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[bookmark: _Toc47680595]ABSTRACT
This study by adopting the descriptive and correlational research design and involving procurement staff and committee members from 18 institutions, and by using self – constructed survey questionnaire aimed at evaluating the effectiveness of the procurement methods and practices used in selected Seventh - day Adventist church institutions in Kenya by addressing the following research questions: What is the place of procurement in the operations of the selected SDA church Institutions?; What are the procurement methods used in the selected SDA institutions under the category of Competitive methods and Non-competitive methods; What is the level of effectiveness of the procurement practices used in the selected institutions based on Costs of procurement, Quality of procurement and Risk mitigation ability; Is there a significant relationship between the place of procurement in the organization and the level of effectiveness of procurement practices and Is there a significant relationship between the assessment of the relationship between the organization and its suppliers and the place of procurement in the organization and the level of effectiveness of procurement practices. Descriptive statistical tools including frequencies, percentages, means and standard deviations were used to analyze the data. Additionally, Pearson product-moment correlation coefficient was used in testing the null hypothesis. The study established that procurement is well placed, competitive procurement methods are mostly used compared to the non-competitive methods. There was a significant positive and moderate relationship between place of procurement in the organization and the level of effectiveness of procurement practices (r = 0.309; P = 0.012 < 0.05) and the self-assessment of the relationship between the organization and its suppliers (r = 0.355; P = 0.004 < 0.05). The study concludes that competitive procurement methods were mostly used as compared to the non-competitive methods, and that the institutions have procurement practices that are cost effective, high quality and effective in risk mitigation. The study recommends that full-fledged procurement departments be established in all the institutions and that the SDA church should develop a standard Procurement Manual similar to the Public Procurement Disposal Act 2007 of Kenya, to govern and provide guidance towards a common way of carrying out procurement process and procedures.
[bookmark: _Toc47680596]ACKNOWLEDGEMENT
I would like to first acknowledge the Almighty God who gives me the courage, health and strength. His grace and love have enabled me come this far. I wish to sincerely thank my supervisors, Dr Jackson Oyaro Ong’eta and Dr. Sarah Biru Beriso for their continuous guidance and support. 
Many thanks also go to all the lecturers and my fellow students for their kind sharing of knowledge. I would also like to thank Prof. Elizabeth Role, the former Director of graduate studies and Research, for her kind-heartedness and West Kenya Union Conference for granting me a study leave and the participant SDA institutions for allowing me to conduct my study in their institutions. Finally, I wish to thank University of Eastern Africa, Baraton for their holistic education. God Bless












[bookmark: _Toc485639783][bookmark: _Toc47680597]DEDICATION

I dedicate this research to my loving wife Eunice Jerotich Kemei and our sons Neville, Nemuel and Neal, for their great support and encouragement through my studies.





























TABLE OF CONTENTS
DECLARATION	ii
ABSTRACT	iii
ACKNOWLEDGEMENT	iv
DEDICATION	v
LIST OF TABLES	ix
LIST OF FIGURES	x
LIST OF ABBREVIATIONS AND ACRONYMS	xi
CHAPTER ONE	1
INTRODUCTION	1
Background of the Study	1
The Seventh-Day Adventist Church in Kenya	5
Procurement in Seventh – day Adventist Institutions	6
Statement of the Problem	8
Research Questions	9
Hypotheses	10
Significance of the Study	11
Justification of the Study	11
Scope of the Study	12
Theoretical Framework	13
The Goal-Setting Theory	13
Theory of Sustainable Competitive Advantage (SCA)	14
Agency theory	15
Stewardship theory	17
Conceptual Framework	18
Assumptions of the Study	19
Operational Definition of Terms	20
CHAPTER TWO	24
REVIEW OF RELATED LITERATURE AND STUDIES	24
Place of Procurement in an Organization	24
Supply Chain Management (SCM)	25
Strategic Sourcing	27
Procurement Methods	27
Competitive Methods	28
Non – competitive Procurement Methods	33
Procurement Practices	35
Clear Goal Identification and Setting Measuring Objectives	35
Supplier Relationship Management (SRM)	36
Procurement Strategy and Tactics	39
Establishment of a Measurement Plan	40
Evaluation of Procurement Effectiveness	41
Summary of Literature Review	43
CHAPTER THREE	44
RESEARCH METHODOLOGY	44
Research Design	44
Population and Sampling Techniques	45
Research Instruments	46
Validity and Reliability of the Questionnaires	47
Data-Gathering Procedures	48
Statistical Treatment of Data	49
Ethical Considerations	50
CHAPTER FOUR	52
PRESENTATION OF FINDINGS, ANALYSIS AND INTERPRETATION	52
Background Information	52
The Place of Procurement	55
The Procurement Methods	64
Effectiveness of the Procurement Practices	70
Tests of Hypotheses	75
CHAPTER FIVE	79
SUMMARY, CONCLUSIONS AND RECOMMENDATIONS	79
Summary of the Study	79
Summary of the Findings	79
Conclusions	81
Recommendations	82
Recommendation for Further Study	83
REFERENCES	84
APPENDICES	99
APPENDIX I: QUESTIONNAIRE	99
APPENDIX II: CONSENT FOR PARTICIPATION IN INTERVIEW RESEARCH	103
APPENDIX III: ETHICS CLEARANCE LETTER	105
APPENDIX IV: LETTER FOR DATA-GATHERING	106
APPENDIX V: NACOSTI RESEARCH PERMIT	107
APPENDIX VI: RELIABILITY ANALYSIS	108
APPENXIX VII: CURRICULUM VITAE	111

[bookmark: _Toc13162960][bookmark: _Toc13162962]



























[bookmark: _Toc47680598]LIST OF TABLES
Table 1 Sample Distribution	46
Table 2 Reliability Analysis	48
Table 3. Statistical Treatment of Data	50
Table 4 Gender	52
Table 5 Area of Academic Specialization	53
Table 6 Position in the Organization	54
Table 7 Number of Years of Work in the Department	55
Table 8 Type of Projects where Procurement is Conducted	57
Table 9 Officer Supervising Chief Procurement Officer	58
Table 10 Interference in Strategic Sourcing by Procurement Department	60
Table 11 Perceived Relationship between the Organization and its suppliers	60
Table 12 Place of Procurement in the Organization	62
Table 13. Method of Procurement Used by the Organization	65
Table 14 Most Common Procurement Method Selected by the Organization	66
Table 15  Factors Determining the Choice of the Procurement Method to Use	68
Table 16 Satisfaction about the Procurement Methods used by the Organization	69
Table 17 Effectiveness of Procurement Practices	70
Table 18  Relationship between the Place of Procurement in the Organization and the Level of Effectiveness of Procurement Practices	75
Table 19 Relationship between the Assessment of the Relationship between the Organization and its Suppliers and Place of Procurement in the Organization and the Level of Effectiveness of Procurement Practices	77














[bookmark: _Toc47680599]LIST OF FIGURES
Figure 1. Conceptual framework	19
Figure 2. RFQ process	29
Figure 3. Level of education	53
Figure 4. Whether there is a procurement department in the organization	56
Figure 5. Strategic sourcing was solely the role of your department in the organization	59





































[bookmark: _Toc13162961][bookmark: _Toc47680600]LIST OF ABBREVIATIONS AND ACRONYMS
ANOVA	: 	Analysis of Variance 
BAFO		: 	Best and Final Offer
BVR		: 	Biometric Voter Registration System
CEO		: 	Chief Executive Officer 
CIPS		: 	Chartered Institute of Procurement & Supply
CPO		: 	Chief Procurement Officer 
GTC		: 	Globe Trade Centre S.A. Company
IEBC		:	Independent Electoral and Boundaries Commission
IPF		: 	Recipient of Investment Project Financing
ISM		: 	Institute for Supply Management
ISO		: 	International Organization for Standardization
KPMG	: 	Klynveld Peat Marwick Goerdeler
NACOSTI	: 	National Commission for Science, Technology and Innovation 
NIGP	: 	National Institute of Governmental Purchasing’s-The Institute 
for Public Procurement
NSSF		: 	National Social Security Fund
PPDA		: 	Public Procurement and Disposal Act 
PPOA		: 	Public Procurement Oversight Authority
RFP		: 	Request for Proposals 
RFQ		: 	Request for Quotations 
SCM		: 	Supply Chain Management 
SDA		: 	Seventh-day Adventist
SMART	: 	Specific, Measurable, Actionable, Realistic and Time bound
SPSS		: 	Statistical Package for Social Sciences 
SRM		: 	Supplier Relationship Management 
SRM		: 	Supplier Relationship Management 
UEAB		: 	University of Eastern Africa Baraton
UoN		: 	University of Nairobi
VFM		: 	Value for Money 








