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Introduction

The significance of public procurement has grownagkably which was brought about
by the changes and the development in the regolatwironment both in Hungary and
in Europe. Public procurement which means besidespending of more than 5% of
the GDP in Hungary, a regulated activity the hargllof which causes problems for
legislators and law-enforcement personnel all dber world. This strictly regulated

activity is aimed at spending public funds in thestefficient, transparent and ethical
way, which may mean the most diverse solutions dipg on the procurement
traditions of the individual countries. Europeanagtice, however, with all the

mentioned specific member-state solutions, is npuviowards uniformization. By

means of discussing, and conducting researcheqrtioess will provide great help to
researchers engaged in the investigation of pytozurement in Hungary that by
seeing the examples and difficulties they couldedeine break-out points for the
institutional system, and practice — | think, feample — of how solutions successfully
used in the profit-oriented sphere can be introduire public procurement but in

Hungary.

The present dissertation is aimed at facilitating tletermination of the development
potentials faced by public procurement with a viewthe new directives of the
European Union enacted in 2005.

In his book of 1988 titled “Company, Market and ttev” Coase puts it this way: The
grandest tasks can be found in the new subjectodiréeawv and economics’. The mutual
relationships between the legal system and theagcimnsystem are extremely complex
and we still do not know a good part of how therdes in the legal system influence

the operation of the economic systef...

The dissertation is targeted on a scientific botiher area, the economic approach to
which is considered a new research area in Hundgiamny opinion we as a member-

state of the European Union with its own histonpaoblic procurement and institutional

! This is addressed by Reed, T. S — Bowman, D.Khipper, M. E. (2005)
% In basis of Coase (1988) pp 50-51



system need to explore this subject area through dmmestic experience and
receptiveness. Public procurement can develop atbeglines of research and be

positioned among the numerous economic and legabaphes.

This is my agenda in the dissertation which | staith the presentation of the
conceptual theoretical background and with theifigsl of international research. After
this | go on to define the directions of developmén the next step | formulate the
hypotheses and examine them by means of the queatie survey and on the basis of
the analysis of the database of “Competing the Wadsearch project. The empirical
research is followed by the summary of the conolsiand putting forward my

opinion.

The theoretical background of the study can beclagid to the discipline of business
studies. One of its most important tasks is torge&ind analyse the public procurement
market in the course of which one can get an answére question where there is an
opportunity to change with a view to the regulatemvironment, and what the actors
consider a problematic area and what they regamal @sakness. In order to attain the
research objectives it is necessary to explore rfeket and give unequivocal
definitions and explore the constraints of possibd for change, as well as to find out
what conclusions other researchers working in simiegulation environments have
come to in their research of public procuremenivagtfrom a non-legal point of view.
The analysis of public procurement as a specia typpurchasing activity serves the
extension of the theoretical background, closelgtes to the findings of international
researches that are critical of the less purchaseted approach of public procurement.
This takes place in Part | of the study subseqteetiie presentation of the background

of international and national literature.

The next stage is in Part Il of the study analyzimg opinion of the public procurement
market players on the basis of the questionnaireetdound in Annex 3. It partly
answers the question whether the present statbeoptiblic procurement market in
Hungary has been properly surveyed. Based on ttzeafiahe “Competing the World”
research project and the responses given to teevietv we can also learn what the
reactions are to the most significant modificateaused by the directives, concerning

the electronic support of the procedures and thetminic procurement techniques. In
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this way we can prevent e-procurement from genmegakaggerated expectations in the

market of public procurements.

The research is, at the same time, descriptiveherohe hand and explanatory, on the
other (Babbie, [1996]). It offers the exploratiohtle condition of public procurement
market in Hungary by means of identifying the pb#isies for development in

Hungary, and its explanation by suggesting whatithigs are.

My hypotheses are discussed, subsequent to thenpaéisn of the purchase-theory and
business studies foundations, in four questionsapeathe basis of the database analysis
of my questionnaire results, of the “Competing terld” research project and

interviews.

My hypotheses that have partially been acceptddligraccepted are the following:

Question areas Hypotheses

I. Culture, project | H1: The changing of the regulatory background esdause of
approach, efficiency | the actors’ uncertainty and weaker initiative dpili

H2. The quality level of public procurement cuducan beg
regarded low.

H3. The efficiency of public procurement does catne up to
that of the profit-oriented sphere, but by explatexperience
it might decrease the gap.

H3/a The extremely high degree of inclination &els legal
remedy is different from the European trend ana lmrrier to
more efficient public procurement.

H3/b One of the most important barriers to incig
efficiency is the disproportionately heavy admirdsive
burden.

JJ

Il. Purchase-oriented | H4. The practice of public procurement in Hungawy| i
public procurement | distorted, mostly because of the one-sided conoepich
treated economic issues as marginal ones, and hveateast
purchase-oriented.

lll. The institutional | H5. The system of public procurement institutioran doe

system regarded as out-dated and needs renewing.
IV. Electronic public | H6. The precondition of the introduction of eleci®
procurement procurement in Hungary is a more active and maegilfle

attitude of market actors.

Table 1.

The relationship between the question areas andhypehteses
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When formulating the above hypotheses and doingatiaysis | took special care to
help the reader understand and possibly enjoy tlagysis of this excitingly changing
and developing market and the special featureshisf field. Therefore | described

practical examples and the written responses ofrtfegviews as well as life-like and
realistic problems.
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1. The antecedents and conduct of the research and the
propounded questions.

| started studying public procurement as a PhDdestt in 1998 working as an
economist and lawyer at the Prime Minister’'s Offf¢de Chancery). Since 2000 it has
been one of my assignments to work on e-procurenuification, and | am a member
of the IDABC electronic public procurement workiggoup of the European Union and
also work as a public procurement consultant, lrépishing and seek opportunities to
express my views on public procurement as a relsearc

In the course of the research work preceding thiéngrup of my dissertation and
practical activity it became clear that economiofessional literature shows little
interest in developing public procurement issueslimgary. It was the international
analyses that made it clear to me that handliregal lquestion area can take us very far
and how diverse and interesting field it can be d#owresearcher. In the field of
international public procurement research, for eplamthe following areas have

appeared in the past decade, showed in the Figloerb

Public procurement
and innovation

Consortial
purchasing

PPP in public
procurement

Electronic
procurement

E-government

and public The theory of
procurement Public public procurement
procurement decisions

Procurement o
educational )
institutions Industry-specific

studies
Defence
procurements Health-care
procurements

Legal comparsons

Figure 1.

Research trends XXI.
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Out of the research trends indicated above theioakhip of public procurement and
innovation, the theory of procurement decisions #re industry-specific studies are
new in Hungarian public procurement research. Steigfinom the lack of information,

it is very difficult to learn about the activity afie public procurement market actors.
Considering the fact that the central procuremanttion is gaining in importance in
Hungary, it is therefore, worth studying the chéadstics of joint procurement
institutions. While electronic public procuremenayrplay a key role especially in the
definition of break-out directions which | treat askey issue in the course of my
research.

The dissertation has, therefore, the goal to fatdj with respect to the recent directives
of the EU that took force in 2005, the identificati of development trends and
opportunities faced by the public procurement mankddungary. Among the research
trends, not listed above, one is of great interemnely the East-European, East-Central
European markets are still to be identified by phafessional literature, although since
2005 there have been several conferences convieaetave expressly focused on this
region of Europe. | trust that subsequent to thentification of the specifics and
development opportunities in Hungary, that focus ba broadened by extending the
utilized theoretical foundations and the field ¢enidentified as the direction of further
research.

One can find the conduct of research and the dathits antecedents:

14



Preparation of the research Completion of
the research

Based on my own

Identification of the . . questionnaire, survey of
purchasing theory | Positioning domestic public procurement

background procurement and
2 \. identification of market.

development Precise definition (_)f
develobment potentials

Charting the Public 7y
Procurement market

Reviewing domestic Electronization of public procurement
and international based on the data of
literature “Competing the world research” and its
assessment as a direction of development

Analysis of the e-procurement practice
of the profit-oriented

Figure 2.

Conduct of the research

Part I. of the dissertation

In Part | of the dissertation, its theoretical bgrckund is introduced, with an outlook on
international literature related to the topic, thdme focus is put on the public
procurement market from a business-management pbinéw of public procurement.
Following the description of the main developmeaerhtls and the profession of public
procurement, | summarize the literature and intcedilne main actors and stakeholders.
In the next step | identify from a purchasing paifitview the specifics which make it
clear that we are talking about a special kind ofcpasing activity the research of
which can be at least as varied as its procuretheoty background not yet explored in
Hungary.

One of the most important international researdjegts of which the Department of
Business Economitsof Corvinus University of Budapest could be paftvia the

Hungarian Association of Logistics, Purchasing dngentory Mangement, the

% At present: Department of Logistics and SupplyiGhaanagement
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International Research Study of Public Procurenig®PP) which (by examining the
consortial procurements and the relationship betwerovation and the efficiency of
public procurement) points to radically new direns in the course of identifying later
research areas of the field. One of the most essé&gues is the identification of those
elements that try to render the efficiency of palpliocurement more tangible, and help
refine domestic practiée

The formulated development directions can only ailewithin limits, in view of the
bureaucratic environment strictly regulated bydirectives. That is why it is necessary
to treat the experience of regions and nationsldpirgy in different environments very
carefully with reservation. Of great assistancehes opinion of experts, who do not
work among different directions and therefore miess strict environment, but when
evaluating literature one has to be much more casitiThe scope of action must be
curtailed by the common regulatory environment, chiletermines directives for the
geographical area of the European Union and aldimitled by the small circle of
researchers that deal with the field from an e)gyason-legal point of view. However,
in order to be able to examine the opportunitiesawe the public procurement market
of the European Union will have to face up to, sadlesearch model needs to be relied
on that is broadly accepted and is applied to tigh lquality analysis of questions
researched by the profession. The IRSPP reseatetests to be presented later will
lend themselves to such analysis, which will previgrounds in comparison with
conditions in Hungary for shaping the directionswther development.

It is difficult, however, that public procuremerts a field of research is regarded as
guite novel, for we have had a regulation definpudplic procurement since 1995, that
is, for 10 years, and also missing are the acdessiata-basés as do the market
analyses for Hungary.

Public procurement as a field of research was piiynaxploited from a legal point of
view which has been surpassed by internationahlitee. ThdRSPF® researchor the
activity of IDABC ' pertaining to the development of public procuretrepproaches
the problem primarily from a purchasing aspectwdrap organizational, responsibility

and technological, etc., steps ahead. Besidegitmgarian activities in developing

* On IRSPP research see in detail: Introduction

® For an analysis of the official data-base see:e&mm. 2.

® International Research Study of Public Procurement

" European Comission Enterprise and Industry Dirat¢éo- General, European eGovernment services,
The Interchange of Data between AdministrationgRnmme

16



teaching materials the research team of th&ournal of Public Procurementis such
that is turns out literature also available in Haryg which approaches the topic from an
electronic aspect, for example, and offers usefidrmation to learn about the practice
of other countries, and to recognize trends.

The above list is not complete, however, it is gmeso distinguish four major groups
with respect to information available in Hunganerkl | am going to discuss briefly the

development work of these four groups

IRSPP

The International Research of Public Procuremengéndbforth IRSPP) is an
international research with the participation ofpests of both theory and practice.
Conducted since 2003 with the support of the Chedténstitute of Purchasing and
Supply (CIPS) the Dutch Interdepartemental Professi Procurement and Tendering
Project (PIA), Nederlandse Verenining voor Inko@magement (NEVI) and the
International Federation of Purchasing and Materianagement (IFPMM) several
papers and studies have been published about skestzdies of the first workshop and
on the basis of the questionnaire survey of thersgevorkshofs.
The individual studies
- Inform about experiences concerning a particetamty, for example:
Challender G.-Schapper P.: Public Procurement ReforAustralia: a Federal —
State Evaluation;
Baeyens B.-Martel, M.: Budget and Organization mefolmpact on Public
Procurement in Belgium;,
Read J. J. D.: How to Improve Procurement Servioe€lients: Presented by
Public Works and Government Services Canada;
Drabkin D.- Thai K.H.: U.S. Federal Government Rmeenent: Structure,
Process and Current Issues;
Van de Gronden J., Bloch K., Ramn N., Harland CaJk&r H.: Procurement in
the United Nations System;

- The outcomes of reform ideas are discussed bgxample:

8 Enumeration of studies see: List of Literature
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Seth Jones D.: Features and recent reforms of gowatt procurement in
Singapore;
Van Vuuren K.-Badenhorst-Weiss J.A.: South Afriddrovincial Government
Reform: using a shared services model to transftiBack-Office” support;
-Raise questions, for example:
McCure C.P., Buffington K.W., Howell A.D.: The FrdiiRed Tape Dilemma in
Public Procurement: a study of U.S. State and LGealernments;
-They urge exemplary solutions, for example:
Kivisto T.-Virolainen V.M.: Consortia purchasingditogistics in Kuopio area —
lessons learned from a four-year project, Finland;
Aylesworth M.:Consortia Purchasing for Higher Edima in Canada, US, UK
and Australia;
Dooley, K.-Tonkin C.: The development of procuremeducation in Australia;
-They present industry-specific inquiry, for exaspl
Essig M.-Schafer B.: A purchasing Co-operative fonergy Sourcing in
Germany;
Harland C., Rudd, A., Knight, L,, Forrest, S.: Rmament in the English
National Health Service;
Van Vliet, H. —Telgen, J.: Purchasing ConsequenaedPutch Heath Care
Organisation and Financing;
- Comparative analyses were offered by, for example

Tonkin, C.: E-procurement: a cross jurisdictionanparison.

| studied these diverse inquires and the caseestudid drew conclusiohsvhich make
up a part of my research work. The model shapeth®iRSPP research as well as the
development trends that crystallized are antiagpetiof conclusions to be drawn later.
From this point of view | utilized the findings tie IRSPP research (especially the
related materials of Workshop [) for the Hungaramditions and situation and formed

my hypotheses.

® Workshop I.: Government reform and public procuzetr(2004)
Report on Workshop |.
Executive report of Workshop |.

Workshop II: Survey findings of workshop Il. (2005)

18



IDABC

The European Commission Enterprise and Industredborate-General, European e-
government Services, henceforth IDABC'’s reports aotking material¥ publish the
results of such surveys that purport the speedmgnd uniformization of the process
of public procurement. They can serve as the lsietermining development trends
owing especially to the similar regulation enviramh

The e-procurement workgroup of IDABC has reguléudyl its session since 2003 in the
course of which | have had the chance to partieipathe discussion of the problems of
individual member-states, and follow up on the idifities of the decision-making
process, the barriers to the creation of a unifeuropean Public Procurement.

In the course of codification activity at the Infoatics Government Commission of the
PMO then in the framework of E-government Centhave had a chance to participate
in the work of the IDA E-procurement Working Grougarning about the procurement
practice of the respective member states, as weadbaut the change in the Hungarian
regulation of public procurement.

This experience and the regular writing of repontsde it possible for me to draw on

the events of the past 3 years when formulatingamclusions.

Development activity in our country

This research had been preceded by developmentackglobund materials that
presented the relationship between purchasing abticpprocurement as compulsory
material of the “official public procurement” conants’ trainings. (Council of Public

Procurements’ local government training, BKAE Faguwf Public Administration —

DFT Hungaria, Budapest College of Commerce, Budapes/ersity of Engineering

and Economics, Hungarian Association of Logisti¢drchasing and Inventory
Managemerit) as well as the Corvinus University of Budapestiaml course on

public procurement, and the development of the natéor the Public Procurement
desk officer training (National Training Register).

19 For example: Study on Monitoring of Public Procusst int he European Union using Panel Data-
Final
Functional Requirements for Conducting Electroniblie Procurement under the EU Framework (2005)
11

HALPIM
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My activities as a university faculty member at epartment of Logistics and Supply
Chain Management and of the Institute of BusinessnBmics (Corvinus University of
Budapest) provides another important theoreticak@eund to the dissertation. The
topic emerges year after year among the themdwedtudents’ scientific papers. Every
year a research topic related to public procurenseadvertised for student competition
of scientific papers at the TDK (Students’ ScieatifConference) and HALPIM

competitions at the Institute of Business Economics

The publications listed in the literature have lyarhoved in the direction of new
topical areas related to public procurement andherother hand, partly tried to discuss
on basis of European examples what developmentbildgss the Hungarian public
procurement has, and what we can expect from taegthg regulation.

In order to decide, how public procurement can belerefficient, transparent and make
public money spending more economical and what ldpwgent directions can be
pointed out by using the expressly theoretical é@aion of public procurement, it must
be identified what we mean by these expressions: the public procurement market
and the market actors as well as other stakehotwerde identified and how can the
institutional system be presented in our brief mulpkocurement-history. A kind of
forerunner of this is my own questionnaire surveyart Il. of the present study, which
will be followed by a questionnaire survey of salethousand informants by the
Budapest Chamber of Commerce in September 2006l e my job to coordinate, to
compile the questionnaire, and evaluate it. No ti®saire survey of this scale has
ever been conducted in Hungary before, therefaethfession is looking forward to it

especially to the most active utilitiésand bidders’ groups.

This information is all needed to be prepared, $8easing the present infancy disorders
of our public procurement, to formulate criticafyunded proposals for amendments.
Quite often there emerges the need to discuss tsulghfar-reaching topics like the
examination of receptiveness to electronic techesqgua order to dispel misconceptions
which treat certain solutions as high priority gnesspite of the fact that its conditions
have not yet been established not only becausehefweaknesses of the public

procurement market. Highlighting the question aséalectronic public procurement

12 Contracting entityies by the Directives See. Aqfen
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the present dissertation tries to throw light agathe backdrop of the ideas of Moon,
M.J. (2005) one of the authors for the Journalwilie Procurement, on the fact that the

source of our weaknesses may not necessarily hec¢haological shortcomings.

JOPP

It is worth therefore referring briefly to the aaty of the multifaceted group of authors
working for the Journal of Public Procurements.

The research on public procurement is rightly fathan the studies that discuss the
role of public procurement and point out its grogviimportance in spending public
moneys (Caldwell, N. — Walker, H. — H.- Harland,-€Knight, L.- Zheng, J. [2005]).
The majority of the authors working for the Jourr@l Public Procurement are

participants and organizers of the IRSPP rese&ooh,

The schemes, which try to introduce the best praadf the industry, also formulate
their thoughts in a purchasing oriented approade(R.S. — Bowman, D.E. — Knipper,
M.E. [2005]). A good starting point is laid down Kiye article by Thai, K.V. (2005)
about the challenges of public procurement, whichelated to the IRSPP research
adopting a multiple approach including economy,ietgc informatics, regulation,
corruption, management and requirements. Articliésriog practical advice are not
missing from the portfolio. The experience of stgat procurement (Matthews, D.
[2005]) or the experience derived from the intradac of procurement cards (Colianni,
M. A. [2005]) guide reader to interesting fields.

The Journal of Public Procurement provides the nspstce to studies dealing with
electronic public procurement. | have articles obdvi, M.J. (2005), Ancarani, A.
(2005), Croom, S.R.- Brandon-Jones A (2005) or ICId.- Mountray, C. (2004) in
mind. The latter one, for example guides us to mpietely new field, the world of
market-places while in this subject area the reseas generally share their ideas with
the readers in relation with implementation or nggamaent-problems.

The articles deal with a very broad spectrum ofaeprement from the possibilities of
small enterprises in a marketplace (Clark, M. — May; C. [2004]) in the way to the
use of reverse auctioning from the viewpoint of Edulations (Soundry, O. [2004]) or

on the accessibility of web-sites (Bruno, G.- Ego.- Mastroianni, M.- Vellutino D.
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[2005]), but none of them does say unambiguously the introduction of electronic
support took place without a hitch. It is worthtdising to their opinions and learning
from their experiences whether it concerns eleatropublic procurement or
procurement-centralization, or the transformatibthe institutional system, or the PPP
(Lawther, W.C.- Martin, L. L.:, [2005] or Batran, A Essig, M.- Schaeher, B., [2005]).

Part Il of the dissertation

Part Il offers a detailed presentation of the cand research in accordance with what
was laid down in the thesis-plan earlier (2005)bstguent to the presentation of the
research objectives and methods there follows tlesemtation of the formulated
hypotheses, then the inquiry into the hypothesdslam analyses of the responses to my
own questionnaire, then comes the conclusions dritam the date-base analysis

related to the “Competing the World” research prbjater presented in detail.

The questionnaire was distributed electronicallyh® chosen target group. | organized
and formed the target group with help of the Fotiodafor the Culture of Public
Procurement members so that the questioned peagdl@iiough information about the
market to fill in a form different from traditionajuestionnaires which also required
several detailed verbal responses,*tooPart of my questionnaire was the task to
prepare a SWOT analysis suitable to evaluate timerge interest of market players.
Concerning the public procurement, my assumpti@ the market actors knew very
little about this field proved right. At the samiené¢ | also had opportunity to test
receptiveness to e-solutions on a database whaget group were less from the actors
of the public procurement market. The attitude tpracurement of the most active
profit-oriented enterprises of the buyer-supplielations shows well how much it is
possible in Hungary to handle as a real breakoumtpe field which generates

exaggerated expectations.

The basis of the alternative database is the swweagucted in the framework of the
research program “Competing the World” of 1995-§7tle Department of Business

Economics (Corvinus University of Budapest). Theesrch was repeated in 1999 and

13 See: Annex no. 3.
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in 2004 with the same logic. The main objectivetied survey was to form a picture
about the competitiveness of the corporate spinelfingary at the time of accession to
the European Union. In the course of the survey@btipanies provided valuable data.
The data-base of this research secures for me @ortapity to form a picture whether
the informatics support of procurement characterisiingarian enterprises or not,
considering the fact that the questionnaires contpiestions specifically inquiring
about this* .Therefore, the research yields a chance to lehout the reactions and
ideas of the bidders’s side of the market and deeng-term conclusions concerning the

public procurement market.

