhjes of the study.

Extent to which order specfications affect suppliErsponsiveness in the government tendering process

In order to meet the first objectives of the stuttp, determine the extent to which order specificsiaffect
Supplier responsiveness in the Government tend@rioges, the respondents were provided with a listing of
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factors related to order specifications that affagiplier’'s responsiveness in the Government témgl@rocess
and asked to tick as appririate along a five — fpedale Where:Strongly agree = (5); Agree = (4); Neither agree
nor disagree = (3); Disagree = (2); and Strongbadiee = (1). The responses are summarised arehfgdsn
table 4.1 below.

Item Codes

OS 1:Order specifications are drawn satisfactorily taHe capabilities of prospecting suppliers

OS 2: Order specifications are clearly understood and tliminate uncertainties

OS 3: Most order specifications are drawn in line withtional and internationally acceptable standards on
health, safety as well as environmental laws agdlations

OS 4:Trade and/or brand names are clearly understoadl liye involved parties

OS 5: Samples are a useful method of specification

OS 6: Order specifications by use or performance is dectfe method that enables suppliers to understand
customer requirements

OS 7: Use of national and/or international standarda Isetter way of specifying requirements and enhance
quality

OS 8: Standard specifications enable buyers to compastations accurately reducing errors and conflicts

OS 9:Clear order specifications enable the effectiveéesion and receipt of goods and services

OS 10:Every requirement in a good/service specificatimreéases price

Table 4.1: Extent to which order specfications affect supplieresponsiveness in the government tendering
process

5 = Extremely Important Response (%) Mean Std.| Ranking
1 = Not important at all 1 2 3 4 5 Dev

0s1 16.7 12.3 3.3 50.0 16.7 3.3 1.377 10
0Ss2 10.0 23.3 - 50.0 16.7 3.40 1.303 9
0S 3 10.0 23.3 3.3 40.0 33.3 3.313 1.387 8
0S4 10.0 10.0 - 46.7 33.3 3.88 1.289 7
0S5 - - - 33.3 66.7 4.67 0.479 1
0S 6 - - - 33.3 66.7 4.67 0.479 1
0s7 13.3 - - 53.3 33.3 4.07 0.944 4
0S8 13.3 - - 53.3 33.3 4.07 0.944 4
0S9 - - - 43.3 56.7 4.57 0.504 3
0S 10 6.7 - 10.0 50.3 33.3 3.98 1.172 6
N =30

Findings in table 4.1 above indicate that the hégh@nked order specification factors affecting pligps’
responsiveness in the Government tendering progess: samples are a useful method of specificatiamnd
order specifications by use or performance is daative method that enables suppliers to understarstomer
requirementswith a mean score of 4.67, while the least ranteedors wasorder specifications are drawn
satisfactorily to fit the capabilities of prospedi supplierswith a means score of 3.37.

Extent to which use of information technologgffect supplier responsiveness in the governmentdering
process

In order to meet the second objective of the sttittyassess the extent to which use of informatiohn@ogy
affects Supplier responsiveness in the Governnegrteting process the respondents were provided with a
listing of factors related to order specficatighat affect supplier’s responsiveness in the Gawemnt tendering
process and asked to tick as appririate along e fiypoint scaleWhere: Strongly agree = (5); Agree = (4);
Neither agree nor disagree = (3); Disagree = (&); 3trongly disagree = (1). The responses are suisedaand
presented in table 4.2 below.

Item Codes

IT 1: Bidders are comfortable with on-line tenderingemts of accessibility of information and how td file
tender documents

IT 2: Computerizing certain order entry functions regulbetter customer service and reduces waste

IT 3: Computerized integrated systems reduce errors @éméhstrative costs

IT 4: Electronic Data Interchange enables cost savingsugih avoidance of data re-entry and error free
transmission of documents

IT 5: Use of computer networks speeds up order processeshortens lead times

IT 6: Computerized routing lowers transportation expenses

IT 7: Global on-line suppliers provide automatic restagknf orders based on sales thus enhancing speed
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IT 8: Use of Electronic Funds Transfer systems is bottvenient and enhances accountability

