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Abstract 

The procurement function of universities in most developing countries has not 

been well researched. Within the procurement function, the role of service-dominant (S-

D) logic is growing in interest. This thesis applies S-D logic to the procurement function 

in universities within a developing country context. The research investigates how the 

application of S-D logic into the procurement function can lead to improved 

procurement performance in universities. Emanating from the seminal work of Lusch 

and Vargo (2004a), S-D logic is perceived as a progressive business concept capable of 

creating value by transforming business processes and practices. Proponents of S-D 

logic argue that because firms do not possess all the resources necessary to be 

productive, there is the need to collaborate with other actors in business engagements to 

have shared access to resources in order to jointly create value (Vargo, 2008). The 

procurement function, a key component of supply network processes, ensures that 

goods and services are sourced and obtained. However, in order to ensure optimal 

performance processes need to be managed effectively. The procurement function in 

Ghana is transitioning from a back-office non-strategic activity to an effective socio-

economic function, with the ability to influence decisions and create wealth for 

governments and the private sector alike (Knight et al, 2007). 

Addressing the research question: How can the application of S-D logic into the 

procurement function improve procurement performance in Ghanaian universities? the 

research adopts Strauss and Corbin’s (1990; 1998) grounded theory methodology with 

philosophical underpinnings based on symbolic interactionism, nominalism, and 

interpretivism worldviews. Data are collected through interviews and observations, and 

are analysed within 24 hours whenever possible. Identified concepts are built into 

composite concepts using the constant comparative approach (Strauss and Corbin, 1990; 

1998). Selective coding is then used to build composite concepts into categories of 

description or themes. The core category of ‘improving procurement performance’ is 

developed through abstraction. The categories, sub-core categories and the core 

category through abstraction and creativity lead to the development of a substantive 

grounded theory of ‘procurement performance’. Empirically, applying S-D logic into 

the procurement function in Ghanaian universities using grounded theory methodology 
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is an innovative approach as the literature suggests a paucity of research in this study 

area. Methodologically, the research contributes to a body of knowledge by using 

grounded theory to successfully conduct a research on applying S-D logic into the 

procurement function in Ghanaian universities, which according to extant literature is 

the first use of grounded theory in this area. The theoretical contribution of the research 

is the development of a substantive grounded theory of procurement performance. The 

substantive theory is also a Basic Social Process (BSP). 

The study reveals that private universities integrate their resources and engage in 

networking with key suppliers for their mutual benefit. S-D logic establishes the 

primacy of operant resources such as knowledge and competences as the fundamental 

source of competitive advantage (FP4). S-D logic argues that value-creating resources 

are not confined to the firm, and that customers, suppliers, and other stakeholders also 

constitute operant resources and hence contribute to value creation. S-D logic contends 

that value is always co-created with customers and others through interactions and 

collaborations (FP6). Thus, the co-creation of value incorporates the integration and 

application of resources from service providers and by beneficiaries (FP9) (Lusch and 

Vargo, 2008). This finding is significant because firms are evolving from largely self-

contained hierarchical bureaucracies into complex networks of relationships with 

resource providers of all kinds (Achrol and Kotler, 1999; Lusch, Vargo, and Tanniru, 

2010).  

Resource sharing and relational exchanges with key suppliers in public 

universities have been constrained by current procurement reforms undertaken by 

government. The lack of these exchanges increases procurement costs through multiple 

contracts administration, monitoring many suppliers’ performance, continuous 

education of suppliers on an institution’s processes and requirements (Mandiyambira, 

2012). The resource based view (RBV) provides theoretical support for the significance 

of collaborations as a solution to exploit complementary capabilities to achieve 

competitive advantage. It argues that firms seek to develop competitive advantage 

through building relationships with other firms, and having a sound understanding of 

what the partner firm can bring to the collaboration (Barney, 1991). The current 

adversarial relationship between universities and suppliers is supported by 

Mandiyambira (2012), who argues that most public institutions in developing countries 
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adopts procurement systems which are based on adversarial relationships with suppliers. 

This kind of relationship does not engender value for money, the core principle 

governing procurement in Ghana (Commonwealth Procurement Guidelines, 2005). FP6 

of S-D logic argues that the customer is a co-creator of value, implying that value 

creation is interactional between the supplier and customer. FP7 affirms this position 

explaining that because firms cannot create value independently, but can only offer 

value propositions, collaboration and relationship management becomes essential. 

Because value is ultimately determined by the beneficiary (FP10), or in this case the 

university, collaborating with suppliers will ensure a quality value proposition leading 

to better value for money spent.  

Having successfully applied S-D logic into the procurement function in 

Ghanaian universities, further research could examine the logic’s application to other 

areas of economies such as customer service, transport logistics, materials management, 

and student supply networks. 
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Glossary  

Consortium buying: is a practice where a group of individuals or firms pull resources 

together to buy in bulk in order to have a strong bargaining power and also to enjoy 

economies of scale (Comm and Mathaisel, 2008)  

Customer: someone who patronises a product or service and expects quality outcome 

in return for his/her investment (Albrecht and Zemke, 2002), and also a co-creator of 

value under S-D logic (Vargo and Lusch, 2004).  

Downstream customers: one’s customer and their customers (i.e. a customer network 

away from the supplier)  

Dyadic: a business relationship between a firm and customer  

Electronic data interchange (EDI): is the transmission of business data in a structured, 

electronic format from a computer application in one business to a computer application 

in another (Dearing, 1990).  

Enterprise resource planning (ERP): is a comprehensively packaged software 

solutions that seek to integrate the complete range of a business’s processes and 

functions in order to present a holistic view of the business from a single information 

and information technology architecture(Klaus, et al, 2000).  

Goods: include both tangible (resources) and intangible (services) units of output that 

serve as vehicles or transmitters of competences for service provision (Vargo and 

Lusch, 2008)  

Network: a multi-directional interactive relationship  

Newtonian mechanics model: is based on the principle that an economic model of 

products embedded with utility has natural compatibility and appeal (Spohrer et al., 

2008).  

Operand resources: are largely tangible or physical resources which must be acted 

upon by operant resources to produce effect (Lusch, Vargo and Wessels, 2008)  

Operant resources: are usually intangible resources such as knowledge, technology, 

competences, skills, and experience that acts on other resources to produce effect 

(Constantin and Lusch, 1994). 

Procurement: is concerned with rationalising the supplier base by selecting, 

coordinating, monitoring and evaluating the performance of suppliers and developing 
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the potentials of suppliers, and where appropriate building long term relationships 

(Lysons and Farrington, 2006). 

Public procurement: is the acquisition of goods, works, and services by governments 

or public sector organisations (Uyarra and Flanagan, 2010). 

Resource based view (RBV): is a concept where firms seek to develop competitive 

advantage through building relationships with other firms, having a sound 

understanding of what that partner firm can bring to the collaboration (Barney, 1991) 

Service: the application of operant resources for the benefit of another entity or the 

entity itself (Vargo and Lusch, 2006). 

Services: intangible units of output that enhances the value of goods (Spohrer et al., 

2008). 

Supply networks: a multi-directional interactive relationship between firms, suppliers, 

customers, and other stakeholders. 

University: A university is an institution of higher education and research which grants 

academic degrees in a variety of subjects and provides both undergraduate and 

postgraduate education (Chisholm, 1911). 

Upstream suppliers: the suppliers’ supplier 

Value co-creation: collaboration between firms and customers through the process of 

resource integration and application of competences to jointly create value (Vargo, 

Maglio, and Akaka, 2008). 

Value-in-exchange: is the value of goods or services which can be traded for financial 

benefits or for other resources (Lusch, Vargo, and Wessels, 2008). 

Value-in-use: is a situation where a customer accepts value propositions or value 

offerings from a firm (Vargo and Lusch, 2006). With S-D logic, value is not created 

unless the service offering by the firm is accepted by the customer and put to use. 
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Chapter 1: Background and Justification for the Study 

Purpose of the study 

The research investigates how the application of service-dominant (S-D) logic 

into the procurement function can result in improved performance in Ghanaian 

universities. The research is necessary because there is enough evidence from the 

literature to suggest that very limited research has been conducted in the area of 

university’s supply networks, and no known empirical research that has attempted to 

apply S-D logic into the procurement function in Ghanaian universities using the 

grounded theory methodology. Addressing the research question: How can the 

application of S-D logic into the procurement function improve procurement 

performance in Ghanaian universities? the research addresses the gap of knowledge of 

integrating S-D logic into the procurement function in Ghanaian universities through the 

use of grounded theory methodology. Consequently, the methodological gap of using 

grounded theory in a research that integrates S-D logic into the procurement function 

addressed in the context of Ghanaian universities which according to the literature is the 

first use of grounded theory in this area. The theoretical contribution of the research is 

the development of a substantive grounded theory of procurement performance. The 

substantive theory is also a Basic Social Process (BSP).  

Applying S-D logic to the procurement function is significant because since the 

seminal work on S-D logic by Vargo and Lusch (2004a), the challenge has been on how 

to apply or integrate the logic into productive sectors of economies in order to assess its 

impact on economic performance. Indeed there has been increasing debate about the 

relevance of S-D logic to organisations and businesses if it continues to remain a 

theoretical academic research without empirical investigation into the possibility of its 

adoption by industry (Winklhofer et al., 2007). This empirical investigation into the 

application of S-D logic into the procurement function in Ghanaian universities is an 

innovative approach that can encourage further empirical research into other areas that 

have been neglected. Especially for the fact that, in recent years, there has been 

increasing pressure from stakeholders on the perceived lack of innovation and creativity 

by educational authorities resulting in persistent rise in operational costs. Educational 

authorities’ effort at reducing this trend by improving financial management through 
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effective procurement systems, and also to assure quality of university education 

(Bloom, Canning, and Chan, 2005), makes it imperative for researchers and 

practitioners to complement authorities’ effort by devising cutting-edge solutions to 

address the challenges emanating from low research output of the procurement function. 

The study adopts a qualitative approach based on Strauss and Corbin’s (1990; 

1998) grounded theory methodology. The choice of a qualitative approach is informed 

by the research question and objectives (Strauss and Corbin, 1998). Thus, being a study 

area with a paucity of information, a qualitative approach offers the investigator the 

opportunity to interact directly with research participants in order to assess first hand 

information about the phenomenon under study. The research’s ontology, epistemology, 

and paradigm are based on nominalism, symbolic interactionism, and the interpretivism 

perspectives respectively. Data are collected mainly through interviews and analysed 

using coding and the constant comparative approach. The successful application of S-D 

logic into the procurement function in Ghanaian universities has bridged the gap of the 

lack of empirical research in the study area and paved the way for further research on 

the logic’s applicability to other sectors of economies, for, “the most successful 

dominant logics over time are those that are embraced by both practitioners and 

scholars” (Levy, 2006 p.61). 

Supply networks  

Supply networks use innovative approaches to integrate resources necessary for 

service provision (Lusch, et al., 2010). An important function of supply networks is to 

promote knowledge growth and exchange amongst network members through resource 

deployment, coordination and collaboration (Flint, 2006). Supply networks therefore 

encompass a complexity of networks involving lateral links, reverse loops, and two-way 

exchanges, and include a broad, strategic view of resource acquisition, development, 

management, and transformation (Harland and Lamming, 2001). The research adopts 

the “network” approach rather than the widely used term supply “chains” because the 

researcher believes that like many complex systems, the procurement functions in 

universities are intricate and cannot be explained by a “chain” which tends to 

concentrate on more simplistic, linear, and bi-directional flows of materials and 

associated information (Harland et al., 2001) 
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Researchers and academics over the past decades have concentrated their activities 

on developing supply network models for product-based manufacturing (Ellram et al., 

2004). Spohrer et al., (2007), report that there is evidence to suggest researchers 

preference for investigating supply networks in the manufacturing sector (Ballou, 1978, 

2007; Heskett, 1964, 1973; Stevenson, 2002; Cigolini, 2004; Oliver, 1992; Gipsurd, 

2006; Tan, 2002), whilst only a few showed interest in researching supply networks for 

the services sector especially in education (Fernie, 1995; Kathawala, 2003). This 

situation persists even with the recognition of the substantial contributions the services 

sector makes to the economies of many countries (Spohrer, et al., 2007).  

The educational sector being an important service provider depends a great deal on 

knowledge, skills, experience and information for its operational activities (Habib and 

Jungthirapanich, 2009). Universities provide services that aim to transform students’ 

knowledge through agreements, relationships, and other exchanges among students and 

university faculty (Spohrer et al., 2007). For universities to harness their potentials 

fully, efficient supply networks are required to improve coordination, relationship 

management, and to enhance customer satisfaction, in order to handle competitive 

pressures adequately (Stevenson 2002). As the goal of most universities’ supply 

networks is to improve coordination and collaboration among stakeholders, it has 

become imperative for universities to acquire in-depth knowledge and information 

about partners in their supply networks (Habib and Jungthirapanich, 2009).  

University education system 

 A university is an institution of higher education and research which grants 

academic degrees in a variety of subjects and provides both undergraduate and 

postgraduate education (Chisholm, 1911). Universities have had a long and 

unpredictable history over the centuries. At their inception, universities were essentially 

regarded as elitist institutions, open only to a selected proportion of society (O’Brien 

and Deans, 1996). However, in the present era of knowledge driven economies, the role 

of university education becomes crucial to the overall socio-economic development of 

any region or country (Makkar, et al; 2008). Indeed, universities are considered as 

service providers whose rationale is to transform students’ knowledge through 
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relationships and other exchanges among students and university faculty (Spohrer, et al; 

2007).  

 Universities like other educational institutions are generally conservative, risk 

averse and slow in response to market needs. Traditionally universities have resisted 

any kinds of interference from external stakeholders, especially employers and the 

general business community (Al-Turki., et al, 2008). However with increasing 

competition in global job markets there has been a realisation that either universities’ 

become abreast with changing trends or risk being out-run by others in terms of 

competitive advantage (Al-Turki et al., 2008). Responding to the challenge, many 

universities are moving away from the hitherto lack of stakeholder engagement to a 

more flexible relationships and relational approach towards stakeholders. These steps 

are necessary as it has become apparent that the gap between knowledge offered by 

universities, and the required knowledge and skills needed by the job market is 

widening (Al-Turki et al., 2008). It is significant to state that, universities’ culture are 

very different from what is experienced in industry, nevertheless universities are 

becoming increasingly proactive and responding to current trends in the business 

environment (O’Brien and Deans, 1996). 

Procurement 

 Procurement function is concerned with rationalising the supplier base, and 

selecting, coordinating, appraising the performance of suppliers and developing the 

potential of suppliers, and where appropriate, building long term relationships (Lysons 

and Farrington, 2006). In the past decade, a number of African countries requiring more 

financial transparency, fairness, and efficiency in procurement processes have 

undertaken procurement reforms. Procurement reforms are often seen as an important 

feature of anti-corruption efforts that can help promote good governance through 

improved procurement performance (Thai, 2008). Transparency in procurement 

procedures and processes are important issues for all organisations. It is therefore 

imperative for organisations and institutions in Ghana and African to put in place 

innovative structures that encourage monitoring and control systems in procurement in 

order to improve upon the processes especially in areas of transparency, equity and 

fairness in their current structures (Wittig, 1999).  
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 In recent years, the impetus for reforms have increased, partly in consequence of 

requirements set by the World Bank and other donor organisations as a condition for 

providing development aid, but principally because the inefficiencies of unreformed 

systems have become self-evident. Most donors consider that a well functioning 

procurement system is an essential requirement if their funds are able to be used 

effectively to promote development (Abeille, 2003). In most African countries the aim 

of accepting and instituting these reform programs is to establish a strong and well-

functioning procurement system that is governed by a clear legal framework 

establishing rules for transparency, efficiency and mechanisms of enforcement, coupled 

with an institutional arrangement that ensures consistency in overall policy formulation 

and implementation (Hunja, 2003). 

S-D logic 

The concept of S-D logic proposed by Vargo and Lusch (2004) has attracted 

considerable interest and debate especially from practitioners, academics and research 

institutions (Winklhofer, Palmer and Brodie, 2007). The logic represents a shift from an 

emphasis on the exchange of physical resources, usually tangible inert resources, to an 

emphasis on knowledge, skills and competences – dynamic resources that act upon 

other resources to create value (Vargo and Lusch, 2006). Despite the widespread 

research publications and academic writings on the logic, Vargo and Lusch insist S-D 

logic represents an incomplete evolutionary shift and a perspective that is actively and 

collaboratively developing (Vargo, 2008), and have consistently disclaimed a paradigm 

status for the logic. Vargo and Lusch however admit that, the ultimate goal remains 

building a theory from the logic’s foundation premises (FP) (Vargo, 2011).  

Researchers in services and service science suggest that to properly understand S-D 

logic and the term “service”, one may require a new way of thinking and a new 

abstraction in order not to confuse it with “services” (Spohrer, et al; 2008). S-D logic 

places emphasis on service – “the application of competences, knowledge, and skills for 

the benefit of another entity” (Vargo and Lusch, 2006 p.56), and looks beyond goods as 

the basis of economic or social exchange (Chandler and Vargo, 2011). With S-D logic, 

benefits always manifest in the context of the customer, rather than in the production of 

its offering by the provider (Lusch, et al; 2008). The logic is built on the premise that 
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stakeholders form an integral part of the value-creation process, implying that value is a 

co-creation between the provider and the consumer (Vargo and Lusch, 2006). In other 

words, value creation becomes a network of interactions by people, institutions and 

technology to co-produce service offerings, exchange service offerings, and co-create 

value (Lusch, Vargo, and Tanniru, 2010). S-D logic’s service-for-service, and resource-

integration perspective represents a shift in thinking away from the dyadic notions of 

production and consumption toward the co-creation of value through complex, 

interactive, resource-integrating networks (Vargo and Lusch, 2010). Services on the 

other hand, comprise intangible units of output that enhance the economic value of 

goods (Spohrer et al., 2008). Services lay emphases on units of output and transactions 

between producers and consumers, and relationships become conceptualised in terms of 

multiple transactions (Vargo, 2009). 

 S-D logic has not gone without criticisms. Indeed, the definition of service “as 

the application of knowledge, skills, and competences through deeds, processes, and 

performances for the benefit of another entity or the entity itself” (Vargo and Lusch, 

2004, p.2), as an approach intended to be all-encompassing, has been criticised by 

researchers like O’Shaughnessy and O’Shaughnessy (2009). These authors argue that 

traditionally, services were referred to as functions performed, as is done with products. 

However, with Vargo and Lusch’s definition the focus is on activities performed, not 

function. They emphasised that it is rather a function which distinguishes markets, not 

activities. O’Shaughnessy and O’Shaughnessy (2011), reject the notion that all 

businesses are service entities and a progressive approach, but rather recommend a 

distinctive definition of service, which would throw up service-categories that needed to 

be studied in their own right if progress is to be made (O’Shaughnessy and 

O’Shaughnessy, 2011).  

Research problem 

Historically, universities have been classified as service providers and this still 

remains true (Spohrer, et al., 2007). The increasing importance of the services sector 

and services supply networks (Ellram et al., 2004) is widely acknowledged by both 

developed and emerging economies of the world. The rise in recognition makes it 

crucial for further research in the sector to unearth its full potential. According to the 
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Australian Government’s Department of Innovation, Industry, Science and Research 

(DIISR), the services industry’s contribution to real gross domestic product (GDP) 

between 2009 and 2010 was 65.8 per cent. The sector also accounts for 70 per cent of 

the country’s economic activity (Department of Foreign Affairs and Trade (DFAT), 

Australia). In the UK, the Office of National Statistics (ONS) estimates that the services 

sector accounts for about 75 per cent of GDP. In 2010, the ONS puts services 

contribution to GDP at about 77.1 per cent. In the United States of America, the Bureau 

of Economic Analysis (BEA), reports that the services sector is the most contributor to 

the national economy, contributing about 70 per cent to GDP.  

Despite these impressive statistics, the procurement function which forms an 

integral part of service provision remains undervalued especially in the public sector 

(Verhage, et al., 2002) even though academics and practitioners agree that efficient 

procurement practices can save governments and businesses lots of money, whilst 

ensuring proper value for monies spent. Leenders, et al., (2006) report that, for a 

manufacturing firm, a 10 per cent improvement in procurement and supply costs are 

equivalent to profit resulting from 75 per cent increase in sales. It is estimated that 

public procurement accounts for about 20 per cent of government expenditure 

worldwide (ADB/OECD, 2008). In the European Union, public procurement accounts 

for 16 per cent of GDP (Mathew, 2010). It is also estimated that the public sector in the 

UK spends £150 billion a year on goods and services necessary to deliver public 

services (European Commission, 2007). In Australia the value of procuring capital 

assets, maintenance, goods and services (excluding defence) by the federal government 

now exceeds AUD $100 billion dollars per year (APCC, 2008). The APCC argues that 

if one per cent each across board savings is made through effective and efficient 

procurement in these areas, the federal government could be saving about one billion 

dollars per year on procurement. In Ghana, about 43.8 per cent of the national budget is 

spent on public procurement, and a further 90 per cent of all development partners 

inflows are spent through procurement related activities (World Bank, 2003). 

Notwithstanding the contributions the procurement function makes to national 

economies, procurement procedures and processes in organisations are not properly 

coordinated as networks instead they act in isolation, and in their own interest, without 

the consideration of the overall efficiency of the procurement function in the entire 
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organisation (Comm and Mathaisel, 2008). The lack of a holistic view of the 

procurement function results in higher operational costs because the structure does not 

encourage collaboration and coordination of activities to achieve efficiency and 

competitive advantage (Comm and Mathaisel, 2008). The reason for this may be due to 

the relatively sparse research in the area of creating a comprehensive framework for 

understanding and managing the procurement function (Ellram et al., 2004). As the 

prominence and importance of the services sector increase, attention is being directed to 

help in understanding the issues and complexities within the procurement function 

(Sengupta, et al, 2006). Currently, academics and practitioners are rethinking the 

purpose, processes and functions of the procurement function in organisations (Chen 

and Paulraj, 2004).  

Although there has been some gradual improvement in research output regarding the 

procurement function, universities still lag behind in terms of researching the university 

procurement function (Habib and Jungthirapanich, 2009). It is essential to understand 

that like many other organisations, universities’ procurement function involves complex 

and intricate relationships among stakeholders which require consistent research to 

understand and appreciate the complexities of the system. For instance, in universities, 

the procurement function rather than managing a single co-creating relationship, 

manage co-creation of relationships among many clients, each of whom might or might 

not know or care about others or their relative needs and expectations (Spohrer et al., 

2007). The complex relationship between universities and stakeholders therefore require 

concerted effort to synchronise their activities in order to reduce costs and increase 

efficiency. 

With increasing competition and the relatively higher cost of university education, 

stakeholders have become interested in cost reduction through efficient procurement 

practices (Al-Turki, et al., 2008). Given the gap in literature about the lack of an 

empirical investigation into the application of S-D logic into the procurement function 

in universities, the research has addressed this deficiency in the Ghanaian context, 

through the research question: How can the application of S-D logic into the 

procurement function improve procurement performance in Ghanaian universities?  
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Justification for the study 

Despite its significance, research on the procurement function is limited. Indeed, 

very few studies have focused on universities’ procurement function while even fewer 

have attempted to develop theories or conceptual frameworks for the subject (Habib and 

Jungthirapanich 2008). From a theoretical perspective, S-D logic has been applied to a 

number of research areas, especially in marketing, such as branding (Brodie et al., 2006; 

Ballantyne and Aitken, 2007; Merz et al., 2009; Payne et al., 2009), strategy 

(Madhavaram and Hunt, 2008; Barnes et al., 2009; Spring and Araujo, 2009), learning 

and innovation (Flint, 2006; Michel et al., 2008; Mele, 2009; Lusch et al., 2010), 

consumer behaviour (Tronvoll, 2007; Aitken et al., 2008; Anderson et al., 2008), and 

logistics (Esper et al., 2010). On universities’ supply networks, among the few 

researchers who have conducted some research in the area are, O’Brien and Kenneth 

(1996); Lau (2007); Al-Turki et al., (2008); Comm and Mathaisel (2008); and Habib 

and Jungthirapanich (2010). S-D logic has also been applied to supply chain research 

however; there is no known empirical research on the application of S-D logic into the 

procurement function in Ghanaian universities, using the grounded theory methodology. 

Of the limited research that has been carried out, O’Brien and Kenneth (1996) 

propose an educational supply chain as a tool for strategic planning in tertiary 

education. Their survey calls for better integration and coordination between students 

and employers because there are valuable lessons to be learned from industry, especially 

in the area of strategic planning. The research further suggests that lessons on strategic 

planning in industry can be studied and translated to educational supply chains. In the 

end, O’Brien and Kenneth (1996) report the results of their survey with no supporting 

theory or model. Lau’s (2007) research in the City University of Hong Kong focuses on 

investigating student supply chains and research supply chains. The research 

emphasises the processes and procedures students and researchers undertake from 

various stages of sourcing and selection through to graduation and their contributions to 

society. Lau’s research is based on a single case and has been criticised for lacking the 

basis for replicability of findings (Habib and Jungthirapanich, 2010). In another 

research, Al-Turki et al., (2008), undertake a study of stakeholders’ integration in higher 

education, using a supply chain approach. The research results in the development of a 
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business model for higher education and also examines the possibility of adopting 

supply chain principles in education. In the end, Al-Turki et al., (2008) admit that, 

because of the educational sector’s unique characteristics, importing supply chain 

principles to education as they are applied in the business environment, may fail 

because of their different objectives. 

Comm and Mathaisel (2008), researching on sustaining higher education using Wal-

Mart’s best supply chain practices, argue for higher education institutions to adopt best 

business supply chain practices to help improve efficiency and to control cost. Habib 

and Jungthirapanich (2010) on their part suggest an integrated educational supply chain 

approach for universities, and also examine human resource and research contributions 

to society. Habib et al., (2010), seek to provide educational management with a new 

understanding of how supply chains can contribute to successful university operations.  

Others who developed supply chain models for universities fell short of 

investigating how universities and stakeholders can collaborate to co-create value at 

each stage of the procurement process. A critical assessment of the education supply 

networks literature suggests that minimal attempts have been made at developing a 

theory of supply network for universities. Indeed, what most researchers have done is to 

suggest for the adoption and implementation of business models into the procurement 

function in education. The successful application of S-D logic into the procurement 

function in Ghanaian universities, and the subsequent emergence of the substantive 

grounded theory of procurement performance address to some extent, the paucity of 

empirical applications of the logic to the procurement function, and contributes 

significantly to the body of knowledge.  

Methodology 

The study adopts Strauss and Corbin’s (1990; 1998) grounded theory research 

approach. With grounded theory, meanings are drawn from data collected which offer 

the investigator insights and understandings of the phenomena being researched 

(Strauss and Corbin, 1998). Applying S-D logic in a novel approach to the procurement 

function in Ghanaian universities, which according to the literature is a fairly 

unexplored research area, mean a suitable and appropriate methodology is required. 

Strauss and Corbin’s (1990; 1998) grounded theory approach suits this research because 
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it provides for a structured approach to data collection, analysis, and theory generation. 

The theory also supports preliminary review of extant literature to give some insights 

into the phenomenon under investigation before the commencement of data collection 

and analysis.  

Ontologically, the research follows the nominalist perspective. Nominalist 

perceive the social world external to individual cognition as being made up of names, 

concepts and labels which are used to structure reality. Thus, nominalism is a 

representation of the names and labels we attach to experiences and events which are 

important. Nominalism opposes any real structure to the world which these concepts are 

used to describe (Burrell and Morgan, 1979). In relation to epistemology, the research 

adopts symbolic interactionism. This perspective explores the processes of interaction 

between people’s social roles and behaviours (Blumer, 1969). Interactions are symbolic 

because the processes involved use symbols, words, interpretations and languages 

(Denzin, 1989a). Symbolic interactionism is a branch of interpretivism, where the 

emphasis of the investigator is on eliciting and understanding the way meaning is 

derived in social situations (Schwandt, 1994; Stern, 1994). 

To assure credibility of research findings, analysis of data is done with the 

constant comparative approach because the process enables the researcher to maintain 

theoretical sensitivity in every step of the research activity (Strauss and Corbin, 1990: 

1998). Credibility in qualitative research refers to confidence of how well data and 

processes of analysis address the research phenomenon. Selecting the most appropriate 

method for data collection and volume of data are important for establishing credibility 

(Polit and Hungler, 1999). 

Structure of thesis 

Chapter one discussed the purpose and justification for the research. The chapter 

gave a brief account on universities and the procurement function. S-D logic and supply 

networks and how both concepts relate to each other in the business world were also 

discussed. The research problem as well as a brief methodology and method of data 

collection and analysis were also examined.  

Chapter two discusses the conceptual framework and literature review. Details 

of discussions in the chapter include supply network collaboration, G-D and S-D logics 
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with distinctions drawn between the two logics. The foundational premises of S-D logic 

are also discussed. The chapter also addresses why the need to re-conceptualise supply 

chains. Next are discussions on the procurement function, and the development of 

higher education in Ghana. The influence of national culture on institutional 

management in Ghana is addressed. The university supply networks have also 

examined. 

Chapter three discusses the research methodology, explaining why qualitative 

approach and Strauss and Corbin’s (1990; 1998) grounded theory methodology are most 

suitable for the research. The ontology and epistemological perspectives of the research 

are addressed. Other methodological considerations for the research such as Husserl’s 

phenomenology, hermeneutic/interpretive phenomenology, and ethnographic research 

are discussed in details. Reasons for the selection of grounded theory over other 

methodological considerations are advanced. Theoretical sampling and criticisms of 

grounded theory research methodology are examined.  

Chapter four discusses data collection and analysis. The process for acquisition 

of ethical clearance and informed consent for research participants are discussed. Issues 

of theoretical sensitivity and research participants’ selection and procedure for data 

collection and analysis with coding techniques of open, axial, and selective coding are 

explained. Theoretical coding and the conditional matrix are discussed with an 

illustration. There is the discussion on the process of the development of concepts, 

composite concepts, categories, sub-core categories, and the core category. The rigour 

and trustworthiness of grounded theory research has also been examined in the chapter. 

Chapter five discusses the first of the three sub-core categories of ‘procurement 

practices’. Under the sub-core category, categories of university procurement process, 

university/supplier value co-creation, government policy, external influence, and the 

effects of national culture on procurement performance are discussed. These categories 

are linked to some foundational premises (FP) of S-D. Specifically, FP4, FP6, FP7, and 

FP10 have been integrated to various categories under the sub-core category of 

‘procurement practices’. 

Chapter six discusses the second sub-core category of ‘resource integration and 

networking’ with its categories of internal procurement integration, inter university 

resource integration and networking, university/supplier resource integration, service 
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exchange, and appliances for service provisions. With these categories, the chapter also 

looks for FPs that can appropriately be integrated or related to the identified categories. 

In regard, FP1, FP3, FP4, FP5, FP6, FP7, FP8, and FP9, have been identified and 

subsequently discussed in the chapter. 

Chapter seven discusses the third sub-core category of ‘support for practitioners’ 

with its categories of information systems support, training and education, and attitudes 

and perceptions. Similar to chapters five and six, the research relates the category with 

FPs of S-D logic to ascertain the level of integration of the logic into the identified 

categories. In this chapter, the research discusses how FP8 integrates into some of the 

identified categories. 

Chapter eight examines the core category of ‘improving procurement 

performance’. In this chapter the substantive grounded theory of ‘procurement 

performance’ is discussed with its main conceptual elements of procurement practices, 

resource integration and networking, support for practitioners, and the core category of 

improving procurement performance. Elements of the core category including 

practitioners’ performance, universities’ performance, and government performance are 

discussed. Also in this chapter is a complete evaluation of the core category using 

Strauss and Corbin’s (1998) guidelines. The evaluation criteria used includes concepts 

generation, systematic relationships between concepts, conceptual density of concepts, 

the use of variation in theory, the use of conditions and consequences in the study, 

process considerations, the significance and extent of findings, and the strength of the 

grounded theory of procurement performance. 

Chapter nine discusses the conclusions and implications of the research. 

Conclusions are drawn on procurement performance in public and private universities. 

Conclusions about the research question and problem are also made. The chapter further 

examines the research’s implications for theory, methodological implications, and 

implications for policy and practice, limitations, and suggestions for further research. 

The next chapter discusses the conceptual framework and literature review. 
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Chapter 2: Literature Review 

Introduction 

The age long perception that service performance is difficult to measure as 

compared to product functionality and tolerance, has led to a slow pace of research 

progress in the services sector (Ellram, et al., 2004). Services, before the advent of 

modern information and communication technology (ICT), were usually performed in 

close contact with customers (Fisk, et al., 1993). Situations have now changed as parties 

are now able to interact and make decisions through information sharing via inter-

organisational systems or technological value networks (Sampson and Froehle, 2006). 

Despite the transformation of the services sector and its immense contribution to 

national economies, efforts at researching the sector are not commensurate with the 

gains and contributions the sector has made, especially in the area of the procurement 

function. Part of the reasons for the seemingly lacklustre approach to researching the 

procurement function in universities may be attributable to the conservative and slow 

acceptance of academia to new ideas and concepts (Fisk et al., 1993). 

S-D logic, proposed by Vargo and Lusch (2004a) advocates the commitment to 

collaborative processes with all stakeholders, and recognises the significance of firms 

and its exchange partners who are engaged in the co-creation of value through service 

provision (Lusch, Vargo and O’Brien, 2007). Proponents of S-D logic argue that value 

is a co-creation between customers and suppliers (Grönroos and Helle, 2010). In other 

words, service should achieve value for customers, and also suppliers who are both 

involved in a business engagement to co-create value (Grönroos and Ravald, 2009). S-D 

logic argues that value is neither embedded in the factory nor the distribution process; 

rather, it is co-created with customers (Lusch and Vargo, 2006). The logic further 

proposes that, business interactions and deliberations take a relational approach where 

parties willingly share information for their common good. It also suggests that the 

networks, systems, and partners that all firms possess are used to build and maintain 

organisational relationships both within and outside the firm (Barnes et al., 2009).  

It is important to clarify at this stage that, although Vargo and Lusch have been at 

the forefront of promoting S-D logic through journal publications and conference 

presentations among others, they have consistently denied neither inventing the logic 
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nor owning it (e.g., Vargo and Lusch, 2011, 2004, 2008a; Lusch and Vargo, 2006). This 

clarity is necessary due to incessant criticisms by some authors (e.g., O’Shaughnessy 

and O’Shaughnessy, 2011; 2009) purporting that Vargo and Lusch have laid claim to 

the S-D logic as their brainchild. On the contrary, Vargo and Lusch, (2011), argue that 

their focus is to identify, elaborate, and extend potential convergence in disparate 

thinking that suggests an evolutionary shift, one that points toward an understanding 

that economic and social exchange is primarily concerned with service provision – that 

is, service is exchanged for service, rather than with goods.  

This chapter discusses the significance of supply network collaborations to parties 

engaged in business activities. The chapter further discusses S-D logic from its 

foundational stage to its current position in research. The chapter explores the ten (10) 

foundational premises (FP) of S-D logic and assesses their significance in consolidating 

the debate on the justification and appropriateness of a paradigm shift from goods-

dominant (G-D) logic to S-D logic. Some criticisms about the logic has also been 

critically examined. To provide grounding in the logic and arguments about S-D, the 

chapter examines a brief history of the origin and roots of G-D logic and various 

arguments supporting the need for a change in paradigm from G-D logic to S-D logic. 

The chapter supports an argument for the need to re-conceptualise supply chains, since 

the concept is fast losing its usefulness in the current world of complex and dynamic 

business processes. Literature on university supply networks, the procurement function, 

procurement in Ghana, higher education in Ghana, and the cultural implications of the 

research using Hofstede’s cultural dimensions are addressed. The gap in literature of an 

empirical investigation of the application of S-D logic into the procurement function in 

universities is addressed in the Ghanaian context, based on the research question: How 

can the application of S-D logic into the procurement function improve procurement 

performance in Ghanaian universities? 

Supply network collaboration 

 Two decades ago, researchers had been focusing on the basic relational context 

within the supply network – dyadic buyer-supplier relationships and dyadic supplier-

supplier relationships (Ellram and Hendrick, 1995; Wu and Choi, 2005). In buyer-

supplier relationships, competition is manifested as adversarial engagement where the 
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buyer often operates based on a short-term relationship orientation and the supplier is 

wary of potential exploitations (Axelrod, 1997). Currently, supply network practitioners 

have moved beyond managing dyadic relationships to managing bigger networks such 

as extended enterprises (Stallkamp, 2005). It is important to stress that the speed of 

transformation of the supply system meant that value chains are giving way to supply 

networks with electronic interactions between tiers in the flow of goods and services. 

Such an environment makes it imperative to develop sophisticated measures for the 

performance of entire networks of firms, as opposed to individual firm performance 

(Straub, et al; 2004). The networked approach describes alliances of firms that thrive on 

a network of suppliers. These networks exchange information to coordinate the 

production and distribution of goods and services, and this interactive flow of 

information among member firms can result in efficient and effective supply and 

demand revelation (Straub, et al; 2004). 

 Inter-organisational researchers have suggested that the driving force of 

effective supply networks is collaboration. Strategic supply network management 

demands collaboration among all participants in the value chain, whatever their size, 

function, or position (Horvath, 2001). Subsequently, a firm cannot optimise its own 

operations until it understands the real time demands of its customers’ customers as well 

as the current constraints for its suppliers’ suppliers, and these can be possible through 

effective collaboration where information and other resources are shared for the mutual 

benefits of network partners. It is significant to also stress that, ultimately, competitive 

advantage will no longer reside in the ability of a business to erect technological barriers 

to rivals, but in its ability to leverage the intelligence inherent in supply networks and 

transform existing business processes. With the current increase in efficiency of global 

markets, competition no longer takes place between individual businesses, but between 

entire value chains, hence collaboration through intelligent networks will provide the 

competitive edge that enables all participants in the value chain to prevail and grow 

(Horvath, 2001). 

 It is important to also acknowledge that collaborative supply networks go 

beyond exchanging and integrating information between suppliers and their customers, 

and involves tactical joint decision making among the partners in the areas of 

collaborative planning, forecasting, distribution, and product design (Kumar, 2001). 
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Collaboration also involves strategic joint decision making about partnerships and 

network design. The impact of collaborative supply networks are not only the reduction 

of waste in the network, but increased responsiveness among all members of the 

partnership. Thus, collaborative supply network systems allow organisations to progress 

beyond mere operational-level information exchange and optimization, and can 

transform a business and its partners into more competitive organisations (McLaren, et 

al., 2002). 

 To reduce inefficiencies in supply networks, organisations are increasingly using 

information systems to integrate the systems and processes throughout their networks. 

Effective supply network integration and synchronisation among partners can eliminate 

excess inventory, reduce lead times, increase sales, and improve customer service 

(Anderson and Lee, 1999). Companies are moving towards collaborative supply 

networks in an effort to reduce the information imbalances that result in the ‘bullwhip 

effect’ (Lee, et al; 1997), while increasing their responsiveness to market demands and 

customer service (Mentzer, et al; 2000). In order to optimise the entire supply network 

and not just create local optima in one or two partners, organisations must jointly make 

supply and demand decisions that create sustainable value for all involved. Hence many 

organisations are increasingly developing strategic partnerships with their suppliers and 

customers in an effort to reduce waste in their procurement and order fulfillment 

processes (Porter, 1985). 

 The management literature points to the fact that trust-based inter-organisational 

relationships and close ties among members of a supply network translate to the social 

capital of a firm (Putnam, 2000). Also, with the current intense competition in the 

business environment, most companies have adopted the total quality management 

philosophy and lean manufacturing practices that mandate close collaboration between a 

buyer and its suppliers (Croson and Donohue, 2003). There is evidence to suggest that 

close collaboration between distributors and suppliers can increase profits and serve as a 

competitive advantage (Petersen, et al; 2005).  

Overview of G-D logic 

Goods-dominant (G-D) logic can be traced back to the era of Adam Smith 

(1776). The logic became prominent during the industrial revolution when national 
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wealth was determined by the physical/natural resources countries possessed (Vargo 

and Lusch, 2008). Smith argues that the key to national wealth is the production and 

export of surplus tangible goods (Vargo and Morgan, 2005). Therefore, nations 

increasing their wealth mean they have to be seen to be controlling tangible resources 

(Spohrer et al., 2008). G-D logic’s concept of exchange is based on classical economic 

principles in which goods are the focus of exchange (Ford and Bowen, 2008). 

Historically, economic activities depended on ownership, production, and goods, 

because they were regarded as absolute wealth. The emphasis on tangible goods is so 

embedded in organisational life that Smith refers to labour that results in the production 

of physical goods as “productive labour” and calls labour that does not result in the 

production of tangible goods as “unproductive labour”. The productive labour ideology 

that Smith extensively applied in his economic models has the view that wealth creation 

is centred on the export of tangible goods from manufacturing (Spohrer et al., 2008).  

G-D logic draws on Newtonian Mechanics, a model which seeks to explain that 

matter is embedded with properties. Newtonian Mechanics is a paradigm for which the 

idea of goods embedded with value is particularly amenable (Vargo and Lusch, 2008). 

In essence, G-D logic is built on the foundation that, economic exchange is 

fundamentally concerned with units of output that are embedded with value during the 

manufacturing process (Vargo and Lusch, 2008). The classical economic taxonomies 

have focused on the output that firms produced, either tangible or intangible, rather than 

the competences and resources used to develop service offerings (Lusch and Vargo, 

2011). Thus, whilst G-D logic may have been reasonably adequate as a foundation 

when firms were primarily concerned with the distribution of products or commodities, 

the foundation was severely inappropriate as businesses expanded their scope to the 

more general issues of value creation and exchange (Vargo and Lusch, 2008). 

Proponents of G-D logic argue that, the primary task of the firm is the production of 

outputs to be sold to customers. These outputs are conceptualised in terms of tangibles 

(goods) and intangibles (services) (Lusch, Vargo and Wessels, 2008). Customers are 

therefore not involved in the value creation process, but rather spend the money they 

obtain from their labour in exchange for the goods produced by the firm (Lusch, et al., 

2008). Thus, researchers of G-D logic suggest that the goal of a firm is to produce and 

sell outputs, and that value is created by the firm and delivered to customers (Lusch, et 
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al., 2008). This analogy implies that, for firms to increase revenue, they must increase 

their production and strive to sell more units of output to customers (Lusch, et al., 

2008). To maximise sales and increase revenue, firms adopt various business strategies 

such as market segmentation and targeting, and also undertake promotional activities 

(Lusch, Vargo and Malter, 2006).  

G-D logic places emphasis on operand resources. Operand resources are largely 

tangible or physical resources which are conceptualised as being value-laden or 

embedded with value during manufacturing (Vargo and Lusch, 2011). They are mostly 

natural resources necessary for human well-being, and have historically been the focus 

of human pursuits, particularly wealth creation and economic exchange (Lusch, et al., 

2008). With G-D logic, value creation is associated with resource acquisition, and the 

logic has been particularly relevant since the dawn of civilisation when it was thought 

that nations that accumulated the largest stockpile of operand resources were the 

wealthiest (Vargo, Lusch, and Morgan, 2005). With such conceptualisation, researchers 

of G-D logic argue that tangible goods are embedded with value and are exchanged for 

other goods that are also embedded with value leading to an increase in each party’s 

wealth by improving or increasing its variety of goods (Vargo, Lusch and Morgan, 

2006).  

G-D logic is also built around the concept of value-in-exchange (Vargo, Maglio, 

and Akaka, 2008). The value-in-exchange concept suggests that goods or products of 

firms have exchange value and can be traded for financial gains or for other resources 

(Lusch and Vargo, 2008). Thus the concept suggests that firms are formed to produce 

and sell outputs to customers, and perceive value creation as being based on activities 

performed by the firm (Vargo, 2008). G-D logic’s argument on value-in-exchange is 

based on the nominal value or the market price of products and services. The logic’s 

proposition on value-in-exchange indicates that value is created by the firm and 

delivered to the customer, with the customer having no hand in the value creation 

process (Lusch, et al., 2008). Firms guided by G-D logic use a transactional approach to 

business where relationships are strictly based on business dealings, and rapport 

building with customers is minimal (Vargo and Lusch, 2004). 

Over the past 20 years, attempts have been made to modify G-D logic, with 

concepts such as market orientation, customer orientation, customer relationship 



 

 

20 

 

management, service quality, and others – but these have been criticised as merely ways 

to adjust, reframe, or enhance the logic rather than replace it (Lusch, Vargo and Malter, 

2006). In justifying the need for the modification of G-D logic, Sheth and Parvatiyar 

(2000), argue that there is the need for a shift in the nature of current business processes 

to a paradigm that emphasises closer relationships among stakeholders. The increasing 

desire for a shift in focus from G-D logic to knowledge, competences and skills as the 

basis of partnerships, relationships, networks, value creation and value constellations is 

supported by a number of writers (e.g., Bovet and Martha 2000; Hoyt and Hug 2000; 

Gunasekaran and Ngai 2004; Min et al, 2007; Spekman et al, 1998). Although a change 

in paradigm is anticipated, researchers have acknowledged that the shift in focus from 

G-D logic to S-D logic will not be abrupt but gradual. This view is relevant because, 

there is enough evidence to suggest that a substantial number of firms, even some who 

are delivering services still subscribe to G-D logic concepts, where the product, is the 

primary unit of exchange (Vargo and Lusch, 2004; Sawhney, 2006) and the relationship 

approach is transactional (Winklhofer et al, 2007). 

Despite the ideological differences and the call for a paradigm shift from G-D 

logic to S-D logic, it is not suggested that S-D logic is superior to G-D logic. Instead, G-

D logic is seen as embedded in the context of S-D logic, giving S-D logic a broader 

view under which production and delivery of goods and services may be undertaken 

(Vargo and Akaka, 2009). S-D logic is not opposed to goods or tangible matter, but 

rather it sees goods and tangible resources as appliances in the customer’s service 

provision (Lusch, 2011). Indeed S-D logic does not seek the total elimination of G-D 

logic as a business practice, rather it suggests that in order to derive the benefits of G-D 

logic, knowledge, skills and competences must be recognised and applied appropriately 

(Lusch and Vargo, 2006). Core competence does not diminish with use unlike physical 

assets, which do deteriorate over time. However it is important that competencies are 

nurtured and protected as knowledge fades if left unused (Prahalad and Hamel, 1990). 

In the mid 1950s and early 1960s, perceptions about G-D logic began to change 

as a result of a massive growth in the services sector, outpacing manufacturing and 

agriculture. The growth in the services sector was unprecedented and this necessitated 

economists and politicians moving to study how economic growth worked in that sector 

(Spohrer et al., 2008). More revealing was the realisation that virtually all industrialised 
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economies were producing and exchanging more services than goods (Vargo and Lusch, 

2008). Today, the importance of the services sector has been acknowledged by firms 

and governments alike and its contribution to national economies has been immense 

(Spohrer et al., 2008). 

S-D logic in perspective 

With improvements in information and communication technology (ICT), the 

focus of business has gradually been shifting from physical goods or tangibles as units 

of output to intangibles such as knowledge, competences, skills, and information. 

Additionally there is a shift of emphasis from things exchanged to the process of 

exchange (Vargo and Lusch, 2004a). Generally, people improve their individual and 

collective well-being by exchanging the service that they can provide to others for the 

service they need from others (Vargo and Lusch, 2006). The most critical distinction 

between G-D logic and S-D logic is found in the conceptualisation of service (Vargo 

and Lusch, 2008). Vargo and Lusch (2006) applied the term service to imply the 

application of knowledge, skills, and information, through deeds, processes, and 

performance for the benefit of another entity. Service involves at least two entities, one 

applying the competences and another integrating the applied competences with other 

resources and determining the benefits. Services on the otherhand are intangible units of 

output that enhance the value of a good (Spohrer et al., 2008).  

Service in S-D logic is seen as a perspective of value creation (Vargo and Lusch, 

2008; Lusch et al., 2008), and depends on the division of labour and effective co-

creation of value, leading to complementary specialisation of comparative advantage 

among actors in business engagements (Normann, 2001). Actors of a business 

engagement whether customers, suppliers, providers, and other stakeholders anticipate 

that service should achieve the expected value for their businesses. Hence, the goal of 

business is reciprocal value creation, with service as an integral factor in this process 

(Grönroos and Ravald, 2009). The supplier who is integral to the value creating process 

acts as a facilitator by providing value-supporting resources for customers’ use 

(Grönroos, 2008).  

S-D logic draws on the proposition that value creation is a collaborative effort 

between the firm and the customer. The logic emphasises that, the creation of value 
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results from activities of multiple actors rather than the activities of a single actor 

(Prahalad and Ramaswamy, 2004). In other words, value is created when a customer 

interacts with the resources and capabilities provided by the relationship with the 

firm/supplier and other providers of resources (Lusch and Webster, 2011). To achieve 

value creation, researchers in S-D logic argue that the most valuable resources required 

are knowledge, competences, relationships (Normann and Ramirez, 1993; Vargo and 

Lusch, 2004a), and information (Evans and Wurster, 1997; Lusch et al., 2007). S-D 

logic broadens the perspective of exchange and value creation arguing that all social and 

economic actors engaged in exchange are service-providing, value-creating enterprises 

(Vargo and Lusch, 2011). In this regard, manufacturing and agriculture are classified as 

forms of service provision because the process requires the deployment of knowledge, 

skill and competences in areas of extraction, design, and management, among others 

(Vargo and Lusch, 2006).  

All resources including goods or tangibles are important to S-D logic, as their 

eventual function is to deliver service. Explaining the significance of goods in S-D 

logic, Vargo and Lusch (2006), indicate that the nested relationship between goods and 

service mean that it would be almost incoherent to suggest that service is superior to 

goods. It is important for firms to realise that their value proposition must have appeal 

for all stakeholders who must see the potential value for themselves in value 

propositions being realised, and their role in value co-creation with customers. It is also 

the firm’s responsibility to assure that the value proposition is communicated to, and 

understood by the entire network of stakeholders (Lusch and Webster, 2011). 

S-D logic supports the concept of value co-creation between the firm and the 

customer. Value co-creation thrives on the principles of core competencies and dynamic 

capabilities, and the relationships with all stakeholders to accomplish value creation 

(Lusch and Webster, 2011). Value is co-created jointly through collaboration between 

firms and consumers through the process of resource integration and application of 

competences (Vargo, et al., 2008). Firms, partners and consumers continually engage in 

value creation through reciprocal service provision (Lusch, Vargo and O’Brien, 2007). 

S-D logic argues that value is defined by and co-created with the consumer rather than 

embedded in output (Vargo and Lusch, 2004). Therefore, a mutually respected 
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relationship creates value for both parties and leaves each wanting to continue the 

relationship (Lusch and Webster, 2011). 

S-D logic allows all parties to integrate their resources uniquely for their own 

benefit and for the benefit of others in a service-for-service exchange (Vargo, 2008). 

Proponents further argue that value is not created by the firm or provider as suggested 

by G-D logic, but rather created in the customers’ value-generating processes of 

accepting and using the firm’s offerings. In other words, what the supplier firm does is 

to develop a value proposition, and if the customer accepts the value proposition during 

consumption as their value foundation, they add their own skills and other operant 

resources needed for the value-generating process in order to achieve value fulfilment in 

the form of value-in-use (Grönroos, 2006). Thus, the customer not only determines 

value (Vargo and Lusch, 2008), but also co-creates value with the firm (Grönroos, 

2008).  

S-D logic supports the value-in-use concept and argues that a service cannot be 

of value if customers fail to accept and use the offerings of the service provider (Vargo 

and Lusch, 2006). It is however important to acknowledge that, the concept of value-in-

use cannot be operational without value-in-exchange (Vargo and Lusch, 2006) because 

in the process of co-creating, value is driven by value-in-use, but mediated and 

monitored by value-in-exchange (Vargo, et al, 2008). Regarding value-in-use, S-D logic 

argues that knowledge is ubiquitous in business and is generated by all participants. 

That is, when value creation is seen from a service perspective, the producer-consumer 

distinction disappears and all participants contribute to the creation of value for 

themselves and for others (Vargo, et al., 2008). 

S-D logic places emphasis on operant resources. Operant resources are 

intangible resources such as knowledge, skills and competences, which are capable of 

acting on tangible resources or even other operant resources to create effect (Constantin 

and Lusch, 1994). These resources are typically human – skills and knowledge of 

individual employees, organisational – controls, routines, cultures and competences, 

informational – knowledge about competitors and technology, and relational – 

relationships with competitors, suppliers, and customers (Hunt, 2004). Because operant 

resources produce effects, they enable value-creation through the transformation of inert 

natural resources. Goods and services become resources only through the application of 
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operant resources (Lusch, 2008). Another significant attribute of operant resources is 

that, because often they are core competences or organisational processes, they produce 

effects, and enable firms to multiply the value of natural resources (Lusch, Vargo and 

Tanniru, 2009). The importance and recognition of operant resources dates back to the 

late twentieth century as humans began to realise that skills and knowledge were the 

most critical and valuable resources for all economic and social endeavours (Constantin 

and Lusch, 1994).  

Researchers in S-D logic have argued that in order to be successful, businesses 

must embrace the logic and agree to shift their unit of analysis from products to value 

creation, whilst understanding that the essential drivers for value creation are operant 

resources. It is also argued that, operand resources that are not matched by the requisite 

competences, skills and knowledge cannot create value (Vargo and Lusch, 2008). This 

view is grounded in, and largely consistent with, the resource advantage theory (Conner 

and Prahalad 1996; Hunt 2000; Srivastava, et al., 2001) and core competency theory 

(Day, 1994; Prahalad and Hamel, 1990).  The resource based view (RBV), provides 

theoretical support for the significance of collaborations as a solution to exploit 

complementary capabilities to achieve competitive advantage (Barney, 1991; Zacharia, 

et al., 2009). The RBV further argues that firms seek to develop a competitive 

advantage through building relationships with other firms, having a sound 

understanding of what the partner firm can bring to the collaboration (Zacharia et al., 

2009). To sustain competitive advantage, a firm must control valuable and rare 

resources and capabilities that are not easily substitutable. These resources and 

capabilities can be tangible and intangible assets, including a firm’s management skills, 

its organisational processes, and the information and knowledge it controls (Barney, et 

al., 2001). That is, firms seek to focus more clearly on their own distinctive 

competencies as sources of competitive advantage while relying more heavily for 

adaptive, collaborative advantage with partners to provide their distinctive competencies 

as components of the tangible and/or intangible product offering (Lusch and Webster, 

2011). 

Another feature of S-D logic is information sharing among stakeholders. 

Information sharing and feedback from partners has become an important component 

and essential resource in managing business processes, therefore any misleading or 
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adulterated information given to a partner or client could have dire consequences on a 

firm’s operations (Lusch, et al., 2006). It is widely accepted that, economic growth has 

in part been driven by the growth in knowledge and a reliable information flow (Mokyr, 

2002). It is therefore imperative for businesses to integrate their information systems 

with customers, suppliers and partners in order to access timely and reliable information 

for operational efficiency (Gunasekaran and Nagai, 2004). Through direct and indirect 

feedback, customers influence development and modification of products and services 

offered by suppliers, and influence product and service design (Flint and Mentzer, 

2006). Table 1 offers further insights on operand and operant resources’ role in G-D and 

S-D logics. 
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Table 1: Operand and operant resources' role in G-D and S-D logics 

 Goods-Dominant logic Service-Dominant logic 

Primary unit of 

exchange 

People exchange for goods. 

These goods serve primarily 

as operand resources. 

People exchange to acquire the 

benefits of specialised 

 Competences (knowledge 

 and skills), or services. 

Knowledge and skills are operant 

resources. 

Role of goods Goods are operand resources 

and end products. Marketers 

take matter and change its 

form, place, time, and 

possession. 

Goods are transmitters of operant 

resources; they are intermediate 

“products” that are used by other 

operant resources (customers) as 

appliances in value-creation 

processes. 

Role of customer The customer is the recipient 

of goods. Marketers do things 

to customers; they segment 

them, distribute to them, and 

promote to them. The 

customer is an operand 

resource. 

The customer is a co-producer of 

service. The customer is primarily 

an operant resource, only 

functioning occasionally as an 

operand resource.  

Determination 

and meaning of 

value 

Value is determined by the 

producer. It is embedded in 

the operand resource (goods) 

and is defined in terms of 

“exchange-value 

Value is perceived and determined 

by the customer on the basis of 

“value-in-use”. Value results from 

the beneficial application of 

operant resources sometimes 

transmitted through operand 

resources. Firms can only make 

value propositions. 

Firm-customer 

interaction 

The customer is an operand 

resource. Customers are acted 

on to create transactions with 

resources. 

The customer is primarily an 

operant resource. Customers are 

active participants in relational 

exchanges and co-production. 

Source of 

 economic 

growth 

Wealth is obtained from 

surplus tangible resources and 

goods. Wealth consists of 

owning, controlling, and 

producing operand resources. 

Wealth is obtained through the 

application and exchange of 

specialised knowledge and skills. It 

represents the right to the future 

use of operant resources. 

Source: Adapted from Vargo and Lusch, (2004) 

S-D logic encourages efficient and unbiased intra and inter-organisational 

communication. This communication should include not only customers, but all 

stakeholders who may be affected by service exchange (Lusch, et al, 2006). The logic 

also supports effective coordination and relationship building and supports a relational 
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approach to conducting business arguing that the competitive advantage of a firm is 

dependent on the network of relationships in which the firm is embedded (Dyer and 

Singh, 1998). Firms guided by S-D logic cannot be indifferent to customers or society 

because both actors must collaborate in order to co-create value. A relational approach 

to business makes it possible for partners to learn from each other’s experiences, build 

rapport, boosts communication between partners, and facilitates the identification of 

new collaboration opportunities (Austin, 2000).  

Table 2: Differences between G-D and S-D logics on value creation 

 G-D logic S-D logic 

Value driver Value-in-exchange Value-in-use 

Creator of value Firm, often with input from 

firms in a supply chain 

Firm, network partners, and 

customers 

Process of value 

creation 

Firms embed value in “goods” 

or “services”, value is increased 

by enhancing or increasing 

attributes 

Firms propose value through 

market offerings, customers 

continue value-creation process 

through use 

Purpose of value Increase wealth for the firm Increase adaptability, 

survivability, and system 

wellbeing through service 

(applied knowledge and skills) 

of others 

Measurement of 

value 

The amount of nominal value, 

price received in exchange 

The adaptability and 

survivability of the beneficiary 

system 

Resources used Primarily operand resources Primarily operant resources, 

sometimes transferred by 

embedding them in operand 

resources 

Role of firm Produce and distribute value Propose and co-create value, 

provide service 

Role of goods Units of output, operand 

resources that are embedded 

with value 

Vehicle for operant resources, 

enables access to benefits of 

firm competences 

Role of consumers To ‘use up’ or ‘destroy’ value 

created by the firm 

Co-create value through the 

integration of firm-provided 

resources with other private and 

public resources. 

Source: adapted from Vargo, Maglio, and Akaka, (2008) 

Changes in ICT within and between organisations is occurring at an 

unprecedented rate (Zsidisin and Ellram, 2001), and require that firms keep abreast with 

modern approaches to information management in order to be competitive. Because of 
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its relational approach to business, S-D logic is interactive and requires constant 

feedback from customers (Vargo and Lusch, 2006). Customers influence the 

development and modification of products and services that suppliers offer through 

regular feedback, which in turn influence subsequent product and service design (Flint 

and Mentzer, 2006). With demand for information dissemination comes the need for 

efficient information technology. Firms are investing in information systems such as, 

Electronic Data Interchange (EDI), Enterprise Resource Planning (ERP), e-procurement 

and inter-organisation systems among others, to enhance communication with partners 

and stakeholders (Laudon et al, 2002). 

Foundational premises (FP) of S-D logic 

S-D logic is built on ten foundational premises (FPs), first introduced by Vargo 

and Lusch (2004a) and revised in Vargo and Lusch (2008a). The ten FP of S-D logic are 

explained as follows (also see Table 3): FP1 argues that the central tenet of S-D logic is 

that service is the fundamental basis of all exchange. The logic argues that, all 

economies irrespective of the activities they engage in are service economies because 

they depend on the application of knowledge and competences to be productive (FP5). 

Despite S-D logic’s argument that service is the basis of all exchange, it also recognises 

that the direct service-for-service exchange is often characterised by complexities in the 

business environment as a result of which indirect exchange masks the fundamental 

basis of exchange (FP2). The process of value creation within and between service 

systems becomes increasingly complex as intermediaries develop. These business-

related intermediaries, such as goods, money and organisations, maintain important 

roles in facilitating the process of exchange. In other words, goods are seen as 

distribution mechanisms for service provision, rather than primarily for exchange and 

value creation (FP3). S-D logic also establishes the primacy of operant resources such 

as knowledge and competences as the fundamental source of competitive advantage 

(FP4). Operant resources are the underlying source of value. S-D logic argues that 

value-creating resources are not confined to the firm; customers, suppliers, and other 

stakeholders also constitute operant resources and hence contribute to value creation. 

More broadly, S-D logic contends that value is always co-created with 

customers and others through interactions and collaborations (FP6). Therefore, firms 
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alone cannot create and deliver value but can only offer value propositions (FP7) and 

provide service as input to its realisation. In essence, firms have exchange value, which 

when harnessed by the customer becomes value-in-use. S-D logic further explains that 

because service is defined in terms of customer-determined benefits and co-created it is 

inherently customer oriented and relational (FP8). The logic suggests that ultimately, 

value is phenomenologically and contextually derived (FP10) by the service 

beneficiary. In other words, value is not created until a beneficiary of the service, often 

the customer, integrates and applies the resources of the service provider with other 

resources, in the context of its own specific available resources (FP9). Thus, the co-

creation of value incorporates the integration and application of resources from service 

providers, by service beneficiaries but, because value is always beneficiary specific, it is 

always determined by the beneficiary (FP10) (Vargo and Akaka, 2009). Table 3 offers a 

summary of S-D logic’s ten foundational premises (FP) adapted from Lusch and Vargo 

(2008). 
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Table 3: S-D logic's foundational premises (FP) and explanation 

Foundational Premise (FP) Explanation 

FP1 Service is the fundamental 

basis of exchange 

The application of operant resources 

(knowledge and skills), “service,” as defined 

in S-D logic, is the basis for all exchange. 

Service is exchanged for service 

FP2 Indirect exchange masks the 

fundamental basis of exchange 

Because service is provided through 

complex combinations of goods, money, and 

institutions, the service basis of exchange is 

not always apparent 

FP3 Goods are a distribution 

mechanism for service 

provision 

Goods derive their value through use – the 

service they provide 

FP4 Operant resources are the 

fundamental source of 

competitive advantage 

The comparative ability to cause desired 

change drives competition  

FP5 All economies are service 

economies 

Service (singular) is only now becoming 

more apparent with increased specialisation 

and outsourcing 

FP6 The customer is always a co-

creator of value 

Implies value creation is interactional 

FP7 The enterprise cannot deliver 

value, but only offer value 

propositions 

Enterprises can offer their applied resources 

for value creation and collaboratively create 

value following acceptance of value 

propositions, but cannot create and/or 

deliver value independently 

FP8 A service-cantered view is 

inherently customer oriented 

and relational 

Because service is defined in terms of 

customer-determined benefit and co-created 

it is inherently customer oriented and 

relational 

FP9 All social and economic actors 

are resource integrators 

Implies the context of value creation is 

networks of networks (resource integration) 

FP10 Value is always uniquely and 

phenomenological determined 

by the beneficiary 

Value is idiosyncratic, experiential, 

contextual, and meaning laden 

Source: Adapted from Vargo and Lusch, (2008)  
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Some criticisms of S-D logic 

As already indicated in the earlier chapter, just like all other new concepts or ideologies, 

S-D logic has not gone without criticisms from the research fraternity. For instance on 

the issue of operand and operant resources, critics argue that the point of the distinction 

between the two is to show that operant resources are indispensable all round, but the 

suggestion that this makes the case for the service perspective to displace all others is 

not demonstrable (Hultman and Ek 2011). The notion that knowledge is the 

fundamental source of competitive advantage has also been challenged. Critics are of 

the opinion that the notion of knowledge, as the application of specialised competences 

is too abstract from the operational stage to offer much guidance. They insist that what 

matters are the organisational arrangements and the organisational climate that is place 

to discourage the development of a competitive advantage (O’Shaughnessy and 

O’Shaughnessy, 2009). Hultman and Ek (2011) further argue that the customer-centered 

S-D logic advocated by Vargo and Lusch (2004a; 2004b) and Lusch and Vargo (2006b) 

and the network paradigm proposed by Lovelock and Gummesson (2004) do not imply 

a paradigm shift. The authors argue that the explanation of service offered by Lusch and 

Vargo is offensive, suggesting that services should be more than a definition. Through 

the ontological repositioning of service as a dominant societal perspective, the service 

logic is presented as a normative model for all marketing and, in it continuation, all 

commercial interaction (Hultman and Ek, 2011).  

 Another criticism of S-D logic stems from the accusation that Vargo and Lusch 

regard intra-disciplinary fragmentation as an evolutionary step towards a singular 

dominant logic. They argue for the necessity to dismantle the current perspective in 

marketing: “perhaps the central implication of a service-centered dominant logic is the 

general change in perspective” (Vargo and Lusch, 2004a, p.2) and call for a curriculum 

that subordinates goods and services (Vargo and Lusch, 2004a, p.14), in effect 

substituting an asymmetrical ontology of the market for another (Hultman and Ek, 

2011). Again, proponents of the logic argue that a change of logic primarily means a 

change in perspective (Vargo and Lusch, 2004a, p.2) without declaring how their 

epistemological and ontological assumptions relate to each other. They have also stated 

that even if S-D logic is a mindset and a lens through which to look at societal and 
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economic exchange, it does not yet have theory status (Vargo and Lusch, 2008a, p.257). 

S-D logic is therefore not a paradigm, but nevertheless claims to provide a foundation 

for a general theory of marketing and of the market. A paradigm shift takes place when 

the new paradigm becomes incompatible with the old. A new paradigm begins as an 

anomaly in the first paradigm, and therefore a paradigm shift as such should not be 

understood as cumulative as much as discrete (Tang and Collage, 1984). If this is true, 

then a paradigm shift cannot be found in the argument of Lovelock and Gummesson 

(2004) (O’Shaughnessy and O’Shaughnessy, 2009). 

Reconceptualising supply chains 

Supply chains were conceptualised in the early 1980s (Oliver and Webber, 

1992) to explain the management of materials across functional boundaries within an 

organisation, but were later extended to include upstream production chains and 

downstream distribution channels (Womack et al., 1990; Womack and Jones, 1996; 

Harland and Clark, 1990; Christopher, 1992). Despite its popularity, there remain 

considerable confusion both in academia and practice about the definition of the term 

supply chains (Mentzer, et al., 2001). Christopher (1992) defines a supply chain as a 

network of organisations that are involved, through upstream and downstream linkages, 

in the different processes and activities that produce value in the form of products and 

services in the hands of the ultimate consumer. In other words, a supply chain consists 

of multiple firms, both upstream and downstream, and the ultimate consumer. The 

upstream relates to the relationships between an enterprise and its suppliers, and 

suppliers’ suppliers, whilst the downstream relates to the relationship between an 

enterprise and its customers. The Council of Supply Chain Management Professionals 

(CSCMP) defines supply chain management to include the management of materials 

and information that occurs between the raw materials and the end customer. This 

includes all logistics, materials handling and purchasing. The goal is to increase 

efficiency and lower costs for the end customer. 