114

[bookmark: _Toc47680601]CHAPTER ONE
[bookmark: _Toc13162963][bookmark: _Toc47680602]INTRODUCTION
This chapter discusses the background to the study, problem statement, objectives, hypothesis, assumptions, significance and justification of the study. Additionally, theoretical framework, scope of the study, and definition of operational terms used in the study are presented.
[bookmark: _Toc13162964][bookmark: _Toc47680603]Background of the Study
[bookmark: _Hlk47019602][bookmark: OLE_LINK15]According to Chartered Institute of Procurement and Supplies – CIPS (2005), procurement is the business management function that ensures identification, sourcing, access and management of the external resources that an organization needs or may need to fulfil its strategic objectives and as such exist to explore supply market opportunities and to implement resourcing strategies that deliver the best possible supply outcome to the organization, its stakeholders and customers. One of the difficulties in defining the term ‘procurement’ is that it does not deal with a single action or process but rather covers the complete range of events from the identification of a need for a good or service through to its disposal or cessation. 
Harvey (2004), asserts that evaluation of quality or standards refers to process of examining and passing a judgment on the appropriateness or level of quality or standards while Campbell (2006), defines evaluation as a general term denoting any process leading to judgments and/or recommendations regarding the quality of a unit which could be an institution, program, or discipline. It is worth noting that based on the various definitions, evaluation can be an internal process – self-evaluation – or an external one conducted by external experts, peers, or inspector.
According to Kakwezi and Sonny (2010), procurement is a global issue as globally, organizations found both in public and private sectors are increasingly relying on suppliers of products and services to fulfill their obligations and meet the needs of their customers. As such, organizations are increasingly becoming under pressure to ensure efficient and cost-effective procurement and attract supplier that perform well, therefore ensuring that organization get quality supply. Kakwezi and Sonny (2010), further assert that the importance of the role of procurement has increased dramatically in recent times, due to the substantial amounts of money being spent on organizational purchases and the potential savings that can be made through the implementation of a focused procurement strategy. As a result of this, Mutava (2014), argues that procurement strategy is now regarded as a key component in achieving overall corporate strategies and thus calls for the need to monitor and evaluate the effectiveness of the various procurement methods and practices adopted by organizations including organizations in the private sector. 
According to Johnson, Leenders, and Flynn (2011), the role of the procurement function in organizations has received and continues to receive increasing attention as the years go by. Johnson, et al., (2011), argues that the procurement function enhances efficiency and competitiveness among other benefits but to realize these benefits, it is imperative to look at strategic factors that affect the performance of the procurement function. Effective procurement promises to cut operational costs all across the supply chain, but it also raises the expectations of buyers posing a challenge for buyer satisfaction and supply chain performance.
The growing focus on procurement management in both the public and private sectors is further illustrated by the numerous national and global reports on procurement. For instance, in South Africa, in 1994, a preliminary review of the existing procurement policies and systems indicated a skewed nature of tender awards to the larger, more established companies that obtained most of the public sector contracts. In 1994, the government of South Africa identified an urgent need for public sector procurement reform. After an initial review of the regulatory environment, the government undertook a fundamental review of the entire public procurement system, discussing the subject with various stakeholders. A joint initiative of the Ministry of Public Works and the Ministry of Finance to transform public sector procurement policy and systems in the country resulted in 1995 (Bai & Sarkis, 2009).
Additionally, in 1998, The Government of Uganda established an inter-ministerial Task Force on Public Procurement Reform under the leadership of the Minister of Finance. After considerable discussion with stakeholders in the public and private sector, the Task Force identified several deficiencies in the procurement system. Public procurement reform in Uganda is now part of the policy package to eradicate poverty in the country through the re-orientation of government spending in critical sectors. In order to achieve and maintain greater savings, public procurement reform will be made effective at the central and district levels in conjunction with the anti-corruption effort led by the President’s office (Nancy, Laura, Frank & Cynthia, 2002).
Closer home, Gichio (2014), observes that accountability in the public procurement system in Kenya in the past decade, has undergone significant changes, from a system with no regulations in the 1960s, to a system regulated by Treasury Circulars in the 1970s, 1980s and 1990s, and finally the introduction of the Public Procurement and Disposal Act (PPDA) of 2005 and the Procurement Regulations of 2006 setting new standards for public procurement in Kenya. Gachio (2014), further observes that in 2013, there was an amendment of the Procurement Regulations. The Regulations, 2013 focus on Procurement and disposal within the newly established County Governments and served to operationalize the application of the Public Procurement and Disposal Act, 2005 in County Governments and promote local industries without changing the principles and tenets of the Public Procurement and disposal Act 2005. The enactment of the Procurement Regulations 2013 is the latest move on the historical evolution of Public Procurement in Kenya starting from the colonial period to the present.
According to Public Procurement Oversight Authority - PPOA (2009), all these revolutionary changes in the public procurement and disposal aimed at promoting the effectiveness of the procurement function through enhanced transparency and accountability and the integrity and transparency of a public procurement system, premised on a number of control mechanisms that include among others an effective control and audit system, an efficient appeals mechanism, a comprehensive information sharing system enabling civil society and interested stakeholders to conduct social audits, and effective ethics and anti-corruption measures. PPOA (2009), observes that without such control mechanisms the effectiveness of the procurement function is hampered with as flaws in the procurement system may not be detected and addressed. 
However, despite the enactment of the Public Procurement and Disposal Act, 2005 and operationalization of various regulations, public procurement in Kenya continues to be marred by corruption scandals and losses amounting to billions of shillings. Cases of procurement malpractice including Anglo Leasing, the National Hospital Insurance Fund civil servants’ medical cover scheme, IEBC BVR kits, the NSSF Tassia estate scandal and various water dam projects are among those that have dominated the media and public discourse.
In order to enhance organizational efficiency and productivity through enhanced procurement function, the selection of the most appropriate procurement methods and practices is critical at any level as it is an important factor that contributes to the overall client’s satisfaction and project success. According to Hackett, Robinson, and Statham (2007), this selection is dependent on a number of factors such as cost, time and quality which are widely considered as being the most fundamental criteria for clients seeking to achieve their end product at the highest quality, at the lowest cost and in the shortest time. 
Conclusively, in order to meet the total quality requirements, the procurement process must be strategically and proactively oriented and must effectively participate in developing the general strategies of the organization. Procurement strategies must be an integral part of the overall strategies of the organization and must harmonize with them (Hackett et al., 2007).
[bookmark: _Toc47680604]The Seventh-Day Adventist Church in Kenya
The Seventh-day Adventist Church is a Protestant Christian denomination which is distinguished by its observance of Saturday, the seventh day of the week in Christian and Jewish calendars, as the Sabbath, and its emphasis on the imminent Second Coming (advent) of Jesus Christ. The denomination grew out of the Millerite movement in the United States during the mid-19th century and it was formally established in 1863 (Bull & Keith, 2006). Among these believers was a group in New England that rediscovered the seventh-day Sabbath. In 1863, the new Sabbath keepers officially organized into a denomination with 3,500 members worshipping in 125 churches. They soon began sharing their faith outside of North America (Kellner, 2011). Today, as one of the fastest growing Christian Protestant churches, approximately 18 million baptized Seventh-day Adventist members live in 204 countries around the world.
The Seventh-day Adventist church arrived in Kenya in the early 20th century (1903) along the Nyanza Gulf of Lake Victoria, and has ever since, grown into churches, stations fields, conferences and Unions. Kenya is one of the 11 countries that comprise the East-Central Africa Division (ECD) of the General Conference, with more than 3 million members (Mbwana, 2014). 
Currently, there are two union conferences in Kenya; the East Kenya Union Conference and the West Kenya Union Conference. Apart from evangelism, the church also offers services in the education, hospitality industry, publishing and printing, and health sectors. The church therefore, operates these institutions in Kenya (Land, 2005). For instance, West Kenya Union Conference owns 1 university, 20 church-maintained secondary schools, 13 primary schools, two teacher training colleges, one tertiary medical training college and health centers and 1 publishing house. In total, the church owns and operates 170 institutions in Kenya alone.
[bookmark: _Toc508727119][bookmark: _Toc13162994][bookmark: _Toc47680605]Procurement in Seventh – day Adventist Institutions
Adventist Institutions like any other perform procurement activities and these activities are regulated by procurement principles so as to help them achieve their organizational objectives. Unlike public sector, private sector procurement activities are for supporting the principal business objective of a company, which is to make a profit. This does not rule out the fact that private entities may also seek social benefit; however, it is not their primary business objective. Private sector procurement complies primarily with contract or commercial law with respect to the formation of contracts, but their methods of procurement are governed by company policy.
Private sector procurement is also governed by company policy. Such policies are not necessarily dictated by law, but by the objectives of the company. A private company can engage in a contract with another private company or individual, and the procurement method is dictated entirely by the internal policies of the company. With respect to oversight, the private sector procurement process is mostly closed to public scrutiny, Shareholders may, however, require reviews of the procurement process. Under private sector procurement, procurement practitioners answer only to management, and are responsible for their actions. According to Barsemo, Mwangagi, and Asienyo (2014), private procurement is confronted with a lot of challenges which includes market factors, legal factors, political factors, organisational and political environment and which procurement in the second cycle schools is not an exception. Even though there is a lot of effort by government to ensure that procurement units are able to achieve its objectives most customers do not want to follow the procurement procedures (Barsemo, et al., 2014).
In order to follow the procurement guideline, SDA institutions in Kenya have established procurement units which are managed by procurement professionals or people who have knowledge of procurement. The procurement professionals in the units ensure that all procurement procedural provisions and principles are followed. Every department within the Institution write down their demand and channel it to the procurement unit headed by a procurement manager who will then use their various demands in drawing a procurement plan for the organisation. 
There are guidelines which every SDA institution must follow when spending funds, directives are given to them to ensure they use these funds in a more efficient and effective manner bearing in mind that some institutions have public funds in their budgets for instance, University of Eastern Africa Baraton admits public sponsored students. However, a Focused Group Discussion that was conducted revealed that the method of procurement in Church institutions looks different even though they are guided by the procurement procedures. According to Kariuki (2014), some private institutions do not have procurement units and do not also have trained procurement professions to take charge of procurement activities. The process of acquiring goods, works and services are performed by the various accountants. Procurement plans and other processes are done by these accountants. 
[bookmark: _Toc13162965][bookmark: _Toc47680606]Statement of the Problem
Procurement in the Seventh Day Adventist church institutions is done by procurement departments and in some cases directly by the finance departments. They are responsible for procuring goods and services from clients by keeping their own total guidelines to the letter. Effective procurement not only promises to cut operational costs all across the supply chain, but it also raises the expectations of buyers posing a challenge for buyer satisfaction and supply chain performance (Ndiga, & Ismail, 2016). Procurement procedures and strategies have a direct positive impact on the performance of humanitarian organization in delivery of relief and emergency services (Barney, 2008). 
Aseka (2010) noted that there is clear evidence of prolonged inefficiency, procurement related financial mismanagement, waste and malpractices among these, lack of procurement ethics in many Church-owned organizations. Additionally, the selection of suppliers by these institutions is not always in accordance to the procurement golden-rule of openness to competition. According to Barsemo et al (2014), poor procurement performance contributes to decrease in profitability in the private sector hence is a major hindrance to the realization of organizational growth as it leads to delays in delivery, low quality goods and services and increase in defects. 
Different institutions choose their suppliers not based on ability and credibility but merely on the basis of denominational relationship that exists between the two parties. This practice may be of financial gains to either party at the expense of service delivery and procurement ethics. Such practices have continuously led to questions in accountability and transparency as well as failure to effectively control and curb corruption and fraud (Agaba & Shipman, 2006).
Despite there being numerous studies done, very little of the studies were done on the evaluation of the effectiveness of the procurement methods and practices in the Seventh - day Adventist church institutions in Kenya. Therefore, this study was undertaken to fill this gap by evaluating the effectiveness of the procurement methods and practices used in selected Seventh - day Adventist church institutions in Kenya.
[bookmark: _Toc13162966][bookmark: _Toc47680607]Research Questions
This study is aimed at evaluating procurement methods and practices used in selected Seventh - day Adventist church institutions in Kenya. This was achieved through the attempt of fulfilling the study objectives drawn under guidance of the following specific research questions:
1. [bookmark: _Hlk46084799]Where is the place of procurement in the operations of the selected SDA church Institutions?
2. What are the procurement methods used in the selected SDA institutions; under the category of:
a.  Competitive methods
b.  Non-competitive methods 
3. What is the level of effectiveness of the procurement practices used in the selected institutions based on?
i. Costs of procurement
ii. Quality of procurement
iii. Risk mitigation ability
4. Is there a significant relationship between the place of procurement in the organization and the level of effectiveness of procurement practices?
5. Is there a significant relationship between the assessment of the relationship between the organization and its suppliers and? 
a. The place of procurement in the organization 
b. The level of effectiveness of procurement practices
[bookmark: _Toc13162967][bookmark: _Toc47680608]Hypotheses
	The study tested the following null hypotheses:
H01: There is no significant relationship between the place of procurement in the organization and the level of effectiveness of procurement methods and practices.
H02: Is there a significant relationship between the assessment of the relationship between the organization and its suppliers and the place of procurement in the organization and the level of effectiveness of procurement practices?
[bookmark: _Toc13162968][bookmark: _Toc47680609]Significance of the Study
Increased concern for poor procurement methods has necessitated for coming up with solutions. An economically growing institution is that which implements proper procurement practices. This enables a company to maintain money value. This research looks at those proper methods of procurement. The study is important to procurement personnel in the SDA church institutions as it helps them to develop benchmarks of best practices in the sector through relevant facts and suggestions upon which to base their standards and performance benchmarks. 
This research is also of academic significance as it will bridge an existing research gap and add to the existing body of knowledge on private procurement in Kenya. The study will also build on the prevailing academic literature on procurement, procurement evaluation and procurement performance. It also provides research grounds for future researchers to borrow from while also giving recommendations on the possible areas that may require further research.
The study will also awaken the need for procurement professional to understand that procurement performance need not be passed down to suppliers but rather viewed for what it is: failure by procurement to develop appropriate evaluation criteria. Further; it is of immense value to leaders and boards that oversee SDA church institutions as well as parastatals in Kenya on criteria they can implement to ensure enhanced supplier selection, procurement evaluation, and procurement performance using metrics for evaluation that this research will suggest.
[bookmark: _Toc13162969][bookmark: _Toc47680610]Justification of the Study
Lately, there has been a growing concern for the quality of the procurement processes. Notably, among the key processes of the quality management system, the process of procurement and management of material resources has a direct and decisive influence on product quality and therefore the performance of the organization, because the properties of the resources acquired are mostly traceable in the values of the main quality features of the final product. The control of the process of procurement is a mandatory requirement (ISO 10845-1, 2008).
To achieve a competitive advantage, the process of procurement must be carried out in accordance with the principles of the total quality concept: providing the products that are required, with the required quality, in the desired quantity, at the desired time, and at the lowest price possible (Gheorghe, Oana, & Sorin, 2014).
Very little research has been done on the evaluation of procurement methods criteria and the influence to the procurement performance in SDA Church owned institutions in Kenya. This study aims at evaluating procurement methods and practices in SDA institutions with a motive of helping in streamlining procurement departments.
[bookmark: _Toc13162970][bookmark: _Toc47680611]Scope of the Study
[bookmark: _Toc483758326][bookmark: _Toc483758328][bookmark: _Toc483758329][bookmark: _Toc483758330][bookmark: _Toc483758331][bookmark: _Toc483758332][bookmark: _Toc483758333]This study was done at selected institutions, managed by the Seventh Day Adventist Church. The sample of the study consisted of selected employees in the procurement department and members of the institutional procurement committee. Respondents were issued with self-administered questionnaires in order to collect data. The evaluation of procurement methods was on both competitive and non-competitive methods, while the effectiveness of procurement methods was based on the following variables; Costs of procurement, Quality and Risk mitigation. The researcher also looked into the procurement practices that the selected population strategically observes in their procurement process. The research findings were limited to factors and conditions existing at the selected SDA church institutions, as at the time of study. The study covered the Institutions for the period between the years 2018 and 2019 and the actual study took place over the period covering July and August 2019.
[bookmark: _Toc508727116][bookmark: _Toc13162972][bookmark: _Toc47680612]Theoretical Framework
This study was guided by the theories underlying to the concept of performance management. The relevant theories were the goal setting theory that relates to the evaluation process, the agency theory, the theory of sustainable competitive advantage (SCA); and the stewardship theory. 
[bookmark: _Toc508727117][bookmark: _Toc13162973][bookmark: _Toc47680613]The Goal-Setting Theory
Goal-setting theory had been proposed by Edwin Locke in the year 1968. The theory began with the early work on levels of aspiration developed by Kurt Lewin and has since been primarily developed by Dr. Edwin Locke, who began goal setting research in the 1960‟s. The research revealed an inductive relationship between goal setting and improved organizational performance. A goal is the aim of an action or task that a person consciously desires to achieve or obtain (Locke & Latham, 2002). Goal setting involves the conscious process of establishing levels of performance in order to obtain desirable outcomes. This goal setting theory simply states that the source of motivation is the desire and intention to reach a goal (Shahin & Mahbod, 2007). If individuals or teams find that their current performance is not achieving desired goals, they typically become motivated to increase effort or change their strategy (Locke & Latham, 2006). 
This theory suggests that the individual goals established by an organization play an important role in motivating its superior performance. This is because the stakeholders keep following their goals. If these goals are not achieved, they either improve their performance or modify the goals and make them more realistic. In case the performance improves it will result in achievement of the performance management system aims (Salaman, Storey, & Platman, 2005). 
This theory postulates that in an organization, the supplier selection and evaluation team’s efforts to achieve procurement performance in the organization will be required to make realistic goals. According to the theory, the objectives of procurement should be realistic and therefore, guide the selection process towards achievement of these objectives/goals. Specific and clear goals lead to greater output and better performance. Unambiguous, measurable and clear goals accompanied by a deadline for completion avoids misunderstanding (Shahin & Mahbod, 2007). 
[bookmark: _Toc47680614][bookmark: _Toc13162971]Theory of Sustainable Competitive Advantage (SCA)
Given the extent to which the theory of sustainable competitive advantage (SCA) has been developed as the most promising theoretical frameworks in the field of management particularly in the field of strategic management (Knouch, 2018), it forms a better basis for the study of the concept of effective supplies chain management. In underscoring the significance of the sustainable competitive theory which makes it suitable for the theoretical framework in the study of effective supply chain management, Foon and Nair (2010), cited Alderson who pointed out that the main aspect of the competition is the rapid adaptation of suppliers to meet changes in customer demands. 
Knouch (2018), contends that the sustainable competitive advantage concept emerged in the year 1984, when Day proposed strategies to sustain competitive advantage (CA), though he affirms that the first appearance of the word SCA is in the research of Harvard Business School in 1985 on the strategies through which the organization can gain SCA. According to Pirayesh and Forouzandeh, (2016), such strategies include the low-cost strategy and excellence strategy. 
[bookmark: _Toc22137683][bookmark: _Toc47680615][bookmark: _Toc22137684]Agency theory
As indicated by Davis, Flynn, and McKevitt (2013), the proponents of the agency theory have argued that it has its origin from the school of economics and finance. Jensen and Meckling (1976), posit that the fundamental premise of the agency theory is a legally binding relationship where one party (the principal) engages with the agent to undertake a responsibility in the interest of the principal. The proponents of this theory posit that this contractual relationship leads to a state of "voluntary dependency" (Althaus, 1997).  This theory as advanced by Boston (1991), is useful in the analysis of the relative efficiency of alternative institutional arrangements given that it has a focus on the nature of contractual relationships. Hogan (1997), argues that the theory considers people as opportunistic and would rationally maximize their own utility even to the detriment of others. Consequently, people will use any available opportunity for personal gains thus having a significant impact on the performance of the procurement function of any organization and can thus be useful in understanding the cases of procurement scandals that has continued to stain a number of organizations including the faith-based organizations. Additionally, Bonazzi and Sardar (2007), have argued that given the separation of ownership from control, chances of existence of conflict of interest between the owner and the principal are enhance with the agent and principal both seeking to receive maximum benefit for the least possible expenditure. However, the principal incurs agency costs in such a situation (Davis et al., 2013; Muth & Donaldson, 1998). Further, Althaus (1997), posits that as a result of this, it is the principal who “usually loses out on the optimality stakes, as the theory restrictively attributes opportunism to the agent” and Darus (2011), agrees with this when he reasoned that corporate governance challenges experienced in strategic management including the procurement management function arise due to the conflicting interests between the principals and the agents as a result of separation of ownership and control. 
Some authors, namely Althaus (1997), Bonazzi and Sardar (2007), Boston (1991), Cole (1998), and Shleifer and Vishny (1997), in attempting to explain what leads to the occurrence of corporate scandals that includes the procurement related scandals in organizations, have identified some primary agency problems related to the separation of ownership and control. These they identified to include conflicts of interest, information asymmetries, and the inability to write complete contracts for all potential future eventualities between owners and managers. While agreeing to this and using the Enron case, Heath and Norman (2004), argued that, the senior managers acted against the interests of the shareholders – the principals through information asymmetries and opportunities presented due to conflicts on the board. 
In an effort to ensure  efficiency of the various procurement practices, it is important to consider the viewpoint of Boston, Martin, Pallot, and Walsh (1996), who have asserted that the theory provides useful framework that explains the behavior of the respective actors and which can best help inform on the practical implications for the design of procurement structures as well as be used to study and understand how the individual behavior provides a motivation for the engagement in different procurement practices that can significantly impact on the overall procurement function. 
The fundamental premise that leads to the occurrence of improper procurement practices from the point of view of the agency theorists is that for any given situation, managers may not act to maximize shareholder returns contrary to their self-interest thus providing an opportunity and motivation for them to engage in such improper procurement practices. However, according to Jensen and Meckling, (1976), this can be checked by establishing appropriate governance structures to protect the interests of shareholders. 
[bookmark: _Toc47680616]Stewardship theory
Stewardship theory has its origin in the human relations school of management (Hung, 1998), organization theory (Clarke, 1998) and the disciplines of sociology and psychology (Muth & Donaldson, 1998). Stewardship theorists focus on non-economic influences that guide managerial activity contrary to agency theory (Mason, Kirkbride, & Bryde, 2007). Wherein the agency theory presents a view of governance based on economic interpretations of relationships within organizations, stewardship theory allows for a range of non-financial motives for managerial activity, including the need for achievement and recognition, the intrinsic satisfaction achieved from a successful performance and a strong work ethic as a basis for the occurrence of particular procurement practices some of which could be unhealthy to the organization. This premise being more intrinsic implies that the management presented with the opportunity, backed up with the capacity is able to rationalize their decisions to engage in improper and unfair procurement practices that could end up having a negative impact on the overall efficiency of the procurement function.
The basic premise of stewardship theory as stated by Donaldson and Davis (1994; 1991), is that managers as: “Stewards of the corporation diligently work to attain high levels of corporate profit and shareholder returns”. Thus, organizational financial performance and shareholder wealth will be maximized by empowering managers to exercise unencumbered authority and responsibility. However, there is an eminent danger in empowering the managers without providing the appropriate checks and balances. Stewardship theory posit the “model of man” as one in which managers, as stewards, are team players and not motivated by individual goals but rather align themselves with the objectives of their principals (Davis et al., 2013). 
Fundamental to the stewardship model is that there must be a culture of trust between the principal and the manager (Mason et al., 2007).  An underlying premise of stewardship theorists is the idea of “directors having a fiduciary duty and that they can be trusted and will act as stewards over the resources of the company” (Turnbull, 1997). It presumes “that managers are seeking to maximize organizational performance”. Therefore, it follows that “there is no motivation problem or non-alignment of interest between management and ownership” (Hung, 1998).  The stewardship theory fundamentally posits that in any given situation managers are good stewards of corporate assets and they work diligently to maximize shareholder returns (Donaldson, 1990). This view leads to the assumption that if managers do, indeed, fit the “model of man”, their performance is not influenced by self-interest, but is more likely to be “affected by whether the structural situation in which he or she is located facilitates effective action” (Davis et al., 2013). 
[bookmark: _Toc47680617]Conceptual Framework
According to Ravitch and Riggan (2012), a conceptual framework refers to the broad set of principles and ideas taken from applicable areas of enquiry and employed in structuring an ensuing presentation. The study intends to use the following framework (shown in the schematic diagram) in evaluation of procurement methods used in selected SDA institutions in Kenya.
Independent variables				 Dependent Variables
The Place of Procurement in the Organization



	

Effectiveness of Procurement methods and Practices
1. Ability to minimize costs
2. Sensitivity to the Quality of goods and services procured
3. Ability to reduce risks during acquisition of goods and services 
Competitive Methods
1. Request of quotation 
2. Two – stage tendering
3. Request for proposal

Non -Competitive Methods
1. Single / sole sourcing 
2. Restricted tendering 








Procurement Practices 
1. Supplier relationship Management
2. Procurement strategy and tactics
3. Establishment of a measurement plan 

p




[bookmark: _Toc13237207]Figure 1. Conceptual framework.
	
