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ABSTRACT 

The purpose of the study was to assess the influence of the procurement contract 

management for goods in achievement of value for money in public sector in Tanzania.  The 

specific objectives of the study were; to examine the influence of staff competence in 

achieving value for money, to determine the influence of organizational capability in 

achieving value for money and to assess the influence of relationship management in 

achieving value for money. The study adopted case study design. The target population of 

this study was 93 employees. Sampling technique in this study was purposive sampling. 

This study used a sample of 60 respondents. In this study both qualitative and quantitative 

data were collected. Quantitative data were collected through questionnaire while qualitative 

data were collected through interview. Theories which were used for this study are Resource 

based theory, Principal agent theory and General system theory. Descriptive analysis and 

inferential analysis were used to analyze data with help of Statistical Package for Social 

Science (SPSS). Descriptive analysis helped the researcher to provide clear description 

about the information provided by each respondent and it included frequency and 

percentage. Inferential analysis included correlation and regression analysis which were 

used to establish the relationship between the variables of the study. From the finding, it was 

observed a positive influence between the staff competence and value for money with a 

significant value of P=0.000 p<0.05. Also the results revealed that organizational capability 

has positive influence in achieving value for money with a significant value of P=0.00 

P<0.05 and the study further revealed that relationship management is positively related to 

achieving value for money as evidenced by significant value of 0.000 p<0.05.The study 

concluded that both staff competency, organizational capability and relationship 

management has significant influence on the achievement of value for money procurement 

within the organization as all variables had a significant value of p=0.000 p<0.05.The study 

recommended that PO-RALG and other public procuring entities, policy makers, 

academicians as well as researchers should devote more efforts in ensuring that procurement 

contract management is executed by competent staff, organizational is capable in terms of 

financial and capital resources and build strong relationship with internal and external 

procurement stakeholders in order to achieve value for money procurement. This study 

suggested among others, further study to be carried out on the challenges facing the 

implementation of contract management on achievement of value for money procurement. 
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CHAPTER ONE 

OVERVIEW OF THE STUDY 

1.1 Introduction  

This chapter contains the general context of the study. It has covered the Background 

information of the Problem, Statement of the Problem, Hypothesis of the study, 

objectives of the study, scope of the study, significance of the study and organization 

of the dissertation. 

1.2 Background of the Problem 

URT (2013) has defined procurement contract as an agreement that is formed 

between two parties that is tenderer and procuring entity as a result of the 

procurement proceeding. The Government is increasingly delivering services and 

projects of large amount through entering into contracts with third parties (Crawford, 

2019). As a result, contract is an important part of when doing business in public 

sector.  

The management of contract is an important activity in public procurement especial 

when an entity is executing development projects, different reports shows that 

millions of money are being lost through poor contract management (Mchopa, 2015). 

Contract management can be defined as the totality of all the activities that takes 

place once the award for the contract for goods or service takes place (Bartsiotas, 

2014).  

According to Park and Kim, (2018) Contract management is the execution of the 

prescribed terms that are found in the contract document. McPhee, (2006) has 

defined contract management as the process that ensures that all the parties which are 

involved in the contract accomplish their roles in an efficient and effective manner in 

order to deliver objectives and achieve value for money. 
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Value for money is not only about obtaining goods, service or works at the lowest 

cost but it is achieved when there is an optimal balance between the total costs of 

ownership and benefit. Value for money can be measured through quality, cost and 

time that is obtaining an item at the quality required, at the time needed and at the 

best possible cost (Boateng, 2016). 

Province et al., (2019) defined value for money as the balance between 3Es which are 

Efficiency, Effectiveness and Economy. Efficiency is when the same level of output 

is delivered at the minimum input of cost or increase output at a given input or 

minimum for a given output while the quality is being maintained. Effectiveness 

when explaining value for money is the term which is referred to when the intended 

quality or outcome has been achieved and last on the economy is the term which is 

used to refer to the act of cutting down cost while maintaining quality or can also be 

said as when the resources has been acquired in right quality and quantity. 

Muhwezi & Ahimbisibwe (2015) contract management has three components, which 

are contract administration, delivery management and relationship management.  

Contract management helps both parties of the contract to deliver their obligations 

effectively and hence achieve value for money. Through Effective contract 

management the Procuring entity achieve its goals within time and within budget(The 

Role of Procurement Contract Management in the Effectivenes of Project 

Management for the Telecomunication Companies: A case of tiGO Tanzania, 2014).   

In order to effectively manage contract an organization should have necessary 

capabilities at the personal level and organizational level. Contract management 

capabilities is the most successful factors for effective contract management (Park & 

Kim, 2018). It is very crucial for the Procuring Entity to have the capability to 

manage contracts effectively, ensuring value for money and delivering better public 

services (Service, 2018).  

According to McPhee, (2006), in order for a contract to be successful there are two 

things that’s are necessary the right contract and the right contracting management 

team. When contract are poorly managed leads to breakdown of service and 
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misunderstanding which in the end leads to poor quality of services and hence no 

value for money (Palvia et al., 2010). 

Capability can be defined as the requirement needed to attain a particular objectives 

(Park & Kim, 2018), so in the case of Public Procurement Contract management 

capability can be explained as what is needed or determine the effective contract 

management. Capability is very important in effective contract management since it 

ensures that what has been agreed in the contract document is realized through 

managing operational supplier relationship and operational risks and issues 

effectively and efficiently by adhering to contract commitments including condition 

and terms(Edmonds, 2014). 

Park and Kim (2018) have explained that contract management capability can be 

grouped into two categories that are staff competence and organization level 

capability. When you combine the two that is when an organization can be termed as 

capable in managing contract effectively or an organization can manage contract 

effectively. 

Australian National Audit Office have explained contract management capability as 

having many aspect among which includes to be able to maintain an up to date 

contracting procedures and policy framework, staffs who have knowledge and 

experience to perform procurement, enough time and resources to manage contract 

properly , staff who are contract manager with skills and experience to perform their 

contractual duty, commitment and support from senior level management (Crawford, 

2019) 

Coleman et al (2020), the gap between stakeholder’s knowledge and actual practice 

of the contract management leads to poor quality of work.  Through learning and 

other forms of development it assist in improving capability which helps the 

Government to achieve better value, quality service and greater efficiency (Service, 

2018).   
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Contract management involves number of stakeholders within and outside the 

organization. This demands coordination, communication and trust between parties 

for the contract to be effectively managed (Nzanana & Kariuki, 2017). Having a 

respective and good relationship between procuring entity and supplier is an essential 

requirement for effective and successful contract management. It allows free flow of 

information and helps both parties do discover early any issue that may hinder 

effective contract management (NZ Ministry of Economics Development, 2011). 

The nature of procurement determines the kind of relationship that is to be formed. 

Relationship can be competitive when it involves just a simple transaction which 

involves the supplier providing service and the procuring entity paying for it. This is 

competitive since it involves one-part wining and the other part losing that is why it 

is sometimes called win-lose relationship. In another way relationship can be 

collaborative one, also known as win – win relationship which involve both parties 

wanting to develop a long-term relationship and each part (buyer and supplier) 

aiming at adding value. 

A contract management capability is an assurance of effective contract management 

and achieving value for money. There are many things that are being involved in the 

management of contract which require so many parties to participate in different 

forms. Marco, (2013) it is important to have the capabilities in order to ensure that 

the terms and conditions are well adhered to and in the end the contract achieve what 

is intended to deliver for both parties.  

1.3 Statement of the Problem 

Contract management is important, because as ordinary as it sounds, it is another part 

of sourcing process that can bring a number of benefits to the organization. Muhwezi 

& Ahimbisibwe (2015) listed several importance of contract management which 

include standardized processes and procedures, spend visibility, improved 

compliance, solid foundation for spend and performance analysis, rebate 

management, reduced maverick spending and evergreen contract elimination. 

Government are increasingly entering into contract with third parties and this contract 
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are complex which leads to Government facing a lot of challenges (Crawford, 2019). 

PPRA (2018) auditing report shows number of weakness found during auditing 

which affect management of contract as follows; PMU being headed by person with 

no relevant professional qualifications, inadequate number of staff and lack of 

training to PMU on public procurement law, poor record keeping by PMU on 

procurement and contract management, Regarding the tender board, poor internal 

control, inadequate budget and poor relationship management among the 

stakeholders. 

PPRA observed that, Members of Tender Board had no knowledge of public 

procurement law to manage procurement proceedings, Internal Audit Unit lack 

knowledge of public procurement that constrained them with the techniques to audit 

procurement issues. PPRA report (2019) also indicated that the procuring entities will 

suffer loss of around TZS 23.7 Billion as the results of inappropriate procurement 

contract management procedures which are being applied by the Procuring Entities 

(PPRA, 2018). 

Despite of number of trainings provided by PPRA each year and advice being given 

on issues that has been discovered during the given auditing, still there are problems 

on contract management which lead to poor implementation of procurement contract 

which lead to high cost during procuring of goods which is highly facilitated with 

poor quality and late delivery of the goods (CAG, 2018).  

This study aims to assess the influence of Contract management in achieving value 

for money but it focused specifically on the organization capability, staff competency 

and relationship management and their influence in achieving value for money. The 

reason behind concentrating on these in contract management is due to the fact that 

many studies has focused on the factor facilitating contract management and little 

studies have been done on the same area. 

Zanana and Kariaku (2017) who studied on effects of relationship management on 

project contract performance failed to determine the effect of staff competency on 

procurement contract performance , Uluka and Basheka (2012) who conducted a 
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study on determinants and constraints to effective procurement contract management 

,this study focused on the challenges for contacts management and did not 

concentrated on the effect procurement contract capability on achieving value for 

money and  Athuman and Bisama (2018)  who conducted a study on effectiveness of 

contract management on value for money in public procurement for goods, this study 

was general and did not focus on the effect of staff competency, organization 

capability and relationship management in achievement of value for money 

procurement . Also, a study conducted by Waigwa (2016) on the factors influencing 

management of procurement contract in public security agency, this study did not 

show the relationship between procurement contract capability in terms of staff 

competency, organization capability and relationship and achievement of value for 

money procurement in public sector.  

To bridge the above indicate gap for reviewed literature, researcher was motivated to 

assess the influence of procurement contract capabilities in achieving value for 

money procurement focused on staff competency, organization capability and 

relationship management. 

1.4 Research Objectives 

General and specific objectives have guided the study as follows; 

1.4.1 General objective 

To assess the influence of procurement contract management for goods in achieving 

value for money in public sector in Tanzania. 

1.4.2 Specific objectives 

i) To examine the influence of staff competence in achieving value for money at 

PO-RALG 

ii) To determine the influence of organization capabilities in achieving value for

 money at PO-RALG. 

iii) To assess the influence of relationship management in achieving value for 

money at PO-RALG 
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1.5 Hypothesis of the Study 

Based on the assumption of the study, three hypotheses were developed to govern 

this study as follows; 

H1: There is a significance relationship between staff competence and achievement of 

value for money 

H1: There is a significance relationship between organizational capability and 

achievement of value for money 

H1: There is a significance relationship between relationship Management and 

achievement of value for money 

1.6 Scope of the Study 

This study focused on the influence of contract management in achieving value for 

money. It involved the employees who deals with the contract management at the 

President’s Office Regional Administration and Local Government.  

1.7 Significance of the Dissertation 

The study enabled the researcher to practically apply what has been leant in the class 

room by applying the knowledge obtained. Also, it increased more knowledge on the 

study through reviewing different literatures.  

The study helped the President’s Office Regional Administration and Local 

Government to be aware of the procurement contract management. In this case the 

organization can equip itself with capabilities necessary for contract management. 