14 See: Annex no. 4.

23



2. Topicality of the research

With regard to the obligations stipulated in the EuropAgreement, Hungary has paid
special attention to the content of the directiséshe European Communities. Since
one of the main objectives of the European Commemivas to eliminate internal
burdens and trade barriers an extended and uniftedhal market should come into
existence, and at the same time strengthen thetperof companies in this market.
Although in the Treaty of Rome and its later ameadtmpublic procurement is not
mentioned by that name later become inevitablenttboumly regulate it at Community
level. The first directives pertaining to publicopurement as an essential element of
creating the unified internal market was enactetha 1970s. The real breakthrough
took place when the White Book was issued on thgl§iEuropean Act of 1987 which
actually defined it as an unquestionable objedtivereate a unified public procurement
market.

The system of directives concerning all sectorpudiflic procurement had taken shape
by the beginning of the 1990s but it did not addglyaintegrate into the regulation of
the respective member states, nor into their practihat is why it became necessary to
reveal and solve the difficulties in the public pueement market in November 1996,
and for the European Commission to publish the @rBeok. It summed up the
relationships between procurement policy and theketaand its regulation and the
experience derived from their operation and theltesg tasks. The paper introducing
the debate practically purported to highlight theaW points of the market and to launch
public debate about the experience of the enforoéofehe law.

All this was closed by the commission’s statemen1@98. The simplification of the
legal framework took place as did the preparatibthe new directives which finally
took force in 2004. Our regulation was shaped atingly, which set out in detail the in
principle simplified union rules and map it out fbe Hungarian conditiors.

Our completely renewed public procurement regutdfio“brought into” the

competence area of utilitis, and intends to introduce such new procedurasroad

15 Berényi el al (2004)
16 Act CXXIX of 2003, completely amended the Publiméurement Act XL of 1995.
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such new control methods that the market actorsnateat all accustomed to. The
research appears to be particularly timely, becausepublic procurement history has
come to the turning-point when, besides introdugotutions already tested in other
member-states (central procurement organizatiolestrenic basis in almost all EU
member-states), we can shape our public procurempeattice jointly with other
member-staté&

There have been few public procurement investigatiazhich approached public
procurement from business point of view (Zsarnagre@day, Kaszas [1999]), therefore
have not accomplished fundamental guestions suctheagdefinition of the public
procurement market or taking stock of the stakedrsld Nor have there been
comparative analyses made and studies written whiate sized up the public
procurement development process in Hungary. Noe hthere been any official and
acceptable quality statistics compiled which caddve as the basis of analysing public
procurement in Hungary in the past 10 y&ars

That is why it is particularly important to takebeoad view of the subject matter and
point out that public procurement is not just pairta contracting process but if is a
peculiar purchasing activity together with its ghase-centred literature. It is essential
that we should help unify the terminology of pubfcocurement in Hungary by
identifying the market and its actors and by foratinlg fundamental definitions.
Furthermore, it is indispensable that by taking iobnsideration the latest international
research findings, we should identify the developirteends, and the possibilities in
Hungary and find the way forward that suits ouratdlities and conditions best.

This will constitute the content of next section.

" The new APP extended the subjective force to deehine utilities (public service providers) whishai
novelty in Hungarian practice. In this way, for exale, MOL Plc. Also falls under the force of thigt af
Law.

18 On the history of Public Procurement in Hungary aeshort summary in Annex no. 1.

!9 For fundamental statistics, see Annex no. 2.
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Part |. Theoretical background and conceptual
framework

The pre-eminent feature of the approach is thatway so far little used in Hungary, it
approaches the topic from the side of purchasinthéncourse of which management
knowledge and relationships are to be applied.

The approach to the topic is greatly broadenetercburse of discussing the theoretical
background. One cannot strive to be comprehendive,t is important, that in the
course of defining the position of public procuremand identifying the literature
background it is indispensable to put forth theagl®f such thinkers as Friedman
(1998), Stiglitz (2000) or Kotler (2004). In viewf development opportunities the
theoretical framework is determined by the findinfshe IRSPP researchwhich also
helps identify our chances to move forward.

Subsequent to this there must be such barrierspocated that, within the limitations
of the directives permit the formulation of reatisproposals. To achieve this, such
solutions can be taken into consideration that haagterialized in similar conditions
and can therefore the case studies on EU membessifithe IRSPP research and the
Journal of Public Procurement can also be usefuflottunately public procurement is a
rather new field of research in our country and hese little information available
about the public procurement market. At this stafydevelopment we happen to be in
the aims cannot yet be completely met which coestand regions with longer public
procurement history and more mature public procergmoulture can set for themselves
(efficiency criteria, consortial procurements et&it in view of reality this framework
appears to be the most acceptable in this specsasken the actors of which are

increasingly receptive to novel ideas and concepts.

2 |n more detail see Chapter 1.3
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1. International and domestic practice and theory

The international and domestic outlook on the maéional research referred to partly in
the dissertation and accessible in Hungary caknétin to the development of
Hungarian literature and that of the profession &mdhe continuous change in its

sphere of interest.

1.1 International researches
Primarily the papers of the International Rese&tirdy of Public Procurement of the

years 2003 and 2004 and the comparative analygegs dburnal of Public Procurement
serve as international research background, | madekiled mention of in the
introductory part.

The next stage of building up theoretical backgtbunok place as the research
progressed. The IRSPP research has a procurenieninrdetermining the trends of
development, with special regard to the resultsvofkshop 1., where | try to find the
points of link-up to the Hungarian scene througtkimg the following observations.
This study is of an exploratory character, whiahsat the comparative study of public
procurement. One can say that international reBeams, in its kind, substitutive in
character, which helps position Hungarian publiocprement among the public
procurement systems in the world.

The model and the problems and characteristic fesittelated to its most important
aspects are presented below. The points of congpaasthe model that emerged as a

result of the research are as foll6lws

21 Executive report of Workshop I.
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Figure 3.
TheHE IRSPP model

Government activity is in the centre of the mod&écisions are made determine the
different levels of the decision-making (centralvgmment, government, individual

government institutions, made by a group in thelipigector or the person in the public
sector). In Hungary Parliament is the very cenfrg, dor the most important actor and
responsible factor, the Council of Public Procuretndirectly reports to Parliament

annually.

The type of activity can be political, strategicidamanagerial or operative which is
closely linked to the question which level of demmsmaking is needed. The right
government activity is based on the consideratibmetevant factors, which factors

belong to the procurement market (components oflyntsservice, risk, value) the

buyers’ market (critical attitude, standardizatiaecuracy), the environment (policy,
economic, social and technological) available arguaable technology (procurement
card, e-shopping centre), dominant compulsion (@#&pagiven circumstances) in the

sense of the model. The individual hypotheses Vfemaulated later by taking into

consideration these viewpoints and high-priorityedences and relevant problems.
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Resulting from the nature of the sector the esskdiiferences can be grasped on the

basis of the following viewpoints:

attributes typical of the procurement of the pubkctof?

complexity of relationships

- historical events that influence the public sector

- different tensions between central and local istsren the state sector

- in several public law systems there are 3 or 4 gawucal levels of government
(national/federal, member state, county, municipgand consequently a very
large number of government institutions deal withcpremerft

- in some cases a special public procurement orgamizais a special

characteristic: for example in England NHS Puraimgsind Supply Agency and

Gema Aerospace Centfe

The type and levels of here so-called Governmetibras are not so significant in
Hungary, for the regulation is made centrally, la national level. The regulation,
although not in the centre of our inquiry, is basadhe same foundations as that of the
EU member-states, therefore public procurementungary is not worth positioning on

the basis of this aspect.

Accountability is also not in the centre of ouruy, but taking into view the ratio of
legal remedy proceedings in Hungary, accountabiibd is rather wide-range in
Hungary. The most problematic is a related questtbe lack of process-oriented
procedure-control that complies with the Europe@md. This topic takes us much
further than clarifying the issue of responsibiliffhe weakness of accountability is
closely related to the rudimentary state of initis and the rejection of e-procurement
for its transparency and the stakeholders’ corsfladtinterest.

The influence of the sales, purchasing and othapient factors and the stakeholders is
little different from the other newly joined couets taking into view the contingency-
theory foundations. The strong competition andittaglequate practical experience of

the actors throw into relief some fundamental stwrings, for example, in the field of

22 The theoretical background of the study rests griljon this in Chapter 3., Part |.
2 This point of view is less interesting in our ctyrtaking into consideration the single level reegion.
*Reference is made to this in the study in relatiothe system of centralized public procurement
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meeting bureaucratic requirements. The differencehé respective case studiewas
clear in the sociological, demographic, technolaljitegal and economic sense, but
they did not aim at finding the best solutions. Qofethe challenges faced by the
research was, at the same time, how national peagemt policies and strategies can be
developed in compliance with national charactergsti

Further on, a brief summary of the results is givdantifying the relevant problems in

relation to Hungary.

- It is a general problem that the adequate managemformation are missing and this
hinders efficient decision making in most natiolts.consequence is that it is not the
planned developments that prevail, but rather ¢aetions to pressure. Changes in our
domestic regulation are increasingly assessedrratheuick-fix reactions to scandals,
abuses. A good example in case in Hungary is taéK&8y case”, that is, the corruption
scandal of the chairman of the Public Procurememh@ittee of Parliament, as a result

of which an unexpected increase of the severith@iaw took placzé.

- As indicated well by research findings in Hungdfgr example, Beracs [1987]:

Chikan et al [2004]; Otvos [2002]) the prestiggpafchasing in company practice is not
very high, the judgement of its operational rolésfahort of the role literature tends to
present as examples of what we can find in advanogabrate practice. Improvement
of quality is to be achieved by means of the “affigoublic procurement consultant

system” in Hungary. The shortcomings of the qudétel of the profession is expected
to remain even after the introduction of the buoeatic system. In other European
countries the cooperation between the actors ofigpbocurement and the researchers
and experts is much more intensive. Perhaps theckample in case is England where
they have been involving the best procurement égperthe development of the NHS

System (for example Harland et al [2003]).

- While in some countries the “value for money naiple is self evident, its application
in other countries is problematic. Practice in oountry gives preference to the lowest
possible price. The admission of partial viewpothtst are difficult to parameterize (for

example, the determination of the structure andigde®f a home-page) in the

% gee: introduction
% See: Chapter 3.2
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evaluation system also point in this direction. Tmanges in the regulation will not,
however, change the wide-spread application optiee-based solutions rooted mostly

in the limited resources.

- The judgement of the environment of public presnent is changing everywhere
moving in the direction of a political role and tmsing less on questions relating to the
public procurement transactions. This facilitatediblgc procurement policy
accommodating to government policy, and practicatigkes procurement part of a
social reform (for example, post-apartheid Southiedf). This can be observed in
giving preferences to small and medium enterpritessies surrounding the easing of
regulation are continuously on the agenda in tHeiqad arena, but the limits imposed
by the directives do not let them prevail. Theren@ possibility for what used to be

permitted by the old regulation that is for helpthg preferential, protectionist solution.

- In states where the approach is law-based, thatwhere a legalistic public
procurement approach is strong, it is hard to dlier situation in a strategic direction.
Similar to what was summed up in the previous pdim scope for action is limited,
this is on the one hand a barrier to the prevalehgmlitical pressure, unfortunately on
the other hand to letting long-term schemes succ@edood example in case in
Hungary is the failure of electronic public proament, which fell victim to the changes
in the regulation environment and to the changesirategic ideas from one

parliamentary election to the other.

- On the basis of case-studies three “types” ofipyivocurement can be distinguished:
1. Public Procurement is just an administrative fumrctivhich complies with
the regulation.
2. Public Procurement works on the basis of “value fimoney” principle
meeting social and economic aims.
3. Public Procurement works on the basis of “valuenfmmey” principle, it is

part of the ability to govern.

Not a single case has been found by the researe¥tezee the authors reported on
having managed to achieve the third category asgaa unified and steady line of

policy. This also means that each type identifiedeaelopment phase. In more ways
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than one the example of the United States and GguRrovince of South Africa
demonstrate a kind of more integrated role with gogernment. Hungarian practice

appears to fall into the first type according te #xperiences in Hungary.

- Information is the key to public procurementisihard to compare the performance of
the procurer with the original strategic intentiomithout background information.
Without domestic databases it is hard to offer man®le from Hungary. Information
on public procurement is limited due to the podiablases, so nobody can measure the
changes in the performance and effectiveness ofpth#ic procurement market in
Hungary?’

- The cooperation of the procurement organizatipine consortial model) is in vogue
regional and intergovernmental ties strengthennti@nal and local decision-making.
Owing to the information-gathering capability ofigde procurement it is capable of
suitable aggregation of expenses. Consortial pemoants take place mainly in the local
government associations in Hungary. Opening uppibssibility for joint bidding in
2005 did not bring about a breakthrough in the dsifnenarket. For the time being, the
actors of the domestic market do not often thinkh@f solution. In this respect | rely on
the approach at Kivisto, T., Virolainen V. and &elE. (2003).

Apart from the publication of the full IRSPP stuthere is a need on the basis of
informational research to place Hungarian publacprement in a model. It contains on
the one hand, the identification of the nature ledf sector (for example, there is no
regional or federal level) fitting it, on the othdrand, in the respective public
procurement types, the ability to move in the dimet of the new economy, the
possibility of protectionism and the determinat@frithe general relevance of the study
in relation to Hungary. Subsequent to this, théestants are delimited by qualifications
and one can determine future potentials for devetoy according to the new directives
and the “E-Europe 2005 Action Plan”.

With respect to relevant literature | make refeeetw the ideas of Tonkin (2004) and
Moon (2005) as well as the approach of the authacs researchers of the Journal of
Public Procurement with special regard to Thai®OQE] in Thai et al [2005]) and Reed-

Bowman-Knipper [2005] in relation to the challengépublic procurement.

27| present a brief analysis of the poor qualitypoblic procurement data in Hungary in Annex no. 2.
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The six kinds of challenges identified by Thai ehéremities of public procurement, the
achievements of social and other goals by mearsublic procurement shortage and
the possibility of corruption, regional and intetinaal opportunities, management
expectations and technological development appestie question from a different
angle, but must play a part in the course of foating) development opportunit@s

It goes beyond the scope of the present reseantigeserves mention the initiative in
the framework of which an international conferenme Public Procurement was
convened in Sofia, Bulgaria (National Public Pretnent Conference Sofia, 14-
15.04.2005° and 21-23.06.2006.) where there was an opportamigxamine in detail
the East-European and East-Central European sadutibis of indicative value, at the
same time, that there has been an increased intérpsactising experts in the Eastern
European and East-Central European solutions. timfately no valuable research
work has been made about the countries of lateysagan to the EU.

The IDABC working materials in relation to electrorpublic procurement solutions
complemented with other, for example, Bellreseaacil GKI-net survey$, which
focused mainly on the utilization of electronicigans, supplementing the analysis on
the basis of “Competing the World” data-base indberse of my own research.

The analysis of the procurement background furtimein Part | takes a broader view of
the definition of the theoretical framework in tbeurse of which | make reference to
the works by Kotler, Majoros, Baily-Farmer, Beradprd, Wilkinson-Young and
Chikan-Demeter. In defining opportunities for fugthsteps ahead, | rely mainly on the
experience and writings of the researchers of dlienal of Public Procurement and the
IRSPP research

1.2 Public procurement literature and the developme  nt of the
profession in Hungary

The attention of public procurement literature inngary has been focused mostly on
legal issues owing to the simultaneous developroétiterature and practice and the

changing legal environment.

2 The further findings of the IRSPP research arestny-specific, which are not utilized in the prese
study but they are likely to be used in the futaepending on the availability of more detailedistizal
figures for Hungary.

29 For the topics of the presentations of the comiegesee: List of Literature

%0 See: Annex no. 1.

1 Enumeration of Studies, See: List of Literature
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Among the modest volume of research in Hungaryrizsa Gerenday, Kaszas (1999)
is outstanding, for besides interpreting the AcPablic Procurement they also focus on
the development of domestic industry, the increasiolume of transportation which

might also be considered as the forerunner of ttwe-legal approach. Very little

information is available for this period, therefaheir work is substitutive in character,
for it covers the first three years, when markebscwere only learning about the
notion of public procurement. Professional orgamies in this period considered it a

success when the majority of the market have ajreadrd about public procurement.

Mezei- Horvath (1997), Fazekas-Kovacs-Székely (1L9¥Bssewfy-Varday (1999),
Berényi et al. (2004), Hubai (2004), Patay (20Qz)raach the issue from the legal side,
limiting the issues to the explanation of regulattbat changed in the meanwhile, and
to formulating practical experience (especiallyayatenyér [1998[, Patay [2004]).
International experience was first presented byeKes-Varga-Varhelyi (1998) to the
interested public in Hungary. While the opportwestiinvolved in the directives and
subsidies were introduced comprehensively by Kexdldrai-Varday-Csakvary-
Fischer (2003), Kerekes-Téatrai-Varday-Csakvaryiésekerekes P. (2003).

The expected trends and potentials for moving alnea@ presented by Tatrai (2005).
The continuous attention of the press in Hungalsdmwt extend beyond contemplating
over the results of some public procurement prosjuherefore the development of
the profession can be observed primarily in thallegalytical activity, in the on-going
renewal of the training of procurement desk-officand the research work in germinal
stage at higher educational institutions (Corvitumsversity of Budapest — Institute of
Business Economics and Budapest University of Eeging and Economits

Hungarian Institute of Public Administratioh

Tatrai’'s Public Procurement in Practice was pulelistin 2005 which facilitated the
appearance of such professional articles as thdaeship between public procurement
and the government authority procedures or theeptaton of the legal remedy

procedures.

%2 The decision-making-theory approach of GelléritC§@atrai, 2005)
3 Regional Operative Program (2005)
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The first e-procurement text book has been pubdisf@ergoczki E. [2006]) at the
Public Administration Faculty of the Corvinus Unisgy of Budapest. It intends to
render the subject area least familiar to the mdrk#er understood in which | had my
very first chance to commit to paper my ideas abloetpractical problems of electronic
auction in Hungary. Forthcoming is the book supgarby the National Development
Agency on the relationships of EU subsidies andipyisocurement (Heil-Tatrai eds.)
which is intended to give a picture to the stakdberd of the characteristic features of

spending the subsidies in the public procuremevit@mment.

The activity of the official consultants, the fermeof the public procurement market,
the formative nature of the compulsory teaching emak is hard to chart. The
amendment of the law expected to pass in 2006 €ldeen a process which caused
continuous legal uncertainty due to the incessaithnging regulation background and
the market focused its attention on discussingeaarclegal issues, the unification of
administrative obligations, the practice of legainedy, finding legal loopholes, etc. It
is expected that the clearer conditions will grdiguarn the attention of the profession
to the central issue of purchasing activity alscdssed as a central issue in the present
dissertation, arousing the interest of the staldgrslin the topic considered marginal at

present’.

34 At present, teaching about the theoretical baakeiaof procurement is not part of the training mate
of the public procurement consultants, and the sigstem requirements do not include e-procurement
either.
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2. The interpretation of the public procurement market and its
stakeholders

The interpretation of definitions and notions to bseed later take place below.
Rendering unequivocal the meanings that crop ugerature in a confusingly mixed

way is indispensable for the coherent treatmethetopic®.

By identifying the activity, the definitional publprocurement is as follows:
Public Procurement: is a special type of purchasegulated by the law in order to
secure the rational utilization, transparency vétbroad-based control possibility and

fair competition in spending public moriéy

Public procurement, therefore, appears in the ptessearch as a type of purchasing
diverting in this way from the topic treated so & types of procedures preparing for
contract awarding or leading up to contract fulBim Public money utilization
concerns on average 5% of GDP which is expectegtdw in the near future. With
special regard to the fact that a large part obRean Union subsidies is pent by way of
public procurement, that is, the spending of thibsilies also belongs to this group
where transparency is controlled as strictly athes equality of opportunities in the

other procedures.

The public procurement procedure set out in APRtsstaith preparation and is
concluded subsequent to the contracting procesdeayahnd the possible modification
of the contract. Although it is not self evident lmactice shows that the fulfilment of
the contact is interpreted by the contracting attth@s its fulfilment, that is, as the
fulfilment of paying for the provided services. i$t more difficult to distinguish the

preparatory stage, considering the fact that adegrdo the present regulation
“preparation includes all the activities needed $&barting the public procurement
procedure, in particular assessing the market, thedestimated cost of the public
procurement, the notice starting the procedureitation and the preparation of the
documentatior™”. The problem to be delimitated later is spottedevithe regulation

% The regulation background of the research is dtomstl by the laws, decrees, ordinances and diesti
described in the list of concepts.

% My own definition is formulated on the basis bétaw

%" APP 84, 14.

36



penalizes participation in the preparatory stagethe grounds of incompatibility which
excludes the active participant from bidding in firecedur. It is a reason to give
special priority to the preparatory stage and ersplaits significance and redefine its

present background role.

The definition of the public procurement markegigen in a broad sense, with a view
to the fact that indirectly every tax-paying citizerhile directly the whole public sphere

and the utilities are all involved in the system.

Public procurement market: It is the market whemetiacting authorities defined by the
law conduct public procurement procedures in acuoed with the regulation in force

in order to spend public money, as a result of Wigientracts are concluded.

State Contracting authority

Council of Public Procurement

Legislative institution

Central Procurement Organization

Market Actors Utility

Public procurement expert, consultant
Bidder

Table 2.