The method of procurement that an institution uses should be the one that cuts down both operational and procurement process costs without undermining the quality of goods and services procured as well as being the method with minimal risks.
[bookmark: _Toc13162976][bookmark: _Toc47680618]Assumptions of the Study
This study was based on the following basic assumptions:
i. That the selected study setting has the best representation to source the required data for the study, the information collected from the sample population was a true and accurate representation of the entire population and that the sample results were sufficient to make conclusions about the study.
ii. All respondents were honestly giving information regarding procurement procedures and process used, challenges and fallbacks where necessary, without fear or prejudice.
iii. Data collected from the selected institutions represented all the other SDA institutions in Kenya.
[bookmark: _Toc13162977][bookmark: _Toc47680619]Operational Definition of Terms
Applicant: This study defines a firm as a joint venture or Consultant that submits an Application in response to an invitation for Prequalification, Initial Selection or Short-listing
Application: A document submitted by an Applicant in response to an invitation for prequalification or Initial Selection
Bid: An offer, by a firm or joint venture, in response to a Request for Bids to provide the required Goods, Works or Non-consulting Services
Bidder: A firm or joint venture that submits a Bid for Goods, Works, or Non-consulting Services in response to a Request for Bids.
Borrower: Recipient of Investment Project Financing (IPF) and any other entity involved in the implementation of a project financed by IPF
Competitive methods of procurement: Those methods that tend to promote transparency, economy and efficiency, and limit favoritism.
Contract management: The continuous review and management of the contractual terms and/or service level agreement secured through the procurement process to ensure the outcomes agreed are actually delivered by suppliers or partners (CIPS, 2004).
Fraud and Corruption: Sanction able practices of corruption, fraud, collusion, coercion and obstruction defined in the Anti-Corruption Guidelines and reflected in paragraph 2.2a of Annex IV of these Procurement Regulations.
Goods: A category of Procurement that includes: commodities, raw material, machinery, equipment, vehicles, Plant, and related services such as transportation, insurance, installation, commissioning, training, and initial maintenance (Kangogo, 2013).
Non-Competitive methods of procurement: Happens when the buyer either selects the company to buy from or restricts the bidding process to certain suppliers (Kangogo, 2013).
Non-Tithe Based Institutions: These are institutions managed and operated by SDA church but having their source of income other than tithe. These include educational institutions, health facilities, publishing house and guest house and conference facilities.
Procurement methods and practices: These are the various ways and procedures which varied institutions employ, through which goods and services or works are procured (Kangogo, 2013).
Procurement process: The whole Procurement lifecycle that starts with the identification of a need and continues through planning, preparation of specifications/ requirements, budget considerations, selection, contract award, and contract management. It ends on the last day of the warranty period (Johnson, et al., 2011).
Procurement: The function of planning for, and sourcing Goods, Works, Non-consulting Services, and/or Consulting Services to meet required objectives. It is the process of finding, agreeing terms and acquiring goods, services or works from an external source, often via a tendering or competitive bidding process (Johnson, et al., 2011).
Request for proposals (RFP): A method used when suppliers or service providers are proposing their good or service to a procurement team for review. Procurement managers receive RFPs from potential clients all the time when a client is seeking a new supplier of their venture (Kangogo, 2013).
Request for quotations (RFQ): The request for quotations is a procurement method that is used for small value procurements of readily available off-the-shelf goods, small value construction works, or small value services procurements. This procurement method is also known as invitation to quote and shopping, and it does not require the preparation of tender documents to the same extent as open tendering, request for proposals or two-stage tendering (Gruneberg & Hughes, 2004).
Restricted tendering: Restricted tendering is a procurement method that limits the request for tenders to a select number of suppliers, contractors or service providers (Johnson, et al., 2011).
Risk Mitigation: A systematic reduction in the extent of exposure to a risk and/or the likelihood of its occurrence. Also called risk reduction. Procurement departments mitigate risks and ensure the organization is protected by developing contracts and purchase orders that cover areas of potential risk. These may include product safety, on-the-job safety, insurance requirements, operational effectiveness, risks related to new technology and mitigation f unacceptable performance (CIPS, 2004).
Seventh Day Adventist church institutions: These are institutions which are sponsored and operated by the Seventh Day Adventist church.
Single-source (sole source): Single-source (sole source) procurement is a method that occurs when the procuring entity intends to acquire goods or services from a sole provider due to some specific circumstances (Engelbert, Reit, & Westen, 2012).
Strategic Sourcing: Strategic Sourcing is a systematic continuous improvement process that directs supply managers to assess, plan, manage, and develop the supply base in line with the agency’s stated objectives. It is the process of developing channels of supply at the lowest total cost, not just the lowest purchase price (Parniangtong, 2016).
Supplier Relationship Management (SRM): Supplier Relationship Management (SRM) is the development and maintenance of strategic relationships with vital suppliers and encourages enterprises into thinking critically about the supply chain and supply chain transparency (Isika, 2016).
Tithe Based Institutions: These are institutions managed by SDA church and having tithe as their main source of income. These include Conferences and Unions.
Two-stage tendering: Involves two procedures, each one of the procedures has a two-stage process. The first procedure involves the procurement team receiving a proposal with two envelopes – one with the proposal itself and one with the associated financial information (UoN, 2016).

[bookmark: _Toc13162978][bookmark: _Toc47680620]CHAPTER TWO
[bookmark: _Toc478354119][bookmark: _Toc478401297][bookmark: _Toc478401344][bookmark: _Toc485639800][bookmark: _Toc13162979][bookmark: _Toc47680621]REVIEW OF RELATED LITERATURE AND STUDIES
In this chapter, the researcher reviews literature from various sources on evaluation of procurement methods. The main themes reviewed are place of Procurement in an organization, Procurement methods and practices, Procurement procedures, Procurement Evaluation methods and effectiveness of procurement methods and practices.
[bookmark: _Toc508727106][bookmark: _Toc13162980][bookmark: _Toc47680622]Place of Procurement in an Organization
According to Robert (2011), the objectives of a world-class procurement organization move far beyond the traditional belief that procurement’s primary role is to obtain goods and services in response to internal needs. Robert (2011), further asserts that in order to understand how this role is changing, it is imperative for one to understand what purchasing is all about, starting with the primary objectives of a world-class purchasing organization. Public procurement processes facilitate the purchase of services, supplies and construction in support of essential public functions. Conversely, De Mel, McKenzie, and Woodruff (2014), argue that while high importance is placed on spending finances responsibly in a manner that is transparent, efficient, accountable and fair, the strategic value of procurement in private entities is not always apparent. Consequently, De Mel, et al., (2014), assert that the strategic value of procurement is realized when an organization shifts its focus from reactive, transactional purchases to proactive, value-based procurement actions. Structured, centralized and narrow delegation of procurement authority to a professional procurement department provides the benefit of establishing a business unit that has specialized knowledge of public procurement principles, processes and best practices.
De Mel, et al., (2014), observed that the optimal organizational model is one in which the professional procurement department holds procurement authority and guides and monitors the procurement processes that take place throughout the public entity. When skilled, professional procurement is buried within an organization and disconnected from the decision-making process, key business opportunities, efficiencies and full value for money may be lost.
Given the increased interest in the procurement function due to the number of reports, research and even development of relevant policy and regulatory frameworks, it is right to observe that the private sector has witnessed a growing recognition of the importance of procurement in support of business strategy and its impact on the bottom line. An increasing number of companies have the chief procurement officer (CPO) reporting directly to the chief executive officer (CEO). According to Bartolini (2011), procurement’s inclusion on a public entity’s leadership team ensures procurement strategies are aligned with organizational goals and enables procurement to proactively identify and capitalize on opportunities that improve operational and financial outcomes. Bartolini (2011), concludes that the procurement functions serve an organization by adding value to various procurement functions among them being strategic sourcing; supplier relationship management; supply chain management; contract management; and risk mitigation.
[bookmark: _Toc508727109][bookmark: _Toc13162987][bookmark: _Toc47680623]Supply Chain Management (SCM)
Whereas Baily and Jacobs (2005), defines supply chain as a system of organizations, people, activities information and resources involved in moving a product or service from supplier to customer, Ellram (2002), defines it as a network of facilities and distribution options that performs the functions of procurement of materials, transformation of these materials into intermediate and finished products, and the distribution of these finished products to customers. Gheorghe et al. (2014), stated that supply chain management (SCM) consists of the integration activities taking place among a network of facilities that procure raw material, transform them into intermediate goods and then final products, and deliver products to customers through a distribution system.
Glover, David, Harry, and Rob (2008), assert that the complexity of coordinating supplier actions, transportation, inventories and delivery systems requires continuous attention to detail and that in most organizations, procurement is responsible for managing the supply chain. They further assert that procurement monitors those actions and values responsible for continuous improvement of the design, development and management process of an organization’s supply system, with the objective of improving its profitability and survival of its customers and suppliers. It has a major impact on net income and shareholder value.
According to the Institute of Supply Chain Management (ISM) (2005), procurements deal with the identification, acquisition, access, positioning and management of resources the organization needs in the attainment of its strategic objective. Consequently, Chen, (2011), observes that without effective supply chain management, an organization loses valuable time and resources as primary objective of the procurement function is the proactive coordination of supply chain activities in order to ensure the organization has what is needed, where and when it is needed.
[bookmark: _Toc47680624]Strategic Sourcing
According to the NIGP Dictionary, Strategic Sourcing is a systematic continuous improvement process that directs supply managers to assess, plan, manage, and develop the supply base in line with the agency’s stated objectives. Parniangtong, (2016), asserts that strategic sources refer to the process of developing channels of supply at the lowest total cost, not just the lowest purchase price. Douglas, Rudzki, and Stephen (2007), contends that strategic sourcing expands upon traditional purchasing activities to embrace all activities within the procurement cycle, from specification to receipt and payment of goods and services. In addition to reducing costs, strategic sourcing focuses aimed at building longer term, win-win relationships with key suppliers to give buyers a competitive advantage (Douglas, et al., 2007). The nature of the relationship underscores the success of strategic sourcing initiatives. It is critical that both buyer and supplier work together and share information to identify opportunities that will significantly increase savings over time.
Douglas, et al., (2007), concludes that organizations that use strategic sourcing are constantly re-evaluating procurement actions to ensure alignment with long-term organizational goals and facilitates continuous process improvement by measuring the effectiveness of these same procurement actions and that when applied effectively; strategic sourcing can significantly lower the costs of goods and services.
[bookmark: _Toc47680625]Procurement Methods 
Procurement method refers to the means through which procurement activities are implemented. They can also be considered as the procedures used by procuring entities to acquire goods, services and works. There are several procurement methods that can be adopted by an organization. These methods are broadly categorized as either competitive or non-competitive methods. 
[bookmark: _Toc508727113][bookmark: _Toc13162991][bookmark: _Toc47680626]Competitive Methods
According to Gruneberg and Hughes (2004), competitive procurement involves opening the process to bids and tenders to obtain the best value. Competitive procurement methods include but are not limited to: Request for quotations, Two-Stage tendering, Request for proposals and Open tendering (Gruneberg & Hughes, 2004). 
Request for quotations (RFQ): The request for quotations is a procurement method that is used for small value procurements of readily available off-the-shelf goods, small value construction works, or small value services procurements. This procurement method is also known as invitation to quote and shopping, and it does not require the preparation of tender documents to the same extent as open tendering, request for proposals or two-stage tendering (Gruneberg & Hughes, 2004).
According to Beil (2009), the request for quotation method is by far the least complex procurement method available where there is no formal proposal drafted from either party. Quotations received in response to a request for quotation are first evaluated to determine compliance with the technical specifications or scope of work of the requirement and also for compliance with administrative requirements of the request for quotations. Only after the administrative and technical compliance determination, a price comparison is made between firms found to be compliant, and then a purchase order is signed with the bidder submitting the lowest price quotation within the stipulated delivery or completion date. 
Essentially, the procurement entity selects a minimum of three suppliers or service providers that they wish to get quotes from and thereafter conducts a comparison of the quotes based on their extend of requirement compliance and the best quote is selected. 
The RFQ process can be divided into four steps: preparation, processing, awarding, and closing as show in figure 1 below.