IT 9: Use of Electronic Data Interchange enhances sgcanid as a result obliterate losses due to fraed ar
minimized

IT 10: Use of electronic catalogues is less cumbersomean be easily updated

IT 11: Frequent changes in information technology ocrasiaining requirements which increases operationa
costs

Table 4.2: Extent to which use of information technlogy affect supplier responsiveness in the government
tendering process

5 = Extremely Important Response (%) Mean Std{ Ranking
1 = Not important at all 1 2 3 4 5 Dev

IT1 16.7 26.7 13.3 33.3 10.0 2.93 1.311 11
IT2 6.7 30.0 6.7 36.7 20.0 3.33 1.295 10
IT3 6.7 16.7 - 43.3 33.3 3.80 1.270 6
ITA4 10.0 16.7 - 43.3 30.0 3.67 1.348 8
IT5 6.7 6.7 - 43.3 43.3 4.10 1.155 4
IT6 - - - 70.0 30.0 4.28 0.455% 2
IT7 10.0 - 16.7 43.3 30.0 3.67 1.348 8
IT8 - - - 76.7 23.3 4.23 0.430 3
IT9 3.3 16.7 - 60.0 20.0 3.77 1.073 7
IT 10 6.7 6.7 - 46.7 40.0 4.07 1.143 5
IT11 - - - 33.3 66.7 4.67 0.479 1
N =30

Findings in table 4.2 above indicate that the higjhranked information technology factor affectinggliers’
responsiveness in the Government tendering praeasds-requent changes in information technology ocaasio
training requirements which increases operationadts,with a mean score @f.67, while the least ranked factor
washbidders are comfortable with on-line tendering @ns of accessibility of information and how td tfile
tender documentsyith a mean score of 2.93.

Extent to which market price icreases affect sugplresponsiveness in the government tendering pssce

In order to meet the second objective of the sttiyexamine the extent to which market price incesaxfect
Supplier responsiveness in the Government tendgriogess, the respondents were provided with a listing of
factors related to use of information technologwttlaffect supplier’s responsiveness in the Goventme
tendering process and asked to tick as apprirlateya five — point scaléVhere:Strongly agree = (5); Agree =
(4); Neither agree nor disagree = (3); Disagre2)=dnd Strongly disagree = (1). The responsesarenarised
and presented in table 4.3 below.

Item Codes

MPI 1: Global economic disruptions such as changes irenayrexchange rates, and interest rates highlgtaffe
the prices of goods and services

MPI 2: Changes in technology cause price rises for gondservices

MPI 3: Government interventions in relation to the psiod commodity items result in their low qualitycan
availability

MPI 4: Political upheavals affect the prices of goods sendices

MPI 5: Environmental legislations affect the availabiliti/certain goods and services

MPI 6: Socio-cultural factors such as demands from lcoaimunities have a direct relationship to the pgci
of goods and services in certain localities

MPI 7: The bargaining strength of buyers or suppliersehssong impact on the prices of goods and sesvic
MPI 8: Most buyers operate under conditions of imperéachpetition where there is no single selling pfae
an item or service

MPI 9: Prices for framework contracts necessitate abnlopni@e increases for goods and services by sergpli
due unknown future market trends

MPI 10: The quantities and qualities of goods and sendsespecified may influence their price also gitresn
demand in the market

MPI 11: What may be considered as a ‘fair price’ from btbia buyer’s and supplier’s viewpoints may not be a
reasonable price given the prevailing market trends

MPI 12: Price variations are a better way of addressingtraot fixed prices based on quantity, quality,
payment, time, distribution and transport consitiens
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Table 4.3: Extent to which market price increases féect supplier responsiveness in the government
tendering process

5 = Extremely Important Response (%) Mean Std| Ranking
1 = Not important at all 1 2 3 4 5 Dev