The study is usefully to academicians and similar organization which are interested 

on improving procurement contract management for goods in achieving value for 

money.  

This study will also be of high significance because it enables the management at 

PLO-RALG and other public organization to use the findings and recommendations 

in decision making in order to increase procurement performance. Furthermore, the 
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results are potential for farther studies as reference materials to other professionals 

and decision makers to the relevant profession.  

The study is also beneficial to the researcher in such a way that, it is great 

achievement for contributing body of knowledge on relationship between contract 

management and achievement of value for money procurement and increase personal 

academic carrier. 

1.8 Organization of the Dissertation 

The dissertation is divided into six chapters as follows; chapter one comprises an 

overview of the study that includes background of the study, Statement of the 

Problems, general objectives and specific objectives of the study, research 

hypothesis, and scope of the study, significance and organization of the research 

study.  

The second part of the dissertation is chapter two which is about literature review 

comprising of definition of concept and terms related to the research study, 

theoretical and empirical literature review and research gap of the study.  

The third part of the dissertation is chapter three which explains research 

methodology which has been used for the research study. The research methodology 

includes type of study, the area of the study, population, data analysis methods, 

measurement of variables, procedures which has been used for sampling, sample 

size, and types of data and sources of data techniques to be used for collecting data.  

The fourth chapter included analysis and presentation of the finding obtained from 

the interview conducted and questionnaire issued at PO RALG.  

The fifth chapter included the discussion of the finding and the sixth parts of this 

study included summary, conclusion, recommendation and suggestion for further 

study. 
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CHAPTER TWO 

LITERATURE REVIEW 

2.1 Introduction 

This chapter is about literature review which includes definition of key terms, 

theoretical, empirical and conceptual framework. 

2.2 Definition of Key Terms 

This part defines the key terms that are to be used throughout the studies. 

2.2.1 Contract  

Is the legal agreement between two parties that is tenderer and procuring entity as an  

outcome of procurement proceeding (URT, 2011). 

2.2.2 Contract management 

Contract management is the implementation of the contractual terms that are found in 

the contract document  (Park and Kim, 2018). 

2.2.3 Capabilities 

Can be defined as the list of requirement that is needed in order to derive to the 

intended purpose of the particular activities (Park & Kim, 2018). 

2.2.4 Contract management capability 

Contract management capability is a term that is broad and can mean many things 

including the individual staff or an organization as whole (Crawford, 2019). That is 

all that is required for an individual or organization to be in a position to manage 

contract effectively in totality is what makes contract management capability. 

2.2.5 Procuring entity 

Procuring entity is defined as the unity, body, public body or any other entity which 

the Government has recognize and authorize to conduct public functions (URT, 
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2011). 

2.2.6 Value for money 

Value for money is aspect in effective contract management. Achieving value for 

money means the effectiveness, efficient and economies in procurement resources in 

order to achieve the intended outcome (Athumani & Bisama, 2018). According to 

URT (2011), value for money refers to the optimal advantages obtained from 

procurement of goods, works and services which are measured based on economy, 

efficiency and effectiveness. Changalima (2016) defines value for money the way 

organization maximize the overall benefits obtained from procurement of goods, 

works and services. 

2.3 Theoretical Literature Review 

This part explains the theories that guided this study. This study was guided by three 

theories as explained below 

2.3.1 The Resource Based Theory (RBV) 

According to Dejmal (2004) the organization has to look on inside to find the 

resources that can be used to compete against its competitor or in other way the 

theory has given a great emphasis on the resources for the organization to succeed. 

Resource can be tangible and intangible that including skills, human resources, 

effective systems and many other that can assist the organization to compete 

effectively. Firm’s application of number of resources both tangible and intangible 

which is at its disposal is what forms a foundation for the competitive advantage of a 

given firm (Wernerfelt, 1984; Rumelt, 1984, Penrose, 1959). In order for the short 

run competitive advantage to be transformed into a continuous competitive advantage 

it is required for the firm’s resources to have a heterogeneous nature and not perfectly 

mobile Teraf (1993).  

Effectively, this translates into valuable resources that are neither perfectly imitable 

nor substitutable without great effort Barney (1991). In addition, through a 

sophisticated and consistent bundling of actions; their common strengthening can 
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assist to add different individual capabilities.   

This theory enhances that organization should have the required resources which can 

be used to effectively manage procurement contract which include the human 

resources which process different contract management skills, financial resources and 

also being able to maintain relationship among the contracting parties. As some of 

the literature such as Park and Kim, (2018) explained that staff competence and 

organization capabilities are what forms the contract management capabilities.  

2.3.2 The principal agent theory 

Originally this theory was initiated by Jensen and Meckling (1976) and it was later 

on expounded by Sarens and Abdelhamid, (2010). The economist developed the 

principal agency model in order to deal with the circumstances which involves two 

parties that is Principal and Agent, and in that circumstance the  principal has the 

power to induce the agent in order to perform some task that are of the interest of the 

principal’s but not necessarily the agent (Health and Norman, 2004). 

In this theory agency relationship has been described, of which there are two parties 

involved, one part known as the principal which delegates the work to the other party 

known as the agent who perform the work (Eisenhardt, 1989). Nevertheless, the 

problems may ascend in such relationships due to misunderstanding that may exist 

since these two parties (Principal and agent) have different interest. The goal and 

desire of the principal and agent are not the same and this leads to conflicts of the 

Principal’s and Agent’s goals and desires and for the principal’s side becomes 

difficult to verify what the agent is really doing. The principal – agent relationship is 

what is built in this relationship. The other agency relationship and the relationship 

such as buyer – supplier, employer – employee can all apply the agency theory. This 

theory is also relevant in the circumstance where there is difficulties in contracting 

problems.  

Agency theory intends to discourse this problem of vagueness and loss of control by 

developing the utmost suitable ‘contract’ trough behavior-based management efforts 

and outcome -based efforts (Eisenhardt, 1989). Purchasing is the real example of the 
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principal agent relationships which can also be described as the vertical relations, 

where by the purchasing organization acts as the principal and the supplier is the 

agent. An important Principal agent relationship is horizontal when it comes to 

collaborative procurement where the principal is the organization that buys of which 

it gives some control to the organization that sells which is known as supplier. 

supplier organization should be technically capable and having enough skills to 

perform a certain task on behalf of the principle (Nzanana & Kariuki, 2017). 

Procurement contract management are mostly based on the principal agent theory 

where by the principal is the Government who aims at obtaining the quality goods or 

service at the lowest possible cost with the value for money and on the other hand the 

Agent is the supplier or contractors whose aim is to make profit and keeps on 

surviving at the market place (Rendon, 2010) 

In the Agency theory Procurement department is viewed as the link that exist 

between all the organizational individuals who are interested in working towards 

attaining common procurement goals. In that case Procurement Management should 

work towards developing efficient suppliers’ relationship that will help the operations 

of the business and leads to improved organizational effectiveness and efficiency. In 

this regards Procurement organization managers are the agent and the suppliers are 

the principal so trust between these two parties can be improved since the agent will 

be working towards attaining the best procurement performance that will leads to the 

attainment of more organization value consequently lead to organization performance 

in procurement activities. With this theory it act as a guide in investigating the way 

procurement department observe procurement policy and principles that directs the 

flow of procurement practices. 

This theory relates to this study as it involves management of contract that involves 

having capability that not only on the organization level and personal level but how 

to manage the respectful and trustworthy relationship in order to make sure that in the 

end there is a win – win situation that is both parties obtains what it intends without 

hurting the other part . Roushidy (2015) 
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2.3.3 The general systems theory 

The general system theory was developed by Easton (1953). Initially, this theory was 

found to be used in public policies. According to Bashuna, (2013) this theory in 

much social science it is referred to as open system theory. Generally, this theory has 

is important on understanding organizations and it also has an effect on management 

science. A system theory emphasis on gathering of parts unified to accomplish 

general goals. If one part of the system is removed, the nature of the system is 

changed as well. A system can be looked at as having inputs (e.g. resources such as 

raw materials, money, technologies, and people), processes (e.g. planning, 

organizing, motivating and controlling), output (products and services) and outcomes 

(e.g. enhanced quality of life or productivity for customers, productivity). Systems 

share feedback among each of these four aspects of the system. 

The system approach is very useful in explaining contract management activities in 

public organizations. It has been noted that public procurement is a sub-system in the 

broad institutional system (Thai, 2001). Public procurement system is unification of 

various elements which operates together in order to enable high performance of the 

procurement functions. 

Bashuna, (2013) noted that, contract management is influenced by the external 

environment and internal processes. In this sense, this theory fits for this study 

because the factors that influence contract management can be viewed from the input 

level, the internal processes of the procuring entity and also output of the contract 

management activities reflects the extent of procurement performance in public 

organization. 

2.4 Empirical Literature Review 

Nzanana & Kariuki (2017) conducted a study on Effect of Relationship Management 

on Project Contract Performance in Rwanda the finding revealed that it is important 

to have trustworthy relationship between two parties who are implementing the 

contract and if possible, each project should have a person in charge of the 

relationship. It is critical for both parties to consider relationship management with 
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seriousness and to make sure information are being shared between both parties. 

Also, the study left a room for further research on the other relationships since the 

study only focuses on the two parties’ relationship that is the organization and 

supplier only. So, there is a room to explorer other relationship which is very 

important as explained that contract management involves a number of stakeholders 

and coordination between these stakeholders for effective contract management can 

only be achieved through relationship management. 

In Uganda Oluka & Basheka, (2012). In their study of determinants and Constraints 

to Effective Procurement Contract Management, the findings revealed that 

enforcement of existing regulatory measures must be enforced to avoid pitfalls of 

inefficient contract management process and eventual poor service delivery. The 

people in charge of the contracts need to play an important and meaningful role in 

ensuring that the company’s contractual goals are fully achieved at the minimum cost 

possible. The supervisors (contract managers) should be knowledgeable in contract 

management. Organization must, therefore, assign experienced staff to supervise the 

consultant and contractors. This should be accompanied by proper record keeping 

Athumani & Bisama, (2018), conducted a study in Tanzania on Effectiveness of 

Contracts Management on Value for Money in Public Procurement of Goods in 

Tanzania: A Case of Ministry of Agriculture. The study focused on three variables 

that is the preparation of contract document, the Implementation of contract and 

administration of contract as the factors which were to be tested on how they 

contribute to the value for money.  Through the study, the findings revealed capacity 

building is vital in order to effectively manage contract so as to achieve value for 

money. Capacity building can be done through offering of training more importantly 

in using of information technology.  

Waigwa (2016) conducted a study on Factors Influencing Management of 

Procurement Contracts in Public Security Agencies: A Case of Kenya Police Service 

the study revealed that in Public sector there is a relationship between public 

procurement policy and public contract management, training is important in order to 

be effective in managing contract and achieving value for money. 
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Titus & Will,(2016) Conducted a study on Factors Affecting Efficiency of 

Procurement in Public Institutions: A Case of Public Entities in Homabay County 

and the revealed that in Public institutions for a procurement process to be efficient 

there has to be for variables which highly influence these processes. And these 

variables are Procurement Contract management, Academic qualifications and 

experience, ICT and Procurement Planning Process. When all these four variables 

have been mixed-up then an efficiently perform the Procurement processes and hence 

achieve value for money. 

Handfield, Primo, Paulo, & Oliveira(2015) conducted a study on the role of effective 

relationship management in successful large oil and gas projects and the study 

revealed that in order for contract to be well managed there is a need for well 

experienced staff and knowledgeable managers who have MBAs and the need to 

involve all the stakeholders when executing projects through relationship 

management. 

