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Abstract

Whilst the advent of e-procurement creates significant potential for reduced purchasing
costs, the realisation of these savings requires the commitment of internal users towards
systems and contracts. In turn, levels of compliance appear to be influenced by user
perceptions of e-procurement. This paper examines the extent to which user-perceived e-
procurement quality — termed Perceived EPQ - impacts on the level of system and
contract compliance. The research applies a mixed-methods approach incorporating 58
interviews and a survey of 295 e-procurement users. Analysis of both structured interview
and survey data provides strong empirical support for the view that delivering higher
levels of service to e-procurement users has a positive effect on the level of both system
and contract compliance. For organisations to successfully reduce maverick purchasing,
they must carefully consider the expectations of their user base.
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1. Introduction

E-procurement offers huge potential for lowering prices paid for goods and services,
and the costs associated with the purchasing process. However, much of this potential
remains unfulfilled due to the failure of end-users to comply with systems or contracts
(Croom & Johnston, 2003). Compliance is notoriously hard to force — individuals
invariably find a way round things they dislike. Increasingly, academics are positing the
view that user perceptions of e-procurement appear to play a significant role in
influencing levels of compliance (Harink, 2003; Croom & Johnson, 2003). However, to
date, the evidence for such claims remains largely anecdotal. This study uses a mixed-
methods approach to empirically test the relationship between user-perceived e-
procurement quality — termed Perceived EPQ - and both system and contract
compliance.

The paper is structured as follows. Firstly, there is an examination of the literature
which examines the financial impact of e-procurement, the effect of compliance on
procurement costs, and the role of Perceived EPQ on both system and contract
compliance. This is followed by the study methodology and analysis of both structured
interview and survey data. The implications for theory and practice are presented in the

conclusion. Finally, limitations and future research opportunities are explored.

2.1 The Financial Impact of E-Procurement
One of the key themes in the existing literature is concerned with the financial impact
of implementing e-procurement (McManus, 2002). Broadly, procurement expenditure

is influenced by transaction costs and purchase price.

E-Procurement Impact on Transaction Costs

Transaction costs reflect the work involved in processing an order (Croom & Johnston,
2003) and include the cost of supplier search and selection, processing the order
requisition, authorisation, order generation, receipting, invoicing and payment. Nolan
(1999) suggests that the cost of raising an order and paying an invoice prior to e-
procurement implementation usually exceeds £100. Research by Croom and Johnston
(2003) puts the figure between £97.60 and £147.50. A number of studies propose



percentage reductions in transaction costs resulting from e-procurement
implementation. These include 60% (Croom & Johnston, 2003), 66% (Croom, 2000),
and 90% in British Telecom (Woodall, 2000). Others suggest reductions per order,
including £100 to £2 (Nolan, 1999), $75 to $3 (Smeltzer & Ruzicka, 2000), and $40-
$200 to $1-$20 (Eisenmann, 2002).

Sources of Transaction Savings

Prior to order placement, the use of e-sourcing reduces the time taken to find suppliers
of goods or services, increasing the economies of supplier search (Evans & Wurster,
2001; Cox et al. 2002a, 2002b; de Boer et al. 2002; Narasimhan et al. 2003; Presultti,
2003; Harink, 2003; Subramaniam & Shaw, 2004; Croom & Brandon-Jones, 2005). In
addition, e-tendering helps to simplify the tender process (de Boer et al. 2002). E-
reverse auctions can significantly reduce processing costs through the reduction in
cycle time (Emiliani, 2000; Smeltzer & Carr, 2003; Cox & Watson, 2004; Wagner &
Schwab, 2004) and negotiation (Jap, 2002). Post purchase, there is an increase in the
speed and accuracy of data collection (Croom, 2000).

However, the vast majority of transaction savings accrue from improvements to the
purchase process itself. These savings are realised through reduced work in process
(Cox, 1999; Zsidisin & Ellram, 2001); increased automation of processes (Kalakota &
Robinson, 1999; Croom, 2000; Deeter-Schemelz et al. 2001; Barnes et al. 2002);
reduced paperwork and improved accuracy (Lancioni et al. 2000; Neef, 2001; de Boer
et al. 2002); process re-design and elimination of tasks, reduced inventory, consolidated
invoices and reduced transmission errors (Croom & Johnston, 2003).