MP 1 - - - - 50.0 4.50 0.50¢ 7
MP 2 - - - - 50.0 4.50 0.50¢ 7
MP 3 16.7 20.0 10.0 23.3 30.( 3.3 1512 12
MP 4 - - - 33.3 66.7 4.67 0.479 3
MP 5 30.0 - - 36.7 33.3 3.73 1.230 11
MP 6 - - - 56.7 43.3 4.43 0.504 10
MP7 - - - 30.0 70.0 4.70 0.466 1
MP 8 - - - 30.0 70.0 4.70 0.466 1
MP 9 - - - 53.3 46.7 4.47 0.507 9
MP 10 - - - 40.0 60.0 4.60 0.498 6
MP 11 - - - 33.3 66.7 4.67 0.479 3
MP 12 - - - 33.3 66.7 4.67 0.479 3
N =30

Findings in table 4.3 above indicate that the hsjlmanked market price increases factors affectinupliers’
responsiveness in the Government tendering pragess the bargaining strength of buyers or suppliers has
strong impact on the prices of goods and servieest most buyers operate under conditions of imperfect
competition where there is no single selling pricean item or servicewith a mean score ¢f.70,while the
least ranked factor wassovernment interventions in relation to the priesdscommodity items result in their
low quality and availabilitywith a mean score of 3.30.

Extent to which buyer-supplier relationshipaffect supplier responsiveness in the governmenmnidiring
process

In order to meet the second objective of the sttiyexamine the extent to which buyer-supplier reteghips
affect Supplier responsiveness in the Governmertteténg process the respondents were provided with a
listing of factors related to buyer-supplier redatships that affect supplier’s responsiveness énGbvernment
tendering process and asked to tick as apprirlateya five — point scal&Vhere:Strongly agree = (5); Agree =
(4); Neither agree nor disagree = (3); Disagre2)=dnd Strongly disagree = (1). The responsesarenarised
and presented in table 4.4 below.

Item Codes

BSR 1 Working closely with suppliers enables organi@asi to minimize acquisition costs

BSR 2: Closer buyer- supplier relationships are likaedyléad to single sourcing and eventually grow into
partnerships

BSR 3: Closer buyer- supplier relationships enable bug@reduce their supplier base leading to join wesg
BSR 4: Closer buyer- supplier relationships may leaddtwork sourcing where prime contracting firms et a
drivers for the reduction of transaction costs

BSR 5: Adversarial buyer-supplier relationships only feaan short discrete purchasing where there i littl
sharing of information

BSR 6: Good buyer- supplier relationships enable a hegtell of supplier contact where information is share
transparently

BSR 7:Good buyer- supplier relationships enable the ¢cgdu of supply risks

BSR 8: Good buyer- supplier relationships encourage bolation in innovation and design

BSR 9: Closer co-operation is facilitated by buyers amgpdiers based on personal relationships

BSR 10: Social responsibility is shown by ‘ supporting déndustries’ and thus contributing to the progyer
of the local communities

BSR 11: Close buyer-supplier relations enable improvedilavéity of goods and services especially in
emergency situations
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Table 4.4: Extent to which buyer-supplier relation$ips affect supplier responsiveness in the government
tendering process

5 = Extremely Important Response (%) Mean Std. De Rankifg
1 = Not important at all 1 2 3 4 5

BSR 1 - - - 33.3 66.7 4.67 0.479 1
BSR 2 10.0 6.7 - 33.3 50.0 4.07, 1.311 8
BSR 3 6.7 10.0 3.3 36.7 43.3 4.0( 1.232 9
BSR 4 6.7 6.7 3.3 56.7 26.7 3.90 1.094 10
BSR 5 3.3 3.3 - 36.7 56.7 4.40 0.932 4
BSR 6 - 3.3 3.3 33.3 60.0 4.50 0.731 4
BSR 7 - - 6.7 36.7 56.7 4.50 0.630 4
BSR 8 - 6.7 - 43.3 50.0 4.37 0.809 7
BSR 9 10.0 6.7 - 53.3 30.0 3.87 1.224 11
BSR 10 - - - 333 66.7 4.67 0.479 1
BSR 11 - - - 333 66.7 4.67 0.479 1
N =30