The main stakeholders in the Public Procurementiieie?,*°

The individual stakeholders in the above tabledefned as state or market actors by
their dominant roles. The contracting authoritisthey are utilities, can be local
government enterprises, but their regulation ackedges their closest position to the
market by allowing them greater scope of movementanducting the procedures, in
exploiting loopholes. They are therefore regardatthar as market actors than state
actors. Similar to the bidders, who test themselveompetition despite being publicly

owned companies on the same market and competawy time same conditions.

3 This rule was partly refined in 2006 but is smains a barrier in the procedure with speciahmego
the determination of the new element of incomphitybof participation in the planning stage.

39 After Friedman (1988)

“% For the definitions of the respective concernetigm see Appendix.
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Later on the findings of the questionnaire surveg tormulated by the groups of
stakeholders, at the same time | try to call aibento the differences between opinions
and approaches with the help of the stakeholderyhe

The objects of procurement the rules are expedaddulate are distinguished as the
follows:
Procurement object: public supply, public worksblp works concessions, public

services, public service concession.

Concessionary solutioffsinferred from APP regulation the result of whiale aot yet

exploited by the actors of the market, but woulgiimciple, be suitable for preliminary
financing the investment in the case of applying $mpport, in return for later
utilization rights or service rights. This distifart contains in germinal form, the

purchase oriented practicable combined form optieeurement objects.

Subsequent to delimiting of the market and the edtalders there emerges a very
delicate but little discussed issue, that of maaguwefficiency. For the determination of
development opportunities must serve the intetest $spending public money should
take place in the most efficient way. The aim & thsearch can be evaluated and the

directions of moving ahead can be determined acuglsd

The efficiency of public procurement is not easyp@rameterize. At the time of
presenting the theoretical background later onreefee is made to such researchers as
Friedman (1998) or Stiglitz (2000) suggesting tlitgrature indirectly related to the
topic can also help explore the topic.

We can set out to measure efficiency from how tpkese of the profit-oriented
enterprises and that of public sector assess tfieieaty of the activities. The
fundamental difference is captured when examiniegefficiency of the operation of a
manufacturing or service providing company, thereutput, income is generated, there

are solid grounds to parameterize the efficiencytied purchasing activity of the

1 On consortial solutions in more detail see: Listegal concepts
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company. In the case of public procurement it isssounambiguous what is considered
output, the needs are more easily questioned, Ibatraore easily argued for. Let us
think of the computer equipment of the central pulbldministration which does not
substitute the IT skills, but it can be found ocledesk as a status-symbol. Nor do the
informatics skills of the employer sitting next tb matter when development

investments are taking place when more simple isoisitvould also suffice perfectly.

All'in all, one can say that very few such studiase been accomplished that examine

the performance of actors born in the state an@faisectors, from the point of view of

efficiency. It is worth mentioning for example thalowing: which results “must be

taken with some caution” as Stiglitz (2000) puts it

- The state housing projects usually incur costs Bagher than the similar programs
of the private sector.

- Public service waste collection costs 50% more thaste collection privately

organized.

There are, however, contrary examples, too. Thexetv@o major railroad systems in
Canada, one privately owned, the other state ovanedhere is no essential difference
between the efficiency of the respective systerherd have come to light studies that
found different efficiency results for private astéite hospitals which throw light on the
guestionable nature of the conclusions drawn frioesé studies. Stiglitz, however, calls
attention to a fundamental problem from the viewmpaoif our topic: “Public attention is
greatly directed to incompetencies found in the lipuervice sector while the
incompetencies of the actors in the private segita rise to no such sensation ( Stiglitz
[2000]).

In general the question arises whether it is walugded that efficiency losses in the

government sector do indeed exceed those in thatprsector.
In questions like this we should not hesitate to tto thinkers like Friedman, who

classifies expenses according to who spends theeynand whose money he spends
(Friedman, M. — Friedman, R. [1988]).
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Whose money is spent Who is it spent on
On oneself On someone else
One’s own money I I
Someone else’s money 11 v
Table 3.

Classification of expens¥s

- In category |. one’s own money is spent on onegetieans motivation to save.

- In category Il. one’s own money is spent on someeise is similarly strong
motivation to save but not strong enough to rectheefull value for his money.

- Category lll. Refers to the case when one spendsespe else’s money on
oneself, for example dines on the representatiodgéiu There is no strong
motivation to keep the costs low but the spendeuldvdike to get value for
money.

- Category IV. Refers generally to spending publicneyo by bureaucrats that is

spending some else’s money on someone else. Thittéeimotivation to save.

According to Friedman, in the latter case only hnrgaodwill and not the self-interest
motivate to spend money in the most useful way.sTkj therefore, the origin of
wasting money, and in this way, the lack of effimg in the case of public spending.
This reasoning does not give an unequivocal ansaveur question, for the inefficiency
of public procurement cannot be proved beyond doabtour positive examples also
highlighted. “Friedman’s theory” makes us think aperhaps cuts our expectations

down to size.

Friedman thus considers decision-makers and thiécpotocurers as key actors as the
people closest to the useful spending of public egomhose proper attitude can be the
only instrument of efficient spending. Public proens only do so by applying as broad
a range of instruments as possible, provided tlogside-makers are active to achieve
this®,

“2 Friedman, M. — Friedman, R. (1988)
“3 This will be discussed in greater detail in Chagte
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Reaching back to measuring public procurementieffey the individual elements are

grouped as follows:

1.

elements easily parameterized:

received compensation, price;

the length of the procedure

the cost of the procedure — employment of expevst ©f advertising
institutions, internal HR costs.

elements hard to parameterize:

quality;

sunk costs — abortive trials resulting from undart@gulation, launching

procedure, restarting, the postponing, loss oféste

other costs — employing consultant if not mandatdmyt no experienced

person is internally available, faulty notices andra expenses incurred by
procedural errors;

expenses originating from the weakness of publiccyprement culture

fashionable legal remedy, high rate of legal remagdcedures, poor project
management.

Non numerical elements:

the one-sidedness of regulation — punishment focyrement marketing,
not treating it as a special form of purchasing;

the uncertainty of the regulation environment;

the weakness of information bases, weaknesseseohtbrmation society,
development of e-government;

limited receptiveness, for example, to EU notidéte|self-reliance on the
part of bidders.

The elements of efficiency defined above are imtgnl by the research as
determination of development potentials specifyivigich element group is linked to

further development potentials.

Prior to the identification of development directsp the ideas of some of the above
mentioned thinkers and their fellow thinkers thatate to public procurement are
presented with the purpose that by laying downttie®retical foundations of public

procurement as a special purchasing activity thesgions of my own questionnaire

survey should be clear and unequivocally understood
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3. Public procurement as a special kind of purchasing activity

On the following pagé8 | am intending to present public procurement whitamining
some theoretical issues in business sciences wittvato its practice and approach in
Hungary. It is also not a concealed aim of thislgtio soften the one-sided, law-based,
legalistic concept and throw light on such econgriicissues, that broaden this area.
To the keener reader public procurement will apaeaa special type of purchasing as
well as a public procurement supply chain togetéh its logistical and change-
management problems.

It cannot, however, aim at presenting all the thBcal approaches concerning public
procurement, but by confronting the reader withegignce in public procurement and
its practical problems. It tries to call attentitm the untenableness of stereotypes,
prejudices and simplifications and tries to encgarghe stakeholders to familiarize
themselves more freely with the world of public gueement more and more often

discussed in theory.

As to its function, the role of procurement accogdio the traditional concept is to
stockpile in a “standby position” the needed materi semi-finished and finished
products, services and the related informationc#ement was considered only as a
technical function in market economies for a loinggt Its significance grew only at the
time of the oil crises in the 1970s, which sigrafice was also forced to grow by the
pressing circumstances in the crises’ wake. Assaltref increasing customer needs as
well as market competition and growing costs beeaofs inflation, an increase in

efficiency of procurement became a basic interesbmpanies.

Although inflation declined by the mid-1980s, thereased demand of the market
became more and more noticeable. At the same tioernments started to pursue
policies promoting competition in the public secésrwell. As a result the expressions
“competitive bidding”, “tender culture”, “competie strategy” were more and more

often used in that sector, too. A similar tendecay be observed in Hungary in recent

4 Chapter based on Tétrai (2003)
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years, both in government policy promoting compmtiitand in the increased
significance of purchasing.

The theoretical background of public procuremeritaised on the works of well-known
economists and practicing experts. The presentatiaihis theoretical background is
designed to be made more comprehensible by pregerdt times EU public
procurement practices and Hungarian practices gndomparing them at the same
time.

In what follows, | approach the topic from the phasing side, in the course of which
basic definitions are transplanted into “publicqamement theory”, which is required by
the closed nature of the argumentation.

3.1 Purchasing

According to literary sources, the role of purchasin the narrower sense is to buy
needed supplies, auxiliary materials, etc. Thed®oaense covers obtaining all sources.
In the latter sense, all expenses qualify as pgimbanot including tax payments and
labour related dues.
Based on the aforesaid, the concept of public pesoant purchasing is closer to the
broader concept. On these grounds, the aim of peawent is more diverse, therefore
the definition is extended to include:

- purchasing of materials, products, services ofappropriate quality,

- in appropriate time,

- in appropriate quantity,

- from appropriate source,

- at an appropriate pricéBaily-Farmer [1994]).

The meaning of the word appropriate varies frone¢asase. Considering the needs of
the public sector the dominance of the last onat ithy of the price, can be observed,
although our legal regulation permits the accepariche “most advantageous offer on
the whole”. The constraints of resources, the dpemded, faulty assessment of needs
and the purchasing of suitable quality materialstlie case of a constructional
development poses very serious uncertainty, whiclhandled very flexibly by the
sphere not regulated by the government. Our leggllation requires such exact

definition of appropriate quality, product, servicguantity, source, that facilitate
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parameterising in the case of objectively compardiitls on the basis of available
information.

It is very hard to put this into practice, for & hard to quantify the quality of

consultancy. For example the number of refereneesa be evaluated in an identical
manner. If a firm has reference with the largesttimationals, while another one has
twice as many, however, unknown SMEs to be lisken.the sake of efficient solutions

it is inevitably necessary to take into considemtsuch subjective circumstances,
gualitative criteria, the existence of the qualitysurance certificate which facilitate
making distinctions between products. The new RBuBliocurement Act makes this
possible, but few practical examples are known rmadket players are apparently at a

loss how to apply these novelties still “untestatiArbitration commissiorfa

According to the broad definition of aims, procusrhmust

a) secure continuity of supply, provide needed matesad services,

b) purchase efficiently and wisely, and obtain bestedor money in an ethical way,

c) stocks must be regulated in a way that the usprasided the best quality service
at the lowest cost,

d) cooperate continuously with other departments,ngjviecessary information and
advice with a view to the successful operatiorhefwhole organization,

e) in order to achieve the above aims, human resopersonnel must be developed,
as well as the directives, the procedures and tigamzation (adapted from
Majoros [1999]).

Only a part of the above aims can be interpretethénHungarian public procurement
practice, however, not because of its “inability paiblic procurement”, but because of
its “inability to purchase”. Owing to the inexparae in public procurement (which
often do not derive from the contracting authostfault but from delayed information
on the cardinal figures of the budget) ad-hoc pasaly proposals become almost
accepted, the realization of which is an infringaimef the law in the first place or at

least means cutting corners.

“5 The forum for legal remedy in the public procureriestitutional framework on Hungary
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The possibility of efficient purchasing in such excessively bureaucratic environment
is limited, but purchasing techniqd®s$earned from the market-oriented sphere to be
discussed below may help much to solve the problleay, may approximate flexibility
and speed to what is expected on the market. lerotd achieve ethical public
procurement legislators created such a strict eggry system which although not able
to do away with corruption, facilitates the creatwf a kind of public procurement ISO
where the strict requirements for documentationedonmind first of all, as well as the
mandatory communication with the Public Procurem@ommission, making public
procurement plans. The question arises, whetheobthe cogent rules jeopardize the
objectives of legislation to help public procuremerperts in their activity purporting

more efficient public spending.

Stockpiling regulations are a precarious field, tbe procurement personnel would
rather purchase larger quantities than having totlgough the same procedures
repeatedly. This can be, however, fine tuned inpileeess of shaping contract terms,
but the inadequate knowledge of needs, that isyublenentary nature of inner needs
assessment, often leads to excessive purchasstgpwts well that stockpiling problems
are partly regarded less as a cost factor by peoceint personnel and partly because
owing to the unpredictable nature of needs itésléast bad, that is they fall back on the
means of ordering in excess, than avoiding possibtgtages. The reasons for modest
success of centralized budgeting can be found iy #tmong other things, for the
aggregation of institutional needs can hardly laized without high quality and highly
precise institutional needs planning, as a restltwhich the central purchasing
organization was unable to shape its flexible practbased on the framework
agreement procedure. An innovative element in the ok Public Procurement is the
possibility of the framework agreement procedUrehich links this possibility to
dynamic purchasing and the electronic auction teglndiscussed in the part of this
chapter dealing with electronic solutions. Accogdito my experience the general
agreement solution is in essence a special proegtuwhose first stage subsequent to
the general agreement the competitors are scretavea to a short-list, where the small
group can go on competing for the unpredictabledlifaplannable occasionally

appearing, unforeseen needs. The flexibility of pinecedure itself and with its legal

“® Such as electronic auction,, the use of electroaialogue
" See appendix, list of notions.
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constraints generate uncertainty in the market timable to exert its beneficial effects,
that is, making it possible, subsequent to theuc®f the initial stage, to tender even
the small quantities without advertising negotigtprocedures, to form better quality

inventory strategy as well as more efficient pupliocurement.

Cooperation with other departments is closely kaiito the previous problem, namely
the assessment of needs, possible shortage sitsiatio the feedback on excessive
ordering cannot function without the continuous ommication between the
organizational units. It is clear that it is in waio speak about the procurement
objectives if organizational culture and traditiods not facilitate cooperation that
contributes to the capability to generate addedevahlthough it is hard to speak about
output in this case while it is an integral parttod flexibility, communication aptitude
of the organization whether appropriate softwarevehicles, printed materials are
available or not. The activity, in the profit-orted sphere does, however, take place in
the service of generating value, which in turnetalis gradually to the issue of supply-
chain management.

The part of the objectives related to personneletiggment and organizational
development (Bailey-Farmer [1994]) has grown inxpeeted scale since the new Act
of Public Procurement took force. The effect of tegulation of mandatory public
procurement consulting is not to be questioneda assult of which, | trust, a high
guality unified professional expertise will emergdnose name won't appear in any
negative context, and not be associated with lofcieficy or corruption but

professional excellence.

Considering its aims therefore the cooperative, petent and practice oriented
personnel-based efficient and ethical purchasiftaeur that is in accordance with
the basic principles (publicity and even-handednessults in slowing down decision-
making, disproportionate costs of the procedured thill directly lead to the low

efficiency of public procurement and to its stafissan easily criticisable purchasing
area. Development can, however, be observed in gnamand administering public

money in Hungary and its regulation, tho

“8 See the framework agreement procedure or thedimttion of public service and public works
concession as a special type of public procurermleject.
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The following chapter on the significance of pra@uent strategy was included here
because the foresight and planning regulated i\ttef Public Procurement do, at the
same time, force and also educate the organizatmribink far ahead and behave

strategically.

3.2 Procurement strategy

The gradual transformation of the procurement ntattk&t began in the 1970s led to a
change in procurement strategies. The followingabezthe main factors in purchasing
strategy:

- the requirements for the supplier concern not ahé price anymore, but quality,
delivery deadline, and post-delivery services al we

- choosing procurement sources: choice out of appad@rquality purchasers, and
the preliminary exploration of opportunities to rheegent orders;

- procurement information system, must contain amt@ss information internal to
the organization (e.g. quality requirements, oppoities for substitution, etc.), on
the other hand, it must possess external informatin individual suppliers, on
available prices and qualitgBaily-Farmer [1994]).

Related to the above transformation is the transition of purchaser-supplier
relations and the emergence of (industry-dependpafnership relatio8 This
means a departure from the traditional approach.

According to the traditional model, it is more ednt for the firms to divide
procurement between suppliers, creating negotigiasitions, or when the purchaser
is in a dominant position can exploit its favoumlgosition which may mean the

spreading of procurement, the possibility of inwodyalternative sources.

9 Also related in Lewitt (1983) who compares corpenlations to those between married couples.
Wilkinson-Young (1996) in Ford (1997) p. 90 thelzars argue in their Intercorporate Research Program
that, based on a comprehensive study of more t0@@ ihterviews, the cooperative and competitive
aspects on exist simultaneously (Bauer-Beracs [1999
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Competitive model Cooperative model
Type of relationship adversary friend, partner,
lack of trust trust-based relationship
Choice of supplier competition, tendering negotiations
Negotiating strategy winner-looser both parties winning
The core question of theprice total structure of
negotiation expenditure
Number of suppliers numerous one or few
Contract one-time or short term medium term and long term
Contractual connection | formal, rigid informal, flexible
Contact with supplier argumentative, rare, open, continuous exchange
reluctant exchange of of information
information
Joint activity absent or limited essential, intensive
Quality strict control endeavour to improve
Practice of ordering irregular, medium, large | JIT, small quantities
guantities
System of ordering individual, manual electronic
Production separate integrated, synchronized
Table 4>°

Competitive vs. cooperative model in the purchasgplier relationship

The cooperative approach is to guarantee relighofitsupply by using a small number
of suppliers, in the course of which a more effitiegistical system can be formed.
The solution is naturally very dependent on theugty and the product. We may think
of the procurement of office paper where its unssagy to build long-term partner-
relations, since paper can less be regarded asategit product and there is harsh
competition on the market and the goal is to aahithe lowest price, which is best
suited for the mentioned traditional model. The mabjective of the cooperative or

supply-chain type approach is the improvement ompmetitiveness, long-term

%0 After Majoros (1999) pp. 80 based on Sanundersgi@e, Zeng.
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cooperation and more direct exchange of informatidvantageous for both parties, and
fostering trust (Majoros [1999])).

The latter, that is the cooperative model, assuoragsterm thinking, drive for security
and minimalization of risk. In this case, howevitris not easy to justify the clear
prioritization of open procedures in Hungarian AétPublic Procurement which is
based on the model of a strict competitive, logaachaser-supplier relationship. The
guestion arises if it is necessary to exclude titeanections or its use as the main rule
(priority of open procedure), if we wish to avoidrmptive situations but see its
untenable nature.

The answer is hard to accept, but justifiable fram economic point of view.
Corruption does not derive from public procuremieat undeniably identifiable in its
processes. While solving the problem of avoidinguuative situations, the model not
taking into consideration the purchaser-suppliertneships and at the same time
disregarding the trend, the factors of the abowecymement strategies exert their

influence in a deformed way.

The conditions of negotiating procedure based apermmtion (the procedure based on
invitation is considerable in Hungary) has beconmwarand more rigorous since 1995,
the time the T Act of Public Procurement took force. That is,stgpression positively
correlates with the decline in efficiency in pulgimcurement.

The last one among the main factors, the accegsofmer information by the person
responsible for procurement through adequate amttmn to manage emerging
coordination.

3.3 Coordination of purchasing

Since information needed for purchasing is ofteailable from diffuse sources inside
the organization, it is important that all the xept units should supply the personnel,
or organization responsible for purchasing with toqolate, relevant, accurate

information (Szegedi-Prezenszki [2003]).
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Purchasing needs can be managed from a techniogal goview with one of the
following solutions (Chikan-Demeter Edt. [1999]):

- Centralized purchasing: a simple organizationaltymerforms all activities
related to purchasing.

- Decentralized purchasing: there is no special pasihg unit, purchasing is
carried out simultaneously by several units.

- Purchasing-host systems : the individual items pwechased by the most

typical user that is most familiar with it.

The public procurement environment in Hungary gutated outside the Act of Public
Procurement at the level of government decrees.sybem of institutions is based at
present, partly on centralized and partly deceamwdl purchasing. It is centralized
because the Directorate of Central Services hapetance to procure products of high
priority defined in the 167/2004 (V. 25) Governm@&secree on the centralized public
procurement system and the competencies and rebpities of the centralized
procurement organizations under direct governmentrol. In other words, in the case
of a centrally defined circle of products a largetmf institutions operating on public
money can only purchase through the central procent organization.

It is also decentralized in that the products amghwoizations, institutions not belonging
to the above category, can do procurement undemexaw, but with respect to the
high-priority products they can join the centratizeystem if they feel it is cheaper and

simpler.

The centralized solution has a tradition in bussnbfe as well, as shown by good
procurement-logistical examples therefore easingesof it into the Act of Public

Procurement was not, in itself, a bad idea. The deectives deal in a very detailed
way with the central procurement organization ogllour attention to their significance

and established status in the European Union.

This system has so far been operating in Hungarg ivery rigid way, it led to
monopolistic situations and forced the relevantitu$ons to infringe upon the law,
while it was designed to reduce such decision-ngakiat resulted in purchasing from

limited budgets cheap, “no-name” products that hawdollow-up supply of parts or
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replacement units. Its essence is that governnrgrinzations can purchase products
from their high-priority category only from firmsithh whom the central procurement
organization (presently Directorate of Central 8ms) concludes a framework
agreement (formerly framework contract) throughghgcess of competitive bidding.
One of the main weaknesses of the system is thatssumes that government
organizations are fully aware of their purchasiegads. A precondition is, however, that
the individual institutions be informed about thbirdgetary means in good time and
carefully plan their investment projects, etc, tigthave such project concepts and
foresight as well as secure financial backgrourad thakes it possible that the central
procurement organization should conduct high qualdtivity by aggregating planned
needs.

As a corollary, it can hardly be object of crititighat e. g. certain public institutions
follow a peculiar, sometimes unlawful purchasindjgyothat primarily derive from the
shortage of financial resources, untenable circantgts and planlessness. This does not
mean that public procurement as a necessary emillédtbe subjected to some kind of
BPR, a comprehensive review of processes nor thabuld be worth changing the
whole procurement environment. The public procureinmearket in Hungary needs the
kind of stability that is determined by a stablegde environment, a gradually

developing tendering culture and government prouerd policy.