Most authors appear in agreement that e-procurement implementation results in
improvements to order cycle time (Croom, 2000; Turban et al. 2000; Zsidisin &
Ellram, 2001; Harink, 2003). Cycle time may be reduced as a result of faster product
search, fewer input errors, automatic authorisation within pre-set limits, faster delivery,
fewer problems with invoice consolidation, and quicker payment to suppliers (Lancioni
et al. 2000). This in turn creates the potential for reducing inventory levels and thus
minimising working capital (Martin & Hafer, 2002; Presutti, 2003). However, it is
worth noting that savings figures in the literature are generally anecdotal and in some

cases costs of implementation may outweigh the potential advantages of e-procurement.

E-procurement Impact on Price



In the procurement context, de Boer et al. (2002) define price as the expenditure on
purchased goods or services. They split this into direct and non-product related (NPR)
expenditure. Direct expenditure relates to an organisation’s primary operations whilst
NPR or indirect spending does not. Traditionally, the focus of procurement academics
has been on direct, revenue-generating expenditure (Cox et al. 2005). However, given
the percentage of total expenditure accounted for by NPR spending, there has been an
increased awareness in this area (de Boer et al. 2003).

There are a number of studies that report price savings accruing from e-
procurement implementation. Croom and Johnston (2003) report a range of savings on
the price of invoiced goods and services between 5% and 20%, averaging 17%. Based
on data from 200 e-reverse auctions, de Boer et al. (2002) identify price reductions of
between 10% and 15% for both direct and non-product related goods and services.
Presutti (2003) suggests e-procurement implementation creates material savings of
between 5% and 20%. KPMG (2000) report a survey of purchasing managers,

indicating an average price saving of 8%.

Sources of Price Savings

Prior to purchase, e-sourcing enables buyers to identify more potential suppliers,
increasing the availability of goods, thus reducing purchase price (Evans & Wurster,
2001; Croom & Brandon-Jones, 2005). For example, General Electric uses e-sourcing
to search for potential new suppliers. The increase in supply base has allowed the firm
to increase purchase leverage and realise price reductions of between 5% and 20%
(Presutti, 2003). E-sourcing may potentially be useful in leverage and bottleneck
quadrants of the Kraljic matrix (de Boer et al. 2002), but this remains unproven.

Price savings are an important aspect of performance evaluation for e-reverse
auctions. A number of authors discuss their role in reducing purchase price (de Boer et
al. 2002; Jap, 2002; Martin & Hefer, 2002; Harink, 2003; Subramanian & Shaw, 2004;
Wagner & Schwab 2004). Jap (2002) suggests that a key reason behind the growth of
online reverse auctions is the significant price reductions that are often realised. Harink
(2003) notes that e-reverse auctions are particularly beneficial to buyers in markets
where supply exceeds demand. On-line reverse auctions have been extremely
successful in reducing purchase prices — the typical price savings achieved is around
16% and these have been used for products as varied as foodstuffs, engineered

components and utilities supplies (Croom & Brandon-Jones, 2005).



Post-purchase, improved management information is considered to be a major
catalyst for reducing purchase prices through greater transparency of market prices,
lower search costs and aggregation of requirements (Cox, 1999; Croom, 2000; Yen &
Ng, 2003). This view is supported in practitioner and general management literature
(Hayward, 2003; Moore, 2003; Parker, 2003; Trommer, 2003; Wheatley, 2003).

Finally, e-procurement creates significant opportunities for reductions in purchase
prices through aggregation of requirements and economies of scale (Turban et al. 2000;
Croom, 2000; Croom & Johnston, 2003). Croom (2000) gives an example of one
respondent who reduced variety of office stationery from 235 to 38 items within two
months of implementing e-procurement. Table 1 summarises the sources of transaction

and price savings that may arise through e-procurement implementation.