Findings in table 4.4 above indicate that the héglnanked market buyer-supplier relationships factdfecting
suppliers’ responsiveness in the Government tengeprocess wereSocial responsibility is shown by
supporting local industries’ and thus contributing the prosperity of the local communities; Clogeydr-
supplier relations enable improved availability gdods and services especially in emergency situsitiand
Working closely with suppliers enables organizagiom minimize acquisition costsjth a mean score o#.67.
The least ranked factor wadoser co-operation is facilitated by buyers andgliers based on personal
relationshipswith a mean score of 3.87.

Effects of supplier's responsiveness on servicevigl to customers in relation to the Governmenhdering
process in Gatundu Sub-County Public Works Departme

The respondents were asked to indicate the exfesffarts of supplier's responsiveness on servigdévery in
relation to Government tendering process in GatuBdb-County Public Works department by ticking as
appropriate against given alternatives along a fivpoint scale Where: Strongly agree = (5); Agree = (4);
Neither agree nor disagree = (3); Disagree = (&); 3trongly disagree = (1). The responses are suisedaand
presented in table 4.5 below.

Iltem Codes

SR 1:The time allowed to complete the tender documenssiisfactory

SR 2:The tendering procedure is too slow for emergencies

SR 3:Tendering is expensive for contractors from thedp@int of clerical, stationery and postage costs
SR 4:Decentralization of public procurement affects digogperformance

SR 5: Adversarial buyer-supplier relationships have aiedueffect on supplier performance

SR 6: Availability of substitutes in the market directpglier behavior

SR 7:Market competition dictates the overall supplierfpenance

SR 8: Effective communication enhances supplier perforcean

SR 9: Supplier involvement is a factor that impacts logirt performance

SR 10:Developing suppliers enables them to stay in bssiaad improves their performance

Table 4.5: Effects of supplier's responsiveness ogervice delivery to customers in relation to the
Government tendering process in Gatundu Sub-CountfPublic Works Department

5 = Extremely Important Response (%) Mear Std. Dey Ranking
1 = Not important at all 1 2 3 4 5

SR1 - - - 30.0 70.0 4.70 0.466 2
SR 2 - - - 46.7 53.3 4.53 0.507 6
SR 3 6.7 6.7 - 36.7 50.Q 4.17 1.177 8
SR 4 33.3 40.0 10.0 16.7 - 2.10 1.062 10
SR 5 13.3 - - 40.0 46.7 4.07 1.311 9
SR 6 - - - 36.7 63.3 4.63 0.490 4
SR7 3.3 3.3 - 40.0 53.3 4.43 0.728 7
SR 8 - - - 30.0 70.0 4.70 0.466 2
SR 9 - - - 26.7 73.3 4.73 0.450 1
SR 10 - - - 36.7 63.3 4.63 0.490 4
N =30
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Findings in table 4.5 above indicate that the héyhmnked effect of supplier's responsiveness amicee
delivery to customers in relation to the Governmiemdering process in Gatundu Sub-County Public K&/or
Department waSupplier involvement is a factor that impacts beitt performance with a mean score of 4.73,
while the least ranked wd3ecentralization of public procurement affects @igr performancewith a mean
score of 2.10.

Regression analysis

In order to meet the purpose of the study “to eat@uthe factors affecting supplier responsivenasthé
Government Tendering process in Public Institutieith a special focus on the Ministry of Lands, KHimg and
Urban Development Public Works department of GatuBdb-County in Kiambu County”, multiple regression
analysis was employed. To achieve this, the rebearcarried out a multi regression analysis ofuagables.
The analysis was carried out in SPSS version 2Wiiadows at 95% confidence level. Multiple regressi are a
statistical technique that allows for predictiomm&mne’s score on one variable on the basis of Huoaires on
several other variables. The findings are summdudsel presented in table 4.6 below.