In the Common Market for Eastern and Southern African (COMESA) Trainers of 

Trainers Workshop held in Addis Ababa, Ethiopia from 25th July-5th August 2010, 

participants identified key five determinant practices that can influence contract 

management which were Identifying and defining processes and a clear contract 

management plan,  with a focus on outputs and milestones to performance., The 

contract manager has a detailed knowledge of the contract., Clearly defining the 

responsibilities of the contract manager and the contractor supplier in a contract., 

Regular and routine feedback is given to suppliers on their performance; Users 

understand what the contract is intended to deliver. And Ensuring payments are made 

to the supplier in line with the contract. Identifying and anticipating risk such as 

service failure, reputation as, damage and additional costs.   

Boateng (2016) conducted a study in Ghana on the Measures of Ensuring Value for 

Money in Public Procurement. The study revealed that there has to be a clear 

definition of the term value for money to those who are implementing the 

procurement (Procurement officials) and well-functioning public procurement system 

is critical for the improved delivery of decentralized goods, works and services. 
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Many thinks value for money is all about choosing goods or service with the lowest 

price but rather it has to be a choice of goods or service based on the whole life cost 

of that good or service. Suppose a machine is being bought there are many things 

which are involved, such as the spare parts, the cost of serving the machines, how 

long is it going to last and how will that machine be disposed when the it has 

depreciated. All these have to be considered before obtaining the machine 

In Kenya Kibogo & Mwangangi (2014) in their study on Factors Affecting Contract 

Management in Public Procurement Sector in Kenya. The findings revealed that 

information technology, management styles and employee competence influence 

efficient contract management in public procurement. 

Park & Kim, (2018), conducted a study on the assessment of contract management 

capabilities for overseas construction projects. The study concluded that the 

capabilities in these companies need to be improved and also recommend that there is 

a need for maintaining a large team for contract management, or focusing on 

employing experts with engineering skills as much more important than other staff 

competence. 

In south wales Crawford, (2019), conducted a study on Ensuring contract 

management capability in government - Department of Education. The study liked 

the relationship between policies and procedures with the effective contract 

management. That is for an organization to be well able to manage contract and 

achieve value for money there is a need to policies and procedures in place that 

facilitate effective contract management and competent staffs who have knowledge, 

experience and skills on contract management. 

In London Office of Government Commerce, (2002) revealed that implementation of 

the contract requires Procuring Entities to focus on ensuring that the contract is 

completed on time, quality is satisfactory, risks are minimized and cost are minimum. 

In return this demands ethical conducts and professional practices in order to ensure 

all contract activities are performed to the expected standard by both parties through 

the available resources. 
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In Australia McPhee, (2006), in his study Contract Management in the Public Sector 

– an ANAO Better Practice Perspective. The study revealed that record shows that 

the entities that are effectively manage contract have a good track record of investing 

in the contract management capability and decision on investing in the capability is 

mostly done by the management rather than the contract manager. 

In Tanzania, Rasheli, (2016) conducted a study on the Procurement contract 

management in the local government authorities (LGAs) in Tanzania. The study 

revealed that in order to achieve value for money contract management is important 

but also there are cost related to managing contract so at the time in order to achieve 

value for money both supplier and buyer should effectively reduce contract 

management cost. 

In Tanzania Amour (2014) a study conducted on the role of procurement contract 

management in the effectiveness of project management for the Telecommunication 

Companies. The findings revealed that there is a high dependence of effective 

contract management of suppliers in complying the conditions of the contract and 

close monitoring of suppliers during the implementation of the project. 

2.5 Proposed Conceptual Framework  

The study assessed the influence of procurement contract management for goods in 

achieving value for money in public sector in Tanzania. The independent variables 

included; staff competence, organizational capability, and relationship management. 

On the other hand, the dependent variable was value for money. A conceptual 

framework is a scheme of concepts (or variables) which the research operationalizes 

in order to achieve set objectives Chakraborty, (2009). 
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Figure 2.1: Conceptual Framework 

Independent Variable                                                           Dependent Variable 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

Source: Author (2020) 

 

2.6 Link between Independent Variables and Dependent Variable 

Based on the various studies, evidence was formed to form a link between 

independent variables and dependent variable. Each independent variable has been 

linked to the dependent variable and at the end of the discussion the hypothesis has 

been developed basing on the empirical evidence.  

Relationship Management 

 Mutual trust 

 Excellent Communication 

 Coordination. 

 Joint Problem Solving 

 

Staff Competence 

 Knowledge on contract 

management 

 Contract document interpretation 

 Education level 

 Experience 

 

Organizational Capability 

 Internal control capability 

 Policy and Procedures 

 Financial resources 

 IT capability 

 

Value for Money  

 Cost  

 Quality  

 Timely delivery 

 



 

19 

2.6.1 Link between staff competence and value for money 

Staff competence as part of Procurement contract management capability involves 

many element that contribute to it including, knowledge on contract management, 

contract document interpretation, education level, experience which enable the 

procuring entity to ensure quality good are procured at a minimum cost and timely 

delivery (Service, 2018) 

Competent employees need to develop and ensure an effective or superior 

performance in their current and future jobs. Kuijpers, (2010) discerns three 

important types of competencies at work. First, functional competencies are defined 

as the knowledge and skills necessary for employees to successfully perform their 

jobs. These functional competencies are based upon the employees’ tasks and roles 

and, hence, differ according to the industry and function (Kuijpers, 2010). Second, 

learning competencies are defined as the individual characteristics of an employee 

that enable him/her to develop new functional competencies (Kuijpers, 2010). 

According to (Lindley, 2002), learning competencies increasingly gain importance in 

the work environment since the rise of the knowledge economy and the growing need 

for flexibility make it is important for employees to continuously invest in their 

development. Finally, career competencies are described as the individual 

characteristics of an employee that enable him/her to guide his/her functional and 

learning competencies in the right direction (Kuijpers, 2010). 

Interpretation of contract document is very important in achieving value for money in 

terms of timely delivery, reasonable and lowest cost and good quality. In order to 

manage contract, there has to be contract document which act as guide on how both 

parties will participate and achieve what is required.  Contract document have many 

terms which helps or motivate both parties to perform their parties effectively. For 

example, there are terms covered in the general condition of the contract and special 

condition of the contract which stipulate the cost of delaying to pay the bidder or 

when the bidder will delay delivering the items the liquidated damages that will be 

charged on his part.  
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These terms motivate both parties to perform effectively on their parties and by not 

being able to understand these terms it leads to the cost increase as the Procuring 

Entity will incur cost by delaying paying or will incur cost by not requesting 

Performance security which is essential part of the contract and tender document.   

There is different contract document for different procurement and they have 

different terms and conditions. Good examples are the documents which are being 

provided by PPRA they differ depending on the type of Procurement. There is 

contract for works, goods, Consultancy service and non-consultancy service. One has 

to be capable on interpreting these documents to enable organization to procure an 

item at reasonable cost and hence attain value for money (PPRA, 2019).  

Knowledge of the contract related terms is crucial for effective contract management 

which leads to timely deliver, low cost and quality. One has to be capable in defining 

the contract related terms to know what they mean and what the implication of such 

term is. Mostly these terms have positive and negative impact which can cause loss if 

not well understood and can be an advantage if it will be well understood. (Park & 

Kim, 2018). Understanding different contract terms and theories that are being used 

in contract is very important in managing contracts and most of the problems that a 

country is faced in contract related are based on poor understanding of the contract 

terms and related theories as a nation it ends in entering into contract that has bad 

impact to the nation (McPhee, 2006). 

H1: There is a significance relationship between staff competence and achievement 

of value for money 

2.6.2 Link between organization capabilities and value for money 

As explained capability can be defined as what is required in order to arrive to the 

intended objectives (Park & Kim, 2018). Organization capabilities is important factor 

in effective contract management which leads to value for money (Crawford, 2019). 

Organization needs to be capable in terms of internal control system, Policy and 

procedures, financial resource and Information technology.   
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Crawford, (2019) Policy and Procedures As part of organization capability, are 

important part for effective contract management as they shape how the organization 

performs and, in the end, determine the results of a certain contract. In Tanzania 

Policy and procedures for contract management and how the organization should 

engage itself in procurement contract management are being provided by the Public 

Procurement Regulatory Authority (URT, 2013) these guidelines are available at the 

website which gives step by step procedures needs to be taken from when the need is 

initiated to how it will be delivered and disposed. All these require time, cost and 

quality.   

This way policy and procedures within an organization assist the guidelines to be 

implemented which have been formulated in such a way they will assist the flow of 

right information and procurement procedures to take place well and leads to timely 

delivery of goods in good quality as required and at the lowest cost possible. 

System Management Lohman, (1999) explains that many organizations loose 

revenue because their system and administrative process do not efficiently and 

effectively monitor contract terms. Internal control system is crucial in contract 

management as it result in effective contract management and in the end the 

operation will be conducted at the minimal possible cost, things will be smooth runed 

and leads to timely delivery. 

Information Technology includes computers machines, software and storage devices. 

These are very important in an organization as they help the organization towards 

achieving the intended objectives (Laudon & Laudon, 2015).   Procurement contract 

management aims at achieving value for money.  With the system the hardware and 

software that are being used within the organization. That can be computers, printers 

and system such as E- Office and TANePs. 

This can be evidenced even in Tanzania were in Public sectors TANePs have been 

introduced with the aim of promoting competition so as to achieve lowest evaluated 

cost being quoted by bidders and helps in cutting cost in terms of time too. An 

organization having competent staff and hardware such as computers being available 
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it will lead to implementation of these system and in the end the aim of achieving 

lowest cost, timely deliver and quality goods will be achieved.  

At the same time all these requirements can never be achieved without the 

organization having the financial resources. That is among the reasons that PPRA 

have been giving training for free at the early stages during the introduction of new 

system such as TANePs and PMIS 

H1: There is a significance relationship between organizational capability and 

achievement of value for money 

2.6.3 Link between relationship management and value for money 

Relationship management is crucial in contract management in order to achieve value 

for money. As explained Contract involves two parties that is procuring entity and 

service provider or supplier (URT, 2013). These parts involve number of participants 

which falls within these categories, that is within the Procuring entity it involves 

departments such as the user departments, procurement management unity, 

accounting department and bodies such as Tender Board who are responsible for 

approving the Procurement decisions. Gordon (2009) revealed that to ensure effective 

relationship management among the contracting part there should be mutual trust 

among the parties, excellent communication, coordination among the parties and also 

parties should best solve contractual relating problem jointly. 

Excellent communication during the execution of the project is important as it helps 

both parties to be in the same page and that way both parties becomes pro actives to 

what is or will be required while executing the contract in the end no time will be 

wasted in solving the future problems and goods and services will be delivered on 

time and the cost will be kept at minimum (Handfield et al., 2015).  

Coordination in contract management is important, as explained there are number of 

key players in procurement contract management process who plays different roles 

and as a whole, they make contract management process possible. A good example is 

on the processes which have been stipulated by the Government of Tanzania, you 
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will find that there are Tender Board, User department, Permanent secretary and 

Procurement management unity (United Republic of Tanzania, 2011). One role of the 

other party leads to the other role of the other part in the end these parties if they 

work together effectively by each part fulfilling its obligation in the end Goods will 

be delivered on time, at the quality required and at the reasonable cost or the lowest 

cost. 