[bookmark: _Toc514079209][bookmark: _Toc13237208]Figure 2. RFQ process.
i. Preparation is the most important part of the process and should not be done in a hurry. According to (Chartered Institute of Procurement and Supply', (2013), throughout the entire RFQ process, you should spend at least 50% of your time on preparation and 50% on the rest of the steps. During the preparation phase, visualize the whole RFQ process from the invitation until awarding and closing the deal. This “big picture” will help you keep your final goal in mind. Once a decision is made on what type of RFQ to run, then follows the preparation of RFQ documentation. 
ii. Management phase entails discipline in the treatment of participants. Information should be shared equally with everyone (Chemoiywo, 2014). Questions from any one supplier are answered and distributed to all participants. It is against business ethics to leak price information or other supplier-specific information to other bidders. Some e-procurement systems have sealed bids functionality where no one, not even the buyer, can see completed bids. The bidding system will only open after the deadline. 
iii. Awarding is the second most important step in the RFQ process (Beil, 2009). Here the procurement decides with whom you are going to deal. Now all the effort you spent on preparation becomes valuable. If suppliers used a price template, then the bids are collected and compared, “apples to apples”. This is when the awarding criteria and weights come in handy. Based on the awarding criteria and decision, a memo is written including how many bids were received, how many were qualified, what were the disqualification reasons, what were the awarding criteria and weights, how each tender committee member voted, and what was the final decision (Gruneberg & Hughes, 2004).
iv. Closing follows winner selection. a meeting is set for closing the deal and signing the contract based on GTC and other contract terms into the RFQ documentation (CIPS 2004). After the signing of the contract, feedback is provided to all participants, not only the winner.
There many types of RFQs, including open, invited, sealed bid, or reverse auction. RFQs are usually run by only inviting prequalified suppliers with the number of bid participants generally ranging from 3 to 8, but again it depends on the category.
This method is advantageous in that, procurement lead-time is significantly reduced given that there’s no need to prepare solicitation documents, or to advertise requirements. And the period for quotations submission is also equally reduced (Khakata, 2014). Secondly, the number of quotations received is limited to the number of bidders’ quotations were requested from, so the selection process time is also reduced (Kangogo, 2013). Additionally, Watt (2014) contends that the procuring and/or requesting entities would usually have a pretty good idea of where and from whom the goods, services or works can be procured, so there’s a higher probability of response to the request for quotations.
However, Lynch (2017), observed that one of the biggest drawbacks with the method is that it lends itself to irregularities because the procuring entity decides which suppliers, contractors or service providers to send request for quotations to, and competition is very limited. The method too, could be abused as a result of the breaking of requirements into smaller sizes in order to be applied and could easily lead to requesting quotes from a limited number of firms even if the goods, services or works are available from a greater number.
Two-stage tendering: This procurement method involves two procedures with each procedure having a two-stage process. The first procedure involves the procurement team receiving a proposal with two envelopes – one with the proposal itself and one with the associated financial information (UoN, 2016). The bidder is required to submit a technical proposal that highlights their solutions to fulfilling the requirements as specified by the procuring department. This proposal is scored according to the relevance of the solution to the needs of the procurer. The highest scored proposal is invited for further discussion in an attempt to reach an agreement. After the final agreement for the technical proposal is reached, the bidder is invited to submit their financial proposal and then, further discussions follow, to negotiate a contract (CIPS, 2004).
The second procedure involves the bidder submitting a partial proposal. The methodology and technical specifications are included but not to the fullest extent. This allows room for even more customization and discussion. Once the highest qualified bidder is selected, they will be invited to submit a thorough technical proposal along with a financial proposal. The technical proposal will be evaluated and only then will the financial proposal be opened. The combined score of both the technical proposal and the financial proposal are the grounds on which a bidder is contracted (UoN, 2016).
According to Lynch (2017), this method has merits such as; being a more flexible approach to awarding contracts as it allows participation of prospective bidders in the definition of the technical specifications and scope of work. The preferred bidder is more likely to have a good understanding of the requirement, which potentially reduces risks in the implementation of the contract. Prospective bidders are able to make suggestions for improvement of the technical specifications and scope of work of the assignment, through their technical proposal and clarification discussions (Lynch, 2017).
Request for proposals (RFP): According to Kangogo (2013), this method is suitable when suppliers or service providers are proposing their good or service to a procurement team for review and the procurement managers receive RFPs from potential clients all the time when a client is seeking a new supplier of their venture. This kind of proposal is a compelling and unique document stating why the business is the best fit for the type of project at hand. The agencies writing the RFPs should submit a two-envelope proposal to the procurement manager. The two-envelope process allows the procurers to review the proposal through and thorough without knowing the financial component. The financial proposal is sealed in the second envelope and should only be opened after the content of the first-envelope proposal is approved or rejected (Roth, 2001). This eliminates any persuasion by cost and allows an objective lens to look through when analyzing a good fit. The proposal with the best fit qualifications and best price will be selected. If a lesser qualified (yet still qualified) selection has a lesser price, no contract should be negotiated. The most qualified and appropriate proposal, regardless of price, is selected.
RFPs can be open to all potential suppliers. Regardless of whether it’s an open bid or invite-only and can be adopted in managing sealed bid sessions which is a type of bidding process where participants provide their bids in a sealed “envelope” and no buyer is allowed to open the bids before the final deadline. It is a great strategy to use to combat fraud and bid leakage before the bid has come to a conclusion (PPOA, 2009).
Under the guidelines of most international development banks (World Bank, Asian Development Bank, African Development Bank, etc.) and some donor entities (Millennium Challenge Corporation, for instance) request for proposals are used primarily for hiring consulting firms (Kitagawa, 2008).
[bookmark: _Toc508727114][bookmark: _Toc13162992][bookmark: _Toc47680627]Non – competitive Procurement Methods
Noncompetitive procurement (sometimes called “sole source” or “single-source” procurement) happens when the buyer either selects the company to buy from or restricts the bidding process to certain suppliers. Non-competitive procurement methods include but not limited to: 
Single – source (sole source): Single-source (sole source) procurement is a method that occurs when the procuring entity intends to acquire goods or services from a sole provider due to some specific circumstances (Engelbert, et al., 2012). These circumstances which call for this method are when there is: an emergency, only one supplier is available and qualified to fulfill the requirements, abundant clarity in the advantages of using a certain supplier, the procurer requires a certain product or service that is only available from one supplier and/or a restriction for the continuation of work that cannot be reproduced by another supplier. This method should undergo a strict approval process from management before being used.
	According to Alhazmi and McCaffer (2000), a checklist should preferably be developed for requesting entities to complete in sufficient detail to justify the need for fulfilling a procurement requirement from a single source. Such justification should identify the requesting entity, describe the requirement, address why the requirement can only be fulfilled from the identified source, including action taken to identify additional sources, in addition to the total cost and planned future actions to preclude the need for using this method.
Restricted tendering: Restricted tendering is a procurement method that limits the request for tenders to a select number of suppliers, contractors or service providers (Johnson, et al., 2011). This method of procurement is also called Limited Bidding and Selective Tendering where competition is limited to only firms shortlisted or invited by the procuring entity. In this method, a process should be in place for arriving at the number and specific firms that will be invited; that number however is dependent on the stipulations of the public procurement legal framework. Any decision to use the Restricted Tendering procurement method must conform to the policies and procedures governing the procurement system (Katagawa, 2008). A basic characteristic of this method is that competition is confined to a certain number of firms either because only a few firms are qualified to fulfill the specific type of requirement, or certain conditions warrant the use of a limited number of firms in order to reduce the time and cost of the selection process (Morledge & Smith 2013).
[bookmark: _Toc47680628]Procurement Practices
	There are various strategic procurement practices comprising but not limited to; clear goal identification and setting measurable objectives, development of strategies and tactics, supplier relationship management plan, spend management plans and technology utilization (CIPS, 2005).  It is vital for every organization carrying out procurement, to check whether there is need to start an entirely new procurement process and how the procurement practice adds value to whole process. The purchasing firm will leverage on its strengths by adopting relevant practices that will translate to the realization of its procurement strategic goals (Neely, 2005).
[bookmark: _Toc514081160][bookmark: _Toc47680629]Clear Goal Identification and Setting Measuring Objectives
	The first step in the development of a strategic procurement plan is to develop a clearly identified goal which is aligned with the organization's mission, vision and values. A goal is a broad statement of intended outcome. Goals are supported by measurable objectives. Measurable objectives should be clear and specific enough that at the end of the plan's implementation independent observers could agree as to whether the objective was or was not met (CIPS, 2005). 
	The acronym SMART is often used to provide guidance in the development of objectives. SMART stands for specific, measurable, actionable, realistic and time bound. Maroa (2013), argues that these objectives are the basis upon which progress can be evaluated. Procurement management activities should be tailored to those values that are in line with the overall business goals. Therefore, goal setting enables the procurement function to have direction and rally its resources in pursuit of this common goal. 
[bookmark: _Toc508727108][bookmark: _Toc13162982][bookmark: _Toc47680630]Supplier Relationship Management (SRM)
Supplier Relationship Management (SRM) is the development and maintenance of strategic relationships with vital suppliers and encourages enterprises into thinking critically about the supply chain and supply chain transparency (Isika, 2016). Successful procurement actions rely on effective suppliers. Supplier relationship management is concerned with all of an entity’s potential suppliers, not just suppliers with current contracts. Nurturing a viable pool of potential suppliers can be a valuable procurement strategy (Kenneth, 2003). It requires “planning for, and managing, all interactions with third party organizations that supply goods and/or services to an organization in order to maximize the value of those interactions”. 
According to NIGP (2011), Supplier relationship management seeks to improve outcomes by getting past the traditional “arm’s length” approach to managing suppliers. Areas for improvement that may be addressed collaboratively with suppliers include: quality, delivery, price or cost, transaction efficiency, value add ideas, innovation ideas, logistics, service needs and assurance of supply (ISM, 2005).
According to Cox (2004), procured supplies account for 60% of the total cost of merchandises sold. There is anticipation the tendency to endure as corporations have recognized the need of guiding their relationships with suppliers to gain competitive advantage. Companies are bound reduce costs and enhance customer responsiveness as well as optimize resource utilization in such relationships. Many organizations will depend on deeply securing the right supply base and preserving strategic relationships with suppliers. In the procurement of strategic materials, it is critical that few trusted vendors supply them (Lascelles & Dale, 1989).
Launching effective supply governance is vital to unravelling SRM value, particularly for partner suppliers (Anderson, 2002). To achieve this, the internal governance processes must be aligned to the organizational structure and assigned teams ownership (Shin, Collier & Wilson, 2000). It is essential to encompass the right stakeholders from the business in the process of as well as ownership from procurement department in supplier relationships (Archer, 2003). These stakeholders are part of a recognized supplier governance committee for each category of suppliers. A governance committee describes and pushes the strategic roadmap together with the supplier (Choy, Lee, & Lo, 2002).
Kamau (2013), reviewed key relationship models in supplier management and concluded that trust, communication, commitment, cooperation and mutual goals are key ingredients in successful relationship, which in turn affect performance positively. Ratemo (2011), asserts that it was evident that suppliers failed to preserve proper records, long cycle times and increased costs in procurement. The enterprise failed to maintain good relationships with their suppliers leading to poor procurement performance.
Baily, Farmer, Crocker, Jessop, and Jones (2008), observed that organizations practicing SRM culminate in improving their supply chain performance (Baily, et al. 2008). Constant maintenance of a worthy relationship with suppliers will guard an organization from the hitches of quality, increase efficiency and hence improve performance (Liker & Choi, 2004). This relates to all organizations, whether commercial or humanitarian (Choy, Lee & Lo, 2002). The supplier is made part of the organization and will continuously keep that particular organization in mind (Zimmermann, Rajal, Buchholz, Plinval, & Geissmann, 2015). Firms are bound to cultivate and maintain long term relationships with suppliers by sharing information, managing the supplier performance and using information technology in supply chain management (Lysons, & Farrington, 2006). 
According to Choy, et al., (2002), realization of the supplier’s relationship management process is dependent on the existing skills in the procurement function that facilitates the organizational expenditure management while Zimmerman, et al., (2015), assert that the benchmarks along which these relationships are highlighted are typically expenditure and business criticality. The supplier segmentation process is a precondition to set up operational governance with strategic suppliers (Zimmermann, et al., 2015).
	The strategic relationship with suppliers begins long before the first order is placed as noted by Carr and Pearson (2002), and continues well beyond the receipt of goods. This relationship is far different from the transactional tactical supplier relationship. Strategic relationship management goes beyond procuring products and services. It seeks to maximize the benefit for both supplier and customer and identify and implement mutual successes that will benefit both parties (Edquist, & Zabala-Iturriagagoitia, 2012). 
	While SRM recognises that different relationships will be required with different suppliers/providers, Barney (2008), believes that this type of relationship will depend largely on the criticality and/or value of the goods or services they supply, and factors such as the number of suppliers in the market, and the global availability of a requirement. It allows procurement function to develop strategies for dealing with suppliers to achieve ongoing value for money, and reduce the risk of poor performance or non-delivery or non-availability. It allows the procurement organisation to focus effort on the right suppliers and ensures they are not being managed by their supplier (CPS, 2005). Kai (2006), on the other hand believes that this type of relationship will depend largely on the criticality and/or value of the goods or services they supply, and factors such as the number of suppliers in the market, and the global availability of a requirement. It allows procurement function to develop strategies for dealing with suppliers to achieve ongoing value for money, and reduce the risk of poor performance or non-delivery or non-availability. 
	Nantege (2011), argues that while for many suppliers, it will not be necessary to spend significant resources building a relationship, and an operational-type management style will be sufficient, for others it may be necessary to enter into full relationship management. This will not be a simple option but it requires a drive for continuous improvement and on-going communication management, cost management and benchmarking to effectively and efficiently realize its potential (Nantege, 2011).
[bookmark: _Toc514081161][bookmark: _Toc47680631][bookmark: _Toc508727107][bookmark: _Toc13162981]Procurement Strategy and Tactics
	Morledge and Smith (2013), assert that strategies and tactics are developed to facilitate the attainment of established goals and objectives though strategies are general and indicate broadly how an organization will meet its purchasing objectives. While strategies are designed to either leverage or capitalize on strengths and opportunities, or to overcome weaknesses and threats, tactics are operational in nature and represent action plans for specific tasks that will be done in support of the identified strategies (PPOA, 2009). 
	A shift of focus from transactional purchasing to value-based procurement is essential so to translate to significant bottom line improvements to the organization. In comparison to reactive transactional procurement, a best practice procurement strategy examines the current supply and demand markets, and the commercial terms and conditions which are of significant importance. This is important in giving the procurement function the force it requires in gaining the competitive edge that makes it realize or achieve intended goals (Swinder & Seshadri, 2001).
[bookmark: _Toc13162984][bookmark: _Toc47680632]Establishment of a Measurement Plan
	Makabira and Waiganjo, (2014), noted that measurement plans are important elements of a strategic procurement plan. Measurements should be designed to provide an indication, on an on-going basis, of the progress being made toward the achievement of tactics and strategies in support of objectives and goals. To ensure that the plan is actionable and used to achieve the desired results, it is important to establish accountability for strategies and tactics, to assign measures to monitor success and to report regularly on progress. Good progress may indicate an opportunity to strengthen or increase focus on specific strategies, while not meeting goals may suggest the need for modifications (Maroa, 2013).
	Strategic procurement, including the design and implementation of sourcing plans, should be measured in terms of the benefits that they have delivered compared with what they were expected to deliver as set out in the original procurement plan. This might take the form of a post-contract audit perhaps one year after the contract had been let. The findings should be reported to and discussed by the purchasing and supply management professional(s) and their Sourcing Board in order to learn from experiences and build on current commercial arrangements (CIPS, 2010). 
In summary, leading, successful organizations – public and private – recognize that maintaining an archaic view of procurement as a primarily clerical function restricts their capacity to maximize success. Instead, incorporating procurement into the organization’s strategic mind set, equipping procurement practitioners with the tools that allow them to perform at a professional level and setting expectations accordingly brings to government leaders and their communities greater value, greater trust and greater success. The strategic value of procurement is best realized by organizations that directly involve procurement departments in the overall strategic planning process. With a seat at the planning table, these departments can ensure procurement strategies are aligned with overall strategies and in support of organizational goals.
[bookmark: _Toc47680633][bookmark: _Toc508727115][bookmark: _Toc13162993]Evaluation of Procurement Effectiveness 
According to Gordon (2008), procurement evaluation refers to the practice of approving and evaluating potential suppliers using quantitative methods to make sure that the best class of suppliers is made available to supply products and services to an organization. The process of identifying the best suppliers and maintaining them is perhaps the single most important role of the procurement function in any forward-looking organization. To carry out their task effectively, procurement managers must come up with scoring criteria to help them evaluate and identify the suppliers to do business with and maintain them in the approved vendors list (Wu, Shunk, Blackhurst, & Appalla, 2007). Parameters to be included in the scoring criteria or appraisal forms as the case may be should be carefully selected to ensure that they are value adding and will impact positively on the performance of the procurement function and the entire organization as a whole. As such, it is important that the procurement manager identifies and critically analyses the procurement related factors that affect the performance of the procurement function (Maroa, 2013).
According to Walker and Rowlinson (2008), the measurement of procurement performance is the first step in being able to understand the weaknesses and strengths of a given system and put into place corrective actions. Developing an effective method for measuring the performance of procurement requires certain indicators to make evaluation possible. According to Pi and Low (2006), the indicators of procurement performance include efficiency in the procurement process measured in terms of the cost of transactions and time. Another indicator is transparency and openness of the procurement system with regards to fairness of participants. The workforce professionalism is also another indicator of procurement performance; a well trained and equipped workforce can enhance the performance of the process of procurement.
This study evaluated the procurement methods and practices based on costs, quality and their ability to mitigate risks that may arise. This is based on the World Bank procurement report (2016), that postulated thatto achieve evaluation objectives; the evaluation criteria should take into account such factors as the following: 
· Cost: evaluation of cost using a methodology that is appropriate to the nature of the procurement including: adjusted Bid/Proposal price; or adjusted Bid/Proposal price plus the running/recurrent cost over the useful life time of the asset on a net present cost basis (life-cycle costs); 
· Quality: evaluation of quality using a methodology to determine the degree to which the Goods, Works, Non-consulting Services or Consulting Services meet or exceed the requirements; 
· Risk: criteria that mitigate the relevant assessed risk; 
[bookmark: _Toc13162995][bookmark: _Toc47680634]Summary of Literature Review
The main themes reviewed are place of Procurement in an organization, Procurement methods and practices, Procurement procedures, Procurement Evaluation methods and criteria and effective procurement. In an organisation, procurement adds value to areas such as but not limited to: strategic sourcing; supplier relationship management; supply chain management; contract management; and risk mitigation. Procurement organizations that use strategic sourcing are constantly re-evaluating procurement actions to insure alignment with long-term organizational goals. A shift of focus from transactional purchasing to value-based procurement is essential so to translate to significant bottom line improvements to the organization. In comparison to reactive transactional procurement, a best practice procurement strategy examines the current supply and demand markets, and the commercial terms and conditions which are of significant importance.
[bookmark: _Toc508727120]The measurement of procurement performance is the first step in being able to understand the weaknesses and strengths of a given system and put into place corrective actions. Developing an effective method for measuring the performance of procurement requires certain indicators to make evaluation possible namely; efficiency in the procurement process measured in terms of the cost of transactions and time, transparency and openness of the procurement system with regards to fairness of participants and workforce.to achieve evaluation objectives, the evaluation criteria should take into account such factors as the following: Cost, Quality, Risk, Sustainability and Innovation. The literature review reveals a huge literature gap on the private sector. Very few studies have been done on private procurement and lesser on procurement in SDA institutions. 
[bookmark: _Toc13162996][bookmark: _Toc47680635]CHAPTER THREE
[bookmark: _Toc508727121][bookmark: _Toc13162997][bookmark: _Toc47680636]RESEARCH METHODOLOGY
This chapter examines the research design, the study setting, target population, sample size and sampling procedures, data collection and analysis procedures, and ethical considerations.
[bookmark: _Toc387794373][bookmark: _Toc417418711][bookmark: _Toc441417916][bookmark: _Toc478354128][bookmark: _Toc478401310][bookmark: _Toc478401357][bookmark: _Toc485639813][bookmark: _Toc508727122][bookmark: _Toc13162998][bookmark: _Toc47680637]Research Design
The research design refers to the overall strategy that you choose to integrate the different components of the study in a coherent and logical way, thereby, ensuring that the research problem is effectively addressed (De Vaus, 2006). This study employed descriptive and correlational research design due to its ability to provide answers to the questions of who, what, when, where, and how associated with a particular research problem (University of Southern California Libraries, 2016). This study aimed at establishing the way procurement is undertaken in the various Seventh – day Adventist Institutions in Kenya by identifying what on the methods, the who in the performance of the procurement practices and the how procurement methods and practices are undertaken.
According to Grand Canyon University, Arizona (2018), descriptive research is used to obtain information concerning the current status of the phenomena and to describe "what exists" with respect to variables or conditions in a situation. Descriptive studies are often described as studies that are concerned with finding out “what is”. Hence, these studies are really correlational or observational, and not truly experimental. This type of research is conclusive in nature, rather than exploratory. The researcher attempts to gather quantifiable information that was used to statistically analyze the situation of procurement in the selected target. This study does not attempt to answer “why” and is not used to discover inferences, make predictions or establish causal relationships (Kothari, 2010).
[bookmark: _Toc387794375][bookmark: _Toc417418713][bookmark: _Toc441417918][bookmark: _Toc478354130][bookmark: _Toc478401312][bookmark: _Toc478401359][bookmark: _Toc485639815][bookmark: _Toc508727124][bookmark: _Toc13162999][bookmark: _Toc47680638]Population and Sampling Techniques
The study targeted all the heads of the procurement departments as well as the key procurement officers of those institutions having a procurement department. In total there are one hundred and seventy (170) Adventist church institutions in Kenya. The study developed an inclusion criterion for any institution to qualify to be included. The inclusion criteria required that the organization must have had a fully functional procurement department in operation for at least five years from the date of the study. Based on the inclusion criteria a total of 18 entities qualified and thus were used in the study. The sample for the study therefore was comprised of these 18 institutions. The study adopted the purposive sampling in identifying the 18 institutions. The selected institutions had to have an established and fully functional procurement department that must have been in operation for at least the last five years. Four (4) respondents from each of the selected institutions participated in this interview yielding a total of 72 participants as shown in the table below. However, 10% of the population took part in the pilot study. This was deducted from the final study.