Table 4.6: Results of multi regression analysis

Model Unstandardized Coefficienty Standardized Coefficienty t Sig.
B Std. Error Beta
(Constant) .339 449 0.933| .535
Order specifications .392 .254 .205 1.933| .027
1| Information Technology 324 .239 .235 1.827| .008
Market price increases 141 .166 .196 1.555| .052
Buyer — supplier relationships .181 .156 .136 1.437|.061
R-Square = 0.684 , Adjusted R-Squire = 0.467, R#82, Sig. = 0.000, Std error of the estimate 20.0
a. Dependent Variable: Suppier’'s Responsiveness

Results of multi-regression in table 4.6 above shibat R = 0.684; this means that 68.4% of the
variability of the factors affecting suppliers’ pesiveness in the Government tendering proceskl dma
attributed to (i) Order Specifications; (ii) Infoation Technology; (iii) Market Price Increases; ¢ Buyer-
supplier relationships. Sig = 0.000 suggests that model adopted for the current study is significtor
predicting suppliers’ responsiveness.

Fidings in tha table also shows the contribution eafch variable in explaining the suppliers’
responsiveness as shown by unstandardized betasvahich assess the contribution of each variavaids
the prediction of the dependent variable. The diverpation as suggested in the conceptual framiewan be
represented by use of unstandardized coefficientslws:

Y = 0.339 + (0.392 = Order Specifications) + (@32 Information Technology) + (0.141 =
Marketing Price Increases) and (0.181 = Buyerppker relationships) + 0.02.

This means that even without the four variablesearstudy, suppliers’ responsiveness would be 0.339.
The findings also indicate that a unit change imleor specifications would result in 0.392 suppliers’
responsiveness, a unit change in Information Teogyo would result in 0.324 change in suppliers’
responsiveness, a unit change in Market Price &se® would result in 0.141 change in suppliers’
responsiveness and a unit change in Buyer-supmlationships would result in 0.181 change in sigpgl
responsiveness. Findings in table 4.6 also shotwotttker specifications (p=0.027) and InformatiorcAm@ology
(p=0.008) were statistically significant. The erterm (0.02) means that the model will not be catgly
accurate, and will result in differing results dwgireal world applications.

4.4 Discussion of Findings

Findings of the study indicate that the influencke coder specifications on suppliers’ responsiveness
statistically significant, as shown by (p = 0.02®}ich is in line with the findings by Lysons & Faagton
(2006), who assert that “ When negotiating withpigps, purchasing staff must know what they argotiating
for because the satisfaction of user requiremegyeinids on obtaining reliable supplier”.

Findings of the study also show that the influerafe Information Technology on suppliers’
responsiveness is the most statistically significas shown by (p = 0.008). The findings concuhviibdings
by Alex (2013), who observed that “the purchasiegattment has been radically changed by the demgop
of Information Technology (IT). Many communicati@mhannels are available like Internet, email, teteysh
mobile communications, fax, video conference cal®S, etc. This is further supported by Shalle, GG8y
Emuhaya (2014), who posit that limited or no acdessmely information regarding both domestic angort
markets especially with respect to such mattersugply volumes and quantities have led to suppbrtaiges
because players are never aware of how many oadeustomer has placed and how much should be ardere
from suppliers. In order to coordinate demand rstgjdransportation and inventory management ozgéons
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should utilize the benefit of strategic supply ché&bols such as information technology to lower anake
ordering more efficient.

According to Amayi & Ngugi (2013), Information & @umunication Technology has an influence on
procurement performance and is still inadequateplayed in public service. Kipkorir (2013) assditat one of
the major problems that deterred the sharing ofulsharing of information between the procurinditgnand
the suppliers was indeed the lack of appropriatdianguch as the use of ERP, Electronic Data Intargé and
Information Support Systems.

Though not as statistically significant in influere on suppliers’ responsiveness as order
specifications and Information Technology, the fiims indicate that market price increases (p = 0205
influenced suppliers’ responsiveness. A Supplierfpems various roles in government tendering proses
including; trading with government with an aim ofupplying goods of right quantity and quality of matial
at the right time as required thus maintaining rear flow of materials or goods. They also ensurebatter
margin of profits in the business or process (Caatn & Kauffman, 2001).