To ensure that relationship management is efficiently and delivers value for money, it 

is necessary to transfer a sufficient amount of risk. In principle, risk should be carried 

by the party best able to manage it. In this context, “best” means the party who can 

manage the risk at least cost, by ensuring the risk involved in a contract are best 

management which will enable the organization to deliver goods at a low cost which 

a required quality and made available at a pre-determined time (Maria, 2013) 

All these parts have different roles that they play in order for a contract to work and 

for the bidder to deliver what is required as stipulated in the tender documents. A 

prepared contract document will analyze the responsibility of the bidder and 

Purchaser (Procuring Entity).  That is why in order to manage contract effectively 

and achieve value for money relationship management is among the factors. Without 

good relationship management an organization is bound to fail. (Roushdy et al., 

2015).Relationship can be of different type and depending on the type of 

Procurement it will determine which kind of relationship is to be formed between the 

entity and the other part. Relationship can be collaborative or competitive one.  

Joint problem solving is key factor under the relationship management in effective 

contract management which leads to goods to be delivered on time, with the quality 

which is required and at the lowest acquisition and maintenance cost. When working 

together it is important for both parties to jointly work together in solving the 

problems since the problem of one party will not only hinder one part but both parties 

and hence delay in the delivering of goods, poor quality and increase cost (Service, 

2018). Joint problems solving can be applied during the tendering procedures were 

by one of the requirements in the tendering document is for bidders to seek 

clarification on the technical specification of anything that is not understood by the 
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bidders which gives a room for the other part that is Procuring Entity to give 

clarification. This way goods will be delivered at the lowest or reasonable cost, at the 

time required and right and above quality. 

Collaborative relationship is the type of relationship that is also known as win – win 

relationship. In this kind of relationship, a procuring entity and procurement 

management unity and other departments. All these involves some kind of 

relationship and by contract management means that what is stipulated in the contract 

document is achieved at the right time, quality, cost, place and quantity. That means 

there has to be an effective relationship management with suppliers in order to make 

sure there is an effective service delivery and value for money is achieved (NZ 

Ministry of Economics Development, 2011) 

According to Marco, (2013) Managing relationship keeps the relationship between 

two parties open and effective. This gives room for the two parties to easily 

communicate and solve problems that may occur in the future and leaves the two 

parties to focus on continual improvement of contract. For that case relationship 

management contribute to effective procurement contact management capabilities. 

Rockson, Anne and Sey (2017) recognized that relationship management is a 

complex task that needs allocation of resources to both partners in order to achieve 

the desired output which increases the performance of any business. He also 

recommended that, the effectiveness of relationship can be influenced by both 

internal and external forces and the project management team require applying 

relationship management strategy such as valuing each other as an important partner 

for the economy wellbeing of the organization. 

In order to have a good relationship when practicing contract management there has 

to be mutual trust that is both parties trust each other that what is required will be 

delivered. That way both parties are working freely without doubting the other part in 

the end any much time will be wasted.  

H1: There is a significance relationship between relationship Management and 

achievement of value for money. 
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2.7 Research Gap 

Despite the fact that many studies have explained on how important it is for the 

procurement contract management in achieving value for money, but very little has 

been explained on the influence organization capabilities, Staff competence and 

relationship management has on effective contract management and hence achieving 

value for money specifically in public sectors of Tanzania. In addition, no study has 

been conducted at the PO – RALG on the influence staff competency, organization 

capability and relationship management have the effective procurement contract 

management in achieving value for money. This research gap is what the study is 

expecting to fulfil.  
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CHAPTER THREE 

RESEARCH METHODOLOGY 

3.1 Introduction 

This chapter presents the methodology that has been used in this study. The chapter 

explains the research design chosen, area of the study, population, sampling 

techniques and sample size, data collection methods, data reliability and validity, 

measurement of the variables, data management and analysis.  

3.2 Research Design 

This research used a case study design. The research design helped the researcher to 

serve both time and cost since it was dealing with a particular case from a single 

organization. Researcher used case study because it helped researcher to get in-depth 

understanding of the study. Through the use of case study research design, researcher 

was able to collect detailed information which was used for drawing conclusion and 

recommendations of the study. According to Kothari (2008) case study designs 

involves carefully and complete observation of social unit being a person, family, an 

institution or an entire community. The aim of case study design was to obtain 

information from several variables from a single unit which is PO-RALG. Hence the 

research question was studied and solution to statement of problem was found, 

analyzed and eventually the researcher was able to obtain the solution. Research 

design was the mechanism to ensure that appropriate data was collected to answer the 

research questions. Therefore, it allowed a researcher to collect information of 

independent and dependent variables by using questionnaires and interview. A case 

study is a method used to narrow down a very broad field of a research into one 

easily researchable topic (Kothari 2014). According to Kombo (2006) research 

design is the scheme, outline or plan that is used to generate answers to research 

problems. 
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3.3 Study Area 

The study was conducted at the President’s Office Regional Administration and 

Local Government (PO – RALG) which is located in Dodoma Region. PO – RALG 

is the ministry which is responsible for all the local Government and Regions in 

Tanzania Mainland.  

PO – RALG is the public Office which deals with implementations of number of 

contracts.  Various projects which are being implemented at PO – RALG are such as 

Tanzania Strategic Cities Project (TSCP), Dar es Salaam Metropolitan Development 

Project (DMDP) and Urban Local Government strengthening Program (ULGSP).  

These projects involve implementation of number of contracts. CAG (2019) report  

advised the MDAs and RSs to change attitude on how they manage contract and 

implement terms and conditions of the contracts they enter with various suppliers and 

Consultants as agreed in the contracts (CAG, 2019). As far as the topic is concerned 

PO – RALG was the potential area of the study as itself is the Ministry which falls 

under the Category of MDAs and also is responsible for RSs.  

3.4 Unit of Analysis 

The unit of analysis of this study was individuals at the PO – RALG. The unit of 

analysis was selected because it enabled researcher to obtain relevant information 

from the employees who are knowledgeable and experienced on the procurement 

contract management. The employees helped the researcher to get data on how 

contract management leads to the achievement of value for money in public 

procurement at PO-RALG ministry. 

3.5 Target Population 

Targeted population was the employees of the PO – RALG. These employees are 

those who participate directly in the process of procurement contract which involves 

User department, Tender Board, Accounting and finance department and those who 

are in the project’s office such as TSCP and DMDP. These are offices which are 

located in Dar es Salaam but they are part and parcel of the PO – RALG. The target 



 

28 

population of this study was obtained from five departments. The population 

distribution was 15 employees from PMU, 7 employees from Tender Board, 35 user 

departments, 20 from accounting and financing department and 15 employees from 

legal departments 

Table 3.1: Population distribution 

S/N SECTIONS Target Population 

1 PMU 15 

2 Tender Board 7 

3 User Department 35 

4 Accounting and Finance 20 

5 Legal departments 15 

 Total 93 

Source: Study findings (2020) 

 

3.6 Sampling Techniques and Sample Size 

This section presents sample techniques which were used during the study and the 

sample size which were used during the study. 

3.6.1 Sample techniques 

The sampling techniques which the researcher used to select respondents were 

purposive sampling which is also known as judgmental sampling. This was used as 

the sampling technique so as to be able to select data from the employees who deals 

directly or in some way with the process that are involved in the preparation and 

management of the procurement contract. This technique was used by the researcher 

in order to save both time and money while obtaining a good sample. Black (2010) 

explained that researcher always use purposive sampling in selecting representative 

by using sounding judgments, while saving time and money. Purposive sampling 

according to Saunders et al, (2003) argue that self-selection sampling occurs when 

you allow each case, usually individuals, to identify their desire to take part in the 
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research study.  

3.6.2 Sample size 

The sample size for this study was sixty (60) respondents selected from different 

department as shown in the table 3.2 below. Mgenda and Mgenda (2003)  suggested 

that an adequate sample size should be above thirty percent (30%) of the target 

population and therefore in order to ensure adequate sample this study used 64.5% of 

the target population. Hamed (2017) argued that sample size is the elements or 

individual element selected from target population in order to represent other group 

of elements. Sample size is necessary for each study with the aim of making 

inferences about population from the sample (Stanberry, 2004) 

Table 3.2: Sample size 

S/N Sections Target Population Sample Size % of sample Size 

1 PMU 15 10 66.6% 

2 Tender Board 7 5 71% 

3 User Department 35 22 62.8% 

4 Accounting and Finance 20 15 75% 

5 Legal departments 15 8 53.3% 

 Total 93 60 64.5% 

Source: Study findings (2020)  

< 

3.7 Data Collection Methods 

Both primary data and secondary data were collected. Primary data refers to the 

original sources from which the researcher directly collects data that have not been 

previously collected (Rajasekhar, 2014), while secondary data refers to those data 

that have already been collected presented and recorded once and which have already 

being passed through the statistically process and its conclusions have been drawn 

(Rajasekhar, 2014). Primary data was collected through questionnaire and interview 

and secondary data were collected through documentary review from organization 
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report and various documents such bas CAG and PPRA audit report. Published and 

un published thesis, dissertations and article journals. 

3.7.1 Questionnaire 

In this study questionnaire was the major means of collecting data from respondents. 

Self-administered questionnaires were distributed to respondents to complete for 

themselves. Questionnaires of this study were divided into five sections.  The first 

section focused on the demographic data of the respondents. Second section asked 

questions about the first objective which was on knowledge on contract management, 

contract document interpretation, education level and experience of staff on contract 

management, third part involved the questions about the second objective which 

internal control capability, policy and procedures, financial resources and IT 

capabilities, forth part involved question about third objective  which was   mutual 

trust, excellent communication, coordination and joint problem solving and the firth 

part involved question on achievement for value for money which were measured by  

time delivery, cost reduction and quality improvement. This enabled researcher to 

achieve the predetermined objective of this study. Mugenda and Mugenda (2003) 

urged that using questionnaire to collect information is important because it enable 

researcher minimize resources such as financial and time resources spend in research 

undertakings. 

3.7.2 Interview 

Interview was among the data collection technique where by telephone interview was 

directed to the selected respondents. This technique enabled the researcher to get 

primary data direct from the selected respondents.  According to Key (2008), an 

interview is a direct face to face attempt to obtain reliable and valid information in 

the form of verbal responses from one or more respondents. Researcher used 

interview in order to obtain supportive and supplement information to the 

information obtained through questionnaire. Through interview researcher obtained 

more clarifications from respondents since the questionnaire used was close ended 

questions. To obtain qualitative information researcher interviewed 5 respondents 
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from senior staff who were able to provide relevant and similar information about the 

influence of procurement contract management for goods in achieving value for 

money. 

3.7.3 Documentary review 

This technique was used to collect secondary data within the PO-RLG. Documents 

related to Procurement such as contract documents, tender documents, different 

procurement manuals, auditing report. The information which were reviewed at PO – 

RALG includes the influence of contract management on value for money at PO – 

RALG, the Auditing Report that were presented by PPRA for the last three financial 

years, tender documents which are being prepared at PO RALG and the Procurement 

manuals which are being use in the procurement of goods. 

3.8 Data Validity and Reliability 

3.8.1 Validity 

Pretest of data and pilot study was conducted for the data to be collected so as to 

make sure the collected data are valid for the study. Validity is the extent to which an 

instrument measures what it supposed to measure and performs as it is designed to 

perform (Kothari, 2004). 

3.8.2 Reliability  

Reliability of an instrument is the ability to produce consistent and stable result. One 

of the most common reliability coefficients is the Cronbach’s alpha which estimates 

internal consistency by determining how all items are to be tested- internal coherence 

of data. The reliability is expressed as a coefficient between 0 and 1. The higher the 

coefficient the more the reliable is the test. According to (Malhotra, 2004), a standard 

minimum value of alpha of 0.7 is recommended. In this study all the alpha value was 

more than 0.7 as showed in the table 3.2 below 
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Table 3.3: Reliability test 

Variable Variable Items Cronbach’s Alpha 

Staff competency SC1, SC2, SC3, SC4 .827 

Organizational capability              OC1, OC2, OC3, OC4 .811 

Relationship management RM1, RM2, RM3, RM4 .792 

Value for Money VM1, VM2, VM3 .856 

Source: Study findings (2020) 

3.9 Operationalization of Variables 

In this study a total of three independent variables and one dependent variable was 

developed. The Independent variables were Staff Competence, Origination capability 

and Relationship management, whereas the dependent variable was Value for money. 