By way of minor digression below, we wish to addreghat specifics the narrowly
focussed investigation of organizational purchasmy cover and which may be

brought into correspondence with specific featafethe public procurement market.

3.4 Specific features of organizational purchasing

Public procurement is conducted with a view to fbece of the Act of Public
Procurement as to the circle of actors, by orgaioiza that include small enterprises in
need of public subsidy or any one of the ministr@sthe relevant public service sector

competitive enterprises, too.

When analysing the behaviour of organizational reteland customers, Kotler (2004)

distinguishes institutional and governmental marketslLiterature has several
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classifications of market-types, this one is, hosvewne of the most interesting ones
from the point of view of our topic, for it makesunequivocal to those interested in
public procurement that formal organizations actimethe governmental markets’
purchasing activities are to be distinguished ovwwtheir special features and nature.
We have primarily institutional and governmentalrkeds in the focus of our attention,
however, the specifics to be discussed below, gdigadentified for the organizational

markets in general, can be characteristic of ak$yof markets.

Organizational purchasings‘ such decision-making process in the course atlwh
organizations manifest the need for products andices, to be purchased, identify
possible goods and suppliers and then make a clwitef therf >

Different objectives are attached to organizatiopatchasing: profit-making, cost-
reduction, meeting the needs of employees, mestin@l and legal requirements.
Organizational purchasing decisions are made by rmeople than consumer decisions
especially in the case of major items and greasdues Organizational customer is
therefore such an actor of the market who carngsparchasing on behalf of a formal
organization.

The decision-makers have different organizationbligations therefore decide on
purchasing under different conditions. They are eexgd to keep in mind the
purchasing policy, the financial constraints andjuiements shaped by their
organization (Kotler[2004]).

Organizational purchasing behaviour is a decisiakimy process that consists of some
separate steps. How organizational purchasers eledapend to a large extent on the
novelty of the purchasing situation, that is, howcim the particular purchaser has been

involved in purchasing the specific product before.

Three cases can be identified:
- repeated direct purchase
- modified repeated purchase, and

- the case of a new project, the case of a new psegatlier [2004]).

*1 Kotler (2004) pp. 138
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Of the above cases the most interesting and a¢smtst creative one for the purchaser
is the last one, the case of a new purchase, wieepurchaser is in a completely new
situation. In this case he/she is to solve numermyg tasks extending from having to
define the technical parameters of the productrawohg up the ordering specifications
where unlike in the first two cases former exper@&wannot be relied on. These three
categories of purchasing are widely used in thdyaizaof organisational purchasing

and in the analysis of the practicability of eleaic solutions.

All this can only serve as a reference point inmaring emerging questions further on.
One of the basic questions is weather we are @akkbout purchasing material, or fixed
assets, or services. It is reasonably assumeditthatthe purchase of machinery,
equipment, construction instruments, informatioohtelogy instruments rather than
materials and services that pose a novel purchastogtion. In this case the same
volume of investment assets require greater infaonagathering effort than what is

needed in purchasing materials. Differences varyth®y organization. Due to the
transitional economic circumstances and the chgngatonomic environment,

proportions can be established between the thrieratit purchasing situations in
organizational purchases.

Purchasing situations are distinguished accordirthe three features of distinction: the
novelty of the problem, shortage of information dhe evaluation of new alternatives.

Based on these considerations the following clizssibn can be tabled:

Purchasing situationNovelty of Problem| Shortage piConsideration of
information new alternatives
New purchase Big Significant Important
Modified Medium Moderate Limited
Repeated (routing)Small Minimal Unnecessary
purchase
Table 52

Purchasing situation by novelty of a problem, shge of information, and

consideration of new alternatives

*2 Robinson-Faris-Wind (1967)
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The above arguments throw light on the fact thahan course of public procurement
more emphases is to be placed on the analysisrohg@sing situations. It is not enough
to distinguish the market, we can come to moreneeficonclusions by identifying the

purchasing situation. Here we think, for examplethmse organizations where well-
tested regular retendering activity is going on ahdy possess a good public
procurement knowledge-base in vain because if titseeecompletely new purchase, a
new construction investment for example in whoseparation such need for
information emerges and they are to pick out ofnsany new alternatives where
experienced procurement personnel accustomed tbstmettured problems are not
adequate.

Public procurement market in Hungary is developamgordingly and enterprises
specialized in public procurement consulting, temde and tender-monitoring are

started, alongside with emerging accredited puptiecurement consultancy training
programs. The domestic purchasers need to re&lateaftthey do not have significant
knowledge-basis or in case of considering it tont@e efficient and cost-saving to
partly or fully outsource this activity, they aretrin the position to hesitate to do so.
Quite a few instances of public procurement ardopered with the help of other

organizations, for the decision-maker can shiftriek of going through the procedure
to the managing organization. The responsibilitgpit between them and parallel the
chance of success increases, since the weak pdine iapplication process is the lack

of information, so the knowledge of loopholes is Key to successful tendering.

The best example in case is perhaps the operdtitmnder-monitoring services, which
although provide information on EU tenders for Hamgn enterprises, yet their
experience may be of interest also to procuremerggmnel. In the public procurement
market where nearly 1000 tenders appear daily anbdsequent to EU accession,
Hungarian tenders must be advertised beyond the vBlue limit, purchasing

organizations with the similar shortage of inforroatand other problems publish their

tenders, documentations and special protectiooistiens can be regarded exemplary.

It is worth paying attention to the above exampbe,public procurement personnel of
today it not enough just to publish competitioneof and wait to find out if it was

successful in defining the attributes of the neepgemtluct, if a brief brainstorming
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behind closed doors was enough to identify poteptiacurement sources. In fact the
public procurement personnel must conduct a kinchafketing activity keeping an eye
on the practice of other similar public procurempatsonnel (see example above) and
survey the market where he would like to purchaséh drom the viewpoint of
stakeholders and the products and services and shape a strategy in relation to the
product that must be purcha?%dDart of the job is to conduct such simulatiorthia
course of making documentations and shaping péatisiewpoints that does not over
evaluate certain aspects and allows the prevalehadements in the offer that the

purchasers expressed in the course of preparations.

3.5 Procurement marketing

In relation to organizational purchasing one caseobe an endeavour towards a broad
rationality. In its background, the purchasing fime as a value-generating function
increasingly appreciated that is why purchasingumesl a strategic role and
procurement marketing became common. In this wggrazational purchasers also use
the marketing concept and the arsenal of markefihg.purchaser need not wait for the
seller's offer but acting pre-emptively, must deverse marketing”, that is, must
conduct purchasing marketing.

An efficient procurement policy must include theolatedge of factors influencing
decision-making. This can be achieved only by meainactive purchasing policy
which requires the continuous research and analg$isthe suppliers’ market
opportunities. Procurement market research on tinehpsing markets is an instrument
of systematic information gathering on the suppdi@rtners as in the processing of such
information.

Its goal is

to ensure and improve the transparency of the peoent markets,
- to avoid disorders in procurement and to ensureatimoperation,

- to supply information to other units,

- to facilitate optimal procurement decisions,

- finding and eveluating new procurement resources

- to evaluate opportunities for substitution of cartproducts,

- to follow up on technological development (Koti2004]).

%3 See Kraljic-matrix in Kraljic (1983) pp. 109-117.
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The prioritization of certain objectives dependsatdarge extent on the sphere of
activity of the given institution. For the E-goverant Centre of the PMO in Hungary,
for example, the follow up on the development chtelogies with respect to the main-
network-related procurements is of key significanediile at the National Blood

Supply Centre, the primary goal is to avoid anyrupsions in procurement and to

ensure undisturbed operation.

In the case of the aforementioned institutional ket (such as schools, hospitals,
senior citizens’ homes, prisons) where it is mamgato provide products and services
for the people under their custody, the attainnoémihese goals can be observed.
Characteristic of many of these institutions isgtt budget and returnee customers.
The purchasing agent of a hospital must deternfieequality of food given to the
patients. The goal of purchasing in this case tspnofit making, because the food for

the patients is part of the total package of sestic

Nor can it be a basic goal to minimize costs, fahé patient is given insufficient food
he/she will complain and harm the hospital's repote The hospital’s purchasing
agent must find such suppliers whose products a® @& certain level of quality or go
beyond a minimal requirement, and offer value faney. Because of the special needs
and specifications quite often suppliers of fooddurcts have created special units to

serve institutional purchasers.

In the case of government markets, the primary @sgethe minimalization of costs
(that is indirectly the cost of the taxpayers). @uwnent purchasers usually prefer
suppliers offering the lowest prices that can ndedined specifications (Kotler [2004]).
In the case of government organizations and budgetetitutions and institutions
operating on public money, the government increggirequires them to manage with
less money in real terms which results in theior$f aimed at the reduction of costs by
more efficient purchasing. The task of the leadénhe enlisted institutions is to match
the requirements that their services were estadligb fulfill under the pressure of a
decreasing budgetary framework.

The research of the purchasing market might beclaensh for various reasons. The most

frequent reason is the purchasing of a new, byitie unknown material. Ocassionally
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it might be important to launch it in case of roetior modified re-purchasing as well.
The latter can become necessary for the reasohasfges in the cost-structure or for

the appearance of new resources. (Bauer-Berac8])199

The use of marketing tools, however, goes beyormtysement marketing. Such
marketing features are pointed out below that mifgcathe purchaser’'s decision-
making mechanism which have not yet been mentione@lation to organizational

purchasing.

3.6 Marketing features

In some specific cases several particular circuntcgt® may influence the purchaser’s
decision-making process as well as the functiooinigs decision-making mechanism.
There are factors that in some way influence tleéstn-making mechanism itself:
- the purchaser’s aim,
- the technological culture of the purchaser and plechaser’s
environment,
- the organizational structure and organizationaltucal of the
purchaser,

- social, cultural customs and patterns of behaviotler [2004])

3.6.1 Aim of the purchaser

The ultimate aim of the buyer financed by the statdget is to fulfil a certain public
demand whereas the dominant environmental facterditierent from the ones in case

of the industrial markets.

The ultimate aim of a local government investmeay/rne the supply of brighter public
lighting in order to increase security. In shapitigs ultimate aim, the dominant
environmental factor is the expectation of the camity, but of course, market factors
also play a role in how far this expectation camriss.

It is an essential aspect, at the time of analysimgstment aims whether the investor’s
functions, the operator’s function and the useutsctions are separated or not. If these

functions are separated from each other, not dr@yirivestor but also the operator and
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the user does have expectations from the investrpesject. “That is why the
collaborators in the investment process need th lmyond the investment project by
means of marketing activity embedded in the pro@ess to explore those investor
objectives, on the basis of which his offer carilitate a favourable decision made by
the investor.” (Kotler [2004f}

3.6.2 Technological culture of the purchaser ancchaser’s environment

Several cases are known when a supplier's offer twased down by the investor
despite the offer containing the most advancedntlolgical solution. This problem
usually arises when the production and technolbgiadiure of the purchaser is less
developed than that of the supplier making the rofié the acquisition of the
professional culture needed for operation on thagloun cannot be secured, the
purchaser will naturally be inclined to accept teehnological solution it is able to

operate in a reliable manner.

Up-to-date technology is, however, most often laksaving technology too, therefore
technological modernity may also be in accord wiith investors’ ultimate goal. If its
goal is contrary to this, e.g. job-creation, it wthoose the less modern, but more
labour-intensive technological solution.

Based on the aforesaid the analysis of productidture and technological level will
have to become an important part of entrepreneunglketing activity, for it may

significantly facilitate favourable purchaser-int@sdecision.

For purchasing related to building up e-governnigntreating the Unified Government
Main Network it is not enough to know the Hungar&fgovernment Programme of
2006. In order that an information technology sigrpkan sell service providing
informatics systems and solutions it must possessurate information. No
compatibility problems may occur, ready solutioed to be offered. This also means
that if the supplier is not in the possession dfikapublic, at the same time evident

information for the profession will drop out of thempetition.

** Kotler (2004) pp. 223
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3.6.3 Organizational structure and organizationaltare of the purchaser

It follows the organizational characteristics tkt@z# purchaser’s decision-making is the
outcome of a long, drawn-out decision-making precesth multiple stakeholders

(actors). The actors involved in the process taat ip the decision making in different
roles and take their own personal interest intos®ration. How far the decision is
going to be acceptable to the interested partighhhidepends on the purchaser
organization’s centralized or decentralized chamaand on the nature of the formal

and informal relations between the actors.

The former point out that the behaviour formal anébrmal competencies and
connections of the actors participating in the sieci-making need to be surveyed as

accurately as possible to facilitate the plannihmarketing activity.

3.6.4 Social, cultural customs and patterns ofavsbur

This question comes to the fore when the purchaser the bidder operate in
traditionally different cultural environments. Tleefactors do not primarily influence
the decision-making process and mechanism, buerdhe decision itself, therefore

their influence must by all means be reckoned Wjtlthe purchasers.

This point is closely associated with “tender-crdtumentioned in the introductory
part, whose gradual diffusion helps eliminate ambld mistakes, superfluously
conducted procedures later declared to have bemti\ad) the unnecessary and morally

not easily acceptable legal remedy procedures.

3.7 New trend in the field of procurement

There is frequent talk in Hungary about the efficie of public procurement, the
attainable aims, without any calculation ever sufpg or any research throwing light
on why it is so hard to “grow” up to the practideaoprofit-oriented enterprise, learning

by observing its solutions and using its techniques
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Electronic auction and electronic catalogue havih lxckled over from the corporate
world into European public procurement practicetia course of the introduction of
electronic solutions we cannot depart from EU dives, e.g. the requirement that
public spending should be as transparent as pesdibhe complicated and excessively
bureaucratic regulation hinders the creation déxilfle and efficient system, but by the
use of electronic purchasing techniques the quédityel of public spending can be

improved.

“The spreading of e-commerce transforms the woflgurchasing ..... By means of
these transactions enterprises automatize and medewnork processes related to the
surveying, approving needs and performing, payimgthieir satisfaction” (Kalakota-
Robinson [2001]§°

Electronic purchasing is such an opportunity thlabsé who are familiar with
procurement trends quote it as an indispensablditmm of the continuation of this
activity. Profit-oriented firms increasingly regeirthe introduction of the efficiency
enhancing and transparency-facilitating solutiong imaking their information
processing systems suitable, as well as by extgntie circle of electronically
purchasable products. Public procurement needs talsbe faced with this new
challenge in Hungary which is enhanced by the “wafeelectronization” in the
European Union ever since the period, when thecties for electronic procurement

were not yet accepted.

In Hungary the new Act of Public Procurement putspiace only the germs of the
electronic solution, the detailed regulation isegeted to the level of government
decrees® It does not, however, allow for the possibility use electronic techniques
according to the extant directives in force withdust appearing in the Hungarian
regulation. This necessity of codification is exeelcto bring about such an over
regulated “pile of electronic government decreesiicl is not certain to be the most

efficient solution especially not in relation taselutions.

%5 Kalakota-Robinson (2001) pp. 214
% See: Act of Public Procurement, § 404. e).
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Making the existing, basically organizational, emanc and legal system suitable for

electronic procedures by the legislative body ethwith remarkable impediments in

Hungary, which is to be discussed in greater db&dw.

The aim is to present the already clearly formatime rather heterogeneous practice in

EU member-states by the separate (or separatand@yidual fields of electronic

support of market service.

Before that, it is worth presenting a summary &SEOT analysis in a study published

by the European Commission. This study based omexperience gained from 20 pilot

projects carried out the analysis of electroniclipuprocurement systems, examining

the strengths, weaknesses and opportunities apdtshfrom technological, legal and

organizational points of view, both on the natiomadl international levels.

Strengths

Opportunities

> Attainable additional benefits > Increased openness of the
for the participants unitary European market

> |Increase in competition and > Increase in cross-border trade
transparency and competitive for public

> Decrease administrative costs procurement

> The efficiency of the publi¢ > Impact on competitiveness and
procurement proceedings the  budgets of public
increases institutions.

> The  efficiency of the
communication among the
participants increases

Weaknesses Threats

> Technological  shortcomings > Regional or national resistance
(e.g. bottlenecks) > Lack of appropriate training

> Legal and security issues and skills

> Lack of standards > Lack of contacts and

> Regional differences in cooperation between the actars

development and the resultir

9

problems of closing-up.

Source: Survey by European Commission, 2001
Table 6.

SWOT analysis of the electronic public procurenietiie member states of the

European Union

°" See: European Commission Survey (2001)
http://europa.eu.int/comm/dgs/informatics/publioat/index_eu.htmDownloaded: January 23, 2003
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The above survey throws clear light on problems k&chnological shortcomings, or
regional resistance or legal and security issuée [Ack of appropriate training and
skills poses a problem in Hungary, too, which ressui the rejection of IT support,
aversion to new softwares, the poor visitationlezteonic databases available in the e-
world. The Official Journal's webpage is rarely itesl by the domestic bidders
moreover the insignificant minority of the publiarphasers have looked at their own
announcements although the search function is mhetter than on the official
Hungarian public procurement site (www.kozbeszetugs

Legal and security issues are related to this guestor an offer sent clumsily, the
improper format, the wrong procurement book of suehile each contribute to the
increase of legal remedy appeals, especially inr¢lg@ns where inclination for legal

remedy goes way beyond European average.

In order to form the Hungarian public procuremeystem it is important to know what
specific problems and opportunities certain EU ¢oes can identify in relation to their
e-procurement projects. We are, in fact, not awsdreuch “best practice” we could
emulate to electronize the characteristic Hungapahlic procurement system. The
IRSPP research has pointed out the advantages ndotiml models that can be

exploited even better with electronic support.

This survey provides some answer to concernsectlatthe establishment of electronic
public procurement in Hungary. Its advantages eoptto the traditional public
procurement include more transparent, more faatet, more efficient communication
and the decrease of administration and procureousts. It must be added that practice
shows an increase in costs in the case of electi@mdling of purchases, which in this
sense does not necessarily lead to a “cheapericppldcurement system across the
board. In order to make the system operate effigighe actors must overcome their
aversion to new technologies and an integratiom tiné electronic process is necessary,
which may, in turn, require further major investrtseriThis depends on such a legal,
educational, and standardization activity by theogaan Commission also highlighted
in the study, which would mean the general framé&wairshaping a uniform practice.

On the national level there is further need to supimdividual governments, too.
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The emerging picture shows that overcoming obstaeled shaping general frame
conditions pose a problem not only in Hungary.ha tase of Hungary it is important to
take the bottlenecks into consideration which defrom the distinguished role of the
Public Procurement Bulletin and its poor e-prepaesd, as well as the low degree of
Internet-penetration and the poor infrastructutgdpdy of organizations that fall under
the active force of the Act of Public Procureméiis now clear that we are dealing not
only with e-procurement, but far beyond it e-cudtand information society, and even
further with e-procurement system that plays ardy in the development of tendering

culture which in turn may remarkably impact on thentioned fields.

The theoretical foundations of the process of pupliocurement procedures will be

presented below. By inserting this more detailedredision on electronic public

procurement, attention is meant to be called tdakés® made once in the history of

the Electronic Public Procurement System, for in@ necessary to electronize the
whole process as an immediate objective when shapisystem. Breaking down the

full process into specific activities will bring abt conditions for progressivity.

In order to identify the process of public procuesrnprocedures it is expedient to break

it down to the following activities:
3.7.1 E-advertising, publication of the notice ammnmunications

Publication is transacted in accordance with procadorder (according to the practice
of Public Procurement Bulletin in Hungary), withetprescribed content for starting the
procedure and for the partial outcomes. Commumnathat mandatorily takes place on
any of the official languages of the EU, is typigalectronic. In defining procurement
objects, the use of the public procurement dictipn@PV: Common Procurement

Vocabulary) is mandatory.
3.7.2 E-tendering. Electronic bidding.

The electronic bidding process is qualified to he safe filling, electronic signing,

closing (electronic stamping) and storing electwot@mplates as well as access for

%8 See: Hungarian General Post Office’s Public Premient System project.
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electronic modifying by the bidder until the giveteadline while preserving the
integrity of the data with the option of breakirige telectronic stamp at a certain time.
The procedure may be complemented with electrovétuation of bids and by using
decision-making support instruments.

It is a novelty that in the e-tendering functioe tBffice of Official Publications of the
European Communities (OPOCE) plans to extend eigatlan activity by a function or
rather a service belonging rather to e-tenderingmbly by opening the notices the
related documents become automatically availablddungarian practice, this may be
hindered by the supply of documents for a chargenofey which may hamper free

electronic access.

3.7.3 E-Ordering, Electronic Orders

Subsequent to the awarded contract (typically m ¢hse of repeated purchasing of
products) occasional orders’ administration incuesnarkable costs both on the
purchaser’s and the supplier’s side (accordingutoliphed data, it varies from €400 to
€1000). The electronic support of this procesis stage is indispensable owing to the
increasing scale of electronic support to the wgmocesses within business

organizations beyond the need to reduce costs.

Electronic orders and their confirmation is follavby the physical delivery of goods
accompanied with the invoice. The electronic suppbthis process is well advanced.
The use of increased level security elements istyoical. The large purchasing
organizations operate the catalogue system to sepeated orders. The advanced
multi-dimensional catalogue systems make it posdii both suppliers and purchasers
to create special views with customized price $tmas and products. The existing
catalogue-applications are typically based on @aSlAP, Commerce 1, Ariba, etc.

products.

A step to this model is the catalogue operatedhiyDirectorate of Central Servicés
makes accessible the winning products and serstdsequent to the successful

conclusion of framework agreements for the conimgatntities.