Traditionally, supply chains have been characterised by arms-length, even 

adversarial relationships between the different actors. The practice of sharing 

information, either with suppliers or customers was minimal. More recently, however, 

there have been encouraging signs of a greater willingness to work in the spirit of 
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cooperation and collaboration in many supply chains. Getting the right product, at the 

right price, at the right time to the consumer is not only a requirement to competitive 

success but also the key to organisation survival and growth (Christopher and Towill, 

2001). This development is essential because research shows that an important 

requirement for improved supply chain performance is an understanding of the network 

that connects the business to its suppliers and their suppliers, and to its downstream 

customers and their customers (Christopher, 2004). A growing body of research into the 

study of relationships affirms that there are opportunities for mutual advantage if 

information is shared between actors of a business engagement (Christopher, 1992; 

Ellram, 1990; Macbeth and Ferguson, 1994; Hines, 1994). Supply chain literature 

stresses the increasing importance of measuring and monitoring performance within 

relationships because of the increased dependency between the actors of business 

engagements (Ellram and Carr, 1994).  

Despite the significance of the supply chain, it has been criticised by some 

practitioners and researchers for its simplistic view of the supply system and its inability 

to incorporate strategically the complexities and inter-organisational relationships that 

take place among firms (Harland, et al., 2000). The reality is that, most firms have 

acknowledged the significance of supply network partnerships and have transitioned 

from the hierarchical, vertically integrated format of supply chain to a network of 

partnerships with key stakeholders (Christopher and Juttner, 2001). The increasing 

preference and incorporation of supply networks into supply chain research represents 

an attempt to make the concept wider and more strategic by harnessing the resource 

potential of the network in a more effective manner (Lamming, et al., 2000).  

Perhaps it is significant to acknowledge that, historically, the entire supply 

system was considered by both academics and practitioners as a dyadic linkage, where 

business activities took place between the firm and customer (Harland, et al., 1999). 

Academics and practitioners soon realised that the dyadic was a rather myopic approach 

for assessing supply systems, and proposed the supply chain as the most suitable 

concept for explaining the interrelationship between firms, suppliers and other 

stakeholders. However, events in the business world necessitate what appears to be a 

gradual shift from supply chains to supply networks, as it is becoming increasingly 

evident that the supply chain does not address the many linkages firms go through to get 
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desired results (Harland, et al., 1999). Essentially, the supply chain has been criticised 

for being a simple way of conceptualising a complex business model. Indeed, it is 

evident that modern businesses or firms compete as extended enterprises, examining the 

inter-relationships across an entire industry sector where frequently buyer and supplier 

roles can be reversed several times throughout the network structure (Harland, et al., 

1999). In a network organisation, it is critical for enterprises to realise and operate as if 

their businesses are not separate entities but within a broad network enterprise where the 

interests of many stakeholders need to be unified with the customer and the enterprise 

(Lusch and Webster, 2011). 

In a network, because each partner’s success is tied to the success of the overall 

network, firms as much as possible pursue common goals. Firms within a network must 

understand the processes involved in establishing, nurturing, developing, and 

maintaining successful relationships with all the firm’s exchange partners (Hunt and 

Morgan, 1994). Currently, most firms have come to terms with the fact that, business 

operations are far bigger and wider than the dyadic and the chain, considering their 

interactivity and complex relationships with suppliers, customers, partners and other 

stakeholders. In other words, the network perspective has begun to replace the dyadic 

and chain perspectives because interactivity (Gummesson, 2006) has taken hold of the 

hitherto unidirectional flow models, and relationships are developing as a super-ordinate 

concept of a model of one entity acting on the other (Ulaga and Eggert, 2006). The firm 

must be understood as a complex network mechanism, linking customer value and the 

value of the firm for all its stakeholders (Lusch and Webster, 2011).  

Researchers of inter-organisational business networks describe network 

organisations as autonomous organisations with high degrees of interdependence and 

co-operation. The bond among these autonomous organisations lies between resources 

and activities which identify them as a network (Knight and Harland, 2005). Supply 

networks are nested within wider inter-organisational networks and consist of inter-

connected entities whose main purpose is the procurement, use and transformation of 

resources to provide packages of goods and services (Harland, et al., 2004). Proper 

management of supply network interfaces that connect the individual actors and 

exchange, and leverage knowledge across the network is essential, because the strength 

of the relationships at the interfaces can become the basis for building organisational 
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reputation and creating an environment more conducive for co-operation and knowledge 

sharing (Christopher, 2009).  

The idea that knowledge can be gained through a closer relationship with 

stakeholders is now widely accepted (Bessant, et al., 2003) and organisations are 

increasingly exploiting the benefits of inter-organisational relationships. For instance, 

firms that lack specific internal competitive resources or capabilities make use of inter-

firm linkages to overcome this deficiency (Ahuja, 2000). Again, there is now a widely 

held view, particularly among researchers, that knowledge exchange among 

organisations is facilitated by network engagements (Grant, 1996). During the 

engagement process, organisations learn from each other and benefit from new 

knowledge developed by other organisations (Christopher, 2009). It must be noted that 

applying network management principles requires the need to integrate strategic 

decisions across the network from the customer end to the supplier end, which can be 

daunting yet crucial for the success of the firm (Juttner, et al., 2010). 

Although the network concept is a relatively new area of research, the term 

reflects a shift in emphasis from supply chains, to a wider concept of networks 

(Morgan, 2007). The network concept is stimulated by changes in global business 

which have resulted in the internationalisation of sourcing and distribution partly due to 

the search for cheap manufacturing labour; the breakdown of trade barriers to create 

larger economic areas for cooperation; the rationalisation of supply network 

organisations into global operators offering integrated solutions to their customers, 

among other factors (Morgan, 2007). These changes have impacted on the integration of 

supply systems, which have moved competition into a new phase, where systems 

compete against systems to create efficiency, and client value at each point of the 

system (Jarratt and Fayed, 2001). Consequently, firms are integrating individual 

operational functions, and externalising the focus of their management of operations 

beyond the firm’s boundary, upstream into their suppliers, into suppliers’ suppliers, and 

downstream into their customers and their customers’ customers (Harland, et al., 1999). 

Networks have risen to prominence due to industrial restructuring, large-scale 

downsizing, vertical disaggregation and outsourcing, and the elimination of 

management layers. Replacing them are leaner, more flexible firms focused on core 

technology and processes. These firms are closely aligned in a network of strategic 
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alliances and partnerships with customers, suppliers, distributors and competitors 

(Achrol, 1997). Business networks are forming around knowledge bases such that the 

maximisation of knowledge is obtained through network collaboration rather than 

individual business units. Such knowledge-driven networks rely on external actors to 

acquire the desired resources for the firm to grow and survive (Nonaka and Takeuchi, 

2005). It is important for the firm to realise that, whereas tangible assets such as land, 

labour, machinery, and raw materials are relatively easy to access, to achieve a 

sustainable competitive advantage, the firm must also focus on those assets that are rare, 

durable, not easily traded, and difficult to imitate (Batt and Purchase, 2004). As 

networks potentially provide the firm with access to information, resources, markets, 

and technologies, relationship building may not only be the most important resource of 

the firm (Gadde, et al., 2003), but also the source of a sustainable competitive advantage 

(But and Purchase, 2004). Again, reliance on other network actors ensures that 

collaboration between internal and external actors requires expertise and competence if 

the relationship is to be successfully maintained. Indeed, reciprocity and reliance on 

other firms ensures that firms are required to both give resources to the network and 

take resources from the network to collaborate. In an increasingly dynamic and 

turbulent business environment, a firm’s ability to develop and successfully manage its 

relationships with other firms is emerging as a key competence and a source of 

sustainable competitive advantage (Batt and Purchase, 2004). 

To reduce costs, increase efficiency and improve flexibility in networks, it is 

important to improve coordination of the flow of goods and information across intra and 

inter-organisational boundaries. Indeed, research has identified that one of the key 

challenges to efficient network performance is that of effective coordination of activities 

(Gunter, et al., 2006). The issue of effective coordination is further compounded by the 

increasingly complex and dynamic nature networks have assumed (Harland et al., 

2003). Accurate and timely information sharing among network partners is critical as 

the quality of coordination processes is highly dependent on the visibility and accuracy 

of all information required for effective performance (Gunter et al, 2006). 

Effective management of the procurement function has been recognised as a 

critical element in supply networks (Leenders and Fearon, 1997). This recognition is 

necessitated by the strong reliance on outsourcing. Most organisations have increasingly 
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concentrated on their mainstream business, and have thus focused on a limited set of 

activities (Gadde and Hakansson, 2001). So buying organisations need to construct and 

manage strategic supplier portfolios and set up strategic supplier management systems 

in order to tap the potential and capabilities of the supply base and individual suppliers 

(Wagner and Johnson, 2004). The procurement function is concerned with rationalising 

the supplier base and selecting, coordinating, appraising the performance of suppliers 

and developing the potential of suppliers, and where appropriate, building long term 

relationships (Lysons and Farrington, 2006). In relation to relationship building, there is 

evidence to suggest that some firms’ performance has improved by closely aligning 

with key suppliers (Stuart, 1993). Long term supplier relationships involve the selection 

of and continuous involvement with suppliers, which are viewed as critical over an 

extended period of time. Firms seek enduring relationships with suppliers who have 

exceptional performance or unique technological expertise (Monczka, et al., 2002). 

Such relationships would normally involve the few suppliers that provide items and 

services that are critical or of higher value. A major impetus to developing 

collaborations has been the push to develop core competencies and strategic capabilities 

within the firm, while outsourcing everything else (Monczka, et al., 2002). 

The procurement function 

Traditionally, the procurement manager was perceived as a passive employee 

who makes no direct contributions to the organisation, but merely helps other 

departments achieve organisational goals. Transactional activities such as issuing 

invoices, writing requisitions, processing purchase orders, among other tasks, are 

conceived as not needing any special expertise, something the least trained person in the 

organisation could perform (Giunipero, et al., 2005). This has changed as the 

procurement function is fast moving towards the performance of tactical and strategic 

duties. Propelling this move is the current complex and dynamic business environment 

requiring that practitioners get involved in strategic areas of business operations such as, 

new product development, integrated supplier programs, e-procurement, international 

sourcing, among others (Denslow and Giunipero, 2003). In this regard, most 

organisations recognise that strategic procurement is an important element of an 

organisation’s competitive weapons, and must be aligned with suppliers and customers 
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across the supply network (Geraint, 2003). Strategic skills are now more highly desired 

in the procurement profession by many organisations than ordinary traditional buying 

skills (Giunipero, et al., 2006). 

On the academic front, the procurement function has been a neglected area of 

study even though governmental entities and public procurement practitioners have 

diligently worked to improve public procurement practices (Thai, 2001). Government 

procurement has evolved as a critical major economic activity of government and an 

unprecedented demand has emerged for highly capable procurement professionals 

(Scott, 2008). Too often, the procurement function has been undertaken without 

professional support, and procurement practitioners have focused on the process rather 

than the desired outcome. In order to perform the procurement function efficiently, 

practitioners must possess the capacity and ability to research the supply base, conduct 

effective and efficient supplier assessment and selection, and be able to identify the 

appropriate level of investment in suppliers’ relationship specific assets (Giunipero, 

2006). Whilst both academics and practitioners agree that efficient and effective 

procurement can lead to sustainable competitive advantage, there appear to be little 

empirically based research in the area (Cousins, et al., 2006).  

The procurement function constitutes a key part of the supply network process, 

ensuring that appropriate goods and services are sourced and obtained (Fritz Institute, 

2006). Procurement as a profession is made up of a large body of knowledge that 

operates within a diverse, complex, and fragmented environment. Until recently, the 

procurement function was regarded as a clerical function that received minimal 

recognition from administrators and policy makers (APCC, 2006). In Australia the 

APCC (2006) reports that, public procurement is often undertaken without professional 

support; a practice which results in sub-optimal value for money decisions, and 

unnecessary high prices being paid for goods and services. As pressure mounts on a 

more efficient and effective procurement function, practitioners are being challenged to 

focus primarily on the strategic aspects of their profession and less on routine 

transactions (Matthews, 2005). It is important to note that, because procurement did not 

establish itself within the academic ranks until recent years, a search of contemporary 

literature shows little evidence that public procurement especially has penetrated the 

theoretical boundaries of strategic management, despite the profession’s efforts over a 
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decade to enhance, develop, and improve its profile in the eye of other professions 

(Matthews, 2005).  

Notwithstanding the seemingly slow pace of transformation of the procurement 

function, it is becoming evident that there is a shift away from the traditional 

administrative and transactional role of procurement, towards one which involves 

strategic partnerships, cooperative alliances and supply networks (Carr and Smeltzer, 

1997; Scheuing, 1997; Ramsay, 1998; Lamming et al., 2000; Handfield and Nichols, 

2002; Knudsen, 2003). In the literature, the procurement function is now deemed a core 

component of many organisations and considered to be of major strategic importance 

(Humphreys, 2001; Paulraj et al., 2006). However, to accommodate the concept of 

strategic procurement, organisations need to change their structures, or else risk being 

dysfunctional (Scheuing, 1997), and derail the impact procurement can have on their 

competitive positions (Carter and Narasimhan, 1996; Cousins et al., 2006; Giunipero et 

al., 2006).  

Despite the progress, it is evident from research that the evolution of the 

procurement function to the status of a strategic and critical function within 

organisations is not yet complete in the business world (Cox et al., 2005). Indeed, some 

senior management influenced by the current anti-clerical bias in the literature, are 

sceptical about the contribution the procurement function is making at the 

administrative level (Ramsay, 2006). To facilitate a shift of focus of the procurement 

function to a more strategic role demands that some changes are made to the 

procurement function to cope more effectively with new challenges and maintain 

organisational competitiveness. These changes include: expanding core processes such 

as supplier coordination, supplier base reduction, supplier development and market 

research, cost analysis, strategy formulation and planning, risk management, 

international sourcing, and category management (Giunipero et al., 2005, 2006; Cousins 

et al., 2006). The advent of new technology such as e-procurement, inter-organisational 

systems, enterprise resource planning (ERP) and electronic data interchange (EDI) 

systems; mean much of the paper-based routine tasks have been automated. The EDI is 

significant because it eliminates many of the time consuming steps involved in 

traditional information flow (Humphreys, 2001), hence allowing more time for 

practitioners to focus on new forms of supplier relationships, supply management, 
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advanced planning and value creating activities (Humphreys et al., 1998; Humphreys, 

2001; Croom and Johnston, 2003; Giunipero et al., 2005). These trends have facilitated 

the necessary transformation of the role practitioners play from a transactional to a more 

strategic level (Giunipero and Pearcy, 2000; Cousins et al., 2006).  

The APCC recognises procurement as a strategic cost-management function for 

which it is necessary to maintain high-level leadership; to plan effectively; source 

innovatively; to actively manage contracts; and to continuously improve processes. If 

better quality outcomes are to be delivered, there must be investment in enhancing 

practitioners’ skills and professionalism (Scott, 2008). The APCC suggests that because 

governments’ annual aggregated procurement spend is approximately AUD $214 billion 

dollars, constituting about 20 per cent of Australia’s GDP, it is necessary to invest in 

enhancing the skills and professionalism of procurement staff (Scott, 2008). In Ghana, 

public procurement represents about 17 per cent of GDP and about 80 per cent of tax 

revenue (World Bank, 2008). The large proportion of procurement in government 

spending implies that improved procurement practices could lead to costs reduction. 

Procurement in Ghana 

The public and private sectors are two different entities that have different work 

ethics, different roles and responsibilities in the economy, and different work 

parameters. In the case of public enterprises, the first objective is not for profit, but 

public good. On the contrary, for private enterprises, it is profit for the stakeholders. As 

a result of the dichotomy between the public and private sector procurement, some 

vendors are divided into those who serve the public sector and those who provide 

services to the private sector (Uyarra and Flanagan, 2010). Because public procurement 

is perceived as a major function of government, and governmental entities, several 

countries have instituted reforms in their public procurement processes aimed at 

encouraging competition, transparency, efficiency and ensuring accountability. These 

reforms have not come without challenges (Hunja, 2003), some of which include poor 

dissemination of procurement laws, and lack of proper education and training for 

practitioners (Forgor, 2007).  

The public sector deals mainly with service delivery to citizens and enterprises. 

However, since economies are moving towards a service-production, more and more 
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private companies are involved in selling services as part of their total offerings (Vargo 

and Lusch, 2004). Currently, the production pattern of both public and private entities is 

becoming more similar. Typically, government-provided services have been wholly or 

partly privatised, making the distinction between the private and public sectors blurred 

(Lindskog, and Brehmer, 2010). Private and public sector procurement is in many ways 

similar, but the organisation of the private procurement process is not stipulated by law, 

and the suppliers that find themselves unfairly treated for instance, in the tender process, 

have no legal jurisdiction to rely on apart from natural justice (Lindskog and Brehmer, 

2010). The most significant difference between public and private procurement is a 

stricter jurisdiction culminating from the desire to protect tendering companies from 

unfair treatment and to avoid corruption, bribery and the misuse of power by public 

procurers in general (Lindskog and Brehmer, 2010). Public procurement has to follow 

public procurement law and regulation that often imposes more rigorous procedures for 

the organisation to follow. All essential and organisational requirements as well as 

evaluation criteria must be decided a priori and published because of restrictions 

imposed by the public procurement law (Lindskog and Brehmer, 2010).  

In Ghana, the procurement function has not received much recognition from 

politicians and policy makers. This has led to less commitment to train practitioners 

responsible for procuring goods and services for various establishments including 

universities (Verhage, et al., 2002). In the past, due to apathy and the lack of interest in 

the development of procurement policies, there was a minimal legal framework for 

public procurement in Ghana (Westring, 1997; World Bank, 1996). The Ghana Supply 

Commission (GSC), used to be the only parastatal procurement agency mandated by 

government to be responsible for procuring all public goods (Verhage, et al., 2002). 

However, the GSC was faced with myriads of challenges including, inadequate 

qualified practitioners, lack of planning for the required goods, lack of appropriate 

database, and problems with transport logistics, which lead to unacceptable long 

delivery times. As a result, most sector ministries decided to carry out their own 

procurement (Verhage, et al., 2002).  

In relation to procurement education in Ghana, four polytechnics offer the 

Higher National Diploma (HND) in Purchasing and Supply, and two offer bachelor of 

technology (B.Tech) in procurement which started in 2011. The proliferation of private 
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university colleges is also helping to train practitioners as some of these colleges offer 

bachelor programs in procurement. Since the late 2007, the Ghana Institute of 

Management and Public Administration (GIMPA) have been offering procurement 

courses for practitioners. These courses are mostly World Bank/International Labour 

Organisation-funded certificate courses in World Bank procurement guidelines for 

procurement practitioners managing World Bank funded projects (Millennium 

Development Authority (MiDA), 2011). Ghana recognises that increasing the 

effectiveness of the use of public funds, including funds provided through official 

development assistance (ODA) requires the existence of an adequate national 

procurement system that meets international standards and that operates as intended 

(Osei-Tutu, Mensah and Ameyaw, 2011). For this reason it has reformed its public 

procurement regulations. The reforms have not been limited to regulations alone. They 

have included public procurement processes, methods, procurement organisational 

structure, and the workforce. The reforms have been as a result of joint efforts with 

various development partners like the World Bank, International Trade Centre, WTO, 

and UNCTAD (Osei-Tutu and Sarfo, 2008). 

The government of Ghana in a bid to rationalise public procurement practices, 

and responding to pressure from international financial institutions seeking transparency 

in public procurement and improved public financial management, enacted the public 

procurement act, (Act 663) in 2003 (Anvuur and Kumaraswamy, 2006). The enactment 

of the act ensured that modern trends in procurement are adopted to provide the much 

needed rigour to local procurement systems which had been flawed by inappropriate 

procurement practices such as corruption, nepotism, and other malfeasances (Osei-Tutu 

and Sarfo, 2008). The act provides for the establishment of a public procurement board 

(PPB) as a legal corporate entity. Procurement entities comprise all government and 

parastatal establishments that utilise public funds (Ministry of Finance, 2003). Public 

universities are therefore required to abide by procurement policies and procedures 

enshrined in the PPA (Knight et al, 2007). Under the provisions, public entities are 

mandated to establish tender committees that provide guidelines for concurrent 

approvals, awards and management of contracts to predefined value thresholds 

(Ministry of Finance, 2003). The tender committee is mandated to refer any 

procurement exceeding its value threshold to a tender review board. The tender review 
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board reviews all procurement activities for compliance with the PPA; provides 

concurrent approval or otherwise of procurement referrals, hears complaints and refers 

unresolved issues to the board. All procurement contracts must be tendered on an open 

competitive basis, except otherwise provided for in the act. Restricted tendering may be 

justifiable only on grounds of providing greater economy and efficiency and subject to 

the approval of the board (Ministry of Finance, 2003). 

The public procurement authority in its review in 2006 identified weaknesses in 

public institutions that needed urgent attention. These include, lack of qualified 

practitioners, incorrect interpretation and application of some provisions of the 

procurement act, slow pace in regularising the draft regulations, lack of clear procedures 

for emergency procurement, lack of training avenues for practitioners, poor record 

management, poor handling of suppliers’ complaints, poor procurement planning, poor 

contract management and high cost of advertisement (PPA, 2007).  

Higher education in Ghana 

Higher education in Ghana is offered at universities and institutions for post 

school professional education (Adei, 2006). Theoretical and some degree of practical 

education are offered by both public and private national and international universities. 

Professional education is offered by polytechnics and several national and international 

specialised colleges that are affiliated to local universities for the award of professional 

bachelor and postgraduate degrees (Nuffic, 2011). There are other professional 

institutions operating under various ministries and departments. One specialised 

institution, GIMPA operates under the office of the president and is affiliated to the 

National Council for Tertiary Education (NCTE). About two decades ago, all 

universities in Ghana were publicly owned and funded. However, by the end of 2009, 

the situation changed as a result of an educational reform program for the liberalisation 

of the education sub-sectors (Ministry of Education, (MoE) 2010). As a consequence a 

number of private university colleges sprung up offering various diploma and degree 

programs in a range of fields (Adei, 2006).  

Currently, Ghana has about 30 private university colleges accredited by the 

National Accreditation Board (NAB) offering various degree programs, all of which are 

affiliated to public universities in order to maintain high academic standards and also to 
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facilitate their development. Unlike public universities which have existed for decades, 

private university colleges can best be described as infant institutions, with a number of 

them accredited in 2011. Besides the public and private universities which are the focus 

of this research, there are public professional institutions, at least one regionally-owned 

(West Africa) tertiary institution, chartered private tertiary institutions, distance learning 

institutions, tutorial colleges, polytechnics, public and private colleges of education, 

public and private nurses’ training colleges, all offering various diplomas and degree 

programs (NAB, 2011)  

Universities like other tertiary institutions in the Ghana operate under a 

bicameral system of governance - the university council and the academic board. The 

university councils’ memberships include the chairperson, the vice-chancellor, 

representatives of convocation, as well as other unionised groups (NCTE, 2011). The 

councils are entrusted with public funds and therefore have a duty to observe the highest 

standards of corporate governance at all times and ensure that they discharge their 

duties with due regard for the proper conduct of public business. The academic boards 

formulate and carry out academic policies of the universities. The boards also oversee 

and regulate courses of instruction and study, regulate the conduct of examinations and 

the award of degrees, diplomas and certificates among others (NCTE, 2011).  

Three supervisory bodies, the NCTE, the national board for professional and 

technician examinations (NAPTEX), and the NAB are established as part of Ghana’s 

educational reforms program in the early 1990s. The NCTE is enjoined by law to advise 

the minister responsible for education on the development of institutions of tertiary 

education in the country. The council is responsible for policy coordination and 

implementation in the tertiary education sector. The NAB has responsibility for 

accreditation of both public and private institutions regarding the contents and standards 

of their programs. The NAPTEX is responsible for formulating and administering 

schemes of examinations, evaluations, assessments and certification for professional 

bodies, non-university tertiary institutions and private institutions. Despite the 

supervisory responsibilities of the NCTE, NAPTEX, and NAB, all tertiary education 

institutions in Ghana are regarded as corporate bodies with their own governing 

councils (NCTE, 2011).  
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Most Ghanaian universities offer both undergraduate and postgraduate study 

programs in various fields. Generally, the undergraduate programs run for four years, 

apart from certain special programs which may take longer than four years to complete 

(MoE, 2010). In relation to postgraduate study, all public universities offer doctoral 

degrees, masters’, and undergraduate degree programs (Adei, 2006). Admission into 

universities requires a senior high school certificate as well as other equivalent 

qualifications approved by the NAB. There are 10 polytechnics, with each located in the 

10 regions of Ghana, all of which are publicly owned and funded. Polytechnics offer 

programs leading to the award of advanced technician and craft certificates, higher 

national diplomas (HND), as well as bachelor of technology (B.Tech) degrees. A few 

polytechnics have introduced master degree programs in technology and other related 

fields (Nuffic, 2013). Table 4 gives the demography of public universities in Ghana 

(also see appendix I for the demography of private university colleges). 

Table 4: Abridged demography of public universities in Ghana 

No Institution Founded Certificates Awarded Location 

1 University of 

Ghana 

1948 Diplomas, Bachelors, Masters, 

PhD Degrees 

Accra, Ghana 

2. Kwame 

Nkrumah 

University of 

Science and 

Technology 

1952 Diplomas, Bachelors, Masters, 

PhD Degrees 

Kumasi, 

Ghana. 

3. University of 

Cape Coast 

1961 Diplomas, Bachelors, Masters, 

PhD Degrees 

Cape Coast, 

Ghana. 

4. University for 

Development 

Studies 

1992 Diplomas, Bachelors, Masters, 

PhD Degrees 

Tamale, Ghana. 

5. University of 

Education 

1992 Diplomas, Bachelors, Masters, 

PhD Degrees 

Winneba & 

Kumasi 

Campuses, 

Ghana. 

6. University of 

Mines and 

Technology 

2001 Diplomas, Bachelors, Masters, 

PhD Degrees 

Tarkwa, 

Ghana. 

Source: National Accreditation Board (NAB), Ghana, 2011 
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Although Ghanaian universities are wholly autonomous, public universities are 

financially dependent on government, and receive regular subventions from the MoE, 

with additional assistance from the Ghana education trust fund (GETFund). Universities 

also generate internal funds through consultancies, tuition fees from international 

students, rent from university housing, hospitals, veterinary fees, among others (Daniel, 

1996). The Ministry of Finance (MoF) has the responsibility for determining the 

quantum of public funds for public sector organisations. The NCTE has oversight 

responsibility for budget coordination in tertiary education. At the beginning of every 

fiscal year, the institutions present budgets based on various line‐items categorised 

under personnel emoluments, administration, services and investment, using the 

medium‐term expenditure framework approach. The NCTE discusses the budget 

submitted with the respective institutions and makes recommendations which are put 

together as the tertiary sector budget. The NCTE defends this budget at the MoE first, 

then at the MoF, and finally at the parliamentary select committee on education. Funds 

allocated to the sub-sector depend on the needs of the individual institutions, reflected 

in their respective budgets and negotiations undertaken by NCTE with the MoE. Apart 

from the administration fund which is disbursed directly to the institutions, approved 

budgets are released to NCTE for disbursement to the institutions. Personnel 

emoluments are released on a monthly basis upon the submission of expenditure returns 

and audited payroll by the institutions to NCTE which collates them and forwards them 

to the controller and accountant general for processing and action (Bailey, et al., 2011).  

National culture and institutional management in Ghana 

A major debate in management science is about the influence of national 

cultures on institutional management (Hofstede, 1983). This debate is particularly 

important in the era of global operations, as organisations need to know whether 

management controls that are effective in one national setting will have alternate levels 

of effectiveness if used in a different national setting (Chow, Shields, and Wu, 1999). 

Research has shown that national cultural values are related to workplace behaviours, 

attitudes and other organisational outcomes (e.g., Hall, 1976; Hofstede, 1980; 

Trompenaars, 1993). National culture is described as the collective mental programming 

of the people in an environment (Hofstede, 1983). Culture is a characteristic of 
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individuals, and it encompasses a number of people who are conditioned by the same 

education and life experience. Culture in this sense of collective mental programming, is 

often difficult to change, and if it changes at all, it does so slowly. The change is slow 

not only because it exists in the minds of the people but, because it has become 

crystallised in the institutions these people built together, their family structures, 

educational structures, religious organisations, forms of government, work 

organisations, law, literature, and settlement patterns depends on it (Hofstede, 1980). 

It is significant to note that, characterising a national culture does not mean that 

every person in the nation has all the characteristics assigned to the culture. National 

culture is a kind of average pattern of beliefs and values, around which individuals in 

the country vary (Hofstede, 1983). For this reason in describing national culture, the 

emphasis is on the common elements within each nation, especially the national norm, 

but not individuals (Hofstede, 1980). Hofstede’s (1984) work results in the creation of 

five indices of culture – uncertainty avoidance, power distance, individualism, 

masculinity and long term orientation, upon which the work-related values of 

individuals of different countries are purported to differ, has been received as seminal in 

cross-cultural literature (Pressey and Selassie, 2002).  

Hofstede describes power distance (PD) as indicating the extent to which a 

society accepts the fact that power in institutions and organisations is distributed 

unequally. It is reflected in the values of the less powerful members of society as well as 

those of the more powerful ones. The fundamental issue involved is how society deals 

with the fact that people are unequal. Some societies let these unequalities grow over 

time into inequalities in power and wealth. In institutions and organisations, the level of 

power distance is related to the degree of centralisation of authority and the degree of 

autocratic leadership. This relationship shows that centralisation and autocratic 

leadership are rooted in the “mental programming” of the members of the society, not 

only of those in power but also of those at the bottom of the power hierarchy (Hofstede, 

1983).  

In Ghana, the people accept a hierarchical order in which everybody has a place 

and which needs no further justification. Hierarchy in an organisation is seen as 

reflecting inherent inequality, and where subordinates expect to be told what to do at the 

workplace. According to Hofstede’s rating, Ghana rates high on the power distance 
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dimension, indicating a strong power distance and a possible centralisation of authority. 

The consequences of a high rating in PD are the tendency of subordinates not to take 

initiatives, and also to perceive the boss as the sole repository of knowledge. This kind 

of cultural setting where there is a general acceptance of unequal distribution of power, 

and a highly centralised authority may lead to apathy, and waste of man-hours due to 

possible bureaucratic procedures (1983).  

Uncertainty avoidance (UAI) indicates the extent to which a society feels 

threatened by uncertainty and ambiguous situations and tries to avoid these situations by 

providing greater career stability, establishing more formal rules, not tolerating deviant 

ideas and behaviours, and believing in absolute truths and the attainment of expertise 

(Hofstede, 1980). The fundamental issue involved in UAI is how society deals with the 

fact that time runs only one way. That is, we are all caught in the reality of past, present 

and future, and we have to live with uncertainty because the future is unknown and will 

always be. Some societies socialise their members into accepting this uncertainty and 

not becoming upset by it. People in such societies will tend to accept each day as it 

comes. They will be relatively tolerant of behaviour and opinions different from their 

own because they do not feel threatened by them. Other societies socialise their people 

into trying to beat the future. Because the future remains essentially unpredictable, in 

such societies there will be a higher level of anxiety in people, which becomes manifest 

in greater nervousness, emotionally, and aggressiveness (Hofstede, 1983).  

Ghana’s scores on cultural dimension indicate a high preference for avoiding 

uncertainty. This implies that Ghana maintains rigid codes of belief and behaviour and 

is intolerant of unorthodox behaviour and ideas. In these cultures, there is an emotional 

need for rules, people have an inner urge to be busy and work hard, precision and 

punctuality are the norm, innovation may be resisted, and security is an important 

element in individual motivation. Having an idea about the level of uncertainty 

avoidance in Ghana ensures that for instance, if one has plans of changing the status quo 

and bringing some innovations into the work life of the people, the person may have to 

tread cautiously until such a time that he/she is convinced that the people are ready to 

accept the new idea. Figure 1 depicts Hofstede’s national culture dimension for Ghana.  

Hofstede’s third dimension encompasses individualism (IDV) and collectivism. 

Individualism implies a loosely knit social framework in which people are supposed to 
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take care of themselves and of their immediate family only, while collectivism is 

characterised by a tight social framework in which people distinguish between relatives, 

clan, and organisations, and out-groups. Research has shown that probably the degree of 

individualism in a country is related to that country’s wealth (Hofstede, 1983). With a 

low score, Ghana is considered a collective society.  

Figure 1: Hofstede’s national cultural dimension for Ghana. 

 

 

This is manifest in a close long-term commitment to the member ‘group’, be that a 

family, extended family, and extended relationships. Loyalty in a collectivist culture is 

paramount, and over-rides most other societal rules and regulations. The society fosters 

strong relationships where everyone takes responsibility for fellow members of their 

group. In collectivist societies employer/employee relationships are perceived in moral 

terms, hiring and promotion decisions take account of the employee’s in-group, and 

management is the management of groups. With this kind of mindset, the entire 

workforce may be agitated just because of a perceived inappropriate behaviour of their 

superior(s). A perceived hatred by top management against one or two employees could 

affect the overall output of others, as they keep such closeness and solidarity among 

themselves (Hofstede, 1983). 

The masculinity (MAS) dimension expresses the extent to which the dominant 

values in society are “masculine” – that is assertiveness, the acquisition of money and 

things, and not caring for others, the quality of life, or people (Hofstede, 1980). The 
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fundamental issue involved is the division of the roles between the sexes in society. 

Human societies through the ages and around the globe have associated other roles to 

men only or to women only. All social role divisions are more or less arbitrary, and 

what is seen as a typical task for men or for women can vary from one society to the 

other. We can classify societies on whether they try to minimise or to maximise this 

social sex division. Ghana scores relatively low on this dimension and is thus 

considered a relatively feminine society. In feminine countries the focus is on “working 

in order to live”, managers strive for consensus, people value equality, solidarity and 

quality in their working lives. Conflicts are resolved by compromise and negotiation. 

Incentives such as free time and flexibility are favoured. Focus is on well-being, status 

is not shown. An effective manager is a supportive one, and decision making is 

achieved through involvement (Hofstede, 1983). 

The naive assumption that management is the same or is becoming the same 

around the world is not tenable in view of the demonstrated differences in national 

cultures. For instance, leadership in a collectivist society in a developing country like 

Ghana is a group phenomenon. A working group which is not the same as the natural 

in-group will have to be made into another in-group in order to be effective. People in 

these countries are able to bring considerable loyalty to their job, provided they feel that 

the employer returns the loyalty in the form of protection, just like their natural in-group 

does. In most developing countries, foreign management methods and ideas are 

indiscriminately imported as part of technology transfer, majority of which have failed 

to serve the intended purpose. The evident failure of most international development 

assistance to developing countries is at least partly due to the lack of cultural sensitivity 

in the transfer of management ideas (Hofstede, 1983). 

University supply systems  

The education sector depends a great deal on knowledge, skills, experience and 

information, and requires continual research to foster improvement and innovation in its 

operational activities (Habib and Jungthirapanich, 2010). Unfortunately, evidence 

suggests the contrary, as few researchers have ventured into the field of educational 

supply networks (Habib and Jungthirapanich, 2009). Over the years, supply network 

research has focused on manufacturing industries (Al-Turki et al., 2008), with sparse 
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research being carried out in the services industry (Fitzsimmons and Fitzsimmons, 

2004). Research interest in supply networks in universities has been even lower, as Al-

Turki et al., (2008) report that there has been minimal attempt at researching the subject 

in universities. O’Brien and Kenneth (1996), also intimate that virtually all supply 

network literature relates to physical goods with minimal attention to the services 

industry.  

Educational supply networks consist of the management of activities of 

stakeholders whose coordinated activities ensure that value is attained at the end of the 

process (Habib and Jungthirapanich, 2009). The goal is to integrate educational 

activities within and across institutions in order to achieve value for stakeholders. In 

other words, educational institutions collaborate and coordinate their activities with 

students, staff, suppliers, and employers of the institution’s graduates in order to meet 

stakeholder and societal expectations (O’Brien and Kenneth, 1996). Historically, the 

main purpose of educational institutions has been to teach and conduct research, and for 

centuries this has remained true. However, the manner in which higher educational 

institutions, especially universities, operate has been transformed from simple 

educational institutions to full enterprises with stakeholder interest increasing over the 

years (Comm and Mathaisel, 2008). With increased stakeholder interest, comes the 

challenge of how to coordinate and manage the increasing complexity and dynamics 

effectively and efficiently in order to satisfy stakeholders’ demand (Harland, et al., 

2003). 

A major challenge to most universities’ supply systems is that they act in 

isolation and in their own best interest without considering the overall efficiency of the 

entire network. The result is inefficiencies and rising costs of operation as a result of 

duplication of activities, and fragmented supply systems (Comm and Mathaisel, 2008). 

In a bid to surmount these challenges, some universities have resorted to the use of 

sophisticated ICT systems to manage relationships with stakeholders (Spohrer, 2007). 

Today, ICT facilities are used in all facets of universities’ management such as, record 

keeping, educational planning, data management, security, among others. It important to 

acknowledged that, just deploying ICT resources in universities may not solve the 

myriad challenges confronting these institutions, as some institutions are known to have 

failed even with all the ICT sophistications. The answer is therefore not in the 
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acquisition of sophisticated ICT alone, but rather how effectively and efficiently ICT 

resources are used to deliver desired results (Green, 2007). 

It must also be noted that despite the increasing use of technology to manage 

relationships, it is nonetheless imperative for universities to have adequate degree of 

knowledge and information about partners in their supply networks in order to make 

informed judgements about their requirements and expectations (Habib and 

Jungthirapanich, 2010). Indeed, the rising costs of university education (Immerwahr and 

Johnson, 2007) mean that stakeholders will continue to demand value for money 

(Comm and Mathaisel, 2008). Increased stakeholder interest in the activities of 

universities, coupled with intense competition for recognition, requires effective 

competitive strategies to survive in the industry (Pathak and Pathak, 2010). Thus, 

universities are now under pressure to minimise operational costs and improve 

operational efficiency by channelling resources only into activities that create value for 

their customers and other stakeholders (Goldsworthy, 2008). In order to meet 

stakeholders’ expectations and also stem the rising cost of university education, other 

initiatives such as outsourcing and supplier development programs have been 

introduced (Comm and Mathaisel, 2005). Outsourcing allows institutions the 

opportunity to engage the services of third party businesses to manage and operate non-

core business on their behalf (Jeffries, 1996). Activities such as food services, 

maintenance, security, bookstore, transport and healthcare, are the most likely activities 

to be outsourced to third parties.  

In response to the need to save cost and increase value, a number of universities, 

especially public funded ones, have adopted measures such as collaborating with other 

universities in various capacities for efficiency in their operations. Many universities 

collaborate to leverage economies of scale against price through consortium buying 

(Comm and Mathaisel, 2008). Under this practice, a number of universities pull 

resources together to buy in bulk in order to have strong bargaining power and also to 

enjoy economies of scale. Other areas of collaboration include knowledge sharing, 

technology transfer, research and development, among others. In addition to 

collaborating with other universities, it has become imperative that universities 

understand the needs of their customers, because adequate knowledge of customers and 



 

 

53 

 

customer complexities will afford universities the opportunity to stay ahead of their 

competitors (Makkar, et al., 2008).  

After the  review of the extant literature, it is evident that there is limited research on 

the procurement function in general, no research on the procurement function in 

Ghanaian universities, and no known research on the application of S-D logic into the 

procurement function in Ghanaian universities. The research thus addresses the gap in 

literature of an empirical investigation of the application of S-D logic into the 

procurement function in Ghanaian universities, through the research question: How can 

the application of S-D logic into the procurement function improve procurement 

performance in Ghanaian universities? The research contributes significantly to the 

body of knowledge in the areas of procurement, S-D logic, application of S-D logic into 

the procurement function in Ghanaian universities, as well as in the area of supply 

networks. 

Chapter summary 

The chapter examined the significance of supply network collaborations 

between partners in business engagements. The origin and ideology of the G-D logic 

was discussed. The G-D logic primarily argues that value is embedded in goods and 

services that firms deliver to consumers. With this notion, consumers play no role in the 

value creation process, but only take delivery of goods and services from suppliers. 

Contrary to the G-D logic assertion, S-D logic argues that, value creation is a reciprocal 

effort between partners who through relational exchanges jointly co-create value. S-D 

logic bases its foundation on operant resources – knowledge, skills, competence, and 

technology, and stresses that all economies are service economies because they depend 

on the application of knowledge, skills, competence and technology in order to be 

productive. S-D logic suggests that the fundamental basis of exchange is service, and 

that service is exchanged for service. The chapter also touched on some criticisms 

levelled against the concepts of S-D logic. 

The chapter also discussed what is labelled as ‘reconceptualising of supply 

chains’. The researcher reiterates calls for a paradigm shift from supply chains to supply 

networks. The reason arguably stems from the fact that business operations have 

become very complex and dynamic to be simplified as chains. The fact is that with the 
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current turbulent business environment, the most appropriate terminology to describe 

the interrelationships and interconnectivity among firms is certainly not a ‘chain’ but a 

‘network’. The chapter further discussed university supply networks, highlighting the 

various activities and processes universities engage in, in their quest to satisfy 

stakeholders. The significance of collaboration and cooperation among universities and 

their various departments were also examined. 

The procurement function in general was also reviewed. Some of the issues 

raised were the fact that procurement is moving from the transactional role to a strategic 

function. This new role demands new skill sets and a general re-orientation of 

procurement practitioners. To take advantage of procurement’s new role in 

organisations, practitioners must acquire the requisite expertise in order to contribute 

meaningfully to organisational success. Procurement in Ghana was discussed. 

Essentially, because public procurement in Ghana is backed by legislation, it is 

imperative that officials follow due process in the advertisement, tender, and award of 

contracts. For private sector procurement, procurement practices are not backed by 

government legislation. The chapter had a brief review of higher education in Ghana. 

The discussion centred on various issues pertaining to higher education in Ghana; 

amongst them are supervisory bodies, governance and administration, the general 

structure of the education system and some facts about public and private universities. 

The influence of national culture on institutional management in Ghana, with the aid of 

Hofstede’s cultural dimension was also examined. The chapter also discussed university 

supply systems. The next chapter will discuss the methodology and philosophical 

underpinnings of the research 
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Chapter 3: Research Methodology 

Introduction  

This chapter discusses the philosophical underpinnings and methodological 

approach of the research. The study adopts a qualitative research approach, following 

Strauss and Corbin’s (1990; 1998) grounded theory methodology. The choice of a 

qualitative approach is informed by the nature of the research question and objectives of 

the study (Strauss and Corbin, 1998). Thus, being a study area which has received 

minimal attention from researchers, a qualitative approach offers the opportunity to 

interact directly with research participants to assess first hand information about their 

activities. These interactions make it possible to better understand the research problem 

as there are very few or no earlier studies which one can infer information about the 

phenomenon under investigation (Leedy and Ormrod, 2005). Interactions with 

participants also make it possible to determine how meanings are formed and 

discovered through interpretation of respondents’ data. The dynamic nature of 

qualitative approaches, in contrast to the more rigid and structured positivist 

approaches, make it more appropriate for the phenomenon under investigation (Corbin 

and Strauss, 2008). 

The research methodology is based on Strauss and Corbin’s (1990; 1998) 

grounded theory approach, because it provides for a structured approach to data 

collection, analysis, and theory generation. Another reason for the choice of Strauss and 

Corbin’s (1990; 1998) grounded theory approach is their support for preliminary review 

of extant literature to give some insights into the phenomena under investigation before 

the commencement of data collection and analysis. Adopting this approach implies that 

the main literature review is undertaken later in the research to support the emerging 

theory. Strauss and Corbin’s approach is in stark contrast with Glaser’s approach which 

does not support the use of preliminary literature review on grounds that it gives the 

researcher a preconceived idea about the research problem, which might affect the 

emergence of theory. Glaser argues that, literature review should only be carried out 

after analysis in association with the emerging theory (Glaser, 1992). 

Ontologically, a nominalist perspective based on the assumption that the social 

world external to individual cognition is made up of names, concepts and labels which 
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are used to structure reality is adopted (Burrell and Morgan, 1979). Symbolic 

interactionism forms the epistemological basis for the study, as it provides a theoretical 

perspective for studying how individuals interpret objects and other people in their 

lives, and how this process of interpretation leads to behaviour in specific situations 

(Blumer, 1969). With a pragmatic inclination, symbolic interactionists hold the view 

that the meaning of objects resides in the behaviour directed towards them and not in 

the objects themselves. Thus knowledge of the world is acquired by active interpretation 

of the meaning of objects (Blumer, 1969). The epistemology provides the context for 

the research process, and has informed the choice of grounded theory as the most 

appropriate methodology for the phenomenon under investigation (Arminio and 

Hultgren, 2002).  

The chapter discusses in greater details grounded theory with emphasis on Strauss 

and Corbin’s approach, and its suitability and appropriateness in addressing the research 

question: How can the application of S-D logic into the procurement function improve 

procurement performance in Ghanaian universities. There are in-depth discussions of 

other qualitative research methodological options available and considered by the 

researcher – phenomenology, hermeneutic /interpretive phenomenology, and 

ethnography. These other considerations strengthened the justification for the choice of 

grounded theory methodology for this investigation. The chapter further discusses some 

criticisms against the use of grounded theory as a research methodology. Data collection 

and analysis processes and procedures are also addressed in the chapter. A schematic 

representation of the research methodology and method is shown in figure 2. 
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Figure 2: Summary of research methodology and method 

 

Source: Developed for this research, 2013 

Grounded theory – An overview  

Grounded theory is a qualitative research design where the inquirer generates a 

general explanation of a process, action, or interaction shaped by the views of a large 

number of participants (Creswell, 2007; Strauss and Corbin, 1998). Unlike the 

positivistic approach where hypotheses are formulated and tested for validity, grounded 

theory research seeks to inductively investigate issues of significance to specific groups 

of people, creating meaning through analysis and the modelling of theory (Glaser and 

Strauss, 1967; Glaser, 1978; Strauss and Corbin, 1998). The theory is the outcome of an 

inductive process of data collection (Morse, 2001), because the researcher has no 

preconceived ideas to prove or disprove with the emerged theory. In grounded theory, 

issues of significance emerge from interpreting stories that research participants relay 

through experience (Ghezeljeh and Emami, 2009). Grounded theorists do not just report 

or describe participants’ responses, but also interpret what is observed, heard, or read in 

order to report categories of meaning (Barnes, 1996). Since its emergence in the 1960s 
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grounded theory has brought great transformations to the process that articulates the 

discovery of theory from qualitative data (Robrecht, 1995). 

Grounded theory derives its theoretical underpinnings from pragmatism (Dewey, 

1925; Mead, 1934) and symbolic interactionism (Park and Burgess, 1921; Hughes, 

1971; Blumer, 1969). Symbolic interactionism explores the processes of interaction 

between people’s social roles and individuals (McCann and Clark, 2003). Interactions 

are termed symbolic because the processes use symbols, words, interpretations and 

languages (Denzin, 1989a). Symbolic interactionism is a branch of interpretivism, 

where the emphasis is on eliciting and understanding the way meaning is derived in 

social situations (Schwandt 1994). The objective of grounded theory is to develop 

theory from data, which are encompassed in a core category and related to concepts 

emerging from the research (McCann and Clark, 2003). Thus, grounded theory is an 

approach for generating theory that is grounded in and systematically derived from data, 

with an emphasis on the comparative method of constant, concurrent data collection and 

analysis. The aim is to develop a well grounded theory that describes, explains, 

interprets and predicts the phenomenon of interest (Glaser and Strauss, 1967; Charmaz, 

1990; Dey, 1999). Because theory is grounded in the data, it is significant that the 

researcher is immersed in the data; the culture and setting of the study. Immersion in the 

data assists the researcher to construct conceptually dense categories, enabling a 

thorough and clear portrayal of the situation (Denzin, 1989a). Grounded theory 

researchers consider the approach vastly different from other qualitative methodological 

approaches because, theory is dependent upon patterns found in empirical data, not from 

inferences, prejudices, or the association of ideas (Strauss and Corbin, 1990). Again, 

because concepts and design emerge from data, the researcher cannot enter an 

investigation with preconceived concepts, a guiding theoretical framework, or a well 

thought out research design (Strauss and Corbin, 1998).  

Grounded theory was developed at a point in the history of science when the 

prevalent opinion was that only quantitative or deductive studies could provide 

systematic scientific research (Alvesson and Skoldberg, 2000). Glaser and Strauss’ 

grounded theory therefore brings relief to qualitative researchers, who see grounded 

theory as unique from other qualitative approaches especially because of its concepts on 

theoretical sampling, concurrent data collection and analysis, and constant comparisons 
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of categories. Another unique feature is grounded theory’s emphasis on theory 

development through interpretation of participants’ responses (Strauss and Corbin, 

1998), a feature that makes it different among other qualitative approaches (Barnes, 

1996).  

The grounded theory methodology simultaneously employs the strategies of 

constant comparative analysis and theoretical sampling to facilitate the discovery of 

theory. The researcher works iteratively with these two techniques to capture the 

breadth and depth of the phenomenon. The concept of constant comparison between 

emergent theory and new data confirms that theoretical constructs are found across and 

between data samples, encouraging the collection of additional data until theoretical 

saturation has been reached (Glaser, 1978, 1992; Strauss and Corbin, 1998). With 

grounded theory, the theory evolves during the research process itself and is a product 

of continuous interplay between analysis and data collection (Glaser and Strauss, 1967; 

Glaser, 1978; Charmaz, 1983; Strauss, 1987; Strauss and Corbin, 1990; 1994). 

Grounded theory stipulates that enquiry is always context bound and facts should be 

viewed as both theory laden and value laden (Goulding, 2002). More importantly, the 

grounded theory methodology is most commonly used to generate theory in study areas 

where little is already known, or to provide fresh information on existing knowledge. 

With grounded theory, the researcher must work in the actual environments in which 

the actions take place, in natural situations, in order to analytically relate participants’ 

perspectives to the environments through which they emerge (Baszanger, 1998). 

The grounded theory is constructed as relationships emerge among categories 

that are identified within the context of ongoing data collection and comparative 

analysis. To obtain conceptual density, the investigator requires an emic or insider 

approach when collecting and analysing data. This approach entails having empathetic 

understanding of the insider’s point of view; exploring and uncovering the meanings 

they give to their ideas, feelings, experiences and perceptions, rather than imposing an 

etic or researcher’s (outsider) perspective (Boyle, 1994; Harris, 1976; Mennell, 1974; 

Stern, 1994). The insider’s perspective must be tempered with the realisation that 

meanings are frequently ambiguous and unclear while being dynamic and evolving 

(Addison, 1992; Holloway and Wheeler, 1996). The researcher then takes an etic 

perspective to interpret the meanings of participants’ data and provide explanations for 
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events and actions (Boyle, 1994; Harris, 1976), enabling the systematic development of 

the phenomenon (Banister, et al, 1994). 

It is also significant to point out that contrary to the positivistic criticisms of 

grounded theory about its rigorousity, the theory offers a rigorous, orderly guide to 

theory development in which data collection and theory generation are seen as two parts 

of the same process (Glaser, 1978; Glaser and Strauss, 1967). Most importantly, this 

approach provides a model from which a researcher involved in naturalistic inquiry can 

think and work (Schatzman, 1991). The underlying assumption of grounded theory is 

that, people make sense of and order their social world even though, to the outsider, 

their world may appear irrational (Hutchinson, 1993). Grounded theory research is 

discovered empirically through induction, not deduction. Induction requires the 

researcher to move from practice to theory, to enter the field with no preconceived 

hypothesis from the literature or elsewhere, and to be open-minded and flexible, so that 

the theory emerges from the data (Streubert and Carpenter, 1995; Glaser and Strauss, 

1967; Hutchinson, 1993; Strauss and Corbin, 1990; 1998). It is only after initial data 

collection can provisional hypothesis be formed. Empirical verification of hypotheses is 

undertaken through further data collection (Holloway and Wheeler, 1996; Strauss and 

Corbin, 1990; 1998). The theory can be tested, allowing predictions to be developed 

deductively from general principles (Streubert and Carpenter, 1995). The 

responsiveness of grounded theory research is aimed at contextual values and not 

merely the values of the researcher. Grounded theory research therefore involves the 

formulation of local understandings that without inquiry by the researcher remain 

implicit and unexplained (Lincoln and Guba, 1985). 

Adopting Strauss and Corbin’s methodology 

As discussed earlier, the choice of a grounded theory approach was informed by 

the research question, together with the consideration of the applicability and 

appropriateness of the approach to the context of the phenomenon under investigation 

(Jeon, 2004). A preliminary review of extant literature in the study area reveals that 

there is no known research that explores the possibility of applying S-D logic into the 

procurement function in universities, and no research has been conducted on the 

phenomenon in the Ghanaian context. Additionally, no reported prior research has 
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investigated the application of S-D logic into the procurement function in Ghanaian 

universities using the grounded theory methodology. This research is therefore an 

innovative approach to addressing the phenomenon being investigated. As a result the 

research does not fit into the positivistic paradigm that aims to test existing theories or 

to investigate cause-and-effect relationships (Jeon, 2004). The researcher takes 

exceptions to positivist researchers who argue that qualitative research is unscientific 

and lacks rigour. The positivists’ argument lack basis because the grounded theory 

approach is applied in investigations especially when the topic of interest has been 

relatively ignored in the literature or has not been given much attention (Goulding, 

2002).  

The research adopts the grounded theory methodology because the area under 

investigation is relatively new and therefore requires in-depth investigation through 

personal interaction and observation of research participants through their activities, 

actions, processes, and procedures in order to interpret and make meanings out of their 

responses and behaviour. After reviewing the differences between Glaser, and Strauss 

and Corbin’s grounded theory approaches, it becomes evident that the latter’s approach 

is the most appropriate and suitable for this study because Strauss and Corbin’s (1990; 

1998) suggestion of a more systematic, and analytic procedure where the researcher 

focuses on a process, action, or interaction. Although Glaser and Strauss (1967) provide 

some guidelines for conducting qualitative research, these guidelines have been 

criticised by qualitative researchers as being too abstract and lacking practicality 

(Charmaz 2000). Indeed much of the controversy surrounding Glaser and Strauss’ 

approaches stems from differences in perspectives regarding guidelines for data 

collection and analytic processes and procedures. For instance, Glaser (1992) argues 

that Strauss and Corbin’s (1990) approach is not just a different version of grounded 

theory but, rather, a completely different method that results in a full conceptual 

description of the relationships between categories and concepts as opposed to grounded 

theory (Walker and Myrick, 2006). 

These differences notwithstanding, grounded theory has not undergone 

significant changes in form since its introduction in 1967. In most cases it is the 

specificity of its procedures that has been elaborated in some detail as the approach has 

evolved in practice. Strauss and Corbin (1990), explain that the procedures of grounded 
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theory are designed to develop a well integrated set of concepts that provide a thorough 

theoretical explanation of social phenomena under investigation, and stress that 

grounded theory should explain as well as describe phenomena. Again, the grounded 

theory methodology because it is drawn from data, offers insight, enhances 

understanding, and provides a meaningful guide for action. In addition, because analysis 

begins with the commencement of interviews and observation, it drives the data 

collection from the constant interplay between the researcher and the research itself 

(Strauss and Corbin, 1998). The methodology stresses that theory must come from data, 

not prior knowledge, and that the operations leading to theoretical conceptualisations 

must be revealed. The goal is to generate a theory that accounts for behaviour which is 

relevant to those involved (Glaser, 1978).  

Strauss and Corbin’s (1990; 1998) approach to grounded theory supports a 

preliminary review of extant literature to give some insights into the phenomenon under 

investigation before the commencement of data collection and analysis, stressing its 

significance in enhancing theoretical sensitivity. A preliminary review of extant 

literature is crucial to this study because the literature helps enhance researcher 

confidence and also builds the researcher’s motivation for carrying out an investigation 

in the study area knowing that no research on S-D logic’s applicability to the 

procurement function in Ghanaian universities has been conducted. The preliminary 

literature review assists in the formulation of the research question and problem and 

drives the interview process. In relation to the research problem, Glaser argues that the 

researcher should not undertake an investigation with any preconceived notion about 

what constitutes the research problem, explaining that the problem emerges in the 

process of theoretical sampling, open coding and constant comparative analysis in 

response to early interviews and observations (Glaser, 1992). Strauss and Corbin (1998) 

disagree with Glaser when they suggest that the research problem can be identified 

through other means such as, personal and professional experience, technical and non-

technical literature, and can also be identified in the research itself. Indeed, it will be an 

intellectual dishonesty to suggest that a professional carrying out an investigation in an 

area will have absolutely no knowledge or idea about the research problem.  

To ensure credibility of research findings, a number of processes have been 

established. Whilst admitting that it is impossible to have a state of complete objectivity 
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in every piece of research, Strauss and Corbin (1998) stress the importance of 

recognising that subjectivity is an issue in research, so that appropriate procedures are 

taken to minimise its intrusion into analysis. It is important to understand and also 

acknowledge that researchers’ understandings are often based on the values, culture, 

training, and experiences that they bring to the research situations, which might be quite 

different from those of their respondents (Bresler, 1995; Cheek, 1996). Sandelowski 

(1993) argues that the theories that we have within our heads inform our research in 

multiple ways, even if we use them quite unconsciously. Dey (1993) explains that, there 

is a difference between an open mind and an empty mind. These statements are 

certainly not meant to negate the significance of objectivity in research projects, but 

instead represent a genuine admission of the fact that subjectivity is always a part of 

every research activity. Strauss and Corbin (1998) suggest that to maintain an objective 

stance, investigators must think comparatively. Thinking comparatively implies making 

constant comparisons of different incidents in the data to be able to stay grounded in 

them. The use of comparisons is to stimulate thinking at a property and dimensional 

level to gain some perspective when examining data (Strauss and Corbin, 1998). Indeed, 

“the rigours of the grounded theory approach force the researcher to look beyond the 

superficial, to apply every possible interpretation before developing final concepts, and 

to demonstrate these concepts through explication and data supported evidence” 

(Goulding, 2005, p.4). 

Ontology and epistemology 

Ontologically, the research adopts a nominalist perspective. The nominalist 

perceives the social world external to individual cognition as being made up of names, 

concepts and labels which are used to structure reality. Thus, nominalism is a 

representation of the names and labels we attach to experiences and events which are 

important. Nominalism opposes any real structure to the world which these concepts are 

used to describe (Burrell and Morgan, 1979). Subsequently, the names used are 

regarded as artificial creations whose utility is based upon their convenience as tools for 

describing, making sense of, and negotiating the external world. Nominalists believe 

that there is a reality independent of individual cognition, in which there are particulars, 

but the universal concepts used to describe and categorise them are only social 
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constructions. Indeed things can be classified in many ways, depending on the situation; 

there are no fundamental structures in reality, they exist only in our own account of the 

world (Burrell and Morgan, 1979).  

The concept of epistemology refers to underlying assumptions about how it is 

possible to acquire knowledge about social reality, and how the knowledge that exists 

can be made known (Blaikie, 1993). The epistemological assumptions of grounded 

theory are derived from symbolic interactionism, which explores the processes of 

interaction between people’s social roles and behaviours (Mead, 1934). Interactions are 

symbolic because the processes use symbols, words, interpretations and languages 

(Denzin, 1989a). It is significant to understand that symbolic interactionism is a branch 

of interpretivism, where the emphasis is on eliciting and understanding the way 

meaning is derived in social situations (Schwandt, 1994; Stern, 1994). The foundations 

of symbolic interactionism were laid by Mead, a social psychologist who was 

influenced by American pragmatism, in particular the views of Dewey. However, it was 

Blumer (1969), who developed the idea into a research approach (Strauss, 1993). 

Blumer (1969), proposed a methodological position for symbolic interactionism, 

maintaining that to understand the world, one must analyse it in terms of participants’ 

actions and interactions. The researcher must be able to actively interact with the 

participants being researched and see things from their point of view, and in their 

natural context. Symbolic interactionism therefore follows an interpretive perspective 

with the goal of understanding the world of lived experience from the point of view of 

those who live it (Schwandt, 1994). Underlying symbolic interactionism is the 

assumption that individuals act on the basis of the meaning that things have for them 

(Benzies and Allen, 2001). Symbolic interactionists believe that researchers need to 

explicate the process by which meaning is developed and the nature of meanings that 

are represented in interactions between or among human beings, and also that these 

meanings are understood only through interpretation (Schwandt, 1994). In other words, 

for the symbolic interactionist, ‘meaning’ is one of the major elements in understanding 

human behaviour, interactions and social processes. 

Symbolic interactionism is based on the view that people construct their world 

on the basis of individual perceptions of that world. It further holds that individuals 

structure the external world by their perceptions and interpretations of what they 
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conceive that the world will be (Benzies and Allen, 2001). Subsequently, the world 

exists separate and apart from the individual’s perception of it, but it is the individual’s 

perception of the natural world that influences behaviour (Blumer, 1969). Symbolic 

interactionists suggest that each individual and the environment are inextricably linked 

through reciprocal relationships, and argue that ideas and behaviours are distinctive 

processes that are constantly changing depending on how the individual interprets the 

world (Benzies and Allen, 2001). Symbolic interactionists hold the pragmatic view that 

the meaning of objects resides in the behaviour directed toward them and not in the 

objects themselves. Thus, knowledge of the world is acquired by active interpretation of 

the meaning of objects. Symbolic interactionists stress that the individual and the 

context in which that individual exists are inseparable, and explain that truth is tentative 

and never absolute because meaning changes depending on the context for the 

individual (Benzies and Allen, 2001). 

Blumer (1969) suggests three premises underpinning symbolic interactionism. 

The first premise states that, people, individually and collectively, act on the basis of the 

meanings that things have for them. In other words, people do not respond directly to 

things but attach meaning to the things and act on the basis of meaning. Underlying this 

premise is the presupposition that the world exists separate and apart from the 

individual, but that the world is interpreted through the use of symbols in the process of 

interaction. People then act on the meaning that is derived from symbolic interaction. 

The second premise explains that, meaning arises in the process of interaction among 

individuals. Meaning for an individual emerges out of the ways in which other 

individuals act to define things. Symbolic interactionists assume that individuals are 

able to act because they have agreed on the meanings attached to things in the 

environment (Benzies and Allen, 2001). The third premise states that, meanings are 

assigned and modified through an interpretive process that is ever changing, subject to 

redefinition, relocation and realignments (Blumer, 1969). Thus the symbolic 

interactionist takes a non-deterministic view of the individual and assumes that there is 

freedom of choice in human behaviour, although that choice is constrained by societal 

and cultural norms. Consistent with the stated premises, Blumer (1969) proposes the 

methodological position for symbolic interactionism, maintaining that to understand the 

world, it is imperative to analyse it in terms of the participants’ actions and interactions. 
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The researcher must be able to actively interact with the persons being researched and 

see things from their point of view, and in their natural context.  

Other Methodological Considerations 

The researcher, before deciding on Strauss and Corbin’s grounded theory 

approach considered other qualitative methodological approaches for their 

appropriateness and suitability in investigating the research problem. Among these 

considerations - Husserl’s phenomenology, hermeneutic/interpretive phenomenology, 

and ethnography. These approaches are thoroughly reviewed, and reasons for their 

being considered inappropriate or not feasible for a research on the applicability of S-D 

logic into the procurement function in Ghanaian universities are discussed.  

Husserl’s Phenomenology 

According to Cope (2005, p.164), “the philosophy of phenomenology was first 

developed by Husserl (1965) in the early 20
th

 century, based on the works of Brentano 

(1911), whose works were later developed by Schutz, Heidegger, Merleau-Ponty and 

Sartre”. Phenomenology is essentially the study of people’s lived experience or their 

descriptions of phenomena in their ‘life world’ (van Manen, 1997). Its emphasis is on 

the world as lived by a person, not the world or reality as something separate from the 

person (Valle, et al., 1989). Husserl (1970) explains the ‘life world’ as what people 

experience pre-reflectively, without resorting to categorisation or conceptualisation. 

Husserl argues that phenomenological research is a way of reaching true meaning by 

searching deeper and deeper into reality. A major distinguishing feature of 

phenomenological research is that, analysis does not start with the objective world as is 

the case in natural sciences and in much of social sciences, but with ‘mental 

directedness’, or that which the mental is about, or directed to (Aspers, 2009).  

Applying the concept of phenomenology requires the researcher to be concerned 

with the lived experiences of people involved with the issue that is being investigated 

(Holloway, 1997; Kruger, 1988; Kvale, 1996; Maypole and Davies, 2001; Robinson and 

Reed, 1998). The researcher’s preoccupation is to describe as accurately as possible the 

phenomena, refraining from any pre-given framework, while remaining true to the facts 

(Groenewald, 2004). Husserl further argues that both minds and objects occur within 
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experience, thus eliminating mind-body dualism. Husserl perceives consciousness as a 

co-constituted dialogue between a person and the world, and sees access to the 

structures of consciousness not as a matter of induction or generalisation, but as a result 

of direct grasping of phenomena (Valle, et al., 1989). This grasping of phenomena is 

seen as an intentional process, actively guided by human intention, not mechanistic 

causation (Polkinghorne, 1989). Husserl explains that intentionality and essences are 

keys to one’s understanding of phenomenology, and stresses that intentionality is a 

process where the mind is directed toward objects of study (Koch, 1995). With 

intentionality directing one’s focus, Husserl proposes that one could develop a 

description of particular realities (Laverty, 2003). The concept of intentionality seeks to 

explain the fact that, it is impossible to divide one’s experience from what is 

experienced. Thus, there is no independent, objective reality waiting to be discovered 

through rational, empirical, ‘scientific’ methods. The only ‘real’ world that can be 

described with adequacy is that which is pre-scientifically and subjectively experienced 

(Hammond, et al., 1991). The difference between phenomenological intentionality from 

“intention” or intend, is that, “the phenomenological notion of intentionality applies 

primarily to the theory of knowledge, not to the theory of human action. 

Phenomenology’s portrayal of consciousness as intentional is another way of saying 

that consciousness is always directed toward an object” (Sokolowski, 2000, p.8).  

Husserl’s philosophical assumptions rest on studying people’s experiences as 

they are lived every day, viewing these experiences as conscious (van Manen, 1990), 

and arriving at a description of the essence of these experiences, not explanations 

(Moustakas, 1994). The philosophy is based on the fact that experience as perceived by 

human consciousness has value and should be an object of scientific study (Giorgi, 

2008). Husserl believes that subjective information should be important to scientists 

seeking to understand human motivation because human actions are influenced by what 

they perceive to be real (Lopez and Wills, 2004). It is significant to understand that 

phenomenological research is inherently inductive, where theoretical propositions 

emerge from the descriptions of experience given by individuals under investigation 

(Cope, 2005). With phenomenological research, the focus is on experience as described 

from a first-person view, where researchers seek to apprehend a pattern as it emerges. 
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The phenomenologist researchers’ aim is ultimately to give a thematic description of 

experience (Thompson, et al., 1989).  