Finally, though not as statistically significant influence on suppliers’ responsiveness order
specifications and Information Technology, the fing$ indicate that buyer-supplier relationships=(19.061)
influenced suppliers’ responsiveness. This relatigm describes a long-term marketing strategy iriclwvh
emphasis is on building and maintaining long-teefationships with customers rather than ‘on a aaketime’.
Maclarenet al (2007), noted that as purchasing is the mirramafge of marketing, relationship purchasing aims
to achieve strong lasting relationships with suggliwith a view to securing mutual benefits andatided value
of competitive advantages for both parties. Howewar all purchasing relationships are concernedh waihg
term purchasing-supplier associations, hence psnepaelationships may be considered as havingatspects:
relationship formation and relationship forms (Lyso& Farrington, 2006). Foret al (2003), cite that
maintaining good relations with a supplier shouddas important to a contract administrator/end asegetting
the best price. A good buyer-seller relationship isartnership, a win-win situation over the long.rFurther,
Alex (2013) notes that there is also a public retet aspect to purchasing that should not be ovkeld. An
organization’s public image can be a valuable asset

Einsen & Mentzer (2006), cite that one of the kewgs successful supply chain performance
improvement is cooperation and mutual decision nmkietween trading partners. Companies that caltdbo
with customers in demand and replenishment planhavg a better chance of meeting demand. Thosegivbo
accurate information may also gain visibility ofstemer requirements and inventory levels. By symaizing
operations with customers, the supply chain is mesponsive to the marketplace with less waste.

Hineset al (2000), argued that it may be beneficial to netwibrd supplier, to develop partnerships
and alliances that will benefit both partners. sThould be based on production, personal, and mbsljc
networking that will turn on strategic alliancefoaling the information sharing, risk sharing, obtag mutual
benefits and coordinating plans. Carter & Millef@2) notd that having buyer and supplier functiograups
communicate directly with each other reduced sepglidefect levels and enhanced their performamdéd
long run. They further argued that ooor practiaas supplier's lack of understanding of the buyertgiirements
therefore, are barriers to quality improvements amgpliers performance. This relationship describdsng-
term marketing strategy in which emphasis is onlding and maintaining long-term relationships with
customers rather than ‘on a sale at a time’.

Where a significant proportion of a supplier's salee to a buyer, its dependence increase, thisigze
is rooted in resource dependence theory. Accorttingsource dependence theory, organizations,isncise
suppliers, take actions to secure the resourcéssjsan which they are dependent. If a suppliedtependent
upon the buyer for a high level of gsles volume, the supplier may be more committetthéobuyer-supplier
relationship (Kay, 1995). Mitchel (2000) contentlattdependent suppliers are more likely to makagbs to
their production processes, product specificatiangl inventory to meet the buyer's needs. Relatipnsh
development between a buying firm and its critisappliers has been positively linked to the valfiehe
relationship as perceived by the buying firm. Mgemerally, supplier performance has been positileked to
manufacturing firm performance (Banker, 2012).

If performance is affected by the quality of théat®nship, then in order to sustain performanbe, t
relationship must be sustained. A healthy relaignsencourages more information sharing, better
communication, and more trust, each of which impsoplanning, coordination, problem solving, andpsakion
and thus manufacturing firm performance (Bankef,20

CONCLUSIONS AND RECOMMENS
5.1 Conclusions
Based on the findings of the study, this secti@sents the conclusions.
The ideas conveyed in this study are in responsthdoresearch questions set forth. This study
achieved its primary objectives which were: to deiae the extent to which order specifications etffeupplier

30



Journal of Poverty, Investment and Development www.iiste.org
ISSN 2422-846X  An International Peer-reviewedrdal E-L,!ll
Vol.13, 2015 IIS E

responsiveness in the Government tendering proteassess the extent to which use of informagohriology
affects Supplier responsiveness in the Governnmerdering process; to examine the extent to whictketa
price increases affect Supplier responsivenedsiGbvernment tendering process; and to estalieshxitent to
which buyer-supplier relationships affect Suppliesponsiveness in the Government tendering prodédss.
result shows that there are relationships exiséimpng the constructs of the study, and it confipreposed
ideas in the first three chapters. Hence, it ichaded with some contributions to the literature.