Insert table 1

2.2 The Role of Compliance in Driving Procurement Savings

Within the literature, a number of authors note the importance of e-procurement
compliance. The broad idea posited in these studies is that if compliance / adoption is
limited, so too are the financial benefits of e-procurement (cf. Croom. 2000; Neef,
2001; Arbin, 2003, 2006; Croom & Johnston, 2003; Harink, 2003; Subramaniam and
Shaw, 2004; Cox et al. 2005; Reunis & van Raaij, 2006). Arbin (2003, 2006) argues
that if the potential value of investment is to be achieved, it is critical to get potential
users to adopt e-procurement systems when purchasing goods and services. In
examining influence tactics for e-procurement, Reunis and van Raaij (2006) note how
attractive business cases ‘evaporate’ when user adoption is limited. They suggest that
benefits are only achieved when individuals use systems and their contracts
appropriately. Croom and Johnston (2003) argue that e-procurement enables purchasing
departments to exert increased control over organisational procurement. In line with
Neef (2001), they suggest that systems increase transparency and help to point users to
the approved supplier or contract. Subramaniam and Shaw (2004) discuss the issues of
increased control in ensuring appropriate use. As such, e-procurement implementation
IS seen to create the ideal conditions for reducing maverick spending (cf. Neef, 2001; de
Boer et al. 2002; Croom & Johnston, 2003; Harink, 2003; Subramaniam & Shaw,

2004). The term “maverick spending’ incorporates the failure of individuals to use an e-



procurement system when placing orders (system compliance) and the failure to use
mandated contracts within the system (contract compliance).

System compliance may be defined as the extent to which internal customers
actually use an e-procurement system to purchase goods and services (Croom &
Brandon-Jones, 2005). The use of electronic documentation and process automation in
e-procurement ensures high levels of accuracy in requisition, invoicing and payment
(cf. Barnes et al. 2002). By comparison, orders placed outside of an e-procurement
system are liable to transmission errors and require additional resources during invoice
and payment (cf. Croom, 2000).

Contract compliance is focused on the extent to which individuals comply with
mandated contracts within a system. As such, the term considers how an e-procurement
system is used, as opposed to if it is used. The use of e-catalogues can significantly
reduce processing times through the use of ‘click boxes’ and order ‘cloning’.
Additionally, multiple requisitions, from multiple budgets, but for the same supplier,
can be aggregated into a single order. Croom and Johnston (2003) note that this reduces
processing during receipt, invoice and payment. Contract compliance plays an even
bigger role in price savings. The aggregation of requirements creates significant
opportunities for price negotiation (cf. Turban et al. 2000; Croom, 2000). As contract
use increases, so may the balance of power between the buyer and supplier. As such,

contract compliance can have a significant impact on pre-ordering activities.

2.3 The role of user-perceived e-procurement quality — Perceived EPQ
In much of the e-procurement literature, the reduction in maverick spending is taken as
a given. However, others note the apparent relationship between user-perceived e-
procurement quality — termed Perceived EPQ — and the level of compliance (cf.
Marshall et al. 1998; Kennedy & Deeter-Schmelz, 2001; de Boer et al. 2002; Croom &
Johnston, 2003; Harink, 2003; Croom & Brandon-Jones, 2007). Whilst high levels of
system compliance may be aided by increased levels of transparency (Neef, 2001;
Subramaniam & Shaw, 2004), where Perceived EPQ is low, users may find ways to
circumvent official purchase processes (Croom & Johnston, 2003). However, to date,
the evidence for a positive relationship between Perceived EPQ and e-procurement

compliance remains largely anecdotal.



2.4 Literature Conclusion

The literature posits the significant role e-procurement can play in reducing both
transaction costs and purchase price. It is also clear that the level of benefit accruing
from e-procurement implementation is largely determined by the level of system and
contract compliance, which in turn appears to be influenced by user-perceived e-
procurement quality (Fig 1). However, given the anecdotal nature of claims for such
relationships, there is a concern that managers may see little improvement in e-
procurement compliance as a result of attempts to improve Perceived EPQ. Therefore,
this study seeks to empirically test the relationship between Perceived EPQ and both

system and contract compliance.