With Husserl’s descriptive phenomenological research, the goal of the 

researcher is to achieve transcendental subjectivity. This implies that “the impact of the 

researcher on the inquiry should be constantly assessed and biases and preconceptions 

neutralised, so that they do not influence the objective of the study” (Lopez and Wills, 

2004, p.728). However, just as in Strauss and Corbin’s (1990; 1998) grounded theory 

approach, phenomenologists admit that researchers cannot be completely detached from 

their own presuppositions and therefore should not pretend otherwise (Hammersley, 

2000), but instead endeavour to minimise their biases as much as possible. Finlay 

(2009, p.11) suggests that, “all phenomenologists accept that researcher subjectivity is 

inevitably implicated in research – some will say it is precisely the realisation of the 

inter-subjective interconnectedness between researcher and research that characterises 

phenomenology”. Giorgi (1994, p.205), reiterates the subjectivity assertion by arguing 

that “nothing can be accomplished without subjectivity, so its elimination is not the 

solution. Rather how the subject is presented is what matters, and objectivity itself is an 

achievement of subjectivity”. Having acknowledged the subjectivity stance, biases in 

phenomenological research are controlled through phenomenological reduction (Giorgi, 

2008). Husserl (1965) explains phenomenological reduction as a process of rendering 

oneself as non-influential and neutral as possible. Under this process the researcher aims 

to ‘bracket’ all previous understandings, past knowledge, and assumptions about the 

phenomenon in order to focus on the phenomenon in its appearing. In other words, 

bracketing is the process where the researcher holds in abeyance ideas, preconceptions, 

and personal knowledge when listening to and reflecting on the lived experiences of 

research participants (Drew, 1999). The researcher’s responsibility is to describe in 

textural language just what is seen, not only in terms of the external object but also the 

internal act of consciousness (Moustakas, 1994,). “Phenomenological reduction is not 

only a way of seeing, but a way of listening with conscious and deliberate intention of 

opening ourselves to phenomena as phenomena, in their own right, with their own 

textures and meanings” (Moustakas, 1994, p.92). 

Adopting a Husserlian phenomenological approach requires the use of 

imaginative variation in order to discover essential characteristics of the phenomenon 
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being investigated. Free imaginative variation is a process in which a specific instance 

of the phenomena is explored through its range of forms (Paley, 1997). In free 

imaginative variation, the researcher attempts to vary the descriptive characteristics of 

the phenomenon under study in his/her imagination in order to see what the truly 

essential characteristics of the phenomenon are. If a change in the characteristic 

transforms the identity of the phenomenon then it will be considered essential (Giorgi, 

1994). The concept of free imaginative variation is therefore an activity dependent on 

the skill of the researcher to awaken possibilities (Maggs-Rapport, 2001). 

A significant difference between phenomenological research and grounded 

theory approach is that, although the views of a number of participants are collected in 

both approaches, instead of theorising from these views and generating a theoretical 

model, phenomenologists describe what all participants have in common as they 

experience a phenomenon. That is, phenomenologists work much more from the 

participants’ specific statements and experiences in search of essence rather than 

abstracting from their statements to construct an understanding from the researcher’s 

interpretations as in grounded theory (Creswell, et al., 2007). The purpose of 

phenomenological research is to reduce the experiences of persons with a phenomenon 

to a description of the universal essence – a “grasp of the very nature of the thing” (van 

Manen, 1990, p.177). The researcher therefore collects data from persons who have 

experienced the phenomenon and develops a composite description of the essence of the 

experience for all the individuals – what they experienced and how they experienced it 

(Moustakas, 1994).  

Hermeneutic/interpretive phenomenology 

Some researchers use the terms phenomenology and hermeneutics 

interchangeably (Van Manen, 1990). Phenomenology, the study of human phenomena, 

focuses on the ‘lived experience’ of people whereas hermeneutic refers to the 

interpretation of the experience (Wilson and Hutchinson, 1991). In other words, 

hermeneutics is the study of human cultural activity as texts with a view towards 

interpretation to find intended or expressed meanings (Kvale, 2008). As a contemporary 

philosophy and research approach, hermeneutics emphasises the human experiences of 

understanding and interpretation and is presented as people’s detailed stories which 
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serve as exemplars and paradigm cases of everyday practice and ‘live experiences.’ 

These practices and experiences are identified, described, and interpreted within their 

given contexts. The goal of hermeneutics research is to discover meaning and achieve 

understanding (Benner, 1985).  

Hermeneutics or interpretive phenomenology research emerged from the work 

of hermeneutic philosophers, including Heidegger, Gadamer, and Ricoeur, who argue 

for humans embeddedness in the world of language and social relationships, and the 

inescapable historicity of all understanding (Finlay, 2009). Like Husserl’s 

phenomenology, hermeneutic phenomenology is concerned with the life world or 

human experience as it is lived (Laverty, 2003). The focus is towards illuminating 

details and seemingly trivial aspects within experience that may be taken for granted in 

our lives, with a goal of creating meaning and achieving a sense of understanding 

(Wilson and Hutchinson, 1991). Heidegger focuses on ‘the mode of being human’ or 

‘the situated meaning of a human in the world’. With this ideology, Heidegger perceives 

humans as being primarily concerned creatures with an emphasis on their fate in an 

alien world (Annells, 1996; Jones, 1975). To Heidegger, consciousness is not separate 

from the world, but is a formation of historically lived experience. He argues that 

understanding is a basic form of human existence in that, understanding is not a way we 

know the world, but rather the way we are (Polkinghorne, 1983). Hermeneutics 

emphasise the significance of understanding as one’s background or situatedness in the 

world, and argue that a person’s history or background includes what a culture gives a 

person from birth and is handed down, presenting ways of understanding the world 

(Koch, 1995). 

According to Heidegger, pre-understanding is a structure for being in the world 

(Laverty, 2003). Pre-understanding is the meanings of organisation of a culture that are 

present before we understand and become part of our ‘historicality’ of background. Pre-

understanding is not something a person can step outside of or put aside, as it is 

understood as already being with us in the world (Laverty, 2003). Thus meaning is 

found as we are constructed by the world while at the same time we are constructing 

this world from our own background experiences. There is a transaction between the 

individual and the world as they constitute and are constituted by each other (Munhall, 

1989). Heidegger argues that every encounter involves an interpretation influenced by 
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an individual’s background. Polkinghorne (1983) describes the interpretive process as 

concentrating on historical meanings of experience and their development and 

accumulative effects on individual and social levels. The interpretive process is 

achieved through a hermeneutic circle which moves from the parts of experience, to the 

whole of experience and back and forth again and again to increase the depth of 

engagement with and the understanding of texts (Annells, 1996; Polkinghorne, 1983). 

This interpretive process includes explicit statements of the historical movements or 

philosophies that are guiding interpretation as well as the presupposition that motivate 

the individuals who make the interpretations (Barclay, 1992; Polkinghorne, 1983). 

Hermeneutic or interpretive phenomenology differs from that of Husserl’s 

phenomenology and grounded theory in the sense that, is considers the 

phenomenological reduction or bracketing, as an impossibility because research 

participants are too much ‘beings-in-the-world’ to achieve such a state (Cooper, 1999). 

In other words, whereas phenomenology uses bracketing to control researcher biases, 

and grounded theory adopts the concepts of constant comparisons and theoretical 

sensitivity to make findings credible, hermeneutics research has no such procedures in 

place, instead arguing that being in the world means researchers cannot detach 

themselves from the phenomena under study. 

Ethnographic research 

Ethnographic research is the method of long-term participant-observation 

(Babbie, 1995), and its original concepts of nature, construction and maintenance of 

culture still remain paramount today (Goulding, 2005). “Ethnographic research attempts 

to explicate structured patterns of action that are cultural and/or social rather than 

merely cognitive behavioural or affective” (Arnould, 1998, p.86). The hallmark of 

ethnographic research is fieldwork; working with people in their natural settings. The 

voices of participants are an important source of data and must be allowed to be heard in 

the written end-product, which should be a coherent, fluent and readable narrative 

(Boyle, 1994; Muecke, 1994). In ethnographic research, it is expected that researchers 

are honest and straightforward whilst in the field in order to gain trust and cooperation 

from the people being studied (Adler, 1990). As in all research projects, it is important 
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for the researcher considering using ethnographic research to understand the various 

types of investigation that may potentially form the framework for analysis.  

The reactive nature of ethnographic research implies that the investigator is part 

of the world that is under study and is consequently affected by it (Boyle, 1994). This 

view has resulted in criticisms of value laden interpretations (Borman and Preissle-

Goez, 1986). It is stressed that, the interpreter does not take the data on face value, but 

considers it as a field of inferences in which hypothetical patterns can be identified and 

their credibility tested. This usually entails a long and discursive process over data 

interpretation, reasoning, and the fit to related studies (Agar, 1983; Borman and 

Preissle-Goez, 1986). Again in ethnographic research, insider and outsider views 

combine to provide deeper insights than would be possible by the participating group(s) 

alone. The emic perspective is at the heart of ethnographic research, whilst the etic 

perspective is the researchers’ abstractions or scientific explanation of reality (Boyle, 

1994). 

There have been debates over whether ethnographic researchers’ should submit 

to subjectivity and immersing themselves in the research process on the one hand, or 

being objective and detaching themselves from the phenomenon under study on the 

other hand (Becker and Geer, 1990; Blumer, 1969; Burgess, 1992; Hammersley and 

Atkinson, 1983; Schatzman and Strauss, 1973). Proponents of the ‘objectivity’ 

perspective argue that, the researcher as much as possible should maintain a degree of 

detachment so as not to ‘go native’ - a situation where the researcher becomes a 

member of the scene, uncritically adopts its perspectives, and fails to return to the 

scientific to present findings (Adler, 1990). Research experts therefore encourage 

marginal roles for investigators in field settings, poised between familiarity and 

strangeness (Powdermaker, 1966), between being a stranger and a friend (Everhart, 

1977), to observe the essence of ongoing activity while inconspicuously fading into the 

background (Bogdan and Taylor, 1975; Bruyn, 1966; Burgess, 1982; Hammersley and 

Atkinson, 1983; Jarvie, 1969; Junker, 1960; Pollner and Emerson, 1983; Powdermaker, 

1966; 1956; Vidich, 1955; Williams, 1967). 

The concept of detachment and ‘objectivity’ has received criticism from other 

field researchers, who argue that field work, should build on its strength as a subjective 

approach to data collection (Douglas, 1970; 1976; Douglas and Johnson, 1977; 
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Feyerabend, 1972; Johnson, 1975; Mehan and Wood, 1975; Phillips, 1974). These 

researchers insist that the value of fieldwork lies not in how researchers maintain 

distance from data, but rather in how close they come to the phenomena (Adler, 1990). 

Researchers argue that, their human side gives field research its great understanding 

with those studied through immersion in the groups’ empirical world. Proponents 

contend that instead of taking a back stage lest they influence the setting, researchers 

should realise that there is no such thing as a fieldworker not influencing the setting 

(Jarvie, 1969). Rather by drawing close to the phenomenon, the feelings and insights 

that researchers develop can be utilised as data. Active researcher participation should 

therefore be encouraged both to enter the scene and to understand it (Adler, 1990). 

With regards to the analysis of ethnographic data, this involves the search for 

patterns, and ideas that help explain the existence of these patterns, taking into 

consideration emic and etic interpretations. Data analysis is done through the 

application of content analysis, where each word or phrase in a text is categorised by 

applying labels that reflect every concept (Goulding, 2005). More often, the 

ethnographer identifies categories and instances within the data by desegregating the 

text into series of fragments which are then regrouped under a set of thematic headings 

(Goulding, 2005). Comprehension is deemed to be complete when the researcher can 

describe the events, incidents and exceptions from an emic perspective (Morse, 1994). 

Synthesis, involves coding and content analysis where the data are pooled and 

constructed, and categories are linked. In ethnographic research, the analytical phase of 

theorising is seldom separated from the descriptive discourse or treated as a separate 

level with a distinct purpose (Morse, 1994). 

Ethnographic research is embedded in cultural theory and the establishment of 

etic and emic distinctions are ultimately linked to established theory (Goulding, 2005). 

Although the importance of ethnographic research as a theory-building tool has been 

acknowledged (e.g., Fine and Elsbach, 2000), less attention has been paid to the ways in 

which the ethnographic research approach might be an object of theoretical scrutiny in 

its own right (Harrington, 2003). Some researchers find issues arising from the conduct 

of ethnographic research surprising because ethnographers face a data-gathering 

problem that would seem to lend itself to social scientific analysis. In order to conduct a 

study, researchers must first gain the cooperation and trust of participants by 
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establishing interpersonal relationships with them (Berg, 1998). Yet while researcher-

participant relationships are acknowledged as the core of the knowledge-creation 

process in ethnographic research (Hammersley and Atkinson, 1995), accounts of the 

processes underlying the formation of such relationships are fragmented into isolated 

segments within the ethnographic literature (Harrington, 2003). While some 

commonalities can be found, there is a notable absence of coherence or unified insight 

into the social structural processes that shape interactions in the field (Harrington, 

2003), hence making ethnographic research not the most appropriate for the current 

study. 

Why adopt grounded theory over other methodological considerations? 

An assessment of the study area and topic - applying S-D logic into the 

procurement function in Ghanaian universities, informed the philosophical paradigm 

that enhances effective and efficient data collection and analysis, whilst maintaining 

credibility of research findings. After reviewing grounded theory, phenomenology, 

hermeneutics, and ethnography – the most probable qualitative alternatives for this 

research, the grounded theory methodology is deemed as most suitable and feasible for 

the phenomenon under investigation. Having discussed the probable methodological 

considerations earlier in the chapter, a brief account of why the preference for grounded 

theory is advanced. Firstly, grounded theory’s use of theoretical sampling where 

concepts are compared along properties and dimensions, and the principle of concurrent 

data collection and analysis until theoretical saturation is attained, as opposed to 

phenomenology’s purposive sampling and ethnography’s observation and immersion of 

the researcher to the group under study, makes grounded theory more appropriate and 

suitable for the study. In relation to data analysis, grounded theory’s concept of constant 

comparative approach where texts are analysed line by line, provisional themes noted, 

and subsequently compared with other transcripts in order to ensure consistency, and 

the principle of theoretical sensitivity makes findings more credible. As Goulding 

(2005) puts it, the rigours of grounded theory research forces the researcher to look 

beyond the superficial, to apply every possible interpretation before developing final 

concepts, and to demonstrate these concepts through explication and data supported by 

evidence.  
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Unlike grounded theory, ethnographic research is labour intensive and always 

involves prolonged direct contact with cultural groups in an effort to look for rounded, 

holistic explanations, and this is not feasible for this study. In ethnographic research, 

researchers virtually live with the group under investigation, immersing themselves 

deeply in the groups’ activities for the duration of the investigation, and this may result 

in researcher bias as there are no clear cut strategies to maintain researchers’ neutrality. 

Similar to ethnographic research, Heidegger’s phenomenology considers the 

phenomenological reduction or bracketing meant to reduce researcher bias and 

subjectivity as an impossibility because researchers are too much ‘being-in-the-world’ 

to achieve such a state (Cooper, 1999). In other words, this implies that the biases and 

assumptions of the researcher are not bracketed or set aside, but rather are embedded 

and essential to the interpretive process (Laverty, 2003). Indeed, in ethnographic 

research, the researcher is called on an ongoing basis, to give considerable thought to 

his or her own experience and to explicitly claim the ways in which their position or 

experience relates to the issues being researched. Thus, the research findings may 

include the personal assumptions of the researcher and the philosophical bases from 

which interpretation occurred (Allen, 1996; Cotterill and Letherby, 1993).  

Method 

The method of every research is determined by its philosophical underpinnings. 

In the method, data collection processes and procedures are highlighted, explaining 

reasons for the choice of a particular process or procedure over another. 

Data collection 

Descriptions of grounded theory approaches have given rather little attention to 

data collection, focusing rather on data analytic procedures (Charmaz, 2000). Thus 

arguably, there has been little to guide grounded theory researchers regarding the 

amount and kind of data that might be gathered. Data for grounded theory research are 

mainly collected through interviews and observations (Goulding, 2002). As in other 

qualitative approaches, data for a grounded theory research can come from various 

sources (Strauss and Corbin, 1990). The multiple data sources for this research lead to 
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data triangulation that can address the potential problem of trustworthiness of the 

research findings (Yin, 2009).  

Procurement practitioners of 30 public and private Ghanaian universities are 

interviewed and their responses transcribed. The researcher also observed procurement 

processes, practices, and procedures of the various universities and made interpretation 

of the activities in memos and field notes. Transcribed data are interpreted and then 

coded (Strauss and Corbin, 1990: 1998). The researcher’s objective is to interrogate the 

meanings created in social relationships, with the view of discovering how groups of 

people, define their realities on the basis of their understandings of interpersonal 

interactions (Cutcliffe, 2000). Because a grounded theory approach subscribes to theory 

being derived inductively through an iterative, concurrent process of data collection, 

coding, conceptualising, and theorising, wherein new data are constantly compared to 

emerging concepts until no new themes, categories, or relationships are discovered, the 

research follows this process until theoretical saturation is achieved (Fassinger, 2005).  

The researcher systematically carried out the procedures of data collection by 

completing various stages of interviews and observation for public Ghanaian 

universities, and then doing the same for private universities. At the outset, there were 

informal interviews of participants, and this informed the researcher about participants’ 

understanding of the research concepts, objectives and problems. The preliminary open-

ended informal interviews also assisted the researcher to make modifications to 

interview questions on the guide. Semi-structured interviews were then conducted on 

five public and twenty-five private universities. Theoretical saturation in the public 

universities was achieved when the participants started providing same information after 

interview sessions in five out of the six public universities. With regards to private 

university colleges, theoretical saturation occurred after the researcher interviewed 

twenty-five out of the thirty accredited institutions.  

In line with grounded theory’s methodology, data collection and analysis is done 

concurrently. The analyses are necessary because they inform the next interview and 

facilitate constant comparison of concepts (Strauss and Corbin, 1990). The adherence to 

procedures in data collection and analyses enable the researcher to capture all 

potentially relevant aspects of the issue under investigation as soon as they are 

perceived, and this is a major source of the effectiveness of the grounded theory 
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methodology (Strauss and Corbin, 1998). Then emerging concepts are used to classify 

the data separately and connections made between these concepts providing the basis 

for a fresh description (Dey, 1993). In grounded theory research, the basic unit of 

analysis is conceptualisations (Strauss and Corbin, 1998). Conceptualisation is used 

because incidents, events, and happenings are taken as, or analysed as, potential 

indicators of phenomena, which are thereby given conceptual labels. It is only by 

comparing incidents and naming like phenomena with the same term that a theorist can 

accumulate the basic units of theory (Strauss and Corbin, 1990). After the 

conceptualisation phase, the researcher groups concepts that pertain to the same 

phenomenon to form categories. Categorisation is an important stage of developing a 

theory, and provides the means by which the theory can be integrated (Strauss and 

Corbin, 1998).  

To ensure research findings under grounded theory are credible and without 

bias, the analysis of data is done through constant comparisons (Strauss and Corbin, 

1998). Constant comparison is an analytical process where an incident is compared 

against other incidents for similarity and differences (Strauss and Corbin, 1990: 1998). 

Making comparisons assists the researcher in guarding against bias, because the 

researcher will be challenging concepts with fresh data and also assists in generating 

“thick descriptions”. Such comparisons also help to achieve greater precision and 

consistency (Strauss and Corbin, 1998). The constant comparative approach enables 

interview texts to be analysed line by line, provisional themes noted, and subsequently 

compared with other transcripts in order to ensure consistency and also identify 

negative cases (Goulding, 2005). It is crucial that a grounded theorist applies constant 

comparisons because it enables the researcher to maintain theoretical sensitivity in 

every step of the research process (Strauss and Corbin, 1990: 1998). The significance of 

constant comparison is that it assists the researcher to generate theory grounded in the 

research data and not from personal preconceived ideas or existing theories, and also 

help stimulates the researcher’s thinking about incidents, concepts, categories and their 

properties (Strauss and Corbin, 1998).  

Data collected are examined for regularity and for an understanding of where 

that regularity is not apparent. Finding patterns or regularities help to give order to the 

data and assist with integration (Strauss and Corbin, 1990). It is significant to note that 
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because the researcher cannot keep track of all the categories, properties, and generative 

questions that evolve from the analytical process, memos become important tools. 

Memos are the theorising write-up of ideas about codes and their relationships as they 

strike the analyst while coding (Corbin and Strauss, 2008). Memos help the researcher 

become more analytical and reflective as well as helping to retain and elaborate 

thoughts and striking ideas, which in turn helps to develop theoretical codes (Corbin 

and Strauss, 2008). Writing memos begin with the first coding sessions and continues to 

the end of the research, and provide a firm base for reporting on the research and its 

implications (Strauss and Corbin, 1998) 

Theoretical sampling 

The quality of data can affect the sample size hence theoretical sampling is 

crucial when using grounded theory. The theoretical sampling procedure dictates that 

the researcher chooses participants who have experienced or are experiencing the 

phenomenon under study. By doing so the researcher has chosen ‘experts’ in the 

phenomenon and thus able to provide the best data (Strauss and Corbin 1998). By using 

theoretical sampling and targeting the most knowledgeable participants the quality of 

the data gathered in each interview can be increased. “There is an inverse relationship 

between the amount of usable data obtained from each participant and the number of 

participants” (Morse, 2000, p. 4). In other words, the greater the amount of usable data a 

researcher is able to gather from a single participant the fewer participants that will be 

required (Morse, 2000). Thus, theoretical sampling provides a sample selection that is 

more likely to highlight the patterns, concepts, categories, properties, and dimensions of 

the given phenomenon (Strauss and Corbin, 1998).  

It is significant to state that researchers cannot make a judgment regarding 

sample size until they are involved in data collection and analysis (Strauss and Corbin, 

1998). In other words, researchers must allow the data to dictate the sample size 

therefore, it is important to undertake data analysis during the data collection process. 

After each interview the researcher should review the data and the emerging themes. 

This review helps identify the point of theoretical saturation (Thomson, 2011). In 

grounded theory research, data collection process is determined by the emerging theory, 

whether substantive or formal (Glaser, 1978). The researcher must therefore 
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differentiate between selective sampling and theoretical sampling (Becker, 1993). 

Selective sampling involves a calculated decision about whom and where to sample 

prior to the onset of data collection. It implies that the problem is well defined and the 

researcher is confident that the selected sample will answer the questions regarding the 

problem (Schatzman and Strauss, 1973). Theoretical sampling on the other hand, is an 

ongoing process of data collection and is determined by the emerging theory and 

therefore cannot be predetermined (Becker, 1993). 

Sampling in grounded theory does not entail drawing samples of specific groups 

of individuals, but instead deals in terms of concepts, their properties, dimensions, and 

variations. It is by theoretical sampling that representativeness and consistency are 

achieved (Strauss and Corbin, 1990). In grounded theory research, representativeness of 

concepts and not participants is crucial. The aim is to build a theoretical explanation by 

specifying phenomena in terms of conditions that give rise to them, how they are 

expressed through action and interaction, the consequences that result from them, and 

variations of these qualifiers (Strauss and Corbin, 1998). Consistency is achieved 

because, once a concept has entered a study through demonstrations of its relationship 

to the phenomenon under investigation, then its indicators are sought in all subsequent 

interviews and observations (Strauss, et al., 1985). When the research begins, the 

researcher brings to it some idea of the phenomenon under study, then based on this 

prior knowledge selects procurement practitioners and universities most representative 

of that phenomenon (Strauss and Corbin, 1990).  

As stated earlier, it is representativeness of concepts, not of persons, that is 

important because the ultimate aim of the research is to build a theoretical explanation 

by specifying phenomena in terms of the conditions that give rise to them (Strauss and 

Corbin, 1990). It is important however to generate enough data so as to adequately shed 

light on patterns, concepts, categories, properties, and dimensions of the given 

phenomena that emerge (Strauss and Corbin, 1998). It is therefore significant to obtain 

an appropriate sample size that will generate sufficient data (Auerbach and Silverstein, 

2003). What constitutes appropriate sample size is determined by the concept of 

theoretical saturation (Strauss and Corbin, 1998). In other words, the researcher 

continues expanding the sample size until no new data emerge (Douglas, 2003; 

Goulding, 2002; Locke, 2001). In the case of interviews for instance, there is no set 
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number for when theoretical saturation occurs (Strauss and Corbin, 1998). The sample 

size may be dependent on the research question (Morse, 2000; Sobal, 2001). A broader 

research scope will require far more data and thus require more data collection, which in 

turn, requires more interviews, and may require alternative data sources.  

It is also acknowledged that researchers with more experience and strong 

interviewing skills will require fewer participants as they can guide and encourage a 

participant to reveal data (Morse, 2000; Strauss and Corbin, 1998). The skill level of the 

researcher, usually acquired through experience, puts the participant at ease, creates a 

more conversational atmosphere that generates an aura of trust. The researcher’s 

knowledge of the given area may provide insights that allow a bypass of unnecessary 

data and formulate questions that guide the interview more effectively. However, the 

researcher acknowledges that prior experience and knowledge may also be a hindrance 

as he may be influenced by prior knowledge and thus overlook valuable insights from 

participants (Strauss and Corbin, 1998). 

Interviews and Observations 

All research methods are founded on philosophical beliefs regarding the 

acquisition and interpretation of data, and these beliefs drive qualitative researchers’ 

interview approach (Knox and Burkard, 2009). Interviews are a form of discourse 

between a researcher and the person being interviewed (Mishler, 1986). For the 

purposes of this research, the investigator adopts a semi-structured interview approach, 

where open-ended questions based on the study’s central theme are designed to obtain 

specific information from participants about the issues under investigation. The choice 

of semi-structured interviews is informed by the fact that the researcher wanted 

participants to respond to questions which specifically address the research question and 

objectives. Semi-structured interviews therefore provide a clear set of instructions for 

interviewers and can provide reliable, comparable qualitative data. Semi-structured 

interviews also allow participants the freedom to express their views in their own terms 

and can also provide reliable, comparable qualitative data (Cohen and Crabtree 2006). 

Again, the semi-structured interview approach was adopted because they are well suited 

for the exploration of the perceptions and opinions of respondents regarding complex 
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and sometimes sensitive issues and enable probing for more information and 

clarification of answers (Barriball and While, 1994).  

The interviews are preceded by informal interactions with participants. The 

informal interview sessions make it possible for the researcher to make modifications to 

the interview guide where necessary. Semi-structured interviews because they are based 

on a guide give the researcher the confidence to direct interviews toward the focus of 

the phenomenon under study. Although interviews are semi-structured, the researcher 

remained open and flexible and followed topical trajectories in the conversation that 

strayed from the guide (DiCicco-Bloom and Crabtree, 2006). The researcher thus asks 

all questions of each respondent but pursues in more depth particular areas that emerges 

from each interviewee (Hill, et al., 2005; Hill, Thompson, and Williams, 1997) and also 

varied the sequence in which questions are asked where necessary. In summary, for the 

purposes of this study the research topic and question were the focus of interview 

questions, although new categories emerged which directed the researcher into a more 

open-ended conversation (Wimpenny and Gass, 2000). 

The significance of personal interviews is that, it allows the observation not only 

of verbal but also nonverbal data (Hiller and DiLuzio, 2004). In other words, when in 

the same room, for instance, participant and researcher have access to facial 

expressions, gestures, and other nonverbal communications that enrich the meaning of 

spoken words (Carr and Worth, 2001). Another significance of personal interviews is 

that, because both researcher and participant are in the same space, and thus have access 

to more than just verbal data, they can build the rapport that may enable participants to 

freely disclose their experiences more effectively (Shuy, 2003). Polkinghorne (1994) 

asserts that personal interviews yield authentic and deep descriptions of phenomena 

through the interviewer’s ability to facilitate trust and openness in the respondent. It is 

also important to acknowledge that researchers’ divergent philosophical beliefs have 

important implications on the structure of interviews, even though participant 

characteristics also influence the actual interview process and relationship (Knox and 

Burkard, 2009).  

Personal observation of participants’ activities and processes have also proven to 

be important although criticised by some researchers as being rather intrusive and time 

consuming. These criticisms notwithstanding, personal observation was important to the 
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data collection and analysis process of this research. Field notes were taken through the 

observation of daily activities of procurement practitioners in participating universities, 

which served as an important source of information for the study (Corbin and Strauss, 

2008). 

Criticisms of grounded theory research design 

Like all research methodologies or approaches, grounded theory has received 

criticism from the research community. It is not surprising that most of the criticisms 

have come from researchers following positivistic traditions who dispute findings from 

qualitative research as being highly subjective. Among the criticisms of the grounded 

theory methodology has been the unscientific and subjective nature in its data collection 

and analysis. Positivists argue that the approach draws inductive conclusions from a 

superficial analysis of collected data (Gasson, 2004). Responding to this criticism 

however, Pigeon (1996) stresses that, it is important to acknowledge that some 

inductive use of existing theory is required, particularly at the beginning of analysis to 

guide the researcher’s understanding of the situation and to guide him or her in data 

collection. McCann and Clark (2003) also disagree with the blanket tag of subjectivity 

levelled against grounded theory, arguing that researchers using this approach actually 

apply both inductive and deductive thinking of data analysis. They admit that inductive 

analysis is treated with suspicion because it introduces subjectivity into research and so 

the findings can be challenged from a positivistic perspective. However, the use of 

constant comparison between emerging concepts and new data can be used to switch 

from inductive to deductive thinking to provide credibility of research findings.  

In using grounded theory, although sampling can be purposive at the outset, it 

should revert to theoretical sampling in response to the developing categories and 

theories (Holloway and Wheeler, 1996). A theory that is developed only from purposive 

sampling will lack conceptual depth (Benoliel, 1996). The use of interviews as the only 

means of data collection in grounded theory research can result in researchers 

concentrating on the lived experience of participants instead of focusing on the social 

processes that take place through time (Benoliel, 1996). Another criticism of grounded 

theory is that some researchers undertake data analysis at the completion of data 

collection, rather than using the constant comparative method (Becker, 1993). This 
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undermines one of the main premises of grounded theory methodology that a cyclical 

approach is used in contrast to a linear method, and may also lead to premature closure, 

where researchers commit themselves to concepts, categories, and theories that have not 

been saturated in the data and, resulting in ‘theory’ lacking conceptual depth (Becker, 

1993; Hutchinson, 1993).  

With all these criticisms mostly from positivistic researchers, it is important to 

stress that qualitative research cannot be judged on the positivistic notion of validity, 

but should rather be judged on alternative criteria of credibility and trustworthiness. 

This assertion is justified on the basis that the positivist’s worldview is 

incommensurable with the interpretive worldview. Thus different criteria of rigour and 

quality need to be developed to reflect the very different assumptions that interpretive 

researchers hold about the nature of reality and appropriate methods of inquiry (Lincoln 

and Guba, 2000). 

Chapter summary 

This chapter examined the philosophical underpinnings and methodology of the 

research. Strauss and Corbin’s grounded theory methodology was discussed alongside 

other qualitative methodological approaches and reasons for grounded theory’s 

appropriateness and suitability for the phenomenon under investigation. There was also 

a discussion on the ontological and epistemological perspectives of the study, where the 

researcher justified the choice of nominalist ontology and symbolic interactionist 

epistemology for the study. With regards to method, data collection instruments and 

approaches were discussed. However because the grounded theory methodology 

informed the processes and procedures for data collection and analysis, theoretical 

sampling, interviews, observation, and memos were used in line with Strauss and 

Corbin’s guidelines. Some critiques of the grounded theory methodology have been 

briefly discussed. 

Chapter 4 discusses data collection and analysis in details. The chapter addresses 

the issues of ethical clearance, and informed consent for this study. The chapter 

examines theoretical sensitivity, and the various processes involved in data collection in 

grounded theory – selection of interviewees, analysing interview material, identifying 

concepts, and theoretical coding and the conditional matrix. The paradigm model will 
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be discussed with an illustration. There are also discussions on identifying sub-core and 

core categories. The chapter also addresses what constitutes substantive and formal 

theories, and the issue of rigour and trustworthiness of grounded theory research. 
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Chapter 4: Data Collection and Analysis 

Introduction 

This chapter discusses the process for the application and acquisition of ethical 

clearance for the study, and the significance and use of informed consent for research 

participants. The researcher examines the importance of using theoretical sensitivity in 

grounded theory research. Data collection and analysis are discussed with the focus on 

selection of interviewees, analyses of interview and observation data. Various grounded 

theory coding techniques including open, axial, selective and theoretical coding are 

discussed in relation to their usage in data analyses for this research. Strauss and 

Corbin’s (1990; 1998) paradigm model and conditional matrix are used to differentiate 

categories based on causal conditions, the phenomenon, context, intervening conditions, 

action/interaction strategies, and their consequences.  

As indicated in earlier chapters, the research investigates the application of S-D 

logic into the procurement function in Ghanaian universities. The decision to conduct 

data collection on procurement practitioners in Ghanaian universities is informed by a 

number of reasons. Firstly, an earlier exploratory study carried out on academics and 

procurement practitioners in Ghanaian universities indicates that practitioners have very 

little or no knowledge about the concepts of S-D logic. Targeting practitioners in 

universities is seen as appropriate taking into consideration the focus of the research.  

Accessibility and the willingness of practitioners to engage in the research is a major 

factor considered. Regarding accessibility, the researcher notes that practitioners are 

part of mainstream universities’ administration and therefore are almost always 

available for consultation. In addition, the overwhelming interest expressed by most 

practitioners in the universities about their willingness to engage in the research at short 

notices is a source of motivation and encouragement to conduct the research in 

universities. Also, the fact that this research is the first of its kind in Ghana means that, 

the selection of appropriate institutions is important since the process may demand that 

practitioners commit to learning new skills/ideas during the research process.  

 Supplier firms are not included at this stage of the study because this is a 

research area that according to the literature has not been studied before in the Ghanaian 

context. Given the novel nature of the research the starting point in the procurement 
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relationship is procurers in universities as these are easily identified as members of the 

higher education community. The study will be used to identify suppliers with the 

intention of conducting further research (post PhD) into suppliers and relationships. In 

effect the roles of suppliers to the university sector in Ghana have been identified as an 

area for future research.  

Ghana is chosen because nearly a decade ago, the government undertook 

procurement reforms aimed at encouraging financial transparency, competition, 

fairness, and to build appropriate structures and systems for procurement efficiency. 

The choice of Ghana is therefore informed by the fact that, despite the contribution of 

procurement to the national economy, the literature has shown that not much research 

has been conducted on the procurement function in the Ghanaian university context. 

The study investigates the procurement practitioners in Ghanaian universities because 

being an area with paucity of information, the study requires professionals in the 

universities who may better appreciate the significance of the research and show more 

commitment during the research process. It is envisaged that once the study is 

successful, it will be carried out on other sectors of the Ghanaian economy. 

University education in Ghana like in many other countries falls under two 

categories: (a) government funded universities (hereafter referred to as public 

universities), and (b) privately funded university colleges (hereafter referred to as 

private universities). Although public universities are autonomous, they are mandated to 

conform to all government instituted legislation and policies especially those impinging 

on education and procurement. Private universities on the other hand, apart from having 

to fulfil the national constitutional requirements for private educational institutions, may 

carry out their duties as long as they operate within the confines of the national 

constitution. Currently there are six public universities in Ghana, although there are 

considerable numbers of government funded professional and technical institutions 

which have not yet attained university status. In recent years, accredited private 

universities (mostly university colleges) in Ghana have drastically surged in numbers, 

from about five in the mid 2000s to 30 as of December 2010 (NAB, 2011). The 

proliferation of private universities begun a little over a decade ago after the MoE, in 

conjunction with the government and other stakeholders decided to liberalise the 

education sector to allow for private sector participation. The call for private sector 
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participation in education was necessary as it became evident that public universities 

alone could not absorb the ever increasing demands for university education in the 

country.  

In a bid to rationalise the quality of performance of private universities in terms 

of infrastructure, technology, staffing, and the quality of students admitted, the MoE in 

collaboration with the NAB, and the NCTE came out with policy guidelines aimed at 

maintaining educational standards in the country. Notable among these policies are that 

all privately run tertiary institutions are to be affiliated to the well resourced and 

experienced public universities. The policy allows for the monitoring and evaluation of 

performances of staff as well as students in private universities. Public universities also 

serve as mentoring institutions for their less experienced and sometimes resource 

starved private counterparts. In line with the policy, degrees, diplomas, and other 

academic qualifications are issued in collaboration with their respective affiliated public 

universities. With such rigorous procedures in place, the MOE, NAB, and NCTE is 

confident that quality and competence of private universities will not be compromised.  

Acquisition of ethical clearance and informed consent 

Research ethics deal with regulations governing the interaction between the 

investigator and research participants (Mack, et al., 2005). It is important that 

researchers commit to the autonomy of participants, and where autonomy may be 

diminished, to protect participants from exploitation of their vulnerability. The dignity 

of all participants must be respected to ensure that participants are not used simply as a 

means to achieve research objectives. It is also important that researchers commit to 

minimising the risks associated with research activities, including psychological and 

social risks, whilst maximising the benefits that accrue to research participants 

(Belmont Report, 1979).  

Informed consent explains the mechanism for ensuring that research participants 

understand what it means to participate in a particular research project in order to decide 

in a conscious, deliberate way whether they want to participate or not. Informed consent 

is important for ensuring respect for participants during the research process (Mack et 

al., 2005). In the informed consent form, participants’ rights and obligations are 

explicitly spelt out in legalistic language and any violation can result in legal action 
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against the investigator. Informed consent helps eliminate instances of participants’ 

coercion to continue with the research even when they decide otherwise. It also boosts 

participants’ confidence and mitigates all issues of fear of victimisation by disclosure of 

information by researchers to third parties. In line with Griffith University’s 

requirement that all research activities undertaken under the university’s authorisation 

must obtain ethical clearance from the research ethics committee, this research on 

‘applying S-D logic into the procurement function in Ghanaian universities’ duly 

complied with all human ethical requirements and received approval (approval id: 

IBA/08/11/HREC) for the execution of the research.  

Having identified potential participants and explained to them the objectives of 

the research, the next task was to inform them about their rights and responsibilities as 

research participants. The researcher handed the informed consent forms together with 

the certificate of ethical clearance to potential participants to read and where necessary 

seek further clarifications. To ensure that all potential participants read and understood 

the implications of participating in the research, the researcher further read every 

statement on the consent form to potential participants and clarified issues based on 

participants’ request. Interested participants were requested to consent to the agreement 

by signing the consent form. Once a participant signed the form, the researcher 

commences the interviews which were audio tape recorded. It is significant to point out 

that, during the interviewing process some participants requested that certain aspects of 

their conversation should not be audio tape recorded. Others also requested for certain 

portions of their conversations already tape recorded to be erased from the recorder. 

These requests were always granted to participants.  

Theoretical sensitivity 

Theoretical sensitivity explains the situation where the investigator enters the 

field with some level of knowledge and awareness of the subtleties of the data (Strauss 

and Corbin; 1990: 1998). The approach sensitises the researcher about the phenomenon 

to be investigated (McCann and Clarke, 2003). Thus, theoretical sensitivity relates to 

the ability of the researcher to have some initial insight, understand and give meaning to 

data, and detach the relevant from the irrelevant (Strauss and Corbin, 1990; 1998). 

Theoretical sensitivity reflects the researcher’s ability to use personal and professional 
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experiences and the literature to see the research situation and the data in new ways, and 

exploit the potential of the data for developing theory (Strauss and Corbin, 1990).  

A preliminary review of extant literature is important because it forms part of an 

iterative, inductive and interactional process of data collection, analysis, and emergent 

interpretation. Thus, the developing theory directs the researcher to appropriate extant 

theories and literature that have relevance to the emerging data grounded concepts 

(Goulding, 2005). When researchers use theoretical sensitivity, all theoretical 

explanations are played against the data and incorporated into theoretical sampling and 

research questions (Hall and Callery, 2001). The significance of adopting the concept in 

a research project is that, it maximises analytic procedures so that potential biases held 

by the researcher are countered, and objectives and research questions that do not fit the 

reality of the situation are revised (Strauss and Corbin, 1990).  

In this research, the investigator having conducted a preliminary review of 

extant literature on the phenomenon under investigation, and also drawing from 

professional experience, formulated preliminary research questions and objectives of the 

study. This initial knowledge and awareness of the phenomenon afforded the researcher 

the opportunity to decide on the appropriate research design, including the philosophical 

underpinnings and methodological options most feasible for data collection and 

analysis. Drawing on professional experience the investigator identified participant 

groups that would most likely provide appropriate data for the research project.  

There have been criticisms from some qualitative researchers (e.g. Glaser, 1992) 

who argues that having prior knowledge of data would undoubtedly lead to researcher 

bias irrespective of mitigating procedures put in place to maximise the credibility of 

research findings. Robrecht (1995) also stresses that, in using the grounded theory 

methodology it is important for the researcher to ensure that theory emerges from data, 

not prior knowledge, and that the operations leading to theoretical conceptualisations 

must be revealed. Conscious of some of these misgivings about the use of theoretical 

sensitivity in grounded theory, mitigating procedures were put in place to ensure that 

data collected ‘spoke for itself’ thereby averting the risk of ‘forcing the data’ (Glaser, 

1992). Credibility refers to the confidence of how well data and processes of analysis 

address the focus of the research. This implies that selecting the most appropriate 
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method for data collection and the amount of data are important for establishing 

credibility (Polit and Hungler, 1999). 

Mindful of biases associated with qualitative research, especially where the 

researcher has some pre-existing knowledge about the phenomenon, the researcher 

applies the concepts of constant comparison and bracketing to authenticate the research 

findings. Using constant comparative analysis enables the researcher to compare 

incidents against other incidents for similarities and differences (Strauss and Corbin, 

1990). The constant comparative analysis is important because it allows the researcher 

to constantly challenge what he perceives against what is in the data. The constant 

comparison approach also confirms that theoretical constructs are found across and 

between data samples, informing the collection of additional data until theoretical 

saturation has been reached (Gasson, 2004). Bracketing on the other hand, is the process 

where the researcher holds in abeyance ideas, preconceptions, and personal knowledge 

when listening to and reflecting on the lived experiences of research participants (Drew, 

1999). Figure 3 shows a flowchart view of the research process. 
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Figure 3: Grounded theory research process for this investigation. 

 
 

Source: Adapted from Fernandez (2004)  
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Participants’ selection 

Research participants were initially selected through purposive sampling. Thirty 

Ghanaian universities were purposively sampled on the premise that they have 

functional procurement departments. Purposive sampling is an important type of non-

probability sampling used to identify primary participants in a qualitative research study 

(Welman and Kruger, 1999). After concepts started emerging from data through the 

various stages of coding, and the emergence of composite concepts, and categories with 

their properties and dimensions, the sampling procedure changed to theoretical 

sampling. Theoretical sampling is “the process of data collection for generating theory 

where the researcher jointly collects, codes and analyses the data and decides what data 

to collect next and where to find them, in order to develop the theory as it emerges” 

(Glaser, 1978, p.36). The research moves from open coding, axial coding, selective, and 

theoretical coding until sub-core categories and the core category and basic social 

process (BSP) is developed. Procurement practitioners were targeted because their 

professional experience and expertise in the field was deemed relevant to the 

phenomenon under investigation. Once practitioners agreed and consented to partake in 

the research study, there were informal interactions with them on the research area. 

Supported by Strauss and Corbin (1990), the researcher believes that it is the openness 

of the interactions rather than specificity which drives the initial sampling choices. 

In order to comply with the requirement of anonymity of all participating 

universities, the research avoids identifying participants either by name or by gender, 

instead identifying them only by pseudonyms relating to their institutions. For instance, 

participants of public universities were identified by pseudonyms ‘PbU1’ to ‘PbU5’, 

whilst private universities were identified by pseudonyms ‘PvU1’ to ‘PvU25’. This 

identification stance is to assure participants of utmost confidentiality. In some private 

universities the procurement department is usually merged with other departments 

either because the university wants to reduce cost, or staffs with the relevant 

procurement expertise or competence work in those other departments. Again, 

personnel overseeing the procurement function vary from university to university. In 

‘PvU9’, the president doubles as the procurement manager, whereas in ‘PvU2’, it is the 

deputy registrar. Others have registrars and accountants performing mainstream 
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procurement functions. (See table 5 for details of interview data from private and public 

universities) 

Table 5: Summary of interview data from private and public universities 

s/n Participating 

universities 

Participating 

departments 

Number of 

participant 

Participants’ 

position/level 

1 PvU1 Procurement  1 Procurement officer 

2 PvU2 Administration  1 Deputy registrar 

3 PvU3 Finance & Accounting  1 Accountant 

4 PvU4 Procurement  1 Procurement officer 

5 PvU5 Procurement  1 Procurement manager 

6 PvU6 Stores & Procurement  1 Procurement officer 

7 PvU7 Finance & Accounting  1 Accountant 

8 PvU8 Administration  1 Registrar 

9 PvU9 Administration  1 President 

10 PvU10 Procurement  1 Procurement officer 

11 PvU11 Administration  1 Registrar 

12 PvU12 Procurement  1 Procurement officer 

13 PvU13 Stores & Procurement  1 Procurement officer 

14 PvU14 Stores & Procurement  1 Procurement officer 

15 PvU15 Procurement  1 Procurement officer 

16 PvU16 Procurement  1 Procurement officer 

17 PvU17 Stores & Procurement  1 Procurement officer 

18 PvU18 Administration  1 President 

19 PvU19 Administration  1 President 

20 PvU20 Procurement  1 Procurement officer 

21 PvU21 Procurement  1 Procurement officer 

22 PvU22 Procurement  1 Procurement officer 

23 PvU23 Procurement  1 Procurement officer 

24 PvU24 Procurement  1 Procurement officer 

25 PvU25 Stores & Procurement  1 Procurement officer 

26 PbU1 Procurement  1 Procurement manager 

27 PbU2 Procurement  1 Procurement officer 

28 PbU3 Procurement  1 Procurement manager 

29 PbU4 Procurement  1 Procurement officer 

30 PbU5 Procurement  1 Procurement officer 
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Data collection 

The researcher collected and analysed initial data through open-ended interviews 

on three practitioners of public and eight of private universities respectively with broad 

questions on the phenomenon under investigation. These initial interviews were meant 

to help narrow the focus of the research question and to assist the researcher in making 

revisions to the interview guide. The next phase of data collection therefore had 

sufficient direction to begin the grounded theory analysis (Heath and Cowley, 2004). 

Throughout the data collection process, the researcher collects, transcribes, and analyses 

the data as much as possible within 24 hours. This approach informs the data to collect 

next base on emerging concepts, composite concepts, and categories (Becker, 1993).  

Interview sessions ranged from between one hour to one hour, thirty minutes per 

practitioner, with an average duration of 75 minutes. However, sometimes interviews 

were protracted to between three to four hours when practitioners must attend to urgent 

demands of the office. Field notes were taken during all interview sessions and 

transcribed within twenty-four hours as much as possible. Because the researcher went 

into this research with the aim of generating enough data to illuminate patterns, 

concepts, composite concepts, categories, properties, and dimensions of the 

phenomenon under investigation (Strauss and Corbin, 1998), efforts were made to 

ensure that data were collected to the point of saturation. The issue of attaining 

theoretical saturation in the research goes to buttress an important argument in grounded 

theory suggesting that, researchers cannot make a judgment regarding the sample size 

prior to data collection and analysis (Corbin and Strauss, 1998). In other words, it is 

imperative for researchers to allow data to dictate the sample size for the research. This 

is why it is prudent to concurrently undertake data collection and analysis during the 

research process. The rationale for concurrent data collection and analysis is to enable 

the researcher to review the data and the emerging themes after each interview 

(Thomson, 2011). 

Although the researcher commenced data collection using purposive sampling, 

when concepts begun emerging, the sampling approach changed to theoretical sampling. 

Theoretical sampling is directed at emergent categories and the need to test, elaborate, 

refine and explore linkages between the emerging categories (Glaser, 1978). The 
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researcher therefore resorted to theoretical sampling where new data were collected to 

compare emerging categories and to establish conceptual boundaries that are related to 

evolving theory (Charmaz, 2000; Strauss and Corbin, 1990, 1998). The investigator 

continues this process until theoretical saturation is reached – that is, a point when no 

new data emerged relevant to particular categories and subcategories (McCann and 

Clarke, 2003a). It is significant to stress that in the conduct of this research, it was the 

research phenomenon and question that determined the direction of interviews, although 

new categories emerged which moved the researcher into open-ended conversation with 

practitioners (Wimpenny and Gass, 2000). The purpose of theoretical sampling is to 

explicate and verify the categories and their relationships that are gradually emerging 

through the coding process. Theoretical sampling could also be performed by 

interviewing additional participants or returning to previous participants for clarification 

and elaboration of earlier interviews (Fassinger, 2005). It should be noted that sampling 

in the theoretical sense also includes continued return to the existing data to select 

incidents, scenes, or events with which to interrogate the emerging theory and 

incorporates information gleaned from other elements of the data collection process 

(Charmaz, 2000). The advantage of theoretical sampling lies in its ability to allow the 

researcher to follow directions indicated by the data (Strauss and Corbin, 1998).  

Transcribed interview data and field notes were analysed for emerging concepts. 

Initially, the researcher arrived at over one hundred concepts. However, through 

constant comparative analysis, concepts were compared to concepts, and incidents 

compared to incidents for similarities and differences. Similar concepts are labelled to 

form composite concepts. These composite concepts through abstractions were 

developed into categories with their properties and dimensions, whilst the interview 

process continued to look for new emerging concepts until theoretical saturation was 

attained. Concepts that did not compare to any are left until additional data are collected 

for further comparisons. The research attains theoretical saturation after interviewing 

five practitioners of public universities and twenty-five practitioners of private 

universities. At this stage it is appropriate to emphasise that the number and 

appropriateness of a sample size is determined by theoretical saturation (Glaser and 

Strauss, 1967; Strauss and Corbin, 1998), and occurs in data analysis when; “no new or 

relevant data seem to emerge regarding a category; the category is well developed in 
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terms of its properties and dimensions demonstrating variation, and the relationships 

among categories are well established” (Strauss and Corbin, 1998, p.212)  

Using symbolic interactionist and the interpretivist worldviews, the researcher 

interacted and observed activities, processes and interactions of practitioners. This 

information proved to be valuable as practitioners either deliberately or not knowing the 

significance of such data to the research did not provide most of the data retrieved 

through observation during interview sessions. The importance of observational data is 

elucidated by Grove and Fiske (1992) who suggest that, the data provides real world 

impressions in authentic surroundings. Personal observations also made it possible for 

the researcher to identify questions for subsequent discussions during interview sessions 

(McCann and Clark, 2003). 

The research made use of different sources for data collection, giving the 

research what is known as triangulation of source, triangulation of site, and 

triangulation of status. In other words, triangulation of source explains using 

practitioners of both public and private Ghanaian universities with varied expertise as a 

source of data. Triangulation of site accounts for the use of practitioners of various 

Ghanaian universities with varying social and geographical backgrounds. Triangulation 

of status accounts for varying practitioners’ position of presidents, accountants, 

registrars, procurement managers and officers. 

Analysing interview and observation data 

The analytical process of this research commences with the writing of memos to 

describe the scenes, events and practitioners under investigation. Memos are notes 

written immediately after data collection as a means of documenting the impressions of 

the researcher and describing situations (Goulding, 2002). Strauss and Corbin’s (1990) 

effort to demystify grounded theory research process resulted in the establishment of 

guidelines for data collection and analysis (Strauss and Corbin, 1998). Data analysis in 

grounded theory thus has a well-defined process that begins with basic interpretation 

and then moves to conceptual ordering and then to theorising (Patton, 2002). Consistent 

with the grounded theory methodology, analysis of data begins immediately the first 

sessions of interviews were completed. Data analysis is important at the commencement 

of the research as it directs the interview process by indicating appropriate practitioners 
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to interview for the next set of data (Strauss and Corbin, 1990). In order not to miss 

anything that may be salient to the phenomenon under study, the researcher analyses 

those first bits of data for clues, and incorporated all seemingly relevant issues into the 

next sets of interviews and observation (Strauss and Corbin, 1990). In addition, because 

theories cannot be built with actual incidents or activities as observed or reported from 

transcribed data, these incidents, events, and happenings are analysed as potential 

indicators of a phenomenon which are given conceptual labels (Strauss and Corbin, 

1998).  

As interviews and observation transcription proceeded, so did the analyses, with 

the researcher comparing concepts and grouping similar or like concepts together, and 

keeping individual concepts with the believe that new emerging concepts may be 

comparable to those concepts. As an incident is noted, it is compared against other 

incidents for similarities and differences. By comparing incidents and naming like 

phenomena with same conceptual term, the researcher’s aim is to accumulate adequate 

concepts for theory development. Comparing concepts assists the researcher to guard 

against biases as there are constant challenges to thoughts against what the data indicate. 

More specifically, after each interview, the audiotape is listened to and transcribed. A 

preliminary analysis is performed with emerging concepts along with ideas, questions, 

and memos. The initial analysis assists the researcher to gather additional data for 

subsequent interviews. Concepts become more abstract as analyses continue and 

sometimes require considerable data manipulation, with discovery often being an 

intuitive process (May, 1994; Schreiber, 2001).  

According to Strauss and Corbin (1998), categories are the cornerstones of a 

developing theory because they provide the means by which a theory is integrated. They 

argue that, because it is impossible for the researcher to keep track of all the categories, 

properties, conceptual relationships, and generative questions that evolve from the 

analytical process, memos are used as a form of recording system. The memos together 

with the audio tape recordings are then transcribed using Microsoft Word. Coding is the 

analytic process used by grounded theory researchers (Strauss and Corbin, 1998). The 

significance of coding is that, it conceptualises the data by analysing it and identifying 

patterns or events in the data (McCann and Clark, 2003). Coding explores bits of 

information in the data, looking for similarities and differences within these bits to 
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categorise and label the data (Padgett, 1998; Patton, 2002; Tutty, Rothery, and Grinnel, 

1996). This research adopts the three coding types as put forward by Strauss and Corbin 

(1990; 1998) – open, axial, and selective as discussed below. 

Open coding 

Open coding is the interpretive process by which data are broken down into 

distinct parts (Strauss and Corbin, 1990), in order to conceptualise and categorise them 

(McCann and Clark, 2003). In open coding, the researcher immerses himself/herself in 

the data, coding it in as many ways as possible and writing memos about the conceptual 

and theoretical ideas that emerge during the course of analyses (Walker and Myrick, 

2006). Conceptual labels are assigned to single events that are related to a phenomenon 

(Carpenter, 1999; Strauss and Corbin, 1990; 1998). Under open coding, data are 

analysed initially using line-by-line coding to break down the data into discrete parts 

(Charmaz, 2000; Corbin, 1986) for easy comparison and classification. The coding of 

observation data is carried out simultaneously with interview data. Observed processes 

and activities are initially recorded in memos, and then transcribed as is also the case 

with interview data. Concepts or incidents are compared to look for differences and 

similarities. Similar concepts are grouped together to form composite concepts. 

Through constant comparison, similar composite concepts are grouped together to form 

categories. These categories are stored in a Microsoft Access database embedded with 

Microsoft Word document files for easy access. In relation to this research, the 

researcher began the coding process line-by-line. However, after becoming familiar 

with the data, concepts, composite concepts, and categories, the researcher changed the 

coding technique by resulting to sentence-by-sentence coding and sometimes coding 

was done by paragraph where appropriate. These coding approaches are consistent with 

Strauss and Corbin’s (1990; 1998) guideline which suggests that whenever the 

researcher becomes familiar with the data and the concepts and categories being 

identified, coding can be done by sentence and, at times, by paragraph. In this research, 

the researcher in coding interview data of PbU2 found the concept, ‘procurement 

processes. The transcript of PbU2 reads: 

We follow the public procurement law for all our purchases. This basically entails 

inviting suppliers to express interest for the supply of particular goods, works, or 

services. The procurement committee then evaluates the various bids and goes in 
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for the most appropriate. When I say most appropriate, I mean we look at the 

price, quality, payment schedules, and delivery times before we decide on which 

supplier to award the contract. 

Having identified the concept ‘procurement processes, the researcher resorts to 

comparative analysis, where the concept is compared to data for similarities. Whilst the 

comparison is ongoing, the question of what dimension or property of category the 

concept represents is asked (Strauss and Corbin, 1998). The aim is to assign a common 

meaning to multiple data incidents, which become a composite or complex concept 

(Locke, 2001). As concepts emerged and are named, they are compared with other 

incidents in data, leading to the definition of properties of a category (Glaser, 1992). 

There is a constant iteration between naming and comparing data incidents to data 

incidents, and data incident to concepts, in the light of a category (Locke, 2001). With 

the earlier concept of ‘procurement process’ in mind, the researcher then looks for other 

incidents or concepts that are comparable to the identified concept. When a similar 

concept is found, they are put together to form a composite concepts. In this instance, 

the comparison of composite concepts leads to the assigning of a common meaning of 

‘procurement process,’ to form a category. The transcript of PbU4 reads: 

Procurement requests are channelled through the head of the institution, who 

doubles as the entity chairperson. The chairperson then minutes the requests and 

forwards it to the procurement department for action to be taken. The processes 

are of different types; we have price quotation when the amount involved does not 

exceed the threshold of the entity chairperson. The national competitive bidding is 

used when the amount goes beyond the threshold of the entity chairperson. Then 

we use the international competitive bidding. For some time now, all we have 

been doing is the price quotation and the national competitive bidding. Of course 

if the item we want to procure cannot be found in the local market, then we resort 

to international competitive bidding. 

In the course of open coding, the researcher uses both in vivo codes and 

sociological constructs. In relation to in vivo codes some concept names are sourced 

directly from interview and observation data with the researcher having no prior 

knowledge about their emergence. Regarding sociological constructs, the researcher 

applies prior knowledge and expertise acquired from professional engagements together 

with data to name abstract concepts (Strauss and Corbin, 1998). The uniqueness of in 

vivo codes are their direct relationship to the language of the data and are seen as having 

imagery because they give sufficient meaning to data (Holloway and Wheeler, 1996; 

Strauss, 1987). Sociological constructs on the other hand, has the advantage of 
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enhancing a more scholarly conceptualisation of the analysis than in vivo codes, but 

admittedly can lack the degree of imagery that can be found with in vivo codes (Strauss, 

1987). Using sociological constructs assist in distinguishing between constructs that 

emerge from data, from constructs that are imposed on the data by the researcher’s 

perceptions (Gasson, 2004). The shortfalls of sociological constructs are adequately 

dealt with in open coding as the method has the characteristics of making use of 

questioning and constant comparative analysis thereby breaking through researcher 

subjectivity and bias (Strauss and Corbin, 1990). 

Axial coding and the paradigm model 

Axial coding explains the process of relating categories to their sub-categories, 

and linking categories at the level of properties and dimensions (Strauss and Corbin, 

1998). Relationships among categories are organised and further explicated, grouping 

them into more encompassing categories that subsume several sub-categories 

(Fassinger, 2005). After the researcher relates categories to their sub-categories, the 

relationship is then tested against data for authentication (Strauss and Corbin, 1990; 

1998). Substantive theories emerge through an examination of similarities and 

differences in these relationships, between different categories or subcategories, and 

between categories and their related properties (Gasson, 2004). According to Strauss 

(1987), it is imperative that axial coding examines elements such as antecedent 

conditions, interaction among subjects, strategies, tactics, and the consequences of the 

phenomenon under investigation. By “using axial coding, the researcher develops a 

category by specifying the conditions that gave rise to it, the context in which it is 

embedded, and the action/interactional strategies by which it is handled, managed and 

carried out, and the consequences of those strategies” (Strauss and Corbin, 1990, p.97).  

Relating sub-categories with their categories is done through what Strauss and 

Corbin (1990) describe as the paradigm model. They stress that adopting the paradigm 

model enables the researcher to think systematically about data and to relate them in 

complex ways. Strauss and Corbin (1990) warn that, unless grounded theory researchers 

make use of the paradigm model, their analyses will lack density and precision. The 

paradigm model helps researchers to develop the connections between categories. In the 

paradigm model depicted in figure 4, causal conditions are those categories that initiate 
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the phenomenon or explain incidents that results in the occurrence of a phenomenon. 

Causal conditions are identified in data by terms such as: when, while, since, because, 

due to, and on account of, (Strauss and Corbin, 1990). The phenomenon is the actual 

category of the main events in this research. To identify the phenomenon of a study, the 

researcher must ask questions such as: What is this data referring to? What is the 

action/interaction all about?  

Context in the paradigm model explains the specific properties of the 

phenomenon with their dimensions (Lee, et al., 2007). Context also explains the 

particular set of conditions with which the action/interaction strategies are taken to 

manage, handle, carry out, and respond to specific phenomenon. Intervening conditions 

are described as conditions positively or negatively affecting the phenomenon. 

Intervening conditions act to either facilitate or constrain the action/interactional 

strategies taken within a specific context. On action/interaction strategies, Strauss and 

Corbin explain that, they are the set of strategies designed to handle the phenomenon 

under the context. As put forward by Strauss and Corbin (1990, p104), “whether one is 

studying individuals, groups, or collectives, there is action/interaction, which is directed 

at managing, handling, carrying out, responding to a phenomenon as it exists in the 

context or under a specific set of perceived conditions”. The consequences of a 

phenomenon are the actual products or outcomes from the activities of 

action/interaction strategies. Figure 4 illustrates how the paradigm model was used in 

this research.  

The research identifies twenty-nine categories. Once categories are identified, 

properties are assigned. The properties explain the characteristics of the categories. The 

concept of continuum is utilised to locate identified properties of categories, known as 

dimensions (Strauss and Corbin, 1990). The categories and their relationships are 

identified through the paradigm model. For instance, the research identifies ‘value co-

creation’ as one of the causal condition of the phenomenon, ‘relationship management
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Source: Adapted from Strauss and Corbin (1990) 

 

A. Causal conditions

1. Value co-creation 

2. Service exchange.

3. Service provision
4. Knowledge &Info.  

sharing
5. Supplier engagement 

6. Activities integration.

7. Procurement practices 

B. Phenomenon

1. University/supplier value creation
2. Relationship management 
3. Integration &   networking.
4. Procurement improvement
5. Procurement practice

C. Context

1. University practice

2. University/supplier Engagement

3. 3. Intra university

4. 4. Inter university

E. Action / Interaction strategies

1. Resource sharing

2. Activity integration

3. Support

4. Relationship building

D. Intervening conditions

1. Legislation

2. Culture 

3. Attitude
4. Technology

5. Training 
6. Interference

F. Consequences

1. Procurement performance

2. Competitive Advantage

3. Value proposition

Figure 4: Paradigm model integrating S-D logic into the procurement function 
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The researcher then identifies one of the contexts as ‘university practice’ which is 

based on a number of intervening conditions such as ‘culture and legislation’. 

Action/interaction strategies such as ‘resource sharing’ and ‘support for practitioners’ 

are identified, with the outcome or consequences identified as ‘procurement 

performance’, ‘competitive advantage’, and ‘value proposition’. In essence, the research 

links all categories based on their relationships with the phenomenon. It is significant to 

stress that, in the course of the analysis, the researcher carefully identified patterns in 

the data in terms of dimensional locations of events, and incidents pertaining to the 

properties of the phenomenon. During the process of coding, the researcher sometimes 

came across what appears to be a strategy, condition, or consequence. Anytime such 

identifications were made, the researcher traced back through the data to locate the 

phenomenon to which it seems to pertain, and other conditions that seem to be relevant 

to the situation. Other strategies were also discovered besides the ones that are being 

used as consequences. Purposefully tracking down relationships rather than waiting to 

stumble upon them in data makes analysis more systematic and proceeds more quickly.  

Selective coding  

Selective coding integrates all the interpretive work of analysis and is the 

process where all categories are unified around a central core category (Strauss and 

Corbin, 1998). The core category represents the central phenomenon of study. The main 

objective of selective coding is to explain the story line (Scott, 2004). The processes at 

this stage are theoretical coding and memo writing. Theoretical coding enables the 

researcher to perceive the data theoretically (Stern, 1980). For an emerging theory to be 

integrated, dense, and saturated, a core category must be present (Hutchinson, 1993). A 

core category begins to emerge only after constant comparative analysis with the data, 

persistent questioning and painstaking analytical thinking. Once the core category has 

been identified, the researcher concentrates on modification of categories and 

integration of the theory with the categories and sub-categories (Carpenter, 1995). 

In selective coding the central phenomenon must be named. The researcher first 

looks at the list of categories to see if one of them is abstract enough to encompass 

everything about the phenomenon under investigation. It is important that the 

conceptual label fit the story it represents. The researcher must also identify the 



 

 

104 

 

properties of the core category. Once this is done, the researcher then relates the other 

categories to it, making them subsidiary categories (Strauss and Corbin, 1998). A core 

story is generated, which is a brief narrative of the most important aspects of the data, 

subsuming all of the other categories and articulating their relationships to the core 

category. As in previous stages of analysis, the emerging theory is constantly compared 

to the data to ensure that it is grounded in participants’ experiences, and also compared 

to the existing literature to enrich understanding and explanatory power. The remainder 

of the selective coding process entails relating salient phenomena to the core category or 

central phenomenon, always maintaining the central phenomenon at heart, as an ever 

widening tapestry as the threads of lesser phenomena are tied to and woven around it. 

The properties and dimensions of the core category are more fully developed at this 

time of the threads of the properties and dimensions of related phenomena, categories, 

and concepts are interlaced and woven together (Scott, 2004). To aid in theory 

generation, Strauss and Corbin advise the creation of a ‘conditional matrix’, an analytic 

diagram of concentric circles of influence designed to stimulate researchers’ thinking 

about the relationships among micro and macro conditions, actions, and consequences 

in the articulation of substantive theory. The purpose of the conditional matrix is to 

highlight context and make ‘explicit linkages between interaction and conditions that 

affect it’ (Strauss and Corbin, 1998, p.188).  

Theoretical coding and the conditional matrix 

At the pinnacle of theoretical coding are core categories which are higher order 

categories that represent the developed theory (Goulding, 2002). Throughout the 

various stages of data collection and interpretation, the researcher employs more 

sophisticated techniques for theoretical coding. It is vital, with grounded theory, to lift 

the analysis to a more abstract level, away from description, to theory development. 

Strauss (1987) proposes that the researcher must ask theoretically relevant qualitative 

questions of the data such as: what are the strategies which results in particular 

behaviours? What are the different conditions involved? And what kind of theoretically 

derived comparisons would be useful here? Through the process of abstraction the 

researcher collapses more empirically grounded categories into higher order conceptual 

constructs. These abstract constructs encompass a number of more concrete instances 
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found in the data that share common features. The process of abstraction further 

requires the integration of theoretical concepts into a conceptually complex integrated 

theory (Spiggle, 1994). 

Grounded theory, according to Strauss and Corbin (1998), is a transactional 

system that is made up of interactive and interrelated levels of conditions ranging from 

those close to the phenomenon to more general features of the world at large. The 

transactional system examines action/interaction in relation to their conditions and 

consequences. Conditions at any level may be related to the phenomenon as a cause, as 

a context within which action/interaction takes place or as intervening conditions 

standing between context and action/interaction. Strauss and Corbin (1990), outlines 

three purposes for using the conditional matrix: it helps the researcher to be 

theoretically sensitive to the range of conditions that might bear upon the phenomenon 

under study, it also enables the researcher to be theoretically sensitive to the range of 

potential consequences that results from action/interaction, and finally it assists the 

researcher to systematically relate conditions, actions/interactions, and consequences of 

a phenomenon. 

The conditional matrix is an analytic aid for tracking the various levels of 

influences upon the phenomenon under study. The outer circle usually represents the 

macro influences, while the inner circles relate more to the actions and consequences of 

the behaviour (Goulding, 2002). An important feature of the condition matrix is that, the 

user can respond to changing times, that is, conditions that affect behaviour may 

change, and these changes can be analysed through the application of new ideas or 

emergent perspectives (Strauss and Corbin, 1994). Figure 5 gives details of the 

conditional matrix as used in this research. It should be noted that the outer most circle 

is labelled international or global influence, then national, community, organisational or 

institutional levels, sub-organisational or sub-institutional level, group individual or 

collective, and finally action pertaining to a consequences respectively. 