The following subsections give a breakdown of the construct measurement. 

3.9.1 Staff competence 

Contract can be of different forms and they involves many terms that needs to be well 

understood and interpret (URT, 2013). In this variable four elements were used to 

measure the competence of the staff who are managing contract and its effect on 

achieving value for money as shown in the table below. Also, this variable has also 

been used by different researches. Example of the studies includes Park & Kim, 

(2018), Stanberry, (2004), Marco, (2013) 

Table 3.4 Measurement of the variable staff competence 

Item Coding Questionnaire wording 

Knowledge on contract 

management 

SC1 Staffs dealing with contracts have knowledge on 

procurement Contract management 

Contract document 

interpretation 

SC2 Staff are aware on how to interpret contract document 

 Education level SC3 Education level of staff within the Ministry have an 

influence on effective contract management 

Experience SC4 Experienced staff manage contract effectively 

Source: Study findings (2020) 
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3.9.2 Organization capability 

Organization capability is important for effective contract management which leads 

to achievement of value for money (Park & Kim, 2018). This variable intends to 

measure the elements which make organization capable of managing contract 

effectively and leading to achievement of value for money. The four elements shown 

in the table below which are used to measure this variable have also been used in 

different studies such as Park & Kim, (2018), Service, (2018), Crawford, (2019), 

Palvia et al., (2010)  

Table 3.5 Measurement of the variable organization capability 

Item Coding Questionnaire wording 

Internal control capability OC1 PO RALG has strong Internal control system 

Policy and Procedures OC2 Policy and Procedures at PO RALG support effective 

procurement contract management. 

Financial resources OC3 Financial resources at PO RALG support effective 

contract management 

IT capability OC4 PO RALG Information Technology support effective 

procurement Contract Management 

Source: Study findings (2020) 

 

3.9.3 Relationship management 

In this variable it was intended to measure different aspects of the interaction 

between the parties that are involved in the management of contract during its 

implementation which makes effective relationship management between parties in 

contract management effectively. In order to measure this variable four items were 

developed so as to measure the variable as indicated in the table below. The 

measurement of this variable can also be seen in studies of Muhwezi & 

Ahimbisibwe, (2015), NZ Ministry of Economics Development, (2011), Nzanana & 

Kariuki, (2017), Roushdy et al., (2015),   Palvia et al., (2010). 
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Table 3.6: Measurement of the variable relationship management 

Item Coding Questionnaire wording 

 Communication RM1 At PO RALG there is a clear line of communication with 

suppliers 

 Trust RM2 PO RALG maintain trustworthy relationship 

 Coordination RM3 There is effective coordination within departments at PO 

RALG. 

Dispute resolution    RM4 PO RALG attends immediately to dispute with their 

client outside the Ministry. 

Source: Study findings (2020) 

 

3.9.4 Value for money 

Achieving value for money is the major achievement in every procurement process 

as it balances the outcomes while minimizing cost of attaining (Athumani & Bisama, 

2018). Contact management is key in achieving value for money (Boateng, 2016). 

This variable has been used to measure the outcome of effective contract 

management that is value for money. In order to measure this variable three elements 

were used that is cost reduction, quality improvement and time delivery. All this are 

elements of Value for money. In order to measure if value for money has been 

obtained through effective contract management then these elements as shown in the 

table below were analyzed. This variables and its elements have also been studied by 

other studies such as Athumani & Bisama, (2018), Boateng, (2016), Province et al., 

(2019) 

Table 3.7 : Measurement of the variable value for money 

Item Coding Questionnaire wording 

Cost reduction VM1 At PO – RALG goods are procured within the budget 

and at reasonable prices  

Quality improvement VM2 At PO – RALG goods procured are at the Quality 

expected and serve purpose. 

Time delivery VM3 At PO – RALG goods are delivered on time 

Source: Study findings (2020) 
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3.10 Data Management 

In this study a researcher properly edited, coded, summarized and organized data and 

information into tables that were accurately understood by any user or reader of this 

research study. Data management defines as a systematically organizing mass of raw 

data collected in a manner that facilitated analysis of data (Kothari, 2004). It also 

includes identifying and correcting errors in the data, coding the data and storing 

them in appropriate form (Kombo et al., 2006). Data editing was done to assure that 

the data were accurate, consistent with other factor gathered uniformly entered, as 

completed as possible and had been well arranged to facilitate coding and 

presentation. The process of data editing was done to collected data by making 

correction to the mistake that had been done. Some of the respondents had missed to 

answer the questions by mistake. Editing of data was a process of examining the 

collected raw data to detect errors and omissions and to correct these when possible. 

Editing involved a careful inspection of the completed questionnaires Kombo (2006). 

Data was coded in a numeral form and filled in SPSS program. SPSS was used to 

make coding by assigning variables names such as SC, OC, RM and VM to represent 

variable and data set was filled in numeral form Coding referred to the process of 

assigning numerals or other symbols to answers so that responses could be put into a 

limited number of categories or classes. Coding was required for efficient analysis 

and through it the several replies might be reduced to a small number of classes 

which contain the critical information required for analysis (Kothari, 2004). 

3.11 Methods of Data Analysis 

In this study researcher used both qualitative and quantitative data analysis 

techniques. Qualitative data were analyzed through the use of content analysis. In this 

method researcher recorded all communication between respondents and researcher 

and finally concerted and presented to support the quantitative data obtained through 

questionnaire.  Quantitative data were analyzed using descriptive analysis and 

inferential analysis. Descriptive analysis included frequency and percentage. 

Descriptive analysis was used because it enables researcher to provide clear 
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description of information especially on the characteristics and each hypothesis of the 

specific objectives. Inferential analysis included correlation and multiple regression 

by the help of statistical package for social sciences (SPSS). Inferential analysis was 

applied due to the reason that it enabled researcher to determine relationship between 

independent variable (staff competence, organizational capability and relationship 

management) and dependent variable (Project performance). Under multiple 

regression models, value for money (dependent variable) was regressed against staff 

competence, organizational capability and relationship management (independent 

variables) to measure the contribution of the independent variables to the dependent 

variable. Researcher used correlation analysis in order to determine or check the 

strength and direction of the relationship between independent and dependent 

variables. 

The following regression model was developed to help the researcher to test the 

relationship and extent of contribution between dependent variable and independent 

variables. 

Y = β0 + β1X1 + β2X2 + β3X3 + ε 

Whereby; 

Y = Value for money, 

β0 = Constant, 

β1= Regression coefficient of staff competency 

β2 = Regression coefficient of organization capability 

β3 = Regression coefficient of relationship management,  

ε = Error term,  

X1 = Staff competency,  

X2 = organizational capability,  

X3 = Relationship management. 
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CHAPTER FOUR 

PRESENTATION OF FINDINGS 

4.1 Introduction 

In this chapter, data were presented by using SPSS version 20 based on research 

objectives of the study which included; 

i) To examine the influence of staff competence in achieving value for money in 

 public sector in Tanzania. 

ii) To determine the influence of organization capabilities in achieving value for

 money in public sector in Tanzania. 

iii) To assess the influence of relationship management in achieving value  for 

money in public sector in Tanzania. 

Also, the chapter includes the response rate, Preliminary analysis, descriptive 

analysis, inferential analysis and hypothesis testing. 

4.2 Respondents Rate 

In this study all the questions were filled and returned to the researcher for further 

analysis. This enabled the researcher to draw conclusion from the obtained sample 

size. According to Mugenda and Mugenda (2003) recommended that 30% response 

rate is good, 50% is accepted response while above 70% is excellent and allows for 

further analysis. As it is shown in table 4 .1, the response rate was 100% which was 

excellent for data analysis. 

Table 4.1: Response rate 

Sample size Response % Non response% 

60 100% 0% 

Source: Research data (2020) 
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4.3 Preliminary Analysis 

Before proceeding with critical analysis of the study objectives, researcher analyzed 

demographic data. In this study at glance the researcher examined experience and 

education level of the respondents which acted as the additional information on the 

staff competence at PO-RALG. Descriptive analysis was used to analyze 

demographic data. The results from descriptive analysis indicated that, on the issue of 

experience of respondents, majority of respondents had more experience which 

implied that staff at PO-RALG that have enough experience which lead to effective 

management of procurement contract hence achievement of the value for money 

procurement within the organization. On the issue of education level, the descriptive 

results showed that majority of respondents had bachelor degree which is the enough 

education level which leads to effective procurement contract management and 

achieves value for money in public sector especially PO-RALG.  See appendix III. 

4.4 Descriptive Analysis 

Researcher used descriptive analysis to analyses the data from the finding in the way 

that any user can be able to understand the content and the meaning of the finding 

and made it easier to draw the conclusion. Descriptive technique used in this research 

to analyze the finding included frequency and percentage of the respondents. 

Descriptive analysis was used to analyze all the finding form the independent 

variables and researcher was able to test hypothesis. 

4.4.1 Staff competence in achieving value for money 

The first objective of this study was to examine the influence of staff competence in 

achieving value for money at PO-RALG in order to meet this objective researcher 

examined different factors leading to staff competence which included knowledge on 

contract management, contract document interpretation, staff experience and 

education level. The following are the finding on staff competence. 
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4.4.1.1 Knowledge on contract management 

In this study researcher examined knowledge of the staff on contract management so 

as to identify the influence of staff competence on procurement performance. Table 

4.4 below indicated that from the finding 70% of the respondents agreed that in their 

organization staff has a good knowledge on contract management and 10% of the 

respondents stayed neutral while 20% of the respondents had disagreed that staffs 

have enough knowledge on contract management. 

Table 4.2: Knowledge on contract management 

 Frequency Percent 

 Strongly Disagree 9 15.0 

Disagree 3 5.0 

Neutral 6 10.0 

Agree 30 50.0 

Strongly Disagree 12 20.0 

Total 60 100.0 

Source: Research data (2020) 

4.4.1.2 Contract document interpretation 

To understand the competency of staff at PO-RALG researcher examined the 

capability of staff on contract document interpretation. The table 4.5 below showed 

the statistics of the respondents, where by 65% equal to 39 of the respondents had 

agreed that staff have enough capability on contract document interpretation which 

influence procurement performance while 10% of the respondents had stay neutral 

and 25% of the respondents had disagreed that staff have enough capability on 

contract document interpretation which influence procurement performance. 
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Table 4.3: Contract document interpretation 

 Frequency Percent 

 Strongly Disagree 7 11.7 

Disagree 8 13.3 

Neutral 6 10.0 

Agree 26 43.3 

Strongly Disagree 13 21.7 

Total 60 100.0 

Source: Research data (2020) 

4.4.1.3 Education level 

Staff competence at PO-RALG was also examined in term of the education level. In 

this notion the statistics from the table 4.6 below discovered that 65.1% of the 

respondents had agreed that available staff are educated at higher level and well 

trained about procurement practices while 13.3 of the respondents had no idea and 

stayed neutral and 21.6% of the respondents had disagreed that available staff are 

educated at higher level and well trained about procurement practices. 