[bookmark: _Toc46482798]Table 1 
Sample Distribution
	
	Institution
	Sample

	1
	Adventist University of Africa
	4

	2
	Africa Herald Publishing House
	4

	3
4
	Better Living Hospital
Central Kenya Conference 
	4
4

	5
	Central Nyanza conference
	4

	6
	Central Rift Valley Conference
	4

	7
	East Kenya Union Conference
	4

	8
	Greater Rift Valley Conference
	4

	9
	Home Health education service
	4

	10
	Kenya Lake Conference
	4

	11
	LMS Conference Center
	4

	12
	Maxwell Adventist Preparatory School 
	1

	13
	North West Kenya Conference
	4

	14
	Nyamira Conference
	4

	15
	Segero Adventist Schools
	4

	16
	University of Eastern Africa, Baraton
	4

	17
	West Kenya Union Conference 
	4

	
	Total
	                        65



[bookmark: _Toc478354131][bookmark: _Toc478401313][bookmark: _Toc478401361][bookmark: _Toc485639816][bookmark: _Toc508727125][bookmark: _Toc13163000][bookmark: _Toc47680639]Research Instruments




[bookmark: _Toc441417921][bookmark: _Toc478354133][bookmark: _Toc478401318][bookmark: _Toc478401366][bookmark: _Toc485639818][bookmark: _Toc485639819]This study adopted the use of a self – constructed questionnaire for data collection. The questionnaire was developed in line with the study objectives. Multiple choice questions, rank-order (or ordinal) scale questions and rating scale question formats were used in different sections of the instrument. The questionnaire entailed 4 parts (A, B, C &D). Part A dealt with respondents background highlighting the gender, education level and area of academic specialization of the respondents; part B examined the Place of Procurement In the Organization in relation to existence of procurement department, type of projects undertaken by the organization and the relationship of the organization with its suppliers; Section C examined the procurement methods and procedures used, and whether some factors including cost, nature of projects and organization policies affect the choice of the method used; while Part D evaluated the level effectiveness of the methods used based on; Costs of procurement, Quality-the degree to which the Goods, Works, Non-consulting Services or Consulting Services meet or exceed the requirements and Risk mitigation, The questionnaire contained close-ended questions with four-point-Likert scale used to scale responses in the study from; where strongly agree, agree, disagree and strongly disagree. This is in line with Bertram (2003), who in his report on Likert Scales noted that, sometimes a 4-point (or other even-numbered) scale is used to produce an ipsative (forced choice) measure where no indifferent option is available. Each level on the scale is assigned a numeric value or coding, usually starting at 1 and incremented by one for each level.
[bookmark: _Toc508727127][bookmark: _Toc13163002][bookmark: _Toc47680640]Validity and Reliability of the Questionnaires
Validity and reliability are two factors which any researcher should be concerned about while designing a study, analyzing results and judging the quality of the study (Patton, 2002). The questionnaire was given to researcher’s supervisors and other experts in research to seek their opinion about the adequacy and representativeness of the instrument as a way of ensuring content validity.
A pilot study was conducted at Kendu Adventist hospital and Maxwell Adventist preparatory School where 10% of the questionnaires were administered. Saunders et al, (2009), agree that in any research, it is expedient as a matter of validity and reliability to check that the instrument is pre-tested before the final administration. The pilot study enabled the researcher to assess the clarity of the questionnaire. No items were found to be redundant therefore none was discarded and those misunderstood modified to improve the quality of the research instrument, thus increasing its validity.

The Cronbach’s Alpha was used as a measure of reliability and internal consistency. Cronbach’s Alpha is a reliability coefficient that indicates how well items in a set are positively correlated to one another. It measures the inter-correlations among test items, with a measure of 1 being the ultimate of internal consistency and reliability and  being acceptable (Revelle & McDonald, 2006).  In this study, all sections of the questionnaire designed by the researcher to be filled by respondents had reliability ranging from 0.797 to 0.891 as shown in the summary table below. 
[bookmark: _Toc46482799]Table 2 
Reliability Analysis
	Subscale No.
	Subscales 
	No. of Items
	Cronbach’s Alpha (α)

	1
	Procurement Methods and procedures used
	12
	.797

	2
	Level effectiveness of the methods used 
	12
	.891


[bookmark: _Toc387794381][bookmark: _Toc417418717][bookmark: _Toc441417922][bookmark: _Toc478354134][bookmark: _Toc478401319][bookmark: _Toc478401367][bookmark: _Toc485639820][bookmark: _Toc508727128][bookmark: _Toc13163003][bookmark: _Toc478354135][bookmark: _Toc478401320][bookmark: _Toc478401368][bookmark: _Toc485639821][bookmark: _Toc387794383][bookmark: _Toc417418719][bookmark: _Toc441417924][bookmark: _Toc380434259][bookmark: _Toc478354136][bookmark: _Toc478401321][bookmark: _Toc478401369][bookmark: _Toc485639822]
[bookmark: _Toc47680641]Data-Gathering Procedures
Data collection procedures are the series of events to be followed during the data gathering process. The researcher collected data after receiving permission from the University of Eastern Africa, Baraton (UEAB) Research Ethics Committee. A research permit was acquired from the National Commission for Science, Technology and Innovation (NACOSTI). Authority to gather data was sought from the relevant institutional authorities. 
Upon satisfying all the Ethical requirements, the researcher personally traveled to the eighteen (16) Institutions in a period of one month (one institution per a day), between 1st August, 2019 and 30th August, 2019, to collect the data. First the researcher had to identify the respondents. This was done by purposively selecting the head of the procurement department, the chief procurement officer, and two other members of the institution’s procurement committee to make a number of four respondents. Once the respondents were identified, the researcher administered the research questionnaire in person and allowed the respondents enough time to fill the questionnaires at their convenience before collecting them back but on the same day. However, on few instances where some respondents were unable to fill the questionnaire on the same day, the researcher organized on modalities of collecting it on a different date.
[bookmark: _Toc508727129][bookmark: _Toc13163004][bookmark: _Toc47680642]Statistical Treatment of Data
According to Mugenda & Mugenda (2003), data analysis is the process of creating order, structure and meaning to the mass of information collected. Statistical Package for Social Sciences (SPSS) version 20.0 which is a software tool for data analysis was used. The data collected using the questionnaire was analyzed using descriptive statistics. Descriptive statistics included means, frequencies and percentages. This was useful in analyzing demographic data, and data related to the place of procurement in an organization. Likert-type questions were also analyzed using descriptive statistics; means and standard deviation. This is in line with Boone and Deborah (2012), who agree that Likert-scale data can be analyzed using descriptive statistics. 
Data related to research questions one, two and three were analyzed using descriptive analysis. Pearson’s product-moment correlation coefficient was used in testing the two null hypotheses based on research questions four and five. Presentation of this information has been done using tables, graphs and charts. The level of significance was set at .05.
[bookmark: _Toc46482800]Table 3. 
Statistical Treatment of Data
	Research Question
	tool/technique used

	What is the place of procurement in the operations of the selected SDA church Institutions?
	Frequencies and Charts

	What are the procurement methods used in the selected SDA institutions; under the category of:
 Competitive methods and Non-competitive methods 
	Frequencies and Charts

	What is the level of effectiveness of the procurement practices used in the selected institutions based on: Costs of procurement, Quality of procurement and Risk mitigation ability
	Means and standard deviations

	Is there a significant relationship between the place of procurement in the organization and the level of effectiveness of procurement practices?
	Pearson’s correlation coefficient

	Is there a significant relationship between the assessment of the relationship between the organization and its suppliers and the place of procurement in the organization and the level of effectiveness of procurement practices?
	Pearson’s correlation coefficient



[bookmark: _Toc508727130][bookmark: _Toc13163005][bookmark: _Toc47680643]Ethical Considerations
Researchers whose subjects are people or animals must consider the conduct of their research and give attention to ethical issues associated with carrying out their research (Orodho, 2009). Despite the high value of knowledge gained through research, knowledge cannot be pursued at the expense of human dignity and a researcher should describe how he or she ensured that ethical requirements are upheld in the study (Oso & Onen, 2009). 
The researcher obtained informed consent from the participants. No person was coerced to participate in the study. They were informed of the study objectives, methods and its relevance. Confidentiality was assured to the respondents in that the information they would provide would be used sorely for academic purpose only. They were further instructed not to indicate their names and their institutions in the questionnaires for anonymity. The researcher ensured that all participants and informants were treated with respect and their privacy observed. Research approval was sought from relevant institutions and the study findings shall be disseminated to the Institutional leaderships.


[bookmark: _Toc13163006][bookmark: _Toc47680644]CHAPTER FOUR
[bookmark: _Toc13163007][bookmark: _Toc47680645]PRESENTATION OF FINDINGS, ANALYSIS AND INTERPRETATION
The chapter contains analysis of; Background information, the place of procurement, the procurement methods used, effectiveness of procurement practices and test of hypothesis. This is the detailed presentation, analysis and interpretation of the data gathered regarding the evaluation of procurement methods used and procurement practices in selected Seventh-Day Adventist Church institutions in Kenya. The interpretations and presentations were done using tables and charts (graphs and pie charts) form, following the research questions and objectives that guided this study. The response rate was 100% (65 respondents).
[bookmark: _Toc13163008][bookmark: _Toc47680646]Background Information
[bookmark: _Toc46482801]Table 4 
Gender
	Gender
	Frequency
	Percent

	
	Male
	32
	49.2

	
	Female
	33
	50.8

	
	Total
	65
	100.0



Table 4 shows the gender of the respondents with 49.2 % being male and 50.8 % being female. This indicates that the composition of the procurement department is gender balanced. Additionally, the balanced distribution on the basis of gender further provides credence to the study as it balances the views of the respondents as could be influenced by gender.

[bookmark: _Toc13237209]Figure 3. Level of education.

Figure 3 shows the highest level of education the respondents who participated in the study had attained with majority of the respondents at 39.0% being graduate degree holders, followed by undergraduates at 35.0% and the minority at 26.0% having a postgraduate degree. This distribution of the respondents by levels of education indicate that the respondents are actually competent and well informed to respond to the questionnaire items appropriately and competently.
[bookmark: _Toc46482802]Table 5 
Area of Academic Specialization
	Specialization
	Frequency
	Percent

	
	Procurement
	3
	4.6

	
	Business management
	42
	64.6

	
	Other
	19
	29.2

	
	No response
	1
	1.5

	Total
	65
	100.0



The study in table 5 revealed that majority of the respondents are specialists in Business Management (64.6%) while 29.2% are specialists in other areas, and 4.6% being specialists in procurement while 1.5% did not indicate their specializations. This implies that most SDA institutions lack procurement specialist and procurement processes may not be as productive and effective as it should be with the function being performed by procurement experts. According to researches; staff competency affects the performance of the public procurement (Mbae, 2014), and the human capital competence can be assessed through the level of education, education specialization, procurement knowledge, professional experience and the technical skills (Mauki, 2014). Therefore, there is need to put procurement departments and activities under the control and management of specialists in order for it to be productive and effective.
[bookmark: _Toc46482803]Table 6 
Position in the Organization
	Position
	Frequency
	Percent

	
	Chief Accountant
	8
	12.3

	
	Accountant
	42
	64.6

	
	Procurement Department Head
	2
	3.1

	
	Procurement Officer
	3
	4.6

	
	Other
	10
	15.4

	
	Total
	65
	100.0



The findings in Table 6 shows that most of the respondents at 64.6% are accountants, 12.3% are Chief accountants, 3.1% are Procurement department Heads while 4.6% were Procurement officers. However, 15.4% of the respondents held other offices apart from the specified one and included; 3 human resource directors, 4 finance managers, 2 business managers and 1 institutional manager and served in the institutions’ procurement committees. By virtue of their designation and position in the organizations, the respondents are considered to be competent enough to provide valid views on the questionnaire items thus increasing the validity of the study.
[bookmark: _Toc46482804]Table 7 
Number of Years of Work in the Department
	
	Frequency
	Percent

	
	less than 1 year
	6
	9.2

	
	1-3 years
	15
	23.1

	
	4-6 years
	18
	27.7

	
	more than 6 years
	26
	40.0

	
	Total
	65
	100.0



Table 7 shows that at 40%, most of the respondents have worked in the procurement departments or performed procurement activities for more than 6 years, 27.7% have worked for 4-6 years, and 23.1% have worked for 1-3 years while 9.2% have worked in the procurement departments or performed procurement activities for a period less than 1 year. This distribution based on years of experience shows that the respondents had enough experience in procurement activities and were in a position to provide relevant factual information further enhancing the validity of the study and the resultant findings.
[bookmark: _Toc13163009][bookmark: _Toc47680647]The Place of Procurement
Research question 1. Where is the place of procurement in the operations of the selected SDA church Institutions?
The respondents were asked as to whether there was a procurement department in your organization?

[bookmark: _Toc13237210]Figure 4.Whether there is procurement department in the organization or none.