Whereas order speficications influence suppliers’ responsiveness, the highemtked order
specification factors affecting suppliers’ respopsiess in the Government tendering process garaples are
a useful method of specificatioand order specifications by use or performance is deatifve method that
enables suppliers to understand customer requirésnétence the need to giveaccord them the sericgghey
derseve. Théeast ranked factors waserder specifications are drawn satisfactorily to fine capabilities of
prospecting suppliers.

The findings indicate that the highest ranked imfation technology factor affecting suppliers’
responsiveness in the Government tendering praeasds-requent changes in information technology ocaasio
training requirements which increases operationalsts,while theleast ranked factor wabidders are
comfortable with on-line tendering in terms of a&sibility of information and how to fill the tendéocuments.

The highest ranked market price increases factdfsctang suppliers’ responsiveness in the
Government tendering process wete bargaining strength of buyers or suppliers hastrong impact on the
prices of goods and servicemdmost buyers operate under conditions of imperfentpetition where there is
no single selling price for an item or servicehile the least ranked factor waSovernment interventions in
relation to the prices of commodity items resulthiair low quality and availability.

The highest ranked market buyer-supplier relatigrsfactors affecting suppliers’ responsiveness in
the Government tendering process w&wecial responsibility is shown by ‘ supporting Ibiradustries’ and thus
contributing to the prosperity of the local commntigs; Close buyer-supplier relations enable imprbve
availability of goods and services especially ineegency situations; and Working closely with sugngli
enables organizations to minimize acquisition co3ise least ranked factor wasdoser co-operation is
facilitated by buyers and suppliers based on pesboglationships

Recommendations
In view of the findings of the study, the followimgcommendations for policy and practice are made:

Importance of specifications cannot be over-empeasiSpecifications indicate, fitness for purpase o
use; communicate the requirements of a user ohpaes to the supplier; compare what is actuallypkeg with
the requirements in terms of purpose, quality amdogpmance as stated and provide evidence in thatef a
dispute, of what the purchaser required and whatstipplier agreed to provide. Since the key ohjectif
purchasing is to contribute to the profitabilityasf undertaking by obtaining the best quality paislor services
in terms of fitness for use at the least possittial ttost. It is therefore higly recommedned thegoatiating with
suppliers, purchasing staff must know what theyregotiating for because the satisfaction of usguirements
depends on obtaining reliable supplier.

Findings of the study reveal the importance of infation technology, by way of transforming the
way that business is conducted. There is needuimhasing entities to embrace the strategic imitina of IT
and e-procurement so as to effectively coordina@ahd requests, transportation and inventory maneige
organizations should utilize the benefit of strategupply chain tools such as information technypltm lower
and make ordering more efficient.

Market price comparisons enable purchasing ehtitiesappraise the relative value offered by each
supplier should as such be given the attentionésérves if “value for money” has to be attained.

Buyer-supplier relationships describe long-terntketing strategy in which emphasis is on building
and maintaining long-term relationships with custosirather than ‘on a sale at a time’. Relationghifzhasing
aims to achieve strong lasting relationships witbpdiers with a view to securing mutual benefitsl éime added
value of competitive advantages for both partiagcRasing entities should strive to build long-teretations
whith suppliers since they lead to trust and aneustdnding of their respective requirements andrésts,
accompanied by a concern for both learning from aming assistance to each other, and should datenl
with the same importance as getting the best pAcsupplier who is treated equitably and profesailynis
likely to communicate his positive experiences wfth buyer’s organization to his associates.