Table 4.4: Education level 

 Frequency Percent 

 Strongly Disagree 4 6.7 

Disagree 9 15.0 

Neutral 8 13.3 

Agree 28 46.7 

Strongly Disagree 11 18.3 

Total 60 100.0 

Source: Research data (2020) 

4.4.1.4 Experience 

To examine the extent to which staff competence influence procurement performance 

researcher investigated on the experience of the staff at PO-RALG. From the table 

4.7 it statistically showed that from the finding 68% of the respondents had agreed 

that staff have enough experience on the procurement related activities where by 10% 

equal to 6 respondents had stayed neutral and 22% of the respondents at PO-RALG 
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had disagreed that staff have enough experience on the procurement related activities. 

Table 4.5: Experience 

 Frequency Percent 

 Strongly Disagree 6 10.3 

Disagree 7 11.7 

Neutral 6 10.0 

Agree 21 35.0 

Strongly Disagree 20 33.0 

Total 60 100.0 

Source: Research data (2020) 

4.4.2 Organizational capability in achieving value for money 

A second objective of this study was to determine the influence of organization 

capabilities in achieving value for money at PO-RALG. In order to meet this 

objective researcher examined the capability of the organization in various sector 

mainly on the effectiveness of contract management within the department and 

organization at large. Factors examined were internal control capability, policies and 

procedures, financial capability and IT capability. 

4.4.2.1 Internal control capability 

To assess organization capability as the contract management tool in influencing 

achieving value for money at PO-RALG, researcher examined the capability of the 

internal control of the organization where by it was statistically revealed that 73.6% 

of the respondents equal to 44 of the respondents had agreed that their organization 

had strong internal control system, 11.7% of the respondents had stay neutral while 

the rest of the respondents equal to 14.7% of the total respondents had disagreed that 

their organization had strong internal control system. This is clearly shown from the 

table 4.8 below. 
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Table 4.6: Internal control capability 

 Frequency Percent 

 Strongly Disagree 2 3.0 

Disagree 7 11.7 

Neutral 7 11.7 

Agree 26 43.3 

Strongly Disagree 18 30.3 

Total 60 100.0 

Source: Field Data (2020) 

4.4.2.2 Policies and procedures 

Every organization has its own policies and procedures in accomplishing several 

task, that sense researcher examined policies and procedures at PO-RALG as the 

contract management tool in achieving value for money. From the finding (see table 

4.9) showed that 70% of the respondents had agreed that policy and procedures at 

their organization support procurement contract management while 18.3% of the 

respondents had no idea and decided to stay neutral and 11.7% of the respondents 

had disagreed that policy and procedures at their organization support procurement 

contract management. 

Table 4.7: Policy and procedures 

 Frequency Percent 

 Disagree 7 11.7 

Neutral 11 18.3 

Agree 21 35.0 

Strongly Disagree 21 35.0 

Total 60 100.0 

Source: Research data (2020) 

4.4.2.3 Financial capability 

Researcher also examined the financial capability of the organization in supporting 

effective contract management. From the finding it was discovered that 78.3% of the 

respondents had agreed that their organization had enough financial resources to 

support effective contract management while 10% of the respondents had stayed 

neutral and 21.6% of the respondents had disagreed that their organization had 
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enough financial resources to support effective contract management. 

Table 4.8: Financial resources 

 Frequency Percent 

 Strongly Disagree 8 13.3 

Disagree 5 8.3 

Neutral 6 10.0 

Agree 24 40.0 

Strongly Disagree 17 28.3 

Total 60 100.0 

Source: Research data (2020) 

4.4.2.4 IT capability 

In order to determine the influence of organizational capability in achieving value for 

money, researcher assessed the IT capability of the organization and the result of the 

finding are statistically showed from the table 4.11 where by 76.6% of the 

respondents had agreed that PO-RALG’s information and technology system support 

effective procurement contract management and 10% of the respondents stayed 

neutral on the information and technology capability of the organization while 13.4% 

of the respondents had disagreed that PO-RALG’s information and technology 

system support effective procurement contract management. 

Table 4.9: IT capabilities 

 Frequency Percent 

 Strongly Disagree 1 1.7 

Disagree 7 11.7 

Neutral 6 10.0 

Agree 26 48.3 

Strongly Disagree 17 28.3 

Total 60 100.0 

Source; Research data (2020) 



 

44 

4.4.3 Relationship management in achieving value for money 

This research study had three objectives as it was explained in previous chapters, the 

third objective of this research study was to assess the influence of relationship 

management in achieving value for money in public sector in Tanzania. Researcher 

examined these objectives with the use of different factors so as to light this 

objective. The factors included in this objective included, communication, mutual 

trust, coordination and joint problem solving. 

4.4.3.1 Excellent communication 

Researcher examined communication line at PO-RALG as the tool in relationship 

management on its effectiveness in contract management in the organization. From 

the finding it was revealed that 66.6% of the respondents had agreed that their 

organization has excellent line of communication with suppliers and contract 

management team, 11.7% of the respondents had stay neutral and 21.7% of the 

respondents had disagreed that their organization has excellent line of 

communication with suppliers and contract management team. This is clearly shown 

in the table 4.12 below. 

Table 4.10: Excellent communication 

 Frequency Percent 

 Strongly Disagree 4 6.7 

Disagree 9 15.0 

Neutral 7 11.7 

Agree 29 48.3 

Strongly Disagree 11 18.3 

Total 60 100.0 

Source: Research data (2020) 

4.4.3.2 Mutual Trust 

Contract management maintain strong relationship between parties, mutual trust is 

viewed as a relationship management tool, from the finding of this study the result 

has showed that 70.1% of the respondents had agreed that their organization maintain 

trustworthy relationship with the suppliers while 13.3% of the respondents had stayed 
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neutral and 16.6% of the respondents had disagreed that their organization maintain 

trustworthy relationship with the suppliers. This is clearly shown in the table 4.13 

below. 

Table 4.11: Mutual trust 

 Frequency Percent 

 Strongly Disagree 5 8.3 

Disagree 5 8.3 

Neutral 8 13.3 

Agree 26 43.3 

Strongly Disagree 16 26.7 

Total 60 100.0 

Source: Research data (2020) 

4.4.3.3 Coordination 

From the table 4.14 below the finding indicated that 60% of the respondents had 

agreed that their organization had effective coordination between the department, 

16.7% of the respondents had stayed neutral and 23.4% of the respondents had 

disagreed that that their organization had effective coordination between the 

department. 

Table 4.12: Coordination 

 Frequency Percent 

 Strongly Disagree 4 6.7 

Disagree 10 16.7 

Neutral 10 16.7 

Agree 22 36.7 

Strongly Disagree 14 23.3 

Total 60 100.0 

Source: Research data (2020) 

4.4.3.4 Joint problem solving 

Join problem solving was viewed as the tool in relationship management which will 

in turn influence value for money achievement in an organization. From the finding 

as shown in the table 4.15 below indicated that 65.1% of the respondent equal to 39 

of the respondents had agreed that at PO-RALG solve the contractual dispute with 



 

46 

their suppliers immediately and solve problem together, 10% of the respondents 

equal to 6 respondents stayed neutral and 25% of the respondents equal to 15 

respondents had disagreed that at PO-RALG solve the contractual dispute with their 

suppliers immediately and solve problem together. 

Table 4.13: Joint problem solving 

 Frequency Percent 

 Strongly Disagree 5 8.3 

Disagree 10 16.7 

Neutral 6 10.0 

Agree 25 41.7 

Strongly Disagree 14 23.3 

Total 60 100.0 

Source: Research data (2020) 

4.5 Inferential Analysis 

During the study researcher developed hypothesis which are to be tested so as to 

come out with conclusion. The researcher tested the relationship between the 

variables using inferential analysis. Inferential analysis attempts to answer question 

about the population and the samples that have not been tested in the study. In this 

part the researcher sought to establish the bivariate nature of both independents and 

dependents variables of the study. Bivariate correlation was used in measure the 

strength of the relationships between the variables and linear multiple regression was 

further used to establish the nature of the relationship. 

4.5.1 Correlation of the study variables 

The researcher runs the correlation matrix in order to check whether there was 

association between variables. Correlation coefficient shows the magnitude and 

direction between the variables of the study. The correlation coefficients vary over a 

range of +1 through 0 to -1. Taylor, (1990) explained that the closer the correlation 

coefficient approaches ±1 regardless of the direction, the stronger is the existing 

association indicating a more linear relationship between the two variables, and a 

positive correlation coefficient indicate that an increase in the first variable would 
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correspond to an increase in the second variable while a negative correlation indicates 

an inverse relationship whereas one variables increase, the second variable decrease 

and that relationship will be statistically significant only if the p-value is less than 

0.05. Table 4.16 indicated the correlation of the study variables. 

The finding of the correlation analysis indicated that there is a positive correlation 

between staff competence and value for money (r=0.829, p-value=0.000) this means 

that whenever there is an increase in staff competence also the value for money at 

PO-RALG increases. Also, the findings showed that there is a positive correlation 

between organizational capability and value for money where by r=0.853, p-value = 

0.000 which means that organizational capability at PO-RALG influence value for 

money positively. Furthermore, the study revealed that there was a positive 

relationship between relationship management and value for money where by 

r=0.807, p-value = 0.000 implying that an increase in relationship management 

capability at PO-RALG improve the capability of the PO-RALG to attain value for 

money in procurement of goods. 

Table 4.14: Correlation of the variables 

 
Staff 

competence 

Organization

al Capability 

Relationship 

management 

Value 

for 

money 

Staff competence Pearson Correlation 1    

Sig. (2-tailed)     

N 60    

Organizational 

Capability 

Pearson Correlation .849
**

 1   

Sig. (2-tailed) .000    

N 60 60   

Relationship 

management 

Pearson Correlation .759
**

 .789
**

 1  

Sig. (2-tailed) .000 .000   

N 60 60 60  

Value for money Pearson Correlation .829
**

 .853
**

 .807
**

 1 

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

N 60 60 60 60 

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

Source: Research data (2020) 
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4.5.2 Regression analysis 

Before running regression analysis, researcher tested the key assumptions for the use 

of multiple regression analysis such as normality, multicollinearity and adequacy of 

sample size. After testing these assumptions, research proved that all assumptions 

were tested agreed with the study that is there was an adequate sample size about 93 

responses, all data were normally distributed also there were no close relationship 

between indent variables as the correlation value was less than 0.9. 

The regression analysis was carried out to define how the independent variables 

influenced the dependent variable. The analysis applied the statistical package for 

social science (SPSS V.20). Regression analysis is used to analyze the relationship 

between dependent variables and several predictor variables (Kothari, 2014). 

Therefore, the F-test was used to define the validity of the model while R squared 

was used as the measure of the model goodness of fit. The regression coefficient was 

used to show the contribution of each independent variable at its significance in the 

dependent variable. In this study independent variables were staff competence, 

organizational capability and relationship management while dependent variable was 

value for money. According to Pallant (2005) when evaluating each of the 

independent variables if the Sig. value (p-value) is less than .05, then the variable is 

making a significant unique contribution to the prediction of the dependent variable. 

If greater than .05, then you can conclude that variable is not making significant 

unique contribution to the prediction of your dependent variables. 

Table 4.15: Model summary 

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

1 .892
a
 .796 .785 .50062 

a. Predictors: (Constant), Relationship management, Staff competence, Organizational Capability 

Source: Research data (2020) 
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From the table 4.17 above, the analysis showed that R square = 0.796 which 

indicated 79.6 of the variances was explained by the model and concluded to be a 

good for generalization. This means that the independent variable studied in this 

research study explain the dependent variable (value for money) by 79.6% at PO-

RALG. 

Table 4.16: ANOVA 

Model Sum of Squares df Mean Square F Sig. 