On the need to establish the existence of a fully functional procurement department independently managed from any other department, Figure 4 shows that 54% of the respondents indicated that there was no fully independent and functional procurement department in their organizations, while 46% of the respondents indicated that there was a fully independent and functional procurement department in the organizations. This implies that most of the organization have the procurement function being coordinated or managed through other departments and not as fully fledged independent departments. However, since all these organizations have had the function of procurement being performed within the organization for at least the last five years preceding this study, a follow up question was asked to find out who carries out purchases of the organization that has no procurement department. This was an open-ended question and the respondents indicated that Chief accountants, accountants, business managers and finance departments carried out the responsibilities of procurement. This study has established that procurement function is indeed being undertaken in these organizations, however, in some organizations this function is actually performed by individuals who are not trained procurement professionals. This does not necessarily translate to lack of a procurement function in the organization though it could imply the absence of the procurement department staffed with qualified procurement professionals.  
[bookmark: _Toc46482805]According to Musau (2015), poor procurement process resulting from performing the procurement function by non-procurement expert can mean that the organization fails to properly analyze a supplier, resulting in lower quality purchases – or purchases that don’t meet your needs. Additionally, Telewa (2014), asserts that the obvious result of poor procurement practices is loss of money. Having no procurement system means you make redundant purchases, pay too much for transportation, suffer from a lack of quality control or develop problems with contract scope. That all leads to the kind of financial losses that can sink a company.
Table 8 
Type of Projects where Procurement is Conducted
	Project
	Frequency
	Percent

	
	Equipment and stationery supplies
	51
	78.5

	
	Food stuff supplies
	37
	56.9

	Chemicals and medics supplies
Construction
	31
22
	47.7
33.8

	Fuel and energy supplies
	14
	21.5

	
	Other
	2
1
	3.1
1.5

	Monetary (cash and foreign currency)
	
	



According to the analysis in table 8, most of the organizations at 78.5% conducted procurement on the Equipment and stationery supplies, 56.9% of the organizations did procurement of Food stuff supplies while 47.7% did procurement of Chemicals and medical Supplies. Further, 33.8% of the organizations conduct procurement for the supply of Construction materials while 21.1% of the organizations procure fuel and energy supplies. Finally, 3.1% of the organizations procure other projects such as machinery and services. This distribution indicates that the organizations under study have involved themselves in a wide range of procurement situations that probably calls for the adoption of different procurement methods and practices. Hence the respondents are competent enough to provide valid responses on all the aspects of the questionnaire.
[bookmark: _Toc46482806]Table 9 
Officer Supervising Chief Procurement Officer
	
	Frequency
	Percent

	
	Chief Executive Officer of the Organization
	7
	10.8

	
	Chief Finance Officer (Business Manager) of the Organization
	50
	76.9

	
	Other
	6
	9.2

	
	No response
	2
	3.1

	Total
	65
	100.0



According to the analysis in table 9, in most institutions at 76.9%, the procurement officers report to the Chief finance officer (Business Manager) of the organization, while 10.8% of the institutions had their procurement officers reporting to Chief Executive Officers of the organization. Additionally, 9.6% of the institutions had their procurement officers reporting to other officers such as Chief accountant, Finance manager and director. 3.1% of the respondents did not respond to this question. The spread of the procurement supervisors justifies the inclusion of other non-procurement staff as members of the procurement committees in the study since they tend to possess some level of information regarding procurement function.
The respondents were asked whether strategic sourcing was solely the role of your department in the organization. The results were as shown in figure 5

[bookmark: _Toc13237211]Figure 5. Whether strategic sourcing was solely the role of procurement department in the organization or not. 
In most organizations (52.3%), strategic sourcing isn’t solely the role of procurement department in the organization while in 47.69% the organizations strategic sourcing is. This is in line with the regulation by the UN Procurement Practitioner’s Handbook (2006) that development of organizational procurement strategy is normally the responsibility of senior management of the organization, in particular, the Chief Procurement Officer. However, it would be done in collaboration with other senior management and with the support of procurement and other officials in undertaking the various analyses. Usually it is in line with the normal organizational business planning cycle. For most organizations this process is performed on either an annual or biennial basis. The research further aimed to understand what the interference was all about in those institutions where strategic sourcing wasn’t solely the responsibility of the procurement department. The responses were as shown in table 10.
[bookmark: _Toc46482807]Table 10 
Interference in Strategic Sourcing by Procurement Department
	
	Frequency
	Percent

	
	Selection
	5
	14.7

	
	Pricing and quotation
	24
	70.6

	
	No response
	5
	14.7

	Total
	34
	100.0



The study as presented in table 10 reveals that 70.6% of the respondents are of the opinion that interference in strategic sourcing by procurement department happens at the pricing and quotation while 14.7% opine that the interference takes place at the point of suppliers’ selection and a similar proportion not indicating their views on the same. 
[bookmark: _Toc46482808]Table 11 
Perceived Relationship between the Organization and its suppliers
	
	Frequency
	Percent

	
	Perfect
	10
	15.4

	
	Very good
	29
	44.6

	
	Good
	24
	36.9

	
	Fair
	2
	3.1

	
	Total
	65
	100.0



According to the responses in table 11, 44.6% of the organizations have a very good relationship with their suppliers, 36.9% have a good relationship with suppliers while 15.4% of the institutions have a perfect relationship with their suppliers. However, 3% of the organizations face a just fair relationship with their suppliers. A research conducted by Wachira (2013), with the objective to determine the impact of Supplier Relationship Management on Supply Chain Performance in alcoholic beverage industry in Kenya, had P-value of 0% which is less than 5%, leading to a conclusion that there is a significant relationship between a good relationship with the suppliers and Performance. The findings were in line with Hughes (2010), who concluded that trust, communication, cooperation and power dependence with supply contracts had a positive relationship on supply chain performance in retail outlets in Taiwan and also supported by Ratemo (2011), citing that the company under study failed to maintain good relationships with their suppliers leading to poor supply chain performance.
Organizations practicing SRM culminate in improving their supply chain performance (Baily et al., 2008). Constant maintenance of a worthy relationship with suppliers will guard an organization from the hitches of quality, increase efficiency and hence improve performance (Liker & Choi, 2004). This relates to all organizations, whether commercial or humanitarian (Choy, et al., 2002). The supplier is made part of the organization and will continuously keep that particular organization in mind (Zimmermann, et al., 2015). Firms are bound to cultivate and maintain long term relationships with suppliers by sharing information, managing the supplier performance and using information technology in supply chain management (Lysons, & Farrington, 2006). Therefore, it is critical that both buyer and supplier work together and share information to identify opportunities that will significantly increase savings over time.
To ascertain the place of procurement in the selected institutions the researcher posed 8 factor-statements. The analysis of the factors was based on the scale shown in table 12. The scale of interpretation of the mean response is as follows: 1.0 – 1.49 – No and 1.50 – 2.00 – Yes
[bookmark: _Toc46482809]Table 12 
Place of Procurement in the Organization
	Statement…
	Mean
	Std. Deviation

	Are the department’s objectives in alignment with the long-term organizational goal?
	1.97
	.174

	Is your procurement process clear and fair to all suppliers and potential suppliers?
	1.92
	.269

	Is procurement part of the decision making of the organization?
	1.84
	.366

	Are there clearly outlined procurement steps in supply management; from supplier selection to delivery?
	1.84
	.366

	Is there a well outlined structural review, monitoring and management of supplier contractual terms and service agreements?
	1.81
	.396

	Does your department carry out supply contracts and tenders freely without interference from higher authority
	1.79

	.410

	Are all purchasing and supplies done through the procurement office/department?
	1.69
	.467

	Is the department in a position to respond to and deal with all risks that entail the procurement process to protect the organization?
	1.69
	.465

	Place of Procurement in the Organization
	1.8177
	.16070











According to the analysis in table 12, the department’s objectives are in alignment with the long-term organizational goal. This is shown by the mean () of 1.97. Additionally, the institutions’ procurement processes are clear and fair to all suppliers and potential suppliers (=1.92. The analysis also shows that procurement is part of the decision making of most of the organizations (=1.84). The findings further show that there are clearly outlined procurement steps in supply management; from supplier selection to delivery (=1.84), there is a well outlined structural review, monitoring and management of supplier contractual terms and service agreements (=1.81), most departments carry out supply contracts and tenders freely without interference from higher authority (=1.79), all purchasing and supplies are mostly done through the procurement office/department (=1.69), and most of the department are in a position to respond to and deal with all risks that entail the procurement process to protect the organization (=1.69). In general, procurement is well placed in most of the selected institutions as suggested by the average mean of 1.69.
These findings are in line with the statement by Thomas (2014), that only those organizations whose cooperate goals are incorporated in the procurement objectives will perform effectively. “This is because,” he says, “today, not only has technology given companies the opportunity to truly make purchasing and supply management more efficient and inexpensive, but companies are now spending a larger percentage of their revenue on products and services than they were 30 years ago where most organizations spend around 20% – 60% of their money on the materials, supplies, capital equipment, technology, and services that are necessary to keep the enterprise running.” As a result of these changes, more organizations need to put in place best practices that can guide their purchasing decisions and that can help them make their business a success. 
This is a good indicator of good procurement ethics as noted by the UN procurement Practitioners handbook that; some of the ethical concepts and principles that relate to the procurement process are; loyalty and respect for rules and regulations, integrity, impartiality and fairness, transparency, confidentiality, avoidance of appearance of impropriety and due diligence. The hand book further poses that, although confidentially might seem in contradiction with transparency, the way the overall procurement process is conducted needs to be clear and transparent to all stakeholders, while truly proprietary data needs to remain confidential (UN procurement Practitioners handbook, 2006). 
Secondly, a well-run department will allow the organization to achieve immediate savings by choosing a mix of suppliers who can provide the best prices and terms and relationships with suppliers who cannot provide the right level of quality at the prices required are terminated. More broadly, procurement department is a crucial part of decision making in that it Lowers costs, reduce risk and ensure the security of supply, manage relationships, improve quality, Pursue innovation and Leverage technology.
[bookmark: _Toc13163010][bookmark: _Toc47680648]The Procurement Methods
Research question 2. What are the procurement methods used in the selected SDA institutions; under the category of?
a. Competitive methods
b. Non-competitive methods 



[bookmark: _Toc46482810]Table 13
Method of Procurement Used by the Organization
	
	Frequency
	Percent

	
	Request for quotations
	63
	96.9

	
	Two-stage tendering
	3
	4.6

	Request for proposals
	16
	24.6

	Single source (sole source)
	24
	36.9

	Restricted tendering
	5
	7.7



a. Competitive methods
According to Table 13, 96.9% of the organizations use request for quotations (RFQ) procurement method followed by 24.6% of the institutions that use request for proposals (RFP) to procure goods and services. Only 4.6% of the selected institutions used Two-stage tendering method of procurement.
b. Non-competitive methods 
The study also shows that 36.9% of the organizations used Single Source (sole source) as a procurement method while only 7.7% of the institutions used Restricted Tendering in procurement.
The research further wanted to ascertain of the listed methods which one was commonly or preferably used by the institutions. The findings were as shown in table 14.

[bookmark: _Toc46482811]Table 14 
Most Common Procurement Method Selected by the Organization
	Method
	Frequency
	Percent

	
	Request for quotations
	62
	95.4

	
	Two-stage tendering
	1
	1.5

	Request for proposals
	9
	13.8

	Single source (sole source)
	28
	43.1

	Restricted tendering
	1
	1.5



The findings on table 14 show that for competitive methods of procurement, 95.4% of the selected institutions commonly used request for Quotations method of procurement, while 13.8% of the respondents used Request for proposals to carry out procurement of supplies. Two-stage tendering was the least (1.5) preferred method of procurement by the institutions.
On Non-competitive methods, the most preferred method of procurement was single sourcing with 43.1% of the organizations that commonly used it while only 1.5% of the selected institutions preferred restricted tendering. In general, the study found that Competitive methods of procurement were mostly used by the selected institutions as compared to the non-competitive procurement methods.
These findings however, contradict the recommendation by Public Procurement Authority (2009), that the preferred procurement method is open tendering as provided in Section 29 of the PPDA 2005. Additionally, there are advantages accrued to competitive procurement method as noted by Nikolaj (2019), that the price competition between suppliers will raise the production efficiency, the transparency of the selection criteria gives the client a better and faster decision on which tender to choose and the criteria minimize the risks of supplier cartels forming. 
However, those organizations that used non-competitive methods cited the high risk of the lemon problem, especially when tendering is open to all, because there are limitations in the knowledge of the competence of the suppliers. This is because for instance, in competitive bidding in construction, information is both asymmetrical and incomplete and no scheme of inducing suppliers to reveal their preferences will reduce that underlying uncertainty. Secondly, a huge problem with competitive tendering is the high cost of search and select both for the client and the tenders. There have been cases where the resources to execute the tendering has way exceeded the benefits of the obtained result. Finally, when facing high-uncertainty projects the requirement of complete documents limits the use of competitive tendering. Typically, the clients are not fully aware of their requirements for the facility at the termination of the project and contractors are not fully aware of the demands for the project life cycle. 
The study sought to determine the determinants of the selection of the procurement method by the institutions. The analysis of this variable was based on the mean of the responses guided by the scale shown on table 15. The scale of interpretation of the mean extent is as follows:
	Mean
	Interpretation

	1.0 - 1.49
	Very low

	1.50 - 2.49
	Low

	2.50 - 3.49
	High

	3.50 - 4.0
	Very High


[bookmark: _Toc46482812]Table 15  
Factors Determining the Choice of the Procurement Method to Use
	Factor
	Mean
	Std. Deviation

	Quality
	3.51
	.801

	Cost
	3.47
	.734

	Organizational policy
	3.41
	.849

	Time
	3.30
	.810

	Technological considerations
	3.25
	.782

	Nature of the project or products
	3.16
	.902

	Legal considerations
	2.83
	.918

	Number of competitors
	2.82
	.984

	Delivery risks
	2.80
	.839

	Social factors
	2.46
	.913

	Disputes and arbitration
	2.34
	1.070

	Political considerations
	1.83
	.925

	
	
	N = 65















The researcher pre-determined the factors affecting the choice of the procurement methods and asked the respondents to state their extent. According to the analysis shown in table 15 above, in most institutions the choice the method of procurement is on a very high degree, determined by the end-quality of the goods and services to be supplied (=3.51), highly determined by; the cost of procurement (=3.47), Organizational policy (=3.41), Time (=3.30), Technological considerations (=3.25), Nature of the project or products (=3.16), Legal considerations (=2.83), Number of competitors (=2.82), and Delivery risks (=2.80). However, Social factors (=2.46), disputes and arbitration (=2.34), as well as political considerations (=1.83) determines the choice of procurement methods used to a very low degree. These findings imply that to select a procurement strategy, the procurement officer will have to consider factors such as the desired end quality, the cost involved in the procurement, the existing organizational policies, time, technological and legal considerations as well as the nature of the project or product, the number of competitors and delivery risk involved in the entire procurement process.  
These findings concur with those in another study by Mathonsi and Thwala (2011), showed that after factor analysis that 5 factors significantly influence the selection of procurement systems. The 5 factors in the order of importance in terms of their utility value scores are: procurement policy, project characteristics, socio-economic consideration, project characteristics, capital cost, and client requirements.
To sum up the procurement variable the study sought the respondents’ opinion on whether satisfied or not, about the procurement methods used in various organizations. The results are as shown in table 16. 
[bookmark: _Toc46482813]Table 16 
Satisfaction about the Procurement Methods used by the Organization
	Response
	Frequency
	Percent

	
	Yes
	44
	67.7

	
	No
	19
	29.2

	
	No response
	2
	3.1

	Total
	65
	100.0



Most of the respondents (67.7%) are satisfied about the procurement methods used by their institutions while 29.2% are not satisfied. This implies that the individuals involved in the procurement process in the organizations feels that the procurement methods are adequate for the organizations. 
[bookmark: _Toc13163011][bookmark: _Toc47680649]Effectiveness of the Procurement Practices
Research question 3. What is the level of effectiveness of the procurement practices used in the selected institutions based on?
a. Costs of procurement
b. Quality of procurement
c. Risk mitigation ability
The analysis of this research question was based on the mean and adopted the following g scale of interpretation: 1.00 – 1.49 – Strongly disagree; 1.50 – 2.49 – Disagree; 2.50 – 3.49 – Agree and 3.50 – 4.00 – Strongly Agree
[bookmark: _Toc46482814]Table 17 presents the respondents’ evaluation of the effectiveness of the procurement practices. In general, the overall mean level of effectiveness is 3.12, which implies that the respondents are generally in agreement that the procurement management in the institutions are generally effective.
Cost of Procurement





According to the analysis in table 17, the following procurement practices have made procurement cost effective. First, the allocation of resources is determined by what and when to buy depending on the needs of the organization (= 3.38). Secondly, Organizations maximizes the benefits for both supplier and the organization through implementation of mutual success (= 3.17). Thirdly, the procurement strategies and practices are based on examination of the current demand and supply market plus the financial position of the organization (= 3.46). Forth, Institutions ensures clear goal identification and sets measurable objective (= 3.27). Finally, incorporating technology in procurement to increase efficiency and performance of the department (= 2.86). 
Table 17 
	
	Mean
	Std. Deviation

	The department ensures clear goal identification and sets measurable objective
	3.27
	.512

	The procurement goals are in alignment with the organization’s mission, vision and values.
	3.45
	.587

	There is development of new and applicable procurement strategies and tactics
	2.84
	.781

	The procurement strategies and practices are based on examination of the current demand and supply market plus the financial position of the organization
	3.46
	.588

	The department seeks to maximize the benefits for both supplier and the organization through implementation of mutual success
	3.17
	.547

	The department’s strategies prioritize the value of goods and services in the choice of suppliers and supply method
	3.45
	.531

	The choice of a procurement method and strategy is categorical for efficient management
	3.34
	.619

	Allocation of resources is determined by what and when to buy depending on the needs of the organization
	3.38
	.764

	The organization incorporates e-procurement such as faxed purchase orders, database and spreadsheet technology in its operations
	2.34
	.963

	The incorporation of technology in procurement has increased efficiency and performance of the department
	2.86
	.827

	There is a clear accountability structure to monitor success and report failures
	3.12
	.625

	There are post-contract audits to evaluate and measure the benefits delivered by each procurement, compared to the expectations of the original plan
	2.77
	.880

	Effectiveness of Procurement Practices
	3.121
	.32281

	
	N = 65
	


Effectiveness of Procurement Practices 
According to a study by Otieno (2011), purchasing decisions must be made on the basis of best value for money. This requires a consideration of many factors including status and standing of suppliers, financial aspects including payment terms, basis of contractual price and transport and operating costs. Quantity considerations where quantity discounts are often given as an incentive to the buyer to give the vendor a large share of the available business. Due to high quantities procured the vendor may also pass on to the buyer a proportion of savings accruing from reduction in production, selling, transport and administrative costs. In this study, cost was rated the most influencing factor at 43.75%.
The incorporation of technology in procurement help in coordination of business processes, both within the organization and between a purchaser and existing suppliers. Examples include electronic purchase-order systems, online catalogues and online linkages with suppliers to exchange information regarding fulfillment activities (Johnson & Leenders, 2004). Managers are attracted to the benefits of improved productivity, faster response times and an overall perception of low risk in implementation (Flynn & Davis, 2013). Technological developments in information systems and information technologies have the potential to facilitate coordination in transporting firms, and this, in turn, allows the virtual integration of the entire procurement process. Managers have realized that the Information communication technology can enhance procurement decisions making by providing real-time information and enabling collaboration between trading partners (Nancy et al., 2002).Technology provides tools to enable organization operations to consistently procure the best-value materials and services, using unified internet-based sourcing tools and streamlined support for complex negotiations (Kai, 2006).
Quality of Procurement

The following practices are quality effective; First, the department’s strategies prioritize the value of goods and services in the choice of suppliers and supply method (=3.45). These findings are in line with that of Kilonzo (2014), that procurement best practice will seek to lead to improvement in quality and reduction in cost it improves proper allocation of firm resources, high quality and timely procurement and budgetary saving and increase profitability in the organization .The best Organization performance will be measured by determining quality, productivity, market share, increase in customer base, profitability, return on equity, customer satisfaction, management efficiency and increase in branch network.
Kai (2006) agreed that cost, quality and service that are the most important factors in supplier selection practices. Therefore, it is important to note that cost and quality dominated more in the supplier selection process. Important information should include technical capability, quality assessment and organizational profile.