Insert figure 1

3. Methodology

3.1 Study Companies
The study applies an exploratory multiple-case approach (Voss, 2003), using a
theoretical sample of organisations ranging in size, budget, implementation strategy,

and procurement activity. Table 2 provides information on the case organisations.
Insert table 2

3.2 Data Collection

The qualitative phase of the study began by interviewing 20 system users and 3 service
providers in a single case organisation. Transcribed interviews were ‘open-coded’
based on the provisional literature ‘start list’, interview notes, and post-interview
contact summary sheets (Miles & Huberman, 1994). Axial coding was then used to
group codes with similar characteristics into broader categories (Lowe & Glaser, 1995).
35 structured interviews were then carried out in a further three organisations, to refine
axial codes and propose a measure of Perceived EPQ - the EPQ Scale. In addition,
these interviews were used to measure user perceptions of each axial code based on a
Likert scale ‘well above my expectations’ to ‘well below my expectations’ and to
measure percentage levels of system and contract compliance. The quantitative part of

the study focused on validating the proposed EPQ Scale and the relationships identified



in the structured interview analysis. After piloting, the questionnaire was distributed to
all 295 e-procurement users across 4 organisations. However, given the relatively small
initial sample (295), it was important to ensure a much higher response rate than is
typical for survey work. Following a suggestion by Flynn et al. (1991), the researcher
made contact with all but 11 individuals to seek cooperation with research. This tactic
was very successful and resulted in the return of 274 questionnaires — an overall

response rate of 92.9%.

4. Data Analysis

4.1 Structured Interview Analysis
Figure 2 shows the initial 83 ‘open’ codes derived from the first phase of interviews,
and the final set of ‘selective codes’ which resulted from the grouping of codes with

similar characteristics.
Insert fig 2

Structured interview data were analysed to assess the extent to which perceptions of e-
procurement influence levels of system compliance. The scatter plot below (fig 3)
indicates a positive relationship between the two constructs with a correlation value of

0.722".
Insert fig 3

Linear regression analysis was carried out to explore the extent to which Perceived
EPQ may predict system use. Results indicate that over half (Adjusted R? = .507) of all
system compliance can be explained by average EPQ variable scores (axial codes)
(Table 3). In addition, stepwise regression was carried out to produce a smaller set of
explanatory variables for system compliance. The best solution with four variables
(attitudes, support availability, problem resolution, and system navigation) explains
76.8% of variance in system compliance (Table 4). This indicates the value of using a
combination of variables or factors to explain variance in system compliance, rather

than relying on an average EPQ score.



Insert tables 3 + 4

Analysis also examined the extent to which perceptions of e-procurement may
influence levels of contract compliance. The scatter plot below indicates a positive

relationship between the two constructs with a correlation value of 0.407" (Fig 4)

Insert fig 4

Linear regression analysis indicates that 14% of variance in contract compliance can be
explained by average EPQ variable scores (Table 5). Stepwise regression suggests a
combination of four variables (attitudes, training, orders to suppliers, and support
flexibility) predict nearly half (R? = .499) of all variation in contract compliance (Table
6).

Insert tables 5 + 6

4.2 Survey Analysis

Having collected survey data, it is possible to test the proposed measure of Perceived
EPQ more rigorously. Of the 33 items entered into the exploratory factor analysis, just
3 have been deleted. The remaining solution extracts 74.8% of total variance and 68.8%
of common variance — well above the 60% minimum suggested by Hair et al (1998).
Table 7 shows the final factor solution with details of factor loadings, item-to-total
correlations, and alpha coefficients. Professionalism is concerned with the ongoing
support provided to internal customers of e-procurement. Processing focuses on the
impact of e-procurement on order cycle-time. The training factor considers the
approach to and timing of training, and the provision of additional information.
Specification considers perceptions of system functionality. Content is concerned with
the suppliers and catalogues loaded on a system, and the ease of search. Usability

relates to system availability, server speed and the ease of navigation.