In this research of “applying of S-D logic into the procurement function in 

Ghanaian universities”, using the conditional matrix, the researcher identifies one of the 

consequences of the research phenomenon as procurement performance. Having 

identified the consequence, the research examines conditions that influence procurement 

performance. Globally or internationally, the research identifies interference from 
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external funding agencies and governments dictating how procurement should be 

carried out. Nationally, government legislation on public procurement is identified as a 

condition that influences procurement performance. Institutional culture on how the 

procurement function is performed is an important condition that influences 

procurement performance. Another condition that influences procurement performance 

at the sub-institutional level is the attitudes and perceptions about practitioners. At the 

individual or collective level, an important condition that also influences procurement 

performance is the level of resource integration and networking within and among 

universities and suppliers. The research also finds support for practitioners as one of the 

conditions that influence procurement performance. Examining the action/interaction 

strategy, the research identifies the significance of relationships among actors of 

business engagements. The conditions outlined at various stages of the concentric 

circles influence the consequence either positively or negatively.  

Figure 5: A conditional matrix on levels of influence on procurement performance 

 

Source: Adapted from Strauss and Corbin (1998) 
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Identifying sub-core and core categories 

The identification of a core category in any grounded theory research forms an 

integral part of the theory generation process because it pulls together all the strands in 

order to offer an explanation of the phenomenon under investigation. A core category is 

based on the assumption that a full interrogation of the data has been conducted, and 

negative cases, where found, have been identified and accounted for (Goulding, 2002). 

To this end, a core category is regarded as the main theme which sums up the pattern of 

behaviour. Sub-core categories are traceable to core categories. In this research, the sub-

core categories identified are: “Procurement Practices”, “Resource Integration and 

Networking”, and “Support for Practitioners”, each title reflecting the characteristics of 

the sub-core category. 

Having identified the sub-core categories, the researcher is left with the task of 

identifying the core category, which emerges from data and represent the central 

phenomenon of the study. It is identified by asking questions such as: What is the main 

analytic idea presented in this research? If I had to conceptualise my findings in a few 

sentences, what would I say? What does all the action/interaction seem to be about? 

How can I explain all of the variations that I see between and among the categories? 

The core category can emerge from among the categories already identified; it might be 

that another abstract term is needed in order to explain the main phenomenon. In this 

research, the researcher in identifying the core category used Strauss and Corbin’s 

(1998) paradigm model designed for the research and depicted in figure 4, and through 

abstraction and some degree of creativity. The core category is discussed in Chapter 8. 

Substantive and formal grounded theories 

In their book “the discovery of grounded theory” Glaser and Strauss (1967), 

explain that a substantive theory is grounded on research conducted in one specific area, 

for this reason it might be taken to apply only to that particular specific area. They argue 

that a theory at such a conceptual level may have important general implications and 

relevance, and become a springboard for developing a grounded formal theory. A 

substantive theory is a strategic link in the formulation and generation of grounded 

formal theory. Glaser and Strauss (1967, p.19) stress that “we believe that although 

formal theory can be generated directly from data, it is more desirable, and usually 
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necessary, to start the formal theory from a substantive one. The latter not only provides 

a stimulus to a good idea but it also gives an initial direction in developing relevant 

categories and properties and in choosing possible modes of integration. Indeed it is 

difficult to find a grounded formal theory that was not in some way stimulated by a 

substantive theory”. However a substantive theory does not offer explanations outside 

of the immediate field of study, and for that reason its findings may lack replicability 

(Goulding, 2002).  

A formal theory has explanatory power across a range of situations because it 

addresses a wider scope of a phenomenon. A formal theory is usually the end product of 

longitudinal research, normally on the part of a team of researchers engaged in the 

collection of data across a range of situations and locations. “Consequently, owing to 

the time, expense and high levels of abstraction, most researchers tend to avoid 

constructing formal theory, preferring to remain at the substantive level”(Goulding, 

2002 p.46). 

Rigour and trustworthiness in grounded theory research 

Glaser and Strauss (1967) emphasise two main criteria for judging the adequacy 

of an emerging grounded theory - that it fits the situation and that it works, helping 

participants involved in the situation to make sense of their experiences and manage the 

situation better. Methodological rigour is concerned with the best practice in the 

conduct of research (Fossey, et al, 2002). This assumption is consistent with Glaser and 

Strauss’ (1967) thinking when they acknowledge that judging grounded theory research 

must also take account of the actual strategy. Interpretive rigour emphasises the 

trustworthiness of the interpretations made (Fossey et al, 2002). Consequently, attention 

is paid to the analytical process, how researchers draw their conclusions and the extent 

to which these are grounded in data (Cooney, 2011). Cooney’s perspective is consistent 

with grounded theory methodological approach particularly where Corbin and Strauss 

(2008) stress the importance of expanding the density of a category by detailing its 

properties and dimensions. 

Lincoln and Guba (2000) argue that qualitative research cannot be judged on the 

positivist notion of trustworthiness, but should be judged on alternative criteria of 

trustworthiness. Lincoln and Guba’s argument is justified on the basis that the positivist 
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worldview is incommensurable with the interpretive worldview. Thus different criteria 

of rigour and quality need to be developed to reflect the different assumptions that 

interpretive researchers hold about the nature of reality and appropriate methods of 

inquiry. The substitution of alternative criteria for rigour in interpretive research is not 

intended to imply that rigour is to be abandoned. On the contrary, the interpretive 

criteria of confirmability, auditability, authenticity, and transferability become 

paramount to making any claim to rigour (Gasson, 2004). (See table 6 for Gasson’s 

research on rigour in qualitative research) To ensure interview rigour in this research, 

the researcher took steps to systematically and methodically follow due process in order 

not to taint the credibility of the research findings. Interview procedures are assessed 

from the six quality criteria for conducting interviews devised by Kvale (2008).  

Table 6: Rigour and trustworthiness stages of theory-building research 

Issue of Concern Positivist Worldview Interpretive Worldview 

Representativeness of 

findings 

Objectivity: findings are 

free from researcher bias. 

Conformability: conclusions 

depend on participants and 

conditions of the study, rather 

than the researcher. 

Reproducibility of 

findings 

Reliability: the research 

findings can be replicated, 

independently of context, 

time or research. 

Dependability/Auditability: the 

research process is consistent 

and reasonably stable over 

time and between researchers. 

Rigour of method Internal validity: a 

statistically-significant 

relationship is established, 

to demonstrate that certain 

conditions are associated 

with other conditions, 

often by “triangulation” of 

findings. 

Internal consistency: the 

research findings are credible 

and consistent, to the 

participants we study and to 

our readers. For authenticity, 

our findings should be related 

to significant elements in the 

research context/situation. 

Generalisability of 

research findings.  

External validity: the 

researcher establishes a 

domain in which findings 

are generalisable. 

Transferability: how far can 

the findings/conclusions to be 

transferred to other context and 

how do they help to derive 

useful theories?  

Source: Gasson (2004) 

  



 

 

110 

 

The criteria emphasise issues such as the spontaneity, richness, and specificity of 

participants’ responses, the extent to which the researcher follows up to clarify relevant 

aspects of responses, whether the researcher was engaged in the interpreting of 

interviews throughout the interview process, and whether the researcher made efforts to 

verify his interpretations of participants’ answers in the course of the interview (Kvale, 

2008). These criteria were adhered to specifically because, after data collection and 

analysis, and discussions of findings, the researcher travelled back to Ghana to meet 

practitioners in order to authenticate research findings. 

Chapter summary  

In this chapter, the investigator discussed the data collection and analysis 

procedures including the processes for the acquisition of ethical clearance and informed 

consent for research participants. The chapter also discussed the issue of theoretical 

sensitivity, explaining that some prior knowledge of the phenomenon to be investigated 

obtained through initial literature review and from the professional experience of the 

researcher helped in understanding the research area and thus facilitated the formulation 

the research question and problem. In selecting participants for the study, the research 

initially adopted the purposive sampling technique in order to obtain specific 

information that could only be provided by a particular group of participants. However, 

when concepts and categories began to emerge from data, the researcher changed the 

sampling technique to theoretical sampling. 

The chapter also discussed the data collection processes, emphasising that 

because the research methodology was grounded theory, interviews and observation 

data once transcribed were coded and stored in a Microsoft Access database embedded 

with Microsoft Word document for easy storage and retrieval. The chapter also 

discussed analyses leading to the generation of concepts, categories, their properties and 

dimensions. The entire coding process formulated by Strauss and Corbin (1990; 1998), 

thus open, axial, and selective coding were used during data analyses. The paradigm 

model was used to examine relationships of categories based on causal conditions, the 

phenomenon under investigation, the context, intervening conditions, 

action/interactional strategies, and the consequences or outcome of the relationship.  
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Also in this chapter, the conditional matrix was used to relate to the 

phenomenon under investigation. The conditional matrix examines the consequences, 

action /interactions, and the various influencing conditions, from international to the 

individual level that influence a consequence. The researcher further discussed how to 

identify sub-core and core categories, and identified the sub-core categories of, 

procurement practices, resource integration and networking, and support for 

practitioners. The chapter further discussed substantive and formal theories, and rigour 

and trustworthiness in qualitative research findings. Chapter 5 will discuss the first of 

the three sub-core categories of ‘procurement practices’.  
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Chapter 5: Procurement Practices 

Introduction 

Procurement performance provides a basis for an organisation to assess how well 

it is progressing towards its predetermined objectives, identifies areas of strength and 

weaknesses and decides on future initiatives with the goal of how to initiate 

performance improvements actions (Van Weele, 2006). As indicated in chapter 4, the 

analysis of data through coding and constant comparative analyses resulted in the 

identification of three sub-core categories – procurement practices, resource integration 

and networking, and support for practitioners. Each of these sub-core categories has 

their categories. In this chapter, the first of the sub-core category – procurement 

practices is discussed. (see table 7 for sub-core category linked to categories and some 

foundational premises (FP) of S-D logic). 

Table 7: The sub-core and its categories linked to some FPs of S-D logic 

Sub-core category Categories FPs of S-D logic 

Procurement practices University procurement process 

University/supplier value co-

creation 

Government policy 

External influence 

National culture 

FP4: Operant resources are 

the fundamental source of 

competitive advantage 

FP6: The customer is  

always a co-creator of value 

FP7: An enterprise cannot 

deliver value, but only offer 

value propositions 

FP10: Value is always 

determined by the 

customer/beneficiary 

 

The discussions are based on procurement practitioners’ responses from 

Ghanaian universities. It is also significant to emphasise that whilst procurement 

practices in public universities should necessarily follow the guidelines laid down in 

Ghana’s public procurement act (Act 663), private universities are not completely 

exempted from complying with the Act especially when dealing with government 

business. The PPA enjoins all public organisations to adhere to the guidelines of the Act 
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and its implementing regulations and administrative instructions, except where 

exemptions exist (PPA, 2003).  

University procurement process 

In order to comply with the PPA, practitioners of public universities follow a 

similar procurement process. PbU2 explains: “...our procurement process is based on the 

public procurement law. This means we have to work within the framework of the law”. 

PbU2’s assertion is emphasised by PbU4 who explains:  

The procurement processes in our university is simple, but can be complex 

too in the sense that this is a government establishment, and as such all 

procurements are governed by the public procurement law. The entire 

university has a budget, and the procurement department derives their 

procurement plan out of the budget because the individual input or requests 

from the various departments are captured in the budget. There are three 

forms of procurements – goods, works and services. The procurement 

officer with his staff, by the authorisation of entity will initiate a move for 

the procurement plan of the university. There are thresholds for 

procurement. Some of the items, depending on the amount involved must be 

advertised in a national competitive tendering (bidding). Then quotations 

will be invited from the general public. After the quotation, an evaluation is 

carried out. After the evaluation, the entity, or the regional or the ministerial 

tender board will meet and look at how the evaluation was done. If they are 

satisfied, then the contract is awarded. If the threshold is small, it still passes 

through the same process but then the entity tender committee makes the 

final decision of awarding the contract.  

The procurement process as explained by PbU4 is consistent with section 21 of the PPA 

(Act 663), which enjoins procurement entities to prepare a procurement plan for each 

fiscal year, and prepare quarterly updates for approval by the tender committee. The 

head of the procurement entity has responsibility for co-ordinating the preparation of 

this budget, including procurement plans based on previous consumption and estimated 

requirements for stores replenishment, and the submissions of departments, units and 

projects (PPA, 2003). 

Interviewing practitioners of other public universities reveals that, depending on 

their size and capacity, practitioners may not have to follow an elaborate procurement 

process outlined by PbU4. Indeed, where the financial implications for procuring goods 

or services fall within the threshold of the entity, the process is much simplified as the 

procurement process applied in such instances are price quotations. PbU5 explains: 
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“...all departments bring in their requisitions to the procurement unit. The unit will then 

review it to the institution’s standards and budget. After which we write to the entity 

chairperson to give us authorisation and approval as to whether we should go ahead and 

procure the items. Before we go ahead to procure the items we invite suppliers to 

submit their quotations which we then open and evaluate. We look at the best supplier – 

that is, we are looking at the price, the quality of goods or services to be provided, and 

the terms of payment. If we are satisfied, then we award the contract to that supplier”. In 

relation to how contracts are awarded after the evaluation of bid documents by the 

tender committee, PbU5 intimates that in most cases the lowest bidders are awarded the 

contracts. The practitioner gives the reason as being:  

...because the university’s authorities, staff, and even a section of the public 

consider practitioners as corrupt, it is difficult to convince them why you did not 

award the contract to the lowest bidder although as an experienced practitioner 

you can easily see that the price being quoted is ridiculously low that you wonder 

if it can even accomplish fifty percent of the task being contracted for.  

Responding to what has been known as the ‘lowest bidder takes it all syndrome’ PbU3 

affirms: “the university usually awards contracts to the lowest bidders sometimes 

forgetting about the quality and experience of the bidders. It is only on few occasions 

that we look at those things”- referring to quality, speed of delivery and experience. 

Frustrated about the practice, PbU3 further explains: “I tell you, most of these contracts 

that are awarded to lowest bidders tend to be expensive as the final deliveries always 

fell short of the quality standards of the institution. Look some of the price quotations 

are so low that, as a practitioner you feel ashamed that the contract is being awarded to 

the contractor. I think this happens because in contractors’ desperation to win contracts, 

they quote whatever amount they believe will ensure they win”. 

Practitioners intimate that all public universities are by the procurement law 

mandated to have a register of all suppliers and prospective suppliers that they either do 

business with or intend to engage their services in future. The supplier register is 

updated at the end of the university’s financial year. Regarding the use of supplier 

registers, whilst a section of practitioners indicate that they use the register as a database 

to invite prospective suppliers to bid for contracts, others explain that the supplier 

register is compiled in order to meet the requirements of the PPA. PbU2 explains: “we 

use the supplier register to invite our preferred suppliers...we have preferred suppliers 
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because we have worked with them for some time and know their competences and 

shortfalls. Bringing in new suppliers tend to be problematic because of the fear that they 

may not deliver to our taste or standards”. When asked whether having preferred 

suppliers did not breach the public procurement law, this is the practitioner’s response: 

It can sometimes, but if you try bringing new suppliers, these suppliers may 

end up bringing problems for you. There was an instance where a supplier 

brought a sample of a printing work that was of very good quality. So we 

decided to give him a chance, and requested that he brings his list of 

documentations. The supplier brought the first sample of which we were not 

satisfied. He brought the second sample which still had quality issues. So we 

had to go back and start the process all over again with our preferred 

supplier. As you can see, this resulted not just in time being wasted, but also 

has financial implications for the university, and at the end of the day the 

procurement department is blamed for being incompetent. 

Further interrogations reveal that it is only PbU2 that operates the key supplier 

system, as other practitioners are of the opinion that it will be illegal to have preferred 

suppliers as it does not give equal opportunities to all potential suppliers as stipulated in 

the procurement law. Commenting on his university’s position on key/preferred 

suppliers’ status, PbU1 indicates: “the procurement law forbids public institutions from 

building buyer-supplier relationships therefore any institution that gives undue favour to 

some suppliers over others will be perpetuating an illegality”. PbU1’s position is 

affirmed by PbU5: “we have registered suppliers, but we don’t have preferred ones. All 

we do is that, we advertise for suppliers to express interest by submitting tenders. 

Suppliers who meet our requirements are awarded the contract”. What is significant 

about the key supplier issue is that, practitioners from all five universities including 

PbU2 concur that it is against the procurement law for public universities to have 

key/preferred suppliers as it discriminates against other potential suppliers.  

The research discovers that all public universities have similar criteria for 

evaluating supplier firms. PbU4 explains: “we use the institution’s key performance 

indicators against the actual performance of suppliers. We also contact the user 

departments to solicit views about their impressions of suppliers’ goods, works, or 

services”. Similarly, PbU1 explains: “we look at on-time delivery; we look at the 

supplier who has given us the most competitive prices for the year under review. We 

also look at the supplier whose supplies had the least reject rate”. PbU2 acknowledges 

that supplier evaluation is done by drawing on the expertise and experience of staff from 
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other departments within the university. This evaluation policy of PbU2 does not go 

down well with the procurement department who perceives it as an attempt by 

management to usurp part of their authority. PbU2 laments: 

This is where the problem starts. The way the institute runs doesn’t give us 

the general mandate to implement whatever policies are meant for the 

procurement department to implement. To evaluate suppliers for instance, 

sometimes audit comes in to check their performances e.g. their quotation, 

what types of services do they provide. The procurement department is also 

sometimes required to draw on the expertise of staff of user departments to 

partake in the evaluation process. So we don’t actually have a cut out 

performance appraisal for our suppliers. 

Procurement practices in private universities differ markedly from their public 

counterparts for the reason that, private universities are only bound by the PPA when 

engaging in government business. However some private universities admit to using 

sections of the public procurement law as a guide to their procurement processes. PvU2 

explains: “currently you know Ghana has a procurement law that caters for procurement 

in the public sector. From that law you will realise that most private universities extract 

their frameworks for procuring”. PbU2 continues: 

 Although we are a private university, some of our procurement procedures 

follow the public procurement law. For instance there are thresholds beyond 

which the head of the institution cannot approve, hence it has to go to the 

procurement committee to decide whether to call for competitive tendering, 

or approve the amount for the procurement department to go ahead and 

purchase. In all cases of procurement, invoices are requested from suppliers. 

It is based on these invoices that decisions are made as to which supplier 

should be awarded the contract. The work of the procurement department is 

to ensure that all departmental requests are received and submitted to the 

procurement committee for deliberation and approval or otherwise. 

Procurement processes in other private universities follow similar patterns. In most of 

these universities, procurement committees are responsible for all procurement and 

procurement related decision making. In few other universities however, procurement 

decisions are made by procurement consultants. Explaining how procurement decisions 

are made in their university PvU1 explains: “we have a seven-member committee who 

discusses requisitions brought forth by the various departments of the school to first and 

foremost ascertain whether they were budgeted for. The committee then decides which 

items should be procured, and request the practitioner to get three invoices each for 

every item from different suppliers. The best item in terms of quality and price is 
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selected”. Most universities who operate on committee basis usually have practitioners 

who survey markets for prices, and quality of goods, and services. Practitioners then 

report back to the committee for action. Consistent with the statement of PvU1, PvU3 

explains: “procurement of goods and services are carried out as and when the need 

arises. The procurement officer or stores officer is asked to conduct a market survey of 

the suppliers of the goods and or services required by the university. The information 

received from the procurement officer is relayed to the procurement committee which 

schedules a meeting to discuss the information brought by the procurement officer”. 

Some universities who lack staff with the requisite expertise, skills and 

experience in procurement, engage the services of consultants to offer advice on issues 

pertaining to procurements. Explaining their procurement process, PvU5 asserts: “the 

procurement officer collect invoices from different suppliers and selects the invoices 

with the lowest prices and submits them to the consultant for scrutiny and possible 

approval. When approved the university’s finance officer then effects payment. The 

university’s consultant must approve all purchases before payments can be authorised”. 

In other universities, it is the finance officers, presidents, and registrars who double as 

procurement practitioners. Practitioners in the affected universities explain that this 

happens for two reasons; either the universities want to cut cost by not employing 

practitioners when they believe the accountant is capable of performing the procurement 

functions, or they have not found qualified and experienced practitioners who they 

believe can better serve the university’s interest. One such university where the 

accountant doubles as the practitioner is PvU7. He explains: “the finance and accounts 

departments are responsible for all purchases. All we need is the authorisation and 

approval from the president of the university”. PvU18 indicates that procurement 

activities are performed by the president of the university. He explains: “the president is 

responsible for all procurement activities. What he does is that, when there is the need 

for purchases, he sends staff of the procurement department to go out and survey the 

market for prices. He then goes to the market personally to request for proforma 

invoices based on information provided by the procurement staff. If he is satisfied with 

the prices and maybe quality, he will procure the goods and services for the 

departments”. When the researcher inquires from the president why he does not allow 
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the procurement department to carry out the task of procuring goods and services for the 

university, the president replies:  

...hmmm, you know these guys are young and inexperienced, so what I’m doing 

now is to serve as a mentor to them. I know they understand, and they’re learning 

a great deal from me. With time when they become experienced and competent, 

I’ll entrust the entire procurement process into their care, then I hope I’ll not hear 

any excuses.  

The research also reveals that in some universities, procurement is actually done 

independently by each department. Universities (colleges) who practice departmentalise 

procurement are relatively new, and lack the requisite staff and infrastructure. These 

universities are usually owned by one or few investors, or local churches whose capital 

injection dwindles after the initial huge capital outlay. In PvU19, the president explains 

that to avoid bureaucratic procedures, “each department is responsible for their own 

purchases, be it goods, and or services. For purchases below certain thresholds, the 

heads of departments only have to seek approval from the finance office. Where the 

amount involved is above a stated threshold, the heads must seek approval from me 

before the purchases can go ahead, that is if I approve of it. This allows the system to 

run, and we are happy about it”. 

In relation to supplier monitoring and evaluation in private universities, the 

procedure varies from one university to another. On supplier evaluation, PvU1 explains: 

“we don’t have any formal way of evaluating our suppliers’ performance. It is not on 

paper, but what happens is we normally look at the reliability in terms of quality and 

delivery time”. The importance of supplier monitoring and evaluation is discounted by a 

number of universities who explain that because their procurement procedures entails 

going to the open market to solicit for suppliers whose goods or services are 

competitive in terms of price, quality, delivery time and terms of payment, there is 

nothing more to monitor and evaluate. PvU12 justifies this assertion:  

...because we always go to the open market to procure whatever the 

institution requires we don’t actually evaluate our suppliers’ performance. 

What we do is that, because occasionally we run out of stock at the middle 

of the semester, there are some suppliers whose records we keep for such 

eventualities. So when it happens, we just call on them to supply us with 

what we need. These suppliers I can describe as preferred suppliers because 

we exchange much information with them, just as they do with us. They 

even provide the institution with goods and services to be paid for at a later 

date. 
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Evidently practitioners do not see the need to evaluate suppliers especially when in most 

cases the final decision to award a contract is determined by a higher authority which 

has nothing to do with evaluations. Practitioners who recognise the significance of 

supplier evaluation have put in place evaluation criteria for suppliers to comply with. 

PvU3 explains:  

Well, we have our specifications or the terms of reference with which the 

supplier has to comply with. We continuously check for compliance with 

these reference points in the course of the contract. Where there are 

deviations we draw the attention of the supplier for improvement. We also 

depend on feedback from user departments as to whether the suppliers’ 

products and service meet their expectations. 

PvU16 stresses the implications of conducting periodic supplier evaluation explaining 

that it is the only way to make suppliers live up to expectation. PvU16 emphasises: 

“...we evaluate our suppliers based on the university’s criteria of price, quality of 

products or services, discounts given, and warranties. If suppliers meet our criteria, they 

become our preferred suppliers. What this means is that, we will continue to do business 

with these suppliers until we find better suppliers”. Interestingly, although PvU13 

claims his university does not evaluate its suppliers, he admits that the university has 

key/preferred suppliers with whom they deal with from time to time. PvU13 explains: 

“...we have few preferred suppliers whom we often do business with. We don’t evaluate 

their performance per se but we make use of them because of their quick responses to 

our calls. Their prices and quality are also quite better than others in the market”. 

Discussions on supplier evaluation reveal that although the majority of private 

universities may not have instituted formal policies or procedures on supplier 

evaluation, somehow they use their own parameters in deciding credible and trusted 

suppliers.  

In relation to the use of key or preferred suppliers, practitioners embrace the idea 

which most of them claim has been the success story of their universities’ procurement 

performance. PvU2 points out: 

Well unlike the public institutions where after every procurement, 

everything starts all over again, for our institution we strive to build 

relationships over a period of time. For example, I know for a fact that there 

are many stationery suppliers in the country, but over the years we have 

been able to believe in the quality of goods supplied by a particular supplier, 

because we are guaranteed of relatively higher superior products. ... we do 
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have preferred suppliers, especially for some specific items. We give every 

supplier the benefit of the doubt to start and prove themselves. Those who 

are able to meet our standards, we build relationships with them. 

Participating private universities see key/preferred suppliers as essential in their 

business engagements because they offer them goods, and services even when the 

universities have no money to pay at the time. They also offer quantity discounts, with 

some going to the extent of offering scholarships to brilliant students in their 

universities. PvU24 intimates:  

The preferred suppliers are those who are much more reliable. There are some 

suppliers that when we don’t have money and we ask them to supply us, they will 

not mind us, they will demand for a certain percentage payment. But there are 

others, when we call on them they will just give it to us at any point in time. This 

is one of the things that we use to group our suppliers. And one other thing is that, 

we even have some suppliers that are very good to us, and they even offer 

scholarships to our students.  

When asked why suppliers will go to that length in order to secure contracts from 

universities, he explains: “they know how to do business”. Further interviews with 

practitioners confirm that key suppliers always have their way even when their prices 

are higher than other competitors and their quality questionable. PvU24 further 

explains: “...what do you think? We get all these benefits from them and you think we 

shouldn’t do anything to reward them? Of course we reward them by awarding them 

with contracts so that they can also sustain their business”. With such evidence, it is 

obvious that universities and key suppliers understand the importance of collaboration 

or favouritism in their dealings and regard it as a normal business practice. However 

one question that needs answering is, will this supposed ‘alliance’ improve procurement 

practices in private universities? 

Research has shown that many institutions are hesitant to rely on an untested 

supplier without first taking the time to build an effective relationship to ensure specific 

performance objectives hence their desire to monitor and evaluate suppliers. As firms 

increasingly emphasise collaborative relationships with key suppliers, buyer institutions 

are using supplier evaluations to ensure that their performance objectives are met 

(Prahinski and Benton, 2004). Evaluating supplier performance is necessary because it 

affords institutions the opportunity to develop critical product and process categories 

with key suppliers (Monczka et al., 1993). In supplier evaluations, it is imperative that 

the buying institution communicates the results to its suppliers with the hope and 
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expectation that the supplier will address noted shortcomings (Morgan, 2001; Purdy et 

al., 1994). Supplier evaluations normally encompass process and content (Hartley and 

Choi, 1996; Porter, 1991; Purdy et al., 1994), however research indicates that most 

institutions only focus on the content or performance aspect leaving out the process 

which should be a matter of concern. A good supplier evaluation process would give the 

buying institution adequate information to determine if the supply base is capable of 

meeting current and future needs. In some cases buying institutions based on evaluation 

reports organise supplier development programs with the intention of meeting their 

current and future business needs by improving supplier performance and capabilities 

(Prahinski and Benton, 2004). These views are consistent with S-D logic which argues 

in FP7 that because firms cannot create value independently but can only offer value 

propositions, it is important for actors in business engagements to collaborate by sharing 

operant resources in order to jointly create value. 

Business relationships play an important role in enabling firms to respond to 

dynamic and unpredictable changes occurring in the business environment (Hoyt and 

Huq, 2000). Such relationships focus on initiatives that enhance superior relational 

characteristics between business engagements and create a win-win situation for 

institutions and its suppliers instead of adversarial relationships (Paulraj and Chen, 

2005). Through close relationships with suppliers, institutions are willing to share risk 

and reward, encourage mutual planning and problem-solving efforts, and maintain the 

relationships over a longer period of time (Cooper and Ellram, 1993; Stuart, 1993; Chen 

et al., 2004; Li et al., 2007). Forging long-term relationships in a competitive business 

environment helps firms achieve superior performance by reducing cost, improving 

quality, and enhancing customer responsiveness or flexibility (De Toni et al., 1994).  

Relationship building and management have been issues of debate among 

researchers, some of whom have expressed dissatisfaction with the temporary nature of 

customer-supplier relationships (Briscoe and Dainty 2005; Voordijk et al. 2000). The 

issue of managing customer-supplier relationships has also attracted a growing body of 

academic research in recent decades (Terpend et al. 2008). The increased attention 

reflects the growing awareness of the link between effective management of such 

relationships and firm performance. Effective and efficient management of customer-
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supplier relationships starts with determining the number and most suitable suppliers for 

the organisation (Bemelmans, et al., 2011).  

University/supplier value co-creation 

With regards to discussions on university/supplier value co-creation, 

practitioners generally concur with the assertion that value results from a joint or 

collaborative effort between the university and supplier firms. Practitioners also 

corroborate the fact that supplier firms offer value propositions of which when ignored 

by the university will lead to no value being created. PbU2 explains: “because value is 

created during the exchange process, and the suppliers don’t produce and consume 

themselves, they produce and supply so that exchange takes place and value is jointly 

created between the two”. PbU1 emphasises the need for actors in business 

engagements to understand the concept of value co-creation. The practitioner explains:  

...having such an idea will go a very long way to improve efficiency in the 

university, and the delivery of our core values in the school will be improved 

tremendously. This is because as we see suppliers as the extension of our 

activities, they will also see us as an extension of their activities. This will 

improve cooperation and collaboration between us and will bring efficiency and 

lead to the attainment of the vision not just for the school, but also satisfy 

suppliers’ aspirations. 

Practitioners explain that a supplier firm’s knowledge of the university, and the quality 

of relationship required to gain shared access to the university’s privileged resources are 

directly related to the quality of value propositions that the supplier firm can offer. 

PbU2 explains:  

...in fact, this helps the university a great deal. There is this supplier who supplies 

the university on every occasion. This supplier has come to understand the 

activities of the university such that he seldom makes mistakes in his value 

propositions. So we are trying to build some of the suppliers like that, to get to 

know the taste of what the university wants, so that no matter what you give the 

supplier to work on, the supplier delivers perfectly. This happens because the 

supplier has come to understand the institutional needs, and makes every effort to 

meet these targets. So it is the relationship that you build with suppliers that leads 

to quality value being co-created.  

Recapping earlier discussions on key suppliers, where practitioners including PbU2 

stress that having such relationships contravene the public procurement law, the 

activities of PbU2 certainly is in breach of the law. This raises a debate about 

institutional commitment and compliance to the procurement law. The action also leads 
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to the question of how effective are the PPA in ensuring absolute compliance with the 

law by all public establishments? 

The issue of suppliers offering value propositions in the form of operand 

resources (mostly tangibles) which then need to be acted upon by operant resources 

(Knowledge, skills, technology, information, competences, and experience) in order to 

co-create value, generates this response from PbU1:  

Suppliers are providing tangible resources fine, but these tangible resources that 

they are providing to us did not come by its own sake. It is this application of the 

same operant resources by suppliers that resulted in the production of the goods or 

services. So to say that they only offer operand resources, to me is an insult on 

their intelligence. I do agree that suppliers propose value. It is like they make the 

offer and the university accepts the offer, takes delivery notes indicating that you 

have accepted the offer. I also agree that if the university fails or refuses to accept 

the offer, value will not be created. My concern is for us to recognise that 

suppliers also make use of operant resources.  

PbU3 affirms: “...because if the goods and services provided by suppliers are left 

unattended to, they will produce no value to the university. The goods and services only 

become important when the university accepts them and applies its own knowledge, 

skills, technology, competences and experience to make it valuable”. PbU4 responding 

to the same issue of operand and operant resources points out that; “....whatever items 

that the supplier supplies require some form of action on them before they’re eventually 

used. This action I think is possible through the use of the university’s technology, 

experience, knowledge and skills. It is after this act that the supplies become beneficial 

to the institution”. Visibly incensed by some of the provisions of the public procurement 

law, PbU2 explain the significance of understanding that value co-creation comes about 

through joint efforts and this joint effort is facilitated by the relationships among the 

actors of a business engagement. PbU2 reiterates her university’s stance on building 

some form of covert relationship with some of its suppliers explaining that:  

...since both parties understand that value is not created by the supplier alone, 

neither is it created by the customer alone. And that value is jointly created by the 

parties involved, this will improve the quality of goods and services provided, and 

could also lead to strong relationship building. Surprisingly, sometimes we make 

this position known to our suppliers...what if we decide not to buy your supplies 

or services, and no other organisation buys it? Will you get any value for your 

items? It is important that parties in business come to the realisation that each of 

them provides something special that together lead to a jointly created value.  



 

 

124 

 

Taking a retrospective look at the discussions on value co-creation, one is 

tempted to conclude that irrespective of perceived bottlenecks of the current 

procurement system, there is an overwhelming perception that, if universities and 

suppliers understand and accept that value creation is a joint effort, procurement 

performance will improve significantly. This is because they will strive to produce and 

supply their best especially in areas of quality and delivery time. S-D logic’s position on 

operant resources and value co-creation is explained in FP4 and FP6 respectively. FP4 

stipulates that operant resources are the fundamental source of competitive advantage. 

In other words firms require knowledge, technology, information, skills and 

competences in order to act upon operand resources to create value. On value co-

creation, FP6 states that the customer is always a co-creator of value. It is therefore 

important that suppliers and universities collaborate so as to jointly co-create value.  

PbU5 has a different view on value proposition. The practitioner disagrees with 

the assertion that suppliers only make value propositions to the university which the 

university decides whether to accept or not to accept. PbU5 explains:  

I don’t agree that suppliers only offer value propositions because personally I 

sincerely believe it is the suppliers who create the value and not the university. I 

think what the university does is to exchange money for whatever has been 

supplied. The university is absolutely not involved in the production process, how 

can they then co-create the value with suppliers?  

PbU5 however agrees that value creation results from a reciprocal effort between the 

university and suppliers. PbU5 explains: “if both the university and suppliers get to 

recognise their roles in the value creation process, they will likely put much effort into 

the processes that lead to the eventual outcome”. He further affirms: “the cooperation 

between the university and suppliers lead to value being created. In this sense, value is 

created by both the suppliers and the university”. PbU5 was probably incensed by the 

statement that suppliers produce no value at all but only make value propositions to the 

university which “creates the value”. Having understood the concept of value creation 

perhaps changed the practitioner’s outlook of the entire value generating process. On 

the question of who determines value, whilst PbU4 concurs that “value is created by 

both the supplier and the university”, he disagrees with the assertion that value is 

ultimately determined by the university, explaining that, “I think both the supplier and 

the university determine value because they jointly created it through their efforts and 
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collaborations with one another”. Contrary to PbU4, FP10 of S-D logic argues that 

value is always determined by the beneficiary. This argument stems from the fact that 

the value of ‘everything’ is experienced only when that ‘thing’ is accepted and put to 

use by the customer/beneficiary. In that sense a product or service will be valueless 

unless a customer/beneficiary accepts and makes use of it, implying that the beneficiary 

uniquely determines value (FP10). 

Practitioners of private universities have diverse responses on the subject of 

value co-creation. PvU4 explains: “a university which integrates its demands of goods 

and services to that of supplying firms improves its operations with suppliers. This 

implies that it takes the university and suppliers to combine resources in order to co-

create value. It is obvious that the university alone cannot create value, likewise 

suppliers alone”. PvU4 further states: “universities which receive high quality goods 

and services may have depended on the quality value proposition offered by suppliers. 

This is important because if suppliers offer their goods, and services, and the university 

refuses to accept the offer and make payment, no value will be created”. It is significant 

to acknowledge that the practitioner does not only support the idea of value co-creation, 

but essentially understands the significance of the concept in addressing improvements 

in procurement performance.  

Reacting on the significance of the university and suppliers to jointly collaborate 

to co-create value, PvU12 explains: “this is important because it will improve the level 

of cooperation and also foster mutual respect for both parties”. PvU3 stresses: “there is 

no doubt that collaboration and networking in all aspects of procurement is very critical 

for creating value”. PvU3 believes that value is determined by the university or 

beneficiary, but was quick to submit that the competences of suppliers play a significant 

role in determining the kind of value the university gets. PvU15 points out: 

I think because the university determines the value of goods and services by 

purchasing and using them, the best the supplier can do is to offer his/her 

goods to the university. The university must then decide whether to accept 

the offer in which case value is co-created, or to reject the offer, which 

means the supplier gets no value for his/her supplies. 

PvU6 indicates: “I know that the value of products and services are not achieved until 

they get to the final consumer. In this regard, I support the assertion that supplier firms 

cannot independently create value without collaborating with the university”. PvU8 
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explains: “when the two parties understand that value is not created by one party, but is 

a collaborative effort, they will surely put in their best to ensure that both parties are 

satisfied with the final outcome. In fact value is a co-creation because of the integration 

of activities resulting from reciprocal exchanges between suppliers and the university”. 

PvU6 position that value cannot be created independently by the supplier or university 

leads to FP7 of S-D logic. FP7 states that firms can offer their resources for value 

creation and collaboratively create value following acceptance of value propositions, 

but cannot create and/or deliver value independently. 

Discussions on operand and operant resources with practitioners of private 

universities yielded these results. PvU8 explains:  

I think I have already told you that value creation comes as a result of a joint 

effort between the parties to the business. And I believe that supplier firms also 

possess operant resources. What I mean by this is that both suppliers and the 

university possess operant resources, for that reason I disagree with the 

proposition which seeks to portray suppliers as not having knowledge, skills, and 

expertise and are therefore a bunch of dunderheads.  

PvU6 states: “...they supply tangible resources, but they also supply services, and 

resources whether tangible or intangible must be acted upon by knowledge, skills, and 

sometimes technology to create value”. PvU19 although concurs with previous 

practitioners has this to say: “Supplier firms offer value propositions which must be 

accepted by the university and acted upon to co-create value. As far as I’m concerned 

the proposition doesn’t necessarily have to be operand resources. They could as well be 

operant resources”. Practitioners are of the opinion that it is not only the universities or 

consumers who possess operant resources, but suppliers also require operant resources 

to be able to produce quality supplies to the universities or their customers. Regarding 

the issue of whether value is embedded in the suppliers’ product, PvU20 explains: 

“...the value of the suppliers’ items depends on the customer, because the customer 

directs the supplier, he/she rules the world of the supplier. So I believe the value of 

items come about through the joint effort of the supplier and buyer, rather than being 

embedded in the suppliers products or services”. He affirms: “I don’t believe there is 

total value embedded in products, there could be some value but this value needs to be 

harnessed by the university. That’s why I believe in the co-creation or the joint creation 
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idea”. PvU22 answering the question on value embeddedness in products makes a 

submission:  

This is a very interesting issue to discuss; I have always known that goods or 

services are worthless if not put to use. Look at this office; I have a television set, 

a radio, a refrigerator and a computer. If I allow these items to stay where they are 

without operating or making use of them, what will be their value? They will 

become worthless. So for me value is not embedded in physical products. Value is 

attained only when the item is put to use. Is that what you refer to as value co-

creation? Where the supplier does his/her bit and the customer also plays his part? 

The ensuing discussions shows that, whereas practitioners of public universities 

embrace the idea and significance of understanding and applying the concept of value 

co-creation, they claim to have been constrained by the current procurement system. 

Practitioners of private universities seem to have taken advantage of university-supplier 

relationship building which according to them has contributed immensely to their 

continuous stay in business. They also point out that collaboration with suppliers has 

given them insight into suppliers’ businesses and that has enhanced certain strategic 

decision making. 

The principle of value co-creation emerged as a result of the seminal work of 

Vargo and Lusch (2004a), who argue that value creation results from a reciprocal effort 

between a firm and its customers. They suggest that supplier firms offer value 

propositions to customers, and it is only when the offer is accepted is value co-created. 

Thus, value is created when a customer interacts with the resources and capabilities 

provided by the relationship with their firm/supplier and other providers of resources 

(Lusch and Webster, 2011). It is important to understand that the supplier who is 

integral to the value creating process acts as a facilitator by providing value-supporting 

resources for customers’ use (Grönroos, 2008). For instance, in supply networks, one of 

the ways that firms can create customer value is by working with suppliers who will 

minimise costs and expedite merchandise delivery to reduce customer wait time. The 

mutual benefits enjoyed by the actors of business engagements make them strive to 

develop strong relationships with their supply network partners (Tokman and 

Beitelspacher, 2011).  

It is significant to acknowledge that modern competition is based on the value 

proposals co-created by the entire network, from raw material extractors to end-users, 

through dynamic, multi-party dialogue, knowledge exchange, and utilisation of operant 
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resources. Networks that provide end-users with better service experiences gain 

perceptions of higher value-in-use, which in turn result in higher levels of collaborative 

value-creation behaviours from end-users such as loyalty, and further dialogue with 

network members (Tokman and Beitelspacher, 2011). Collaboration addresses joint 

opportunity or problem recognition and solution development. Superior value 

propositions emerge from a deep understanding of customers as well as supply network 

capabilities, resources and constraints (Esper, et al., 2010). 

In S-D logic, a firm’s competence in developing collaborative service based 

relationships is a key resource in attaining a sustainable competitive advantage (Lusch 

et al., 2007; Powell and Dent-Micallef, 1997). The logic suggests that value cannot be 

embedded in either the factory or the distribution process; rather, it is co-created with 

customers (Lusch and Vargo, 2006). Value is co-created when customers and suppliers 

engage in dialog and interaction during product design, production, delivery, and 

consumption. Thus value is defined and co-created by customers rather than being 

embedded in the outputs of suppliers (Yazdanparast, et al., 2010). To engage customers 

in co-creation, supplier firms must plan and implement relationship experiences for 

customers that encourage active engagement of customers in designing goods and 

services. The design of relationship experience includes determining time commitment 

and resource requirements to generate opportunities for value co-creation (Payne, et al., 

2009). 

Government policy  

Most governments in developing countries including Ghana have instituted 

reforms in public procurement. The major goals of these reforms among others are to 

curb corruption and increase financial transparency in public institutions (World Bank, 

2006). PbU2, not pleased with the current procurement system explains: “these reforms 

because they were virtually imposed on the countries involved from the World Bank 

and other international financial institutions, lack flexibility, political, social and 

especially cultural sensitivities of the implementing countries. The rigidity with which 

the law is being implemented leaves much to be desired. ...the law does not encourage 

supplier engagement and militates against relationship building with suppliers”. PbU2 

further points out: “the need for transparency and the desire to curb corrupt practices in 
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public procurement has lead to stringent policies on procurement which I think may 

rather retard the improvements that we are all yearning for”. Collaborations with 

partners and stakeholders have been an important business concept with many success 

stories in the literature. PbU5 explains:  

...we all hailed the current procurement system thinking it was something great. 

Of course some aspects of the law are fantastic but other areas give us ‘headache’. 

Can you imagine a procurement policy that discourages knowledge and 

information sharing, and collaborations with supplier firms on the pretext of 

transparency and fighting corruption? I think the intentions for such a policy 

might be good, but was not thought through properly.  

PbU4 commenting on the effect of government policy on procurement performance, 

especially on restrictions placed on university/supplier engagement laments:  

Looking at the nature of the work (procurement), we are supposed to have a good 

relationship with them (suppliers), but as it stands now because procurement is 

seen by the public as a lucrative area, normally when you become close to the 

supplier, people begin to read all sorts of meanings into it, especially corruption. 

So I will say the relationship is strictly transactional, where after contracts are 

awarded, the relationship ceases to exist.  

PbU4 stresses: “the law forbids buyer-supplier relationship, so where there is the need 

for interaction this must be sanctioned by the procurement committee, the entity 

chairperson or even the PPA. These engagements are sanctioned especially when 

contracts have been awarded, and there is expediting where follow-ups are made to 

ensure that the supplier fulfils the contract terms”. The public procurement act (Act 663) 

stipulates that, effective management of contracts is essential to ensure that the 

objectives of the procurement process are achieved and that all contractual obligations 

and activities are completed efficiently by both parties to the contract. In this regard the 

procurement unit or the technical department concerned must ensure that routine 

monitoring of all current contracts are maintained so that swift remedial measures can 

be taken when problems arise, or preventative action taken when problems are foreseen 

(PPA 2003). Notwithstanding what the procurement law stipulates evidence on the 

ground show that very little attention is paid to contract monitoring and management as 

a result of the government’s strict policy on engagements. Some practitioners explain 

that the current situation is due to over zealousness of people in authority to centralise 

power in order to have absolute control and authority over the process. 
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Information and knowledge sharing between institutions and suppliers is highly 

restricted. Practitioners argue that although all public universities are mandated to have 

a register of suppliers and prospective suppliers, there is no such thing as knowledge or 

information sharing between universities and supplier firms. PbU4 explains: “Even 

information sharing by the supplier and practitioners are restricted. This is so because 

once a supplier and university get closer or share information, there is suspicion of an 

attempt to collude and connive with the supplier in order to turn an award of contract in 

the supplier’s favour”. When asked whether there are indeed any such prohibitions in 

the procurement law, PbU4 explains: 

Even if it is not in the procurement law, the PPA has made it official and who are 

you to challenge them. Challenging the law is not the problem, but because the 

majority of practitioners and suppliers have come to accept it, it has become a 

norm and anybody that speaks against it becomes a deviant. But if you ask me 

now whether the current procurement system or policy or whatever you choose to 

call them have reduced corrupt practices in public procurement, I can boldly tell 

you, ‘no’.  

PvU4 however concedes that overall, public procurement has seen some improvements 

“as a result of the various structures that the PPA has instituted and is implementing.  

In relation to the effects of government policy on procurement performance, 

practitioners of all five public universities claim that the current procurement system 

retards institutional growth and efficiency because there is nothing like collaboration, 

relationships building and management, knowledge and information sharing with 

practitioners and suppliers. They stress that, an official who is seen to be having 

relational exchanges with a supplier firm either before or after the award of contract is 

labelled as corrupt and could be summoned to a disciplinary committee to be 

investigated. Commenting further, PbU2 stresses:  

Our relationship is strictly transactional or what I would call antagonistic because 

we are barred from even having key suppliers that we can interact with, and 

develop so as to serve our needs. We only do business with them as and when 

there is a contract to be awarded, and this is done through competitive tendering. 

What it means is that there are no relationships between suppliers and the 

university after the award of contracts. In fact, it is against the law.  

PbU2 further indicates that in most cases: “the only time that we share information is 

where a supplier’s product falls short of the university’s expectations in terms of 

quality. Then we invite the supplier to complain about his/her supplies”. 
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Procurement practices in the private universities follow a different system. 

Contrary to the somewhat adversarial relationship between customer and supplier that 

pertains in public universities, evidence from the field show that private universities 

make concerted effort to build relationships with their suppliers. Explaining the kind of 

relationship that exists between key suppliers and the university, PvU10 points out: 

“there is an excellent relationship between the university and its suppliers. This 

relationship can be described as friendly rather than even business as both parties seek 

the wellbeing and continuous survival of the counterpart’s business. Suppliers and the 

university exchange ideas in so many areas on how to improve upon each other’s 

business”. An elated PvU22 recounts how knowledge and information sharing between 

their key suppliers has brought tremendous improvements in their procurement 

performance. He affirms that improvements come about as a result of the strong 

network of relationships they have been able to build and sustain with their key 

suppliers over a period of time. The practitioner explains: 

We discuss our problems and concerns with them (suppliers), especially 

when it comes to the supply of goods and services. They also share their 

concerns with us. The interactions with these suppliers are cordial. In fact 

they are like the university’s friends. The university even sometimes 

requests their assistance in recommending the kind of products and services 

to go in for. This cooperation has helped brought tremendous improvement 

in our procurement performance. 

Practitioners see collaboration and long term relationship building as part of their 

business processes to the extent that some universities cease to do business with 

supplier firms whom they perceive as working in their own parochial interest and not 

for the greater good of all actors involved. PvU1 in stressing the need for actors to work 

for their mutual benefit explains:  

In fact suppliers that have the win-lose attitude to business don’t have a 

place in our university as far as the award of contracts are concerned. We 

have stopped doing business with many suppliers because we see them as 

thinking only about what they get from us. We abhor such attitudes to 

business and prefer business people who put a human face to their business 

processes. 

Practitioners explain that they are more open to their key suppliers because of the 

mutual trust, respect and confidence that exist between them over the years. PvU25 

explains: “...because of our strong bond of relationships we seldom do business with the 
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business hungry suppliers who only think about their own profit”. He describes the 

relationship type they have with their suppliers:  

The university has good relationship with its key suppliers which go beyond 

business. Every aspect of information we deem important for suppliers to know is 

provided them. The suppliers reciprocate this gesture by opening up with us, and 

sometimes to the extent of telling us supplier secrets in their business. These are 

suppliers who are welcome to the university at any time to even recommend to 

authorities the types of goods and services we should buy or invest in. The 

university also discusses with them its challenges, especially finance, and other 

post supply challenges.  

PvU8 hints that being a key supplier means the supplier can provide services or supply 

goods and agree to receive payment later if the institution is financially hard pressed. He 

however stresses that, such assistance are not one-sided. He explains that suppliers 

sometimes request for advance payments even when they may not have supplied any 

goods or services to the university. Such financial assistance to suppliers according to 

the practitioner is usually used to pay for customs duty for their goods that have arrived 

at the port or to acquire equipments for their businesses. “So you see, because of their 

preferred status, we have very good interaction with them. Sometimes they even seek 

technical advice from our staff on their operations.”  

Since 2001, Ghana has undertaken a number of reforms of its public financial 

management, particularly its procurement system which provides a comprehensive legal 

framework for public procurement. New institutions such as the PPA and the Appeals 

and Complaints Panel (ACP) have been set up to formalise and improve procurement 

performance (Honkaniemi, 2010). In accordance with the procurement law, the 

procurement process must allow suppliers, contractors and consultants to compete for 

business on a fair basis. Public officials associated with the procurement function, 

therefore are responsible for protecting the integrity of the procurement process and 

maintaining fairness in the government’s treatment of all suppliers, contractors and 

consultants. The law further stipulates that, correspondence and communications are 

essential to the management of relationships with suppliers and other stakeholders, but 

communications issued by a procurement entity may commit the procurement entity or 

bind it to a course of action with legal, contractual or financial implications. 

Communications from a procurement entity shall be made by persons authorised in 

accordance with their duties and responsibilities (PPA, 2003).  
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Evidently, the procurement law permits some form of relationships and 

communication between suppliers and institutions, but this is bound by strict legal 

implications that serves as an adequate deterrent for practitioners to get involved 

because of inherent fear. An assessment of Ghana’s procurement system in 2007 by the 

OECD/DAC although confirming substantial progress in public procurement since 

2003, also alluded to the fact that some provisions in the public procurement act have 

proven to be ineffectual and require adjustments or modifications (OECD/DAC, 2011). 

External influence  

Article 96 of Ghana’s public procurement act (Act 663) captioned, ‘international 

obligations’, stipulates that notwithstanding the extent of the application of the Act to 

procurement, procurement with international obligations arising from any grant or 

concessionary loan to the government shall be in accordance with the terms of the grant 

or loan (PPA, 2003). Interpreting the Act, it becomes evident that there are provisions 

that virtually give legitimacy to external influence on public procurement in Ghana. 

Discussions with practitioners of public universities on the effects of external influence 

on procurement performance resulted in some revelations. Practitioners particularly 

express their displeasure about the practice where contracts are awarded to foreign 

companies before the universities are even informed. Explaining why such practices 

occur, PbU3 explains: “most international financial institutions and donor agencies 

usually give aid on condition that the contracts are awarded to contractors from the 

donor countries. For me, what saddens me is the fact that all procurements for the 

execution of the contract are done from the donor countries, and as to whether they 

adhere to the stringent criteria that they force on us here, only God knows”. According 

to practitioners, this phenomenon happens particularly for project aid, where there is 

continued correlation between the funding country of the project, and the nationality of 

the contractors (Honkaniemi, 2010). 

Practitioners explain that they are not against international agencies assisting in 

the infrastructural development of their various universities. Instead they oppose the 

blatant disregard for stakeholders who are usually not consulted before projects 

commences and also the manner in which the procurement law is flouted with impunity 

is a matter of serious concern to them. PbU1 explains: “under the public procurement 
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law inherited from the World Bank, such procurement must go through international 

competitive tendering to bring fairness to all potential and interested parties”. Acting on 

information provided by practitioners, the researcher found that article 45 (1) of the 

procurement act stipulates that international competitive tendering shall be used 

whenever open competitive tendering is used and effective competition cannot be 

obtained unless foreign firms are invited to tender (PPA, 2003). As can be deduced 

from the Act, an open competitive tendering is the first option for sourcing supplies 

according to the public procurement law; however there are exemptions especially when 

it comes to “international obligations”. Still expressing their perceive notion of violation 

of the law through external influences, PbU1 questions why they are compelled to 

comply with the law “whilst others do as they wish”. PbU5 indicates: “because of the 

gross disregard for the law and stakeholders by some international agencies, there is 

usually no cooperation between us”. Explaining that, “if someone is supposed to be 

assisting you and you don’t see and understand the kind of help, or you notice that the 

person is doing exactly what the law forbids you to do, how will you appreciate what 

has been done?.” PbU5 further stresses:  

It does not make us own the facility or project since we see it as an imposition just 

because government has requested their assistance and so anybody at all can do 

anything they imagine is in our best interest without us having a say in whatever 

is being done, and without abiding by the country’s laws.  

The lack of consultation and flagrant disregard for the law attracted a number of 

reactions from practitioners. PbU1 points out: “no wonder such facilities don’t last long. 

Well part of the reason might be based on the fact that the contractors might have used 

cheap and inferior materials sourced from their home countries or perhaps because the 

stakeholders feel they do not own the property, little is done to properly maintain them.” 

Practitioners question the level of expertise and experience of some expatriate 

contractors who supervise building and road projects on their various campuses. 

Practitioners believe that besides the sometimes low quality materials used for the 

execution of contracts, it is quite evident to notice that the competency levels of some of 

the staffs are not up to scratch. PbU1 explains: 

Look, I have worked in procurement for a number of years now and can easily 

differentiate between quality and sub-standard goods. What these people dump on 

us are virtually sub-standard materials which eventually lead to shoddy work. I 

mean why can’t beneficiaries of projects be at least invited to take a look at a 
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project that is being put up for them? Do you think the beneficiaries of the project 

would be happy if the finished product does not meet their expectations? In fact 

who owns the project? Who’ll be responsible for its maintenance? In short, we 

don’t see those projects as part of the university’s projects; rather we see them as 

projects of the donor agencies. 

Practitioners stress that their major concerns are the lack of consultation with 

stakeholders of the project. They also do not like the practice where contractors 

executed their works without any forms of collaboration and cooperation with the 

institution’s authorities, who know the actual needs of the institutions. PbU2 describes 

an incidence at her university: 

Classroom blocks were built for our university by an expatriate contractor. You 

see what the university wanted was larger rooms that could accommodate large 

numbers of students at a time. But because we were not involved in the process, 

the contractor put up a 25-seater room all over, probably because perhaps in their 

country that’s the convention. I can tell you that, after the project was handed over 

to us, we had to contract a local contractor to redesign and break into some of the 

lecture rooms to merge with others. This is extra cost to the university. So 

essentially, what we are saying is that, there must be mutual respect between us 

and the contractors, for what is ideal in one country or geographical region cannot 

be used as a yardstick for determining that is suitable for Ghana. We should admit 

that there are differences in our cultural, social, economic, and even political 

systems which must be taken into account and respected in making some of these 

decisions.  

Practitioners also complain about other forms of interference from some international 

financial institutions and donor agencies who after agreeing to sponsor projects demand 

that the sourcing of project materials be done in the donor countries. The reasons these 

agencies advance are mostly based on the fact that materials from their home countries 

are of superior quality and will ensure prolonged life span of projects than materials 

sourced elsewhere. This throws the entire procurement process into disarray as 

practitioners are compelled to buy even if the prices are higher and quality lower than in 

other jurisdictions. PbU1 explains:  

...you see we will prefer that we are allowed to use international competitive 

tendering which is in accordance with the law. The problem we have is when your 

hands are tied and you are asked to buy from specific countries even though you 

are aware that there are procedures to follow, it makes you look down on yourself 

and your profession. I thought the World Bank and other financial institutions in 

encouraging reforms in public procurement hence the enactment of the 

procurement law, were looking at improving efficiency, transparency and equity 

in public procurement. Do you think these conditions lead to any of these? 
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The views on the law, collaboration, cooperation, involvement and ownership of 

projects executed by international agencies as expressed by public universities are 

completely different from their private counterparts. This is because private universities 

welcome all forms of assistance. Explaining his university’s stance on external 

influence, PvU11 notes: “our university has been looking for any kind of support that 

will bring improvement in teaching and learning. We don’t care under what conditions 

the support comes with or how it is carried out; all we need is continuous improvement 

especially in our infrastructural and staff development”. Recounting an incident that 

occurred with a donor agency in his university, PvU5 explains: “few years ago our 

university received financial assistance from an international agency. The donor 

categorically told us what to use the money for, and even where to procure the items 

were stated in a letter accompanying the funds. We did comply. But we would have 

been much more appreciative if the donor at least gave us the discretion to buy the items 

from our key suppliers”.  

What is significant with international donors to private universities is that, 

unlike their public counterparts where no relationships exist during and even after the 

completion of projects, international donors tend to forge closer relationships with 

private universities that sometimes results in knowledge transfer and some level of 

technical cooperation. PvU20 intimates: “we have benefitted from our relationship with 

one of our international donors. As I speak, five of our staffs are undertaking further 

studies overseas as a result of the benevolence of this donor”. PvU2 explains 

circumstances surrounding their university’s library:  

Our small library as you see it there was financed and supervised by an 

international non-governmental organisation. The library is that small because the 

financiers decided to be the project managers, and put up the building from start 

to finish. They did their own recruitments of staff for the construction and were 

directly involved in all purchases. As you can see for yourself, this library is just 

too small for a university. But at the time of construction, we had no library at all 

so we had to accept it. I can tell you that, management has decided to put up a 

library complex for the school, after which that building will be converted into a 

store.  

Discussions with practitioners of private universities show that although external 

influences may not have direct implications on procurement performance, it does have 

some impact on teaching and learning. Discussions with PvU12 resulted in some 
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interesting revelations. PvU12 starts with a loud laughter and after calming down tells a 

story:  

Few weeks ago we had a phone call that one of our international donors whom we 

have been dealing with for some time now had shipped a consignment of 

computers and books for delivery as gifts to our institution. When we eventually 

took delivery of the items, they were full of Pentium 2 computers and medical 

books most of which were written before the 1960s. Currently, our institution 

does not even use Pentium 2. We use high resolution computers. And as for the 

books, I don’t know why they were donated to us because we don’t offer medical 

degree programs, even granted we did, how can we be using such archaic books in 

the 21
st
 century? Now our headache is where to dump those computers and books. 

At least they could have requested from the university what our needs were. 

National culture 

Discussions with practitioners on the impact of national culture on procurement 

performance yield varying results. Virtually all practitioners of public universities 

express displeasure about their non-involvement in making procurement decisions. 

Practitioners see this as an attempt by authorities to sideline them in order to usurp their 

power. Practitioners claim they are left to undertake the transactional and sometimes 

tactical functions when according to them, they are well trained to contribute 

strategically towards procurement improvements of their respective universities. PbU5 

explains:  

I will suggest that the procurement departments in individual universities are 

allowed to operate independently from top management. More often, the hands of 

the practitioners are tied because the heads of the institutions are the chairpersons 

of the procurement committees. You see, normally because those at the helm of 

affairs lack basic knowledge on the procurement function, it is sometimes difficult 

for practitioners because most of our professional inputs are ignored at meetings.  

PbU3 bemoans the practice where according to him they have been reduced to ‘errand 

boys’, running errands for top management. He explains: “look some of us are fed-up 

with this messenger kind of job. For God’s sake, I didn’t apply to the university to be a 

messenger, but that’s what I’ve been reduced to. I’ve to move from offices to offices, 

stores to stores almost any time there’s the need for procurement in order to collect 

invoices to compare prices”. When asked whose responsibilities that clerical aspect of 

procurement is, PbU3 responds that, there are quite a number of junior officers in the 

department, but management most often prefer the supervisors to carry out these tasks. 

This phenomenon according to some practitioners breeds tension any time there is a 
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tender committee meeting, as practitioners deliberately refuse to make any contributions 

or submissions during meetings. PbU5 explains: “why should we talk? After all, 

management does not recognise our expertise and experience that is why we’re 

excluded from taking part in making strategic procurement decisions. So if they think 

they have all the knowledge, why do they expect novices to make their mediocre 

contributions? It is painful my brother. Nobody is happy”. According to PbU5, the 

practice is widespread and is all over the university:  

...for instance, when you go to the accounts department, the finance officer takes 

all the decisions on behalf of other accounting staff. This is funny but let me tell 

you, as I speak now most staffs in the accounts department have been turned into 

data entry clerks. Entering credit and debit data all the time. But some of these 

people are chartered accountants. This situation has led to apathy and the lack of 

enthusiasm among staff who don’t find themselves in managerial positions. Let 

me tell you for a fact, most staffs come to work and stay for eight good hours 

without doing anything, yet they’ll all get paid at the end of the month. Who do 

you blame? The employer or employees who are regarded as having nothing 

special to offer?  

These occurrences are consistent with Hofstede’s (1983), explanation of 

countries having a high power distance. Ghana has high power distance which reflects 

inherent inequality and a centralisation of authority. This according to Hofstede may 

lead to apathy and waste of man-hours due to bureaucratic procedures. Probably what 

practitioners in public universities are experiencing is the over centralisation of power at 

the top. That is, top management wield and exert so much power and this is leading to 

disenchantment and visible levels of apathy among practitioners. The centralisation of 

management does not encourage creativity and innovativeness from subordinates who 

see themselves as ‘second fiddle’ employees who have nothing special to offer the 

organisation. It may also result in the loss of confidence and low self esteem from 

employees as they may feel their contributions to the universities are worthless 

(Hofstede, 1991). 

Ghana being a collectivist society is manifest in the attitude and body language 

of practitioners of the various universities. It is observed that other procurement staffs 

support the concerns and agitations of their superiors. This is confirmed when 

practitioners make statements such as, “the staffs of the entire procurement department 

have been reduced to a bunch of messengers or errand boys”. Obviously staffs of the 

procurement department are supporting each other in what they see as the unjust 
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treatment top management was meting out to them especially not allowing their 

superiors to be part of making decisions bothering on procurement. Further discussions 

with PbU5 on how subordinates react when they see supervisors being jostled about by 

top management attract this response:  

Hmmmmm, I’ll say they sympathise with us. But that’s not all, now I see that they 

don’t have the urge to work even though I try my best to encourage them that 

things might change for the better in future. Sometimes when I’m sent on an 

errand, they’ll offer to go instead or at least accompany me, but I normally decline 

because if anything happens it is me who’ll be held accountable or responsible. 

The long and short of it is that, they are not happy, and don’t put much effort in 

tasks assigned to them. Some of them have become habitual late comers because 

they think by doing that they’re sending a signal to top management that they’re 

not happy about how the institution is being run.  

Practitioners’ responses from private universities are not much different from their 

public counterparts. Most of practitioners lament the blatant lack of respect and 

disregard for the profession by top management. According to PvU9, the procurement 

profession is seen as an area any least trained person can function. Even the president of 

the university once told us that: “anybody who was not happy with the way he runs the 

procurement department could quit. The president further said that it was his duty to 

ensure that the institution gets value for money spent, so we shouldn’t be surprised 

when he does the procurement himself.” There is evidence to suggest that management 

in private universities sideline practitioners whom they consider as young and 

inexperienced. PvU1 explains:  

...during our committee meetings, because participants at the meeting are from the 

top management of the university, I being the procurement officer am tasked to 

take the minutes of the meeting. The atmosphere at the meeting is so intimidating 

that I don’t make any contributions. Even if I did who cares about my input? I see 

myself as just being there to make up for the numbers. 

Other practitioners wonder why universities will spend money to employ people that 

they have no use for. PvU19 intimates: “for the whole of this month, I have done 

nothing in terms of work. Nobody has even invited me to find out what we’re doing in 

our department. Look last month it was the same until getting to the end of the month 

when the president requested that my office prepare a requisition for the purchase of 

certain items for lecturers’ offices. Apart from these little things we do, we’re virtually 

redundant because management has decided to usurp our powers and do whatever they 

think is appropriate for the institution”. PvU18 explains: “can you imagine a situation 
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where you have a well-equipped procurement department and yet the various 

departmental heads engage in their own procurement? In this university each 

department’s heads are responsible for procuring goods and services for their respective 

departments”. When asked why practitioners are not being used for the reasons for 

which they are employed, the response was: “you know this people go to management 

meeting and decide what they say is in the best interest of the university. So who am I to 

question management’s decision”? 

Evidently discussions with practitioners indicate that they see themselves as 

being ‘bullied’ by management. Even in the face of these challenges one can observe 

some level of solidarity among practitioners from all participating universities. Most of 

the time the researcher was on these campuses, he found small groups of staff gathered 

openly discussing their displeasure over one thing or another, when they should be in 

their offices working. On one such occasion, the researcher asked PvU20 their rationale 

for not being in the office to execute their duties but rather sat openly under trees talking 

among themselves. PvU20 responds: “it is boring sitting in the office the whole day and 

doing nothing. At least under these trees, apart from enjoying the breeze and the 

beautiful scenery, we also enjoy that sense of togetherness as we debate issues 

pertaining to our profession.”  

Every organisation has its own culture, influenced and bound by the national 

culture of the country in which the organisation operates (Hofstede, 1991). In a high 

power distance society, organisational hierarchies make decisions and people follow the 

organisational hierarchy rigidly and do not believe in initiating actions (Hofstede, 1991; 

Newman and Nollen, 1996; Sagie and Aycan, 2003). In these societies, high 

empowerment of employees does not work effectively (Zhang and Begley, 2011). High 

power distance cultures are associated more with autocratic, paternalistic relations 

where subordinates more readily accept the role and position occupied by superiors 

(Koslowsky, et al., 2011). In high power distance cultures, social status, titles and 

positions are highly regarded because they dictate the way others treat and behave 

towards one another, thus leaders and their subordinates consider each other as unequals 

(Jogulu, 2010).  

According to Geert Hofstede’s national cultural dimension for Ghana, the people 

are more geared towards the dimensions of power distance and collectivism. The 
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consequences of having a high rating in power distance are the tendency of subordinates 

not to take initiatives, perceiving their superiors as the sole repository of knowledge. 

Whilst rating high on social collectivism meant that the entire workforce sees 

themselves as one and may be agitated if they perceive an inappropriate behaviour of 

their superiors. A perceived hatred by top management against a section of employees 

could affect the overall output of others (Hofstede, 1983). 

 As part of the tradition in collectivist society, Ghanaian managers prefer to work 

in teams instead of individually. Group tasks are favoured with the belief that each 

individual contributes towards the benefit and well being of the organisation jointly. In 

this manner individual weaknesses are not highlighted because the group takes 

responsibility for the outcomes (Wood and Jogulu, 2012). Compared with the norms of 

individualistic societies, competition and aggressive pursuit of individual interests are 

less common or desirable; instead, values regarding personal relationship are more 

group oriented (Ma, et al., 2010). Decisions in such cultures are made with collective 

consensus and must benefit and advantage the group more than particular individuals 

(Hofstede, 1991).  