1 Regression 54.736 3 18.245 72.801 .000
b
 

Residual 14.035 56 .251   

Total 68.770 59    

a. Dependent Variable: Value for money 

b. Predictors: (Constant), Relationship management, Staff competence, Organizational Capability 

Source: Research data (2020) 

From the table 4.18 above indicate the significance level of the model where by it 

indicates that the p-value=0.000 which means that the model is significance as the p-

value is less than 0.05(5%). 

Table 4.17: Coefficients 

 

Model 

Unstandardized Coefficients 

Standardized 

Coefficients 

t Sig. B Std. Error Beta 

1 (Constant) -.132 .271  -.487 .628 

Staff competence 
.299 .126 .281 2.364 .022 

Organizational Capability 
.404 .132 .387 3.071 .003 

Relationship management 
.341 .121 .289 2.826 .007 

a. Dependent Variable: Value for money 

Source: Research data (2020) 
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From Y = β0 + β1X1 + β2X2 + β3X3 + ε 

Then Y =-.132 + .299X1 + .404X2 + .341X3 + .271 

From the table 4.19 above the analysis of the finding indicated that staff competence 

was observed to have significant contribution on value for money , as it showed that 

a unit increase in staff competence resulted to 0.281 (28.1%) of value for money in 

procuring goods and it was statistically significance at 0.022, organizational 

capability contribute significantly to value for money in procuring goods at PO-

RALG in which a unit increase in technology resulted to 0.387(38.7%) increase in 

value for money at PO-RALG and was statistically significance at 0.003 and 

Relationship management also contributed to value for money in procuring good at 

PO-RALG by 0.289(28.9%)  and it was statistically significance at 0.007. all the 

independent variables had unique significance contribution to the dependent variable 

as they all had p-value of less than 0.05. 
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CHAPTER FIVE 

DISCUSSION OF THE FINDINGS 

5.1 Introduction 

This study has well analyzed the finding as it has been interpreted from the previous 

chapter; all the findings with regard to the research objectives have been discussed in 

this chapter. 

5.2 Staff Competence in Achieving Value for Money in Public Sector in 

Tanzania  

From the finding it has been revealed that staff competence at PO-RALG influence 

positively achievement of value for money. This is well shown by regression analysis 

which has indicated a positive significance relationship between staff competence 

and achievement of value for money with a positive contribution of 28.1%. The 

hypothesis test discovered that there is positive relationship between staff 

competence and achievement of value for money at PO-RALG. In consideration of 

the previous study, staff competence was measured in term of knowledge on contract 

management, contract document interpretation and experience and education level. 

On 25th July-5th August 2010, there was a Trainers of Trainers Workshop held in 

Addis Ababa, Ethiopia held by Common Market for Eastern and Southern African 

(COMESA), participants identified that in order for the organization to be able to 

manage contract effectively it important for the contract manager to have detailed 

knowledge of the contract that way they will be able to know and manage them 

effectively. This study has revealed that at PO RALG contract manager have detailed 

knowledge on the contract management, with this knowledge it facilitates the 

organization to effectively manage its contracts and leads to the achievement of value 

for money. Also, Aluka and Basheka (2012) had showed that those who are involved 

in the management of contract plays an important role to make sure that the 

contractual goals are achieved as planned at the possible minimum cost. It is vital for 

the supervisors (contract manager) to be have deep understanding or knowledge on 
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the contract management as they are the one who are directly involved to manage the 

contracts, for that reason the Procuring Entity must assign the experienced staff to 

manage the contracts that are related to goods and this goes hand in hand with the 

god record keeping 

Previous study suggested that the definition for the term value for money has to be 

clear to those who are implementing the procurement (Procurement officials) and 

well-functioning public procurement system is critical for the improved delivery of 

decentralized goods, works and services Boateng, (2016). In this study it has been 

revealed that employees are good in interpretation of the document and its term 

which have led to achievement of value for money in PO-RALG. 

Previous studies has indicated that for an organization to be well able to manage 

contract and achieve value for money there is a need to have competent staffs who 

have knowledge, experience and skills on contract management Crawford, (2019). 

From this study the finding have indicated that employees at PO-RALG are well 

experienced and effective in contract management activities which influence 

achievement of value for money when procuring goods, from the descriptive analysis 

it has been shown that above 60% of the respondents of this study at PO – RALG 

agreed that employees at PO-RALG are well experienced in procurement contract for 

goods. 

From the finding of this study it have been revealed that education of the employees 

and training is very high which have made it easier for the organization to have an 

effective procurement contract management for good which in turn enable the 

organization to achieve value for money when conducting its procurement activities, 

from the interview point of view one of the respondents said that PO-RALG had 

established a training program which facilitate and add procurement contract 

management skills. Previous studies recommended that there is a need for 

maintaining a large team for contract management, or focusing on employing experts 

with engineering skills as much more important than other staff competence Park & 

Kim, (2018). 
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Researcher had telephone interview with some of the top management team at PO -

RALG, from the interview one of the respondent respondents to the question 1. see 

appendix II and said that “our organization has placed knowledgeable staff and who 

are well educated and experienced in doing contractual activities which have helped 

the organization to meet its objectives at a very possible minimum cost” this has 

witnessed the influence of staff competence in achieving value for money at PO-

RALG.  

Another respondents was recorded through telephone and said that “to ensure staff 

competence at our organization our human resource department has established a 

trainee program whereby before an employee is assigned a contractual activity 

he/she is well trained so as to be full competent in interpreting the term and condition 

of the contract, this have been a  key to our success when procuring goods and 

services” this made an addition to the finding of this study and understand how PO-

RALG ensure competence among employees. 

This further revealed that PO-RALG’s staff have good understanding and have 

knowledge on contract management and they are well experienced on contract 

management activities which enable them to interpret the term and condition of the 

contract as they are well educated and trained. 

5.3 Organization Capabilities in Achieving Value for Money in Public Sector in 

Tanzania 

From the finding of this study it was revealed that organization capability of PO-

RALG was positively influencing the achievement for value for money in the 

organization. The finding from correlation analysis indicated a strong positive 

relationship with r = 0.853 while the regression analysis indicated a positive 

contribution of 38.7% of organizational capability toward achieving value for money. 

Hypothesis test of the study indicated that there is a positive relationship between 

organizational capability and achievement of value for money at PO-RALG. From 

the previous studies it was revealed that the capabilities of the organization need to 

be improved so as to ensure procurement contracts are managed effectively which 
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enables the organization to attain value for money. Previous studies had showed that 

there is a high dependence of effective contract management of suppliers in 

complying the conditions of the contract and close monitoring of suppliers during the 

implementation of the project. The study recommended that there is a need for 

procuring entities to improve their ability to manage contract at every stage of the 

project life – cycles that way they will transform contracting into project 

management competency Amour, (2014) 

Previous studies indicated that McPhee, (2006), Contract entities that are effectively 

manage contract have a good track record of investing in the contract management 

capability and decision on investing in the capability is mostly done by the 

management rather than the contract manager McPhee, (2006). From the finding of 

this study internal control at PO-RALG is very effective and strong in contract 

management which led to an efficient and effective procurement of goods. 

Previous research studies had showed the relationship between policies and 

procedures with the effective contract management. It indicated that for an 

organization to be well able to achieve value for money through contract 

management there has to be in place established policies and procedures that enable 

effective management of contract to take place easily Crawford, (2019). In this study 

PO-RALG had an effective policies and procedures which facilitate effective contract 

management, from the interview one respondent said that PO-RALG have 

established effective policies and procedures to be taken, which have helped the 

organization at large to meet its procuring objectives. 

Previous study had showed that there are cost which are related to procurement 

contract and these costs has to be well controlled through the use of budget that was 

allocated to that contract. The procurement entity has to make sure that the cost 

which are related to the contract are well managed and controlled according to the 

budgeted cost which was allocated to the contract. The entity has to make sure that 

any sign of cost escalation is dealt with as soon as possible before it has negative 

impact on the performance and affect the achievement of value for money. 

International Trade Centre (2000). This study finding had showed that PO-RALG 
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had financial capability which ensures effective contract management. From 

descriptive analysis it more than 65% of the respondents had agreed that financial 

stability of the organization had led to achievement in value money. 

In the previous study revealed that information technology, influences contract 

management in public procurement contract. Kibogo & Mwangangi, (2014). In this 

study finding it have been revealed that information capability at PO-RALG is very 

effective and influence the management of procurement contract which enable the 

organization attain value for money. 

Researcher had an interview with several respondents regarding organizational 

capability in achievement of value for money at PO-RALG, in this question only one 

respondent come with answer see appendix II question 2. The respondent was 

recorded saying that “our organization is well capable to manage the contract 

activates as it has identified the contract risk and able to encounter them as it has 

prepared a good risk management portfolio and simplified the procedures on 

implementation of risk management activities” respondent further was recorded 

adding that risk portfolio management included, identifying possible contract risk, 

implementation of the contract, monitoring and control of the risk. Furthermore, 

Respondent was recorded saying that “we have been able financially to control this 

risk as we have established effective policies and procedures to be taken, which have 

helped the organization at large to meet its procuring objectives”. This had generally 

revealed that organizational capability at PO-RALG is very effective in influencing 

the achievement of value for money, PO-RALG implement risk management 

techniques by identifying its possible risk during execution of contract and it is well 

financial effective and simplified its procedures and policies to ensure that risk is 

monitored and controlled early to ensure that the organization meet its procuring 

objectives. 
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5.4 Relationship Management in Achieving Value for Money in Public Sector in 

Tanzania. 

The finding of this study has revealed that relationship management had a positive 

relationship with achieving value for money at PO-RALG. Improve in the 

relationship management effort will yield a positive increase in ability of achieving 

value for money. The regression analysis in this study provided that relationship 

management had a significance contribution to achievement of value for money at 

28.9% with a p value of 0.007. 

In the previous studies from COMESA Trainers of trainees held on 25
th

 July to 5
th

 

August, 2010 in Addis Ababa, Ethiopia, showed that, those who attended the 

workshop identified that key to relationship management in the Procurement contract 

is communication and feedback mechanism. It was suggested that there has to be a 

regular and routine feedback to the suppliers on how they perform and users has to 

understand what the contract is intending to deliver in the end Oluka and Basheka, 

(2014). From the study finding it was revealed that PO-RALG had an excellent 

communication line which facilitate contract execution and enable the Procuring 

Entity to achieve the value for money. 

From the empirical review had suggested that suggested that it is important to have 

trustworthy relationship between two parties who are implementing the contract and 

if possible, each project should have a person in charge of the relationship. It is 

critical for both parties to consider relationship management with seriousness and to 

make sure information are being shared between both parties Nzanana & 

Kariuki,(2017). In the finding of this study had showed that at PO-RALG there is 

mutual trust among the stakeholders with facilitate relationship and enable the 

organization to benefit from that relationship by minimizing the procuring cost while 

obtaining high quality goods at a timely delivery. From the interview it have been 

revealed that PO-RALG is very wise, trust, open and work under high level of 

integrity with their suppliers while following the rules of conduct, in that sense we 

ensure a good relationship with our suppliers without violating the underlying rules, 

we have a team that manages contract, this team ensure that there is always a right 
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kind of relationship based on the procured goods so as to be efficient and economy. 

From the finding of this study it is clearly shown that joint contractual problem 

solving with suppliers of goods at PO-RALG have initiated a good base for 

achievement of value for money when procuring goods, from the descriptive 

statistics have indicated that more than 60% of the respondents had agreed that PO-

RALG solve the procurement contract problem jointly with their suppliers which 

have facilitated the achievement of value for money. In the interview point of view 

respondents said that “to ensure a continuing relationship our relationship 

management team solve the contractual problem jointly with the suppliers which 

ensure the early delivery of the good as planned”. Previous studies had showed that 

in order for the relationship between two parties involved in the contract to be open, 

professional and constructive there has to be a proper management of the relationship 

which aims at recognizing a problem that may arise at early stage at the same time 

recognizing opportunities that can be improved or utilized for the success of 

stakeholders Office government of commerce, (2002). 