Take in table 7

A detailed discussion of the EPQ Scale’s psychometric properties is not provided in
this paper. However, to summarise, scale reliability is demonstrated by high alpha score
and item-to-total correlations (Nunally, 1978; Churchill, 1979; Flynn, 1990). The

process of scale explication and the assessment of experts in the field point to content



validity (Sekaran, 2003). Construct validity is demonstrated by the high level of
correlation between independent measures of Perceived EPQ, in addition to the
convergence and discrimination of items in the solution (Bagozzi, 1981; Carman,
1990). Finally, predictive validity is established by how effectively the EPQ Scale is
able to predict variance in an independent measure of user-perceived e-procurement
quality and the low level of unexplained residual variance (Hair et al. 1998).

Data analysis can now move on to examine the relationship between Perceived
EPQ and elements of compliance. Survey data support the positive relationship
between Perceived EPQ and system compliance. In this case the Pearson correlation is
0.525" (Fig 5).

Insert fig 5

As with the structured interview data, regression analysis was used to examine the
extent to which system compliance is predicted by Perceived EPQ. Based on the much
larger survey sample, 27.2% of variance in system compliance is explained by the EPQ
Score (Table 8). Step-wise regression was also carried out to assess whether a
combination of EPQ factors could more accurately predict system use. The best
solution contains three factors (Professionalism, Content, and Specification) which

explain 30.4% of variance in system compliance (Table 9).

Insert tables 8 + 9

The survey data also supports the existence of a positive relationship between

Perceived EPQ and contract compliance. In this case the Pearson correlation is 0.656

(Fig 6).
Insert fig 6

Regression analysis of survey data suggest that 42.7% of variance in contract
compliance is explained by the EPQ Score (Table 10). In addition, a combination of
four EPQ factors (Processing, Content, Professionalism and Specification) explains
44.8% of variance in contract compliance (Table 11).

Insert tables 10 + 11

Data Analysis Summary

10



In line with the literature, data analysis points to a positive relationship between
Perceived EPQ and elements of e-procurement compliance. Structured interview data
indicate a particularly strong relationship with system compliance, whilst survey data

suggest a stronger relationship with contract compliance (Table 12).

Insert table 12

Analysis also suggests that whilst all factors are significant predictors of compliance,
their power varies. For example, the most powerful predictor of system compliance is
Professionalism (R? .259), followed by Specification (R? .148), Processing (R? .148),
Content (R? .135), Specification (R? .129), and finally Training (R? .100). For contract
compliance, Processing is the most powerful predictor (R? .318), followed by Content
(R? .305), Specification (R® .250), Professionalism (R? .210), Usability (R? .196), and
Training (R? .140). Whilst these results are interesting, they may be caused by the a
range of factors, including research setting, extent of implementation, demographics of
e-procurement users — to name but a few. Further research is clearly needed before
making judgements as to the relative importance of EPQ factors in driving e-

procurement use.

5. Conclusions

The advent of e-procurement has created significant potential to reduce the total
cost of purchasing goods and services. However, such potential will only be realised if
individuals comply with e-procurement systems and contracts. This paper has examined
the relationship between user-perceived e-procurement quality — Perceived EPQ - and
elements of compliance with the aim of empirically validating anecdotal claims made
in the literature. The research provides academics and practitioners with empirical
verification of the important role played by Perceived EPQ in influencing both system
and contract compliance. As such, it provides support for the view that benefits of e-
procurement are ultimately dependent on delivering e-procurement in a way that meets
or exceeds users’ expectations.

In addition, the study illustrates the value of triangulating data, especially when

exploring social phenomena (Jick, 1979; Bryman, 2000; Mingers, 2001). The research
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supports the view that using a combination of data collection methods delivers more

reliable and valid research findings.

6. Limitations and Future Research

At a broad level, multi-methods research stands accused of mixing incommensurable
paradigms and epistemological commitments (Burrell & Morgan, 1979). However,
frameworks for classifying research designs, based on the relationship between the kind
of information and the approach to knowledge generation, often ignore the fact that a
single method or technique may be used in various ways and by researchers with very
different philosophical positions (Donaldson, 1998; Bryman, 2001; Mingers, 2001).
Empirical verification is clearly an ongoing process (Peter & Churhill, 1986) and
replication studies create increased confidence in the external validity of research
findings. Therefore, replication studies, one in Holland and one in Norway, are now
underway to validate the nature of the relationship between Perceived EPQ and e-

procurement compliance.
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8. Figures & Tables