Chapter summary 

The chapter discussed categories of the first sub-core category of “procurement 

practices”. The sub-core category and its categories were linked to the FP4, FP6, and 

FP7 and FP10 of S-D logic. The objective for the linkage was to highlight the level of 

integration between the categories and foundation premises (FP) of S-D logic. 

Addressing the research question: How can the application of S-D logic into the 

procurement function improve procurement performance in Ghanaian universities? the 

researcher first discussed the category, “university procurement process”; the research 

discussed the procurement processes in Ghanaian universities. The discussions revolved 

around issues pertaining to relationships and key suppliers as well as monitoring and 

evaluating suppliers. With the second categories of “university/supplier value co-

creation”, the research interrogated practitioners on value creation and the fact that the 

creation of value is a joint effort between the university and suppliers. The discussion 

also brought to the fore the fact that value is not embedded in physical assets, but results 

from joint effort between the supplier and the customer. In other words, value is not 
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determined by the provider. Indeed what the supplier does is to offer value proposition 

which when the customer accepts, apply operant resources in order to jointly create 

value.  

The chapter also discussed the category, “government policy” on procurement 

performance. The discussion focused on the impact government legislation is having on 

procurement performance. Practitioners complained about the fact that external 

contractors are given some degree of respite or favouritism when it came to the 

implementation of the procurement law. Practitioners also generally believe that 

portions of the current procurement law needed to be amended to ensure improved 

performance. The chapter also discussed the category “external influence” where 

practitioners complained about their lack of involvement in executing university 

projects. Practitioners generally deplored the practice where government officials 

infiltrate the tender process demanding that contracts be awarded to specific individuals. 

The chapter also examined the impact of “national culture” on procurement 

performance. With regards to national culture, the discussions were based on Hofstede’s 

(1983) cultural dimension for Ghana  

In chapter 6, the second sub-core category of “resource integration and 

networking” will be discussed in relation to its categories of “internal procurement 

integration”, “inter university resource integration and networking”, “university/supplier 

resource integration”, “resource exchange”, and “appliances for service provision”. 
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Chapter 6: Resource Integration and Networking 

Introduction 

In this chapter, the second sub-core category of “resource integration and 

networking” with its categories - internal procurement integration, inter university 

resource integration and networking, university/supplier resource integration, service 

exchange, and appliances for service provision will be discussed. This chapter links the 

sub-core category and its categories with some FPs of S-D logic as displayed in table 8. 

Table 8: The sub-core and its categories linked to some FPs of S-D logic 

Sub-core category  Categories FPs of S-D logic 

Resource 

integration and 

networking 

Internal procurement integration 

Inter university resource integration 

and networking 

University/supplier resource 

Integration 

Service exchange 

Appliances for service provision 

FP1: Service is the fundamental 

basis of exchange 

FP3: Goods are a distribution 

mechanism for service provision 

FP4: Operant resources are the 

fundamental source of 

competitive advantage 

FP5: All economies are service 

economies 

  FP6: A customer is always a co-

creator of value 

FP7: A firm cannot deliver value, 

but only offer value proposition 

FP8: A service-centered view is 

inherently customer oriented and 

relational 

  FP9: All social and economic 

actors are resource integrators 
   

Internal procurement integration 

Internal university integration is the degree to which the different internal 

functions of an institution collaborate with one another, coordinate intra-university 

activities and decisions strategically and form cross-functional integral relationships 

(Zhao, et al., 2008; Swink, et al, 2007). Integration primarily involves cross-functional 

coordination, joint decision-making and internal relationship management (Lai, et al. 

2012). Structuring institutional activities into cooperative processes facilitate the 

acquisition and transfer of institutional knowledge into specific designs, processes, and 

final products, which in turn leads to a more connected and coordinated internal 
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response to marketplace changes and disruptions (Flynn, et al.,  2010; Braunscheidel 

and Suresh, 2009). The concept of S-D logic has strong opinions on collaboration and 

networking. This position is affirmed in FP7 which argues that because organisations 

cannot deliver value independently, there is the need for them to offer their resources 

for value creation and collaboratively create value following acceptance of their value 

propositions by customers or beneficiaries. Greater use of collaborative methods allow 

universities to reduce transaction costs, and benefit from negotiated lower prices and 

better delivery and warranty conditions for the procurement of many goods and services 

(Terzi and Posta, 2011). Research that investigates the performance implications of 

supply network integration often identify process integration and information sharing as 

practices that facilitate mutual value creation. Process integration reflects the extent to 

which partners standardise and coordinate inter-firm processes (Kulp et al., 2004; Zhou 

and Benton, 2007). Information sharing reflects the extent to which partners exchange 

decision-relevant information through EDI interchange and other forms of 

communication (Chen 2003; Narayanan et al., 2009). 

Practitioners of public universities’ response on inter-departmental activities’ 

integration vary as PbU3 explains: 

We work together in order to achieve the institution’s goals. The working 

relationship among departments is interactive as departments always call on the 

procurement unit anytime there is the need to procure goods or services for their 

departments. Because of the constant interaction between the departments and the 

procurement unit, the university’s procurement activities are well coordinated and 

integrated.  

When asked about the motivation for engaging in inter-departmental integration, PbU3 

points out: “because we don’t have modern technologies such as the use of EDI to 

ascertain the level of stocks or other items on demand, we depend on the stores 

department for regular information and update on stocks. When they reach the re-order 

level, we are informed so that we can replenish the stock”. On how integration affects 

all other departments, the practitioner explains: “all departmental heads, through their 

secretaries are required to submit their requisitions to the stores department. The stores 

department then relays the information to procurement who takes action to forestall 

shortages”. PbU3 indicates that because departmental heads are aware of the elaborate 
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procurement process, they always act with dispatch to assure regular supply of their 

needs. Responding on the same issue PbU5 explains:  

Activities are well integrated in our university because the stores department liaise 

with procurement to get every single need of every single user department. This 

enhances uninterrupted flow of supplies to user departments. Sometimes there 

may be shortages at the departments just because the heads of department did not 

raise or bring a requisition to the stores for replenishment. I can say that because 

of the level of integration in the university among departments, we are able to 

identify common needs for some of the departments and this saves the university 

some money.  

The practitioner explains that integrating procurement activities with all user 

departments in their university is a matter of policy. According to the practitioner, 

before the integration, there were series of meetings between management and all user 

departments to deliberate on ways to cut down procurement costs and also avoid the 

regular shortages that hitherto was the hallmark of the university. Accordingly, at one 

such meeting there was a proposal that purported to suggest that the best approach to 

address the phenomenon was for all departments to integrate their activities with the 

stores and procurement departments. PbU5 affirms: “since the integration we have had 

very little problems with procurement in the university”.  

Other public universities although indicate that, their activities are well 

integrated with all other departments admit to occasional misunderstanding among 

integrating departments. PbU2 explains: 

Our activities are well integrated with the rest of the departments. However, some 

departments complain that sometimes we don’t involve them in making decisions 

that affect them. But in actual fact, what happens is that, some heads in the user 

departments go out on their own and source for items without the procurement 

department’s concern and brings the invoice to procurement insisting that that’s 

the item they want. Of course, we can’t grant them their wish since they did not 

follow due process. You see, sometimes they do bring their requisition and we act 

on them, but this happens because the stores department did not inform 

procurement early enough about impending shortages, so we could take action. 

The stores department might have delayed in raising a requisition for procurement 

to procure hence occasional shortages that bring some level of confusion between 

procurement and some user departments. 

The practitioner does not think such occasional glitches affect the smooth running of the 

university arguing; “this is a one-off thing. It doesn’t happen all the time, and like all 

human establishments there are bound to be occasional hitches here and there. When 

they happen we look for solutions and try to prevent their reoccurrence”. PbU2 
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expresses satisfaction with the level of cooperation the department receives from user 

departments, and stresses that whenever there are occasional delays from suppliers, the 

procurement department acts quickly in order not to erode the confidence repose in 

them by user departments. Explaining the level of departmental integration PbU4 points 

out that although all departments are well integrated with the procurement unit, there are 

sometimes issues to deal with. PbU4 further explains:  

The excellent working relationships between procurement and user-departments 

have ensured integration of our activities. But sometimes differences occur but 

these are usually resolved amicably and they are very minimal too. These rare 

problems occur because either the department in question did not submit a 

requisition in time, or there were delays in replenishing our stocks due to the 

procurement process that we have to comply with. I always believe that for 

procurement to render a good customer service, we need to understand the needs 

of the customer very well. To me the strength of our relationship is the basis for 

our integration.  

The practitioner hints that although the university integrates its activities of a sort, there 

are challenges with user departments. PbU4 laments the level of cooperation from some 

user departments and does not understand why those same departments who fail to 

submit their requisition on time will turn round to blame the procurement department 

for being inefficient. The practitioner emphasises that to achieve the full benefits of 

integration will require a complete attitudinal change from the heads of the various user 

departments and their respective supporting staff. PbU4 is unhappy about the fact that 

some user departments still insist that it is the responsibility of the stores and 

procurement departments to visit all other departments to find out about their needs. 

This kind of utterances according to the practitioner “is rather irresponsible and 

disgusting since the heads of departments have secretaries and sometimes assistants 

whose responsibilities included ensuring that their departments does not run out of 

stock”. PbU1 explains the significance of integrating activities of user departments with 

procurement: 

In the first place, the procurement department has very cordial and interactive 

relationships with all departments of the university. Our relationship is very 

cordial. I always say that procurement is the pivot of the university, though the 

university does not exist to provide procurement services. Nevertheless, 

procurement is very critical in achieving the vision of the university. All 

departmental activities are integrated with procurement. For instance during this 

year’s admissions, earlier on I wrote to the university’s management requesting 

for the admissions calendar so that I can integrate their plan into my procurement 
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plan. It gives me the flexibility of what to procure and at what quantity. I replicate 

this in all departments too, because for me, integrating all activities gives me the 

time, confidence and flexibility to operate whilst at the same time getting value 

for monies spent. 

The practitioner explains how integrating activities of user departments with 

procurement saves cost and ensures improved procurement performance:  

when you have information about the needs of all departments, you’re able to plan 

your procurement such that you sometimes get quantity discounts from suppliers 

because you’re buying in bulk, this I think lead to efficiency in procurement as 

you get the best value for money spent. You see where activities are not integrated 

it results in haphazard spending where departments submit requisitions and 

demand the items urgently to be able to execute an important assignment or task. 

In such instances we invoke the “exceptional cases” clause of the procurement 

law, and buy on the open market which is always expensive. 

In relation to whether the procurement department is part of a network of universities 

that collaborates by pulling resources together in order to have good deals from 

suppliers, PbU3 responds: “I think you’re talking about purchasing consortia. These 

arrangements are foreign to us. So at the moment we have nothing like that, maybe 

they’ll come up in future as we continue to develop our procurement systems”. PbU5 

explains that under the current public procurement system, every university is a separate 

entity with well laid down structures for procuring. PbU5 explains further:  

Every entity has a head, which is the head of the university. The head of entity 

together with the procurement committee have been given legitimate authority to 

procure goods and services. So to me, forming buying consortia with other 

universities for the sake of having a good bargaining power and also benefiting 

from quantity discounts will amount to perpetuating an illegality. I think the 

procurement law does not give us that mandate, and each individual university 

must act based on its needs and priorities. 

Discussions with practitioners show that there are ongoing attempts to perfect the act of 

integrating user departments with the stores and procurement departments to enhance 

procurement efficiency in public universities.  

Procurement integration in private universities varies from university to 

university. A number of universities indicate that they integrate their departmental 

activities with that of procurement. PvU11 explains:  

In this university, all departmental activities are integrated with the stores and 

procurement departments because of the on-going re-structure of the procurement 

process. This integration, which is based on cooperation among the departments, 

has resulted in less capital being tied-up in stock, as goods and services are 

available at the right time and in right quantity.  
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The practitioner explains that, previously all the procurement department has to do is to 

make a list of all potential items that may be demanded by various departments based 

on previous records, and buy them in bulk. PvU11 indicates that the change in strategy 

is informed by the realisation that items are left in the store for many months without 

being used because there is no need for them. These problems according to PvU11 lead 

to a complete overhaul of the procurement system from the previous approach, to a 

more integrated approach where departments make inputs base on their needs and 

preferences for each semester.  

PvU15 explains how the activities of user departments are integrated with 

procurement: “because we are informed of whatever they require to run their 

departments and we also do our best to provide them with their needs, I think this 

amount to some form of integration”. PvU15 who is not certain as to whether 

procurement is integrated with user departments’ points out: “the various departments 

have been officially instructed to submit their requisitions through their respective 

departmental secretaries at least four weeks before the items are due for collection and 

use”. The practitioner explains that most of the departments are complying with the 

directive resulting in less frequent shortages. Other practitioners concur with PvU15 

stating that there are always some kind of integration, but the level of integration are 

minimal and thus does not completely eliminate supply problems of their universities. 

PvU10 points out that even though some form of cooperation and coordination of 

activities exist with other departments, the level of integration is not strong enough to 

result in any meaningful benefits or improve performance. The practitioner explains: 

“some form of integration is practiced, but not the kind of integration that will make any 

significant impact on the university’s procurement process”. PvU2 explains the process 

to ensure continuous supply of stocks to all departments:  

In the audit unit, there is a staff member who is responsible for stocks, so this 

person alerts us when the stock reaches the re-order level through a requisition. 

Even though an initial approval has been given for stationery for the academic 

year, the committee has to meet to discuss the requisition. We also engage the unit 

heads to alert our office whenever they are running out of materials, and also 

when damaged items must be replaced. Based on this information, we are able to 

ensure that our procurement activities and processes are managed properly so as to 

avert shortages as much as possible. 
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PvU1 explains how the procurement department ensures that other departments do not 

run out of stock:  

...usually we procure items on semester basis, so before the beginning of a new 

semester the departmental heads are requested to fill in requisition forms. These 

requisition forms are then sent to the accounts department for approval. Normally, 

anything we supply the departments, we always seek feedback because they are 

the users, so we ensure that all items procured meet their requirements. Through 

this process, we are able to go through the semester without significant shortages.  

On-going discussions with practitioners indicate that, apart from minimal differences 

that exist, most private universities who profess to be practicing some form of 

procurement integration apply similar procedures and processes. The discussions with 

practitioners also highlight the fact that steps taken by most universities to integrate 

procurement into user departments are designed to ensure continuous supply of stocks 

to the departments throughout academic sessions, and may not necessarily be the ideal 

meaning of integration.  

Inter university resource integration and networking 

Resources in this research denote both operand and operant resources. Operand 

resources are tangible or physical resources which must be acted upon by operant 

resources in order to produce effect (Lusch, et al., 2008). Operant resources are 

intangible resources such as knowledge, skills, technology, competences and 

experience, which are capable of acting on operand resources or even other operant 

resources to create effect (Constantin and Lusch, 1994). Regarding inter-university 

resource integration and networking, the research investigates whether Ghanaian 

universities share resources among each other and engage in networks of activities with 

partners in order to benefit from unique capabilities others within the network may 

have. Resource sharing and networking with actors in business engagements is 

consistent with the resource based view which stipulates that institutions seek to 

develop competitive advantage through building relationships with other institutions, 

haven a sound understanding of what the partner institution can bring to the 

collaboration (Barney, 1991; Zacharia et al., 2009). 

Responding to the issue of resource sharing among universities, PbU1 explains: 

I’ll say there isn’t any formal resource sharing between my university and others. 

What I can say is that sometimes the PPA organises workshops and seminars for 
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procurement staff. During such encounters, ideas and experiences of procurement 

professionals are discussed and shared. The problem with these meetings is that 

they seldom happen.  

The practitioner explains that in these workshops new ideas are shared between resource 

persons and practitioners from various public institutions. PbU1 points out that some of 

the training programs offer them a complete learning experience. The practitioner 

wonders why practitioners cannot create a platform where they will meet periodically to 

share ideas about current procurement trends. PbU5 on his part expresses dissatisfaction 

about the fact that public universities are being run on grounds that they are self 

sufficient because of their autonomous status. “No university wants to collaborate in 

terms of sharing resources with another. The heads of the universities want to claim 

credit for being the first to introduce one innovation or another. My concern is, even 

after claiming whatever credit there is, the innovation remains with that university 

alone”. Asked why other universities knowing that their counterpart(s) have come out 

with some innovations will not approach them to discuss the possibility of collaborating 

and sharing each other’s distinct resources for their mutual benefit, PbU5 responds:  

I think this attitude is endemic in the Ghanaian society. We think by sharing our 

knowledge and experiences others will have access to what used to be our 

monopoly. Frankly, I’ve not seen any university approach us to discuss issues on 

collaboration or resource sharing for our mutual benefits. But I think our 

university is also guilty as we’ve not made any effort to reach out to other 

universities. This may sound ridiculous, but the only things we share are our 

academic gowns during students’ matriculation and congregation. We also share 

vehicles to convey members of staff to wedding or funeral ceremonies. 

PbU2 although acknowledges the significance of resource sharing and networking 

between universities does not see anything wrong with the current practice where 

universities stick to the resources they have and use them for their own benefit. The 

practitioner explains:  

All public universities are autonomous entities, and are all given government 

subventions periodically. I think it behoves on the universities to be creative and 

innovative and come out with credible ideas that will move their universities 

forward. The ability to do this shows leadership and the ability to think outside the 

box. I don’t think Ghanaian universities are hostile towards each other. There is a 

friendly relationship among all universities. We sometimes share ideas, but 

ultimately it is the university itself which must be responsible and chart the path it 

wants to follow.  
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PbU2 further indicates that universities may not be sharing technological resources with 

their colleagues but certainly they share ideas, discuss their experiences and even share 

material resources when the need arise. The issue of resource sharing is an important 

concept of S-D logic. Indeed FP 9 points out that all social and economic actors are 

resource integrators because value co-creation results from networks of collaborative 

relationships where one unique resource is exchanged for another. 

PbU3 expresses satisfaction with the level of collaboration and resource sharing 

among public universities. According to the practitioner, universities share resources at 

all levels explaining that: “there are always periodic meetings among the vice 

chancellors to not only deliberate on issues pertaining to their respective universities, 

but also to share knowledge, ideas, and experiences from participating officials”. PbU3 

indicates that meetings are not limited to vice chancellors alone, stating that finance 

officers, registrars, human resource officers, procurement practitioners, and lecturers 

from various universities periodically meet to deliberate on the current state of their 

respective departments/professions and how situations can be improved. The 

practitioner reaffirms: “in all these meetings unique resources are shared among 

members which lead to improvements because of the mutual respect and recognition 

they have for each other”. PbU4 supports the suggestion that both operand and operant 

resources are shared among universities but was quick in acknowledging that the lack of 

modern technology may be hampering the quality and type of resources that are shared. 

The practitioner explains:  

...for instance if all universities have reliable uninterrupted internet facilities, it 

will facilitate the sharing of resources through EDI, educational softwares that 

will encourage shared access to other universities’ learning platforms, and also 

quick sharing of classified information between universities.  

PbU4 explains that because these resources are in very limited supply, it becomes 

almost impossible to use technology to share vital information for the benefit of 

networked universities. The practitioner emphasises that although physical resources 

continue to play a significant role in resource sharing and networking, technological 

advancements have made resource sharing and networking easier and faster provided 

universities have the devices that facilitate their deployment and use. The practitioner 

laments that, after the obstacles impinging on the sharing of some electronic and 
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technological resources has been surmounted he hopes educational authorities will be 

willing to accept and incorporate these systems into their management processes.  

The issue of operant resources is fundamental to S-D logic. FP1 stipulates that 

the application of operant resources – knowledge, skills, technology, competences, 

which in S-D logic is referred to as “service” is the fundamental basis of exchange, and 

that service is exchanged for service. This assertion is supported in FP5 which argues 

that all economies irrespective of the activities they engage in are service economies 

because they depend on the application of operant resources to be productive. S-D logic 

in FP4 establishes the supremacy of operant resources as the fundamental source of 

competitive advantage. Operant resources are therefore the underlying source of value. 

S-D logic argues that value-creating resources are not confined to the firm, because 

customers, suppliers, and other stakeholders also constitute operant resources and hence 

contribute to value creation (Vargo and Lusch, 2008). 

Responding to the issue of inter university resource sharing and networking 

practitioners of private universities point out that no such systems exist between 

universities. Practitioners explain that they are competitors who want the best for their 

universities and will not be involved in any scheme that according to them will be 

detrimental to their business fortunes. PvU10 explains:  

What is there to share? Is it our strategy, knowledge, experience and technology? 

Then why don’t you propose a joint venture or partnership instead? We are 

competing institutions and you want us to share resources among ourselves? 

Please I don’t think any serious business minded person will like to be involved in 

this sharing business.  

The practitioner explains that, private universities are business entities and profit 

minded, and will do all it takes to gain competitive advantage over others. PvU10 

concludes that sometimes his university employs the services of business consultants to 

assist in formulating their strategic and business plans. He completely discounts the idea 

of resource sharing and networking between universities.  

Contrary to the views of PvU10, PvU14 points out: “this is a very good business 

model, but will not stand the test of time when there is suspicion and lack of trust 

between the parties. Sharing or exchanging what you have which others want but don’t 

have and vice verse to me results in improved performance, whilst at the same time 

saving cost as well”. The practitioner explains that although resource sharing occurs 
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between businesses, the parties weigh the benefits that they may derive from one 

another before entering into these agreements. PvU14 is pessimistic about the model 

working in Ghanaian private universities because most of the universities are young or 

new and their staffs lack the requisite experience and business acumen. “This is why 

they will want to proceed cautiously until they become confident in their abilities and 

the market”. PvU14 explains: “the preoccupation of private universities for now is how 

to sustain their current operations and possibly to expand”. PvU14 indicates that: 

“private universities will rather go to the commercial banks to contract loans at 

commercial rates than to collaborate with other private universities to solve their 

problems”. 

In relation to periodic meetings among staff of private universities to discuss 

joint strategies to propel private universities to greater heights, PvU2 explains: “we do 

meet occasionally to strategise against unfavourable government policies towards 

private universities. What I mean is that, sometimes government issues directives that 

we see to be inimical to the growth and stability of private universities. In such 

instances we meet to raise our objections to the policy. These policies have got to do 

with student intake, staff qualification, and our infrastructure”. According to PvU2, at 

such meetings they discuss these issues generally without singling out individual 

universities. At these meetings private universities also discuss general issues hindering 

their growth and expansion. PvU2 explains:  

Unfortunately we are not involved in any joint activities such as consortium 

buying or other forms of collaborations because we are competing for the same 

recognition from the Ghanaian populace to boost enrolment of students in our 

institution. Secondly, granted we agree to cooperate, maybe at the time that we 

want to procure certain items, other institutions may have either procured them 

already or may not be ready to procure at the time. In short, we’re striving to be 

self sufficient and will not depend on any institution for our growth and 

development.  

The practitioner indicates that because most Ghanaian parents send their wards to public 

universities because of better infrastructure, academic excellence, and recognition, it is 

imperative that private universities carve a niche for themselves. PvU2 indicates that 

currently they are acquiring hi-tech equipment and improving upon the state of their 

infrastructure, as well as recruiting well qualified lecturers. He hints that all these 

investments are part of their strategic plan to outpace their competitors and position 
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themselves as one of the best private universities in the country. The practitioner 

stresses that there is no justification to share information, knowledge and strategy with 

competitors. The practitioner argues that: “even churches these days don’t share 

information about how they attract large worshippers into their congregations with other 

churches, because they believe if they do so, others will take advantage of it and they 

will be at the losing end”. PvU18 who thinks the idea is quite funny and laughable 

states:  

You see, we all have our different strategies for sourcing for students as well as 

for other needs of our respective universities. These are business entities with 

strategies to outperform their competitors and be market leaders. If you open up 

for others to imitate your strategy, they may outperform you and become the 

people’s choice. 

The practitioner however admits that in an ideal world, inter university resource sharing 

and networking will be an excellent business strategy for all to embrace, but says: “the 

current business environment does not encourage that system of doing business”. 

Significantly, there is overwhelming lack of support from practitioners on inter-

university resource sharing and networking. Practitioners cannot fathom the suggestion 

that competing business entities can share their knowledge, skills, technology, 

competence and experience with their competitors under the guise of cooperation and 

collaboration. Most practitioners indicate that their universities will heartily share 

operand resources such as vehicles and even offer temporal accommodation to members 

of staff of other universities but will not offer any operant resources. 

Practitioners views on inter university resource sharing and networking is in 

sharp contrast with S-D logic. Indeed S-D logic argues that network partners are operant 

resources for firms to utilise to co-create value. In other words, institutions need high 

quality relationships with their network partners to work in a collaborative manner to 

co-create superior value by utilising shared resources (Richey, et al., 2010). The 

resource-based view (RBV) of the firm stipulates that one of the main reasons for an 

institution to form relationships with others is to gain access to the resources that the 

institution does not possess (Prahalad and Hamel, 1990; Heide, 1994; Sousa, 2003). The 

survival and growth of institutions are therefore largely dependent on the ability to 

secure critical resources from network partners (Casciaro and Piskorski, 2005). 

Collaborating across the procurement functions provides opportunities for better 
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utilisation of procurement skills and resources, maximise benefits, and the spread of 

best practice (Mandiyambira, 2012). Barney et al., (2001) concur with the collaborative 

approach suggesting that firms are no longer able to develop major product or service 

innovations alone because of the dispersion of knowledge and technological resources 

driven by organisational specialisation. Barney et al., (2001) note that the growing need 

for greater effectiveness in business operations has forced more institutions to engage in 

partnerships leading to increased dependence on each other’s resources and capabilities. 

University/supplier resource integration 

University/supplier integration is the level to which a supplier firm can partner 

with the university to structure their inter-organisational strategies, practices, 

procedures, and behaviours into collaborative, synchronised, and manageable processes 

in order to fulfil their requirements (Zhao et al., 2011). University integration involves 

mainly the institution’s information sharing, partnership, and involvement in product 

design and delivery (Zhao, et al., 2008; Swink, et al., 2007). University integration 

allows suppliers to access the institution’s information, share knowledge, pursue joint 

development activities, speed up decision processes, reduce lead times, and improve 

performance (Narasimhan and Kim, 2002). Such integration is critical in helping 

suppliers not only to acquire information about the university’s requirements, but also 

gain a better understanding of their preferences and needs (Swink and Nair, 2007). It is 

significant to understand that S-D logic recognises the fact that when an institution is 

being supplied with products or services, these supplies enter into some form of value 

creating process where it is integrated with other resources to provide the flow of 

service (Lusch, 2011). Consequently a major imperative for a supplier is to find better 

ways to integrate the resources necessary for service provision (Ballantyne and Varey, 

2008). 

PbU2 explains the level of university/supplier resource integration in her 

university:  

Gentleman, I think I’ve made it clear to you that per the current procurement 

system, there is absolutely no room to indulge is such activities as information and 

knowledge sharing. Not even enquiries about suppliers’ problems in terms of 

development so as to assist in that regard. Suppliers don’t have the privilege to 

source information from us apart from the transaction in question. You see, this is 

not peculiar to suppliers alone as we also have very limited interaction with 
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suppliers. But you know something, sometimes suppliers on our supplier list are 

invited for some sort of training and development. To me this is a waste of time 

and the institutions money as we do not assess these suppliers to know their 

specific training needs.  

PbU1 points out: “some of these issues about integrating resources with our suppliers, I 

think it is just commonsense because having read the literature I know the significance 

of integration. Sometimes I’m tempted to believe that all procurement practitioners in 

the public sector will revolt someday and tell the authorities that enough is enough. Our 

procurement cost is so high because of the useless constraints put in our path by the 

procurement system. For instance after every procurement, all contacts and other 

activities are dissolved until the next procurement where we are required to go through 

the same process. This we do over and over again”. When asked to explain the 

implications of not having such relationships with suppliers on procurement 

performance, PbU1 explains:  

This is a human institution, so although there are specifications as to how a 

supplier must execute a contract, sometimes they get it all wrong. A few months 

ago, a supplier was contracted to supply classroom furniture for our newly 

constructed classroom complex over there. Although he had all the specifications, 

he supplied beautiful furniture that did not match our students’ needs. The spaces 

in-between the desks were so narrow that it was virtually impossible to use. In 

fact the students refused to use them, whilst the contractor also insisted that his 

work was based on the specification given him in the contract. You see these 

problems can be averted if suppliers know exactly what our needs are or are 

allowed to share ideas with us. 

From the ensuing discussions it is becoming evident that there are minimal 

engagements with suppliers and all engagements must conform to provisions of the 

procurement law. PbU4 explains: “we hardly share information with suppliers. We 

don’t collaborate with them either. As it stands, the suppliers probably use guess work 

in order to find the needs of our institution apart from what is written on the contract 

document. We also base our award of contracts solely on information provided to us on 

the bid or tender documents by contractors and pray that our chosen supplier is able to 

deliver on his/her words. We have the opportunity to follow up on suppliers if there are 

undue delays, but they also try to explain the circumstances that have led to the delay. 

What else can we do than to wait patiently for the supplier to fulfil his/her part of the 

contractual obligations? I think all these problems will not arise if we are able to access 

supplier information and share knowledge, because we will have both known our 
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strengths and shortcomings as well as our preferences and needs”. Responding to the 

same issue, PbU5 argues:  

With the enactment of Ghana’s public procurement law, we are not allowed to 

share or integrate resources with our suppliers. I mean whether it if knowledge, 

information, or giving suppliers access to our institution to see things at first hand 

so that they will be able to appreciate our institutions needs in order to deliver 

quality goods and services. The PPA says that by reducing the level of interaction 

between suppliers and the institution, they have been able to reduce corruption 

drastically. As for me if these policies will actually reduce corrupt practices 

among practitioners, then they should be maintained, because our profession has 

been tainted with corruption to the extent that some of us even feel ashamed to be 

labelled as procurement practitioners. I do have my reservations about whether the 

policies are making any significant impact at curbing corruption. Now corruption 

comes from top officials in government. I mean government appointees.  

When questioned on how government officials influence the tender process, the 

practitioner explains: “sometimes we receive directives from the district chief executive, 

a minister of state, or even an incumbent political party chairperson authorising us to 

ensure that the contract goes in favour of a particular contractor”. The general position 

of practitioners to university/supplier resource integration is inconsistent with the tenets 

of S-D logic. The logic contends in FP6 that value is always co-created with customers 

and other actors in business engagement through interactions and collaborations. FP7 

affirms that because firms alone cannot create and deliver value, but can only offer 

value propositions, relational exchanges with business actors become crucial. 

With regards to private universities, whilst the majority of practitioners embrace 

the practice few others for various reasons do not practice university/supplier resource 

integration. PvU1 who expresses support for university/supplier resource integration 

explains:  

I don’t know if this can be called an integration of resources with our key 

suppliers, but in our university we share all sorts of information with our 

suppliers. We also share ideas with them as to how to improve upon their 

performance. Sometimes we even teach them basic book keeping. Our key 

suppliers also invite us to their firms to see what they do. So we have full 

understanding of what our key suppliers do to the extent that even when they are 

in financial crisis they inform us. Similarly, our key suppliers have gained 

understanding of our needs and requirements and supply goods and services that 

meet our needs.  

According to the practitioner, his university has “an open-door policy” towards its key 

suppliers because they are perceived as strategic partners of the university. The 
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practitioner expresses the university’s commitment in ensuring that its key suppliers 

continue to remain in business. To this end, key suppliers are usually encouraged to 

attend training programs especially those organised by Ghana Supply Company Limited 

(GSCL) in order to be abreast with current supply trends. These training programs 

according to PvU1 have brought enormous transformation in suppliers’ performance 

and have also improved supplier efficiency especially their lead time. 

PvU4 explains their policy on university/supplier resource integration: “we 

believe the quality of service delivery partly depends on the resource capacity of 

supplier firms. Therefore sharing information and knowledge, and giving suppliers 

access to other resources of the university will surely improve or enhance supplier 

performance in terms of quality deliveries and also meeting our supply needs. In this 

university, knowledge and information sharing is symbiotic, meaning that just as we 

have opened our doors to our suppliers, they also do the same to us. Look, there are 

times that some of our supplier firms request for refresher courses for their employees 

in various areas especially in accounting, and how to ensure safety at the work place. 

All these we do because of the trust and mutual respect we have for each other”. PvU4 

affirms his university’s resolve to continue to offer training to key suppliers to improve 

upon their skills. The practitioner indicates that doing this is a responsibility as the 

benefits are enormous. PvU11 points out that, it is important for universities to treat 

supplier firms as extensions of their institutions for that reason, according to the 

practitioner all resources must be invested to ensure that supplier firms are on top of 

their jobs in order to offer better service delivery. The practitioner explains:  

Sometimes in trying to share certain strategic decisions with suppliers that you 

think will help improve their businesses, some of your own colleagues become 

agitated. These colleagues tell you that the supplier firms are in business so they 

should find ways of improving their business fortunes, and that it is not the 

university’s responsibility to be offering them business advice. My brother, as I 

speak now this supplier firm alone supplies about 75 per cent of all our stationery 

needs. The firm also offer us huge discounts and also accepts delayed payment 

when the university does not have the money to make outright payment. So can 

you imagine the repercussions on our university if this company goes bankrupt? 

Through my effort the university has now agreed that we share business ideas and 

information with all our key suppliers. The benefit is not one-sided as our key 

supplier firms also offer us strategic advice on how to save cost, and how to 

ensure that our supplies are used only for the purposes intended for.  
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PvU11 indicates that they perceive key suppliers as partners because by doing so they 

acknowledge the importance of each other, and will do anything to maintain the 

relationship once the supplier “is up and doing”. PvU20 makes a submission on the 

same university/supplier resource integration issue: 

For us integrating resources with suppliers has been our policy since the 

establishment of this university college. Because we started very small due to 

certain challenges including finance, what we did was to identify potential 

suppliers. After doing business with these suppliers for a while, we decided to 

select those we think meet our criteria as key suppliers. We then held series of 

meetings with these suppliers on many issues including our financial standing. We 

expressly informed them that sometimes we may not be able to meet our financial 

obligations as may be stipulated in the contract document. But then we assured 

them of payment as soon as possible since it was our priority that they remained 

in business. The suppliers also opened up and told us of their concerns and 

challenges they face as suppliers. We deliberated on all issues raised and came to 

an agreement. As it stands now, our suppliers see themselves as part of our 

fledging university college, just as we also identify with the supplier firms. We 

share everything – information, knowledge, improvement strategies, and even 

money when for instance a supplier needs it to meet some obligations elsewhere. 

Other practitioners who see no significance of integrating resources with suppliers 

explain that, since suppliers are in business just as universities, it will be unwise to offer 

them access to the university’s strategic information and share ideas about its operations 

with them. Most of these practitioners contend that, such integrations can lead to vital 

information being leaked to one’s competitors, which can have disastrous consequences 

on their universities. PvU3 explains: “there is no relationship or interaction between 

suppliers and the university. The university interacts with suppliers only when there is 

the need to procure goods and services. Sometimes, when suppliers come to our 

institution to introduce new products or services, it affords both parties the opportunity 

to share information or ideas on the product or service in question”. PvU5 points out: 

“the university only interacts with suppliers when there is a problem with their previous 

supplies, or when we have to follow up on a contract that is being executed for the 

university to ensure that it meets our specifications. Information is shared when the 

university wants to procure an item and demands additional information about the item. 

In short, information sharing is limited to the contract on hand”. On the same 

university/supplier resource integration, PvU19 explains: “how can it be possible to 

integrate our resources with suppliers when the procurement department has entirely 



 

 

160 

 

been hijacked by the president of the university? It is a much closed system that will not 

allow for any form of integration”.  

Service exchange 

S-D logic describes service as the fundamental basis of exchange and provides a 

theoretical understanding of how firms, customers, and other business actors co-create 

value through their service interactions with each other (Karpen, et al., 2012). 

Proponents of the logic argue that service is the basis of all economic activity, and as a 

result all economies are service economies (Karpen, et al., 2012). For the purposes of 

this study, practitioners are requested to express their views/opinions on the assertion 

that service is the fundamental basis of exchange, implying that in all business 

engagements ‘service is exchanged for service’ as supported in FP1 of S-D logic.  

In response to the assertions PbU1 points out: “having understood service as the 

application of operant resources for the benefit of another entity or the entity itself, I 

think it makes sense to postulate that in every productive activity service is exchanged 

for service”. The practitioner explains: 

My understanding is that, because both suppliers and the university apply their 

knowledge, skills, and experience in whatever activities they engage in to come 

out with an outcome that they exchange to co-create value, it will not be out of 

place to conclude that service is exchanged for service. 

The practitioner indicates that the definition of “service” makes the argument that 

‘service is exchanged for service’ to be correct because in every human endeavour or 

economic activity that one engages in, there is the need to apply operant resources and 

since these operant resources are essentially service, one cannot be faulted in alluding to 

the fact that the fundamental basis of exchange is service. When asked to comment on 

the assertion that all economies are service economies because they depend on operant 

resources to co-create value, PbU1 replies:  

I think your assertion is true, because in all professions you need to apply 

knowledge, skills, and competences, and technology or what has been summed up 

as operant resources. So no matter the economic activity that one is engaged in, 

these qualities even if not all, are needed. Based on my understanding of the 

concept and the subsequent explanation of my point of view, I support the 

proposition that all economies are service economies.  

Probing on the same issues, PbU2 makes a submission: “I believe service is the basis of 

all exchanges because for the manufacturer or farmer to be able to produce, they need 
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knowledge, skill, competence, technology, and experience. These are all attributes of 

service which the supplier exchanges for the university’s service so as to co-create 

value”. When asked about how one’s acknowledgement to the fact that service is the 

fundamental basis of exchange can lead to improvements in procurement performance, 

the practitioner explains that knowing that actors of business engagements possess 

unique qualities and capabilities in the form of service will encourage the actors to have 

mutual respect for each other. PbU2 explains:  

Although all parties to business engagements will possess some kind of operant 

resources, the uniqueness of each party’s resources mean there is the need to 

collaborate in order to exchange one unique service for another unique service. To 

me this means effective cooperation and collaboration between suppliers and the 

university, because they become mindful of the fact that their partner has 

something they need and the partner also has something the other partner requires.  

The practitioner points out that every entity or firm engaged in any economic activity 

possesses service. The service possessed by one entity will be required by another entity 

or firm to co-create value. Accordingly, what transpires is that, this other firm’s service 

will be exchanged for the other firm’s service in order for value to be created and for 

both actors to be satisfied. Commenting on the assertion that ‘all economies are service 

economies’, PbU2 explains: “...they are service economies because at the end of the day 

value creation comes down to the application of operant resources on operand resources 

to jointly create value. Without this there will be no productivity”. Explaining the 

proposition that service is the fundamental basis of all exchanges, PbU3 uses the 

example of suppliers and the university to make his point:  

Suppliers exchange service for the university’s service because before the supplier 

is able to produce or supply goods and services to the university, the supplier 

needs some level of knowledge, technology, skills, and experience, without which 

the supplier cannot render his/her services. Once the supplier is able to offer the 

items to the university, the university also need to act on the items supplied in 

order to make them beneficial to the institution. So when you critically examine 

the process, I think it is appropriate to conclude that the supplier exchanged their 

service for the university’s service.  

The practitioner explains that it will be strange to think that supplier firms, 

manufacturers, farmers, among other productive workers possess only operand 

resources. He argues that if suppliers only possess operand resources, how then are they 

able to convert raw materials into finished goods and services? PbU3 affirms that it is 

imperative to understand that supplier firms possess both operand and operant 
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resources, and that is what culminates in their exchange of service for the university’s 

service. Commenting on the assertion that ‘all economies are service economies’ PbU3 

intimates: “this is true because knowledge is applied in all economic and productive 

endeavours. For this reason and based on my understanding of what constitute service, I 

believe it is right to say that all economies are service economies”. PbU4 explains that 

because value is a co-creation between the supplier and university, both actors make use 

of operant resources which results in the suppliers making value proposition to the 

university. If the university decides to accept the value proposition an exchange will 

have to take place. This exchange according to the practitioner is service, because both 

the supplier and university use of their operant resources which eventually lead to value 

co-creation. The practitioner explains:  

Before goods and services are produced one requires some level of knowledge 

and expertise. If service is the application of knowledge and skills, then what is 

exchanged with the university is service for service. The exchange of service by 

the supplier and university leads to value being co-created. Where exchange does 

not occur, no value is created. 

On the suggestion that ‘all economies are service economies’, PbU4 affirms: “as I’ve 

already said in my earlier submissions, there cannot be any production whether mining, 

manufacturing, or agriculture without some knowledge, skill, competences and 

technology application within the value chain, so I believe that all economies are service 

economies”. The practitioner points out that being mindful of the fact that service is the 

fundamental basis of exchange can strengthen cooperation and mutual respect between 

suppliers and universities. PbU5 has a different opinion about the proposition that 

‘service is the fundamental basis of exchange’, and also on the assertion that ‘all 

economies are service economies’. PbU5 argues:  

Since supplier firms only offer value propositions which in most cases are 

tangible goods or services to the university, it does not make sense to turn round 

and say that both the supplier and university exchanged service for service. All 

along we’ve been emphasising that suppliers only make value propositions to the 

university. We also agree that these propositions are mostly operand resources, 

with no mention of operant resources. Instead we said that it is the university that 

possesses operant resources with which it uses to act on suppliers operand 

resources to co-create value with suppliers. How then did the supplier acquire the 

service to exchange with the universities service? If both the supplier and the 

university exchange service for service, who then makes the value proposition? 

To me this amounts to forcing something that does not exist.  
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Arguing on the assertion that every economy is a service economy, the practitioner 

admits that: “this is a new concept to me though. I believe some economies can be said 

to be service economies, but not all economies are service economies. This is because 

some economies have not reached the technological advancement where knowledge, 

skills, and competences rule their world”. 

Practitioners of private universities have two major views on the issues of 

‘service for service exchange’ and ‘all economies are service economies’. PvU1 

explains:  

To me this idea of service being exchanged for service is making things rather 

complicated. Even a layman having basic understanding of what service means 

will be able to explain that service is the fundamental basis of all exchanges, 

because at the end of the day whatever the outcome of an activity is dependent on 

the application of operant resources. So if suppliers use their operant resources 

(service) and the university also exchange their operant resources (service), then 

essentially it is service which has been exchanged for service. Even 

manufacturing to me is service because before a product is manufactured, it 

requires skills and knowledge.  

Commenting on the economy, PvU1 affirms: “because there is no economy that will 

survive without knowledge, skills, technology and competence, it is absolutely right to 

imply that all economies are service economies”. PvU14 commenting on service 

economies intimates that in economics, production is not complete until goods and 

services get to the consumer and actually satisfies the needs of the consumer. Goods are 

produced with the application of knowledge, therefore if there are no knowledge 

application goods and services cannot be produced. “So in a way, knowledge and skills 

assist suppliers to produce and supply, whilst the university accepts the offer and acts on 

it in order to produce value. Therefore no matter the economic activity one is engaged 

in, I believe all economies are service economies”. PvU5 indicates: “In fact my 

understanding of S-D logic is limited however what I know is that service can be 

exchanged for service considering the fact that every productive activity requires the use 

of knowledge, skills, competence, and sometimes technology. If this is true, then it 

stands to reason that all economies can also be referred to as service economies because 

they all depend on operant resources to be productive or to create value”. The 

practitioner however expresses scepticism about the manner in which service has been 

defined to ensure that all propositions fall in line with the definition. He wonders why 
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the sudden emphasis on service instead of the traditional ‘services’. PvU5 concludes by 

intimating that if the concept of service is meant to improve operational efficiency of 

firms and organisations, then it is “a welcomed idea”. PvU19 on his part indicates:  

Service can be exchanged for service. I have no doubt about that. But it is 

important to also understand that goods can be exchanged for service and in both 

situations knowledge, competence, technology, and skills must be applied.  

The practitioner argues that he has no qualms about service being exchanged for 

service, but stresses that it is equally important to highlight the fact that goods and 

services can also be exchanged for service. PvU19 explains that it is crucial to 

acknowledge the fact that it takes operant resources to produce goods and services too, 

therefore all attempts must be made to accept that fact. On service economies, the 

practitioner explains: “there are service economies especially in the developed 

countries. But to categorically state that all economies are service economies, to me is a 

wrong proposition or assumption”. PvU21 concurs with PvU19’s views explaining that: 

“there are certain world economies that can be classified as service economies because 

they depend enormously on knowledge, technology, skills, and competences. But there 

are others who are still products or goods based. Such emerging economies cannot be 

referred to as service economies”. 

Other practitioners who believe that service is not the fundamental basis of 

exchange, and not all economies are service economies explain their reasons. PvU3 

points out: 

It is not wholly true that the university exchanges service for service. Suppliers 

supply the university with goods and services, which the university reciprocates 

by accepting their offer and paying them for their effort. How is service 

exchanged for service in this scenario? But on the other hand I somewhat do agree 

that all economies are service economies because products are manufactured from 

the application of knowledge, but I think that does not imply that all economies 

are service economies given the definition of service economies. I think 

servitisation may be a close terminology. 

PvU7 not sounding confident explains: “what I know is that supplier firms exchange 

their goods and services for money. Service being exchanged for service is something I 

have never thought of, perhaps it is possible considering the definition of service, but 

I’m not very convinced”. 
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Appliances for service provision 

According to Vargo and Lusch (2004a; 2006), goods are distribution 

mechanisms for service provision and derive their value through use. Indeed FP3 of S-D 

logic argues that the process of value creation within and between service systems 

becomes increasingly complex as intermediaries develop. These business related 

intermediaries such as, goods, money, and organisations maintain important roles in 

facilitating the process of exchange. In other words, goods in S-D logic are regarded as 

distribution mechanisms for service provision rather than primarily for exchange and 

value creation (Vargo and Lusch, 2008). It is significant to note that S-D logic is not 

opposed to goods or other tangible resources rather the concept acknowledges the 

important role goods and other tangible resources play in S-D logic. Proponents of S-D 

logic argue that goods and other tangible resources serve as appliances in an 

institution’s service provision (Lusch, 2011).  

Practitioners of public universities concur with the assertion that goods are 

distribution mechanisms for service provision. They explain this position by indicating 

that before value can be created the supplier firms must first make a value proposition to 

the universities, and if the universities decide not to accept the goods or services, no 

value will be created. Practitioners stress that, it is only when the institutions accept the 

operand resources, which come in the form of distribution mechanisms, and act on them 

with their operant resources is value co-created. PbU4 explains: “some of the concepts 

or principles are very much related. As explained earlier, because goods and services 

supplied by supplier firms cannot achieve the objective of the university without the 

university accepting and making use of them, it stands to reason that the supplier is 

under pressure in ensuring that their goods and services will be accepted so that value 

can be co-created”. PbU3 affirms: “goods and other tangible resources are distribution 

mechanisms for service provision because value for goods and services are only 

achieved when the goods have been acted upon or used by the beneficiary or 

university”.  

Practitioners of private universities’ responses on goods being distribution 

mechanisms for service provision are similar to their public counterparts. PvU13 

explains: “I agree because the goods and services of suppliers are valueless until they 
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have been accepted and used by the institution. It is only then that we can say value has 

been jointly created”. The practitioner contends that it is the responsibility of the 

supplier to ensure that the goods and services are ready to be acted upon by the 

university in order to co-create value. According to PvU13, this is where the goods and 

services serve as appliances for service provision. PvU12 explains: “goods and services 

supplied to the university will have no value if they are not accepted and used by the 

institution. Once the institution accepts and uses the goods and services, value is co-

created”. The practitioner stresses that goods and services must first get to the university 

before value can be created. PvU12 states that the supplier can deliver the goods or 

services to the university or the university finds ways of getting the goods or services 

from the supplier, but indicates that in either case the goods and services go through 

some sort of distribution system before service is provided. 

PvU8 comments: “Goods and services have no value if they are not bought and 

used. For this reason, the goods and services must get to the university for the institution 

to pay the price and make use of them before value can be created”. PvU8 further points 

out that when goods and services after production are left in the factory or the premises 

of the supplier firm, no value will be attained on those goods and services. The 

practitioner emphasises that the value is created when the goods or services finally get 

to the consumer/university to be accepted and paid for and used, before value can be 

said to have been co-created. “This is why it is essential to accept the proposition that 

goods and services serve as appliances for service provision”. PvU6 explains: “what I 

know is that goods and services have no value until they are bought and used. So if the 

supplier supplies goods and services that are not acceptable to the university, the 

supplier gets no value for the goods and services”. PvU18 corroborated the views of all 

other practitioners affirming: “this assertion is true because I have repeatedly said that, 

goods and services on their own have no value until they are bought and used”.  

Chapter summary 

The chapter discussed research findings of the second sub-core category – 

resource integration and networking with categories of internal procurement integration, 

inter university resource integration and networking, university/supplier resource 

integration, service exchange, and appliances for service provision.  
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On internal procurement resource integration, practitioners both public and 

private universities submit that the concept is good and is being practiced in their 

respective universities. Practitioners are however divided over inter university resource 

integration and networking, with public universities citing the public procurement law 

and universities’ resolve to protect their autonomous status as hindering inter university 

resource integration and collaboration. Regarding private universities, the issue of 

competition is the main bottleneck for any form of resource integration and networking. 

The issue about service being the fundamental basis of exchange and the assertion that 

all economies are service economies attracted mixed responses from practitioners with 

most practitioners alluding to the assertion.   

Regarding university/supplier resource integration and networking, whilst public 

universities laud the idea, they indicate that per some provisions in the public 

procurement law, they are not allowed to engage in such relationships. Practitioners of 

private universities on the other hand stress the importance of university/supplier 

resource integration, citing many instances where such relationships have been of 

tremendous assistance to both their universities and suppliers. On the issue of goods 

being a distribution mechanism for service provision, practitioners concur with the 

assertion giving similar responses in their explanations. 

In chapter 7, the third sub-core category of ‘support for practitioners’ with 

subsidiary categories of; information systems support, training and development, 

attitudes and perceptions will be discussed. 
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Chapter 7: Support for Practitioners 

Introduction 

This chapter discusses the last of the three sub-core categories - support for 

practitioners with linking categories: information systems support, training and 

education, and attitudes and perceptions. This chapter links the sub-core category and its 

categories with FP8 of S-D logic as displayed in table 9. 

Table 9: The sub-core and its categories linked to FP8 of S-D logic 

Sub-core category Categories FPs of S-D logic 

Support for practitioners Information systems support 

Training and education 

FP8: A service-centered view 

is inherently customer  

oriented and relational 

 Attitudes and perceptions  

   

Information systems support 

The application of information systems technology to facilitate the procurement 

integration process is an important issue that continues to receive managerial and 

academic attention (Quesada and Gonzalez, 2010). Information systems technologies 

comprise of applications such as electronic data interchange (EDI), inter-organisational 

systems, e-sourcing, e-procurement, enterprise resource planning (ERP), among others 

(Kameshwaran et al., 2007; Lee and Whang, 2000; Presutti, 2003; Puschmann and Alt, 

2005; Dedrick et al., 2008). Among these applications, e-procurement functions are 

particularly important due to the fact that procurement is one of the most critical 

functions of supply networks (Quesada and Gonzalez, 2010). To this effect, the 

adoption of e-procurement systems may assist institutions to improve transparency and 

efficiency, reduce cost, enhance better decision-making, improve supplier performance 

monitoring, and quality of services to customers (Neupane, et al., 2012). 

Regarding the use of information systems in Ghanaian universities, although 

practitioners of public universities point out that their respective universities do not 

apply any information systems support in their procurement activities, they indicate that 

they have internet access which they sometimes use to relay information to suppliers 

already on contracts with them. PbU1 explains: “although our internet is not that 

reliable, sometimes we are able to use it to send information to suppliers or to enquire 
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about how an existing contract is being executed”. The practitioner complains that 

because most suppliers do not have internet access, they mostly rely on the telephone to 

communicate with them. When asked about his knowledge of e-procurement, PbU1 

responds: “I know or at least have read that it is a system of procurement where the 

internet is used in carrying out procurement functions such as e-sourcing, e-tendering, e-

ordering, and many more”. PbU1 indicates that he learnt of e-procurement as part of the 

higher national diploma (HND) program in purchasing and supply at the polytechnic. 

The practitioner points out that some of the information on e-procurement were got 

through workshops, seminars, and on the internet. When questioned on whether the 

university currently implements any e-procurement systems, PbU1 explains: “as far as 

I’m concerned, there is no policy directive from the PPA on e-procurement, so I think it 

will be inappropriate or even illegal to use the system”. The practitioner hints that he is 

reliably informed that the PPA is working towards introducing a bill that could allow 

public institutions to use e-procurement. Addressing questions on the use of EDI, PbU1 

explains:  

I know it is an electronic system that customers and suppliers use to examine 

stock levels so as to order for replenishments when stock levels reach certain 

points. The EDI will help avert the problem of occasional stock-outs because we 

are connected to our key suppliers they will be prompted anytime there is the need 

to supply goods or services.  

When asked whether having key suppliers will not amount to violating the current 

procurement law, PbU1 who appears confused says: “maybe the EDI is best suited for 

the private sector. As it stands now, my knowledge on EDI tells me that it will be 

impossible to apply it in the public sector under the current procurement system”. 

PbU3 explaining the significance of information systems support for 

procurement indicates that although e-procurement is not being practiced in universities 

at the moment, he is optimistic that in due course the concept will be used by most 

public establishments including universities. The practitioner explains that there are 

strong indications that e-procurement systems will be rolled-out due to the presence of 

internet facilities in most public offices:  

Few years ago, internet access was limited to few top officials and wealthy 

business people. But today, even public servants have access to the internet, 

although not always reliable. Currently, we are making good use of the internet 

especially in finding information about our suppliers, and also placing adverts 
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online. We also use it to communicate not only with suppliers but other 

stakeholders.  

PbU3 indicates that he has good knowledge of e-procurement systems, but points out 

that he will require some practical tutelage to be able to use the system efficiently. 

Commenting on how the application of e-procurement can improve procurement 

performance in the university, PbU3 explains: “you see, for now everything is done 

manually. ....you have to advertise for suppliers to submit their tenders, and then you 

evaluate and make a decision. This process involves lots of paper work and it’s time 

consuming too. With e-procurement, I think the university will save cost, and also 

exercise a higher degree of flexibility”. Regarding the use of the EDI, the practitioner 

argues that because it involves the supplier and the university or customer, it may not be 

allowed in public universities. The practitioner explains:  

To use the EDI, there must be some relationship between the university and 

suppliers. This is because the supplier should have access to the university’s EDI 

system in order to ascertain inventory levels, and also to be privy to the 

university’s needs. I don’t think this can work under our current procurement 

system. 

PbU5 intimates that at the moment his university does not use e-procurement systems, 

and does not think there are plans to roll-out the system. The practitioner argues that: 

“we take directives from the PPA on such matters. It is impossible to implement e-

procurement without the authorisation of the PPA. So even though our university may 

wish to introduce e-procurement, we have to wait until there is a legislation or policy 

mandating us to engage in the practice”. The practitioner submits that the current 

procurement system is cumbersome and too restrictive and anticipates some systems 

transformation to ensure procurement efficiency. In relation to the use of the EDI to 

facilitate and improve procurement performance, PbU5 expresses optimism that perhaps 

in future there will be amendments to the current procurement law to enable the 

incorporation of technology in public procurement. PbU5 points out:  

I think this new procurement reform is facing numerous challenges and authorities 

must be feeling the pressure from experts and practitioners. Just like most laws, I 

believe there will come a time when stakeholders will acknowledge the loopholes 

and call for a review or an amendment. I can only anticipate that if the amendment 

does take place, buyer/supplier relationships will be examined critically, and that 

will probably pave the way for the use of technologies such as EDI, inter-

organisational systems, and so on.  
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PbU4 is of the view that introducing technology into the procurement function will 

reduce corrupt practices whilst increasing efficiency and saving cost. The practitioner 

who seems to understand the operations of e-procurement systems explains:  

Applying e-procurement systems such as e-sourcing, e-tendering, e-ordering, and 

e-exchange bring lots of flexibility to the procurement function. I believe these 

can easily be implemented in our public universities because the principal 

resource required to implement e-procurement is the internet. At the moment, I 

know for a fact that most public universities have internet connectivity. The only 

challenge that I foresee is the situation where local supplier firms don’t have 

access to the internet or have no websites for their businesses.  

The practitioner points out that with the current global business environment, it will be 

difficult to engage business actors from other countries if the nation fails to meet basic 

technological requirements like e-procurement. He reiterates the fact that: “the 

technological wind is blowing and Ghana cannot afford to be left behind. I’m very 

certain e-procurement will be introduced in public universities sooner than later”. On 

the application of EDIs, PbU4 acknowledges that the EDI and other procurement 

technologies have been in use in the private sector for years. He however corroborates 

submissions by earlier practitioners pointing out that with the current procurement 

system, it may be impossible for public universities to apply the technology for obvious 

reasons. The practitioner explains:  

Well, you know universities are not allowed to have key suppliers, and it is 

impossible to have the EDI connected with all prospective suppliers. For me, I 

think the EDI is a no go area for public universities at least for now. I think 

private universities can take advantage of this and use it to their advantage. 

Discussions with practitioners of private universities on the issue of adoption and 

implementation of e-procurement systems reveal these findings. Practitioners indicate 

that they have never used any form of procurement technology in their universities. 

They explain that although they are aware of the significant impact e-procurement 

technologies can have on performance they believe their universities are not ready for 

such investments just yet. Practitioners explain that most private universities are new, 

and need to satisfy other pressing priorities before thinking about deploying e-

procurement and EDI technologies. PvU10 explains:  

Our university college is relatively new compared to others. For this reason we 

have to improve our infrastructure, staff, access roads, and other conditions that 

we consider as urgent and needed for the smooth running of our university. We 

currently don’t have problems with the way we undertake our procurement. Of 
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course there is always room for improvement, but not when you have limited 

resources to satisfy unlimited needs.  

The practitioner explains that most supplier firms that they do business with do not have 

the systems in place for e-procurement or connecting to each other’s EDI. He concludes 

by pointing out that, there is no need to rush into getting technologies that you may not 

use because those you engage in business with do not have access to same technologies 

and also for the fact that no research has been conducted in Ghana on the technologies’ 

viability. PvU8 is pessimistic about the implementation of e-procurement systems or 

EDI for their procurement department. He explains that the procurement function is not 

considered as contributing to the development of the university so management has no 

respect for staff of the department. The practitioner points out that he can not foresee 

any present or future investments in procurement technologies by management of the 

university because of their deep-seated perception on procurement as a non value 

adding activity. PvU8 further explains:  

In this university, management thinks anybody at all can go to the market and 

procure. In fact they see procurement as the most basic activity to undertake. To 

talk of investing or introducing e-procurement systems and EDI to this university 

will be a fantasy, at least not in our generation. You see, the university has never 

thought of this, but for your interview. I can tell you that, there is no way 

management will ever invest in procurement technology because they see no need 

for it. The perception in this university is that, procurement is a simple function 

that adds no value to the university’s activities. Besides, all management wants is 

for the university to get supplies when needed, and at the moment that is exactly 

what they’re getting. So why waste money for the sake of technology? 

Commenting on e-procurement, PvU12 points out that there are lots of investments the 

university has to undertake in ensuring that it maintains its accreditation status with the 

NAB and also to ensure that their core function of training and educating students is not 

compromised. The practitioner expresses optimism that once the major concerns of the 

university have been addressed all other issues that management deems will lead to 

improved performance will be examined based on merit. PvU20 buttresses PvU12’ 

position stating that:  

We all know the procurement profession is relatively new in Ghana. It is also true 

that we lack qualified procurement professionals with the required skills and 

experience. I always cite myself as an example. See I completed one of the 

polytechnics in the country with HND Purchasing and Supply. I can tell you that 

the program content has very little on purchasing or procurement. When I got 

employed here, I had to struggle to get my feet on the job. Even till today, I don’t 
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consider myself as an experienced procurement officer. What those of us in the 

profession need now is further training and development courses to enable us 

understand our profession properly. It is only when this is done can we talk about 

introducing technology in procurement...what is the essence of introducing new 

systems when you don’t have qualified workforce to successfully implement it? 

There is the need to proceed rather cautiously with technology. What I mean is 

that most of us practitioners are already struggling procuring manually, not to talk 

about introducing technology. I hope I’m not misunderstood, I’m absolutely not 

against my university introducing e-procurement to improve performance, but 

before these are introduced the staff must be ready to implement it and also use 

the system efficiently.  

Similar to the views of earlier practitioners, PvU15 points out that it is the 

aspiration of every new institution to develop and expand. The practitioner concedes 

that although management has not discussed issues pertaining to e-procurement, he is 

quite certain that “things will change when the financial situation of the university 

improves”. The practitioner hints that, as the procurement officer he does not think it is 

appropriate to introduce e-procurement in their university at the moment. Instead, the 

university’s resources should be invested in areas that require urgent attention, 

especially infrastructural development. PvU15 explains:  

The way we do our procurement here is simple and we don’t encounter many 

problems with our suppliers. So we are comfortable with our current procurement 

system. Yes, I’m aware of the fact that introducing e-procurement may improve 

our current procurement system, but I don’t think we are performing badly at all 

... the university will incur additional cost by introducing e-procurement. I don’t 

think management will be prepared for this. All I’ll say is that we are taking our 

developmental process step-by-step, and we’ll certainly cross the bridge when we 

get there. 

The practitioner points out that because their university college is relatively small in 

terms of student numbers, staff, and infrastructure, their procurement is not complex to 

warrant the injection of technology. He indicates that authorities of the universities have 

preoccupied themselves with getting the institution to function, and certainly 

procurement technology will not be a priority. PvU7 argues that: “it’s not everything 

that Western countries adopt and implement that is appropriate for us to imitate”. The 

practitioner argues that it may have taken the West years of research in procurement 

technologies before finally deploying the technology for implementation. He explains 

that e-procurement will require some resource deployment as well as intense education 

for practitioners and stakeholders to understand and accept the concept in Ghana. The 

practitioner argues that Ghana does not need e-procurement now because what is 
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important is to strive to raise the level of efficiency in the current procurement system 

before contemplating on introducing another system. PvU7 deplores what he describes 

as “the Ghanaian attitude” of wanting to engage in so many projects at the same time 

without necessarily conducting any research or due diligence on the viability or 

otherwise of these projects. He suggests that instead of contemplating on e-

procurement, authorities should rather be thinking of equipping procurement officers 

with the knowledge and skills to be able to discharge their duties diligently in order to 

improve upon their performance. The practitioner explains:  

What is the essence of introducing e-procurement when we are not given adequate 

training to enhance our skills and expertise in what we do now? What the 

university’s authorities should do is to enhance our capacity through adequate 

training programs in order to improve our performance. Even if e-procurement is 

introduced now, without the requisite knowledge and training, I don’t think the 

university will see any improvements in its procurement performance. That is why 

I’m saying that, we should be well-versed in manual procurement first, before we 

think about introducing e-procurement. I’ll also suggest that some initial works 

are done as to the viability of the project before a decision is made on its 

introduction. 

Contrary to the views of most practitioners of private universities on the introduction of 

technology in procurement, PvU19 thinks technology should be introduced as a matter 

of urgency. The practitioner explains that since technology has been introduced in 

procurement in many countries including many developing countries, it is imperative 

that Ghana follows the bandwagon in order not to be left behind. PvU19 claims 

technologies such as e-procurement, EDI, and inter-organisational systems have brought 

tremendous improvements in procurement performance to many institutions and 

organisations. Citing the EDI, the practitioner explains how the technology has 

improved business processes between suppliers and customers leading to the constant 

flow of supplies to the satisfaction of all stakeholders. The practitioner explains:  

Because with the EDI, both the customer and supplier become aware of certain 

information about each other, their needs are rapidly satisfied. In addition, 

because the supplier always knows what and when to supply, less capital is tied-

up in stock, which is not the case in this university. I think it will be a wise 

decision for all universities to introduce EDI as one of the systems of procuring 

goods and services.  

The practitioner stresses the significance of adopting e-procurement systems explaining 

that, apart from the fact that it is quicker and reduces unnecessary bureaucratic paper 

work, it also reduced corrupt practices in procurement. PvU19 affirms: “using e-
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sourcing, e-tendering, and other e-procurement systems ensure greater transparency and 

efficiency in procurement. The only challenge is whether all stakeholders will accept 

the change to e-procurement”. PvU18 supports PvU19’s position but indicates that 

unfortunately because of financial expediency and the lack of recognition for the 

procurement function in his university, he does not foresee investment in procurement 

technologies. The practitioner explains that because the university’s authorities perceive 

procurement as a non value adding activity, it will be difficult to convince them to 

invest in procurement technologies. The practitioner explains:  

Personally I will support any idea aimed at introducing e-procurement in this 

university. Unfortunately because of the perception on procurement, I very much 

doubt if management will be willing to invest in e-procurement. As I explained 

earlier, even the president of the institution does not believe that one requires 

knowledge, skill, and experience to be efficient in procuring goods and services. 

He thinks procurement is a simple activity that anybody at all with minimal 

training can undertake. So all I can say is, well if the university decides someday 

to introduce e-procurement, that will be laudable, but unfortunately I may not be 

here to see its implementation. ...I will seek a dynamic organisation where my 

contributions will be valued and respected. 

Having discussed the responses of practitioners on the use of information systems in 

procurement, it is important to refer to the extant literature on information systems. E-

procurement processes have been transformed by the integration of internet and supply 

networks. Web-based information flow between firms has increased the importance of 

such integration to create effective supply networks (Johnson and Whang, 2002). 

Currently suppliers and customers no longer work in isolation and as independent 

entities as they have become more integrated with information systems providing the 

platform for integrated supply networks (Monczka, et al, 2002).  

E-procurement systems are important because they facilitate direct links with 

suppliers of goods, thereby reducing the paperwork and overheads associated with the 

procuring process and shortening the procurement cycle (Gunasekaran et al., 2009). E-

procurement provides opportunities to access procurement networks for suppliers and 

customers, expands the selection of products, and makes information more easily 

obtainable. The system also link vast network of businesses, and makes searching and 

contracting much more convenient. E-procurement technologies including e-

procurement software, auctions, B2B market exchanges, and purchasing consortia are 

focused on automating workflows, consolidating and leveraging organisational 
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spending power, and identifying new sourcing opportunities through the internet 

(Davila, et al., 2003). Indeed, researchers are optimistic on the level of savings that can 

be achieved through full implementation of e-procurement strategies (Aboelmaged, 

2010). 

Training and education  

In the face of mounting economic uncertainty, huge expectations are placed on 

procurement practitioners to source the best business solutions from their supply 

network partners, and to achieve the innovation, value and services that their customers 

are looking for (Lau, 2010). It is also acknowledged that the success of an organisation 

largely depends on its human capital, which refers to the collective knowledge, 

experience, skills and abilities of staff (Maister, 1986). As procurement urges towards 

being a strategic function, it has become imperative that staff development through 

training take a centre stage in the developmental process (Humphreys et al., 1998). 

More importantly, with the call for the incorporation of technology into procurement 

processes, there is no doubt that its successful adoption requires practitioners to enhance 

their expertise in fields such as, business processing re-engineering, IT training and 

organisational change, all of which hinges on effective and efficient education and 

training. Thus, in order to achieve a more strategic and collaborative supply network, 

practitioners require additional training and education (Lau, 2010). Research has shown 

that practitioners with high skills levels and knowledge have significant impact on 

financial performance and operational efficiency in terms of quality improvement, 

design and reduction of lead times (Cousin et al., 2006) 

Discussions with practitioners of public universities give the indication that they 

posses relevant academic and professional qualifications that mandate them to carry out 

the procurement function effectively and efficiently. With the issue of qualifications 

notwithstanding, practitioners support the idea of being exposed to periodic training 

programs in order to sharpen their skills and to be abreast with current developments in 

the field. Responding to the issue, PbU3 indicates that he has both academic and 

professional qualification in procurement. The practitioner explains:  

I hold a higher national diploma (HND) certificate in purchasing and supply, and 

also have a Chartered Institute of Purchasing and Supply (CIPS, UK) 

qualification. But I still need to attend refresher courses in order to be abreast with 
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the present procurement situation. Sometimes the university pays for me to attend 

workshops mostly organised by the Ghana Supply Company Limited (GSCL). 