Secondly, the procurement goals are in alignment with the organization’s mission, vision and values (=3.45). This implies that there is a coordination and collaboration between the department objectives and the entire organization’s goals. This is in support of the findings by Bartolini (2011), who asserts that the growing recognition of the importance of procurement in support of business strategy and its impact on the bottom line by the private sector ensures procurement strategies are aligned with organizational goals and enables procurement to proactively identify and capitalize on opportunities that improve operational and financial outcomes.

Thirdly, there are post-contract audits to evaluate and measure the benefits delivered by each procurement, compared to the expectations of the original plan (=2.77). This implies that procurement cycle does not stop at the delivery of goods and services. Strategic procurement, including the design and implementation of sourcing plans, should be measured in terms of the benefits that they have delivered compared with what they were expected to deliver as set out in the original procurement plan. This might take the form of a post-contract audit perhaps one year after the contract had been let. The findings should be reported to and discussed by the purchasing and supply management professional(s) and their Sourcing Board in order to learn from experiences and build on current commercial arrangements (CIPS, 2010). 
Risk Mitigation



The following practices; there is a clear accountability structure to monitor success and report failures (=3.12). Secondly, there is development of new and applicable procurement strategies and tactics (=2.84). Finally, the choice of a procurement method and strategy is categorical for efficient management (=3.34).
It is the role of procurement to keep an eye on a number of factors when tasked with supplier risk mitigation such as assessing the financial health of a supplier should be a critical part of selection, as well as the ongoing relationship management process (Fynn, 2003).This is because, financial failures in today’s economy are not uncommon and can cause disruption to companies business. Law suits such as where supplier is being sued for collection matters, Managerial and employee related events such as resignation of key members of management, or abnormal turnover of employees, Poor quality of product or services, or long term order delinquencies, Inability to produce timely and accurate financial information, delay and penalties due to outstanding tax and statutory issues, request for special payment arrangements, such as changing terms of shipment to Cash on Delivery, or request for advance payment, and declining relationship with their bank or frequent change in their banks are some of the risk indicators that the procurement department should always look out for.
Finally, in her study, Kilonzo concluded that procurement best practices that are followed when making company purchasing decisions are building supplier relationships, team-based approaches to procurement and proper use of technology. Implementing procurement best practices may significantly improve the effectiveness of procurement decisions (Kilonzo, 2014).
[bookmark: _Toc47680650]Tests of Hypotheses
Based on research question 4, the study formulated the following hypothesis; there is no significant relationship between the place of procurement in the organization and the level of effectiveness of procurement practices. Pearson’s product-moment correlation coefficient was used to test the null hypothesis. Correlation significance is tested at the 0.05 level (2-tailed). The findings were as shown in table 18 below. 
[bookmark: _Toc46482815]Table 18  
Relationship between the Place of Procurement in the Organization and the Level of Effectiveness of Procurement Practices
	
	Effectiveness of Procurement Practices

	Place of Procurement in the Organization
	Pearson Correlation
	.309*

	
	Sig. (2-tailed)
	.012

	
	N
	65


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

The analysis shows that there is a significant positive and moderate relationship between place of procurement in the organization and the level of effectiveness of procurement practices (r = 0.309; P = 0.012<0.05). This implies that if procurement is well placed in the organization, the procurement practices tend to be more effective. The findings are in agreement with those by Kilonzo (2014), that a well place procurement with specific guidelines and mechanisms for transparency and accountability, makes procurement activities and decisions open to reasonable scrutiny ability to withstand a public defensibility test in the context of fairness, equity and value for money thus fostering a good relationship with suppliers enabling the organization to leverage the strategic and operational capabilities of individual participating organizations to help them achieve significant ongoing benefits. 
Research question 5. Is there a significant relationship between the assessment of the relationship between the organization and its suppliers and the place of procurement in the organization and the level of effectiveness of procurement practices?
Based on research question 5, the study formulated the following null hypothesis; that there is no significant relationship between the assessment of the relationship between the organization and its suppliers and the place of procurement in the organization and the level of effectiveness of procurement practices. 
Table 19 indicates that there is a significant positive and moderate relationship between the assessment of the relationship between the organization and its suppliers and place of procurement in the organization (r = 0.355; P = 0.004<0.05). This implies that the relationship between the organization and the suppliers tend to be better if procurement is well placed in the organization.

[bookmark: _Toc46482816]Table 19 
Relationship between the Assessment of the Relationship between the Organization and its Suppliers and Place of Procurement in the Organization and the Level of Effectiveness of Procurement Practices
	
	Place of Procurement 
in the Organization
	Effectiveness of Procurement Practices

	Assessment of the relationship between the organization and its suppliers
	Pearson Correlation
	.355**
	-.022

	
	Sig. (2-tailed)
	.004
	.862

	
	N
	65
	65

	
	Sig. (2-tailed)
	.012
	

	
	N
	65
	65


**. Correlation is significant at the 0.01 level (2-tailed).
A research by Griffith and Harvey (2001) showed that there is a positive link between the good supplier relationship management with the following positive outcomes: an increase in market share, responsiveness to market changes, increased return on investment, shortening order fulfillment leads times. Supply partnership emphasizes direct, long-term association and encourages mutual planning and problem-solving efforts (Ragatz, Handfield, & Scannell, 1997). Such supply partnerships are entered into to promote shared benefits among the parties and ongoing participation in one or more keys strategic areas such as technology, products, and markets. Additionally, constant maintenance of a worthy relationship with suppliers will guard an organization from the hitches of quality, increase efficiency and hence improve performance (Liker & Choi, 2004). This relates to all organizations, whether commercial or humanitarian (Choy, et al., 2002). The supplier is made part of the organization and will continuously keep that particular organization in mind (Zimmermann, et al 2015). Firms are bound to cultivate and maintain long term relationships with suppliers by sharing information, managing the supplier performance and using information technology in supply chain management (Lysons, & Farrington, 2006).
However, there is no significant relationship between the assessment of the relationship between the organization and its suppliers and the level of effectiveness of procurement practices. The perceived level of effectiveness of procurement practices does not influence self-assessment of the relationship between the organization and its suppliers. These findings contradict those by Rono (2017), that through strategic partnerships in the form of joint improvement activities and understanding supplier capabilities, the organization has been able to enhance continuity of supply. Continuous improvement of practices along the supply chain has led to cost reduction and better relationship that has in turn reduced conflicts in the supply chain, and when they occur due to unavoidable circumstances, they are solved amicably. Such practices as sharing of information along the supply chain has strengthened long-term cooperation and coordination helping the organization attain better levels of productivity and competitiveness which are difficult to achieve through normal supplier relationships. 
The finding, however, concurs with those by Williams (2005), that although the organization positively rated its relationship with its suppliers, there was no significant statistical association between the self-evaluations on supplier relationship and supply selection practices used by the organizations. 



[bookmark: _Toc485639827][bookmark: _Toc13163013][bookmark: _Toc47680651]CHAPTER FIVE
[bookmark: _Toc485639828][bookmark: _Toc13163014][bookmark: _Toc47680652]SUMMARY, CONCLUSIONS AND RECOMMENDATIONS
In this chapter, the summary of the study is presented. This is followed by the summary of findings, conclusions, recommendations and finally the recommendations for further study.
[bookmark: _Toc485639829][bookmark: _Toc13163015][bookmark: _Toc47680653]Summary of the Study
This study aimed at evaluating procurement methods and practices used in selected Seventh - day Adventist church institutions in Kenya. The study employed descriptive research design and targeted all the staff in the procurement department including the heads of procurement, the chief procurement officers and procurement committee members in the various institutions selected to be included in the study. The study adopted a self – constructed research questionnaire for data collection and Statistical Package for Social Sciences (SPSS) version 20.0 used in the analysis of the data and adopted descriptive statistics that included means, frequencies and percentages. Likert-type questions were also analyzed using descriptive statistics (mean and standard deviation) while Pearson’s product-moment correlation coefficient was used in testing the null hypothesis. The analyzed information has been presented by the use of tables and charts.
[bookmark: _Toc485639830][bookmark: _Toc13163016][bookmark: _Toc47680654]Summary of the Findings
The following section of the study presents the summary of the major findings based on the analyzed data and the research questions.
1. Procurement is well placed in most of the selected institutions as suggested. This was shown by the fact that the organizations have a very good relationship with their suppliers, the institutions’ procurement processes are clear and fair to all suppliers and potential suppliers, procurement is part of the decision making of most of the organizations and there is a well outlined structural review, monitoring and management of supplier contractual terms and service agreements 
2. The organizations mainly use request for quotations (RFQ) procurement method and request for proposals (RFP) to procure goods and services competitive methods of procurement. Additionally, the organizations used Single Source (sole source) mainly as a Non-competitive procurement method. Generally, Competitive methods of procurement were mostly used by the selected institutions as compared to the non-competitive procurement methods.
3. The allocation of resources is determined by what and when to buy depending on the needs of the organization, Organizations maximizes the benefits for both supplier and the organization through implementation of mutual success, the procurement strategies and practices are based on examination of the current demand and supply market plus the financial position of the organization, Institutions ensures clear goal identification and sets measurable objective, incorporating technology in procurement to increase efficiency and performance of the department are cost effective procurement practices. The following practices are quality effective; the department’s strategies prioritize the value of goods and services in the choice of suppliers and supply method, the procurement goals are in alignment with the organization’s mission, vision and values, and post-contract audits that evaluate and measure the benefits delivered by each procurement, compared to the expectations of the original plan. Finally, the following practices were effective in risk mitigation; Presence of a clear accountability structure to monitor success and report failures, the development of new and applicable procurement strategies and tactics and the choice of a procurement method and strategy in a categorical manner for efficient management. 
4. There is a significant positive and moderate relationship between place of procurement in the organization and the level of effectiveness of procurement practices.
5. There is a significant positive and moderate relationship between the assessment of the relationship between the organization and its suppliers and place of procurement in the organization. However, there is no significant relationship between the assessment of the relationship between the organization and its suppliers and the level of effectiveness of procurement practices.
[bookmark: _Toc13163017][bookmark: _Toc47680655]Conclusions
Effective procurement not only promises to cut operational costs all across the supply chain, but it also raises the expectations of buyers posing a challenge for buyer satisfaction and supply chain performance. Based on the finding, the study draws the following conclusions:
1. Procurement is well placed in most of the selected institutions and there is a very good relationship with their suppliers, the institutions’ procurement processes are clear and fair to all suppliers and potential suppliers, procurement is part of the decision making of most of the organizations and there is a well outlined structural review, monitoring and management of supplier contractual terms and service agreements.
2. Competitive methods of procurement were mostly used by the selected institutions as compared to the non-competitive procurement methods. The organizations mainly use request for quotations (RFQ) procurement method and request for proposals (RFP) to procure goods and services competitive methods of procurement. Additionally, the organizations used Single Source (sole source) mainly as a Non-competitive procurement method to a great extent.
3. The selected institution practice procurement techniques (practices) that are cost effective, quality effective and effective in risk mitigation.
4. If procurement is well placed in the organization, the procurement practices tend to be more effective.
5. The relationship between the organization and the suppliers tend to be better if procurement is well placed in the organization. The perceived level of effectiveness of procurement practices does not influence self-assessment of the relationship between the organization and its suppliers.
[bookmark: _Toc485639832][bookmark: _Toc13163018][bookmark: _Toc47680656]Recommendations
After conducting this study, the researcher suggests the following recommendations;
1. SDA institutions’ procurement departments and management should encourage the use of more competitive methods and procedures of procurement to promote competition and make the procurement process more transparent. Additionally, Noncompetitive procurement can result in higher costs and can be difficult if the buyer has not previously worked with the selected company or companies. An inability to compare the vendor’s proposal to other proposals gives the buyer no way to determine if the bid is reasonable.
2. The study shows a strong relationship between the place of procurement in an organization and the effectiveness of most procurement practices, there is need for the institution to improve on their procurement systems. Those institutions that have no separate procuring departments are encouraged to establish that department to ensure that the process is smoother and a department bears a sole responsibility. This will increase efficiency and reduce unnecessary interferences. 
3. The SDA church should develop a standard Procurement Manual similar to the Public Procurement Disposal Act 2007, to govern and provide guidance towards a common way of carrying out procurement process and procedures, thereby ensuring uniformity and evaluation platform upon which the system works.
[bookmark: _Toc485639833][bookmark: _Toc13163019][bookmark: _Toc47680657]Recommendation for Further Study
Based on the major findings, the scope of this study and the variables investigated in this study, the researcher recommends that a comparative study should be conducted to assess the variations of procurement methods and practices between tithe-based and Non-tithe-based institutions.
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This questionnaire is intended to help in Evaluation of Procurement Methods and Practices used in selected Seventh-Day Adventist Church Institutions in Kenya. All individual responses will be held in strictest confidence and only group data will be reported. Thank you for agreeing to participate in this questionnaire. In case you may need a preview of the report of this work, you can give your email…………………………...
SECTION A: BACKGROUND INFORMATION
1. Please state your gender
a) Male 							[ ]
b) Female 							[ ]
2. What the highest level of education completed?
a) Certificate/diploma						[ ]	
b) Undergraduate Degree					[ ]
c) Graduate Degree						[ ]
d) Post Graduate degree						[ ]
3. What is your area of academic specialization?
a) Procurement							[ ]
b) Supply chain management					[ ]
c) Human resource						[ ]
d) Strategic Planning						[ ]
e) Business management						[ ]
f) Marketing							[ ]
g) Entrepreneurship						[ ]
h) Any other (please specify)________________________
4. What is your position in the organization
a) Chief accountant						[ ]
b) Accountant							[ ]
c) Human resource						[ ]
d) Procurement Department head				[ ]
e) Procurement Officer						[ ]
f) Any other (Please Specify)_________________________
5. For how long have worked in the department?
a) Less the 1 year						[ ]
b) 1-3 years							[ ]
c) 4-6 years							[ ]
d) More than 6 years						[ ]


SECTION B: THE PLACE OF PROCUREMENT IN AN ORGANIZATION

1. Is there a procurement department in your organization?
a) Yes 								[ ]
b) No									[ ]
If no, who carries out purchases of the organization?
_________________________________________________________ 
2. On what type of projects do you conduct procurement? You can tick more than one project.
a) Construction							[ ]
b) Equipment and Stationery supplies				[ ]
c) Chemicals and Medics supplies					[ ]
d) Food stuff supplies						[ ]
e) Fuel and energy Supplies						[ ]
f) Monetary (cash and foreign currency)				[ ]
g) Any other (please specify)____________
3. To whom does the chief procurement officer report to? (Where applicable)
a) Chief Executive Officer of the organization			[ ]
b) Chief Finance Officer (Business Manager) of the organization	[ ]
c) Any other (please specify)_________________
4. Is strategic sourcing solely the role of your department in the organization?
a) Yes								[ ]
b) No									[ ]
If no, what is the interference all about?
a) Selection								[ ]
b) Pricing and quotations						[ ]
c) Any other (please specify)______
5. In your own assessment, what is the relationship between your organization and its suppliers?
a) Perfect							[ ]
b) Very good							[ ]
c) Good							[ ]
d) Fair							[ ]
e) Poor							[ ]

PROCUREMENT PRACTICES
	
	QUESTION
	YES
	NO

	A
	Are all purchasing and supplies done through the procurement office/ department?
	