Suggested areas for further study

The following areas are suggested for further study

(i) As opposed to industry wide generalizationtad turrent results, a new study could be replicatespecific
industry settings. It would be intriguing to seeshsignificant a role industry differences, corperatlture, and
financial capacity play in suppliers’ responsivexje6i) investigate the influence of factors on gligrs’
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responsiveness, which have not been investigatatisnstudy; (iii) Others various ways of colledimata,
different study design should be employed to sesudh results would be got or if there will be atidn; and
(iv) Similar research should be carried out in oth&rts of the country so as to see whether the sasults will
be achieved.
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ACRONYMS AND ABBREVIATIONS

AEC: African Exporting Countries

CDF: Constituency Development Fund

EABL: East African Breweries Limited

EDI: Electronic Data Interchange

EFT: Electronic Funds Transfer

ERP: Enterprise Resource Planning

ESI: Early Supplier Involvement

EU: European Union

FIFO: First In First Out

GOK: Government of Kenya

GPS: Geographical Positioning Satellite

HR: Human Resources

ICT: Information Communication Technology

IT: Information Technology

JIT: Just In Time

KeNHA: Kenya National Highways Authority

LAN: Local Area Network

LPO: Local Purchase Order

LSO: Local Service Order

MKU: Mount Kenya University

MSC: Master of Science

OD: Organizational Development

OJEU: Official Journal of European Uniu:.
ORCA: Online Representation of Certifications Applicagon

PPDA: Public Procurement and Disposal Act
PPDGM: Public Procurement and Disposal Regulations
PPDR: Public Procurement and Disposal Regulations
PPOA: Public Procurement Authority

RBT: Resource Based Theory

RFI: Request for Information

RFP: Request For Proposal

RFQ: Request For Quotation

SAM: System for Acquisition Management

SME: Small Medium Enterprise

SPSS: Statistical Packages for Social Sciences

TCT: Transaction Cost Theory

UK: United Kingdom

VAN: Value Added Network

VAT: Value Added Tax

VMI: Vendor Managed Inventory

WAN: Wide area Network

WTO: World Trade Organization

WWW: World Wide Web

DEFINITION OF TERMS
Management information systems
These are systems used to convert data from interexternal sources into information and to comiuate it,
in an appropriate form, to managers at all levelali functions so to enable them to make timelg affective
decisions for planning, directing and controllitg tactivities for which they are responsible (Luc2y01). The
study will evaluate how efficiency and effectivesege brought about by the use of these systenmtiythe
buyer and suppliers in the procurement process.

Materials Management

This is the function of business that is respomesifr the coordination of planning, sourcing, p@asihg,
moving, storing and controlling materials in anioptm manner so as to provide service to the custoatea
pre-decided level at a minimum cost (Lysons & Fayton, 2006). The study will assess to what exthist
function is affected by supplier responsivenegfiéntendering process.
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Procurement

This is the acquisition of goods, services or works framoutside/ external source. It includes the bmiyih
goods and services. The activities in procuremaitide negotiation, ordering of goods and serviegpedition
among other activities that ensures that the redujoods and services are available for the effedperations
of the organization (Baily, 2008). The study wiitablish how the tendering process facilitatesattwuisition of
the right goods and services of the right qualitgl at the right price, are delivered to the riglaicp at the right
time.

Sustainable procurement

This is a spending and investment process typicafigociated with public policy, although it is elfpa
applicable to the private sector. Practicing orgations meet their needs for goods, servicestiesiland works
not on a private cost-benefit analysis, but withiew to maximizing net benefits for themselves aimel wider
world (Lysons & Farrington, 2006). The study willaduate how sustainability in procurement is enleanloy
healthy buyer —supplier relationships.

Tendering

This isa purchasing procedure whereby potential suppéiezsnvited to make a firm and unequivocal offer of
the price and terms which, on acceptance, shathbdasis of the subsequent contract. Althoughetiéngl is
sometimes used to obtain prices by private sectolertakings, particularly in respect of constructiand
service contracts, it is in the public sector thextdering is most used to ensure the principlepuddlic
accountability (Carter & Miller, 2004). The studyilmdetermine how supplier responsiveness in thneléging
process enhances customer service delivery.
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