%9 The central procurement organization in Hungary.
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Contracting authorities under the force of the vafe government decr®ecan
purchase the so-called priority products (listedAimex 1. of the Gov. Decree) only
through the Directorate of Central Services. Thpseducts can be included in the
catalogue of the centralized procurement orgammatihis solution proves that the
central procurement organization is able to opetatewn catalogue profitably owing
to the economy of scale procurement. Europeanipesand directives do not, however,
give preference to such centralization of compylsbraracter, but central procurement
organization that come about in a natural way, whauilding their own catalogues

spreads gradually.
3.7.4 E-Invoicing

Issuing invoices linked to deliveries is typicallynsolved in EU countries. The
electronic support of this stage in the public preenent process does not work in
practice in spite of the regulation concerning ®tedc signature and the properly
secure verification service. Like in other EU caied, the regulational background has
been established in Hungary and similar endeavimuraniformization characterize e-
invoicing as do the building of electronic catalegun the course of the activity of the

E-procurement workgroups of IDABC.

In order to supplement the categories of activitisted above, the new directive on
repeated purchasing can be mentioned as well aséwotypes of procurement which
includes procurement based on framework agreensewedl as the so-called dynamic

procurement.

The essence of procurement based on frameworkragraes a purchasing framework
for a recommended maximum term of 4 years awardeskveral qualified suppliers.
The framework agreements with the suppliers — faguithble for delivery on the basis
of (economic and financial) analysis — include &vearding procedure, the viewpoints
of choosing and evaluating as well as the key etgsnef the contract. This type of

procedure can be used subsequent to the first guoee- even if transacted with the

%0 Government decree 168/2004. (V. 25) on the céméipublic procurement system and on the
competence and authority of the central procureroegenization.
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traditional paper-base method — with the electrenigport of the second procedure (e-
ordering, e-auction).

The so-called dynamic purchasing procedure canskee in the case of typical retalil
products bought “off-the-shelf” in stores. The puial suppliers found suitable
participate in electronic auctions — typically aaining few evaluation parameters —,
and the occasional supplier is chosen. Dynamichasiog can also be interpreted as the
further development of the framework agreement waithew to the fact that it is about
a fully electronized, at the same time, long-teratution which gives priority to
cooperation. Its detailed regulation is expectethke shape until the end of 2006 when
EU practice has been better explored.

A mandatory element in both procedures is permaaedtfull information access that

contain the publication of the winners of each $yppntingents and their conditiotis

By way of summary it can be established that thectebnic support of public
procurement has become properly established peactiche service of low security
processes. These systems are to support the atigistrof orders and deliveries
subsequent to contracting in case of regularly iphislg announcements and repeated

purchasing processes.

As a result of the advance of e-commerce solutiasswell as the enhancing e-
commerce and monetary integration of EU membeestat development in the

electronic direction can be observed, which isrgftleened by the small GDP countries
and the Anglo-Saxon countries. This trend prevailthe field of electronic solutions

and support in shaping more flexible models of l&yon in Hungary also purported by
the new directives (Tatrai [2005]).

%1 On the basis of Tatrai (2005)
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Part Il. The methods, hypotheses and findings of th e
study

Hereinafter the aim, the methodology of the redeand the hypotheses (already
reported in the Draft of Theses) are formulated thedexamination of the hypotheses is
unfolded.

At the end of the dissertation the summary of #sits of my questionnaire research
and the related results of the “Competing the Wardearch can be found. According
to my view, further thinking on these issues fits tdissertation therefore in the last part

| present my opinion and conclusions regardingdselts of the research.

1. The objective of the research

The objective of the research is to identify thetspin the field of procurement in
Hungary that will lend us a chance to delineate fanchulate opportunities for further
development throughout the identification of batdeks, weaknesses, strengths, threats
and opportunities.

Moreover, my goal is to throw light, by carryingtasSWOT analysis and by utilizing
the contingency theory, on the fact that not ohly &actors in the public procurement
market are responsible for the slow advancemenmafket culture. Recognizable
factors in this aspect are: the widespread ign@athe complete absence of thinking in
terms of projects; over-regulation; the generakbasund state of information society;
the slowness and rigidity of the institutional st My research would like to turn the
attention of the profession in this direction amduse its curiosity in connection with
such related subject areas as the use of electppogurement techniques, which will
gain more and more in significance in the publiogurement market in accordance

with European trends.

2. The methods of research

The theoretical background of the research isedltd business studies. One of its tasks

is to identify and analyse the public procuremeatkst, in the course of which one can
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get an answer to the question what areas harbqoriymities for us to change with a
view to the regulation background and what the ractegard as a problematic area,
what they feel to be the weakness of the systenordier to achieve this research
objective, it is necessary to explore the markiee gnambiguous definitions, chart the
boundaries, limits of what can be altered. It isoahecessary to examine what
conclusions were drawn by researchers working e@mtidal regulation environment in

their research from a non-legal aspect.

The next step is — according to the Annex no. tached — to sound the opinion of the
listed actors of the Hungarian public procuremearkat, which is partly expected to
give an answer to the question whether the preseé of the Hungarian public
procurement has been adequately assessed. Orhtdrehand, we may be able to find
out what reactions are expected to be elicited H®/ ost important modification
derived from the directives based on the findingsthe “Competing the World”
research project and from the responses givenetanterviews: the electronic support
to the procedures given to the tendency of moumthe direction of electronic public
procurement, preventing electronic public procunetmigom generating exaggerated

expectations resulting in a set-back in its utility

In the course of analysing data primarily quantiatmethods were used, qualitative
techniques are to be used in supplementing theysisalQuantitative methods were
used in carrying out the statistical analysis of amyn questionnaire and the findings of
the “Competing the World” research project. Besittess more simple methods of my
own questionnaire, the data-base of the “CompetiegWorld” research project was

examined using multiple-variable method of analysigy. factor-analysis).

The instruments of qualitative analysis are usedha spirit to what extent it helps
identifying directions of development. With regdedthe fact that professional literature
provides little grounds to study the chosen sulgees, the definition and interpretation
of specific features for our country requires thecgsioning of written opinions offered

in my own questionnaire.

The research is exploratory, descriptive as welkeggloratory in character (Babbie

[1996]). On the one hand, my aim is to explorephesent state of public procurement
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in our country, defining present practice and oppaties and the possibilities for
development in Hungary, on the other hand by pwhbihe limits | aim at an
explanation of the field. In the course of definittge type of research, prediction
(Malhotra [2001]) is detectable in the special regi the fact that the definition of
development opportunities is a kind of predictiom itself, which cannot be
comprehensive primarily due to the unexplored stafe the domestic public

procurement market.
Data-base analysis

Data-base analysis is applied from two points efwi
- Partly the analysis of the data-base generatedybgwn questionnaire.
- Partly from the point of view of the most importaBuropean trend and
opportunity for further development, with the puspoof presenting the

barriers to the introduction of electronic publrogurement in Hungary.

| try to capture the characteristics of public pn@ment along two dimensions and
identify its development potentials. My own questiaire reveals the immediate
reactions of the market and provides the groundarian upcoming research with the
support of the Budapest Chamber of Commerce to ist&eptember 2006, by revising
my own questionnaire expecting at least 1000 retiforms.

The survey of the features of electronic procuremire second dimension offers an
opportunity for me to study one of the most atixactdevelopment paths for the
stakeholders in the procurement market environmémtformulate my concerns,

identifying the problems of the electronizationpafblic procurement with those of the

much more flexible profit-oriented sphere.

The difficulties of the data-base analysis in Huggare shown by the official data
published in the annual Parliamentary Report of@bancil of Public Procuremefits

in view of the fact that information is usable &fraping only a few indicative ratios, not
for more serious analyses. That is why my own gomséaire was created. Although the

private data-bases contain procurement numbersdoyiement object with the help of

%2 The brief analysis and tabulation in Annex no. 2
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statistical Code-numbers, they are partly not awe for research, partly contain an
extremely high number of errors, which apart froeinlg unmanageable they are not
data of “researchable quality”. The database of Bublic Procurement Bulletin

accessible on-line contain in an unstructured wasy data of public procurements
advertised since 1995, which can only be downloadepdf format, and the search

function is practically unsuitable for the retrieeédhomogeneous data.

Annex no. 2. contains a data-base analysis dorieeobhasis of presently available data
the general character and simple results of whidwshow difficult it is to research the
official data presently available. It also showghet same time the limited possibilities
offered by traditional analysis, which, however,esonot mean that we should do
without the opportunities offered by the data-bamealysis. That is why the

questionnaire to be found in Annex 3. was generated

By putting the questions in the questionnaires,disnition of development potentials,
and the survey and assessment of problems surrgurmith the shortcomings and
potentials is taking place. The interview questiatisrnately inquire about the present
state of the market, about the change potentiahdtated by the respondent, and also
try to assess what capabilities and knowledge assing and which of them cannot be
done without by the public procurement professia.secret aim of the questions is to
throw light on European and World tendencies, ngsth this way if we are aware of
our potentials or treat new competitive positionaagiven circumstance which can

otherwise be improved.

The e-procurement practice of the domestic matketability to exploit the potentials
of e-procurement from the viewpoint of public preement have never been studied in
Hungary. This is not identical with those GKI-nehndaBellresearch studies that
investigate the present state of information sgtietn accordance with this, there is
possibility within the framework of “Competing tWWorld Research” to examine this

question as discussed below, while | identify thlevant questions in the questionnaire

% For a brief summary and analysis see: Annex n®hd.composition of this annex is aimed at
presenting: the available research data are nisttdaifor testing the receptiveness of the Hungaria
business sphere to the electronic solution of preaoent. That is why there is a need to utilizedhi-
base of the “Competing the World” research projet¢he framework of the present study.

7C



and analyse the e-procurement practice of domestierprises looking for the

deeplying relationships of the enterprise operatiithin the subject aré

With the help of the multiple variable analyses &aded on other research findings |
wish to throw light on how the market actors relatelectronic solutions. The attitude
of suppliers is a key question since the technolddiackground and the training of the
contracting entities’ side is part of the developmetrategy of electronic public
procurement. However, the willingness of the biddsralso a key to success, for this
side bids electronically in the competition, mainsaits data-base in an on-line manner
and uses non-governmental electronic signaturet iBhdrom an electronic point of
view, a bottleneck, whereas the government hasdesst influence than on its own

institutions as well as the majority of those unither force of APP.

54 See: Annex no. 1.
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3. The hypotheses of the research

The hypotheses of the research are to be presentedr groups, each supported with a
brief explanation. The four groups took shape am lthasis of a series of interviews
prepared to the planning of the thesis.

In the formulation | relied on the theoretical bgaund of my research, which is
presented in Part I. The international and Hungastudies, the presentation of the
specialities and stakeholders of the domestic pyitocurement market as well as the
theoretical foundations of public procurement asspecial purchasing activity

supplemented with my practical experience led éoftmmulation of my hypotheses.

3.1 Public procurement culture, project approach an d efficiency

The possibilities of public procurement and itsaééincy can hardly be associated with
those of the profit-oriented sphere, however tHatems and experience of the latter
can be utilized. | think at this point of the sigrant role of planning and preparation,
or of consortial procurements.

The way of planning and preparing was discussedvigusly that generates
incompatibility, is therefore punishable and is pobcurement-friendly. If we look at
public procurement in a project-approach, the pagan of procurement is equally
important as the public invitation or a negotiatipgocess. In the present public
procurement system the contracting entities aretipedly progressively infringing
upon the law, because following the logic of prarnent they get information from
sources from where the most reliable response pea&d, that is, from the bidders

themselves.

In the legislative process, planned investmeness [dominant than the abrupt push
usually to make the law even stricter. Proper papay work prior to legislation would

be a condition of better planning. | think thistle reason for the weaker in initiative
ability of the market actors. This legal uncertging enhanced by the Hungarian
inclination for legal remedy in view of the factathevery fourth public procurement

produce is expected to end in a legal remedy psp@dsich counteracts efficiency.
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The administrative burdens of public procurem#,publication obligations, and fees
are extraordinary burdens to be carried by the etaaktors, which in part increases
their costs and ties down their resources. Theorea$or exclusion authenticized by
public notaries, the publication of the contractlimation in case of a simple procedure,
the mandatory invitation control are solutions l&eswn in Europe, but can also be
regarded as superfluous. The system of qualifieldiibg, although together with its
limitations, can be regarded as a moderate sucosb&gh, however, reduces

administrative burdens only slightly.

In spite of our public procurement culture in itsrhative years since 1995, the image
of the profession is rather poorly regarded just¢ in other European countries. The
reason is the slow birth of the profession andbessantly negative press coverage of

the professional ethical problems.

In the course of preparing the law in force at présve have gained such experience in
Hungary that also affects our competitivefi@sgcording to which the directives need
to be enforced more strictly in the new memberestdlhan in the other member-states.
This rigour with respect to public procurement apending our public money puts us
into competitive disadvantages from the viewpoiftefficiency in our country. The
joint introduction and the improvement of the comitpeness of the public
procurement market requires the existence of a namheanced culture of public
procurement market. Part of the public procurenoeiture is the extraordinarily high
inclination to such legal remedy in Hungary which inarkedly different from
tendencies in Europe. If we cannot reduce it well sleanain at a competitive

disadvantage against other EU member states.

Hypotheses stated to this question area:

H1. The changing of the regulation background is éhcause of the actors’
uncertainty and weaker initiative ability.

H2. The quality level of public procurement culturean be regarded as low.

H3. The efficiency of public procurement does nobroe up to that of the profit-

oriented sphere, but by exploiting experience itlesing the gap.

% The newly joined member-states received and recdiicter treatment than those that had entengigreand thus
putting our country, too into a disadvantage
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H3/a The extremely high degree of inclination toedelegal remedy is different from
the European trend and is a barrier to more effiaiepublic procurement.
H3/b One of the most important barriers to increagi efficiency is the

disproportionately heavy administrative burden.

3.2. Purchase oriented public procurement

The law-based approach, the extraordinarily corapid legal environment and the
heavy administrative burden all divert attentioomirthe real procurement problems.
That is why we cannot move on in the direction dfvalue for money” approach in
public procurement, that is, in the direction ahare advanced typ® The dominance
of the price is strengthened by those internal leggns that, for example, make at least
to a 50% degree, mandatorily consider the prideetpresent in the weight of the public
viewpoints or, for example, making the first-stagé the framework agreement

procedur€’ price centered, that distorts further competition.

The new procurement objects, concessional solifloae sensible and expressly
procurement-friendly solutions, their efficiencypviever, depends on their usable
regulations. In the present order it is not unegca@ in what cases it can be executed,
thus there is here a great need for legal inteapogt, so the practising experts should

use them as opportunities.

The priorization of the open procedure and the igpesttention attached to the
negotiated procedure without published invitationd athe often too high and
ungrounded fines at the same time attempt to ad@véme goal of more transparent
public procurement. But the move towards the opecgrlure excludes opportunity for
communication between the actors. From the poinie# of procurement it makes no
sense to treat the negotiating procedures as agpeen and to consider the high

proportion of the open procedures as a successtofimer examples show that certain

% See IRSPP research.

%7 See Annex on legal regulation

% Our new regulation introduces two procurement etsjethe service and construction concessidhs
essence of the new procurement objects is thapites a mixed solution making it possible to irel
capital investment, the utilization of external\éeg provider to help in procurement implementation
and later operation. In detail see: Appendix.
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procurement friendly attempts have been abortiveilenthe general view has not
changed in the past years, for example, about timmalization of communication

between the actors.

Hypotheses related to this point
H4. The practice of public procurement in Hungarg distorted, mostly because of the
one-sided concept, which treated economic issuesagginal ones, and was the least

purchase-oriented.

3.3. The institutional system of public procurement

The role of the Council of Public Procurenf@nwould require redefinition in view of
the official statistics unsuitable for economic lgeis,’® and in view of the need to
develop public procurement culture, the continushsiping of legal practice, the
standardization of training and the identificatioh challenges related to European
trends. The control of published invitations andaleremedy activity ties down the
organization besides its other activities, thatenoh its energy is left to represent the
interests of stakeholders and to create the caonditifor electronic public
procuremenf’ The project approach is closely linked to the &wming that
characterizes the review of public procurement @doces. In the total absence of a
process-approach only the control of the appropriature of individual invitations
takes place, while linking the start and the clgsif the procedure, and filtering the
obviously unlawful activities are missing from theystem. Focusing on certain
inaccuracies in the notices does not make it plessd revise the lawfulness of the

whole procedure, although it should be the primel gbthe control.

The abolition of the mandatory nature of centralcprement organization led to the
redefinition of this institution in Hungary. The mdatory status offers at the same time,
a peculiar opportunity to introduce centralizedreeprement in Hungary, while it

blocks the free movement of organizations undeGbeernment Decree No. 168/2004

% Institution under the Supervision of Parliameniakimonitors the enforcement of the law, initiaties
passage of laws, their amendment, arranges forghirtoy notices, supervises the training and
extension training of those participating in thdlpuprocurement procedures.

See Annex No. 2. on the brief analysis of offisitatistics.

! See the difficulities of e-advertising in Hungarjaublic procurement in chapter 3.8.
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(IV.25) and provides excessive room for lobbyistiaty in public procurement. The
example of Higher Educational Institutions showttlm condition they find it
advantageous, they can join the system voluntaftlr exemption from the centralized

system.

The competence of public procurement codificatmilungary as well as its regulation
is atomized. Partly because of historical reastwesfield belongs to the Ministy of
Justice while the most hazardous and most cometicapportunity to move ahead, the
electronic solutions of public procurements is e tMinistry of Informatics and
Communications and belongs also to the sphere sgoresibility of the Government
Centre of the Prime Minister Office (the Chancetpp. Therefore, because the status
of ministries divided up the different competendés, question has remained unsolved
for years, and our country has remained alone @ Elropean Union where the

stakeholders (actors) are not given the optioresfteonic bidding.

Hypotheses related to this part:
H5. The system of public procurement institutionarc be regarded as out-dated and

needs renewing.

3.4. Electronic public procurement

The lengthy character ofg electronic public procugat in our county can in many
ways be explained by the rudimentary thereforeexemplary community practice. In
order to have a workable, though gradually builtsyptem in Hungary, similarly to the
above mentioned examples, both organizational &ndddels need to be formed. The
foundation to it is the cooperation of the two cemed ministries, the Prime Minister’s
Office (the Chancery) and the Ministry of Inforn@atiand Communications, since their
statuses oblige them to form such an electronidipgbocurement system. Success is

thus dependent on the transformation of the irigiital system indicated above.

The role of the Public Procurement Bulletin canbetavoided from the viewpoint of

the mentioned e-advertising function. The develapneé its IT background is the key
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to the eletronization of public procurement in Hang but it is also a constraint on it at
the same time.

One of the most significant steps in the graduatess will be the electronic support of
the Directorate of Central Services which will gmgether with the amendment of
Government Decree 167/2004 (V.25.) on electronoz@dure and simultaneously with
the amendment of Government Decree 168/2004 (\o@%)entralized procurement. In
other words, therefore, the simultaneous regulatibthe centralized system and the
electronic procedures and their jointly handlirap de the first step of introducing
electronic solutions besides giving a chance tagugiechniques of procurement
independent from the centralized system, for exampking electronic bidding (e-
auction) in traditional, paper-based proceduresels

It is expedient to move at the pace of the recepettice in the EU with respect to
extending electronic support to public procuremantorder to avoid the perhaps
spectacular but later proving non-EU-conform solsi and the costs of retailoring
while implementation is under way.

In order to underscore the significance of thisapfhe European Comission conducted
an interactive survey in 2005 on e-government sesvi In this survey, a major
performance evaluating project took place conceriine 20 most important electronic
public service fields, such as health servicesiabgervices, customs services, and last

but not least, public procurement

In the probably most crucial moment in the shosdtdry of public procurement in
Hungary, we have a chance to develop together théhmember-states of the EU and
with the accessing states, with the preconditioaroéxisting Government commitment
and strategy. Central purchasing organisation ingdny as a result of the domestic
electronic public procurement system can be deeeland more efficient due to the
state investments. This requires information yidldyy the “Competing the World”
research project to find out about the receptivemésnarket actors to e-procurement.

Relying on the above assumption, the following hkipees can be put forth.

H6. The precondition of the introduction of electnic procurement in Hungary is a

more active and flexible attitude of market actors.
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The hypotheses based on the above four guestiersiarmed up as follows:

Question areas

Hypotheses

I. Culture, project
approach, efficiency

H1: The changing of the regulation background ésdhuse o
the actors’ uncertainty and weaker initiative afpili

f

H2. The quality level of public procurement cuducan be
regarded as low.

H3. The efficiency of public procurement does caine up to

that of the profit-oriented sphere, but by explajtexperience

it is closing the gap.

H3/a The extremely high degree of inclination &ls legal
remedy is different from the European trend ana l&rrier to
more efficient public procurement.

H3/b One of the most important barriers to incisg
efficiency is the disproportionately heavy admirative
burden.

UJ

Il. Purchase-oriented
public procurement

H4. The practice of public procurement in Hungas| i

distorted, mostly because of the one-sided conocspich
treated economic issues as marginal ones, and hveakast
purchase-oriented.

IIl. The institutional

H5. The system of public procurement institutioren doe

system regarded as out-dated and needs renewing.
IV. Electronic public | H6. The precondition of the introduction of eleci®
procurement procurement in Hungary is a more active and flexguititude

of market actors.

Table 7.