	`

	B
	Is procurement part of the decision making of the organization?
	
	

	C
	Does your department carry out supply contracts and tenders freely without interference from higher authority?
	
	

	D
	Are there clearly outlined procurement steps in supply management; from supplier selection to delivery?
	
	

	E
	Is there a well outlined structural review, monitoring and management of supplier contractual terms and service agreements?
	
	

	F
	Is the department in a position to respond to and deal with all risks that entail the procurement process to protect the organization?
	
	

	G
	Are the department’s objectives in alignment with the long-term organizational goal?
	
	

	H
	Is your procurement process clear and fair to all suppliers and potential suppliers?
	
	



SECTION C. PROCUREMENT METHODS
1. Which of the following methods are used by your organization for procurement? You can tick more than one method.
a) Request for quotations					[ ]
b) Two-stage tendering						[ ]
c) Request for proposals					[ ]
d) Single source (sole source)					[ ]
e) Restricted tendering						[ ]
2. What is the most common procurement method selected by your organization? You can tick more than one method.
a) Request for quotations					[ ]
b) Two-stage tendering						[ ]
c) Request for proposals					[ ]
d) Single source (sole source)					[ ]
e) Restricted tendering						[ ]
3. To what extent on the scale of 1-4, (1=Very Low, 2=Low, 3=High and 4=Very High) do the following factors determine the choice of the procurement method to use?
	#
	Factor
	1
	2
	3
	4

	A
	Time
	
	
	
	

	B
	Cost
	
	
	
	

	C
	Delivery risks
	
	
	
	

	D
	Nature of the project or products
	
	
	
	

	E
	Disputes and arbitration
	
	
	
	

	F
	Quality 
	
	
	
	

	G
	Social factors
	
	
	
	

	H
	Political considerations
	
	
	
	

	I
	Legal considerations
	
	
	
	

	J
	Technological considerations
	
	
	
	

	K
	Number of competitors
	
	
	
	

	L
	Organizational policy
	
	
	
	



4. Are you satisfied about the procurement methods used by your organization?
a) Yes								[ ]
b) No								[ ]




SECTION D. EFFECTIVENESS OF THE PROCUREMENT PRACTICES

On the scale of 1-4 (1=strongly disagree, 2=disagree, 3=agree, 4=strongly agree) state the extent to which you agree with the following procurement practice statements. 
	#
	Factor
	1
	2
	3
	4

	A
	The department ensures clear goal identification and sets measurable objective
	
	
	
	

	B
	The procurement goals are in alignment with the organization’s mission, vision and values.
	
	
	
	

	C
	There is development of new and applicable procurement strategies and tactics
	
	
	
	

	D
	The procurement strategies and practices are based on examination of the current demand and supply market plus the financial position of the organization
	
	
	
	

	E
	The department seeks to maximize the benefits for both supplier and the organization through implementation of mutual success
	
	
	
	

	F
	The department’s strategies prioritize the value of goods and services in the choice of suppliers and supply method
	
	
	
	

	G
	The choice of a procurement method and strategy is categorical for efficient management
	
	
	
	

	H
	Allocation of resources is determined by what and when to buy depending on the needs of the organization
	
	
	
	

	I
	The organization incorporates e-procurement such as faxed purchase orders, database and spreadsheet technology in its operations
	
	
	
	

	J
	The incorporation of technology in procurement has increased efficiency and performance of the department
	
	
	
	

	K
	There is a clear accountability structure to monitor success and report failures
	
	
	
	

	L
	There are post-contract audits to evaluate and measure the benefits delivered by each procurement, compared to the expectations of the original plan.
	
	
	
	




THANK YOU FOR YOUR PARTICICIPATION
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INTRODUCTION BY THE RESEARCHER
I am Kemei Nomelif Koech, MBA student at the University of Eastern Africa Baraton. I am conducting this dissertational research in Seventh Day Adventist church institutions in Kenya. This study will target the Procurement departments and Finance department’s leaders. The questionnaire will entail 4 parts (A, B, C, & D). Part A will deal with respondents background highlighting the gender, education level and area of academic specialization of the respondents; part B on the Place of Procurement In the Organization, Section C, on procurement methods and procedures used; Part D, will evaluate the level effectiveness of the methods and practices used based on; Costs of procurement, Quality-the degree to which the Goods, Works, Non-consulting Services or Consulting Services meet or exceed the requirements and Risk mitigation, The questionnaire contained close-ended questions with four-point-Likert scale used to scale responses in the study from; where 1=strongly agree, 2= agree, 3= disagree and 4= strongly disagree. These instruments have been tested for consistency and clarity using Cronbach’s Alpha reliability scale and found to be reliable in providing consistent information.

RESPONSE BY THE RESPONDENT

I volunteer to participate in a research project conducted by Kemei Nomelif Koech from University of Eastern Africa Baraton. I understand that the project is designed to gather information about academic work. I will be one of approximately 72 people being interviewed for this research. 
1. My participation in this project is voluntary. I understand that I will not be paid for my participation. I may withdraw and discontinue participation at any time without penalty or intimidation. 
2. I understand that most interviewees in this study will find the discussion interesting and thought-provoking. If, however, I feel uncomfortable in any way during the interview session, I have the right to decline to answer any question or to end the interview. 
3. Participation involves being interviewed by the researcher in form of a questionnaire or an interview schedule. The interview will last approximately 15-30 minutes. I allow the researcher(s) to take written notes during the interview. I also may allow the recording (by audio/video tape) of the interview. It is clear to me that in case I do not want the interview to be taped I am at any point of time fully entitled to withdraw from participation. 
4.  I understand that the researcher will not identify me by name in any reports using information obtained from this interview, and that my confidentiality as a participant in this study will remain secure. Subsequent uses of records and data will be subject to standard data use policies which protect the anonymity of individuals and institutions thereof. 
5. Administrators from my working station and jurisdiction will neither be present at the interview nor have access to raw notes or transcripts. This precaution will prevent my individual comments from having any negative repercussions. 
6. I understand that this research study has been reviewed and approved by the Institutional Research and Ethics Committee Studies Involving Human Subjects: Behavioral Sciences Committee at the University of Eastern Africa Baraton. 
7. I have been given sufficient information about this research project. The purpose of my participation as an interviewee in this project has been explained to me and is clear. I have had all my questions answered to my satisfaction, and I voluntarily agree to participate in this research. 
8. I have been given a copy of this consent form. 
My Signature Date				Date
____________________________ ________________________
My Printed Name		Signature of the Interviewer
For further Information, please contact:
Name.Kemei Nomelif Koech
Phone: +254-705-506018
Email: nomelif.koech@gmail.com
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Reliability (PLACE OF PROCUREMENT IN AN ORGANIZATION)

	Reliability Statistics

	Cronbach's Alpha
	N of Items

	.927
	8



	Item-Total Statistics

	
	Scale Mean if Item Deleted
	Scale Variance if Item Deleted
	Corrected Item-Total Correlation
	Cronbach's Alpha if Item Deleted

	Are all purchasing and supplies done through the procurement office/above department
	8.8571
	7.143
	.750
	.918

	Is procurement part of the decision making of the organization
	8.8571
	7.143
	.750
	.918

	Your department carries out supply contracts and tenders freely without interference from higher authority
	9.0000
	7.000
	.904
	.905

	Is there a clearly outlined procurement steps in supply management; from supplier selection to delivery
	9.0000
	7.000
	.904
	.905

	There is a well outlined structural review, monitoring and management of supplier contractual terms and service agreements
	9.0000
	7.000
	.904
	.905

	Is the department in a position to respond to and deal with all risks that entail the procurement process to protect the organization
	9.0000
	8.333
	.355
	.947

	Are the department’s objectives in alignment with the long-term organizational goal
	9.1429
	7.810
	.766
	.918

	Is your procurement process clear and fair to all suppliers and potential suppliers
	9.1429
	7.810
	.766
	.918



	Scale Statistics

	Mean
	Variance
	Std. Deviation
	N of Items

	10.2857
	9.571
	3.09377
	8


Reliability (FACTORS DETERMINING CHOICE OF PROCUREMENT METHODS)

	Reliability Statistics

	Cronbach's Alpha
	N of Items

	.797
	12



	Item-Total Statistics

	
	Scale Mean if Item Deleted
	Scale Variance if Item Deleted
	Corrected Item-Total Correlation
	Cronbach's Alpha if Item Deleted

	To what extent does time determine the choice of the procurement method to use
	35.0000
	22.667
	.509
	.776

	To what extent does cost determine the choice of the procurement method to use
	35.0000
	27.333
	-.127
	.832

	To what extent does delivery risks determine the choice of the procurement method to use
	34.8571
	20.143
	.870
	.739

	To what extent does the nature of the project or product determine the choice of the procurement method to use
	35.0000
	22.667
	.509
	.776

	To what extent does disputes and arbitration determine the choice of the procurement method to use
	35.5714
	24.619
	.423
	.787

	To what extent does quality determine the choice of the procurement method to use
	35.1429
	22.810
	.382
	.790

	To what extent does social factors determine the choice of the procurement method to use
	35.7143
	25.238
	.133
	.812

	To what extent does political considerations determine the choice of the procurement method to use
	35.7143
	22.905
	.326
	.798

	To what extent does legal considerations determine the choice of the procurement method to use
	34.5714
	24.619
	.423
	.787

	To what extent does technological considerations determine the choice of the procurement method to use
	35.0000
	19.667
	.608
	.764

	To what extent does number of competitors determine the choice of the procurement method to use
	35.0000
	21.333
	.716
	.756

	To what extent does organization policy determine the choice of the procurement method to use
	34.5714
	22.286
	.951
	.754




	Scale Statistics

	Mean
	Variance
	Std. Deviation
	N of Items

	38.2857
	26.905
	5.18698
	12





Reliability (EFFECTIVENESS OF PROCUREMENT PRACTICES)

	Reliability Statistics

	Cronbach's Alpha
	N of Items

	.891
	12

	
Item-Total Statistics

	
	Scale Mean if Item Deleted
	Scale Variance if Item Deleted
	Corrected Item-Total Correlation
	Cronbach's Alpha if Item Deleted

	The department ensures clear goal identification and sets measurable objective
	33.2857
	40.571
	.368
	.893

	The procurement goals are in alignment with the organization’s mission, vision and values
	33.1429
	40.143
	.632
	.885

	There is development of new and applicable procurement strategies and tactics
	34.1429
	35.476
	.915
	.867

	The procurement strategies and practices are based on examination of the current demand and supply market plus the financial position of the organization
	33.0000
	39.667
	.404
	.893

	The department seeks to maximize the benefits for both supplier and the organization through implementation of mutual success
	33.0000
	37.667
	.965
	.872

	The department’s strategies prioritize the value of goods and services in the choice of suppliers and supply method
	33.1429
	42.143
	.160
	.904

	The choice of a procurement method and strategy is categorical for efficient management
	33.1429
	38.810
	.521
	.887

	Allocation of resources is determined by what and when to buy depending on the needs of the organization
	33.5714
	31.286
	.848
	.867

	The organization incorporates e-procurement such as faxed purchase orders, database and spreadsheet technology in its operations
	34.1429
	32.810
	.803
	.870

	The incorporation of technology in procurement has increased efficiency and performance of the department
	33.5714
	38.619
	.605
	.883

	There is a clear accountability structure to monitor success and report failures
	33.1429
	38.810
	.521
	.887

	There are post-contract audits to evaluate and measure the benefits delivered by each procurement, compared to the expectations of the original plan
	33.4286
	34.952
	.705
	.877

	
Scale Statistics

	Mean
	Variance
	Std. Deviation
	N of Items

	36.4286
	44.286
	6.65475
	12
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KEMEI NOMELIF KOECH
P.O Box 48629-00100, Nairobi, 
Kenya
+254-705-506018, 784-506018 
nomelif.koech@gmail.com

PERSONAL PROFILE 
Skilled Financial Manager with over ten years of invaluable experience in numerous financial and accounting fields, including; annual budget preparation, procurement, auditing, student finance and cash flow control. Having the ability to handle complex assignments effectively & possessing the confidence to work as part of a team or independently. 

	SKILLS 
	

	· Budget Preparation and 
Management 
· Cash Flow Control 
· Good IT Knowledge 
· High Numeracy and Technical 
Skills 
	· Good Communication Skills 
· Good Problem-Solving Skills 
· Supervisory Skills 
· Attention to Detail 



PROFESSIONAL EXPERIENCE 
Manager 
Better Living Hospital (SDA Health Services)
November 2018 – Present 
Mission hospital comprising of a 30-bed hospital, Dental Unit, Wellness Centre and HIV/AIDS Comprehensive Care

Contact: 
Nehemiah MaiyoTel: +254-722-300039; E-mail: maiyon@eku.adventist.org 

Chief Finance Officer 
Kendu Adventist Hospital 
November 2015 – November 2018
Mission hospital complex comprising of a 170-bed hospital, Medical Training College, 
Primary School, and a Comprehensive Care Center 


Contact: 
George Otieno Opundo Tel: +254-722-662598; E-mail: opundog@kenduhospital.org 

Procurement and Transport Manager 
University of Eastern Africa Baraton 
June 2012 – October 2015 
Contact: Amos Mule Tel: +254-719-725182; E-Mail: ammule@ueab.ac.ke 

Internal Auditor 
SDA Church - Western Kenya Conference 
May 2010 – May 2012 
Contact: Boaz Ouma Tel: +254-735-590890: E-mail: oumaboaz@gmail.com 

Project Coordinator
Adventist Development & Relief Agency (ADRA-Kenya) 
July 2006 – June 2009 
Contact: Stellah Wanjau; stella.wanjau@adrakenya.org 

EDUCATION 
Master of Business Administration (Accounting & Finance Option) 
University of Eastern Africa Baraton (2015 – Currently on the final stages of Thesis Oral Defense) 
Bachelor of Business Administration (Accounting Option) University of Eastern Africa Baraton (2002 – 2010) 

TECHNICAL SKILLS 
Computer Applications &Software
· Microsoft Office Suite, SUN Systems (SunPlus), Microsoft Dynamics (NAVISION), QuickBooks 
· Info Query and Analysis 

SEMINARS AND TRAININGS 
· August 2008 – Credit Management – Training by Collections Africa Ltd
· October 2010 – Info Querry & Analysis
· May 2012 – SunSystems (SunPlus) Upgrade and Info Querry & Analysis
· February 2017 – Project Management, Grants Management and Project Monitoring & Evaluation – Training by Mission for Essential Drugs and Supplies, Kenya
· June 2017 – SunSystems (SunPlus) Upgrade and Info Querry & Analysis
· October 2018 – Global Healthcare Conference (Strengthening Institutional Governance & Leadership) in Loma Linda University, California, USA
· March 2019 – Performance & Leadership Management for Supervisors - Training by Mission for Essential Drugs and Supplies, Kenya

INTERESTS
Continuous learning of new skills 

REFERENCES 
Nehemiah K. Maiyo
Chief Finance Officer - SDA Church, East Kenya Union Conference 
Contact: maiyon@eku.adventist.org; +254-722-300039 

Dani Harelimana
Treasurer - SDA Church South Sudan Attached Territory 
Contact: harelimana1@yahoo.fr; +211-956-775798 

Dr. Jackson Oyaro Ongeta
Chair, Department of Accounting & Finance – University of Eastern Africa Baraton 
Contact: jackongeta@yahoo.com; +254-722-252904
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Yes	No	30	35	

Yes	No	47.692307692307693	52.307692307692115	
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