Figure 1. The Role of Perceived EPQ
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Figure 2. Developing the EPQ Scale — from Open to Selective Codes
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Fig 3. Scatter plot: Average EPQ Variable to System Compliance
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Figure 4. Scatter plot: Average EPQ Variable to Contract Compliance
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Figure 5. Scatter plot: EPQ Score to System Compliance
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Figure 6. Scatter plot: Perceived EPQ to Contract Compliance
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Table 1. Sources of Transaction & Price Savings

8
o g S o
o s - [0]
= = 8 o e
S = 3 o | o ) Z12]5
a o R NIEARS . =] n|2| <
= S = =] N o o ® 3 Slo
Area Source 5 Slg|n|g ElZ |8 2125w w8 = 2|8
° =22 Z1&l°9|= | 8le|S o|o Slw|E|lS| S
ox ol ®|=|E|S Tlels|< 36| = ol MR
218121353322 5]8] |E|0]|2lSlals|E|8|2 o 5|=5
<82 2]8|8|5]|2|S|B[8 |3 3(°|8|E|z|8| 2| E|s
FEREEEERE AP EMEE M EEIEEE
HHEEEEHEEE R EEEEEEEEEEE:
SIG|O|S|2|a|a|z|Q|Z|&|a|S|=|a|G|a|T|E|Z2|a|a|2|al2|S
Economies of
E-Sourcing supplier X X X X | X X
search
. Simplification
E-Tendering of tendering X
Reduced X M M X
E-Reverse cycle-time
Auctioning Reduced
o X X X X
%) negotiation
o Reduced
38 . X| X X X X X| x| x| x
inventory
S Reduced
= p X | X x| x| x X X x| x| x| x X
3] cycle time
B Task
E E-MRO elimination
| E-ERP Invoice
- X
consolidation
Reduced error
) e X X X x| x| x X
in transmission
Increased
. X| x X X
automation
Speed &
E-Informing accuracy of X
data collection
E-Sourcing Increased X X X X
” supply base
(]
2| E-Reverse Contract price
T S . X x| x| x| x X X x| x| x
o | Auctioning reduction
(2]
e E-MRO Aggregation of
3} . X X X X X X X X X
5| E-ERP requirements
a
. Market
E-Informing h . X X
intelligence
Table 2 General Characteristics of Cases
Case 1 Case 2 Case 3 Case 4
Number of employees (FTE) 26,500 800 200 450
Yearly Budget (Total) £1.6 billion £45 million £18 million £40 million
Yearly Budget (G&S) £600 million £16 million £6 million £15 million
Requisitions P/A 150,000 4000 2000 2900
Active Suppliers 13,000 2500 800 2300
Previous Procurement System Mix Mix Paper Paper
E-Procurement Start Data Jan 03 Dec 03 Aug 03 Oct 03
Project Team Procurement Procurement Finance Procurement
Roll-out Strategy Commaodity Department Department Commodity
System Users 156 44 41 54
Departments using E-Procurement 13 of 15 8of9 40of4 110f 11
Level of FMS Integration Extensive Limited None Limited
Use of Reporting Functionality High High Low Medium

20



Table 3. Linear Regression: Average EPQ to System Compliance

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

1 .722(a) 521 .507 10.61800

Predictors: (Constant), Average EPQ

Table 4. Stepwise Regression: All EPQ Variables to System Compliance

Model R R Square Adjusted R Square | Std. Error of the Estimate
1 .692(a) 479 463 11.07617
2 .780(b) .608 .584 9.75476
3 .829(c) .687 .657 8.85233
4 .867(d) 752 719 8.01699
5 .893(e) 797 762 7.37688
6 .892(f) .795 .768 7.27918

a Predictors: (Constant), Attitudes

b Predictors: (Constant), Attitudes, System Configurability

¢ Predictors: (Constant), Attitudes, System Configurability, Support Availability

d Predictors: (Constant), Attitudes, System Configurability, Support Availability, Problem Resolution

e Predictors: (Constant), Attitudes, System Configurability, Support Availability, Problem Resolution, Navigation
f Predictors: (Constant), Attitudes, Support Availability, Problem Resolution, System Navigation