The PPA also periodically organises seminars and workshops for practitioners in 

the public service on the procurement law. In fact it is difficult to tell whether the 

training I receive is adequate because as far as I’m concerned, such training 

programs only complement what I’ve already learnt throughout my career. But on 

a whole, I will say it’s a good effort from my university to keep us informed about 

current trends in the field of procurement.  

On his part PbU5 points out that, he got employed when he only had a diploma in 

business studies (DBS) and the HND in purchasing and supply certificates. The 

practitioner indicates that he is currently enrolled in the CIPS program and is optimistic 

that he will receive his qualification soon. The practitioner concedes that when he 

started working initially, he found it difficult to cope with the job demand because of 

his limited knowledge in procurement. He admits to making grievous decisions that 

sometimes cost the university some money. PbU5 explains:  

I had just completed the polytechnic with virtually no practical experience. I could 

not also apply what I learnt in school to the work situation because I realised that 

most of the theories did not match the practicals. I had to struggle over a period of 

time to be acquainted with the processes. Initially the university did not allow me 

to attend workshops because it meant I had to close the office for the duration of 

the workshop. With time I was allowed to attend workshops on procurement. This 

has raised my confidence a little bit but I know there is still much for me to learn. 

The PPA mostly organise workshops on the public procurement law. I think there 

is the need for more training programs to be organised for procurement 

practitioners because apart from the HND qualification and the Bachelor of 

Technology in Procurement that was introduced in few polytechnics in 2011, the 

procurement practitioner has to struggle on his/her own by writing the CIPS 

qualification which is expensive and with a low success rates.  

The practitioner hints that he has to acquaint himself with all the procurement processes 

in the university all by himself because his predecessor who holds an accounting 

qualification was not pleased with the change-over, hence his unwillingness to orientate 

or mentor him. PbU5 lauds the effort authorities are making to ensure that practitioners 

sharpen their skills, knowing their weak background in procurement. He suggests that 

training and education programs should be organised more frequently than the present 

once a year programs. 

Still on training and education, PbU2 points out that she got employed on the 

basis of her HND certificate in purchasing and supply. She explains that although the 

procurement manager does not have a formal procurement qualification, years of 
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practice has given him the experience to navigate the procurement function. The 

practitioner indicates that she receives incredible support from the procurement manager 

and that enabled her to learn on the job quickly. She hints that she is currently pursuing 

an MSc degree in procurement with an affiliated university in the UK. She expresses 

her satisfaction with the university’s effort to train them in order to improve upon their 

performance. The practitioner explains:  

For workshops and seminars, I have attended a number of them and gained more 

insights into my profession. The only challenge is that sometimes the timing of 

some of the training programs coincides with our work schedules, hence our 

inability to attend. As I said earlier, the workshops and seminars have been very 

helpful to me in that, now I can confidently say that I am a procurement 

practitioner. This wasn’t the same when I started work few years ago. I saw 

myself then as having wasted three years in the polytechnic without knowing 

much about procurement. Certainly my situation has changed and I now work as a 

confident procurement practitioner, and my boss can attest to this. 

PbU4 on his part indicates that, even though he trained as an accountant and is a 

member of the association of chartered accountants (CA, Ghana), he decided to pursue a 

career in procurement because he sees lots of career prospects in the profession. 

According to the practitioner, he wrote the CIPS qualifications and is now a chartered 

member. He notes that the procurement profession is developing at a slow pace because 

there are not many qualified personnel in the area to influence government policy. The 

practitioner expresses optimism that in few years the profession will assume a 

completely new outlook due to the effort of many Ghanaians to acquire professional 

qualifications in procurement irrespective of the cost. PbU4 explains:  

I’m particularly encouraged by the multitudes of Ghanaians from different 

professional backgrounds who are seeking the CIPS qualification. I’m aware of 

this phenomenon because I engage in part-time teaching of some of the courses. I 

also think practitioners already in the field should be exposed to new ideas 

coming up in the profession probably through workshops and seminars. The 

university does sponsor us for some of these events, but I sincerely think it is not 

adequate. One disturbing issue about some of these workshops I have attended is 

the calibre of resource persons who give presentations. The problem is either they 

are ill-qualified, inexperienced, or lack information on modern procurement 

practices. For this reason, I have decided not to attend any workshops or seminars 

on procurement if I’m not convinced about the profiles of the resource 

persons...it’s quite disgusting to spend a day or two listening to presentations that 

contain nothing new.  

PbU1 also complains about the quality of training they receive from attending training 

programs. He stresses the need for organisers of training programs to be abreast with 
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current demands of the procurement profession so that they can tailor their training 

programs to meet practitioners’ training needs. The practitioner explains:  

What I’m saying is that when you look at some of the training manuals, they don’t 

contain any new information. They virtually discuss what we have already studied 

at school. But we all know that the procurement profession has moved from being 

a clerical function to a strategic function. This information is available at least on 

the internet, so some of us are aware of developments in the procurement 

profession. It is so disappointing when some of these workshops give training on 

the use of tally cards, and how to raise requisitions. These functions even though 

may still be relevant, does not merit the amount of time and resources spent on 

them. That is why I said earlier that these are basic functions that are taught in 

schools. 

Reviewing the literature on training and education for practitioners resulted in 

these revelations. According to the OECD/DAC assessment report on the competences 

of Ghana’s procurement practitioners in 2007, public officials lacked the requisite skills 

to perform procurement related tasks. The report indicated that no sustainable 

procurement training programs were put in place for practitioners to access. Key 

stakeholders such as the private sector and audit institutions lacked procurement 

expertise (OECD/DAC, 2011). However, subsequent assessment in 2009/2010 revealed 

some effort the PPA has made in addressing the lack of skills and expertise problem. 

The OECD/DAC (2011), report that the years that followed PPA, implemented a 

comprehensive short-term training program which resulted in the training of 

approximately 9000 practitioners. The courses were specifically targeted at procurement 

practitioners, members of tender committees and tender review boards, private sector 

representatives, and staff of oversight institutions. With support of donor grants, 

specialised contract management courses were also offered.  

Practitioners of private universities indicate that although they do not have the 

relevant qualifications and experience in procurement, these do not affect their 

performance. The practitioners explain that because procurement is a routine activity, it 

is easy to perfect the processes and be efficient with minimal guidance. PvU7 explains 

that although he possesses a qualification in marketing, it is quite easy to perform the 

function of a procurement officer. He notes that most of the tasks he undertakes are 

basically to collect requisitions from user departments and get to the market to collect 

invoices for management because it is management who makes all procurement 

decisions. PvU7 explains:  
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It is easy because when I receive requisitions from the various departments, I send 

them to the accountant or the president for his comments. In most cases, they will 

authorise me to go to suppliers and collect invoices. They then pick the items they 

think we should buy...I have been working as a procurement officer for the past 

three years but I have never attended any training. I don’t think management will 

spend money to send me for training. What new things am I going to learn and for 

what? The university is already running well and we have no problem with our 

current procurement processes. 

PvU11 points out that, procurement is an easy activity to carry out. The practitioner 

indicates that although he holds a bachelor’s degree in Psychology and Political 

Science, it does not prevent him from being an efficient procurement officer. The 

practitioner explains that all one needs is some initial orientation to perfect the 

procurement function. The practitioner argues: “to me procurement is the easiest 

activity to carry out. You see, in this university because we have key suppliers and 

know the kind of business each key supplier is engaged in, when there is the need to 

procure items from key suppliers, all we do is to call them on phone to find out about 

prices. If there is money we go ahead and procure whatever goods or services we 

require and make payment. If there is no money, we ask them to deliver the goods or 

services to us on credit. In instances where our key suppliers don’t have what the 

university requires, we go to the open market and collect invoices and compare prices. 

My boss then decides which items and from which suppliers we should buy....apart 

from the orientation I received from the accountant, I have not received any training...I 

will say because of how we carry out procurement here, there may be no need for any 

training for me. If the university decides to change their present procurement processes, 

then training may be necessary, otherwise I’m comfortable with the way we do things 

now”. 

PvU20 also points out that there is nothing new to learn because the 

procurement function in his university is not challenging enough to compel authorities 

to invest in training and education programs. The practitioner claims that the 

university’s sole goal is to maximise profits and as long as they do not see procurement 

as an obstruction to their profit motives, nothing can be done to convince them to invest 

in training or education for staff. He reiterates the fact that the procurement process in 

his university is a routine activity which anybody even without qualification and 

experience can carry out with little orientation. The practitioner explains:  
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Unlike other organisations where procurement is treated as an important 

profession, in this university we are the least respected. All we do is to run errands 

collecting invoices from one potential supplier to another....at the moment I don’t 

hold a qualification in procurement but it is a field I will like to develop a career 

in, but unfortunately the university does not offer such career opportunities. 

Training is important in all aspects of our life, and I am planning to seek a better 

opportunity elsewhere in order to achieve my career ambitions. 

PvU2 who doubles as the deputy registrar and the procurement officer explains that 

because the university virtually depends on the procurement committee in making 

procurement decisions, he only serve as a conduit through which information about 

requisitions are carried to the committee. The practitioner points out that he needs no 

training in procurement because he already has a master degree in human resource 

management and is not thinking of switching careers. He indicates that at the moment, 

the university is satisfied with the current procurement arrangements and will not 

require any training. The practitioner explains: “I am the deputy registrar and also the 

procurement officer of the university. But I am able to manage both duties pretty well 

maybe because the university is small in terms of infrastructure and student numbers. I 

know that when we expand to a certain extent, we may have to employ a full time 

procurement manager with supporting staff to take charge of the university’s 

procurement needs. I believe at that point management will offer the necessary training 

assistance to whoever is employed to the position”. 

PvU1 gave a similar response as PvU2. He notes that as the procurement officer, 

his duties are restricted to receiving requisitions, sourcing for potential suppliers locally, 

reporting to the procurement committee, and implementing decisions made by the 

committee. The practitioner claims that all procurement decisions are made by the 

procurement committee, and his task is to ensure that the decisions are implemented. 

PvU1 hints that he is almost on the verge of completing an MBA degree in finance, and 

may look for better career opportunities outside the university. The practitioner explains 

that although he has never been offered any training opportunity since he got employed 

five years ago, he is unperturbed because his duties do not warrant any training. The 

practitioner explains:  

My duties as a procurement officer are nothing difficult to warrant training. The 

procurement committee does everything, mine is to ensure that decisions taken are 

carried through...besides, I don’t think what I do here challenge me enough to 
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want to learn something new. I will eventually leave the procurement profession 

and pursue a career in finance.  

PvU1 claims most school leavers are using the procurement profession as a springboard 

to their ultimate careers. He advises that in order to salvage its image, there is the need 

to recognise the invaluable contributions the procurement function is making to the 

value chain.  

Many independent research findings (e.g., Odhiambo and Kamau, 2003; Araujo, 

2004; Doyle, 2006) have argued that formalising the professionalism of procurement 

capability is inextricably linked to raising the profile and credibility of procurement 

practice and promoting the development of a common and transferable body of 

knowledge. This need to expand and formalise procurement training has been suggested 

in successive UN General Assembly resolutions on procurement reforms since the mid 

1990s (United Nations General Assembly, 2007). For example, in resolution 51/231 of 

June 13 1997 (paragraph 31), the Assembly urged the Secretary-General to intensify 

training programs in procurement for all member countries (World Bank, 2003). 

Attempts have been made to develop and implement standardised framework of 

procurement competencies that will facilitate the design of awards in countries such as 

the UK and the Netherlands (Hsu, 2009; Kung and Gordon, 2007). Crucially, 

framework models in these developed countries are based on national cultural, social, 

ethical, economic, political, and other environmental considerations, as such they do not 

necessarily address specific procurement needs in developing countries like Ghana 

(Hsu, 2009; Helgadottir, 2008). 

Attitudes and perceptions 

In relation to attitudes and perceptions of the public towards procurement 

practitioners, all practitioners indicate that it is a major challenge confronting the 

procurement profession. According to them the rather negative attitudes and perceptions 

of the Ghanaian public towards practitioners significantly affect their motivation and 

enthusiasm in executing their responsibilities. Practitioners explain that the moment you 

are employed into the procurement profession, family members perceive you as having 

‘hit the jackpot’ which immediately lead to a change in their attitude towards you. This 



 

 

183 

 

means increased pressure to provide for the extended family and friends. PbU4 

explains:  

My brother, it was like I have won a lottery. The entire family having had the 

perception that procurement was a lucrative profession visits in streams to 

complain about everything that involved money....they will not take no for an 

answer because they have seen or heard someone purportedly in a similar position 

as you who has assisted many people in their family when they worked as 

practitioners. This put so much pressure on me to the extent that sometimes I have 

to part with my own salary or even contract loans just to satisfy the family and 

maintain a good name. The perception out there about our profession is really bad 

because everybody in procurement is seen as having money. The question I 

always ask myself is, where does the public expect us to make the kind of wealth 

they expect from us when we are on fixed salaries?  

The practitioner concludes that this attitudes and perceptions may be what is driving 

some practitioners to engage in corrupt activities in order to leave up to the billing 

placed on them by society. PbU5 complains that it is abhorrent for people to make 

corruption allegations about just everybody in the procurement profession without 

providing any proof to substantiate their allegations. The practitioner wonders if the 

perception of corruption may have been raised by politicians who always found ways of 

manipulating the procurement system even with the most sophisticated restrictions in 

place. The participant explains:  

It is very important to deal decisively with the perception that procurement 

practitioners are corrupt, because come to think of it we operate within the 

confines of the procurement law. But it is an open secret that even with this law, 

politicians are able to manoeuvre and get contracts awarded to their 

favourites....then we bear the brunt of their actions. The average Ghanaian for 

whatever reason believes that procurement practitioners are rich, and apart from 

putting the tag of being corrupt on us, there is pressure from the family to assist 

other members of the household. Let me tell you a funny story; barely three 

months after my employment, my parents and siblings visited me with this 

message....now that you’ve got this job we expect you to rehabilitate the family 

house, assume full responsibility of your cousin in the university, and also think 

about getting your own apartment before you get married. I think this sums up 

what some procurement practitioners go through. I wouldn’t be surprised if some 

people in the profession still find ways around the law and engage in corrupt 

practices just to satisfy the huge demands placed on them by society. 

PbU1 suggests that to improve procurement performance in universities, it is imperative 

that the deep-seated suspicion of procurement practitioners be rooted-out. He explains 

that current perceptions and attitudes towards procurement practitioners do not foster 

trust and confidence building among stakeholders. The practitioner warns that because 
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the bad perception has been perpetuated for many years, there is the tendency for 

practitioners to imbibe the idea that one needs to be corrupt to be in the procurement 

profession. PbU1 explains:  

When you give a group of people in a profession a certain tag without necessarily 

justifying it, or because everybody else says so, with time there is the tendency for 

the people to accept whatever is said against them. What I mean is that, 

procurement practitioners have been pounded for years as being corrupt. Probably 

those who are offended with the corruption tag may have left the profession. 

Others still in the profession may probably say well after all the entire country 

accepts the fact that we are corrupt so what is new if we indulge in the act. 

Practitioners may be pushed to be corrupt because of the long standing perception 

of corruption against them. This is why I think there is the urgent need for 

attitudinal and perceptions change about the procurement profession if we are to 

make any significant strides in improving procurement performance in this 

country.  

PbU2 notes that sometimes even at social events if you are introduced as a procurement 

practitioner, the entire gathering goes agog insinuating that you have brought lots of 

money to donate. The practitioner explains that as trivial as it may sound, to some of 

them it is really embarrassing because you are seen as a “criminal who never gets 

convicted”. The practitioner explains:  

I don’t understand why people think all procurement practitioners are corrupt. 

Look, I have been working for over five years and there has been no instance that 

I compromised my professional integrity for any selfish gains. Yet when I 

contracted a bank loan and bought a saloon car, it became big news that perhaps a 

contractor may have bought the car for me as a thank you gift for my influence in 

awarding a contract to him/her. If only the public will understand the procurement 

process and what it takes to work as a procurement practitioner, some of these 

wrong perceptions may change. In fact I’m not holding brief for all procurement 

practitioners because just like every other profession there are miscreants, but to 

refer to the entire profession as being corrupt just goes to expose ones ignorance 

about the profession.  

The practitioner indicates that, because of how society perceives practitioners, they are 

always under pressure to satisfy one family demand or another. She explains: “you 

suddenly become a money lender with borrowers requesting for amounts thrice higher 

than your monthly salary”. PbU2 concludes that if the profession is to attract highly 

qualified professionals with relevant experience, then there is the need for a complete 

change of attitudes and perceptions about the profession.  

The research reveals that attitudes and perceptions about procurement 

practitioners in private universities are not different from their counterparts in public 
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universities. Practitioners express their displeasure about public attitudes and 

perceptions about their profession. According to them, these perceptions and attitudes 

put enormous pressure on them to meet up the expectations of being wealthy. 

Practitioners note that unfortunately the majority of Ghanaians do not see the issue of 

corruption in procurement as a serious issue, rather they have accepted the perception 

leading to unusual demands from friends and other relations on practitioners. PvU10 

explains:  

The perception out there is that every procurement practitioner is rich because of 

what they perceive as our ‘dubious dealings’. But it will amaze you to know that 

the people seem not troubled with the perception of corruption instead they 

probably expect us to be more corrupt so that we can provide for friends and 

relations. The situation is so pathetic to the extent that sometimes when you go to 

the market to buy personal items for your household, venders if they are able to 

recognise you as a procurement practitioner attempt to inflate prices because they 

believe you have the money to pay. In fact this is really worrisome and something 

drastic needs to be done to change this attitudes and negative perceptions.  

The practitioner points out that he earns a meagre salary and can barely make earns 

meat because authorities of the university do not believe that practitioners use any 

special skills apart from responding to routine activities. PvU6 indicates that as a 

procurement officer, he is among the least paid employees of the university. He 

therefore expresses utmost surprise when even some staff of the university who know 

how much he earns will insist that he has no problem with money. PvU6 explains: 

The perception about practitioners being corrupt cuts across all facets of the 

Ghanaian society. I don’t know how the perception came about, but I guess it may 

have resulted from the fact that previously procurement officers and suppliers 

negotiated prices directly for the purchase of goods and services. Probably in 

those days kick backs were given to procurement officers, I can’t be sure though. 

Now a lot has changed, in this university for instance, it’s the procurement 

committee which makes all procurement decisions. So I wonder why the 

continuous perception that procurement practitioners enrich themselves through 

corrupt means.  

The practitioner incense about the incessant vilification of practitioners challenged 

anybody who has witnessed corrupt practices of practitioners to report the case to the 

appropriate law enforcement agencies for action to be taken against the practitioner if 

found guilty. He notes: “it is heartbreaking to always be referred to as a ‘thief’ by 

virtually the entire society and yet nobody is able to come out and prove their 

allegations against you”.  
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PvU13 notes that unfortunately as it might sound, most people associate the 

word procurement as synonymous to corruption. He expresses shock that society has 

accepted the fact that everybody in procurement is corrupt, and therefore it is no longer 

strange for some procurement officers to indulge in corrupt practices with impunity. 

The practitioner recount his personal experience:  

On many occasions that I go to the shop to buy items for my household, because 

the shop attendants know me, when it gets to issuing receipts for the items that 

I’ve bought, can you imagine that they ask me what amount to quote on the 

receipts? Shop attendants ask this question because they think that I’m buying for 

the university. So for instance, if I shop to the tune of GH¢50 cedis, the shop 

attendant acting on my instruction can inflate the amount to GH¢150 cedis, 

meaning the procurement officer gets kickback of GH¢100 cedis. So you see how 

the perception has been engrained in the fibre of society to the extent that it is 

rather suppliers who initiate the corrupt practice? As disgusting as it may appear, 

this practice takes place on daily basis. I’ll not hold brief for any procurement 

practitioner but I believe the long standing perceptions has eventually materialised 

into reality prompting some practitioners to be caught up in this vicious cycle of 

receipts and invoice manipulations. 

The practitioner hints that sometimes even the amounts quoted on invoices are inflated 

by suppliers at the insistence of practitioners so they can get kickbacks ones the items 

are approved and procured. The practitioner claims that there are instances where 

suppliers who refused to connive with the corrupt practice lost business as the officer 

takes the business elsewhere. 

Chapter summary 

The chapter discussed the third sub-core category – support for procurement 

practitioners. Under this sub-core category, information systems support was discussed. 

Practitioners of public universities lauded the idea of the possible introduction of 

technology into procurement practices as a way of improving performance. They 

however expressed their dismay as to the feasibility of implementing technology into 

their procurement processes bearing in mind the provisions in the procurement law. On 

their part, practitioners of private universities were apathetic to the idea of introducing 

technology into their procurement processes explaining that the kind of procurement 

they practiced in their institutions were routine and repetitive, and did not warrant the 

injection of any form of technology. 
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Regarding training and education, practitioners of public universities reported 

that they have the requisite educational and professional competences to carry out their 

mandate as effective and efficient procurement practitioners. They also indicated that 

their respective universities periodically enrolled them to undertake refresher courses 

and other training programs. Some of the practitioners expressed their dissatisfaction 

about the competencies of some of the resource persons used and the content of the 

training modules. Contrary to responses of practitioners of public universities on 

training and education, practitioners of private universities indicated that their 

authorities did not offer them any such opportunities. The practitioners, most of who 

indicated that they had no background in procurement expressed frustration about 

managements’ lack of respect and recognition for their profession. Most practitioners 

indicated that they would seek for better career prospects outside their respective 

universities. 

Commenting on the attitudes and perceptions towards procurement practitioners, 

practitioners of both public and private universities expressed their displeasure about 

how the general public perceived and treated them. Practitioners indicated that all 

procurement practitioners were treated as corrupt officials who illegally amassed wealth 

at the expense of the state, shareholders, or individual companies. They lamented on 

how this perception had placed them in precarious financial positions as relations and 

friends always requested financial assistance from them just for the fact that they were 

procurement practitioners.  

In chapter eight, the core category of “Improving Procurement Performance” is 

discussed. In this chapter, the three sub-core categories discussed in chapters five, six 

and seven are also discussed together with the core category to constitute the grounded 

theory of procurement performance. The chapter examines how procurement 

practitioners in Ghanaian universities carry out their mandate by linking the sub-core 

categories of “procurement practices”, “resource integration and networking”, and 

“support for procurement practitioners”, with the core category of improving 

procurement performance and basic social process (BSP). 
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Chapter 8: Improving Procurement Performance 

Introduction  

Chapters five, six, and seven discussed the sub-core categories: procurement 

practices, resource integration and networking, and support for practitioners. Linking 

the three sub-core categories and through abstraction emerged the core category of 

“Improving Procurement Performance” (IPP). The sub-core and core categories 

addresses the research question: How can the application of S-D logic into the 

procurement function improve procurement performance in Ghanaian universities? 

This research is conducted on the basis that there has been a general lack of interest in 

researching into universities’ procurement functions in particular, and services supply 

networks in general (Habib and Jungthirapanich, 2009). The research discovers that of 

the limited research conducted on universities’ procurement functions none has 

attempted an investigation into the application of S-D logic into the procurement 

function to improve procurement performance. The research thus addresses the gap of 

knowledge of applying S-D logic into the procurement function in Ghanaian 

universities through the use of a grounded theory methodology. The use of grounded 

theory is an innovative approach as there are no reported studies of the use of this 

approach at the nexus of S-D logic and procurement. Consequently the methodological 

gap of using grounded theory methodology in the research to apply S-D logic into the 

procurement function is addressed in the context of Ghanaian universities. 

Theoretically, the research contributes to the body of knowledge by using the grounded 

theory approach to generate a substantive theory of procurement performance. The 

substantive theory is also a Basic Social Process (BSP). The research also contributes to 

the wider body of knowledge in S-D logic, in procurement, and supply networks. 

As stated earlier, it is widely acknowledged by researchers that universities have 

been generally conservative, risk averse and slow in response to market needs (Al-Turki 

et al., 2008). A major challenge of most universities’ procurement function is that, they 

act in isolation and in what they perceive to be their own best interest without 

considering the overall efficiency of the entire network. The result is inefficiencies, 

rising costs of operation, and poor performance (Comm and Mathaisel, 2008). The issue 

of the procurement function acting in isolation contradicts FP9 of S-D logic which 
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stipulates that all economic and social actors are resource integrators. In other words, S-

D logic argues that value is created through networks of relationships which require 

resource integration from network partners. 

In this chapter, the three sub-core categories discussed earlier in chapters five, 

six, and seven together with their respective categories are linked to the core category 

and the substantive grounded theory. The sub-core categories identified using constant 

comparative analysis and through some degree of abstraction led to the developed of a 

core category of “Improving Procurement Performance” (IPP) that completes the 

grounded theory of “Procurement Performance”. The chapter begins with a discussion 

of the substantive grounded theory of procurement performance. The core category and 

Basic Social Process (BSP) are discussed in line with how practitioners achieve 

improved procurement performance. The research then links the three sub-core 

categories with the core category in order to explain variations in the behaviour of 

practitioners. Each of the sub-core categories is linked to the grounded theory of 

‘procurement performance’ and the core category of improving procurement 

performance around which all concepts revolve. Elements of the core category namely, 

practitioners performance, universities performance, and government performance will 

be discussed. The chapter also examines links to the sub-core categories of procurement 

practices, resource integration and networking and support for practitioners. The 

research then evaluates the core category using the criteria outlined by Strauss and 

Corbin (1998). 

A substantive grounded theory of procurement performance 

The investigator embarked on this research to investigate the effect of applying 

S-D logic into the procurement function in Ghanaian universities. In the process, sub-

core categories are identified through constant comparative analysis of data and 

abstraction. The identification of concepts, composite concepts, and categories with 

their dimensions and properties, sub-core categories and the main theme or core 

category, together with the development of the substantive grounded theory of 

procurement performance are based on guideline provided for grounded theory research 

by Strauss and Corbin (1990; 1998).  
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It is significant to acknowledge that because the research is conducted in one 

specific area, that is procurement practitioners in Ghanaian universities, the theory 

generated is substantive. Unlike formal theories which address a more encompassing 

and conceptual levels of inquiry (Morse and Johnson, 1992), substantive theories are 

generated for a specific, circumscribed, and empirical area of inquiry (Wilson, et al., 

1997). A substantive theory is a strategic link to the formulation and generation of a 

formal theory. Strauss and Corbin (1994) argue that although formal theories can be 

generated directly from data, it is more desirable and usually necessary to start the 

formal theory from a substantive one. They conclude that it is difficult to find a 

grounded formal theory that was not in some way stimulated by a substantive theory.  

Through constant comparative analysis and abstractions, the research identified 

four main conceptual elements of the grounded theory of procurement performance. 

These conceptual elements together with the core and sub-core categories are listed in 

table 10. What is discussed in the research findings chapters are carefully crafted semi-

structured interview questions that include the concepts of S-D logic to elicit responses 

from practitioners on the logic’s impact on procurement performance.  

Table 10: Conceptual elements of the grounded theory of procurement performance 

Element       Categories 

Improving Procurement Performance    Core category and BSP 

Procurement Practices      Sub-core category 

Resource Integration & Networking     Sub-core category 

Support for Practitioners      Sub-core category 

 

 

Conceptual elements of the grounded theory of procurement performance 

The main conceptual elements of the grounded theory of procurement 

performance comprise a core category and three sub-core categories. The core category 

of improving procurement performance will be discussed later in this chapter. The three 

sub-core categories of procurement practices, resource integration and networking, and 

support for practitioners are first discussed together with some of their respective 

categories. 
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Procurement practices 

Procurement practices conceptualised how Ghanaian universities conduct their 

procurement functions under certain conditions. Discussions with practitioners reveal 

that public universities adopt similar processes in carrying out their procurement 

functions because they must comply with the public procurement law. Further 

discussions reveal that although practitioners concur that value is a co-creation between 

suppliers and the universities, it is impossible to implement such systems because it 

require closer collaborations between suppliers and universities. These close 

collaborations between universities and suppliers violate government policy on public 

procurement. The issue of value co-creation is important to S-D logic. This is confirmed 

in FP6 which states that the customer is always a co-creator of value. To achieve value 

co-creation requires businesses to engage in relational interactions for their collective 

benefit. This point is echoed in FP7 which stipulates that the firm alone cannot deliver 

value, but only offer value proposition. Implying that, firms can offer their resources for 

value creation and collaboratively create value following acceptance of value 

propositions, but cannot create value independently. 

Practitioners express disappointment about their inability to have key suppliers. 

They explain that having key suppliers is necessary for universities as it enables them to 

collect adequate information on suppliers and assure the delivery of appropriate and 

relevant goods and services. Practitioners point out that having key suppliers breeds 

mutual trust and respect between universities and suppliers leading to better and quality 

value propositions from suppliers. Practitioners explain that the current system provides 

less opportunity for collaboration and cooperation, which according to them are 

essential in modern business. They stress that as situations stand now, it is impossible to 

be creative and innovative as the system is hostile towards creativity and 

innovativeness. S-D logic on its part perceives relationships and collaborations between 

actors of business engagements as important to the success of every business venture. 

This is highlighted in FP8 which states that because service is defined in terms of 

customer-determined benefit and co-created, it is important for actors in business 

engagements to act in a customer oriented and relational manner in order to achieve 

optimal performance.  
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The research reveals the worrying phenomenon of external influence and 

interference from donor agencies who after giving financial support usually insists that 

material for the execution of contracts be sourced from their home countries, thereby 

flouting the procurement law with impunity. It is evident that some external financial 

institutions tied aid to certain conditions, especially the condition that contracts should 

be awarded to companies from their home countries. Practitioners complain that these 

practices defeat the purpose for which the procurement law is enacted. They stressed 

that if the current violations of the procurement law continues, the much desired 

procurement reform will elude the country. 

In relation to procurement practices in private universities, although there are 

minimal variations in the processes, the differences do not make significant impact on 

procurement performance. Most private universities have procurement committees who 

make all decisions impinging on procurement. In few universities however, the 

presidents, registrars, and accountants are directly responsible for all procurement 

decisions. With regards to value-co-creation, private universities not only consent to the 

concept but believe it is important for the success of businesses. They thus maintain 

good relationships with key suppliers and these they concede lead to incredible results 

for both the universities and suppliers. Private universities are not bound by the 

procurement law, and thus have the flexibility of implementing procurement policies 

that are in their best interests as long as they operate within the confines of Ghana’s 

constitution. On external influence and interference, private universities welcome 

external interference as they receive great benefits from donor assistance. Practitioners 

recount areas of donor support especially in infrastructural development, educational 

materials, and training packages for staff. 

Resource integration and networking 

In relation to resource integration and networking, practitioners of public 

universities point out that to a large extent, procurement activities within their 

universities are integrated with all user departments. This internal integration of 

procurement activities lead to procurement improvement and also results in less capital 

being tied-up in stock. Practitioners reveal that inter-university resource integration and 

networking are non-existent. They attribute the reasons partly to the current 
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procurement law which discourages collaborations and relationship building, and also 

blame it on the universities who prefer to operate as independent entities in order to take 

the credit for any innovations or new discoveries. Practitioners indicate that the current 

procurement law forbids public universities from engaging in resource sharing and 

networking with suppliers. FP9 of S-D logic stresses the significance of resource 

integration and networking between business partners. It states that all social and 

economic actors are resource integrators. In other words, the context of value creation is 

resource integration. The extant literature point out that inter-organisational 

collaboration and resource integrating has been found to help organisations achieve new 

and innovative forms of competitive advantage, and has been viewed as an important 

organisational capability (Lai, et al., 2012). To further boost organisational capabilities, 

firms must find a way to integrate, build, and reconfigure internal and external resources 

to meet the rapidly changing business environment (Teece, et al., 1997). 

Practitioners explain that because they are not allowed to share resources and 

engage in networking, they make do with only resources at their disposal. This position 

is inconsistent with S-D logic which proposes a shift to understanding exchange in 

terms of networks rather than dyads (Vargo and Lusch, 2008). Accordingly, the firm 

must be understood as a complex network mechanism, linking customer value and the 

value of the firm for all its stakeholders (Lusch and Webster, 2011). It is also significant 

to acknowledge that a central feature of a world where networks are more pervasive is 

the ascendance of IT, and the emphasis on knowledge as the prime resource for 

competitive advantage (Drucker, 1993; Achrol and Kotler, 1999; Lusch, Vargo, and 

O’Brien, 2007). Practitioners express their displeasure with the new procurement 

system that bars the use of technologies such as EDI, ERP, and inter-organisational 

systems because they require some forms of relationship building and networking. 

Practitioners of private universities indicate that although they practice some 

levels of internal resource integration, there is still much to be done to ensure a 

complete integration of all departmental activities. This integration, practitioners 

explain will be achieved when there are minimal levels of shortages of materials in 

stock, and also when only desirable items are bought for the use by the universities. 

Practitioners indicate that there is no inter-university resource sharing and networking, 

arguing that private universities compete against each other for the same resources. 
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Practitioners however indicate that they integrate their resources with their key suppliers 

because they see suppliers’ activities as extensions of the universities activities.  

Support for practitioners 

With regards to support for practitioners, practitioners of public universities 

express their desire for management to incorporate technology into the procurement 

function in universities. They particularly express interest in the use of e-procurement 

for their daily procurement activities explaining that its introduction will bring about 

procurement flexibility, reduce overheads cost, reduce corruption, whilst improving 

performance. Practitioners also express their optimism about the fact that hopefully 

portions of the current procurement law will be amended in order to make way for the 

use of other information support systems in order to improve upon current procurement 

performance in universities.  

On the issue of education and training, practitioners of public universities claim 

they possess the requisite qualifications and experience to be efficient in performing 

their responsibilities. They explain that opportunities are offered them to attend training 

and refresher courses periodically. Their main concerns about these training programs 

are the seemingly low levels of expertise of the resource persons, and the sub-standard 

presentations in terms of content made at such programs. Practitioners deplore public 

attitudes and perceptions of corruption of the procurement profession. They urge the 

appropriate authorities to take urgent steps to redeem the almost sunken image of the 

procurement profession in order to attract highly qualified professionals into the 

procurement profession. 

Practitioners of private universities indicate that although it is good to introduce 

information systems support into the procurement function, they do not believe the time 

is appropriate for technologies to be introduced now. They explain that most 

practitioners have neither formal qualifications nor training in procurement to be able to 

undertake tactical and strategic duties in procurement. Practitioners lament that because 

procurement processes in their universities are routine and repetitive, their universities’ 

management will not offer them opportunities to upgrade their knowledge and sharpen 

their skills. They express their displeasure about Ghanaians attitudes and perceptions of 
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corruption against every practitioner, arguing that such perceptions worsen instead of 

remedy the situation. 

Improving procurement performance – a core category and BSP 

The core-category of improving procurement performance is developed after the 

emergence of the three sub-core categories. Linking the core category and the BSP are 

the sub-core categories discussed earlier. BSPs are summaries of the patterned, 

systematic uniformity of social life which people experience and which can be 

conceptually captured. BSPs are important because they give density to the theory 

(Goulding, 2002). The identification of the core category from the sub-core categories 

becomes evident as the sub-core categories provide adequate leads to the discovery of 

the core category. The research then identified three elements of the core category 

which resonated in all the sub-core categories. These elements of practitioners’ 

performance, universities’ performance, and government performance have significant 

impact on improving procurement performance in Ghanaian universities. The elements 

of the core category and BSP are discussed to examine their relationships or links with 

the core category.  

Practitioners’ performance  

Practitioners of public universities claim they have the relevant qualifications 

and experience to execute their mandate as practitioners. Although this is the situation 

currently, most practitioners explain that they strived on their own to acquire 

professional qualifications and experience. PbU2 explains: “it was difficult for me at the 

outset. I had to struggle to catch-up with the demands of the job. Through my own 

effort, I was able to write the CIPS (UK) qualification and now I’m a proud chartered 

member”. Generally, practitioners go into the job with rudimentary skills and 

experience, and yet most of them are not taken through formal orientation or training in 

order to enhance their skills and improve their performance. On the contrary, most 

practitioners of private universities virtually have no academic or professional 

qualification at all in procurement. They claim that even though they have no formal 

training in procurement, the routine and repetitive nature of the procurement function in 

their universities mean they are able to confidently execute their duties effectively. 
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Practitioners indicate that because procurement is not considered as important, 

university authorities are reluctant to invest in it because “there is nothing to improve”. 

PvU18 explains: “what we do here is to basically collect invoices and present them to 

the accountant or the president for approval and action. I don’t think this is a 

challenging enough profession for me. I’ll find other career opportunities outside this 

university”. 

With regards to training and education, practitioners of public universities 

receive periodic training to sharpen their skills and improve their performance. PbU1 

explains: “we’re given the chance to upgrade our skills through training. Sometimes 

too, the PPA invites us for training on the procurement law. This has been beneficial to 

myself and the rest of the staff of the procurement department....we’ve seen 

improvements in our performance since we started attending such trainings”. The 

researcher notes that, one of the reasons for the disparity in knowledge acquisition 

between public and private practitioners may be attributed to the minimum requirement 

of HND purchasing and supply certificate demanded by public universities for 

employment. This is however not the case in private universities as practitioners are 

offered employment irrespective of their areas of training and experience. PvU16 

explains: “I graduated from the university of Ghana with a bachelor’s degree in 

Sociology. After searching for a job in my field for a number of years without success, 

someone introduced me to the president of the university. The president told me he had 

a vacancy for a procurement officer if I was interested. I quickly accepted the 

appointment, and that’s how I became a procurement officer today”. 

Practitioners generally express their displeasure over unnecessary interference 

and influence from external agencies in procurement activities stressing that it affected 

morale and procurement performance. Practitioners do not understand why there seem 

to be two sets of laws – one for locals and the other for external or donor agencies. They 

lament on how the procurement law is sometimes flouted in order to meet the 

conditions of external donors. According to the practitioners, some of these 

international agencies tied aid to stringent conditions such as; all procurement must be 

done in the donors’ country, and the contractors must also come from the donor 

countries. Practitioners frown on the lack of consultation with the universities on such 

projects which in some cases do not meet the standards and needs of the universities. 
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PbU1 explains: “everybody wanting to get government contracts must subject 

himself/herself to the processes enshrined in the law. There should not be a separate law 

for Ghanaians and a separate one for international contractors. There must be fairness 

and an equal playing field for everybody. That is the only way we can improve upon our 

performance”. Practitioners indicate that these double standards are demotivating and 

do not allow them to put up their best as they are sometimes made to play a second 

fiddle to external agencies. PbU5 explains: “we’re not against external assistance in 

improving our infrastructure. What we don’t like is the violation of the procurement 

law. If the PPA has seen some problems with the law, they should correct it so that we 

can all benefit”.  

Practitioners of private universities although have had some problems with 

donor assisted projects, are not overly critical of external interference in their affairs. 

They explain that since donors also have their own priority areas for assistance there is 

nothing beneficiary universities can do other than to accept or reject their assistance. 

Practitioners however complain about the quality of items that are sometimes donated to 

their universities. PvU11 points out: “some of the things that are donated to us are sub-

standard and probably have no use in their countries of origin. Personally, I see some of 

these donations as attempts by the donors to find dumping grounds for their unwanted 

scraps”. 

The general lack of respect and recognition for practitioners is an issue of 

concern for practitioners. Practitioners deplore the attitudes of most university 

authorities who they claim perceive the procurement function as a non-value adding 

activity and therefore give little attention to their needs. Practitioners argue that 

although procurement plays a significant role in managing universities finances, 

university authorities do not recognise it as an important strategic function. Practitioners 

state that for this reason their inputs at procurement committee meetings are not taken 

seriously. They point out that these occurrences affect their motivation and impact 

negatively on their performance. PbU4 explains: “when we are invited for meetings, it 

is like management has already decided on whatever decisions they want to take. As 

such, no inputs made by we practitioners are considered relevant. Because of this, some 

of us have decided not to utter a word at such meetings. It’s discouraging when we are 

treated like this”.  
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In relation to practitioners of private universities, only a few even get the 

opportunity to be invited to attend procurement committee meetings. The few who are 

invited indicate that they only attend to add to the numbers, as PvU1 explains: “I see my 

invitation to procurement committee meetings as attempt by management just to add to 

the numbers, and place it on record that I was present. The intimidating posture of 

management will not allow me to ask questions, or even make a contribution....it is 

demoralising”. Practitioners are also critical about the negative public attitudes and 

perceptions about their profession, stressing that in order to attract highly qualified 

people into the profession there must be a complete change of mindset about 

practitioners. 

On information systems support for the procurement function, practitioners are 

optimistic that introducing information systems will significantly enhance procurement 

performance. They explain that adopting information systems will bring about 

transparency, reduce bureaucratic paper work and corruption, and encourage 

collaborations and relationship building between universities and supplier firms. 

Practitioners point out that besides improving procurement performance, adopting 

technology in procurement may reduce the negative perception about the chronic 

corruption in the procurement profession and improve public confidence in 

practitioners’ activities. Practitioners of private universities are of the conviction that 

although it will be laudable to have technology introduced into the procurement 

function their universities have other priorities which supersede procurement. They 

explain that management will rather concentrate on infrastructural development rather 

than invest in procurement technologies as their current procurement function has 

proven to be effective. PvU8 explains: “look my brother; I don’t see this university ever 

investing in the kind of technology you’re talking about. They’ll continue to use our 

physical labour to achieve whatever goals they’ve set for themselves. I don’t even want 

to comment further about this issue because I’ll just be wasting your time”. 

Universities’ performance  

The lack of suitable and appropriate training and education programs for 

practitioners is evident in the research findings, and this has a negative impact on 

procurement performance. Although practitioners indicate that their universities offer 
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them periodic training opportunities, the suitability and appropriateness of such 

trainings programs have been questioned. With current efforts to make procurement a 

strategic function, it is important that practitioners acquaint themselves with current 

trends in the procurement profession. Significantly, training programs should be tailored 

to meet the training needs of practitioners. Practitioners complain about some of the 

contents of training programs and question the expertise of resource persons. In order to 

resolve the issue about the appropriateness and suitability of training programs for 

practitioners, it is imperative for authorities liaise with practitioners and training 

institutions in deciding their training needs in order to enrol on programs that are 

relevant and suitable for their needs. PbU4 explains how authorities informed them 

about impending training programs:”You’ll be there working in your office then 

suddenly the accountant, or registrar confronts you with an advert in the newspaper 

about training for procurement practitioners. You’re instantly asked to write to 

management to seek permission and financial assistance to attend, without a proper 

evaluation of the content of the training program. At the end of the day, you realise that 

you’ve just wasted your time and the university’s resources because the training was not 

worthwhile”. 

The research uncovers that practitioners in private universities are not given the 

opportunity to acquire new knowledge and skills through training and education 

programs. According to practitioners, because their procurement processes are routine 

and repetitive, there is no need to acquire new skills, besides with managements’ notion 

that procurement is an easy function that anybody with or without training can execute 

there is no motivation to invest in such a venture. Indeed, such viewpoints do not allow 

management to even contemplate on offering training to practitioners in order to 

improve performance. To improve procurement performance, it is important that 

universities’ management have a change of mindset about the role of procurement in 

attaining the overall vision of their universities. As shown in the literature, procurement 

has moved from being a back office function to tactical and strategic function, adding 

value to firms’ activities. Practitioners stress that it is only when universities’ 

management acknowledge the significant contributions procurement make to the 

attainment of universities goals and objectives will they see the need to invest in 

technologies, and also increase their investments in training and education. 
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Practitioners bemoan the unwillingness of management to be open to new ideas 

stressing that such attitudes hamper creativity and innovativeness. Practitioners are of 

the view that management always attend meeting with pre-meditated ideas and thus do 

not accept contributions from them. They point out that such attitudes have the tendency 

of missing out on important contributions from other members on the committee. 

Practitioners are of the opinion that management should grant procurement departments 

some degree of autonomy in order to be able to think outside the box and come out with 

cutting-edge solutions to improve performance in their respective universities.  

Government performance 

Government legislation on procurement has affected procurement performance 

significantly. Practitioners claim that the procurement law forbids all forms of 

relationships between practitioners and supplier firms. These prohibitions on 

relationships make it impossible for universities to share information and other 

resources with suppliers in order for them to make quality value propositions to the 

universities. Practitioners also point out that because every university is a separate 

entity, the procurement law does not allow universities to engage in collaborations such 

as consortium buying or purchasing consortia. Practitioners argue that because of 

stringent government policy on procurement, it is virtually impossible to introduce 

information systems support into the procurement function. Practitioners of private 

universities have the privilege of building relationships and engaging with their 

suppliers as long as the contract does not involve government business. They also share 

operant resources with key suppliers thereby enhancing the quality of value propositions 

received from supplier firms. Sharing operant resources is important and is recognised 

by FP4 of S-D logic which stipulates that operant resources are the fundamental source 

of competitive advantage. 

Government have also been cited for ‘playing double standards’ when it comes 

to enforcing the law especially on international agencies. Practitioners question 

government’s transparency and fairness when some contractors are given the approval 

to source for goods and services from their chosen countries and also determine 

contractors to be awarded contracts when the procurement law clearly specifies that 

there must be international competitive tendering. Practitioners argue that, such double 
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standards cast a slur on the credibility of the PPA, whilst derailing confidence in the 

entire procurement process. Practitioners deplore the hypocrisy of some government 

officials who they claim make every effort in ensuring that contracts are awarded to 

their cronies or to contractors of their choosing. They stress that such acts defeat the 

principles for the enactment of the procurement law. 

An evaluation of the core category of “Improving Procurement Performance” 

According to Strauss and Corbin (1998), it is important for grounded theory 

researchers to evaluate the criteria for arriving at the core category. These criteria 

accordingly are meant to ascertain the adequacy or otherwise of the research process 

and the grounding of its findings. An evaluation of the core category for this research is 

explained below: 

Concepts generation 

Concepts are generated during data collection and analysis. The concepts 

emerged from data collected from procurement practitioners of Ghanaian universities 

and are identified and grouped using the constant comparative approach. Under the 

approach, similar concepts are grouped together into composite concepts whilst others 

with different interpretations are kept aside to examine whether further analysis of data 

will find emerging concepts that link with these other concepts. Categories and sub-core 

categories are generated from composite concepts which lead to the development of the 

core category. Concepts are generated in terms of their properties and dimensions to 

ensure that there is density and variation. Detailed processes for generating concepts for 

this research is explained in chapter 4 and subsequently discussed in chapters 5, 6, and 

7. 

Systematic relationship between concepts 

There are relationships or linkages of concepts presented in each sub-core 

category and linked to the core category which has direct relationships with composite 

concepts. Categories are first linked-up to form the three sub-core categories. These 

sub-core categories are then linked to the main theme or core category. In other words, 

making up the core category are the sub-core categories. These sub-core categories are 
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also linked to composite concepts, which links to initial concepts. The relationship 

comes in the form of a pyramid till the substantive theory of procurement performance 

is developed. 

Conceptual density of concepts 

Individual categories and their composite concepts, sub-core categories as well 

as the main theme or core category are closely linked. All categories have many 

properties that also have dimensional variations. In other words, for this research all 

categories have more than two concepts and variations.  

Use of variation in theory 

Variations are built into the theory because it signifies that a concept has been 

examined under series of different conditions and developed across a range of 

dimensions. The grounded theory of procurement performance accounts for similarities 

and differences within and between the three sub-core categories of procurement 

practices, resource integration and networking, and support for practitioners, and the 

core category of improving procurement performance. 

Use of conditions and consequences in the study 

The research gives explanations for variations including the conditions under 

which they occurred and the consequences of action/interaction in responses. Micro and 

macro conditions are woven on how they impact the events and actions in the data. The 

researcher’s explanations are based on data interpretation and creativity through the 

process of symbolic interactionism. The researcher’s use of the conditional matrix 

boosted the consideration of micro and macro conditions. 

Process consideration 

The research takes into consideration actions/interactions throughout the course 

of the research. Process is discussed in the context of concepts, composite concepts, 

categories, sub-core categories, and the core category in preceding chapters. All three 

sub-core categories emerged or are developed through several stages and processes. The 
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final process results in the identification on the main theme or core category for the 

research. 

Significance and extent of findings 

Findings of the research on applying S-D logic into the procurement function in 

Ghanaian universities have been significant for many reasons. The results indicate that 

whereas private Ghanaian universities are making some effort to collaborate and share 

operant resources with key suppliers in order to improve their performance, their 

counterparts in public universities have been largely constrained by the public 

procurement law that forbids all forms of relationship building and resource sharing. 

Relating this position with S-D logic, Vargo and Lusch (2004a) argue that knowledge 

and information sharing among actors in business engagements is fundamental to the 

success of organisations. The current procurement law may therefore be inimical to 

improved performance in public universities. This finding is significant because firms 

are evolving from largely self-contained hierarchical bureaucracies into complex 

networks of relationships with resource providers of all kinds (Achrol and Kotler, 1999; 

Lusch, et al., 2010). To this end, firms are seeking to focus more clearly on their own 

distinctive competencies as sources of competitive advantage while relying more 

heavily for adaptive, collaborative advantage with partners to provide their distinctive 

competencies as components of their tangible and/or intangible product offering (Lusch 

and Webster, 2011). 

Public universities do not encourage relationship building and networking with 

supplier firms because of inhibitions of the current procurement system. This implies 

that there is very little or no interactions with supplier firms. This policy is inconsistent 

with S-D logic which stipulates that through effective and efficient relationship 

management, firms are able to benefit from each other’s resources, because strong 

relationships lead to greater cooperation among business actors. The resource based 

view (RBV), provides theoretical support for the significance of collaborations as a 

solution to exploit complementary capabilities to achieve competitive advantage. It 

argues that firms seek to develop a competitive advantage through building 

relationships with other firms, having a sound understanding of what the partner firm 

can bring to the collaboration (Barney, 1991; Zacharia, et al., 2009). The kind of 
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relationship that exists between public universities and suppliers can at best be 

described as adversarial. This view is supported by Mandiyambira (2012), who argues 

that most public institutions in developing countries draw on procurement systems 

which are based on adversarial relationships with suppliers. The lack of mutually 

beneficial long term relationship with selected number of suppliers increases 

procurement cost resulting from multiple contracts administration, monitoring many 

suppliers’ performance, continuous education of suppliers on an institution’s processes 

and requirements. This kind of supply approach does not engender value for money 

(Commonwealth Procurement Guidelines, 2005).  

Practitioners of Ghanaian universities understand that value creation is a 

reciprocal effort between universities and suppliers. Practitioners intimate that value co-

creation culminates from a joint effort between the supplier firm and the university. 

However, because the current procurement system frowns on collaborative efforts 

between actors of business engagements, the quality of value proposition from supplier 

firms may not meet the requirements of public universities because of the lack of 

information sharing. To make a good value proposition depends on the supply firm’s 

knowledge of the university and the quality of their relationship which allows the firm 

to gain access to the university’s privileged resources. This is important because the 

supply firm will know exactly what the university requires hence make value 

propositions that meet the university’s needs. A procurement system that discourages 

knowledge and information sharing, and collaborations with supply firms on the pretext 

of maintaining transparency and fighting corruption may not attain the improved 

performance that it craves.  

The study further reveals that although practitioners laud the idea of introducing 

information support systems into procurement processes in order to improve 

procurement performance, there are obstacles militating against the implementation of 

the system. Whilst public universities have the capacity to implement information 

systems support for procurement, they are constrained by the lack of legislative support. 

On their part, most private universities cite the lack of institutional commitment to 

embrace technology into the procurement function because of what authorities describe 

as the need to address important priorities. This finding is significant in that, S-D logic 

is interactive and requires constant feedback from customers (Vargo and Lusch, 2006). 
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Customers influence the development and modification of products and services that 

suppliers offer through regular feedback, which in turn influence subsequent product 

and service design (Flint and Mentzer, 2006). Firms are investing in information 

systems to enhance communication with clients. These systems allow organisations to 

be connected with important partners in their networks (Laudon et al, 2002).  

Strength of the theory  

The substantive grounded theory of procurement performance is developed 

through the three sub-core categories, which through abstraction and some degree of 

creativity led to the development of the core category of improving procurement 

performance. The research investigated the application of S-D logic into the 

procurement function in Ghanaian universities. Although the outcome is a substantive 

grounded theory of procurement performance which can only be applicable to Ghana, it 

is significant because it elucidates procurement activities in Ghanaian universities. The 

theory will challenge academics, professionals and stakeholders to take a critical look at 

procurement in Ghana. With regards to whether the theory can stand the test of time, the 

researcher although optimistic it would, believes much needs to be done in terms of 

addressing the research findings.  

Addressing the core category and research question 

The findings of the research reveal that all 10 foundation premises (FP) of S-D 

logic adequately integrates into the procurement function thereby ensuring efficiency in 

procurement systems if properly implemented. However, the main challenge impinging 

upon improved procurement performance in Ghanaian universities is government 

policy. According to practitioners public universities are prohibited from all forms 

relationships with suppliers. Resource integration and networking is non-existent, whilst 

information support systems for procurement are not encouraged. The general 

perception about the procurement function being a supporting one seem to be so 

engrained in the minds of university authorities to the extent that they accord the 

function little recognition especially during strategic decision making. The current 

outlook of the procurement function in Ghanaian universities does not engender value 

for money and may lead to sub-optimal performance. 
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Chapter summary  

Chapter eight discussed the core category of “Improving Procurement 

Performance”, linking the three sub-core categories of procurement practices, resource 

integration and networking, and support for practitioners. The chapter also examined the 

substantive grounded theory of “Procurement Performance” together with its main 

conceptual elements. The core category was further discussed with the three elements of 

practitioner performance, university performance, and government performance. Also in 

this chapter, the researcher examined the criteria for evaluating the core category as 

suggested by Strauss and Corbin (1990; 1998). The significance and extent of the 

research findings were also discussed. The chapter examined the strength of the 

substantive grounded theory of procurement performance. Finally, the chapter links the 

core category with the research question. Chapter nine discusses the conclusions and 

implications of the research. 
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Chapter 9: Conclusions and Implications  

Introduction 

This research investigated the application of S-D logic into the procurement 

function in Ghanaian universities. The extant literature has shown that research on the 

procurement function in universities is minimal and none has attempted an empirical 

investigation of applying S-D logic into the procurement function to assess its impact on 

procurement performance in Ghanaian universities using Strauss and Corbin’s (1990; 

1998) grounded theory methodology. The study addresses the research question: How 

can the application of S-D logic into the procurement function improve procurement 

performance in Ghanaian universities?  

Research has shown that despite the enormous contributions the services sector 

makes to national economies, few studies have been carried out to unearth the full 

potential of the sector. In many organisations the procurement function is not properly 

integrated with other functions because management believes procurement has nothing 

strategic to offer. This lack of a holistic approach to the procurement function has 

resulted in organisations incurring high costs because their structures do not encourage 

integrating and coordinating activities to achieve efficiency and competitive advantage 

(Comm and Mathaisel, 2008). Another reason for the poor procurement performance in 

organisations is attributed to managements’ neglect and the relatively little research 

output in the area to create a comprehensive framework for understanding and 

managing the procurement function in a strategic manner (Ellram et al., 2004). 

Previous studies related to university’s procurement performance have focused 

mainly on incorporating business models into educational procurement. Other research 

limited its scope to investigating student and research supply networks. Lau (2007) 

conducted research in the City University of Hong Kong on “educational supply chain 

management” that focuses on investigating student and research supply networks. The 

research emphasises the processes and procedures students and researchers undergo 

from the various stages of sourcing and selection through to graduation and their 

eventual contributions to society. Although Lau’s studies resulted in a framework for 

‘student supply chain’ and ‘research supply chain’ for the City University of Hong 

Kong, the research was based on a single case and thus lacks rigour and credibility. 



 

 

208 

 

Credibility refers to the confidence of how well data and the processes of analysis 

address the focus of a research study. This implies that selecting the most appropriate 

method for data collection, the amount and sources of data are all important to building 

confidence in research findings (Polit and Hungler, 1999). Similarly, Al-Turki et al., 

(2008) investigating stakeholder integration in higher education using a supply network 

approach developed a business model for adopting supply network management 

principles in higher education. Comm and Mathaisel (2008), whose research is based on 

sustaining higher education using Wal-Mart’s supply network management practices, 

justified the need for higher education institutions to adopt best business supply network 

practices to help improve efficiency and to control costs. Indeed, what Al-Turki et al., 

(2008) and Comm and Mathaisel (2008) fail to recognise is the fact that university 

supply systems have their own unique characteristics which may not adequately blend 

with imported supply network principles from the business environment. 

Other researchers (e.g. Habib and Jungthirapanich 2010) suggest an integrated 

educational supply network management approach for universities, whilst also 

examining the human resource and research contributions to society. Their research 

seeks to provide educational management with a new understanding of how supply 

network management can contribute to successful university operations. The authors 

explain that in educational supply network, a university works in close collaborations 

with faculties, further education colleges, its current students, university staff, and 

employers of its graduates in designing curricula to ensure that the needs of all 

stakeholders are satisfied. Other researchers who developed supply network models for 

universities fell short of investigating how actors in business engagements collaborate to 

co-create value at various stages of the procurement process. Additionally, an 

assessment of the literature exposes the gap in literature of the lack of empirical 

research on applying S-D logic into the procurement function in Ghanaian universities 

using the grounded theory methodology. 

Adopting Strauss and Corbin’s (1990; 1998) grounded theory methodology, the 

researcher conducts semi-structured interviews of procurement practitioners of 

Ghanaian universities using symbolic interactionism and the interpretivism paradigm to 

understand and interpret practitioners’ data. The subsequent use of bracketing and 

constant comparative analysis means that efforts are made to assure credibility of 
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research findings. The outcome is a grounded theory of procurement performance that 

links the three sub-core categories of procurement practice, resource integration and 

networking, and support for practitioners. Linking and relating the sub-core categories 

lead to the development of the core category of improving procurement performance, 

and subsequently the grounded theory of procurement performance.  

To improve procurement performance in Ghanaian universities will require 

modifications or amendments to certain provisions of the current procurement law. 

Specific areas needing attention include: relationship building, collaborations, resource 

integration and networking. There is the need for support for practitioners and 

stakeholders in the form of adequate and relevant training and education programs. 

There is also the need to embrace information systems support into the procurement 

function to facilitate procurement processes and reduce waiting times. Universities 

should properly integrate their internal procurement with user departments to forestall 

shortages and also save cost through benefits from economies of scale and to avoid 

capital being tied-up in stock. Universities should integrate their resources with 

networked partners in order to benefit from unique resources and competences that they 

may not have, but which others have. Although all parties to business engagements 

possess some kind of operant resources, the uniqueness of each party’s resources mean 

there is the need to collaborate in order to exchange one unique service for another 

unique service. This service for service exchange means effective collaboration between 

suppliers and universities. The major challenge to applying S-D logic into the 

procurement function especially in public universities is government legislation on 

public procurement. 

Conclusions about public universities procurement performance 

Public universities in Ghana are mandated by law to comply with all legislation 

pertaining to doing government business. Public universities operate as separate 

procurement entities with the vice chancellor doubling as the chairperson of the entity’s 

procurement committee. Procurement practices in public universities are confronted 

with policy issues. According to practitioners, the current government policy on 

procurement forbids all forms of relationships between universities and suppliers, as 

well as with other stakeholders. Indeed, universities are not allowed to maintain any 
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form of relationships with suppliers before, during, and after the award of contracts. 

Government legislation further forbids universities from having key suppliers. 

However, according to the extant literature, having key suppliers enables institutions to 

adequately assess supplier performance and organise supplier development programs 

where necessary to enhance their skills. The practice consists of selecting the best 

suppliers, working closely with them, and entering into long term relationships based on 

mutual needs and trust (Lajara and Lillo, 2004). Research has also shown that having 

key suppliers is important as supplier development is expensive and cannot become 

effective unless limited to the supplier with which universities do sizeable business. 

Close working relationships require restricting the number of suppliers, because a small 

supplier base ensures that the supplier who commits to partnering and quality 

improvements receives rewards of substantial business (Burt, et al., 2003).  

The issue of relationships has also attracted a growing body of academic 

research in recent decades (Terpend et al. 2008). This increased attention on 

relationships reflects the growing awareness of the link between effective management 

of relationships and firms’ performance (Bemelmans, et al., 2011). There is evidence to 

suggest that most firms’ performance improves as a result of strong relationships built 

with suppliers over the years. Firms seek enduring relationships with suppliers who 

have exceptional performance or unique technological expertise so as to assure quality 

and timely deliveries (Monczka, et al., 2002). It is significant to note that business 

relationships play an important role in enabling the firm to respond to dynamic and 

unpredictable changes occurring in the business environment (Hoyt and Huq, 2000). 

Such relationships focus on initiatives that enhance superior relational characteristics 

between business engagements and create a win-win situation for institutions and its 

suppliers instead of adversarial relationships (Paulraj and Chen, 2005). Through close 

relationships with suppliers, institutions are willing to share risk and reward, encourage 

mutual planning and problem-solving efforts, and maintain the relationships over a 

longer period of time (Cooper and Ellram, 1993; Stuart, 1993; Chen et al., 2004; Li et 

al., 2007).  

Public universities do integrate their resources to a certain extent and engage in 

networking within their institutions. However, on the wider scope, universities do not 

integrate their resources such as knowledge, information, competences, and experience 
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with other universities, neither do they engage themselves in any meaningful 

networking. Currently public universities see themselves as autonomous entities and 

compete against each other for recognition especially in areas of innovation and 

creativity. One of the few areas where resources are shared is during social events such 

as matriculation and graduation ceremonies. Having discussed the lack of resource 

sharing and networking among universities as well as stakeholders, it is important to be 

mindful of the impacts of government’s restrictions on carrying through with such 

policies on procurement performance. In relation to S-D logic, value is created through 

collaborative efforts between firms and consumers through the process of resource 

integration and application of competences (Vargo, et al., 2008). Supplier firms, 

partners, stakeholders and consumers continually engage in value creation through 

reciprocal service provision (Lusch, et al., 2007). Imperatively, a mutually respected 

relationship creates value for actors in a business engagement and leaves each wanting 

to continue the relationship in some form (Lusch and Webster, 2011). Performance 

improvements are achieved through knowledge and information sharing, supplier 

development, and technology transfer (Stuart, 1993). Proper management of supply 

network interfaces that connect the individual actors and exchange, and leverage 

knowledge across the network is essential because the strength of the relationships at 

the interfaces can become the basis for building organisational reputation and creating 

an environment more conducive for co-operation and knowledge sharing (Christopher, 

2009).  

The idea that knowledge can be gained through a closer relationship with 

stakeholders is now widely accepted (Bessant, et al., 2003) and organisations are 

increasingly exploiting the benefits of inter-organisational knowledge sharing (Ahuja, 

2000). Firms are becoming closely aligned in a network of strategic alliances and 

partnerships with customers, suppliers, distributors and competitors (Achrol, 1997). As 

business networks are being formed around knowledge bases, the maximisation of 

knowledge is obtained through network collaboration rather than individual business 

units. Such knowledge-driven networks rely on external actors to acquire the desired 

resources for the firm to grow and increase profitability (Nonaka and Takeuchi, 2005). 

Networks that provide end-users with better service experiences gain perceptions of 

higher value-in-use, which in turn result in higher levels of collaborative value-creation 
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behaviours from end-users such as loyalty, and further dialogue with network members 

(Tokman and Beitelspacher, 2011).  

The introduction of the current procurement system makes it imperative for 

practitioners to acquire special skills and competences adequate for the policy’s 

successful implementation. Practitioners either have the relevant qualifications or are on 

the verge of acquiring additional qualifications in order to improve upon their 

performance. Training and education programs are periodically offered to practitioners. 

However, the adequacy and relevance of training received by practitioners have been 

questioned. Practitioners have questioned the level of competence and expertise of 

resource persons who make presentations at training sessions as the contents of some of 

the training manuals in most sessions do not meet the training needs of practitioners. 

Undoubtedly, the drafting and subsequent implementation of Ghana’s public 

procurement policy resulted in the introduction of new structures, regulations, methods 

and procedures for its successful implementation (Owusu-Manu, et al., 2011). The lack 

of adequate and appropriate education and training for practitioners presents a major 

challenge to the longer term sustainability of effective procurement policy (MiDA, 

2009). Consequently, the Government of Ghana has made concerted effort to formalise 

professional procurement qualifications and practice in an effort to ensure that a 

continuous stream of skilled and competent individuals are available for both the public 

and private sectors (Owusu-Manu, et al., 2011).  

Practitioners will applaud any initiative that brings about the adoption and 

implementation of information support systems into the procurement function. Whereas 

the PPA is currently working on a bill that should pave the way for the adoption of e-

procurement in the public sector, other procurement technologies may have to wait 

longer until probably there is an amendment to the current procurement legislation. The 

growing emphasis on managing procurement has drawn managers’ attention to the 

value-added potential of internet technology to achieve better information, improved 

bottom-line costs, and maximise procurement effectiveness (Carayannis and Popescu, 

2005; Presutti, 2003; Puschmann and Alt, 2005).  
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Conclusions about private universities procurement performance 

Procurement practices in private universities can be categorised into three main 

types. Firstly, some private universities partly follow the guidelines of the public 

procurement law, especially on who makes a decision when the procuring amount 

exceeds certain thresholds. Secondly, a majority of private universities have 

procurement committees who make final decisions on procurement based on 

information provided them by practitioners. The third type of practice is where the 

presidents, registrars, deputy registrars of the universities or consultants take the 

responsibility of making decisions pertaining to procurement. Private universities have 

developed good relationships with their key suppliers for their collective benefits. 

Accordingly, there exist relational exchanges between universities and key suppliers. 

Universities and key suppliers thus share knowledge and information on improvement 

strategies for their businesses. 

Private universities perceive each other as competitors competing for the same 

resources, and will not integrate their resources or engage in business networking with 

other universities. Collaborations between universities are therefore non-existent as each 

university acts independently of the others. There is also less coordination of activities 

internally between procurement and user departments of various universities. It is 

however significant to stress that collaboration addresses joint opportunity or problem 

recognition and solution development. Superior value propositions emerge from a deep 

understanding of customers as well as supply network capabilities, resources and 

constraints (Esper, et al., 2010). In supply networks, one of the ways that firms can 

create customer value is by working with suppliers who will minimise costs and 

expedite merchandise delivery to reduce customer waiting time. The mutual benefits 

enjoyed by the actors make them strive to develop strong relationships with their supply 

network partners (Tokman and Beitelspacher, 2011).  

Practitioners lack the relevant qualifications in procurement to undertake any 

strategic procurement functions. Practitioners’ responsibilities are reduced to clerical 

duties which are routine and repetitive making it easy to function effectively. Training 

and education programs are barely organised for practitioners as the repetitive nature of 

their responsibilities means no extra skills or expertise is required once the practitioner 
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gets used to the routine. The position of practitioners on education notwithstanding, it is 

worth acknowledging that the effectiveness of the implementation of a procurement 

policy depends on the availability of practitioners of both public and private sectors who 

understand the origin of the policy, are able to interpret its various sections and can 

relate and communicate strategy to others. Effective management of procurement 

functions will thus entail the implementation of a formal specialised education program 

for procurement practitioners (Turner, 2006; Hauck, 1998; Kerzner, 1998). 