The relationship between the question areas anthypetheses

Further below | shall be looking into the findings the research as reflected in the

responses to my own questionnaire and on the loddise database analysis of the

research project “Competing the world”.
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4. The findings of the research

The responses to the questionnaire are analysed bel my own questionnaire, which
is contained in Annex No. 3, the following four gtien areas are examined:

l. Culture, project approach and efficiency

Il. Purchase-oriented public procurement

Il. The institutional system

V. Electronic public procurement

Besides the evaluation with scores from 1 to 9sb @sked for a written explanation.
This way, it was also provoked what the respondémesight of e.g. in the case of
public procurement culture, and also that it wassgue to clarify misunderstandings
subsequent to filling the form. The element numt@idoes not appear to be very high,
but in view of the fact that such research has néesn conducted in Hungary, |

consider this survey as the first step in testigrharket in this way.

All the 20 questions were asked from the viewpahtpublic procurement culture,
efficiency and the system of institutions, aimingexploring their general way of
thinking, their most important problems, and theginion about the market. The very
last question made the respondents draw up SWQOYs&sa which they were expected

to interpret directly partly under the influencetloé preceding responses to questions.

The questionnaires were divided into five group&hVsl view to the utilities (AKKOZ),
as new actors in the public procurement marketh wgiecial needs, expectations and
expertise, | separated them from the contractirthaaities (AKALT)"% The group of
tenderers, or bidders (AT) was not worth separatomsidering its numerosity, in other
words there is no difference in their role as towuiey give offers. | also separated the
group of trainers and consultants (TANOKT) sinceyttare in contact both with the
bidders’ side and the contracting authorities’ siflee mentioned group of legislators
(JOGA) who work as outsiders that is they are mactsing procurers, were put in

separate small groups.

2 Contracting entities=contracting authorities itigis by the Directives
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In order to study the relevance of preliminary ges and hypotheses and to introduce
the analyses, | set out by presenting the SWOTyaesl In the course of looking into
the strengths, weaknesses, opportunities and shréais to be determined what
hypotheses relate to certain areas, what areas r@vbeen covered by the original
concept, that is, primarily the determination ofawlwere the shortcomings of the

hypotheses and what relevance the hypotheses had.

The responses we analysed on the basis of the figreparated specific question
areas. This is followed by linking the individuatagtions in the questionnaire to
hypotheses, the presentation of the numerical atiahs and then by integrating the
verbal evaluations into the analyses. At the enthigfanalysis the final evaluation and
acceptance or partial acceptance of the hypothedeslso be drawn, additionally

formulate new conclusions.

In the course of the analyses | try to put emphasisthe specifics of individual

respondent-groups, this, however, need to be takinreservation owing to the small

element numbers.

The total number of filled and processed questisaramount of 46, which meets the

originally targeted number (50). The target grougswhowever, extended: there was a
greater interest manifested among the utilitieser&éhwere, however, fewer, incoming

guestionnaires filled by the legislators than expecOut of the 200 questionnaires sent
to individual e-mail addresses contained in my alatabase by nearly 25% response
rate was achieved.

The responses were processed one by one and watedesaussed for the sake of

accuracy with the respondent by phone or in person.
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Figure 4.

The distribution of respondents responding to myg questionnaires

When analysing the questionnaires | endeavouredetgent the characteristic opinion
of the respondent-bidders’ groups, however, inctee of legislators the comparison of
their opinion with that of the much larger groupgontracting authorities (AKALT)

and utilities (AKKOZ) would not be statistically keble considering the former

group’s very low number of element, as shown iruFeg.

My present questionnaire survey is therefore naasle for making predictions. It is a
kind of evaluation of the market based on the resps to questions related to specific
problems and the strengths, weaknesses, oppoesiratid threats mentioned by the
respondents. It reveals what is worth dealing withat issues are worth discussing
related to public procurement as a special kingdus€hasing activity in Hungary with a
view to international research and also launchiegearch activity in this field in
Hungary. A new survey is needed to conduct suitgbientitative research where the
greater element numbers allow for more unequivooatlusions. In our case my target
was a 5% level of significance which was sometimesachieved owing primarily to
the measurement problems and to the low elemenbersn
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It is therefore important to apply more advancedigical methods, which in our case
became available by utilizing the data-base of “hempeting the World” research
project which was brought into the study of pulgiocurement. This however will not
substitute for the extension of the present questive survey and its repetition based

on experience on the ground of higher element nusnbe

4.1 The findings of the questionnaire survey

The strengths, weaknesses, opportunities and shweae related to the Y@uestion of
the questionnaire, where the respondents themselees required to make a SWOT
analysis of the present state of public procurenrehiungary.

The responses suggested that the responses gitlea poeceding questions influenced

their analyses of problems involved in their evtbres.
Strengths

In the case of strengths the respondents reactbdegerve. The common denominator
was the legal background: that is, EU-conform ratjoih, the system of legal remedy
and notice supervision, controlled and transpaspehding of public money, multiple-

actor market, workable market, experienced actimgeloping culture, and training.

The respondents in each group gave prominenceatsimpg themselves, but in general
they express good opinion about the system oftutigths and the related legislative,

supervision jobs, just as in the case of EU-legglfations. The remarks concerning the
market approach public spending from an econonpecs

Therefore strengths relate primarily to questioread., that is, culture, efficiency and

to question area lll, that is, the system of ingitins.
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Contracting authority

Bureaucracy

Professional background with centralized pu
procurement

blic

Good basis of regulation, transparency, sens
economic activity

ible

Established practice, developing culture

Adaptation of the EU-system

Expert personnel appear on the market
(consultants)

Utility

System,of legal remedy, recommendations of couwfdi

public procurements

To reduce enterprise risk

Publicity

Controlled public spending

None

Legal background, transparent market

Bidder

Forum for legal remedy

Institutional system

Openness

EU-level regulation

Activity to operate

Multiple-actor market

Legislator

Training of experts

Efficient institutional system

Efficient system of training

Regulated, EU-conform market

Workable market

Openness

Consultant, trainer

Correct regulation

Editorial board of Public Procurement Bulletin

Efficient public spending

System,of legal remedy, recommendations of Cowfai

Public Procurements

Posterior supervision of procedures

Experience

Consultants, expertise

Table 8.

The most frequent strength on the basis of ourtoquesaire
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Threats

Corruption is the most often mentioned threat tdlipuprocurement. Some of the
argument found among the threats can also be famdng the strength. | have
bureaucracy and regulation in mind, which are inaase regarded as too conservative,
overly bureaucratic, overregulated, complicated atessively law-based and
therefore threat-like by the respondents. It isrdfare difficult to strike a balance
between the proper bureaucratic procedure, regulaitnd the view that holds this to be
a draw-back. It is presumed that pride in the fattd procedural order in Hungary and
its relation to its EU-conformity emerges as stthnbut its overdone, rigid nature may

be perceived as a barrier to later development royppities.

However, legal remedy as an element of threat eesength the utilities, as well as the
lengthy legal remedy process appear in the caseonfracting authorities, which
suggests the inefficient operation of supervisayction.

Falling behind in the competition in European palprocurement market is coming
from the regulations that generate extreme obbgati It might also result in the
absence of foreign bidders, although they wouldadyze competition at the same
time. It must also be remarked that the interessjtipn and opinion of foreign bidders

are little researched in Hungary, therefore infdraraabout it is more limited.

Ignorance, and the slow flow of information alsdigate the weakness of information
sources, although this is no grounds for drawimgrdaching conclusions. Threats have
a bearing on both the ethical and the efficiencgstjon area No. I. (culture, project-
approach and efficiency), on the bidders’ side, doethe excessively law-based
approach, question No. Il. Area (purchase oriengadlic procurement), and with

regard to legal the question area No. Il (theeysof institutions).
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Contracting
authority

Discourages the obliged parties

Change in legal background

Public sentiment

Corruption

Bureaucratic attempts at exemption

Lengthy legal remedy procedures

Utility

Rigid, inflexible, procedural order, strict regudat,
marginalization

Corruption

Ignorance, slow flow of information

Foreign bidder

Bureaucratic

Threat of legal remedy

Bidder

Overregulation

Corruption

Law-based approach

Bureaucratic

Unprepared participants

Legislator

Stalemate at elections

Becomes formal

Corruption

Dropping behind in competition

Consultant, trainer

Corruption

Swindler

Conservative approach, complicated procedures

Loss of EU-subsidies, fall-back

Extreme-price competition, yet rising prices

Unethical behaviour, government pressure to ¢

case

regulations

Table 9.

The most frequent threats based on my own quesii@nn
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Weaknesses

Just like in the case of threats, the bureaucpaticedures, the excessive overregulation
and corruption are listed among the mechanics blipprocurement (guestion area No.
IV.). Shortage of information is a conspicuous edainthe difficulty of getting access
to information, technological underdevelopment, ahhcan more closely be linked to
the mechanics of the system of institutions (qoestrea No. lll.) than to electronic
public procurement. The unpreparedness and ignerane, however, only indirectly
linked to the questions, but the actors in the miapay little attention even to the

available information, especially concerning legahedy and notices.

Problematic, at the same time, is the overburdelegdl-remedy system and the
complete absence of a uniform practice, facing e actors of the market get into
on uncertain situation, not knowing what the ruleslly are, what legal frame for one

sets out their room of activity, if the interprebat of those rules are always changing.

The taking over of standard European solutions anactice causes permanent
problems, although the respondents often do nowvkmbat exactly they would like to
take over from which member-state. Only 6,5% of thepondents were able to give
answer to the specific question in the questioenaiquiring if he knew about such
member-state practice that could be used as “besttige” Hungarian public

procurement would improve.

The fundamentally legal approach and the lack afjeot approach and the non-
economical solutions relate to question areas No(Cllture, project approach,

efficiency) and No. Il. (purchase-oriented publiogurement).

Question area No. lll. includes the system of tostins which also falls into the
category of weaknesses since it is closely linkethé shortage of basic information, to
the weakness of training (which is the respongyilbf the Council of Public

Procurements) as well as to the lack of unifornalggactice.
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Contracting authority

Bureaucratic

The too high number of legal remedy

Institutional system

The less informed actors

Non-economical

Over-regulation

Utility

Fundamentally legal approach

Corruption

Ignorance, unpreparedness

Too complicated regulation

The lack of taking over successful practice

Lack of information

Bidder

There is no uniform practice

Unethical behaviour

Too complicated regulation

Bureaucratic

Cultural problems

Not innovative

Legislator

The influence of political interests

Overregulation

Bureaucratic

Lack of project approach applied methods, techrsqu

Cultural problems

Training

Consultant, trainer

Lack of information, electronic access, techn
development

Training

Over-regulation

Unpreparedness

Corruption

Legal uncertainty

Table 10.

cal

The most frequent weaknesses on the basis of mgumgtionnaires
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Opportunities

Question area No. IV. (electronic public procuretheficited the greatest expectations.
Share of knowledge, in building of experience ittte regulation, and at the same time,
a better thought-out regulation would strengthenf#ith in the rationality of frequent

amendment of the regulation which is the countempiathe uncertainty mentioned as a

weakness.

The development of the public procurement cultthie, project-management approach,
and the scaling down of corruption are emphaticatigntioned by the respondents

within question area No. I. (culture, project amio, efficiency).

The reform of the Council of Public Procurementhiacing a practice of consistent
legal remedy is a opportunity for transforming thyestem of institutions linked to
question area No. lll. The green procurement sugdeby the utilities emerged as

progressive but marginal issue.

The isolation of the non-economic expectations, dn@x, supported the purchase-
oriented approach of question area No. Il. It isvéeer, important to notice, that some
issues being also aim of the present regulatiog. (gruggle against black market
labour, help to disadvantaged groups, environmexgjpécts) need to be also isolated in

this case, which may cause many administrativelpnod to the legislators.
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Contracting
authority

Abolition of public procurement

Electronic public procurement

Share of knowledge, usage of practical experience

Greater centralization

Well-thought out regulation

Development of culture

Utility

More flexible regulation

Electronic public procurement information centres

Developing culture

The role of foreigner, foreign practice, experience

Reform of the institutional system, consistent le
remedy practice

Green public procurement

Bidder

Taking over foreign practice

Decreasing the level of bureaucracy

Electronic public procurement

Scaling down corruption

Developing project culture

Service mentality, developing a motivating system
the contracting entitis’ side

Legislator

Increasing the share of SMEs

Development of culture

Electronic public procurement

Information data bases

Reform of the institutional system

Opportunities of Hungarian enterprises abroad

Consultant, trainer

The isolation of non-economic expectations

Training in higher education

Opportunities of Hungarian enterprises abroad

Electronic public procurement

Community approach and practice

Developing culture

Table 11.

ga

The most frequent opportunities on the basis obwry questionnaire
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4.1.1. Summary of relevance of the question areas

It is apparent on the basis of the aforesaid thertetis a mixed reaction on the part of
the concerned actors. Out of the questionnairestettwas one, namely No. IV,
Electronic public procurement that had a clearlgifpee judgement.

The respondents did not go into purchase-orientecpement so deeply, but it appears
to be the permanent problem of over-regulationtaureéaucracy, which conceal the real
issue of approach. In this respect, the domestpying of the EU approach as a
possibility only partially means all this, for, @gen in the IRSPP research, all this

causes a similar problem in other parts of the avado.

The theoretical background gains relevance in wipighlic procurement is postulated
as a purchasing issue and was also put forth apartunity for further development.

Electronic public procurement is acceptable asveldpment opportunity, for this was

emphasized by most respondents.

Issues related to the modernization of the ingbihati system also appeared in every
element of the SWOT analysis. Although it is wedlrgeived that a renewal of the
institutional system is a demand, but in the pres#énation its existence provides a

certain degree of security to a certain group térac

Ethical behaviour, the reduction of corruption, tdevelopment of culture, the
introduction of project approach are requirement®ir absence emerges as a problem,
while their possibility emerges as a hope, on wigobunds these fields appears to be
relevant but also not easily interpreted, for tbwes mean very different things by it.
The contracting authorities mean fewer and mortuced legal remedy procedures, the
bidders mean a more correct bidder attitude by them

The above question areas were thus correctly defamel further below the specific
guestions in the questionnaire are attached tofdtve main question areas, and an
answer expected to whether the hypotheses put feittin each question area are
acceptable or not.

It is clear that no hypothesis was formulated eslaib green public procurement as a
development opportunity. In the responses the eeeerges for the separation of such
objectives, that would like to utilize public praement for other purposes, while at the

same time the issues of efficiency (producing fertofficial certificates) are involved.
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With regard to the fact that the issue falls irfte tjuestion area of public procurement

culture inasmuch as it is formulated with respecstiaping eligibility criteria, it is also

an issue of regulation and therefore it is not pathe present survey.

Within the specific question areas the followingestions are attached to the

hypotheses formerly described.

Question areas

Hypotheses

Related guesti
to my own
guestionnaire for
the hypotheséed

ons

l. Culture,
project
approach,
efficiency

H1: The changing of the regulation backgrod
is the cause of the actors’ uncertainty :
weaker initiative ability.

Incd
and

H2. The quality level of public procureme
culture can be regarded as low.

nt4, 18

H3. The efficiency of public procurement da
not come up to that of the profit-orient
sphere, but by exploiting experience it
closing the gap.

ek, 16, 19
od
is

H3/a The extremely high degree of inclinat
to seek legal remedy is different from f{
European trend and is a barrier to more effic
public procurement.

otb
he
ent

H3/b One of the most important barriers
increasing efficiency is the disproportionats
heavy administrative burden.

o 6, 13
2ly

Il.  Purchase-
oriented

public
procurement

H4. The practice of public procurement
Hungary is distorted, mostly because of
one-sided concept, which treated econo
issues as marginal ones, and was the
purchase-oriented.

ia
the
mic
east

1. The
institutional
system

H5. The system of public procureme
institutions can be regarded as out-dated
needs renewing.

i, 13, 8, la4
and

IV. Electronic
public

procurement

H6. The precondition of the introduction
electronic procurement in Hungary is a m

Dred

active and flexible attitude of market actors.

08, 11a, 12, 19a8§

Table 12

The particular hypotheses attached to the particuddated questions in my

own guestionnaire

3 My own guestionnaire see: Annex No. 3
" The indicated questions with ,_” parenthised amly indirectly related to the given hypotheses.
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Hereinafter | analyse the above enlisted hypothbased on the questions indicated in
my own questionnaire. Stepping forward is possHilece also the SWOT analysis
proved that the purchasing-oriented approach, hioetages of the institutional system
as well as the general efficiency problems hightgiiest the stakeholders, therefore the

formulation of the key issues appears to be acbépta

4.1.2 Culture, project approach, efficiency

The three main hypotheses and the two secondantigges are discussed first.

H1. The changing of the regulation background is eéhcause of the actors’

uncertainty and weaker initiative ability.

The questionnaire did not include a direct questiating to this hypothesis, but the
actors did not come to this conclusion. The weakiiative attitude is well shown in

the response to question No. 5, according to wiieh market actors seek rational
solution less than at an intermediate level, tlsatthhey would rather move in the
direction of the less bureaucratic and risk-fretutsmn. This is most frequently the
bidders’ opinion who express their view about tlhattacting authorities, at the same

time.”®

On the basis of written opinions, with uncertaiguiational background, it is awkward
to conduct secure and defendable procedures, wiimhnteracts professional
excellence. It is a common opinion that contractaghorities look for the least
bureaucratic solutions, basically because ratiomatt more complex purchasing
techniques often meet with the disapproval of #gal remedy forum. Therefore the
emphasis is placed on the more simple and lega&s Ivulnerable procurement
solutions which may not result in the most ratioth@tisions. The respondents do make
the remark, however, that it would be against isédfrest not to prefer rationality, since
the bureaucratic and complicated solution is nditieht either. This behaviour is,
however, opposed to the irrational situation of thgulation background. Especially

conducting special procurements is opposed to pipertunities of standard regulation.

S My own questionnaire, on the basis of question $éo.
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The contracting entity intends to make rationalisiens even when he is convinced
that by applying the relevant rules by the lettiethe law regulating public procurement
he clearly causes economic, social, healthcare, @gisadvantages. Therefore the
respective questions must be put differently inrdspective market sectors, in the case

of different procurement object and not in the extiye groups of market stakeholders.

The legislative side calls attention to the overpboation of very simple issues and to
the use of bureaucratic solutions as protectiveldhi For the uncertain and less
informed market actor can defend itself by this nsealThe more simple solution
contradicts the aforesaid but explains the fact the simpler solutions are chosen for
fear of legal remedy procedure. So the contracatimify would rather choose on open
procedure to be forced to do less communication thod provide less ground for

conducting faulty procedure.

The more general opinion support the statement ttlfetcomplicated and sometimes
contradictory nature of the legal background arel risk of legal remedy procedure
motivate the actors would typically go for a defgassecurity game even by discarding

the rational solution.

The size of the organization can be an aspect,eds According to the respondents
small size organizations typically choose the msiraple solutions, while the big
organizations prefer the more rational solutiorsso8 the whole the weight of the latter
is bound to ground on the long run, for the pract€newly introduced procedures will
be established eventually and there is diministihgnce for the misinterpretation of
regulation. A precondition of this is the estabii@nt of a uniform legal remedy

system.

The chance for an abortive procurement, and foingetut a fine, increases as a result
of broad-range legal remedy options and the ocooe®f administrative errors and it
would render solutions with less chance to maketakes. The decreasing of the
administrative staff in many places does not fa#i more complicated solutions,

instead the contracting entity rationalizes by ggimpler legal possibilities.
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Based on the opinion of consultants, proceduratesyly decisions are made in the
following order of viewpoints.

-risk minimalization:

-short procedural aspect,

-technological and economic viewpoints.
The decision of the tenderers is largely influenbgdhe fact that the law is ambiguous
in the case of the more complicated types of prowhich meet procurement needs
better (e.g. competitive dialogife Their decisions are made on the grounds that thei
guestion emerging in relation to APP were more adtaly answered than in relation to

the more complicated and under-regulated typesaufeglure’.

It can be seen that the explanation of the lessnatsolutions is mixed which derives
among others from the character of the market segntfee object of purchasing, the
under-regulation of the more complicated solutiott®e uncertainty of the legal

background, from the increase of the demand fallegmedy, as well as the size of the
contracting entity’s organization and its risk-reshg behaviour and last but not least
from shortage of time. The hypothesis is therefpegtly acceptable and can be

broadened by elements pointed out above.
H2. The quality level of public procurement culturean be regarded as low.

In relation to this hypothesis | included two qu@s$ in the questionnaire. They
inquired about the respondents’ opinion of the ureltof public procurement in our

country and of the behaviour of its market actors.

The actors in the market tend to have a negatiesv vof the culture of public
procurement in Hungary. The contracting authoritied legislators consider it be the
least developed who at the same time, can exergibatest influence on the legal
regulation. This also points to the question wheylggislator does not permit the market
processes manifest themselves in public procuremegt, making notice control
optional that is changing the present mandatoriesysThe best score was given by the

utilities who evaluated the culture of public proement on medium level. This is

’® For interpretation see: List of legal concepts.
"My own questionnaire, on the basis of question $to.
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interesting, because this circle of contractingtiest positioned closer to the market
processes are likely to compare its market expeeiewnith those gained in other
markets. The bidders also tended to give negatker than positive evaluation,
staying slightly below the me&h

This highly complex but generally rather negatiyenmn need to be supplemented by
the respondents justification, since the culturepablic procurement is interpreted
differently by every actor. The question refers gelf-interest, to the appropriate
behaviour and to the ethic behaviour of the actoestioned in question No. 18. The
table below shows that the bidders’ opinion ishgligworse than that of the contracting

entities’ side, but this is not a well groundednigi in view of the element numbers.