Table 5. Linear Regression: Average EPQ to Contract Compliance

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

1 407(a) .166 .140 19.24018

a Predictors: (Constant), Average EPQ

Table 6. Stepwise Regression: All EPQ Variables to Contract Compliance

Model R R Square Adjusted R Square | Std. Error of the Estimate
1 .506(a) .256 .233 18.16947
2 .633(b) 401 .364 16.55017
3 .701(c) 491 441 15.50780
4 .747(d) .558 499 14.69302

a Predictors: (Constant), *Attitudes

b Predictors: (Constant), *Attitudes, *Training

¢ Predictors: (Constant), *Attitudes, *Training, Orders to Suppliers

d Predictors: (Constant), *Attitudes, *Training, Orders to Suppliers, Support Flexibility
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Table 7 Perceived EPQ Factor Solution

7
-to- E < o~ o -S © © —
Variable o | 2% | 52 | oE | 38 oE | 2B
2 e | Sc | £ | 8o | T
°5 | 5 | 85 | 88 | §5 | §5
o < o< =< n < O < o<
support availability .807 .830
support reliability .818 .784
support responsiveness .869 .899
support knowledge .840 .822
support flexibility 791 .710
problem resolution .824 757
confidentiality .817 .829
friendliness .763 .867
concern shown 793 .919
order processing speed 721 .664
ease of authorisation .644 .547
orders to supplier speed 744 .901
order lead-time .756 .807
processing complex orders .608 490
on-time delivery 724 .805
order accuracy .636 .693
system security 574 .567
timely training .859 .888
appropriate training .903 .982
information provision .755 .654
FMS integration .599 .666
invoice reconciliation .692 .644
system configurability .592 .486
reporting capability 674 719
loaded suppliers .666 .738
loaded catalogues .689 .870
ease of search 571 A73
system availability .539 409
screen loading speed .639 .734
ease of navigation .565 .625
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Table 8. Linear Regression: EPQ Scale to System Compliance

Model

R

R Square

Adjusted R Square

Std. Error of the Estimate

1

.525(a)

.275

272

16.55166

Predictors: (Constant), EPQ

Table 9. Stepwise Regression: EPQ Factors to System Compliance

Model R R Square Adjusted R Square | Std. Error of the Estimate
1 .511(a) 262 .259 16.70946
2 .548(b) .300 .294 16.30319
3 .559(c) 313 304 16.18415

a Predictors: (Constant), Professionalism

b Predictors: (Constant), Professionalism, Content

¢ Predictors: (Constant), Professionalism, Content, Specification

Table 10. Linear Regression: EPQ Scale to Contract Compliance

Model

R

R Square

Adjusted R Square

Std. Error of the Estimate

1

.656(a)

430

427

17.68950

Predictors: (Constant), EPQ Score

Table 11. Stepwise Regression: EPQ Factors to Contract Compliance

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

1 .567(a) 321 .318 19.30318
2 .652(b) 425 419 17.80531
3 .670(c) 448 440 17.48603
4 .678(d) 459 448 17.35661

a Predictors: (Constant), Processing

b Predictors: (Constant), Processing, Content

¢ Predictors: (Constant), Processing, Content, Professionalism

d Predictors: (Constant), Processing, Content, Professionalism, Specification

e Dependent Variable: Contract Compliance (% orders via Contract)
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Table 12. Summary of relationship between Perceived EPQ and E-Procurement Compliance

Perceived EPQ and System Compliance Phase 2 Phase 3
Correlation: EPQ Score to System Compliance 722 (*%) 525 (**)
Regression: EPQ Score to System Compliance R? 507 R?.272
Regression: Stepwise Factors to System Compliance N/A R?.304
Regression : Stepwise Items to System Compliance R?.768 N/A

Perceived EPQ and Contract Compliance Phase 2 Phase 3
Correlation: EPQ Score to Contract Compliance 407 (%) .656 (**)
Regression: EPQ Score to Contract Compliance R%.140 R? .427
Regression: Stepwise Factors to Contract Compliance N/A R? .448
Regression : Stepwise Items to Contract Compliance R? .499 N/A
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