Although private universities have the opportunity to incorporate information 

systems support into their procurement processes, most universities’ management 

believe procurement is a non value adding activity and therefore not an area of priority. 

University authorities would rather invest in infrastructural and staff development in 

order to meet the NAB’s requirements than invest in ‘non essential’ functions like 

procurement. It is however imperative for private universities to appreciate the 

contributions of the procurement function to the attainment of institutional goals, and 

further contemplate on how introducing information systems support can improve 

performance. The procurement function has made use of a number of communication 

mediums including the use of mail, phone, fax, EDI, and more recently, e-mail and the 

internet to facilitate procurement processes between the various actors in business 

engagements. The unique features of the internet and related web-based technologies 

can potentially support and improve the activities of procurement process through 

transforming traditional paper-based processes to e-procurement (Gebauer et al., 1998). 

E-procurement has evolved to the point where the goal is not to make a supplier reduce 

their prices or lower their margins but to achieve savings, which can be realised by both 

customers and suppliers, through managing material and administrative costs (Kothari 

et al., 2005). E-procurement has cut down the time and cost required to generate a 

purchase order, place the order, determine the nature of contracts, and select the right 

supplier(s), track shipment status, manage payments, and follow up on supplier(s) 

(Aboelmaged, 2010). 

Conclusions about the research question 

The study addressed the research question: How can the application of S-D logic 

into the procurement function improve procurement performance in Ghanaian 
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universities? Addressing the research question using Strauss and Corbin’s (1990; 1998) 

grounded theory methodology, data are collected and analysed using the constant 

comparative approach. Concepts emerge from data with like concepts grouped into 

composite concepts. Categories with their properties and dimensions are then developed 

from composite concepts. Through abstraction and creativity, categories are developed 

into three sub-core categories of procurement practices, resource integration and 

networking, and support for practitioners. Further abstraction of the three sub-core 

categories lead to the development of a core category of “Improving Procurement 

Performance”. Linking categories with their respective sub-core categories and the core 

category lead to the development of a substantive theory of procurement performance. 

Earlier discussions of the three sub-core and their respective categories indicate 

that some private universities are making some effort to follow current business 

practices such as knowledge and information sharing with key suppliers and other 

stakeholders, one of the important concepts S-D logic regards as necessary to business 

success. This position is consistent with FP4, FP8, and FP9 of S-D logic. FP4 stipulates 

that operant resources are the fundamental source of competitive advantage. Implying 

that, it is important for actors in business engagement to share knowledge, competence, 

skills, information and technology with other firms in order to benefit from 

complementary resources from one another. FP8 states that because service is defined in 

terms of customer determined benefit and is co-created by the supplier and customer, 

interactions remain relational. FP9 indicates that all social and economic actors are 

resource integrators. In other words, value is created as a result of network of 

relationships leading to resource integration. This is significant because for supplier 

firms to make good value propositions depend on their knowledge of the university’s 

needs and the quality of information about the university’s privileged resources. Having 

access to these resources is important because it enables the supplier firm to know 

exactly what the university requires and therefore make quality value propositions that 

meet the university’s needs. Sharing knowledge with key suppliers and other 

stakeholders thus save costs and eventually result in improvements in the overall 

procurement performance. 

Knowledge and information sharing with key stakeholders in public universities 

have been constrained by the current procurement legislation. Although article 26 of 
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Ghana’s public procurement law stipulates that: “communication between procurement 

entities and tenderers shall be in writing and communications in any form shall be 

referred to and confirmed in writing” (PPA, 2003). This provision is quite restrictive 

and does not allow for university-supplier engagement. Practitioners have no liberty to 

engage in mutually beneficial exchanges with selected number of suppliers. The lack of 

these exchanges increase procurement cost through multiple contracts administration, 

monitoring many suppliers’ performance, continuous education of suppliers on an 

institution’s processes and requirements (Mandiyambira, 2012). Evaluating the seminal 

work of Vargo and Lusch (2004a) on S-D logic, knowledge and information sharing 

among actors in business engagements is fundamental to business success therefore the 

lack of it may lead to an inefficient procurement system.  

Public universities do not encourage relationship building and networking with 

supplier firms because of legislative inhibitions. These legislative inhibitions imply that 

there are little or no interactions with supplier firms. The only opportunity practitioners 

have for interactions with suppliers/contractors is during expediting or where there is a 

problem with service delivery. The kind of relationship that exists between practitioners 

and supplier firms can at best be described as adversarial, because practitioners must not 

be seen to be interacting with supplier firms before, during, or after award of contracts. 

This adversarial view is supported by Mandiyambira (2012), who argues that most 

public institutions in developing countries adopts procurement systems which are based 

on adversarial relationships with suppliers. This ‘antagonistic’ approach to business 

engagements as oppose to relational exchanges, relationship building and networking is 

inconsistent with S-D logic, and may result in poor procurement performance. The issue 

of relationship is significant in S-D logic. FP6 affirms this when it stipulates that the 

customer is a co-creator of value, implying that value creation is reciprocal between the 

supplier and customer. In other words, because value creation is a joint effort between 

the supplier and customer, relationship building and management becomes important. 

To buttress the point on relationship, FP7 states that because firms cannot create value 

independently, but can only offer value propositions, collaborations and relationship 

management become essential.  

On value creation, practitioners generally understand that value creation is 

reciprocal culminating from joint effort between universities and suppliers. Ironically, 
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because current legislation on procurement in Ghana prohibits collaborative efforts 

between universities and suppliers, the quality of value propositions from suppliers may 

not meet the needs of public universities because of the lack collaboration and 

information sharing. Collaborations with partners and stakeholders have been an 

important business concept with many success stories in the literature. The implications 

of failure to collaborate and jointly co-create value are that, supplier firms’ deliveries 

may not meet universities’ needs, there may be mistrust, and long lead times because 

communication becomes ineffectual. Additionally, because value is ultimately 

determined by the beneficiary or in this case the university, it is essential that it 

collaborates with suppliers so as to attain value for money. The issue of the customer or 

beneficiary ultimately determining value is affirmed in FP10 of S-D logic. 

In relation to information systems support, practitioners of private universities 

are apathetic to the idea. To them, procurement is a back-office function easy to 

execute. They indicate that the current routine and repetitive responsibilities of 

procuring do not merit the deployment of procurement technologies. Practitioners also 

explain that university authorities will prefer to invest their capital in important ventures 

rather than “a non value adding activity” of procurement. This view notwithstanding, 

practitioners believe that the introduction of procurement technologies will enhance 

efficiency and improve performance. Practitioners of public universities are optimistic 

about the possible deployment of e-procurement technologies for use in various 

universities. If eventually e-procurement technology is introduced in public universities, 

it will support S-D logic’s position on the use of modern technology in business 

engagements. S-D logic embraces modern technology in business engagements among 

firms. Proponents of the logic argue that because changes in ICT within and between 

organisations are occurring at an unprecedented rate, it is expedient for organisations to 

embrace technology and use it to their advantage. Proponents further stress that the 

speed of change requires firms to keep pace with modern approaches to information 

management in order to remain competitive. Consequently, businesses must move 

towards integrating their information systems with customers, suppliers, partners, and 

other stakeholders in order to access timely and reliable information for operational 

efficiency (Gunasekaran and Nagai, 2004).  
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Conclusions about the research problem 

Data collected on procurement practitioners of Ghanaian universities and 

analysed using the constant comparative approach and through abstraction confirms the 

perception that the procurement function is a clerical non value adding activity that 

anybody can perform. Practitioners bemoan the perception of university authorities that 

the procurement function plays a subservient role to other professions hence little is 

done to invest in its human capital. For this reason, the profession has received minimal 

recognition despite its immense contributions to the overall performance of 

organisations and national economies. Indeed, most organisations over the years do not 

integrate the procurement function into the broader activities of their structure because 

of the less strategic status accorded it. Analysing the significance of the procurement 

function to organisations, Leenders, et al., (2006) report that for a manufacturing firm, a 

10 per cent improvement in procurement costs is equivalent to profit resulting from a 75 

per cent increase in sales. The APCC (2008) argues that the value of procuring capital 

assets, maintenance, goods, and services (excluding defence) by the federal government 

in Australia now exceeds AUD $100 billion per year. The council argues that if one per 

cent each across board savings is made through effective and efficient procurement, the 

federal government could be saving one billion Australian dollars per year on 

procurement. In Ghana, about 43.8 per cent of the national budget is spent on public 

procurement, and a further 90 per cent of all development partners inflows are spent 

through procurement related activities (World Bank, 2003), it is therefore imperative for 

organisation to take the issue of procurement seriously. Currently, few organisations 

have begun to recognise the strategic role procurement plays in advancing 

organisational goals and aspirations. In these organisations practitioners are engaged in 

all kinds of strategic activities such as researching the supply base, conducting effective 

and efficient supplier assessment and selection, and identifying the appropriate levels of 

investment in suppliers’ relationship specific assets (Giunipero. 20006).  

Despite the relatively increased research output in procurement, not much has 

been done to research universities’ procurement functions (Habib and Jungthirapanich, 

2009). The few research conducted in this area has focused of students’ supply 

networks and research supply networks. Due to the paucity of research in universities’ 
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procurement functions, some researchers (e.g. Al-Turki et al., 2008; Comm and 

Mathaisel, 2008) suggest the importation of business models and applying them on 

university procurement functions. Unfortunately, these and similar suggestions may be 

untenable as universities have their own unique characteristics that need to be 

researched and unearthed. Another reason for researching S-D logic and the 

procurement function is that since the seminal work of Vargo and Lusch (2004a) on S-

D logic almost a decade ago, there has been no empirical research that seeks to 

investigate the impact of applying the logic into the procurement function in order to 

ascertain its impact on procurement performance. Indeed there has been increasing 

debate about the relevance of S-D logic to organisations and businesses if it continues to 

remain theoretical academic research without empirical investigation into its adoption 

into various sectors of economies (Winklhofer et al., 2007). 

Implications for theory 

This study has made significant contributions to the body of knowledge in S-D 

logic, procurement, and supply networks. Theoretically, the research contributes to the 

body of knowledge by using the grounded theory methodology to generate a substantive 

theory of procurement performance. This is an innovative approach as there is no 

known research conducted in the study area using the grounded theory methodology to 

generate a substantive theory of procurement performance. The grounded theory of 

procurement performance emerged from three sub-core categories of procurement 

practice, resource integration and networking, and support for practitioners, and a core 

category of improving procurement performance. The development of the theory is a 

culmination of the use of symbolic interactionism and constant comparative analysis. 

The researcher also made use of abstraction and some degree of creativity to develop 

concepts, composite concepts, categories, sub-core categories, and the core category. 

The sub-core category of procurement practices discusses categories of: university 

procurement process, university/supplier value co-creation, government policy, external 

influence, and national culture. Regarding resource integration and networking, issues 

pertaining to internal procurement integration, inter-university resource integration and 

networking, university/supplier resource integration, service exchange, and appliances 

for service provision were discussed. The last sub-core category of support for 
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practitioners examined categories of; information systems support, training and 

education, and attitudes and perceptions. The three sub-core categories linked to their 

respective categories and the core category completes the substantive theory of 

procurement performance. 

Unlike formal theories which address a more encompassing and conceptual 

levels of inquiry (Morse and Johnson, 1992), substantive theories are generated for a 

specific, circumscribed, and empirical area of inquiry (Wilson, et al., 1997). In other 

words, the theory is substantive because it is grounded on research conducted in one 

specific area, which is procurement practitioners of Ghanaian universities. For this 

reason, its findings may apply only to that particular specific area and cannot be 

replicated (Glaser and Strauss, 1967). However a substantive theory is important 

especially at a conceptual level as it becomes a springboard for developing a grounded 

formal theory. The substantive theory of procurement performance may serve as a 

strategic link in the formulation and generation of grounded formal theory. Glaser and 

Strauss (1967, p.19) stress: “we believe that although formal theory can be generated 

directly from data, it is more desirable, and usually necessary, to start the formal theory 

from a substantive one. The latter not only provides a stimulus to a good idea but it also 

gives an initial direction in developing relevant categories and properties and in 

choosing possible modes of integration. Indeed it is difficult to find a grounded formal 

theory that was not in some way stimulated by a substantive theory”.  

The research has bridged the knowledge gap by applying S-D logic into the 

procurement function in Ghanaian universities through the use of grounded theory 

methodology. This is significant because since the seminal work on S-D logic by Vargo 

and Lusch (2004a), the challenge has been how to integrate the logic into productive 

sectors of economies in order to assess its impact on performance. Indeed there has been 

increasing debate about the relevance of S-D logic to organisations if it continues to be 

a theoretical academic research without empirical investigation into the possibility of its 

adoption by businesses. The successful application of S-D logic into the procurement 

function in Ghanaian universities using the grounded theory methodology is a novel 

approach that not only contributes to empirical knowledge but also bridged the 

theoretical gap. The theoretical contribution stems from the fact that being a study area 

paucity of information, the research has contributed to the body of knowledge in that the 
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findings may serve as a springboard for academics and researchers who may undertake 

further research in the subject area. 

The research further contributes to the body of knowledge in procurement 

through an empirical research into the procurement function in Ghanaian universities. 

The procurement function of universities in general have received limited research 

outputs, and there is no known research of the procurement function in Ghanaian 

universities through the use of the grounded theory methodology. The outcome of this 

research is therefore an innovative approach to researching the procurement function in 

Ghanaian universities that will contribute significantly to the literature.  

The research also contributes to the wider body of knowledge through what is 

termed “reconceptualising supply chains”. The researcher argues that supply chains 

were conceptualised in the early 1980s (Oliver and Webber, 1992) to explain the 

management of materials across functional boundaries within an organisation, but were 

later extended to include upstream production and downstream distribution channels 

(Womack and Jones, 1996; Christopher, 1992). Indeed traditionally, supply chains have 

been characterised by arms-length, even adversarial relationships between the different 

actors. The practice of sharing information, either with suppliers or customers was 

minimal. More recently, however, there have been encouraging signs of a greater 

willingness to work in the spirit of cooperation and collaboration in many supply chains 

(Christopher and Towill, 2001). This development is essential because research shows 

that an important requirement for improved supply chain performance is an 

understanding of the network that connects the business to its suppliers and their 

suppliers, and to its downstream customers and their customers (Christopher, 2004). A 

growing body of research into the study of relationships affirms that there are 

opportunities for mutual advantage if information is shared between actors of a business 

engagement (Christopher, 1992; Hines, 1994).  

Despite the significance of supply chains, their simplistic view of the supply 

system and their inability to incorporate strategically the complexities and inter-

organisational relationships that take place among firms (Harland, et al., 2001) makes 

supply network the most appropriate and suitable terminology to describe supply 

systems. The reality is that, most firms have acknowledged the significance of supply 

network partnerships and have transitioned from the hierarchical, vertically integrated 
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format of supply chain to a network of partnerships with key stakeholders (Christopher 

and Juttner, 2001). The increasing preference and incorporation of supply networks into 

supply chain research represents an attempt to make the concept wider and more 

strategic by harnessing the resource potential of the network in a more effective manner 

(Lamming, et al., 2000). 

Contributing further to the wider body of knowledge, this research has bridged 

the gap of evaluating the impact of Ghana’s national culture on procurement 

performance in Ghanaian universities using grounded theory methodology, which 

according to the literature is the first of its kind in the study area. Research has shown 

that national cultural values are related to workplace behaviours, attitudes and other 

organisational outcomes (e.g., Kluckhohn and Strodtbeck, 1961; Hall, 1976; Hofstede, 

1983; Trompenaars, 1993; Schwartz, 1994; Ronen and Shenkar, 1985.). The naive 

assumption that management is the same or is becoming the same around the world is 

not tenable in view of the demonstrated differences in national cultures. It is therefore 

significant that in addressing the issue of procurement, be it legislative, policy or 

external influence, the issue of national culture is critically examined as it heavily 

impacts upon performance. 

Methodological implications 

Previous research although not directly related to this study has adopted 

different methodological approaches especially the positivist approach. Researchers 

who studied educational supply networks using the positivist approach (e.g. Comm and 

Mathaisel, 2008; Al-Turki et al., 2008; Lau, 2007; Habib and Jungthirapanich, 2010) 

suggest the importation of business models and frameworks to be applied to educational 

supply networks. Apart from the fact that their areas of research differ significantly 

from this study, the use of grounded theory methodology for this research is an 

innovative approach. Consequently, the methodological gap of using grounded theory 

methodology in the research to apply S-D logic into the procurement function is 

addressed in the context of Ghanaian universities.  
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Implications for policy and practice 

The research highlights how government policy on procurement greatly 

influences procurement performance. The fact that the use of information support 

systems are prohibited from the current public procurement system may have negative 

effects on procurement performance in public universities. Introducing technology into 

the procurement function is seen as a step that will galvanise the current procurement 

process and bring the much needed improvements in performance.  

The issue of training and education is significant to procurement practitioners. 

The current rapid changes in the business environment make it imperative for 

procurement practitioners to acquire cutting-edge and relevant knowledge and skills 

about the profession in order to keep pace with happenings globally. Organising regular 

and relevant in-service training programs for practitioners will enhance practitioners’ 

skills, boost their confidence, and assure improved performance. 

The research has also brought to the fore the significance of resource integration 

and networking between firms and their strategic partners. This is important because 

sharing knowledge and accurate information with networked partners ensures that 

organisations benefit from complementary resources from each other. In other words, 

because every organisation has unique competences or resources, pulling resources 

together as networked organisations enables them to access each other’s distinct 

resources or capabilities. Resource integration and information requires firms to engage 

in collaborative efforts and relational exchanges for their mutual benefits. 

Limitations  

The substantive grounded theory of procurement performance may be relevant 

only in the Ghanaian context because the research was carried out in one specific area 

of Ghanaian universities. This limitation is justified by Strauss and Corbin (1994, p281) 

when they indicate that, “since substantive theory is grounded in research on one 

particular substantive area, it might be taken to apply only to that specific area”. 

Another limitation is that generally, the public universities have better 

infrastructure, human resource, well organised systems and structures than their private 

counterparts most of which lack basic infrastructure and human resources. Comparing 

these two extreme cases may not give desirable outcomes. In addition, the fact that 
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public universities are mandated to adhere to the current procurement system whilst 

their private counterparts have no serious obligations other than when engaging in 

government business means the findings may be disadvantaged to public universities. 

Finally, although all the foundation premises of S-D logic have been addressed, 

emphasis was placed on some of the FPs than others. Those FPs that received much 

attention were based on the strength of their contribution to the phenomenon 

investigated. 

Further research 

The following areas are recommended for further research: 

(a) The findings of this study should be extended to university procurement in Ghana 

and Africa to include supplier firms. 

(b) There should be further research into the need for collaboration in procurement 

processes to achieve more effective and efficient use of resources in Ghanaian 

universities. 

(c). Extend the findings of this study by undertaking similar research in other 

developing countries to increase awareness about the importance of the procurement 

function through publications in scholarly journals. 

(d) Use the grounded theory methodology to investigate the significance of national 

culture on supply management in public institutions in Ghana and Africa. 
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Final remarks 

The extant literature shows that research on the procurement function in universities is 

minimal and none has attempted an empirical investigation into the application of S-D 

logic into the procurement function in Ghanaian universities, using Strauss and Corbin’s 

(1990; 1998) grounded theory methodology. The study addressed the research question: 

How can the application of S-D logic into the procurement function improve 

procurement performance in Ghanaian universities? The study has revealed that 

government policy is impacting on procurement performance in Ghanaian universities. 

The fact that the current procurement law frowns on all forms of relationship building 

and management, between the customer and suppliers imply that there is the tendency 

that supplier’s products and services may not meet the specification or requirements of 

customers. Relationship building and management has been an important factor in 

business success as it affords the parties engaged in business to have mutual trust and 

respect for each other, which may culminate in quality value propositions being made. 

 In relation to collaboration, it is significant to acknowledge that, this has become 

the trademark of most businesses in this modern era. Businesses collaborate in order to 

benefit from each others’ unique capabilities. Although all parties to business 

engagements possess some kind of operant resources, the uniqueness of each party’s 

resources mean there is the need to collaborate in order to exchange one unique service 

for another unique service. This service for service exchange means effective 

collaboration between suppliers and universities. It is therefore essential that Ghanaian 

universities collaborate and network in order to share each others unique resources. The 

current situation where all universities interpret their autonomous status as being self 

sufficient does not auger well for resource and technology transfer. Unfortunately, the 

challenge of collaboration is further compounded by government legislation, making it 

almost impossible for universities to collaborate. 

 Another important challenge to the procurement function in Ghana is 

government policy against the use of technology in procurement. Technologies such as 

e-procurement, Electronic Data Interchange (EDI), Enterprise Resource Planning 

(ERP), inter-organisational systems, among others are barred by the current policy on 

public procurement. The fact that the use of these procurement technologies may lead to 
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improved transparency and efficiency, reduce costs, enhance better decision-making, 

improve supplier performance monitoring, and the quality of services to customers 

(Neupane, et al; 2012), mean that neglecting their usage may negatively affect 

procurement performance in Ghanaian universities. 

With regards to education and training, it became evident that practitioners need 

an educational policy that will give them cutting-edge solution to problem solving. Most 

practitioners indicated that they were engaged as procurement officers when they had 

very rudimentary knowledge about the procurement profession. They explained that 

although they had acquired formal education in Purchasing and Supply Management 

from the Polytechnics, the content of the curriculum being used offered little about the 

procurement function. They are therefore appealing to the educational authorities to 

revise the curriculum to meet modern trends. The periodic training offered practitioners 

appear flawed as they question the competency and experience of the resource persons 

who handle such programs. Practitioners were also not enthused about training manuals 

that were used because according to them they contained nothing new apart from what 

was thought at the Polytechnics. The apparent lack of mentorship programs for the 

newly employed made it difficult to cope with work demands. Indeed, some 

practitioners admitted to making costly mistakes which probably could have been 

averted if they had been taken through some form of orientation or had mentors to guide 

them. 

It is envisaged that, the successful application of S-D logic into the procurement 

function in Ghanaian universities could make incredible contribution towards improving 

procurement performance not just in the universities, but Ghana as a whole. However 

for this to succeed there is the need for changes to be made by government on its policy 

on procurement. Practitioners and the general public must also change their perception 

about the procurement function, by recognising its potential contribution to the national 

economy.  

 

  



 

 

227 

 

References 

Abeillé, B. (2003) Overview of procurement reforms in Africa. Paper presented at the 

 Joint World Trade Organisation/World Bank Regional Workshop on 

 Procurement Reforms Available at www.wto.org 

Aboelmaged, M.G. (2010) Predicting e-procurement adoption in a developing country: 

an empirical integration of technology acceptance model and theory of planned 

behaviour. Industrial Management & Data Systems, 110(3), 392-414. 

Achrol, R.S. (1997) "Changes in the theory of inter organizational relations in 

Marketing: toward a network paradigm," Journal of the Academy of Marketing 

Science, 25 (1), 56-71. 

Achrol, R.S. and Kotler, P. (1999) "Marketing in the network economy" Journal of 

Marketing, 63, 146-163. 

ADB/OECD (2008), Anti-Corruption Initiative for Asia and the Pacific: Fighting 

 Bribery in Public Procurement in Asia and the Pacific, ISBN 978-92-64-046494-

 8, http://www.oecd.org/redirect/corruption/asiapacific/publications 

Addison, R. B. (1992). Grounded hermeneutic research. 

Adei, S. (2006) A global guide to management education. Ghana Institute of 

Management and Public Administration (GIMPA) 

Adler, P. (1990) Ethnographic research on hidden populations: Penetrating the drug 

world The collection and interpretation of data from hidden populations. 

National Institute on Drug Abuse Research Monograph, 98, 96-112. 

Agar, M. (1986) Speaking of ethnography Beverly Hills CA: Sage 

Agar, M. (1983) “Ethnographic evidence” Urban Life, Vol. 12 No. 10, pp. 32-48 

Ahuja, G. (2000). Collaboration networks, structural holes and innovation: A 

longitudinal study. Administrative Science Quarterly, 45, 425–455. 

Aitken, R. Gray, B. and Lawson, R (2008) Advertising effectiveness from a consumer 

perspective International Journal of Advertising, 27 (2), 279-297 

Albrecht, K. and Bradford, J.L. (1990) The service advantage: how to identify and fulfil 

customer needs. Homewood Illinois: Dow Jones-Irwin. 

Albrecht, K. and Zemke, R. (2002) Service America in the new economy New York: 

McGraw-Hill. 

Allen, D. (1996). Knowledge, politics, culture and gender: A discourse perspective. 

Canadian Journal of Nursing Research, 28(1), 95-102. 

Al-Turki, M.U, Duffuaa, S., Ayar, T and Demirel, O (2008) Stakeholders integration in 

higher education: supply chain approach European Journal of Engineering 

Education, 33 (2), 211-219. 

Alvesson, M, and Sköldberg, K. (2000) Reflexive methodology London: Sage.  

Ameyaw, C., Mensah, S., and Osei-Tutu, E (2011) Challenges facing the smooth 

implementation of Ghana‘s Public Procurement Law, 2003, Act 663 In: Laryea, 

S., Leiringer, R. and Hughes, W. (Eds). Paper presented at the West Africa Built 

Environment Research (WABER) Conference, Accra, Ghana 

Anderson, D.L., and Lee, H.L. (1999) Synchronized supply chains: the new frontier, in 

Anderson, D. (Ed.), Achieving supply chain excellence through technology, 

Montgomery Research, San Francisco, CA 

http://www.oecd.org/redirect/corruption/asiapacific/publications


 

 

228 

 

Anderson, S, Pearo. K.L and Widener, S.K. (2008) Drivers of service satisfaction: 

linking customer satisfaction to the service concept and customer characteristics. 

Journal of Service Research, 10 (4), 365-381. 

Annells, M. (1996) Hermeneutic phenomenology: Philosophical perspectives and 

current use in nursing research. Journal of Advanced Nursing, 23, 705-713. 

Annells, M. (1997) Grounded theory method, pt. II: Options for users of the method. 

Nursing Inquiry, 4, 176-180 

Anvuur, A and Kumaraswamy, M.M (2006) Taking forward public procurement 

reforms in Ghana. Paper presented at the CIB W107 Construction in developing 

economies international symposium.  

APCC (2006) Australian procurement and construction council www.apcc.gov.au 

Araujo, A. (2004). Procurement capacity building in developing countries. A 

presentation at the international public procurement conference: Fort 

Lauderdale, Florida, USA. 
Arminio, J.L and Hultgren, F.H (2002) Breaking out from the shadow: The question of 

criteria in qualitative research. Journal of College Student Development, 43 (4), 

446-460. 

Arnold, U. (2000). New dimensions of outsourcing: a combination of transaction cost 

economics and the core competencies concept. European Journal of Purchasing 

& Supply Management, 6, 23-29. 

Arnould, E. J. (1998). Daring consumer-oriented ethnography Representing consumers: 

Voices, views and visions, 85-126. 

Arroyo-López, P, Holmen, E, and de Boer, L. (2012) How do supplier development 

programs affect suppliers? Insights for suppliers, buyers and governments from 

an empirical study in Mexico Business Process Management Journal, 18(4), 

680-707 

Aspers, P. (2009) Empirical phenomenology: A qualitative research approach. The 

Indo-Pacific Journal of Phenomenology, 9 (2), 1-12. 

Atkinson, P. (2007). Handbook of ethnography: Sage Publications Ltd. 

Auerbach, C.F., and Silverstein, L.B. (2003). Qualitative data: NYU press. 

Austin, J.E (2000). The collaboration challenge: How nonprofits and businesses succeed 

through strategic alliances: Jossey-Bass Publishers San Francisco. 

Axelrod, R. (1997) The complexity of cooperation: agent-based model of competition 

and collaboration Princeton University Press, Princeton, NJ 

Babbie, E. (1995). The practice of social research (7th ed.). Belmont, CA: Wadsworth 

Bailey, T, Cloete, N, and Pillay, P (2011) Universities and economic development in 

Africa Case study: Ghana and University of Ghana. 

Ballantyne, D. and Varey, R.J (2006) Creating value-in-use through marketing 

interaction: the exchange logic of relating, communicating and knowing. 

Marketing Theory, 6 (3), 335-348. 

Ballantyne, D and Aitken, R (2007) Branding in b2b markets: insights from the service-

dominant logic of marketing Journal of Business & Industrial Marketing, 19 (2), 

363-371 

Ballantyne, D., and Varey, R.J. (2008). The service-dominant logic and the future of 

marketing. Journal of the Academy of Marketing Science, 36(1), 11-14. 

Ballou, R. (1978) Basic business logistics Englewood Cliffs, NJ: Prentice-Hall. 

http://www.apcc.gov.au/


 

 

229 

 

Ballou, R. (2007) The evaluation and future of logistics and supply chain management. 

European Business Review, 19 (4), 332-348. 

Banister, P. Burman, E. Parker, I. Taylor, M. and Tindall, C. (1994) Qualitative 

methods in psychology: A research guide. Buckingham, UK: Open University 

Press. 

Barber, E. (2008) How to measure the "value" in value chains International Journal of 

Physical Distribution and Logistics Management, 38 (9), 685-698. 

Barclay, M. W. (1992). The utility of hermeneutic interpretation in psychotherapy 

Theoretical & Philosophical Psychology, 12(2), 103-118 

Barnes, D.C, Collier, J.E, and Lueg, J.E. (2009) Re-evaluating the theoretical reasoning 

regarding market-entry position from a service-dominant logic perspective. 

Journal of Marketing Theory and Practice, 17 (2), 163-173. 

Barnes, M.D. (1996) An analysis of the grounded theory method and the concept of 

culture. Qualitative Health Research, 6 (3), 429-441. 

Barney, J, Wright, M, and Ketchen, J.D. Jr. (2001) The resource-based view of the firm: 

ten years after 1991. Journal of Management, 27, 625-641. 

Barney, J.B. (1991). Firm resources and sustained competitive advantage. Journal of 

Management, 17, 99-120. 

Barriball, K.L, and While, A. (1994). Collecting Data using a semi‐structured interview: 

a discussion paper. Journal of advanced nursing, 19(2), 328-335. 

Baszanger, I. (1998) Inventing pain medicine: From the laboratory to the clinic. New 

Brunswick, NJ: Rutgers University Press 

Batt, J.P and Purchase, S. (2004) Managing collaborations within networks and 

relationships. Industrial Marketing Management, 33, 169-174. 

Baxter, P, and Jack, S. (2008). Qualitative case study methodology: Study design and 

implementation for novice researchers. The Qualitative Report, 13 (4), 544-559. 

Beck, T.C, Keddy, A.B, Cohen, and Z.M. (1994) Reliability and validity issues in 

phenomenological research Western Journal of Nursing Research,16(3),254-267 

Becker, H.P (1993) Common pitfalls in published grounded theory research. Qualitative 

Health Research, 3 (2), 254-260. 

Becker, H., and Geer, B.(1990) Participant observation: The analysis of qualitative field 

 data. In: Adams, R.N., and Preiss, J.J., eds. Human Organization Research: 

 Field Relations and Techniques. Homewood, IL: Dorsey, pp. 267-289. 

Bemelmans, J, Voordijk, H, Vos, B, and Buter, J (2011) Assessing buyer-supplier 

relationship management: Multiple case studies in the Dutch construction 

industry.Journal of Construction Engineering and Management,138(1),163-176. 

Benner, P (1985) Quality of life: A phenomenological perspective on explanation, 

prediction, and understanding in nursing science. Advances in Nursing Science, 

8 (1), 1-14 

Benoliel, J.Q. (1996). Grounded theory and nursing knowledge. Qualitative Health 

Research, 6(3), 406-428. 

Benzies, K.M, and Allen, M.N (2001) Symbolic interactionism as a theoretical 

perspective for multiple method research Journal of Advanced Nursing, 33 (4), 

541-547 

Berg, B.L, and Lune, H (2004) Qualitative research methods for the social sciences. 

Berg, B. (1998). Qualitative research for the social sciences: London: Allyn & Bacon 



 

 

230 

 

Bessant, J, Kaplinsky, R, and Lamming, R (2003) Putting supply chain learning into 

practice International Journal of Operations and Production Management, 23 

(2), 167–184 

Blaikie, N. (1993). Approaches to Social Enquiry, Polity Press, Cambridge 

Bloom, D, Canning, D, and Chan, K (2005) Higher education and economic 

development in Africa Cambridge: Harvard University. 

Blumer, H. (1969) Symbolic interactionism: Perspective and method. Englewood Cliffs, 

NJ Prentice Hall 

Bogdan, R., and Taylor, S.J.(1975) Introduction to Qualitative Research Methods. New 

 York: John Wiley,  

Borman, K. and Preissle-Goez, J. (1986), “Ethnographic and qualitative research design 

 and why it doesn’t work”, American Behavioural Scientist, 30(1), 42-57. 

Bovet, D. and Martha, J (2000) Value nets: breaking the supply chain to unlock hidden 

profits. New York: Wiley. 

Boyle, J.S. (1994). Styles of ethnography. In J. Morse (Ed.), Critical issues in 

 qualitative research (pp.159-185). Thousand Oaks, CA: Sage 

Brady, M.K, and Cronin, J.J. Jr. (2001) Customer orientation: Effects on customer 

service perception and outcome behaviors. Journal of Service Research, 3 (3), 

241-251 

Braunscheidel, M.J, and Suresh, N (2009) The organizational antecedents of a firm's 

supply chain agility for risk mitigation and response. Journal of Operations 

Management, 27 (2), 119-140 

Bresler, L. (1995) Ethnography, phenomenology and action research in music 

education. The Quarterly Journal of Music Teaching and Learning, 6 (3) 

Briscoe, G and Dainty,(2005) Construction supply chain integration: an elusive goal? 

Supply chain management: an international journal, 10(4), 319-326 

Brodie, R.J, Glynn, M.S and Little, V (2006) The service brand and the service-

dominant logic: missing fundamental premise or the need for stronger theory? 

Journal of Marketing Theory, 6 (3), 363-379. 

Brown, R.E (2001) The process of community-building in distance learning classes. 

Journal of asynchronous learning networks, 5(2), 18-35. 

Bruyn, S.T.(1966) The Human Perspective in Sociology: The Methodology of 

 Participant Observation. Englewood Cliffs, NJ: Prentice-Hall,  

Burgess, R.G. (1992) ‘Linking design and analysis in ethnographic studies’, paper 

 presented at British Educational Research Association Annual Conference, 

 University of Stirling, 

Burgess, R. G. (Ed.). (1982). Field research: A sourcebook and a field manual. London: 

 Allen and Unwin. 

Burrell, G and Morgan, G (1979) Sociological paradigms and organisational analysis 

London: Heinemann. 

Burt, D.N, Dobler, D.W, and Starling, S.L (2003) World class supply chain 

management: The key to supply chain management (7th ed.). New York: 

McGraw-Hill. 

Caldwell, N, Walker, H, Harland, C, Knight, L, Zheng, J, and Wakeley, T (2005) 

Promoting competitive markets: The role of public procurement. Journal of 

Purchasing and Supply Management, 11, 242-251. 



 

 

231 

 

Carayannis, E, and Popescu, D (2005) Profiling a methodology for economic growth 

and convergence: learning from the EU e-procurement experience for Central 

and Eastern European countries Technovation, 25, 1-14 

Carpenter, D. (1999). Ethical requirements in qualitative research. In H. J. Streubert & 

 D. R. Carpenter (Eds.), Qualitative research in nursing: Advancing the 

 humanistic imperative (pp. 33-41). Philadelphia: Lippincott. 

Carpenter, D.R. (1995). Phenomenological research approach. In Qualitative Research 

 in Nursing (Streubert. H.J. & Carpenter, D.R. eds.) J.B Lippincott, Philadelphia, 

 pp. 29-49 

Carr, A.S, and Smeltzer, L.R (1997) An empirically based operational definition of 

strategic purchasing. European Journal of Purchasing & Supply Management, 

3(4), 199-207 

Carr, A.S, and Smeltzer, L.R. (2000) An empirical study of the relationships among 

purchasing skills and strategic purchasing, financial performance, and supplier 

responsiveness. Journal of Supply Chain Management, 36(3), 40-54 

Carr, E.C., and Worth, A. (2001). The use of the telephone interview for research. 

Nursing Times Research, 6(1), 511-524. 

Carter, C.R, Kaufmann, L, and Michel, A (2007) Behavioural supply management: a 

taxonomy of judgment and decision-making biases. International Journal of 

Physical Distribution and Logistics Management, 37, 631-669 

Carter, J, and Narasimhan, R (1996) Is purchasing really strategic? International 

Journal of Purchasing and Materials Management 32 (1), 20-28 

Carter, J.R, Maltz, A, Yan, T, and Maltz, E (2008) How procurement managers view 

low cost countries and geographies: A perceptual mapping approach. 

International Journal of Physical Distribution and Logistics Management, 38, 

224-243 

Casciaro, T., and Piskorski, M.J. (2005). Power imbalance, mutual dependence, and 

constraint absorption: A closer look at resource dependence theory. 

Administrative Science Quarterly, 50(2), 167-199. 

Chandler, D.J, and Vargo, S.L (2011) Contextualisation and value-in-context: How 

context frames exchange. Marketing Theory, 11 (1), 35-49 

Chapman, R.L, and Soosay, C (2003) Innovation in logistics services and the new 

business model: A conceptual framework. International Journal of Physical 

Distribution and Logistics Management, 33 (7), 630-650 

Charmaz, K. (2000). Grounded theory: Objectivist and constructivist methods. In N. K. 

Denzin and Y. S. Lincoln (Eds.) (2nd ed. ed.). Thousand Oaks, CA: Sage. 

Charmaz, K. (1990). ‘Discovering’chronic illness: Using grounded theory. Social 

science & medicine, 30(11), 1161-1172. 
Charmaz, K. (1983), “The grounded theory method: an explication and interpretation”, 

 in Emerson, R. (Ed.), Contemporary Field Research: A Collection of Readings, 

 Little Brown Company, Boston, MA. 

Chase, S. (2005). Narrative inquiry: Multiple lenses, approach, voices. In N. K. Denzin 

and S. Y. Lincoln (3rd ed.) Thousand Oaks, CA. Sage 

Cheek, J. (1996) Taking a view: Qualitative research as representation Qualitative 

Health Research, 6 (4), 492-505 

Chen, F. (2003). Information sharing and supply chain coordination. Handbooks in 

operations research and management science, 11, 341-421. 



 

 

232 

 

Chen, I.J, Paulraj, A, and Lado, A.A. (2004) Strategic purchasing, supply management, 

and firm performance. Journal of Operations Management, 22 (5), 505-523. 

Chen, Y.J. (2011) Structured methodology for supplier selection and evaluation in a 

supply chain Information Sciences, 181(9), 1651-1670 

Chiseri-Strater, E. (1996) Turning in upon ourselves: Positionality, subjectivity, and 

reflexivity in case study and ethnographic research Ethics and representation in 

qualitative studies of literacy, 115-133 

Chow, C.W., Shields, M.D, and Wu, A. (1999). The importance of national culture in 

the design of and preference for management controls for multi-national 

operations. Accounting, Organizations and Society, 24(5), 441-461. 

Chisholm, H. (1911). Encyclopaedia Britannica: A Dictionary of Arts, Sciences, 

Literature and General Information: Encyclopaedia britannica Company. 
Christopher, L, and Gummesson, E (2004) Whither services marketing? In search of a 

new paradigm and fresh perspectives Journal of Service Research, 7, 20-41 

Christopher, M (1992) Logistics and Supply Chain Management London: Pitmans. 

Christopher, M, and Towill, D (2001) An integrated model for the design of agile 

supply chains International Journal of Physical Distribution and Logistics 

Management, 31, 235-246 

Christopher, M, and Peck, H (2004) Building the resilient supply chain International 

Journal of Logistics Management, 15 (2), 1-13 

Christopher, M (2004) Creating resilient supply chains Logistics Europe, 18(11) 

Christopher, M, and Lee, H (2004) Mitigating supply chain risk through improved 

confidence International Journal of Physical Distribution and Logistics 

Management, 34, 388-396 

Christopher, M, and Gaudenzi, B (2009) Exploiting knowledge across networks through 

reputation management Industrial Marketing Management, 38, 191-197 

Christopher, M, and Jüttner, U (2000) Developing strategic partnerships in the supply 

chain: a practitioner perspective. European Journal of Purchasing & Supply 

Management, 6(2), 117-127 

Cigolini, R, Cozzi, M, and Perona, M (2004) A new framework for supply chain 

management. International Journal of Operations & Production Management, 

24 (1), 7-41 

Cohen, D., and Crabtree, B. (2006). Qualitative research guidelines project. Robert 

Wood Jonhson Foundation. 

Colaizzi, P.F. (1978) Psychological research as the phenomenologist views it. In R. 

Vaile and M. King (Eds.). New York: Oxford University Press 

Comm, L.C, and Mathaisel, F.X.D (2008) Sustaining higher education using Wal-Mart's 

best supply chain management practices. International Journal of Sustainability 

in Higher Education, 9 (2), 183-189 

Commonwealth Procurement Guidelines (2005), available at: 

 www.dofa.gov.au/ctc/docs/ 

Conner, K, and Prahalad, C.K (1996) A resource-based theory of the firm: Knowledge 

versus opportunism. Organisational Science, 7, 477-501 

Constantin, J.A, and Lusch, R.F (1994) Understanding resource management Oxford, 

OH: The Planning Forum 

Cooney, A (2011) Rigour and grounded theory Nurse Researcher, 18 (4), 17-22 



 

 

233 

 

Cooper, P. (1999). Consumer understanding, change and qualitative research Journal-

Market Research Society, 41, 1-6 

Cooper, M.C, and Ellram, L.M (1993) Characteristics of supply chain management and 

the implication for purchasing and logistics strategy International Journal of 

Logistics Management, 4 (2), 13-24 

Cope, J (2005) Researching entrepreneurship through phenomenological inquiry: 

Philosophical and methodological issues. International Small Business Journal, 

23 (2), 163-189 

Corbin, J. (1986). Qualitative data analysis for grounded theory. From practice to 

grounded theory: Qualitative research in nursing, 91-101. 

Corbin, J., and Strauss, A. (2008). Basics of qualitative research 3e. Los Angles: Sage 

Publications. 

Cotterill, P., and Letherby, G. (1993) Weaving stories: Personal auto/biographies in 

feminist research. Sociology, 27(1), 67-79. 

Cousins, D.P, Lawson, B, and Squire, B (2006) An empirical taxonomy of purchasing 

functions. International Journal of Operations & Production Management, 26 

(7), 775-794. 

Cox, A (2006) Understanding buyer and supplier power: A framework for procurement 

and supply competence The Journal of Supply Chain Management, 37 (2), 8-14 

Creswell, J.W (2007) Qualitative inquiry and research design: Choosing among five 

approaches. Thousand Oaks, CA: Sage. 

Creswell, J.W., Hanson. E.W, Plano, C.L.V, and Morales, A. (2007) Qualitative 

research designs: selection and implementation. The Counselling Psychologist, 

35 (2), 236-264. 

Croom, S, and Johnston, R. (2003). E-service: enhancing internal customer service 

 through e-procurement. International Journal of Service Industry Management 

 14 (5), 539–556. 

Croson, R. and Donahue, K. (2003) Impact of POS data sharing on supply chain 

 management: an empirical study, Production and Operations management, 12 

 (1), 1-11 

Cutcliffe, J.R. (2000) Methodological issues in grounded theory Journal of Advanced 

Nursing, 31 (6), 1476-1485 

Dahlberg, K. (2006). 'The individual in the world - the world in the individual': Towards 

a human science phenomenology that includes the social world. The Indo-

Pacific Journal of Phenomenology, 6 (special ed.) 1-9 

Daniel, G.F. (1996). The universities in Ghana The Commonwealth Universities Year 

Book, 1, 649-656 

Davila, A, Gupta, M, and Palmer, R (2003) Moving procurement systems to the 

internet: the adoption and use of e-procurement technology models. European 

Management Journal, 21(1), 11-23 

Davis, R.B, and Mentzer, T.J. (2006) Logistics service driven loyalty: An exploratory 

study. Journal of Business Logistics, 27(2), 53-68. 

Day, S.G. (1994) The capabilities of market-driven organisations. Journal of Marketing, 

58 (4), 37-52 

De Toni, A, Nassimbeni, G, and Tonchia, S (1994) New trends in the supply 

environment Logistics Information Management, 7 (4), 41-51 

Dearing, B. (1990). The strategic benefits of EDI Journal of Business Strategy,11(1),4-6 



 

 

234 

 

Dedrick, J., Xu, S.X., and Zhu, K.X. (2008). How does information technology shape 

supply-chain structure? Evidence on the number of suppliers. Journal of 

Management Information Systems, 25(2), 41-72. 

Denslow, D.L, and Giunipero, L.C. (2003) Improving purchasing success through 

entrepreneurial behaviour Paper presented at the ISM’s 88th Annual 

International Supply Management Conference.  

Denzin, N. K. (1989a) ‘Review Symposium on Field Methods: Review of the Clinical 

 Perspective in Fieldwork by Edgar Schein, Membership Roles in Field Research 

 by P.A. Adler and P. Adler, and Semiotics and Fieldwork by P. K Manning’, 

 Journal of Contemporary Ethnography, 18: 89–109 

Denzin, N, and Lincoln, Y (2005) Handbook of qualitative research. Thousand Oaks, 

CA: Sage 

Dewey, J. (1925). Experience and nature: open court, Fielding, N. and Fielding J. 1986. 

Beverly Hills, CA: Sage Publication. 

Dey, I. (1999) Grounding grounded theory: Guidelines for qualitative inquiry. San 

Diego, CA: Academic Press. 

Dey, I. (1993). Qualitative data analysis: A user-friendly guide for social scientists: 

Routledge 

DiCicco‐Bloom, B., and Crabtree, B. F. (2006). The qualitative research interview. 

Medical education, 40(4), 314-321. 

Dobrzykowski, D.D, Hong, P.C, and Park, J.S. (2012) Building procurement capability 

for firm performance: a service-dominant logic view. Benchmarking: An 

International Journal, 19(4/5), 9-9 

Don, D. (1988) Making ethnographic research count.Curriculum Inquiry,18(4),481-488. 

Douglas, D. (2003). Grounded theories of management: a methodological review. 

Management Research News, 26(5), 44-52. 

Douglas, J.D., and Johnson, J.M. (1977) Existential Sociology. New York: Cambridge 

 University Press,  

Douglas, J.D.(1970) Understanding everyday life. In: Douglas, J.D Understanding 

 Everyday Life. Chicago: Aldine, pp. 3-44. 

Douglas, J.D.(1976) Investigative Social Research. Newbury Park, CA: Sage 

 Publications, Inc. 

Doyle, S. (2006). Evaluating campaign management or MRM vendors: A business view 

point. The Journal of Database Marketing & Customer Strategy Management, 

14(1), 78-85. 

Drew, N. (1999). A return to Husserl and researcher self-awareness. In E. C. Polifroni 

 & M.Welch (Eds.), Perspectives on philosophy of science in nursing: An 

 historical and contemporary anthology (pp. 263-272). Philadelphia: Lippincott. 

Drucker, P (1993) Post-capitalist society New York, NY: Butterworth-Heinemann. 

Dubois, A, and Araujo, L (2007) Case research in purchasing and supply management: 

opportunities and challenges Journal of Purchasing and Supply Management, 

13, 170-181 

Dyer, J.H., and Singh, H (1998) The traditional view: co-operative strategy and sources 

of interorganisational competitive advantage Academy of Management Review, 

24 (4), 660-679 



 

 

235 

 

Ellram, M.L, and Carr, A (1994) "Strategic purchasing: A history and review of the 

literature". International Journal of Purchasing and Materials Management, 

Spring, 10-18 

Ellram, M.L., and Hendrick, T.E (1995) Partnering characteristics: a dyadic perspective 

Journal of Business Logistics, 16 (1) 41-64 

Ellram, M.L (1990) "The supplier selection decision in strategic partnerships". Journal 

of Purchasing and Materials Management, 20 (4), 8-14 

Ellram, M.L, Tate, L.W, and Billington, C (2004) Understanding and managing the 

services supply chain. The Journal of Supply Chain Management, 17-32 

Esper, T.L, Ellinger, A.E, Stank, T.P, Flint, D.J, and Moon, M (2010) Demand and 

supply integration: a conceptual framework of value creation through knowledge 

management Journal of the Academy of Marketing Science, 38(1), 5-18 

European Commission, (2007) Overview of the implementation of direct payments 

 under the CAP in Member States http:/ / ec.europa.eu/ agriculture/ markets/ sfp/ 

 ins_ en.pdf 

Evans, P.B, and Wurster, T.S (1997) Strategy and the new economics of information 

Harvard Business Review, 7, 71-82 

Everhart, R.B.(1977) Between stranger and friend: Some consequences of “long term” 

 fieldwork in schools. Am Ed Res J 14:1-15 

Fassinger, E.R (2005) Paradigms, praxis, problems, and promise: Grounded theory in 

counselling psychology research. Journal of Counselling Psychology, 52 (2), 

156-166 

Fendt, J, and Sachs, W (2008) Grounded theory method in management research: users' 

perspectives. Organisational Research Methods, 11 (3), 430-455 

Fernie, J, and Clive, R (1995) Supply chain management in the National Health Service 

International Journal of Logistics Management, 6 (2), 83-92 

Feyerabend, P.F.(1972) Against Method. London: New Left Books 

Finlay, L (2009) Debating phenomenological research methods Phenomenology and 

practice 

Fine, G.A., and Elsbach, K.D. (2000). Ethnography and experiment in social 

psychological theory building: Tactics for integrating qualitative field data with 

quantitative lab data. Journal of Experimental Social Psychology, 36(1), 51-76. 

Fisk, P.R, Brown, W.S, and Bitner, J.O.M. (1993) Tracking the evolution of the services 

marketing literature. Journal of Retailing, 69 (1), 61-103 

Fitzsimmons, J.A, and Fitzsimmons, M.J (2004) Service management: operations, 

strategy and information technology (4th ed.) New York: McGraw-Hill. 

Flint, D.J, Larsson, E, Gammelgaard, B, and Mentzer, J.T (2005) Logistics innovation: 

a customer value-oriented social process. Journal of Business Logistics, 26 (1), 

113-147 

Flint, D.J. (2006) Innovation, symbolic interaction and customer valuing: thoughts 

stemming from a service-dominant logic of marketing. Journal of Marketing 

Theory, 6 (3), 349-362 

Flynn, B.B, Huo, B, and Zhao, X (2010) The impact of supply chain integration on 

performance: a contingency and configuration approach. Journal of Operations 

Management, 28 (1), 58-71. 



 

 

236 

 

Ford, C.R, and Bowen, E.D. (2008) A service-dominant logic for management 

education: it's time. Academy of Management Learning and Education, 7 (2), 

224-243. 

Fossey, E, Harvey, C, and McDermott, F (2011) Understanding and evaluating 

qualitative research Australian and New Zealand Journal of Psychiatry, 36 (6), 

717-732 

Fossey, E., Harvey, C., McDermott, F., and Davidson, L. (2002). Understanding and 

evaluating qualitative research. Australian and New Zealand journal of 

psychiatry, 36(6), 717-732. 

Fritz.Institute,(2006).Certification.in.humanitarian.logistics.www.fritzinstitute.org/prgS

C-CERT_main 

Gadde, L.E, and Hakansson, H (2001) Supply network strategies. Chichester: Wiley 

Gadde, L.E, Heumer, L, and Hakansson, H (2003) Strategizing in industrial networks 

Industrial Marketing Management, 32 (5), 357-363 

Gasson, S (2004) Rigour in grounded theory research: an interpretive perspective on 

generating theory from qualitative field studies The handbook of information 

systems research. Drexel, USA: Drexel University Library 

Gattorna, J.L (1990) Handbook of Logistics and Distribution Management. 

Gebauer, J, Beam, C, and Segev, A (1998) Impact of the internet on procurement 

Acquisition Review Quarterly, 14 (2), 167-181 

Geraint, J (2003) "Customers and kings" Supply Management, 8 (16), 4 

Ghezeljeh, T.N, and Emami, A (2009) Grounded theory: methodology and 

philosophical perspective. Researcher, 17 (1), 15-23 

Gilmore, D (2002) Understanding and overcoming resistance to ethnographic design 

research interactions, 9(3), 29-35. 

Giorgi, A. (1994). A phenomenological perspective on certain qualitative research 

methods Journal of Phenomenological Psychology, 25(2), 190-220 

Giorgi, A (2008) Difficulties encountered in the application of the phenomenological 

method in social sciences. The Indo-Pacific Journal of Phenomenology, 8(1),1-9 

Giunipero, C.L, Denslow, D, and Eltantawy, R (2005) Purchasing/supply chain 

management flexibility: moving to an entrepreneurial skill set. Industrial 

Marketing Management, 34, 602-613 

Giunipero, L, Handfield, B.R, and Eltantawy, R (2006) Supply management's evolution: 

key skills sets for the supply manager of the future. International Journal of 

Operations & Production Management, 26 (7), 822-844 

Giunipero, C.L, and Pearcy, D.H. (2000) World class purchasing skills: an empirical 

investigation. Journal of Supply Chain Management 36 (4), 4-13 

Glaser, B, and Strauss, A. (1965) Awareness of dying. Chicago: Aldine. 

Glaser, B, and Strauss, A. (1967) The discovery of grounded theory. Chicago: Aldine. 

Glaser, B, and Strauss, A (1968) Time for dying. Chicago: Aldine. 

Glaser, B (1978) Theoretical sensitivity Mill Valley, CA: Sociology Press. 

Glaser, B. (1992) Basics of grounded theory analysis Mill Valley, CA: Sociology Press. 

Glenn, R, Tokman, M, and Dalela, V (2010) Examining collaborative supply chain 

service technologies: a study of intensity, relationships, and resources. Journal 

of the Academy of Marketing Science, 38(1), 71-89 

Goldsworthy, J (2008) Research grant mania Australian Universities Review, 50 (2), 

17–24 



 

 

237 

 

Gottfredson, M, Puryear, R, and Phillips, S (2005) Strategic sourcing - from periphery 

to the core. Harvard Business Review, 132-139 

Goulding, C. (1999). Grounded theory: Some reflections on paradigm, procedures and 

misconceptions. 

Goulding, C. (2002). Grounded theory: A practical guide for management, business and 

market researchers: SAGE Publications Ltd. 

Goulding, C. (2005). Grounded theory, ethnography and phenomenology: A 

comparative analysis of three qualitative strategies for marketing research. 

European Journal of Marketing, 39, 294-308. 

Government of the Republic of Ghana (2003), Public Procurement Act 663 (2003) of 

 the Republic of Ghana. 

Grant, R. (1996). Towards a knowledge-based theory of the firm Strategic Management 

Journal, 17, 109-122 

Green, K. (2007). Analysis and assessment: a new imperative for campus IT services. 

Paper presented at the EduConnection, Sun Microsystems.  

Greenfield, S (2009) The quest for meaning in the 21st century. Oxford: Hodder 

Publications 

Gipsurd, G. (2006). Supply chain management - back to the future? International 

Journal of Physical Distribution and Logistics Management, 36 (8), 643-659. 

Groenewald, T (2004) A phenomenological research design illustrated. International 

Journal of Qualitative Methods, 3 (1), 1-26 

Grönroos, C (2006). Adopting a service logic for marketing. Marketing Theory, 6(3), 

317-333 

Grönroos, C (2008). Service logic revisited: who creates value? And who co-creates? 

European Business Review, 20, 298-314. 

Grönroos, C, and Ravald, A (2009) "Marketing and the logic of service: value 

facilitation, value creation and co-creation and their marketing implications". 

Helsinki: Hanken School of Economics 

Grönroos, C, and Helle, P (2010) Adopting a service logic in manufacturing: 

Conceptual foundation and metrics for mutual value creation Journal of Service 

Management, 21, 564-590 

Grove, S.J., and Fisk, R.P. (1992). Observational data collection methods for services 

marketing: an overview. Journal of the Academy of Marketing Science, 20(3), 

217-224. 

Gulati, R, Nohria, N, and Zaheer, A (2000) Strategic networks Strategic Management 

Journal, 21, 203-215 

Gummesson, E (1995) “Relationship marketing; it’s role in the service economy,” in 

understanding services management, W. J. Glynn and J. G. Barns. New York: 

John Wiley. 

Gummesson, E (2006) Many-to-many marketing as grand theory: A Nordic school 

contribution. In R. F. Lusch & S. L. Vargo (Eds.) New York: M.E. Sharpe. 

Gummesson, E (2008) Extending the service-dominant logic: from customer centricity 

to balanced centricity. Academy of Marketing Science, 36, 15-17 

Gunasekaran, A., McGaughey, R.E., Ngai, E.W., and Rai, B.K. (2009). E-Procurement 

adoption in the Southcoast SMEs. International Journal of Production 

Economics, 122(1), 161-175. 



 

 

238 

 

Gunasekaran, A, and Ngai, E.W.T (2004) Information systems in supply chain 

integration and management European Journal of Operational Research, 159, 

269-295 

Gunter, H, Grote, G, and Thees, O (2006) Information technology in supply networks: 

Does it lead to better collaborative planning? Journal of Enterprise Information 

Management, 19 (5), 540-550 

Guo, R, Mo, R, and Sun, H.B (2012) Study on supplier selection and evaluation in 

serviced-oriented manufacturing network Advanced Materials Research, 479, 

644-647 

Habib, M.M, and Jungthirapanich, C (2008) Integrated educational supply chain 

management (IESCM) for the universities. Paper presented at the Sixth AIMS 

International Conference on Management.  

Habib, M.M, and Jungthirapanich, C (2009) Research framework of education supply 

chain, research supply chain and educational management for universities. 

Paper presented at the International conference on IT to celebrate S. 

Charmonman's 72nd birthday.  

Habib, M.M, and Jungthirapanich, C (2009) A research model of integrated educational 

supply chain for universities. Paper presented at the International Conference 

on Technology and Business Management.  

Habib, M.M, and Jungthirapanich, C (2010) An empirical study of educational supply 

chain management for universities. Paper presented at the 2010 International 

Conference on Industrial Engineering and Operations Management, Dhaka, 

Bangladesh. 

Hald, K.S, and Ellegaard, C (2011) Supplier evaluation processes: the shaping and 

reshaping of supplier performance. International Journal of Operations & 

Production Management, 31(8), 888-910 

Hall, E. T. (1976). Beyond culture: Anchor. 

Hall, W.A, and Callery, P (2001) Enhancing the rigour of grounded theory: 

Incorporating reflexibility and relationality Qualitative Health Research, 11, 

257-272 

Hamel, G, and Prahalad, C.K. (1991) Corporate imagination and expeditionary 

marketing Harvard Business Review, 69(4), 81-92 

Hammersley, M. (2000) Taking sides in social research. London: Routledge. 
Hammersley, M (1992) What's wrong with ethnography? Methodological explorations: 

Psychology Press. 

Hammersley M. and Atkinson P.A. (1995) Ethnography: Principles in Practice, 2nd ed. 

 Routledge, London. 

Hammersley, M and Atkinson, P. (1983) Ethnography: Principles in practice. London: 

 Tavistock 

Hammond, M, Howarth, J, and Keat, R (1991) Understanding phenomenology Oxford: 

Basil Blackwell. 

Handfield, R.B, and Nichols, E.L. (2002) Supply chain redesign: converting your 

supply chain into an integrated value system. NJ: Prentice-Hall 

Harland, C, Brenchley, R, and Walker, H (2003) Risk in supply networks. Journal of 

Purchasing and Supply Management, 9, 51-62. 



 

 

239 

 

Harland, C, Zheng, J, Johnsen, T, and Lamming, R (2004) A conceptual model for 

researching the creation and operation of supply networks British Journal of 

Management, 15 (1), 1-21. 

Harland, C, Zheng, J, Knight, L, Humby, S, and James, K (2007) An analysis of 

research into the future of Purchasing and Supply Management. Journal of 

Purchasing and Supply Management, 13, 69-83 

Harland, C.M, Lamming, R.C, Zheng, J, and Cousins, P.D. (1999) Developing the 

concept of supply strategy. International Journal of Operations & Production 

Management, 19 (7), 650-674. 

Harland, C. M, Clark, J. (1990). Effectiveness framework for supply chain management 

Computer Integrated Manufacturing Systems, 3 (4), 196-207 

Harland, C.M, Lamming, R.C, Zheng, J, and Johnsen, E. T (2001) A taxonomy of 

supply networks The Journal of Supply Chain Management, 21-27 

Harrington, B. (2003). The social psychology of access in ethnographic research 

Journal of Contemporary Ethnography, 32(5), 592-625 

Harris, M. (1976) History and significance of the emic/etic distinction Annual Review of 

Anthropology, 5, 329-350 

Hartley, J.L., Choi, T.Y. (1996). Supplier development: customers as a catalyst for 

 process change. Business Horizons 39, 37–44 

Hauck, A.J. (1998) Construction management curriculum reform and integration with a 

 broader discipline: A case studyJournal of Construction Education,2(2),131-144 

Heath, H., and Cowley, S. (2004). Developing a grounded theory approach: a 

comparison of Glaser and Strauss International Journal of Nursing Studies, 41, 

141-150 

Heide, J.B. (1994), “Inter-organizational governance in marketing channels”. Journal of 

 Marketing, 58, 1, pp.71. 

Helgadottir, H. (2008), “The ethical dimension of project management”, International 

 Journal of Project Management, Vol. 26 No. 7, pp. 743-8. 

Herriott, R.E, and Firestone, W.A. (1983) Multisite qualitative policy research: 

Optimizing description and generalizability. Educational researcher,12(2),14-19 

Heskett, J, Ivie, R, and Glaskowski, N (1964) Business logistics, management of 

physical supply and distribution New York: Ronald Press Company. 

Heskett, J, Glaskowski, N.A. Jr and Ivie, R (1973) Business logistics (2nd ed.). New 

York: Ronald Press. 

Hill, E.C, Thompson, J.B, and Williams, N. E (1997) A guide to conducting consensual 

qualitative research. The Counselling Psychologist, 25, 517-572. 

Hill, E.C, Thompson, J.B, Hess, A.S, Knox, S, Williams, N.E, and Ladany, N (2005) 

Conceptual qualitative research: An update. Journal of Counselling Psychology, 

52 (2), 196-205 

Hiller, H.H., and DiLuzio, L. (2004). The Interviewee and the Research Interview: 

Analysing a Neglected Dimension in Research. Canadian Review of 

Sociology/Revue canadienne de sociologie, 41(1), 1-26. 

Hines, P. (1994) Creating world class suppliers: Unlocking mutual and competitive 

advantage. London: Pitman. 

Hofstede, G, (1980). Culture’s consequences: International differences in work-related 

values. Beverly Hills, CA: Sage 



 

 

240 

 

Hofstede, G. (1983) ‘Cultural Constraints in Management Theories’, Academy of 

 Management Executive, 7: 81–94. 

Hofstede, G. (1991). Culture and organizations: software of the mind. McGraw-Hill, 

London. 

Hofstede, G. (1984) ‘Culture Dimensions in Management and Planning’, Asia Pacific 

 Journal of Management, 1: 81–99. 

Holloway, I. (1997). Basic concepts for qualitative research: Blackwell Science 

Oxford. 

Holloway I. and Wheeler S. (1996) Qualitative Research for Nurses Blackwell Science, 

 Oxford 

Honkaniemi, N. (2010). Conditionality World Bank Crisis-Lending to Ghana. Internet: 

http://www. eurodad. org/uploadedFiles/Whats_New/Reports/Under% 20the% 

20influence, 20. 

Horvath, L. (2001). Collaboration: the key to value creation in supply chain 

management. Supply Chain Management: An International Journal, 6(5), 205-

207. 

Hoyt, J, and Huq, F (2000) From arms-length to collaborative relationships in the 

supply chain: an evolutionary process. International Journal of Physical 

Distribution and Logistics Management, 30 (9), 750-764. 

Hughes, E. (1971). The sociological eye Chicago: Aldine. 

Hsu, H.C. (2009). Determining optimal order quantity per procurement cycle with a 

given length for a consumption part subject to obsolescence phenomenon. 

Hultman, J. and Ek, R. (2011) Can there be only one? Towards a post-paradigmatic 

service marketing approach International Journal of Quality and Service 

Sciences 3(2) 166-180 

Humphreys, P. (2001). Designing a management development programme for 

procurement executivesThe Journal of Management Development,20(7),604-623 

Humphreys, P., Mak, K., and Yeung, C. (1998). A just-in-time evaluation strategy for 

international procurement. Supply Chain Management: An International 

Journal, 3(4), 175-186. 

Hunja, R.R. (2003). Obstacles to public procurement reform in developing countries. 

Public Procurement: The Continuing Revolution, Kluwer Law International. 

Hunt, D.S, and Morgan, M.R (1994). Relationship marketing in the era of network 

competition Marketing Management, 3 (19), 19-28 

Hunt, D.S. (1995). The resource-advantage theory of competition: towards exploiting 

productivity and economic growth. Journal of Management Inquiry, 4, 317-333. 

Hunt, D.S. (2000). A general theory of competition: resources, competences, 

productivity, economic growth. Thousand Oaks, CA: Sage Publications. 

Hunt, D.S. (2004). On the service-centered dominant logic of marketing Journal of 

Marketing, 68 (1), 21-22 

Huo, B. (2012). The impact of supply chain integration on company performance: an 

organizational capability perspective. Supply chain management: an 

international journal, 17(6), 596-610. 

Husserl, E. (1970). The idea of phenomenology The Hague, The Netherlands: Nijhoff 

Husserl, E. (1962). Ideas: General introduction to pure phenomenology. New York: 

Collier Books (Original work published 1913). 



 

 

241 

 

Husserl, E. (1965) Phenomenology and the crisis of philosophy New York: Harper 

Torch books 

Hutcbinson S.A. (1993) Grounded theory: the method In Nursing Research: A 

 Qualitative Perspective 2nd ed. (Munhall P.L. & Boyd C.A. eds). National 

 League for Nursing Press, New York, pp. 180-212. 

Immerwahr, J, and Johnson, J (2007) Squeeze play: how parents and the public look at 

higher education today: The National Center for Public Policy and Higher 

Education. 

Jarratt, D, and Fayed, R. (2001). The impact of market and organisational challenges on 

marketing strategy decision-making: a qualitative investigation of the business-

to-business sector. Journal of Business Research, 51, 61-72. 

Jarvie, I.C.(1969) The problem of ethical integrity in participant observation. Current 

 Anthro 10:505-508, 

Jeffries, C. (1996). The privatisation debate 

Jeon, Y.H. (2004). The application of grounded theory and symbolic interactionism 

Scandinavian Journal of Caring Sciences, 18, 249-256 

Jogulu, U.D. (2010) Culturally-linked leadership styles Leadership & Organization 

Development Journal, 31(8), 705-719. 

Johnson, J.M. (1975) Doing Field Research. New York: Free Press 

Johnson, M., and Whang, S. (2002). E‐business and supply chain management: an 

overview and framework.Production and Operations Management,11(4),413 

423. 

Jonassen, H.D. (1991). Objectivism versus Constructivism: Do we need a new 

philosophical paradigm? Educational Technology Research and Development, 

39 (3), 5-14. 

Jones, W. T. (1975). The Twentieth Century to Wittgenstein and Sarte (2nd revised ed.). 

San Francisco: Harcourt Brace Jovanovich. 