K18A1 * K18A2 Crosstabulation

K18A2
1 2 3 4 5 Total

K18A1 1 % within K18A1 33,3% 66,7% ,0% ,0% ,0% 100,0%
% within K18A2 50,0% 11,8% ,0% ,0% ,0% 6,5%

2 % within K18A1 10,0% 90,0% ,0% ,0% ,0% 100,0%

% within K18A2 50,0% 52,9% ,0% ,0% ,0% 21,7%

3 % within K18A1 ,0% 23,8% 71,4% 4,8% ,0% 100,0%

% within K18A2 ,0% 29,4% 78,9% 16,7% ,0% 45,7%

4 % within K18A1 ,0% 10,0% 40,0% 50,0% ,0% 100,0%

% within K18A2 ,0% 5,9% 21,1% 83,3% ,0% 21,7%

5 % within K18A1 ,0% ,0% ,0% ,0% 100,0% 100,0%

% within K18A2 ,0% ,0% ,0% ,0% 100,0% 4,3%

Total % within K18A1 4,3% 37,0% 41,3% 13,0% 4,3% 100,0%
% within K18A2 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%

Pearson’s? test = 0.000
Table 13.
Question No. 18. of my own questionnaires conogrthe ethical behaviour of
the market actors (from the sides of the contracéntities and the bidders

respectively)

With respect to ethical behaviour the contractintities regard the contracting entities’
behaviour more ethical whereas the bidders findttiders’ more ethical.

The aim of the question was the differentiationihaf two sides. Of those not belonging
to either side, the consultants considered theractitig entities’ side more ethical,

which must be qualified by adding that — accordimghe regulation in force, - the use

8 My own questionnaire, on the basis of question No.
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of an official consultant is mandatory above thenowinity value threshold, that is, the
consultants are more often active on the contrg@mtities’ side, which may contribute

to shaping their opinion.

Crosstab
K18A1
1 2 3 4 5 Total

K14 1 % within K14 27,3% 45,5% 27,3% ,0% ,0% 100,0%
% within K18A1 100,0% 50,0% 15,0% ,0% ,0% 24,4%

2 % within K14 ,0% 26,7% 53,3% 20,0% ,0% 100,0%

% within K18A1 ,0% 40,0% 40,0% 30,0% ,0% 33,3%

3 % within K14 ,0% 6,7% 60,0% 26,7% 6,7% 100,0%

% within K18A1 ,0% 10,0% 45,0% 40,0% 50,0% 33,3%

4 % within K14 ,0% ,0% ,0% 100,0% ,0% 100,0%

% within K18A1 ,0% ,0% ,0% 30,0% ,0% 6,7%

5 % within K14 ,0% ,0% ,0% ,0% 100,0% 100,0%

% within K18A1 ,0% ,0% ,0% ,0% 50,0% 2,2%

Total % within K14 6,7% 22,2% 44,4% 22,2% 4,4% 100,0%
% within K18A1 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%

Pearson’s? test = 0.000
Table 14.
Question 18 of my own questionnaire about thecattiehaviour of contracting

entities and question 14 about the culture of pupitocurement

K18A2
1 2 3 4 5 Total

K14 1 % within K14 18,2% 63,6% 18,2% ,0% ,0% 100,0%
% within K18A2 100,0% 41,2% 11,1% ,0% ,0% 24,4%

2 % within K14 ,0% 46,7% 46,7% 6,7% ,0% 100,0%

% within K18A2 ,0% 41,2% 38,9% 16,7% ,0% 33,3%

3 % within K14 ,0% 20,0% 60,0% 13,3% 6,7% 100,0%

% within K18A2 ,0% 17,6% 50,0% 33,3% 50,0% 33,3%

4 % within K14 ,0% ,0% ,0% 100,0% ,0% 100,0%

% within K18A2 ,0% ,0% ,0% 50,0% ,0% 6,7%

5 % within K14 ,0% ,0% ,0% ,0% 100,0% 100,0%

% within K18A2 ,0% ,0% ,0% ,0% 50,0% 2,2%

Total % within K14 4,4% 37,8% 40,0% 13,3% 4,4% 100,0%
% within K18A2 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%

Pearson’s? test = 0.000
Table 15.
Questions 18 of my own questionnaire about theathiehaviour of the bidders
and question 14 about the culture of public procoeat
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The two tables above link question 14 about theucel of public procurement in
Hungary and question 18 about the ethical behavajuthe actors from both the
contracting entities’ and the bidders’ sides. Gdsegond the differentiation of the two
groups, the figures indicated medium level, lesscat bahaviour with slightly higher

values than in the case of the culture of publacprement’ .

Switching back to the issue of culture the juséifions presented the following picture.

The responses ranged from the desperate and hepelése hopeful. The most often
mentioned problem was the high rate of legal remaabcedures, most of the actors
linked to the culture of public procurement. Pafttioe responses pointed out the
development in the past ten years but makes netseichis view that there is still a lot
of reserve in the system. Corruption, which emergethe SWOT analysis both as
weakness and threat is clearly one cause of theléeel of the culture of public

procurement. However, the stakeholders themsebadsattention to the fact that the
media often exaggerates and depicts a much moratimegicture about the public

procurement market than what it is like in reality.

Not by chance the question includes a referenceelbinterest as well as common
interest. | was curious to find out about its megnito which different responses were
given. On the utilities’ side the acceptance of-segkrest was more common, and its
interpretation from the standpoint that sales #alig primarily motivates the bidders
and are doing their best to serve this purposew®iefrom the contracting authorities’
side the meaning was that a given procurement feigperformed to save its own
business interest therefore the contracting authoweds to go through the whole
“game” of public procurement, although it is saféss risky with bidders which
managed to get over this filter. Both sides arengrily motivated by self-interest, that
is, they would like to strike a deal at the bestditions available. Therefore serving
their self interest is the less cultured, but exgedinstrument. In this situation self-
interest is stronger than commitment to a succegsicurement. The parties do not
regard each other as partners but rather as adesrsss a consequence of which

everybody is guided by self-interest. A contractaghority is guided by the goal to

9 My own questionnaire, on the basis of question M.
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have the procedure completed quickly and advantedgavhile the bidder wants to be

the winner of the procedure.

Cultural shortcomings are characteristic of botlesj opines one respondent, which is
not necessarily public procurement-specific, buéféection of our general market and
public conditions. This opinion seems to be wideapr but public procurement is
considered as a special area of corruption whianush more contaminated than the
country’s average.

“Hungary deserves an act of public procurement ifi&gublic procurement culture” -
summed up his opinion one of the consultants. df \tigilance and control of the law
declines it will lead to the infringement of thesbaprinciples of public procurement. In
that case culture can be created by the systeoleas, rat least the rules can maintain the

present level of culture.

On the whole all sides are dissatisfied. Occaslprihé responses refer to background
agreements that violate the laws of competitionfooen endeavor on both sides to
create a monopoly situation, the unlawful favorgegi to the bidder preferred by the
contracting entitymala-fidelaunching legal remedy processes, to the contig@ntity

trying to avoid public procurement procedure. Thews concern to the culture of
public procurement are the more devastating, yetsttores tend toward the middle
position. The contracting entities do not only béatme bidders and the other way
round, but refer to the general problems of theprement market not denying their

own responsibility in the matter.

The hypothesis must therefore be accepted, makiagemark, however, that in the
field of the culture of public procurement the pie is much more varied. It cannot
exclusively be linked either to corruption or etlibehavior of the market actors, nor
can it be regarded as independent of the charstitenf procurement and of the
characteristic forms of the behavior caused by etackmpetition, our regulation and

risk-reduction.

H3. The efficiency of public procurement does nobroe up to that of the profit-

oriented sphere, but by exploiting experience itlesing the gap.
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This assumption is closely related to the purclmsmnted approach but its separate
treatment was justified by the consideration thithoaigh efficiency is part of the
purchase-oriented approach, | assume the stakeboidean, in general, the more
efficient conduct of the procedures. Thereforéhals become a part of a modern
approach which refers to a question area of higghaat culture treating procurement
activity as a project and paying attention to tligciency of the procedures. This
approach is surpassed and outdated by the purohiasged approach which |
formulated in a separate hypothesis (H4.)

Two secondary hypotheses are linked to hypothesist8ch concern the increasing of
efficiency, the relevance of which was highlightedthe market actors in the SWOT
analysis:

H3.a. The extremely high degree of inclination teek legal remedy is different from

the European trend and is a barrier to more efficiepublic procurement.

H3.b. One of the most important barriers to increag efficiency is the

disproportionately heavy administrative burden.

The possibility that the efficiency of public praement in our country can reach the
level of the profit-oriented sphere was considemhceivable by 31% of the
respondents based on the Table below. The majdogg not hold it realistic i.e. does

not find public procurement such a progressivalfiel

Contracting Legislator Consultants,

authorities Utilities Bidders S trainers Total
K1B 0 % within K1B 29,0% 16,1% 22,6% 6,5% 25,8% 100,0%
% of Total 20,0% 11,1% 15,6% 4,4% 17,8% 68,9%
1 % within K1B 14,3% 57,1% 7,1% ,0% 21,4% 100,0%
% of Total 4,4% 17,8% 2,2% ,0% 6,7% 31,1%
Total % within K1B 24,4% 28,9% 17,8% 4,4% 24,4% 100,0%
% of Total 24,4% 28,9% 17,8% 4,4% 24,4% 100,0%

Pearson’s? test = 0,068
Table 16.
The question 1.b. of my own questionnaire whichineg if the efficiency of public

procurement can reach the level of the profit aieehsphere
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A large part of the verbal responses put forth th@nions about regulation.

Accordingly, the legal regulation was more bureaticrcompared to the market, it
contains solutions harder to apply, it is not pcacbriented, and requires more
resources, than market solutions. The need adm#tist and HR requirements
overburden procurement because of the lengthy duwak deadlines, the uncertainty,
andthe handling of legal remedy processes. We @gn the objective of public

procurement is not efficiency but its lawfulness.

“The total lack of planned economy is typical” opénone contracting authority. One of
the most tangible opportunities to increase efficieis seen in scaling down corruption
by the stakeholders.

Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total

K19A7 1 Count 1 0 0 0 0 1
% within K19A7 100,0% ,0% ,0% ,0% ,0% 100,0%

% of Total 2,2% ,0% ,0% ,0% ,0% 2,2%

2 Count 3 0 0 1 1 5

% within K19A7 60,0% ,0% ,0% 20,0% 20,0% 100,0%

% of Total 6,5% ,0% ,0% 2,2% 2,2% 10,9%

3 Count 2 3 0 1 2 8

% within K19A7 25,0% 37,5% ,0% 12,5% 25,0% 100,0%

% of Total 4,3% 6,5% ,0% 2,2% 4,3% 17,4%

4 Count 2 6 1 1 6 16

% within K19A7 12,5% 37,5% 6,3% 6,3% 37,5% 100,0%

% of Total 4,3% 13,0% 2,2% 2,2% 13,0% 34,8%

5 Count 3 4 7 0 2 16

% within K19A7 18,8% 25,0% 43,8% ,0% 12,5% 100,0%

% of Total 6,5% 8,7% 15,2% ,0% 4,3% 34,8%

Total Count 11 13 8 3 11 46
% within K19A7 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%

% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%

Pearson’s’ test = 0,090
Table 17.

Question No. 19. about the increasing of efficien€public procurement in our

county with respect to scaling down corruption
It is interesting to see in the following part thret matter that they put forth positive

opinions in the SWOT analysis in relation to elenic public procurement, its

efficiency increasing impact was seen as less coimg by the respondents.
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Contracting Legislator Consultants,

authorities Utilities Bidders S trainers Total
K19A8 2 Count 2 0 1 0 0 3
% within K19A8 66,7% ,0% 33,3% ,0% ,0% 100,0%
% of Total 4,5% ,0% 2,3% ,0% ,0% 6,8%
3 Count 1 5 5 1 3 15
% within K19A8 6,7% 33,3% 33,3% 6,7% 20,0% 100,0%
% of Total 2,3% 11,4% 11,4% 2,3% 6,8% 34,1%
4 Count 4 3 1 1 7 16
% within K19A8 25,0% 18,8% 6,3% 6,3% 43,8% 100,0%
% of Total 9,1% 6,8% 2,3% 2,3% 15,9% 36,4%
5 Count 4 5 0 0 1 10
% within K19A8 40,0% 50,0% ,0% ,0% 10,0% 100,0%
% of Total 9,1% 11,4% ,0% ,0% 2,3% 22,7%
Total Count 11 13 7 2 11 44
% within K19A8 25,0% 29,5% 15,9% 4,5% 25,0% 100,0%
% of Total 25,0% 29,5% 15,9% 4,5% 25,0% 100,0%

Pearson's? test = 0,092
Table 18.

Question No. 19. of my own questionnaire aboutinlteeasing of the efficiency

of electronic solution with regard to procuremeathniques

“Public procurement is not about how to do procwrahthe most efficiently, but about
how can budget resources and estimates be spenmahdn a documented way.
Therefore such an administrational bureaucratitesyshas been created that cannot be
brought into any association with efficiency” sayse bidder.

According to a more extreme view, the rules of muplocurement are unsuitable for
purchases to take place in accordance with theiefity of the profit-oriented market.
Purchasing is slow and forced within the constgwftthe law compounded with the
circumstance that the public procurement actorsiargrofit-oriented.

Going beyond the framework of the question propmss, it has also been put forth to
urge the creation of a system of incentives in otdenake the procurer interested in his

activity.
To achieve a higher level of activity the stakeleotdraise the issue of the quality of

training, which must be improved and there wouldoabe a need for visible

communication between the legislators and the jgiagtexperts.
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One consultant, however, makes reference to etectpublic procurement mentioned
in hypothesis H6. Until the realization of elecitimsolutions he does not find it realistic
to approach the level of efficiency of the profitemted sphere.

It was also a consultant who linked this issuth&odevelopment of public procurement
culture in Hungary, and indicated that with our RuBrocurement Act complying with
EU norms the efficiency of the profit-oriented spghean be achieved. This statement
must not be taken without qualification, while higi efficiency to the issue of culture
suggests a more modern approach. It refers to abe that our regulation already
complies with EU norms, the utilization of the fraworks set by the directions are

carried out differently by the member states.

The question concerns project culture which — aatedt with the culture of public

procurement — requires a kind of cooperation ofati®rs. In only one response of all,
can the desire for communication and joint workwastn contracting entities’ and

bidders’ be detected. As to the issue of projettuoelithe respondents allow a mediocre
level of its prevalence which at the same time woiacilitate the development of

public procurement culture. On the other hand, staé&eholders make more thorough
preparations for successful and efficient procesiuvehich may also facilitate a more
purchase-oriented approach. The significance «f thust not be overestimated, its
result will, however, be analyzed in relation te thext question. (question No. 19.). It
will pertain to the issue what potentials the regfants see for increasing the efficiency

of public procuremefit.

In their responses the respondents gave prioritigdantroduction of project culture and
development of public procurement culture followy scaling down of corruption,

then by familiarization of the electronic solutioasd the practice of other member
sates. Respondents are not consistent, therefoce, they underscored the problems of
legal remedy and the decreasing of administrativeddns, but when they were
expected pick out of a list, they picked objectieésa higher order the introduction of
project culture and the development of the publiocprement culture, as more

important.

8 My own questionnaire, on the basis of questionlBo.
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Seeing the responses, this contradiction can bencded by associating the issue of
project approach with that of public procurementure, where the prevalence of the
project approach represents a certain level ofurailtTherefore the issue of project
approach can henceforth be associated both withcpptmcurement culture as well as
with the issue of increasing efficiency that mayemwally lead to a more purchase-

oriented approach.

The familiarization of the practice of other EU atiies cannot be accepted because it
becomes clear in question No. 9., which testedi$isise, that the respondents were not
familiar with the practice of EU member states anty 6,5% of them were due to give
a practical example that he would offer to us berchmark in our countfy;

Hypotheses 3. can therefore be accepted in relaiovhich the stakeholders primarily
highlighted the problem of legal remedy and the iadtrative burdens. This can be
made complete by the unification of training on Haesis of the responses (H5.) as well
as by motivating the procurer’s activity (H4.), leyprocurement (H6.) and public
procurement culture (H2.). Each question can becl#d to the hypothesis indicated
next to it, and formulated, therefore there is re®d to supplement the secondary
hypotheses.

In the next part | analyze the questions relatefiecsub-hypotheses.

3.a. The extremely high degree of inclination teek legal remedy is different from

the European trend and is a barrier to more efficiepublic procurement.

In the opinion of the respondents the inclinationHungary to seek legal remedy is
excessive. The bidders’ view differs from the ageraemarkably, who deemed
Hungarian practice medium.

The question aiming at the consequences and atvélye of changing the present
practice were viewed very differently by the staidlers. Most of them missed the
unified system of legal remedy, moreover a respohdeould directly refer legal
remedy to the courts rather than the Arbitratioom@ottee. There is agreement on the

too high number of justified legal remedy appeath the exception of the bidders. The

81 My own questionnaire, on the basis of question 1.
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stakeholders expressively proposed the sancticemuycharging more for the remedy

appeals.

In the course of deliberations over the amendmagang force on January 15, 2006 in
relation to the first solution the gquestion emergepeatedly but was opposed by the
legislators because of the involved limitationstioa right to legal remedy. The charge
was raised but it does not appear to have hadasieed effect, for the number of legal

remedy cases still remain hfgh

Several respondents pointed out the problems opdioe professional preparedness of
the arbitration commissioners, their lack of expece and the lack of their consistent
decisions. The unlawful interruption of procedufése high number of procedures
launched ex-officio) and the resulting loss in@éncy make the stakeholders raise the
question of responsibility not only of the legalnedy forum, but also that of the

Council of Public Procurements, too.

Apart from the weakness of the institutional systiw@ high number of legal remedy
procedures make the stakeholders draw various @sinols. This is derived from the
trust in the legal remedy institutions, from thegk number of the incompetent and
unlawful calling for tenders on the contractingites’ side while on the bidders’ side
from the low level of public procurement culturesbd on the large number of
groundless appeals. The respondents opine thatrdsent practice can be changed by
strengthening the preparedness of contractingiesitéand bidders (training programs)
and by forcing them to abide by the law, and ssimgithe level of public procurement
culture.

On the bidders’ side however, a view contrary te tmlawful launching of legal
remedy procedures was voiced, namely, that theebsdelxercise self-constraint and do
not always resort to it. At the same time, theylfthe behavior of contracting entities

unlawful more often.

82 As of now, we do not yet know the change int hepprtion of launched legal remedy procedures for
years 2005 and 2006.The information was made pab®06. Conferences I. and Il. of the Hungarian
Public Procurement Association.
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According to a legislative respondents statistitsasthat the legal-remedy procedure is
well-grounded and many of the rejected appealfareue to bad faitngala fide3. In
this respect we are not in the possession of daitstatistical daff. Therefore its
acceptability cannot be assessed in the framewfdHeresent researth

By way of summing up, naturally the bidders’ sid&ds a more positive view of legal
remedy than do the contracting entities’ side, thatextraordinarily high rate of legal
remedy procedures and its adverse effect on difigieand the view that this is a
weakness and threat reflects the relevance of ttpothesis. The respondents did
however go beyond this and criticized the activitgertain elements of the institutional
system (H5) while they also put in a word for palgrocurement culture and improving
the level of training (H2 ).

The secondary hypothesis was therefore accepted.

H3.b. One of the most important barriers to increag efficiency is the

disproportionately heavy administrative burden.

Question No. 5. related to this secondary hyposhesms already analyzed at the
discussion of hypothesis H. No. 1.

The question inquired about what extent the adinatise obligations were
burdensome from the point of view of contractingtittes and bidders. The
stakeholders find extremely burdensome the admatige obligations of public
procurement and feel that the legislators andrttiaiions of amendments do not assess
the consequences of newly added obligations. Adl liads to the erosion of the real
objective of public procurement.

The stakeholders on both the contracting entitséde and the bidders’ side felt the
administrative burdens of the public procurememtcpdure to be a major barrier to
procurement. In their verbal responses they inditahs superfluous areas the
followings: the statement authenticated by notaeguired original certificates of the
Revenues Service (APEH) and the Custom (VPOP)hdumiore the requirement of
official translation, the full version of the batan sheet, the announcement about
fulfilment or modification of the original contrgc in addition the obligatory

announcement-supervision and the long deadline® weentioned. In the case of

8 See the analysis of official statistical data inn&x No. 2.
8 My own questionnaire, on the basis of question MNo.
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negotiated procedure without notice the publicatdnnvitation, automatic launching
of remedy procedure were indicated as unnecessaay tegal institutions that require

amendment..

It is to remark however, that the modification éftpublication of the preliminary
summarized reference, the compulsory immediateirgigand handing over as well as
the modification of the regulations on the very Itits of value on January 15. 2006

indicate that the legislators built certain reqoieats into the law in force.

The general problem extends far beyond public preroent. The actors would accept
administrative burdens if it were not extreme. Theativity is not facilitated by the
limited number of such databases where the comgacentity could look up
information and the relevant state organizatiomm®peration would be needed in this
respect (for example direct availability of the ded's data, tax dues arrears and

outstanding customs duties, etc.)

The negative reaction of foreign bidders just atlidhe dissatisfaction and in this
respect our country is a deterrent with its EU oamf regulations. Foreign bidders — or
utilities indicate — often fail to bid, becauseytitieem as unfounded the large number of
statement and official certificates and theref@sumes lack of trust from the potential
contractual partner. With the appearance of w@itin the public procurement a more
experienced group with remarkable public procurenmexperience emerged whose
requirements are higher and adapt to environmehtaiges more flexibl§

The goal is however, not to force them unto a mdtkisfunction and in some cases
when they legally belong to both kinds of contnagtentities (e.g. state-owned utilities)
we force 5 procedural orders upon them, becauiaircase their profitability is wiped
out in the market. The goal is to give priority ttee professional aspects of public

procurement and simultaneously reduce adminisgdtiwdens by means of regulation.