From the interview Refer to appendix II question 3, the researcher had two 

respondents in this question, one of the respondent said that “our organization is very 

wise, trust, open and work under high level of integrity while following the rules of 

conduct, in that sense we ensure a good relationship with our suppliers without 

violating the underlying rules, we have a team that manages contract to ensure that 

there is always a right kind of relationship based on the procured goods so as to be 

efficient and economy”. 

Other respondents based on the conflict dispute/problem solving issues when 

focusing on maintaining the relationship with the suppliers of goods, the respondent 

was recorded saying that “to ensure a continuing relationship, the selected 

relationship management team solve the contractual problem jointly with the 

suppliers which ensure the early delivery of the good as planned”. 
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This indicated that at PO-RALG relationship management is observed to be a good 

tool in contract management when procuring good as it even establishes a contract 

management team for each contract which involves user department and Procurement 

Management Unity which have always monitored relationship activities and ensured 

that disputes are solved amicably and joint which result to timely delivery of goods. 
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CHAPTER SIX 

SUMMARY, CONCLUSION AND RECOMMENDATION 

6.1 Introduction 

In this chapter the researcher had included summary of the study, conclusion and 

recommendation of the findings. Additionally, this chapter has included the 

contribution of this study to different participants of procurement activities. 

6.2 Summary of the Study 

The primary objective of this study was to assess the influence of procurement 

contract management for goods in achieving value for money in public sector in 

Tanzania. Specifically, the study aimed at examining the influence of staff 

competence in achieving value for money, to determine the influence of organization 

capability in achieving value for money and to assess relationship management in 

achieving value for money. The findings of the study relating with fist objective 

revealed there is strong and positive relationship between staff competency and 

achievement of value for money with significant value (P =0.000) which is less than 

0.05. Findings concerning the second objective of this study indicated that there were 

positive and significant relationship organization as the significant value was less 

than 0.05. The results relating with third objective found that relationship 

management have positive and significant contribution to the achievement of value 

for money procurement within the organization. The results from reviewed document 

indicated that staff competency, organization capability and relationship management 

have positive and strong contribution to the achievement of value for money 

procurement. Findings from interviewed respondents showed that staff competency, 

organization and relationship management lead to achievement of value for money 

procurement within the organization. 
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6.3 Conclusion 

The finding of this study are very  crucial for being considered by both procuring 

entity and the suppliers who are going to execute procurement contract of goods as 

well as the third part who involved in that contract so as enable the procuring entity 

to minimize cost and deliver goods on time which fit the purpose for use. The 

empirical findings are also the body of knowledge in understanding the influence of 

contract management for goods in achieving the value for money. Generally, the 

study established a conclusion on each specific objective of the study. The conclusion 

of the study was presented based on the study objective. 

6.3.1 Staff competency and achievement of value money 

The objective of this study was to examine the influence of staff on achievement in 

achieving value for money procurement. The results from descriptive analysis 

concluded that majority of respondents agree that staff competency has major 

contribution to the achievement of value for money. The results from correlation and 

regression analysis concluded that staff competency has positive and significant 

contribution to the achievement of value for money. 

6.3.2 Organization capabilities and achievement of value money 

The objective of this study was to determine the influence of organization in 

achieving value money procurement. The results from descriptive analysis concluded 

that majority of respondents agree that organization capability has major contribution 

to the achievement of value for money. The results from correlation and regression 

analysis concluded that organization capability has positive and significant 

contribution to the achievement of value for money. 

6.3.3 Relationship management and achievement of value money 

The objective of this study was to assess the influence of relationship management in 

achieving value for money procurement. The results from descriptive analysis 

concluded that majority of respondents agree that relationship management has major 

contribution to the achievement of value for money. The results from correlation and 
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regression analysis concluded that relationship management has positive and 

significant contribution to the achievement of value for money. 

6.4 Recommendations 

From the study finding it is recommended that organization should ensure that 

procurement contract management for goods are well managed and there should be a 

good distribution of workforce in contract management, organization should train 

their employees to increase their skills in interpretation of the contract. It is 

considered that well experienced personnel in contract management are likely to 

perform great and enable organization to achieve value for money. 

6.4.1 To the studied organization (PO-RALG)  

Staff competence, organization capabilities and relationship management has impact 

on value for money at PO – RALG as it contributes positively to the achievement of 

value for money through contract management. It is recommended that PO-RALG 

and similar organization that in future as it is now to keep on giving training to its 

staff, keep on assessing their capabilities so that in case there is a weakness 

somewhere or a gap then they will be improved immediately as technologies such as 

IT keeps keep on changing and if not well taken care it might result poor contract 

management and value for money will not be achieved. 

PO – RALG and similar organization should make the most of the TANePS system 

as it will help in improving the relationship which is important in contract 

management in order to achieve value for money. 

6.4.2 Practioners 

It is recommended that practioners should have self-efforts in improving their 

competence apart from the efforts that are being done by their organizations though 

attending training and reading articles. 
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Relationship management through mutual trust, communication and joint problem 

solving between the stakeholder are tools which organization should adopt when 

implementing procurement contract for goods as it lead to an effective relationship 

with the stakeholders and yield positive impact to the organization by increasing 

efficient to the organization in its procuring activities which will finally enable the 

organization to minimize procurement cost. 

6.4.3 To Policy Makers 

Policy affect directly the implementation of contract under the organization 

capabilities. It is recommended that policy makers to include Procurement 

Practioners in the process of making policy and make sure that the policy which are 

being made support the proper implementation of contract management process as 

they have impact in how procurement contract for goods are being managed. 

6.5 Limitation of the Study 

The study was conducted during the Pandemic disease which is known as COVID19 

in one way or another made it hard for the collection of data and also the study 

focused only on the influence of contract management in achieving value for money. 

6.6 Suggestion for Further Studies 

To increase more understanding about the study, the same study can be conducted in 

the other public sector and private sector using different organization.  The study 

suggested further study to be undertaken on the challenges facing effective contract 

management on achievement of value for money procurement. 

Another study is suggested to assess on the contractual management activities in 

procuring goods and their influence in achieving value for money. Researcher also 

suggest that due to the fact that this study have been conducted during the healthy 

crisis further study can be arranged during the peacefully situation so as to have a 

wide understanding about the study. 
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APPENDICES 

Appendix I: Questionnaires  

Assessment of the Influence of Procurement Contract Management for Goods in 

achieving Value for Money in Public Sector in Tanzania. 

Please, I request your support by responding to the questions below to the best of 

your knowledge. The objective of the study is to collect data related to Procurement 

Contract Management for goods in achieving Value for money in Public sector in 

Tanzania. The study is intended for the academic purpose only and the data provided 

are confidential.  

Researcher Name: 

Agnes L. Mlawa 

0689 552 149 

MSc. PSCM 

Mzumbe University 

 

PART A: DEMOGRAPHIC INFORMATON 

1. Experience in participating in Procurement Process 

a) One year and less   (     ) 

b) One year to five years  (     ) 

c) Above five years     (     ) 

2. The highest education level attained 

a) Bachelor degree and above    (     ) 

b) Diploma     (    ) 

c) Certificate     (     ) 
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PART B: STAFF COMPETENCE AND ACHIEVEMENT OF  

VALUE FOR MONEY (C) 

3. Please put a √ mark under the number on the response part which describe your 

judgment for each statement at PO RALG.  Each number describe different 

opinion on agreement to dis agreement as indicated above the table. 

1. Strongly disagree 2. Disagree 3. Neutral 4. Agree 5. Strongly Agree 

Coding Staff Competence (SC) RESPONSE 

1 2 3 4 5 

SC1 Staffs dealing with contracts have knowledge on 

procurement Contract management 

     

SC2 Staff are aware on how to interpret contract 

document 

     

SC3 Education level of staff within the Ministry have 

an influence on effective contract management 

     

SC4 Experienced staff manage contract effectively      
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PART C: ORGANIZATION CAPABILITY AND ACHIEVEMENT  

OF VALUE FOR MONEY (OC) 

4. Please put a √ mark under the number on the response part which 

describe your judgment for each statement at PO RALG.  Each number 

describe different opinion on agreement to dis agreement as indicated above 

the table. 

1. Strongly disagree 2. Disagree 3. Neutral 4. Agree 5. Strongly Agree 

Coding Organization Capability (OC) RESPONSE 

1 2 3 4 5 

OC1 PO RALG has strong Internal control system      

OC2 Policy and Procedures at PO RALG support 

effective procurement contract management. 

     

OC3 Financial resources at PO RALG support 

effective contract management 

     

OC4 PO RALG Information Technology support 

effective procurement Contract Management 
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PART D: RELATIONSHIP MANAGEMENT AND EFFECTIVENESS OF  

 PROCUREMENT CONTRACT MANAGEMENT 

5. Please put a √ mark under the number on the response part which describe 

your judgment for each statement at PO RALG.  Each number describe 

different opinion on agreement to dis agreement as indicated above the 

table. 

1. Strongly disagree 2. Disagree 3. Neutral 4. Agree 5. Strongly Agree 

Coding Relationship Management (RM) RESPONSE 

1 2 3 4 5 

RM1 At PO RALG there is a clear line of 

communication with suppliers 

     

RM2 PO RALG maintain trustworthy 

relationship 

     

RM3 There is effective coordination within 

departments at PO RALG. 

     

RM4 PO RALG attends immediately to dispute 

with their client outside the Ministry. 
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PART E: VALUE FOR MONEY PROCUREMENT  

6. Please put a √ mark under the number on the response part which describe 

your judgment for each statement at PO RALG.  Each number describe 

different opinion on agreement to dis agreement as indicated above the 

table. 

1. Strongly disagree 2. Disagree 3. Neutral 4. Agree 5. Strongly Agree 

Coding Value for Money Procurement (VM) RESPONSE 

1 2 3 4 5 

VM1 At PO – RALG goods are procured within the 

budget and at reasonable prices  

     

VM2 At PO – RALG goods procured are at the 

Quality expected and serve purpose. 

     

VM3 At PO – RALG goods are delivered on time      
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Appendix II: Interview Guide 

1. What does PO-RALG to ensure staff competence in contract management 

2. How does your organizational capability influence procurement contract 

management for good to achieve value for money? 

3. What does it take to ensure a benefit relationship management in your 

organization? 

4. What should be done in order to have the capabilities needed? 
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Appendix III : Preliminary Analysis 

Experience of the respondents 

From the finding table 4.2 showed that 5 respondents had an experience of one year 

and less, 26 respondents had an experience of more than one year to five years and 29 

respondents had experience of more than five years, this indicated that at PO-RALG 

many of the employees has experience of more than a year, which also influenced 

staff competency 

Experience 

 Frequency Percent 

 One year and less 5 8.3 

one year to five years 26 43.3 

Above five years 29 48.3 

Total 60 100.0 

Source; Research data (2020) 

Education level 

To get a clear link between the education level and staff competence the researcher 

examined the education level of the respondents who are the employees of PO-

RALG. The finding showed that 66.7% of the respondents had an education level of 

bachelor and above. This level was discovered to take a large portion of the 

respondents which indicated that at PO-RALG many of the employees are educated 

at the level of bachelor and above. 

Education level 

 Frequency Percent 

 Bachelor and above 40 66.7 

Diploma 16 26.7 

Certificate 4 6.7 

Total 60 100.0 

Source: Research data (2020) 