Junker, B.H. (1960) Field Work: An Introduction to the Social Sciences. Chicago: 

 University  of Chicago Press,  

Juttner, U, Christopher, M, and Godsell, J (2010) A strategic framework for integrating 

marketing and supply chain strategies International Journal of Logistics 

Management, 21, 104-126 

Kaiser, K (2009) Protecting respondent confidentiality in qualitative research 

Qualitative Health Research, 19, 1632-1641 

Kameshwaran, S., Narahari, Y. (2007) Multiattribute electronic procurement using goal 

 programming. European Journal of Operational Research, Vol. 179(2),518-536. 

Karpen, I.O, Bove, L.L, and Lukas, B.A (2012) Linking service-dominant logic and 

strategic business practice a conceptual model of a service-dominant orientation. 

Journal of Service Research, 15(1), 21-38. 

Kathawala, Y, and Khaled, A (2003) Supply chain evaluation in the service industry: a 

framework development compared to manufacturing Managerial Auditing 

Journal, 18 (2), 140-149 

Kerzner, H. (1998) Project management: a systems approach to planning, scheduling 

 and controlling, 2
nd

. edn. USA: van Nostrand Reinhold. 

Klaus, H., Rosemann, M., and Gable, G.G. (2000) What is ERP? Information Systems 

Frontiers, 2(2), 141-162 



 

 

242 

 

Knemeyer, A.M, Corsi, T.M, and Murphy, P.R. (2003) Logistics outsourcing 

relationships: customer perspectives Journal of Business Logistics,24 (1),77-109 

Knight, L, and Harland, C (2005) Managing supply networks: organisational roles in 

network management. European Management Journal, 23 (3), 281-292. 

Knight, L, Harland, C, Telgen, J.A.N, and Caldwell, N (2007) Public procurement: an 

introduction. 

Knox, S, and Burkard, A (2009) Qualitative research interviews Psychotherapy 

Research, 19 

Knudsen, D (2003) Aligning corporate strategy, procurement strategy and-procurement 

tools International Journal of Physical Distribution and Logistics Management, 

33 (8), 720-734. 

Koch, T (1995) Interpretive approaches in nursing research: The influence of Husserl 

and Heidegger. Journal of Advanced Nursing, 21, 827-836. 

Koslowsky, M., Baharav, H., & Schwarzwald, J. (2011). Management style as a 

mediator of the power distance-influence tactics relationship. International 

Journal of Conflict Management, 22(3), 264-277. 

Kotcharin, S, Eldridge, S, and Freeman, J (2012) Investigating the relationships 

between internal integration and external integration and their impact on 

combinative competitive capabilities. 

Kothari, T, Hu, C, and Roehl, W (2005) E-procurement: an emerging tool for the hotel 

supply chain management. Hospitality Management, 24, 369-389. 

Koufteros, X, Vickery, S.K., and Dröge, C. (2012). The Effects of Strategic Supplier 

Selection on Buyer Competitive Performance in Matched Domains: Does 

Supplier Integration Mediate the Relationships? Journal of Supply Chain 

Management, 48(2), 93-115. 

Kruger, D. (1988). An introduction to phenomenological psychology (2nd ed.). Cape 

 Town,  South Africa: Juta 

Kulp, S.C., Lee, H.L. and Ofek, E. (2004).“Manufacturer benefits from information 

 integration with retail customers”, Management Science, Vol. 50 No.4. 431- 44. 

Kumar, K. (2001), Technologies for supporting supply chain management, 

 Communications of the ACM, 44 (6) 58-61 

Kung, D.S. and Gordon, L.C.(2007)“E-transformation: the restructuring of the supply 

 chain of mature business industry via e-technology and strategic IT deployment 

 in the automobile industry”.E-Leader Conference, Hong Kong, ISSN 1935 4800 

Kunkwenzu, E.D., and Reddy, C (2008) Using grounded theory to understand teacher 

socialisation: A research experience. Education as Change, 12(1), 133-149. 

Kvale, S (1996) Interviews: An introduction to qualitative research. CA: Thousand 

Oaks, Sage. 

Kvale, S. (2008) Doing interviews (Vol. 2): Sage Publications Limited. 

Kwortnik, R.J. (2003) Clarifying "fuzzy" hospitality-management problems with depth 

interviews and qualitative analysis Cornell Hotel and Restaurant Administration 

Quarterly, 44, 117-129. 

Lai, F., Zhang, M., Lee, D.M.S., and Zhao, X (2012) The impact of supply chain 

integration on mass customization capability: an extended resource-based view. 

Engineering Management, IEEE Transactions on, 59(3), 443-456 

Lajara, B.M., and Lillo, F.G. (2004) SMEs and supplier alliance use: an empirical 

analysis. International Journal of Supply Chain Management, 9 (1), 71-85 



 

 

243 

 

Lamming, R., Johnsen, T., Zheng, J., and Harland, C (2000) An initial classification of 

supply networks International Journal of Operations & Production 

Management, 20 (6), 675-691 

Lau, A.K.W. (2010). Training needs of purchasing and supply management personnel 

in Hong Kong. Journal of European Industrial Training, 34(5), 400-415. 

Lau, A.W.K. (2007). Educational supply chain management: a case study. On the 

Horizon, 15 (1), 15-27. 

Laudon, K.C., and Laudon, J.P (2002) Management information systems: managing the 

digital firm (7th ed. ed.). NJ: Prentice Hall. 

Laverty, M.S. (2003). Hermeneutic Phenomenology and Phenomenology: A 

Comparison of Historical and Methodological Considerations. International 

Journal of Qualitative Methods, 2 (3), 1-29. 

Laverty, M.S (2008). Hermeneutic phenomenology and phenomenology: A comparison 

of historical and methodological considerations. International Journal of 

Qualitative Methods, 2(3), 21-35. 

Lee, H.L., Padmanabhan, V., and Whang, S. (1997) Information distortion in a supply 

chain: the bullwhip effect, Management Science, 43(4) 546-558 

Lee, S.M., Lee, Z., and Lee, J (2007) Knowledge transfer in work practice: adoption and 

use of integrated information systems. Industrial Management & Data Systems, 

107(4), 501-518. 

Leedy, D.P., and Ormrod, E.J. (2005) Practical research: planning and design (8th ed.): 

Pearson Merrill Prentice Hall. 

Leenders, M.R and Fearon, H.E (1997) Purchasing and supply management 11
th

. Ed. 

Irwin, Chicago, IL. 

Leenders, J. Flynn, and Fearon (2006) Purchasing and Supply Management (13 ed.). 

New York: McGraw-Hill/Irwin 

Levy, S.J. (2006) ‘How New, How Dominant?’, in R.F. Lusch and S.L. Vargo (eds) The 

 Service-Dominant Logic of Marketing: Dialog, Debate, and Directions, pp. 57–

 64. Armonk: M.E. Sharpe 

Li, W., Humphreys, P.K., Yeung, ACL.,and Cheng, ETC (2007) The impact of specific 

supplier development efforts on buyer competitive advantage: an empirical 

model.International Journal of Production Economics,106(1),230-247. 

Lincoln, Y.S., and Guba, E.G. (2000). Paradigmatic controversies, contradictions, and 

 emerging confluences. In N. K. Denzin & Y. S. Lincoln (Eds.), The handbook of 

 qualitative research (2nd ed., pp. 163–188). Beverly Hills, CA: Sage. 

Lincoln, Y.S. and Guba, E.G. (1985) Naturalistic inquiry. Beverly Hills, CA: Sage 

Lindskog, H.B., and. Brehmer, P. (2010). Corruption in public procurement and private 

sector purchasing Journal of Organisational Transformation and Social Change, 

7 (2), 167-188 

Lintukangas, K. (2010). The status of purchasing and supply management in Finland 

and Russia Journal of Purchasing and Supply Management, 16, 185-194 

Locke, K. (2001). Grounded theory in management research London: Sage. 

Lopez, A.K., Willis, G. and Danny M (2004) Descriptive Versus Interpretive 

Phenomenology: Their Contributions to Nursing Knowledge. Qualitative Health 

Research, 14 (5), 726-735. 

Lovelock, C., and Gummesson, E. (2004) Whither service marketing? In search of a 

new paradigm and fresh perspectives, Journal of Service Research, 7(1) 20-41 



 

 

244 

 

Lummus, R.R., and Vokurka, J. R (1999) Defining supply chain management: a 

historical perspective and practical guidelines. Industrial Management & Data 

Systems, 99 (1), 11-17. 

Lusch, R.F., Vargo, S.L., and Malter, A. J (2006) Marketing as service-exchange: 

taking a leadership role in global marketing management Organizational 

Dynamics, 35, 264-278 

Lusch, R.F., Vargo, S.L., and O' Brien, M (2007) Competing through service: insights 

from service-dominant logic Journal of Retailing, 83 (1), 5-18. 

Lusch, R.F., and Vargo, S.L. (2006a) Service-dominant logic: reactions, reflections and 

refinements, Marketing Theory, 6(2) 281-288 

Lusch, R.F., and Vargo, S.L. (Eds) (2006b) The service-dominant logic of marketing: 

dialog, debate, and directions, M.E. Sharpe, Armonk, NY 

Lusch, R.F., Vargo, S.L., and Wessels, G (2008) Towards a conceptual foundation for 

service: Contributions from service-dominant logic. IBM Systems Journal, 47 

(1), 5-14 

Lusch, R.F., Vargo, S.L., and Tanniru, M (2010) Service, value networks and learning 

Academy of Marketing Science, 38, 19-31 

Lusch, R.F. (2011). Re-framing supply chain management: A service-dominant logic 

perspective. Journal of Supply Chain Management, 47 (1), 14-18. 

Lusch, R.F., and Webster, F.E. (2011) A stakeholder-unifying, cocreation philosophy 

for marketing Journal of Macro marketing, 3 (2), 129-134 

Lysons, K., and Farrington, B (2005) Purchasing and Supply Chain Management (7th 

ed.): Prentice Hall. 

Lysons, K., and Farrington, B (2006) Purchasing and supply chain management: FT 

Press. 

Ma, Z., Erkus, A., and Tabak, A (2010) Explore the impact of collectivism on conflict 

management styles: a Turkish study. International Journal of Conflict 

Management, 21(2), 169-185. 

Macbeth, D., Boddy, D., Cahill, C., Charles, M., and Fraser-Kraus, H. (1998) Success 

and failure in implementing supply chain partnering: an empirical study. 

European Journal of Purchasing & Supply Management, 4, 143-151 

Macbeth, D.K., and Ferguson, N (1994) Partnership sourcing: an integrated supply 

chain approach London: Pitman 

Mack, N., Woodsong, C., MacQueen, K. M., Guest, G., and Namey, E. (2005). 

Qualitative research methods: a data collector's field guide. North Carolina: 

Family Health International. 

Mackey, S (2004) Phenomenological nursing research: methodological insights derived 

from Heidegger's interpretive phenomenology. International Journal of Nursing 

Studies, 42, 179-186. 

Madhavaram, S., and Hunt, D.S (2008) The service-dominant logic and a hierarchy of 

operant resources: developing masterful operant resources and implications for 

marketing strategy. Journal of the Academy of Marketing Science, 36, 67-82. 

Maggiolini, P., and Valles, R.S (2012) Validity of a model based on transaction costs in 

identifying the benefits of IOS: the electronic data interchange case. Advances in 

Computing, 2(4), 60-65. 

Maggs-Rapport, F (2001) 'Best research practice': in pursuit of methodological rigour. 

Journal of Advanced Nursing, 35 (3), 373-383. 



 

 

245 

 

Maglio, P.P., and Spohrer, J (2008) Fundamentals of service science Journal of the 

Academy of Marketing Science, 36, 18-20 

Maister, D. (1986). How to build human capital. The American Lawyer, 6. 

Makkar, U., Gabriel, O.E., and Tripathi, K.S. (2008) Value chain for higher education 

sector - case studies of India and Tanzania Journal of Services Research (Special 

Issue), 183-200 

Malhotra, Y. (1999). Bringing the adopter back into the adoption process: a personal 

construction framework of information technology adoption Journal of High 

Technology Management Research 

Maltz, A., and Ellram, L. (1999) Outsourcing supply management Journal of Supply 

Chain Management, 35 (2), 4-17 

Mandiyambira, R. (2012). Managing supplier relationships to improve public 

procurement performance African Journal of Business Management, 6(1), 306-

312 

Mason-Jones, R., and Towill, D. (1999) Using the information decoupling point to 

improve supply chain performance International Journal of Logistics 

Management, 10 (2), 13-26 

Matavire, R., and Brown, I. (2008) Investigating the use of grounded theory in 

information systems research 

Matilla, A.S. (2001) The impact of relationship type on customer loyalty in the context 

of service failures Journal of Service Research, 4 (2), 91-101 

Matthews, D. (2005). Strategic procurement in the public sector: a mask for financial 

and administrative policy. Journal of Public Procurement, 5 (3), 388-399. 

May, K.A. (1994). Abstract knowing: The case for magic in method. In J.M. Morse 

 (Ed.), Critical issues in qualitative research methods (pp. 10-21). Thousand 

 Oaks, CA: Sage. 

Maypole, J, and Davies, T.G. (2001) Students’ perceptions of constructivist learning in 

 a community college American History II Community Coll. Review,29(2),54-80. 

McCann, T., and Clarke, E. (2003) Grounded theory in nursing research: Part 1 - 

Methodology. Nurse Researcher, 11 (2), 7-18 

McCann, T., and Clarke, E. (2003a) Grounded theory in nursing research: Part 2 - 

Critique. Nurse Researcher, 11 (2), 19-28 

McLaren, T., Head, M., and Yuan, Y. (2002) Supply chain collaboration alternatives: 

understanding the expected costs and benefits, Electronic Networking 

Applications and Policy, 12 (4) 348-364 

Mead, G.H. (1934). Mind, Self, and Society Chicago: University of Chicago. 

Mehan, H., and Wood, H. (1975). The reality of ethnomethodology: Wiley New York 

Mele, C. (2009). Value innovation in b2b: learning, creativity, and the provision of 

solutions within service-dominant logic. Journal of Customer Behaviour, 8 (3), 

199-220. 

Mennell, S.(1974) Sociological Theory: Uses and Unities. New York: Praeger 

Mentzer, J.T., Flint, D.J., and Kent, J.L. (1999) Developing a logistics service quality 

scale. Journal of Business Logistics, 20 (1), 9-32. 

Mentzer, J.T., and Gundlach, G. (2010) Exploring the relationship between marketing 

and supply chain management: introduction to the special issue Journal of the 

Academy of Marketing Science, 38(1), 1-4 



 

 

246 

 

Mentzer, J.T, DeWitt, W., Keebler, S.J., Min, S., Nix, W.N., Smith, D.C., and Zacharia, 

G.Z. (2001) Defining supply chain management Journal of Business Logistics, 

22 (2), 1-25 

Mentzer, J.T., Foggin, J.H., and Golicic, S.L. (2000) Collaboration: the enablers, 

impediments, and benefits, Supply Chain Management Review, 

September/October. 

Merleau-Ponty, M. (1962) Phenomenology of perception London: Routledge Kegan 

Paul 

Merriam, S.B. (1998). Qualitative research and case study applications in education. 

San Francisco: Jossey-Bass. 

Merriam, S.B. (2002). Introduction to qualitative research Qualitative research in 

practice: Examples for discussion and analysis, 3-17. 

Merz, M.A., He, Y., and Vargo, S. L. (2009) The evolving brand logic: a service-

dominant logic perspective. Journal of the Academy of Marketing Science, 37 

(3), 328-344 

Michel, S., Brown, S.W., and Gallan, A.S. (2008) An expanded and strategic view of 

discontinuous innovations: developing a service dominant logic. Journal of the 

Academy of Marketing Science, 36 (1), 54-66. 

MiDA, G. (2011). Achievements of the procurement capacity activity regarding 

procurement education at the tertiary level in Ghana Accra, Ghana: Millennium 

Development Authority. 

Milliken, P. J., and Schreiber, R. S. (2001) Can you "do" grounded theory without 

symbolic interactionism? Using grounded theory in nursing NY: Springer 

Publishing Company 

Min, S., Mentzer, J.T., and Ladd, R.T. (2007) A market orientation in supply chain 

management Journal of the Academy of Marketing Science, 35, 507-522. 

Ministry of Education, (2008) Preliminary education sector performance report Accra: 

Ministry of Education 

Ministry of Education (2010), report retrieved from http://moe.gov.gh 

Ministry of Finance (2003) Procurement Reform Proposal. A component of the Public 

 Financial Management and Reform Programme (PURFMARP), Accra: Ministry 

 of Finance, Ghana. 

Mishler, E.G. (1979) Meaning in context: Is there any other kind? Harvard Educational 

Review, 49(1), 1-19. 

Mishler E.G. (1986) Research Interviewing Context and Narrative. Harvard University 

 Press, London. 

Mokyr, J. (2002) The Gifts of Athena: Historical Origins of the Knowledge Economy. 

 Princeton: Princeton University Press. 

Mokyr, J. (2009). Intellectual property rights, the industrial revolution, and the 

beginning of modern economic growth. American Economic Review, 99 (2), 

349-355. 

Monczka, R.M., Trent, R.J., Callahan, T.J. (1993). Supply base strategies to maximize 

 supplier performance. International Journal of Physical Distribution and 

 Logistics Management 23 (4), 42–54. 

Monczka, R., Trent, R., and Handfield, R. (2002) Purchasing and Supply Chain 

Management (2nd ed.): South-Western, Thomson Learning. 



 

 

247 

 

Monczka, R., Trent, R., and Handfield, R. (2004) Purchasing and Supply Chain 

Management (3rd ed.). Cincinnati: South-western College Publishing. 

Monczka, R., Handfield, R., and Giunipero, L.(2008) Purchasing and supply chain 

management: South-Western Pub 

Morgan, J. (2001). New survey finds big gap between rhetoric and reality. Purchasing 

 130 (22), 10–11. 

Morgan, C. (2007). Supply network performance measurement: future challenges? The 

International Journal of Logistics Management, 18 (2), 255-273. 

Morse, J.M. (2001). Situating grounded theory within qualitative inquiry Using 

grounded theory in nursing, 1-15 

Morse, J.M. (2000). Determining sample size. Qualitative Health Research, 10(1), 3-5. 

Morse J., and Johnson, J. (1992) The illness experience: Dimensions of suffering. 

 Newbury Park, CA: Sage. 

Moustakas, C. (1994). Phenomenological Research Method: Sage Publications, Inc. 

California, USA. 

Muecke, M. A. (1994). On the evaluation of ethnographies Critical issues in qualitative 

research methods, 187-209. 

Munhall, P. (1989). Philosophical ponderings on qualitative research methods in 

nursing Nursing Science Quarterly, 2(1), 20-28 

Narasimhan, R., and Kim, S.W. (2002). Effect of supply chain integration on the 

relationship between diversification and performance: evidence from Japanese 

and Korean firms. Journal of Operations Management, 20(3), 303-323. 

Narayanan, V., Yang, Y., and Zahra, S. (2009). Corporate venturing and value creation: 

a review and proposed framework. Research Policy, forthcoming. 

Narus, J. A., and Anderson, J. C (1996) Rethinking distribution: adaptive channels 

Harvard Business Review, 74, 112-120 

National Accreditation Board (2011), Ghana retrieved from: http://www.nab.gov.gh/  

National Commission for the Protection of Human Subjects of Biomedical and 

 Behavioral Research. (1979). Belmont report: Ethical principles and guidelines 

 for the protection of human subjects in research. Washington, DC: U.S. 

 Government Printing Office. 

National Council for Tertiary Education (2011), Ghana, report retrieved from 

 http://www.ncte.edu.gh/images/stories/NCTE%20PDF/Annual%20Report% 

Neupane, A., Soar, J., Vaidya, K., and Yong, J (2012) Role of public e-procurement 

technology to reduce corruption in government procurement Paper presented at 

the Proceedings of the 5th International Public Procurement Conference 

(IPPC5). 

Newman,K.L. and Nollen, S.D. (1996), “Culture and congruence: The fit between 

 management practices and national culture”. Journal of International Business 

 Studies, 27, 4, pp.753. 

Nigam, R., and Zhang, S. (2011) Management in emerging versus developed countries: 

a comparative study from an Indian perspective. Journal of CENTRUM 

Cathedra, 4(1), 121-133. 

Nonaka, I., and Takeuchi, H. (1995) The Knowledge Creating: Oxford University. 

Press, New York 

Nonaka, I. and Takeuchi, H. (2005), The knowledge-creating company: How Japanese 

 companies create the dynamics of innovation, Oxford University, New York. 



 

 

248 

 

Normann, R., and Ramirez, R. (1993) From value given to value constellation: 

designing interactive strategy. Harvard Business Review. 

Normann, R. (2001). Reframing business: when the map changes the landscape. 

Chichester: Wiley. 

Nuffic (2011). Alignment of higher professional education with the needs of the local 

 labour market: The case of Ghana. www.nuffic.nl/en/files/documents/about-

 nuffic//ghana-country-report  

Nuffic (2013). Country module-Ghana. Evaluation of foreign degrees and qualifications 

 in the Netherlands. www.nuffic.nl/en/files/documents/diploma./country-module-

 ghana.pdf 

O'Brien, E.M., and Kenneth, R.D. (1996) Educational supply chain: a tool for strategic 

planning in tertiary education? Marketing Intelligence & Planning, 14(2), 33-43 

OECD-DAC/World Bank, (2005) “Organization for Economic Committee 

 Development/Development Assistance Committee (DAC)/ World Bank”, 

 Guidelines and Reference Series. A DAC Reference Document Harmonising 

 Donor Practices for Effective Aid Delivery, Version 3: Strengthening 

 Procurement Practices in Development Countries. 

OECD-DAC/World Bank (2006), “Organization for Economic Committee 

 Development (OECD)/Development Assistance Committee (DAC)/ World 

 Bank”, Joint Venture for Procurement: Methodology for Assessment of National 

 Procurement Systems, version 4, pp. 1 -16 

Odhiambo, W.; and Kamau, P.(2003). Public Procurement: Lessons from Kenya, 

 Tanzania and Uganda. OECD Working Paper NO.208. OECD Dev’t Centre 

Oliver, R.K., and Webber, M.D. (1992) Supply chain management: logistics catches up 

with strategy Logistics: the strategic issues. New York: Chapman & Hall, 

London Company. 

Osborne, J.W. (1994) Some similarities and differences among phenomenological and 

other methods of psychological qualitative research Canadian Psychology, 35 

(2), 167-189 

Osei-Tutu, E., and Sarfo, M. (2008) The level of compliance with the public 

procurement act (Act 663) in Ghana 

O’Shaughnessy, J. and O’Shaughnessy, N.J. (2011), “Service-dominant logic: A 

 rejoinder to  Lusch and Vargo’s reply”, European Journal of Marketing, Vol. 

 45, No. 7/8, pp. 1310-1318 

O’Shaughnessy, J. and O’Shaughnessy, N.J. (2009) ‘The Service-Dominant 

 Perspective: A Backward Step?’European Journal of Marketing 43(5/6):784-93. 

Owusu-Manu, D., Badu, E., and Edwards, D (2011) Development of a procurement 

management framework in Ghana: a new paradigm for interdisciplinary 

postgraduate education. Industry and Higher Education, 25(4), 289-305 

Padgett, D.K. (1998). Does the glove really fit? Qualitative research and clinical social 

work practice. Social work, 43(4), 373-381 

Paley, J. (1997). Husserl, phenomenology and nursing Journal of Advanced Nursing, 

26(1), 187-193 

Park, R., and Burgess, E (1921) An introduction to the science of sociology. Chicago: 

University of Chicago. 

http://www.nuffic.nl/en/files/documents/about-
http://www.nuffic.nl/en/files/documents/about-
http://www.nuffic.nl/en/files/documents/diploma./country-module-
http://www.nuffic.nl/en/files/documents/diploma./country-module-


 

 

249 

 

Parker, L.D., and Roffey, B.H. (1997) Methodological themes: Back to the drawing 

board: revisiting grounded theory and the everyday accountant’s and manager’s 

reality Accounting, Auditing & Accountability Journal, 10(2), 212-247 

Pathak, V., and Pathak, K (2010) Reconfiguring the higher education value chain 

Management in Education, 24 (4), 166-171 

Patton, M. Q. (2002). Qualitative research and evaluation methods (3
rd

 ed.). Thousand 

 Oaks, CA: Sage. 

Paulraj, A., Chen, I.J., and Flynn, J (2006) Levels of strategic purchasing: impact on 

supply integration and performance Journal of Purchasing and Supply 

Management 12 (3), 107-122 

Paulraj, A., and Chen, I.J. (2005) Strategic supply management and dyadic quality 

performance: a path analytical model. Journal of Supply Chain Management, 41 

(3), 4-18 

Payne, A., Kaj, S., Frow, P., and Knox, S. (2009). Co-creating brands: diagnosing and 

designing the relationship experience. Journal of Business Research, 62 (3), 

379-389. 

Pereira, J.V. (2009). The new supply chain's frontier: Information management. 

International journal of Information Management, 29, 372-379. 

Perry, C. (1998). A structured approach for presenting research theses Australasian 

Marketing Journal, 6 (1), 63-86 

Petersen, K.J., Handfield, R.B., and Ragatz, G.L. (2005) Supplier integration into new 

product development: coordinating product, process and supply chain design. 

Journal of operations management, 23(3), 371-388. 

Phillips, D (1974) Epistemology and the sociology of knowledge Theory and Society 

 1:59-88, 

Pigeon, Y. (1996). Cohort stories: exploring the influence of cohorts and peer 

 relationships on adult learning. Unpublished doctoral dissertation proposal, 

 University of Vermont, Burlington. 

Polese, F., and Monetta, G (2006) Value creation and related measurement in 

universities: an empirical application Total Quality Management,17 (2), 243-263 

Polit, D.F., Hungler, B.P. (1999) Nursing Research. Principles and Methods, sixth ed. 

 J.B.Lippincott Company, Philadelphia, New York, Baltimore 

Polkinghorne, D.E. (1983). Methodology for the human sciences: Systems of inquiry. 

Albany: State University of New York Press. 

Polkinghorne, D.E.(1994). Reaction to special section on qualitative research in 

counseling process outcome. Journal of Counseling Psychology,41(4), 510-512 

Polkinghorne, D.E. (1989) Phenomenological research methods In R. Valle and S. 

Halling (Eds.), Existential-phenomenological perspective in psychology. (pp. 

41-60). New York: Plenum Press 

Polkinghorne, D.E. (1995). Narrative configuration in qualitative analysis Qualitative 

Studies in Education, 8, 5-23. 

Pollner, M., and Emerson, R.M. (1983) The dynamics of inclusion and distance in 

 fieldwork relations. In: Emerson, R.M., ed. Contemporary Field Research. 

 Boston: Little, Brown, 235-252. 

Porter, A.M. (1991). Supplier evaluation revisited. Purchasing 111 (6), 58–68. 

Porter, M.E. (1985), Competitive advantage: creating and sustaining superior 

 performance, Free Press, New York, NY 



 

 

250 

 

Porter, J.E. (1999) Defining the eligible, accessible population for a phenomenological 

study Western Journal of Nursing Research, 21 (6), 796-804 

Powdermaker, H. (1966). Stranger and friend: The way of the anthropologist. New 

York: W.W. Norton 

Powell, T.C., and Dent-Micallef, A (1997) Information technology and competitive 

advantage: the role of human, business, and technology resources Strategic 

Management Journal, 18(5), 375-405 

Prahalad, C.K., Hamel, G. (1990) The core competence of the corporation Harvard 

Business Review, 68, 79-91 

Prahalad, C.K. (2004) "The co-creation of value - invited commentary" Journal of 

Marketing, 68 (1), 23 

Prahalad, C.K., and Ramaswamy, V (2004) The future of competition: Co-creating 

unique value with customers. Boston, MA: Harvard Business School Press. 

Prahinski, C., and Benton, W (2004) Supplier evaluations: communication strategies to 

improve supplier performance Journal of Operations Management,22(1), 39-62. 

Pressey, A, and Selassie H. (2002), “Are cultural differences overrated? Examining the 

 influence of national culture on international buyer-seller relationships”, Journal 

 of Consumer Behaviour, 2(4), pp.354-368. 

Presutti, W. (2003) Supply management and e-procurement: creating value added in the 

supply chain. Industrial Marketing Management, 32, 219-226 

PPA (2007), “Public Procurement Authority (PPA) Annual Report”, Republic of 

 Ghana, pp.18 

Public Procurement Act, 2003 (Act 663) of the Republic of Ghana 

Purdy, L., Astad, U., Safayeni, F. (1994). Perceived effectiveness of the automotive 

 supplier evaluation process. International Journal of Operations and Production 

 Management 14 (6), 91–103. 

Puschmann, T., and Alt, R. (2005) Successful use of e-procurement in supply chains 

International Journal of Supply Chain Management, 10 (2), 122-133 

Putnam, R. (2000) Bowling alone: the collapse and revival of American community 

 New York: Simon and Schuster 

Quesada, G., González, M.E., Mueller, J., and Mueller, R. (2010) Impact of e-

procurement on procurement practices and performance benchmarking: An 

International Journal, 17(4), 516-538. 

Ramirez, R. (1999). Value co-production: Intellectual origins and implications for 

practice and research. Strategic Management Journal, 20 (1), 49-65. 

Ramsay, J. (1998). Coping with uncertainty in empirical purchasing research: practical 

solutions to methodological problems Paper presented at the Pre-publication 

version of key note speech at the 7th International IPSERA 

Ramsay, J. (2006). The strategic importance of clerical purchasing and supply activities. 

 Unpublished Working Paper. Staffordshire University Business School, UK. 

Reed, G.P., and Runquist, J.J. (2007) Reformulation of a Methodological Concept in 

Grounded Theory. Nursing Science Quarterly, 20 (2), 118-122. 

Ren, Z., Kwaw, P., and Yang, F (2012) Ghana's public procurement reform and the 

continuous use of the traditional procurement system: The way forward Built 

Environment Project and Asset Management, 2(1), 56-69 

Rendon, R. G. (2008). Organizational assessment of procurement management 

processes. Retrieved March, 28, 2009 



 

 

251 

 

Riaz, M., Zulkifal, S., and Jamal, W. (2012) Conceptualizing the Relationship between 

Individualism–Collectivism and Conflict Management Styles at Individual level 

European Journal of Social Sciences, Forthcoming 

Richardson, L. (2000). Introduction: Assessing alternative modes of qualitative and 

ethnographic research: How do we judge? Who judges? Assessing alternative 

modes of qualitative and ethnographic research: How do we judge? Who 

judges? Qualitative inquiry, 6(2), 251-252 

Richey Jr, R.G., Tokman, M., and Dalela, V. (2010). Examining collaborative supply 

chain service technologies: a study of intensity, relationships, and resources. 

Journal of the Academy of Marketing Science, 38(1), 71-89 

Robinson, D, and Reed, V. (1998) The A-Z of social research jargon. Aldershot, UK. 

Robrecht, C. L. (1995). Grounded Theory: Evolving Methods. Qualitative Health 

Research, 5 (2), 169-177. 

Roth, R.T. (2001). E-procurement: cutting cost, adding value. Financial Executive, 17, 

62-63. 

Rust, R. T., and Thompson, D. V. (2006) How does marketing strategy change in a 

service-based world? Implications and directions for research In R. F. Lusch, 

Vargo, S. L. (Ed.), The service-dominant logic of marketing. Armonk, New 

York: M. E. Sharpe. 

Sagie, A., and Aycan, Z. (2003). A cross-cultural analysis of participative decision-

making in organizations. Human Relations, 56(4), 453-473. 

Sampson, E.S., and Froehle, M.C. (2006) Foundations and implications of a proposed 

unified services theory Production and Operations Management, 15(2), 329-343 

Sandelowski, M. (2000). Focus on Research Methods-Whatever Happened to 

Qualitative Description? Research in nursing and health, 23(4), 334-340. 

Sanders, P. (1982) Phenomenology: A New Way of Viewing Organizational Research. 

Academy of Management Review, 7 (3), 353-360 

Sawhney, M. (2006) Going beyond the product: defining, designing, and delivering 

customer solutions In R. F. Lusch & S. L. Vargo The service-dominant logic of 

marketing: dialog, debate, and direction. (pp. 365-380). Armonk, NY.: Sharpe. 

Schatzman, L. (1991). Dimensional analysis: Notes on an alternative approach to the 

grounding of theory in qualitative research. Social organization and social 

process: Essays in honor of Anselm Strauss, 303-314 

Schatzman, L., and Strauss, A. (1973) Field Research. Englewood Cliffs, NJ: Ptice-Hall 

Scheuing, E. (1997). “Reinventing purchasing for competitive advantage” CAPS 

Research Praxis, 1 

Schloetzer, J. D. (2012). Process Integration and Information Sharing in Supply Chains 

The Accounting Review, 87(3), 1005-1032 

Schreiber, R.S. (2001). The “how to” of grounded theory: Avoiding the pitfalls. Using 

grounded theory in nursing, 55-83. 

Schwandt, T. A. (1994). Constructivist, interpretivist approaches to human inquiry. In a 

handbook of qualitative research CA., USA: Sage 

Scott, K.W. (2004) Relating categories in grounded theory analysis: using a conditional 

relationship guide and reflexive coding matrix. The Qualitative Report, 9 (1), 

113-126. 

Scott, T. (2008) Procurement: The growth imperative Government News, 28 (9), 31 



 

 

252 

 

Selviaridis, K., and Spring, M. (2007). Third party logistics: a literature review and 

research agenda. International Journal of Logistics Management,18(1), 125-150. 

Sengupta, K., Heiser, R.D., and Cook, S.L. (2006). Manufacturing and service supply 

chain performance: a comparative analysis. Journal of Supply Chain 

Management, 42 (4), 4-15. 

Sharma, M. J., and Yu, S.J. (2012) Selecting critical suppliers for supplier development 

to improve supply management OPSEARCH, 1-18 

Sheth, J., and Parvatiyar, A. (2000) Relationship marketing in customer markets: 

antecedents and consequences. Handbook of Relationship Marketing (Jagdish 

Sheth and A. Parvatiyar, eds. ed.). Thousand Oaks, CA. Sage Publications. 

Shuy, R.W. (2003). In-person versus telephone interviewing. In J.A. Holstein & J.F. 

 Gubrium (Eds), Inside interviewing: New lenses, new concerns (pp.175-193). 

 Thousand Oaks: Sage. 

Smith, A. (1776). The wealth of nations. Amherst. NY: Prometheus Books. 

Sobal, J. (2001). Sample extensiveness in qualitative nutrition education research. 

Journal of Nutrition Education, 33(4), 184-192 

Sokolowski, R. (2000). Introduction to Phenomenology (Vol. 10): Cambridge 

University Press. 

Spekman, R.E., Kamauff J.W., and Myhr, N. (1998) An empirical investigation into 

supply chain management: a perspective on partnerships. International Journal 

of Physical Distribution and Logistics Management, 28 (8), 630-650. 

Spiggle, S. (1994). Analysis and interpretation of qualitative data in consumer research. 

Journal of Consumer Research, 491-503. 

Spohrer, J. (2006). Services sciences, management, and engineering (SSME) and its 

relation to academic disciplines Paper presented at the First German Service 

Science Conference, Ingolstadt, Germany. 

Spohrer, J., Maglio, P.P., Bailey, J., and Gruhl, D. (2007) Steps towards a science of 

service systems Paper presented at the International Conference on Information 

Reuse and Integration 

Spohrer, J., Vargo, L. S., Caswell, N., and Maglio, P.P. (2008) The service system is the 

basic abstraction of service science. Paper presented at the 41st Hawaii 

International Conference on System Sciences, Hawaii. 

Spring, M., and Araujo, L. (2009). Service, services and products: rethinking operations 

strategy. International Journal of Operations & Production Management, 29 

(5), 444-467. 

Srivastava, R.K., Fahey, L., and Christensen, H.K. (2001) The resource-based view and 

marketing: the role of market-based assets in gaining competitive advantage 

Journal of Management, 27 (6), 777-802 

Stake, R.E. (1995) The art of case study research. Thousand Oaks, CA: Sage. 

Stake, R.E. (2005) Qualitative case studies In N. K. Denzin and Y. S. Lincoln (Eds.) 

(3rd ed. ed.). Thousand Oaks, CA: Sage 

Stallkamp, T. (2005) Score!: a better way to do business: moving from conflict to 

collaboration, Wharton School Publishing, Upper Saddle River, NJ 

Stem P (1980) Grounded theory methodology its uses and processes Image 12(1), 20-23 

Stern P.N. (1994) Eroding grounded theory. In Critical Issues in Qualitative Research 

 Methods (Morse J.M. ed.), Sage, Thousand 



 

 

253 

 

Stevenson, W.J. (2002). Operations management (7th ed.). New York: McGraw-

Hill/Irwin. 

Stewart, J. (2012). Multiple-case study methods in governance-related research Public 

Management Review, 14(1), 67-82 

Straub, D., Rai, A., and Klein, R. (2004). Measuring firm performance at the network 

level: A nomology of the business impact of digital supply networks. Journal of 

Management Information Systems, 21(1), 83-114 

Strauss, A., Fagerhaugh, S., Suczek, B., and Wiener, C (1985) The social organisation 

of medical work. Chicago: University of Chicago. 

Strauss, A. (1987). Qualitative analysis N.Y.: Cambridge University Press. 

Strauss, A., and Corbin, J. (1990) Basics of grounded theory methods Beverly Hills, 

CA.: Sage. 

Strauss, A., and Corbin, J.M. (1998) Basics of qualitative research: Techniques and 

procedures for developing grounded theory (2nd ed.). CA, USA: Sage 

Publications, Thousand Oaks. 

Streubert, H.J, and Carpenter, D.R. (1995) Qualitative research in nursing: Advancing 

 the humanistic imperative. Philadelphia: J. B. Lippincott. 

Stuart, F.I. (1993). Supplier partnerships: influencing factors and strategic benefits. 

International Journal of Purchasing and Materials Management 22-28 

Sweeney, C.J. (2007). Moving towards the service-dominant logic - a comment 

Australasian Marketing Journal, 15 (1), 97-104. 

Swink, M. and Nair, A. (2007) ‘Capturing the competitive advantage of AMT: design 

 manufacturing integration as a complementary asset’, Journal of Operations 

 Management, Vol. 25, No. 3, pp.736–754. 

Swink, M., Narasimhan, R., and Wang, C. (2007) Managing beyond the factory walls: 

effects of four types of strategic integration on manufacturing plant performance 

Journal of Operations Management, 25 (3), 736-754 

Talwar, V., Burton, J., and Murphy, J. (2007) Comparing customer relationship 

portfolio management practices in the UK and India: a case based empirical 

investigation. 

Tan, K.C., Steven, B.L., and Joel, D.W. (2002) Supply chain management: a strategic 

perspective International Journal of Operations & Production Management, 99 

(1), 614-631 

Tang, P., and Collage, L. (1984) Paradigm shifts, scientific revolutions, and the unit of 

scientific change: towards a post-Kuhnian theory of types of scientific 

development, Proceedings of the Biennial Meeting of Philosophy of Science 

Association, 1(1) 125-136 

Tassabehji, R., and Moorhouse, A. (2008) The changing role of procurement: 

developing professional effectiveness. Journal of Purchasing and Supply 

Management, 14, 55-68. 

Teece, D.J., Pisano, G., and Shuen, A (1997) Dynamic capabilities and strategic 

management Journal of Strategic Management, 18 (7), 509-533 

Terpend, R., Tyler, B.B., Krause, D.R., and Handfield, R.B. (2008) Buyer–supplier 

relationships: derived value over two decades Journal of Supply Chain 

Management, 44(2), 28-55 

Terzi, C., and Posta, I. (2011) Procurement reforms in the United Nations system 

Geneva: United Nations. 



 

 

254 

 

Thai, K.V (2001). Public procurement re-examined. Journal of Public Procurement, 1 

(1), 9-50. 

Thai, K.V. (2008) Measuring losses to public procurement corruption: the Uganda case 

Paper presented at the 3rd International Public Procurement Conference 

Proceedings 

Thompson, C.J., Locander, W.B., and Pollio, H.R. (1989) Putting consumer research 

back into consumer behaviour: the philosophy and method of existential 

phenomenology Journal of Consumer Research, 16, 133-146 

Thomson, S.B. (2011). Sample size and grounded theory JOAAG, 5 (1), 45-52. 

Tidwell, A., and Sutterfield, J.S. (2012) Supplier selection using QFD: a consumer 

products case study. International Journal of Quality & Reliability Management, 

29(3), 3-3 

Tokman, M., and Beitelspacher, L.S. (2011) Supply chain networks and service-

dominant logic: suggestions for future research International Journal of 

Physical Distribution & Logistics Management, 41(7), 717-726 

Trompenaars, F. (1993). Riding the Waves of Culture:Understanding Cultural Diversity 

 in Business, 6-10. London: Nicholas Brealey. 

Tronvoll, B. (2007). Customer complaint behaviour from the perspective of the service-

dominant logic of marketing Managing Service Quality, 17 (6), 601-620 

Turner, M. (2006). UN review finds procurement ‘abuse’. Financial Times. 

Tutty, L., Rothery, R., and Grinnell, J. (1996). Analyzing your data: Qualitative 

research for social workers. Calgary: Allyn and Bacon 

Ulaga, W., and Eggert, A. (2006) Value based differentiation in business relationships: 

gaining and sustaining key supplier status Journal of Marketing, 70, 119-136 

Uyarra, E., and Flanagan, K (2010) “Understanding the innovation impacts of public 

procurement” European Planning Studies, 18 (1), 123-143 

Vaidyanathan, G., and Devaraj, S. (2008). The role of quality in e-procurement 

performance: An empirical analysis. Journal of Operations Management, 26(3), 

407-425. 

Valle, R., King, M., and Halling, S. (1989) An introduction to existential-

phenomenological thought in psychology In R. Valle and S. Halling (Eds.), 

Existential-phenomenological perspective in psychology. (pp. 3-16). New York: 

Plenum Press. 

Van Manen, M. (1990) Researching lived experience. London, Ontario: T Althouse. 

van Weele. A.J. (2006). Purchasing and Supply Chain Management: Infotrac Card: 

Thomson Learning EMEA, Limited. 

Vargo, S.L (2008). Customer integration and value creation: paradigmatic traps and 

perspective Journal of Service Research, 11, 211-215 

Vargo, S.L, and Lusch, F.R. (2008a) From goods to service(s): divergences and 

convergences of logics Industrial Marketing Management, 37, 254-259 

Vargo, S.L, and Lusch, F.R. (2008b) Why service? Journal of the Academy of 

Marketing Science, 36, 25-38 

Vargo, S.L, Maglio, P.P., and Akaka, A.M. (2008) On value and value co-creation: A 

service systems and service logic perspective European Management Journal, 

26, 145-152 

Vargo, S.L, and Akaka, A.M. (2009) Service-dominant logic as a foundation for service 

science: clarifications. Service Science, 1 (1), 32-41. 



 

 

255 

 

Vargo, S.L, and Lusch, F.R. (2010) "Relationship" in Transition: An introduction to the 

special issue on relationship and service-dominant logic Journal of Business 

Market Management, 4, 167-168 

Vargo, S.L, and Lusch, F.R. (2011) It's all B2B and beyond: Toward a systems 

perspective of the market Industrial Marketing Management, 40, 181-187 

Vargo, S.L (2011) Market systems, stakeholders and value propositions: Towards a 

service-dominant logic-based theory of the market European Journal of 

Marketing, 45, 217-222 

Vargo, S.L, and Lusch, F.R. (2011) Stepping aside and moving on: a rejoinder to a 

rejoinder. European Journal of Marketing, 45, 1319-1321 

Vargo, S.L. and Lusch, F.R. (2006) The Service-Dominant Logic of Marketing: Dialog, 

Debate, and Directions. 

Vargo, S.L. and Lusch, F.R (2004a) Evolving to a new dominant logic for marketing 

Journal of Marketing, 68(1), 1-17 

Vargo, S.L., and Lusch, F.R. (2004b) The four service marketing myths: remnants of a 

good-based, manufacturing model. Journal of Service Research, 6(4), 324-335. 

Vargo, S.L. (2008). Customer Integration and Value Creation: Paradigmatic Traps and 

Perspectives. Journal of Service Research, 11, 211-215. 

Vargo, S.L, and Lusch, F.R (2012) The Nature and Understanding of Value: A Service-

Dominant Logic Perspective. 

Verhage, R., Gronden, van de J., Awanyo, K., and Boateng, S. (2002). Procurement 

reform in the Ghana health sector Journal of Public Procurement, 2(2), 261-268 

Vidich, A.J. (1955) Participant observation and the collection and interpretation of data. 

 Am J Soc 60:354-360 

Voordijk, H., de Haan, J., and Joosten, G.-J. (2000). Changing governance of supply 

chains in the building industry: a multiple case study. European Journal of 

Purchasing & Supply Management, 6(3), 217-225. 

Wagner, S.M., and Johnson, J.L.(2004). Configuring and managing strategic supplier 

portfolios Industrial Marketing Management, 33 (8), 717-730 

Wagner, S.M., and Kaufmann, L. (2004) Overcoming the main barriers in initiating and 

using purchasing Journal of Purchasing and Supply Management,10(6),269-281 

Walker, D., and Myrick, F. (2006) Grounded Theory: An Exploration of Process and 

Procedure. Qualitative Health Research, 16 (4), 547-559. 

Walker, H., Harland, C., and Brenchley, R (2003) Risk in Supply Networks. Journal of 

Purchasing and Supply Management, 9, 51-62. 

Welman, J.C., and Kruger, S.J. (1999) Research methodology for the business and 

administrative sciences Johannesburg: International Thompson. 

Westring, G. (1997). Ghana public procurement reform Accra, Ghana: Ministry of 

Finance. 

Wilson, S.H., and Hutchinson, A.S. (1991) Triangulation of Qualitative Methods: 

Heideggerian Hermeneutics and Grounded Theory. Qualitative Health 

Research, 1 (2), 263-276. 

Wilson, H., Hutchinson, S., and Holzemer, W. (1997).Salvaging quality of life in 

 ethnically diverse patients with advanced HIV/AIDS. Qualitative Health 

 Research, 7, 75-97. 

Wimpenny, P., and Gass, J. (2000) Interviewing in phenomenology and grounded 

theory: is there a difference? Journal of Advanced Nursing, 31(6), 1485-1492. 



 

 

256 

 

Winklhofer, H., Palmer, A.R., and Brodie, J.R. (2007) Researching the Service 

Dominant Logic - Normative Perspective versus Practice. Australasian 

Marketing Journal, 15 (1), 76-83. 

Wittig, W. (1999) Building value through public procurement: a focus on Africa 

 International Trade Centre 

Womack, J., Jones, D., and Roos, D. (1990) The machine that changed the world. New 

York: Macmillan 

Womack, J. P., and Jones, D. T. (1996) Lean thinking New York: Simon and Schuster 

Wood, G. J., and Jogulu, U. D. (2012) Malaysian and Australian male and female 

middle managers: a cross-cultural comparison of workplace attitudes, aspirations 

for promotion, and self-rated leadership styles. International journal of 

knowledge, culture and change management, 6(3), 109-120 

World Bank (1996) Country procurement assessment report for Ghana Washington, DC 

World Bank (2003), “Ghana 2003 Country Procurement Assessment Report”, 

 Washington, DC: Ghana Country Department, The World Bank 

World Bank (2008). Ghana’s 2007 external review on public financial management 

Wu, Z., and Choi, T.Y. (2005) Supplier-supplier relationships in the buyer-supplier 

triad: building theories from eight case studies, Journal of Operations 

Management, 24 (1) 27-52 

Yazdanparast, A., Manuj, I., and Swartz, S. M. (2010) Co-creating logistics value: a 

service-dominant logic perspective. International Journal of Logistics 

Management,21(3), 375-403 

Yin, R.K. (2009) Case Study Research: Design and Methods (4 ed. Vol. 5): SAGE 

Publication, Inc,. 

Zacharia, Z.G., Nix, N.W., and Lusch, R.F. (2009) An analysis of supply chain 

collaborations and their effect on performance outcomes Journal of Business 

Logistics, 30, 101-123. 

Zachary, W., and Moore, R. (2007) Supply chain relationships and information 

capabilities: The creation and use of information power International Journal of 

Physical Distribution and Logistics Management, 37, 469-483 

Zhang, Y., and Begley, T.M. (2011) Power distance and its moderating impact on 

empowerment and team participation The International Journal of Human 

Resource Management, 22(17), 3601-3617 

Zhao, X., Huo, B., Flynn, B.B., and Yeung, J. (2008) The impact of power and 

relationship commitment on the integration between manufacturers and 

customers in a supply chain Journal of Operations Management,26 (3), 368-388 

Zhao, X., Huo, B., Selen, W., and Yeung, J.H.Y. (2011) The impact of integration and 

relationship commitment on external integration Journal of Operations 

Management, 29 (1/2), 17-32 

Zhou, H., and Benton Jr, W. (2007). Supply chain practice and information sharing. 

Journal of Operations Management, 25(6), 1348-1365 

Zsidisin, A. G., and Ellram, M.L. (2001) Activities related to purchasing and supply 

management in supplier alliances International Journal of Physical Distribution 

and Logistics Management, 31 (9), 629-646 

 

  



 

 

257 

 

Appendices 

Appendix A: Information sheet 

 
 

Applying service-dominant (S-D) logic into the procurement function in Ghanaian 

universities 

Chief Investigator 

Supervisor 1: Dr Ron Fisher 

School: International Business and Asian 

Studies 

Phone: +61 7 555 29022 

Email: r.fisher@griffith.edu.au 

Supervisor 2: Dr. Rod Gapp 

School: International Business & Asian 

Studies 

Phone: +61 7 555 28767 

Email: r.gapp@griffith.edu.au 

Student Researcher 

Name: Mawuko Dza 

School: International Business and Asian 

Studies 

Program of study: PhD 

Phone: +61 7 555 27041 

Email: m.dza@griffith.edu.au 

 

Why is the research being conducted? 

The research is being conducted as part of the requirements for the award of Doctor of 

Philosophy (PhD) at Griffith University. 

The research on, applying service-dominant(S-D) logic into the procurement function in 

Ghanaian universities, investigates the empirical application of the logic into the 

procurement function in universities. Specifically, the research will apply S-D logic into 

the procurement function to develop a substantive theory. The research will identify 

implications for theory, practice, and policy. 

What you will be asked to do 

You will be requested to make available procurement professionals who are interested 

in participating in the research to be interviewed. You will be interviewed on various 

procurement network processes and procedures such as supplier sourcing, and supplier 

evaluation. Samples of questions that will be interviewed on are outlined below: 

Sample questions you will be asked 

(a) How does the university currently procure goods and services (the current 

procurement process)? 

(b) What is the level of interaction between the university and suppliers? 
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(c) Do you agree to the suggestion that value is a co-creation between your 

university, suppliers, and network partners which results from collaboration and 

cooperation? 

(d) What is your reaction to the suggestion that goods and services supplied by 

supplier firms are mere distribution mechanisms for service provision, and 

derive their value only when the university accepts and make use of them? 

The basis by which participants will be selected or screened 

The potential participants will be procurement professionals recruited from procurement 

departments/units of participating universities. Emails or phone calls will be used to 

contact heads of procurement departments/units of participating universities, outlining 

the objectives of the research. The heads of departments/units will then relay the 

information to other staff members, urging interested potential participants to contact 

the research team. On meeting interested potential participants the research team will 

give an oral briefing and written statement about the purpose of the research and written 

assurance of utmost confidentiality for all participants. 

The expected benefits of the research 

The research will develop conceptual models of current and desired procurement 

network management practices for universities, through the application of S-D logic, 

which is a novel approach to conceptualising and understanding the issue. Additionally, 

being conducted in a region where there is little or no literature of the subject, the 

research will identify implications for practice and opportunities for improved 

procurement practices in universities 

Risks to you 

It is considered that there will be no risks to you or your institution in taking part in this 

research. 

Language issues 

All interviews will be conducted in English as this is the official language of Ghana, 

from primary education to the tertiary level. If at any point you have concerns or 

complaints about the ethical conduct of the research, please contact Mawuko Dza, a 

member of the research team. You may also contact the Manager, Research Ethics on 

+61 7 3735 5585 or                research-ethics@griffith.edu.au  

Your confidentiality 

Data collected from interviews will be absolutely anonymous and not have your name 

or identity disclosed in any form. Interviews will be audio taped with your consent and 

agreement. The data will then be transcribed word-for-word so we can produce an 

accurate record of what was said in the interview. The research supervisors will verify 

the accuracy of the analysis based on the transcriptions of the recordings. The audio 

recordings will be erased upon completion of the transcription process. You will not be 

identifiable in any publication or reporting as what will be discussed with your 

employer will be a summary report of findings from all participating institutions. 
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Your participation is voluntary 

Please note that your participation in this research is entirely voluntary, and even if 

nominated by your institution, you do not have to participate if you are not interested. If 

during the interview you decide to discontinue, you are at liberty to end the interview 

and withdraw without any repercussions. Any data collected up to the stage of 

withdrawal will be deleted or transcribed with your consent and agreement, and it will 

be noted that you exercised your right to discontinue with the interview. 

Questions / further information 

Any questions or request for further information about the research may be addressed to 

Mawuko Dza or any member of the supervisory team above. 

The ethical conduct of this research 

Please note that Griffith University conducts research in accordance with the National 

Statement on Ethical Conduct in Human Research, of Australia. If you have any 

concerns or complaints about the ethical conduct of the research project you may 

contact the Manager, Research Ethics on +61 7 3735 5585 or research-

ethics@griffith.edu.au. 

Feedback to you 

After the research has been completed, you and your institution will be provided with a 

written summary of the research findings. 

Privacy Statement 

Please note that the conduct of this research involves the collection and analysis of data. 

Any information collected is considered to be confidential and will not be disclosed to 

anyone else without your express consent, except to meet any government, legal or 

regulatory authority requirements. Your anonymity will be protected at all times. If you 

have any questions about this privacy statement, you may consult the University’s 

Privacy Plan at http://www.griffith.edu.au/about-griffith/plans-publications/griffith-

university-privacy-plan   or telephone +61 7 3735 5585 
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Appendix B: Consent form 

      

Applying service-dominant (S-D) logic into the procurement function in Ghanaian 

universities 

By signing this consent form, I confirm that I have personally read and understood the 

information package and in particular have noted that: 

(a) I understand that my involvement in this research will involve formal interview 

sessions on questions bothering on procurement network management in my 

unit/department for two weeks; 

(b) I have had any questions answered to my satisfaction; 

(c) I understand the risks involved; 

(d) I understand that there is no direct benefit to me for participating in this 

research; 

(e) I understand that my participation in this research is voluntary; 

(f) I understand that if I have any additional questions I can contact the research 

team; 

(g) I understand that interviews will be audio-recorded. 

(h) I understand that only the research team will have access to the audio recording 

(i) I understand that the audio-recording will be erased following transcription; 

(j) I understand that the transcribed data will be made available to me for 

authentication; 

(k) I understand that I am free to withdraw at any time, without comment or penalty; 

(l) I understand that I can contact the Manager, Research Ethics, at Griffith 

University Human Research Ethics Committee on +61 7 3735 5585 or research-

ethics@griffith.edu.au, if I have any concerns about the ethical conduct of the 

project;  

(m) I agree to participate in the project. 

Name  Sign: Date: 

Chief investigator 

Supervisor 1: Dr Ron Fisher 

School: International Business & Asian Stud. 

Phone: +61 7 555 29022 

Email: r.fisher@griffith.edu.au 

Supervisor 2: Dr. Rod Gapp 

School: International Business & Asian Stud. 

Phone: +61 7 555 28767 

Email: r.gapp@griffith.edu.au 

Student researcher 

Name: Mawuko Dza 

School: International Business & Asian 

Studies 

Program of study: PhD 

Phone: +61 7 555 27041 

Email: m.dza@griffith.edu.au 
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mailto:research-ethics@griffith.edu.au
mailto:r.fisher@griffith.edu.au


 

 

261 

 

Appendix C: Provisional ethical clearance 

Griffith University Human Research Ethics Committee 

29-Aug-2011 

Dear Mr Dza 

I write further to the additional information provided in relation to the provisional 

approval granted to your application for ethical clearance for your project "NR: 

Applying service-dominant (S-D) logic into the procurement function in Ghanaian 

Universities" (GU Ref No: IBA/08/11/HREC). The additional information was 

considered by Office for Research. This is to confirm that this response has largely 

addressed the comments and concerns of the HREC. This decision is subject to: 

Provision of a copy of the approval of the participating institutions – including their 

understanding of the degree to which the institution will be identifiable (whether 

directly or by inference in the reporting of results). 

 However, you are authorised to immediately commence this research on the 

strict understanding that these matters are addressed and that you provide details of how 

they were addressed. Please note that failure to provide a timely response to these 

matters may result in this authorisation being suspended or withdrawn.  The standard 

conditions of approval attached to our previous correspondence about this protocol 

continue to apply. It would be appreciated if you could give your urgent attention to the 

issues raised by the Committee so that we can finalise the ethical clearance for your 

protocol promptly. 

Regards 

Gary Allen 

Manager, Research Ethics 

Office for Research 

G39 room 3.55 Gold Coast Campus, Griffith University 

ph: 3735 5585, fax: 5552 9058 

email: g.allen@griffith.edu.au 

At this time all researchers are reminded that the Griffith University Code for the 

Responsible Conduct of Research provides guidance to researchers in areas such as 

conflict of interest, authorship, storage of data, & the training of research students. 

You can find further information, resources and a link to the University's Code by 

visiting 

http://www62.gu.edu.au/policylibrary.nsf/xupdatemonth/e7852d226231d2b44a25750c0

062f457?opendocument 

PRIVILEGED, PRIVATE AND CONFIDENTIAL 

This email and any files transmitted with it are intended solely for the use of the 

addressee(s) and may contain information which is confidential or privileged. If you 

receive this email and you are not the addressee(s) [or responsible for delivery of the 

email to the addressee(s)], please disregard the contents of the email, delete the email 

and notify the author immediately 
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Appendix D: Ethical clearance 

Griffith University Human Research Ethics Committee 

          09-Jan-2012 

Dear Mr Dza 

I write further to the additional information provided in relation to the conditional 

approval granted to your application for ethical clearance for your project "NR: 

Applying service-dominant (S-D) logic into the procurement function in Ghanaian 

universities" (GU Ref No: IBA/08/11/HREC). 

 This is to confirm receipt of the remaining required information, assurances or 

amendments to this protocol. Consequently, I reconfirm my earlier advice that you are 

authorised to immediately commence this research on this basis. The standard 

conditions of approval attached to our previous correspondence about this protocol 

continue to apply. 

 

Regards 

 

Dr Gary Allen 

Manager, Research Ethics 

Office for Research 

G39 room 3.55 Gold Coast Campus 

Griffith University 

ph: 3735 5585 

fax: 07 5552 9058 

email: g.allen@griffith.edu.au 

 

Cc:  

At this time all researchers are reminded that the Griffith University Code for the 

Responsible Conduct of Research provides guidance to researchers in areas such as 

conflict of interest, authorship, storage of data, & the training of research students. 

You can find further information, resources and a link to the University's Code by 

visiting 

http://www62.gu.edu.au/policylibrary.nsf/xupdatemonth/e7852d226231d2b44a25750c0

062f457?opendocument 

PRIVILEGED, PRIVATE AND CONFIDENTIAL 

This email and any files transmitted with it are intended solely for the use of the 

addressee(s) and may contain information which is confidential or privileged. If you 

receive this email and you are not the addressee(s) [or responsible for delivery of the 

email to the addressee(s)], please disregard the contents of the email, delete the email 

and notify the author immediately 
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Appendix E: Initial interview guide 

(a)Please tell me about your procurement process. Tell me how the university carries 

out it procurement activities. 

(b)How do you evaluate your suppliers’ performance? 

(c)How will you describe the level of interaction between the university and suppliers? 

(d)How will you describe information sharing between the university and suppliers? 

(e)How will you evaluate the relationship between the procurement department and 

other departments within the university? Does the relationship impact on activities’ 

integration? 

(f)Do you practice consortium buying? 

(f)How will efficiency in the procurement function be enhanced if the university and 

supplier firms jointly understand and agree that value creation is a reciprocal effort 

between the parties? 

(g)How will you respond to the proposition that, service is the fundamental basis of 

exchange? In essence, how will you react to the assertion that all economies are service 

economies because the make use of operant resources to produce effect? 

(h)How will you respond to the assertion that all economies be they agriculture, mining, 

manufacturing or services are service economies because they depend on knowledge 

application to create value? 

(i)How will you react to the argument that supplier firms only offer value propositions 

in the form of tangible resources that require the application of operant resources by the 

university in order to jointly co-create value? 

(j)How will you react to the suggestion that supply firms cannot create value 

independently without collaborating with your university? 

(k)How will you respond to the argument that value co-creation results from a network 

of activities to integrate resources between the supplier firm and the university? 

(l)How will you react to the assertion that, a supply firm’s knowledge of the university, 

and the quality of relationship required to gain shared access to the university’s 

privileged asset resources directly relates to the quality of value proposition that the 

supplier firm can offer? 

(m)How will you evaluate the current procurement system? How does government 

legislation impacts on procurement performance. 

(n)How can the national culture impact on procurement performance? 

(o)Do you have suggestions as to how the procurement function can be improved in 

universities? 

(p)Do you have questions you will like me to answer? 
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Appendix F: A sample memo for a participant 

 

The first interview was conducted at the office of the participant, and took 

approximately one and half hours to complete. The participant was passionate and enthusiastic 

about the phenomenon under investigation. He gave an elaborate response in answering 

questions on the procurement process of his university. The responded seem to have adequate 

grasp of S-D logic after the initial insights of the logic was explained to him. He concurred with 

the assertion that value is a co-creation between actors of business engagements, in this sense 

the university and suppliers.  

The respondent intimated that the lack of collaborations with suppliers and the 

inhibitions of the procurement system made it difficult to put any cost saving measure in place 

as the procurement process have to be repeated anytime there is need to procure. He indicated 

that although universities are mandated to keep supplier register, the fact that they are not 

allowed to keep preferred suppliers made it ineffectual to evaluate the many suppliers on the 

supplier list due to time and financial constraints.  

The participant laments the negative impact government legislation was having on the 

procurement function in the public sector and wondered the rationale behind instituting such 

stringent reforms. In relation to culture and the perception of Ghanaians towards procurement 

practitioners, he explained that the bad perceptions are triggers for corrupt practices. He also 

cited government interference in tender processes as issues demanding attention if the 

procurement function is to operate effectively and efficiently. 
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Appendix G: Data analysis database 
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Appendix H: Revised interview guide 

(a)Please tell me about your procurement process. Tell me how the university carries 

out it procurement activities. 

(b)How do you evaluate your suppliers’ performance? 

(c)How will you describe the level of interaction between the university and suppliers? 

(d)How will you describe information sharing between the university and suppliers? 

(e)How will you evaluate the relationship between the procurement department and 

other departments within the university? Does the relationship impact on activities’ 

integration? 

(f)How will efficiency in the procurement function be enhanced if the university and 

supplier firms jointly understand and agree that value creation is a reciprocal effort 

between both parties? 

(g)How will you respond to the proposition that, service is the fundamental basis of 

exchange?  

(h)How will you respond to the assertion that all economies be they agriculture, mining, 

manufacturing or services are service economies because they depend on operant 

resources to create value? 

(i)How will you react to the argument that supplier firms only offer value propositions 

in the form of tangible resources that require the application of operant resources by the 

university in order to jointly co-create value? 

(j)How will you react to the suggestion that supply firms cannot create value 

independently without collaborating with your university or the customer? 

(k)How will you respond to the argument that value co-creation results from a network 

of activities to integrate resources between the supplier firm and the university? 

(l)How will you react to the assertion that, a supply firm’s knowledge of the university, 

and the quality of relationship required to gain shared access to the university’s 

privileged resources directly relates to the quality of value proposition that the supplier 

firm can offer? 

(m)How will you evaluate the current procurement system? How has government 

legislation impacted on procurement performance? 

(n)How can the national culture affect procurement performance? 

(o)How have public attitudes and perceptions of procurement practitioners affected 

procurement performance? 

(p)How will the introduction of procurement technology impact on procurement 

performance? 

(q)Does your university offer you training opportunities in order to improve your 

performance? 

(r)How has external influence affected the performance of the procurement function in 

your university? 

(s)Do you have suggestions as to how the procurement function can be improved in 

universities? 

(t)Do you have questions you will like me to answer? 
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Appendix I: Private university colleges in Ghana 

No Institution Date of 

accreditation 

Qualifications awarded  Location 

1 Advanced 

Business Coll. 

2007 University of Education, 

Winneba 

 

Accra 

2. Africa Uni. 

Coll.of 

Communications 

2010 University of Ghana Accra. 

3. All Nations 

University 

College 

2010 Kwame Nkrumah University of 

Science and Technology & 

SRM University, India. 

Koforidua 

4. Ashesi 

University Coll. 

2006 University of Cape Coast Accra 

5. Catholic Uni. 

College 

2008 University of Ghana Sunyani 

6. Central 

University Coll. 

2008 University of Cape Coast Accra 

7. China Europe 

International 

Business School 

2008 China Europe International 

Business School 

Accra 

8. Christian 

Service Uni. 

College 

2006 University of Ghana Kumasi 

9. Data Link 

Institute 

2010 Kwame Nkrumah University of 

Science and Technology 

Tema 

10. Evangelical 

Presbyterian Uni 

College. 

2007 University of Cape Coast Ho 

11. Garden City 

University Coll. 

2005 Kwame Nkrumah University of 

Science and Technology 

Kumasi 

12. Ghana Baptist 

University Coll. 

2008 University of Cape Coast Abuakwa & 

Kumasi  

13. Ghana Christian 

University Coll. 

2010 University of Wales Dodowa 

14. Ghana Telecom 

University Coll. 

2006 Kwame Nkrumah University of 

Science and Technology 

Accra 

15. Islamic Uni. 

College. 

2008 University of Ghana Accra 

16 Jayee University 

College 

2007 University of Education Accra 

17. KAAF 

University Coll. 

2010 Kwame Nkrumah University of 

Science and Technology 

Accra 

18. Kings Uni. 

College 

2010 University of Cape Coast Accra 

19. Knutsford Coll. 2007 University of Ghana Accra 

20. Maranatha Uni. 

College 

2007 University of Cape Coast Accra 

21. Meridian Uni 

College 

2006 University of Cape Coast Accra 
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22. Methodist Uni 

College 

2007 University of Ghana Accra, Tema, & 

Wenchi  

23. Osei Tutu II 

Institute for 

Advanced ICT 

Studies 

2007 Kwame Nkrumah University of 

Science and Technology 

Kumasi 

24. Pentecost Uni 

College 

2007 University of Ghana Accra 

25. Presbyterian 

University 

College 

2008 University of Ghana Tema, Abetifi, 

Agogo & 

Akropong  

26. Radford Uni. 

College 

2010 Kwame Nkrumah University of 

Science and Technology 

Accra 

27. Regent 

University 

College of 

Science and 

Technology 

2008 Kwame Nkrumah University 

of Science and Technology 

(KNUST)) 

Maastricht School of 

Management Netherlands 

Accra 

28. Spiritan Uni. 

College 

2010 Kwame Nkrumah University of 

Science and Technology 

Kumasi, Ghana 

29. University 

College of 

Management 

Studies 

2001 University of Education, 

Winneba & 

Kwame Nkrumah University 

of Science & Technology 

Accra & Kumasi  

30. Wisconsin 

International 

Uni. College 

2007 University of Ghana 

University of Cape Coast 

Accra 

Source: National Accreditation Board (NAB), Ghana, 2011 

 

 