A good example in case is the problematic situatibthe public call for tenders and
the incurred expenses owing to the added cost iidenoontrol. This burden does not

exist in any one of European Union member stateklwmay be indicative in a

8 My own questionnaire, on the basis of question®o.
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situation when we wish to increase the competiggsnof our public procurement
markets, since the efficiency of spending publimeoalso depends practically on the
procurement-friendly attitude of the member stateiblic procurement regulation,
which is contributed to by the mentioned developtde of public procurement market

and the level of public procurement culture of tember states, too.

Contracting Legislator Consultants,

authorities Utilities Bidders S trainers Total
K13 1 % within K13 60,0% ,0% 40,0% ,0% ,0% 100,0%
% of Total 6,7% ,0% 4,4% ,0% ,0% 11,1%
2 % within K13 40,0% 20,0% 20,0% ,0% 20,0% 100,0%
% of Total 4,4% 2,2% 2,2% ,0% 2,2% 11,1%
3 % within K13 16,7% ,0% 16,7% 33,3% 33,3% 100,0%
% of Total 2,2% ,0% 2,2% 4,4% 4,4% 13,3%
4 % within K13 18,2% 18,2% 27,3% 9,1% 27,3% 100,0%
% of Total 4,4% 4,4% 6,7% 2,2% 6,7% 24,4%
5 % within K13 16,7% 50,0% 5,6% ,0% 27,8% 100,0%
% of Total 6,7% 20,0% 2,2% ,0% 11,1% 40,0%
Total % within K13 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%

Pearson’s? test = 0,084
Table 19.
Question No. 13 of my own questionnaire on the rieedn official
consultant system

Question No. 13. presented in the above Table mutathe need for an official
consultant system which in the view of the respotglas rather necessary. It is
interesting, because abolition of the mandatoryadtar was an option at the time of
forming the consultant system and at the delibenatiin year 2005 over the
amendments, but at least it remained over the Huewvareshold.

The responses are, however, rather in the extrdmee, that the official public
procurement consultant may not be expert in evemgitthat is, it cannot consult on
water-treatment or on pharmaceutical procuremevesiments. They help in taking
advantage of subsidies but making it mandatory eendhe system even more

expensive.

On the basis of written opinions the picture appearbe more varied. The majority of
the actors do not support the mandatory systemdadind it useful to keep the model
in order to improve public procurement practicee ®Bhortcomings of training and the



easy conditions of becoming a consultant have heweliluted this market, too, the
managing of which is found necessary by the acb@gond keeping a list.

Even this system is experienced to be an admitiigrabligation by the stakeholders
however, they find it rather positithe

Hypothesis H3b. was therefore accepted, where thmingstrative burdens were
identified by the respondents where the mandatoofice control and other
administrative obligations were registered as busdevhile the official consultant

system appears rather as an opportunity.

4.1.3. Purchase-oriented public procurement

Question area Il. Is the most clearly related te theoretical background, and best
facilitates the analysis targeted the efficiencypablic procurement, the institutional-
organizational features, and the electronic sahstiacquired from the profit-oriented
sphere. The specific characteristics of purchasihgw us how diversely can one
approach the problem of purchasing. It is therefereessary to acquaint oneself with
the attitude of the market to this purchase-cedtemproach, which is underscored by
the theoretical homework of the present disseratio

H. No. 4. The practice of public procurement in Hgary is distorted, mostly because
of the one-sided concept, which treated economgsués as marginal ones, and was

the least purchase-oriented.

Purchase-oriented public procurement has been omertiseveral times above from the
point of view of public procurement culture and {®ject-approach. Relying on the
SWOT analysis and the responses given to questiated to hypotheses H3. and H.
No3/a the over-regulated and bureaucratic pubbicygrement can be the least regarded
as purchasing-friendly. Therefore the hypothesis wecepted on the grounds of the
former arguments, its formulation does, howeveiseraquestions. The following

guestions measure the current approach.

Question No. 2. inquired how much the respondensicier public procurement a legal,

economic, technological, procurement, informaticetber question.

8 My own questionnaire, on the basis of question M.
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According to the total mean, public procuremenpignarily considered an issue of
procurement. This is followed by the economic, thgrthe legal and technological and
finally by the informatics nature.

Out of the individual groups of respondents, thkties and consultants hold it to be an
issue of purchasing, while the contracting autresjtthe bidders and the legislators
would rather considered it a legal issue, which msdhat those who give priority to the
purchasing character will more often consider guachasing issue than a legal issue.

Both distinct groups marked the economic charantdre second place.

This is a highly important question, the opinion tbk legislators and contracting
authorities who exert the greatest influence on ghblic procurement market and
legislation will remain dominant in the future a®llytherefore to orient toward this

approach a significant role will be played by reskars in trainingy.

It is interesting that there were no direct quewian the questionnaire concerning
jointly conducted, economics of scale consortiabcprements, the willingness to
cooperate, the purchase-oriented approach and tbgcpapproach served as
indicators. The direct question did not occur thene in a targeted way in the
guestionnaire, for the cooperation and joint precugnts could be reasoned out from
the lack of published notices and the non-mandatentralized public procurement. It
was of hallmark value that there were feedbackcatibns subsequent to the utilization
of subsidies concerning the economies of scaletieaki which may of course stem
from joint utilization of subsidy. Although this &kind of necessary element, it can, at

the same time, favourably influence the developmé&public procurement.

It is, at the same time, not typical for indepertdastitutions of similar activities, to
conduct joint purchasing. | have in mind, for exdenphe procurement of universities
which is widespread in Finland (Kivisto-Vivolaindrella [2003]). Corvinus University
of Budapest also participated in HEFOP 3.2 pragecthe experience of which it can be

stated that there is no such cooperation betweenuniversities. The institutions

87 My own questionnaire, on the basis of questionNo.

10¢



conduct their public procurement processes indepehd nor is there a familiarity of

each other’s activities, each other’s practice.

Centralized public procurement and the relatednalty joining does not, in fact point
in the direction of cooperation but in that of Aglduction, more simple, quicker
solutions. Therefore the increasing demand forraéméd public procurement cannot
be considered among the successes of the consodddls. All in all, one can say that
the actors are less open to the consortial modeishwis a partial question of the

purchase-oriented approach but illustrates welbthijude of the stakeholders.

4.1.4. The institutional system of public procurame

The institutional system is discussed below in poliyesis with regard to the fact, that
the institutional system in Hungary has been urtedcin the past 10 years and its
activity has hardly changed there may emerge tha ttat this segment of the market
should be transformed on the basis of accumulatpéreence and market feedback.
The goal of propounded guestions was not necegsaplish for change, but measuring
up how far individual institutional actors hampelgck, of for that matter, facilitate the

operation of the market.

H5. The system of public procurement institutionarc be regarded as out-dated and

needs renewing.

The stakeholders considered the development stagdeoinstitutional system as

. 88
mediocre -

8 My own questionnaire, on the basis of question No.
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K7 * K1A4 Crosstabulation

K1A4
1 2 3 4 5 Total

K7 0 Count 1 1 0 7 1 10
% within K7 10,0% 10,0% ,0% 70,0% 10,0% 100,0%

% within K1A4 33,3% 12,5% ,0% 50,0% 50,0% 22,2%

1 Count 2 7 18 7 1 35

% within K7 5,7% 20,0% 51,4% 20,0% 2,9% 100,0%

% within K1A4 66,7% 87,5% 100,0% 50,0% 50,0% 77,8%

Total Count 3 8 18 14 2 45
% within K7 6,7% 17,8% 40,0% 31,1% 4,4% 100,0%

% within K1A4 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%

Pearson’s? test = 0.12
Table 20.
Question la of my own questionnaire on the deveéoypiraf the public
procurement market from the viewpoint of the ingittnal system and question 7

on the necessity of changing the institutional egsbf public procurement

More than 3/4 of the respondents gave responddtveoanswer to the question about
the necessity to transform the institutional systérwo-third of legislators, while
almost 100% of utilities think that change is neeeg. By change, the respondents do

not mean abolition or pointless operation, but egpran intention to improve operation.

The most frequently mentioned central actor ofitiséitutional system is the Council of
Public Procurements, and separately the Controlliagartement of the Publication of
the Notices, Public Procurement Bulletin and theélieuProcurement Arbitrations

Committee.

The actors of the institutional system are oftad sat to communicate with the market

actors and not to be open to understand practioblgms.

As to the supervisory system the respondents itelishortcomings in the internal
supervision and in the operation of general superyisystem. They also sensed the
great extent of latency and the lack of uniformalegmedy. There were several such

indications that there would be no resistance s paitary legislation and the rules
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ought to be explained at simple briefi%fhe respondents do not understand a lack of
decisions facilitating practical activity.

According to another opinion, the current "sepajatesdiction” ought to be done away
with, and transform it into either a public admtragion procedure or a simple court

procedure.

Contrary views also abound. One view would put ad & the competence of the
council to interpret the law, while other views egp more efficient and life-like law-

interpretation. Very firm opinions emerged suggestthange concerning the Editorial
Board’s activity done without any assumption of p@ssibility. The possibility of

optional supervisory activity emerged at the timhéhe amendment of law in 2005, but
finally the Economic Committee of the Parliamerdcdirded the possibility. The idea of
financing the Council of Public Procurement by t@ntracting entities caused an
outrage considering the fact that there is no pdggito refer to notice control on the

legal remedy forum. Because the fee of notice obng charged mandatorily to be
public procurement procedures in a unique way iroge, the stakeholders look at the

institution as a superfluous obligation — no matttere is an EU-conform regulation.

Contracting Legislator Consultants,

authorities Utilities Bidders S trainers Total
K8A5 1 % within K8AS 50,0% ,0% ,0% 50,0% ,0% 100,0%
% of Total 2,4% ,0% ,0% 2,4% ,0% 4,8%
2 % within K8AS ,0% 50,0% 16,7% 16,7% 16,7% 100,0%
% of Total ,0% 7,1% 2,4% 2,4% 2,4% 14,3%
3 % within K8AS ,0% 66,7% 22,2% ,0% 11,1% 100,0%
% of Total ,0% 14,3% 4,8% ,0% 2,4% 21,4%
4 % within K8AS 35,7% 7,1% 28,6% 7,1% 21,4% 100,0%
% of Total 11,9% 2,4% 9,5% 2,4% 7,1% 33,3%
5 % within K8AS 45,5% 9,1% 9,1% ,0% 36,4% 100,0%
% of Total 11,9% 2,4% 2,4% ,0% 9,5% 26,2%
Total % within K8AS 26,2% 26,2% 19,0% 7,1% 21,4% 100,0%
% of Total 26,2% 26,2% 19,0% 7,1% 21,4% 100,0%

Pearson’s? test = 0,031
Table 21.
Question 8 of my own question about the weakesttpaif public

procurement in our country from the viewpoint ajdéremedy

8 Information bulletins are issued by the CounciPoblic Procurement, or the Head of the Council of
Public Procurement which do not have a legally isigdorce.

11z



It is, however, important to remark that the regjmris in question 8 to be discussed
later did not regard notice control as the weagesit. The above table shows that legal

remedy received higher, that is worse score.

Connecting the two questions is relevant, becauséigh legal remedy rate would be
adversely influenced by abolishing notice contrbbwever, leaving one of the
hindering factors in the system for financial reeswould not be an optimal solution. A
consultant indicates that such an organizationdlaarinstitutional system needs to be
formed that supervises and controls the field mnfa legal point of view, but from an

economic point of view.

Several respondents were dissatisfied with thedPaeintary Reports of the Council of
Public Procurements. They indicate that they waiddd much more information about
the domestic public procurement market and aboatatttivity of the Council. (The

available data are briefly summed up in Annex 2.)

The respondents call attention to the eliminatiérthe shortcomings of information

database, which would help improve the judgmenthef institutional system very

much, moreover they linked to this topic the faatlon of the expansion of the
electronic solutions, which will be discussed latgt’.

Legal remedy is considered by the stakeholderb@asveakest point, the bottleneck in
public procurement in Hungary. The second bottlknethe conduct of the procedures,
then followed by the problems surrounding noticesaKing notices, control and

publishing them).

% My own questionnaire, on the basis of question No.
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K7 * KBA2 Crosstabulation

K8A2
1 2 3 4 5 Total

K7 0 Count 5 3 1 0 0 9
% within K7 55,6% 33,3% 11,1% ,0% ,0% 100,0%

% within KBA2 71,4% 33,3% 5,6% ,0% ,0% 20,9%

1 Count 2 6 17 6 3 34

% within K7 5,9% 17,6% 50,0% 17,6% 8,8% 100,0%

% within KBA2 28,6% 66,7% 94,4% 100,0% 100,0% 79,1%

Total Count 7 9 18 6 3 43
% within K7 16,3% 20,9% 41,9% 14,0% 7,0% 100,0%

% within KBA2 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%

Pearson’s? test = 0,002
Table 22.
Question 8 on the weakest point of public procunetne Hungary from
the viewpoint of legal remedy, and question 7 annibcessity to transform the

institutional system of public procurements

The responses primarily refer to the uneven praotic the legal remedy forum, the
contracting authorities, bidders and the consudtatdo considered this field the worst
bottleneck. Legislators listed the problem in th&t Iplace.

The advertising and control issue was linked toitisitutional system and was listed
among the less weak points that show a middlingafaresult. Therefore the area does
not meet the needs of the stakeholffers

Formerly | came to the conclusion that the actomuld really like to see the
transformation, but not the doing away with the ssdtant system. In relation to the
weaknesses of supervising system the views cleanigrged that neither the control of
notices nor the uniform legal remedy practice talleee in the process approach.

The control of notices takes place on a sheet pépaithout IT support and the official
data take shape on the basis of the processed-pagped documents. In this way the
real control of the procedures does not take plachy, the independent control of the
respective notices. Part of the process-concethiaisthe changing rules, practice, and
problems are continnously monitored by the actbithe institutional system and react

in time. The delayed reaction causes innumerahteadas to the public procurement

1 My own questionnaire, on the basis of question&lo.
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market, recall the 650—word probl&mor the new exclusion caugddollowed by
belated reactiorid

The hypothesis can be accepted, but it is impotiamtiote that the respondent had a
corrective attitude to the issue and only in theeoaf the Arbitration Committee did the

idea of operating the legal remedy system in difiéiorganizational framework emerge

4.1.5. Electronic public procurement

The last question area, related to the trends sleclin the theoretical foundations, tries
to throw light on what the actors expect from efgaic solutions and how much they
know those solutions. Based on the SWOT analysscam state that market actors are
unanimous in their opinion that electronic publimgurement is one of the most

significant possibilities to make a step ahead.

H6. The precondition of the introduction of electnic procurement in Hungary is a

more active and flexible attitude of market actors.

At the time of the SWOT analysis, it was also clést most people expect electronic
public procurement to contribute decisively to tevelopment of public procurement.
It is interpreted as a possibility that should p&agerious role in increasing both the

efficiency and transparency of public procuremartiungary.

92 The 650-word-problem refers to our domestic practiased on sending notices by fax forced the
Official Publishing Office of the EU to accept largthan 650-word notices only in electronic forim.

this way it resorted to an extant but not used l@ndering domestic notice impossible, which waisato
all prepared to send notice electronically.

% The problem of exclusion that emerged in relatimthe APP § (1) g) at whose time of taking foroe t
concerned institutions were not aware of what fieates the applicants were required to submitwahalt
period of time all this was to cover. This uncertgimeaning mandatory exclusion resulted in moofhs
uncertainties and legal remedy procedures in thliehgprimarily because of its unprepared state.

% My own questionnaire, on the basis of question Nb.

11t



K11A5 * K3 Crosstabulation

K3
1 2 3 4 5 Total
K11A5 1 % within K11A5 57,1% 14,3% 14,3% ,0% 14,3% 100,0%
% within K3 80,0% 16,7% 20,0% ,0% 8,3% 18,9%
2 % within K11A5 ,0% 28,6% 14,3% 42,9% 14,3% 100,0%
% within K3 ,0% 33,3% 20,0% 33,3% 8,3% 18,9%
3 % within K11A5 7,1% 21,4% ,0% 28,6% 42,9% 100,0%
% within K3 20,0% 50,0% ,0% 44,4% 50,0% 37,8%
4 % within K11A5 ,0% ,0% 42,9% 14,3% 42,9% 100,0%
% within K3 ,0% ,0% 60,0% 11,1% 25,0% 18,9%
5 % within K11A5 ,0% ,0% ,0% 50,0% 50,0% 100,0%
% within K3 ,0% ,0% ,0% 11,1% 8,3% 5,4%
Total % within K11A5 13,5% 16,2% 13,5% 24,3% 32,4% 100,0%
% within K3 100,0% 100,0% 100,0% 100,0% 100,0% 100,0%
Pearson's? test = 0,37
Table 23.

Question 3 of my own questionnaire whether eledtrgublic
procurement is considered a distinguished e-govemtnservice in Hungary and

guestion 11. on the informed state of the legiskato

To the question if building up electronic publiopurement in Hungary is considered a
distinguished e-government service or not, theaeses showed that the stakeholders
found it a significant element in the field of evgonment services. Only the legislators
indicated that they were less of the opinion thatas one of the e-government services.
In their verbal answers they mentioned it as a itmmd of popularizing public
procurement culture. According to the contractingharities it was not so much their
often mentioned functionalities themselves thattemat in e-procurement, but that the
realization of functions involve great complex kredge that can be disseminated
through the indispensable training of procurerseréfore electronic public procurement
may play a further role in shaping public thinking.

Reducing administrative burdens, improving the igyabf connections between
authorities and businesses (A2B), the simplificatad processes could promote the
improvement of the most important elements citedrently the characteristics of the

system that are evaluated to be the weak pointserding to the answers.

The view that e-procurement may mean a copyinghef gresent over-complicated
practice, that is, a kind of survival of superflscadministration also appeared among

the threats. The actors also raised the questidheofivailability of a suitable work-
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force, which they viewed as a presently non-exgstiondition, in this way extending
beyond the question narrowly linked to their opmion the public procurement
procedure.

The most tangible topic was the shortening of deed] increasing transparency, the
realization of a real supervisory function, redoitof corruption and accommodation to
EU practice which came to be seen as dependentpsacerement. The fear that it
might not come to pass let one of the actors camtbe conclusion that the system is
interested in maintaining the present non-transpacenditions and also in making
public procurement practice even less controlable.

Another fear does also exist, which reckons with likelihood of the survival of the
“concessionary service provider” idea. It showsthat same time how much it can not
be regarded as appropriate e-governmental sewlten the related government idea is
not known by the stakeholders. The situation idact is even more disappointing
considering the fact that there has not been govent idea for years in this field.

In accordance with European trends, it is more aigeous for organizations under the
force of the electronic public procurement law efvsral service providers operate on
the public procurement market (e.g e-auction), ma@img competition in this way, but
not solving the state-financing of non-profitabée\sces.

On the whole, a part of the stakeholders discovétedservice only in the slogans to
which decisions, budget, and regulation were litiached to. At present only notices
can be published electronically, and the serviaaatter is generally not typical of the
system and it is also difficult to get access timrimation. So there are fundamental
shortcomings that do not position the electronibliguprocurement in Hungary as an
emphasized service.

Responses to former questions related to electputitic procurement raised the issue
of suitable information bases, which is considelgdseveral respondents to have
priority over permitting electronic auctioning. ik therefore interesting that getting
access to fundamental information became parteofdmer question which is closely
attached to question No. 10, which inquires abdat stakeholders’ opinion about

domestic data-sources.

% My own questionnaire, on the basis of question®o.



Contracting Legislator Consultants,

authorities Utilities Bidders S trainers Total
K10A2 1 % within K10A2 16,7% 25,0% 8,3% 16,7% 33,3% 100,0%
% of Total 4,8% 7,1% 2,4% 4,8% 9,5% 28,6%
2 % within K10A2 45,5% 9,1% 9,1% ,0% 36,4% 100,0%
% of Total 11,9% 2,4% 2,4% ,0% 9,5% 26,2%
3 % within K10A2 ,0% 50,0% ,0% ,0% 50,0% 100,0%
% of Total ,0% 2,4% ,0% ,0% 2,4% 4,8%
4 % within K10A2 50,0% 50,0% ,0% ,0% ,0% 100,0%
% of Total 7,1% 7,1% ,0% ,0% ,0% 14,3%
5 % within K10A2 ,0% 27,3% 54,5% 9,1% 9,1% 100,0%
% of Total ,0% 7,1% 14,3% 2,4% 2,4% 26,2%
Total % within K10A2 23,8% 26,2% 19,0% 7,1% 23,8% 100,0%
% of Total 23,8% 26,2% 19,0% 7,1% 23,8% 100,0%

Pearson’s? test = 0,037
Table 24.
Question No. 10 of my own questionnaire whetheréspondent use the
printed form of the Public Procurement Bulletinriglation to public

procurement

Most of them use the web-site of the Council ofIRuBrocurements and fewer of them
use the printed version — which is indicative - thied service is the website of the
Central Services Directorate General which pringacibncerns those purchasing and

supplying though central public procurement.

Opinions about the website of the Council of PuBlfocurements are devastating. It is
practically seen as the electronic version of thmted form, where the browser
function cannot be used, it is poorly structured ant up-to-date and does not contain
the most important information in a usable ways ltound low quality and outdated by
the actors. The website of the Central Servicegedbirate General was more highly
appreciated by the respondents. They pointed euivdakness of the browsing function
but particularly stressed that information-exchange working contrary to the official
website of the council of Public Procurements. He verbal responses a few of the
respondents compared the web-site of the Counddublic Procurement to TEDand

also suggested using TED functions as a benchmaheiwebsite in Hungary.

% Tenders Electronic Daily
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On the whole, the actors are not satisfied with nim@st important official website,

which indicates that responsible market actors emetbpment of electronic public

. 9
procurement do not guarantee the stakeholderstiess to fundamental information.

Crosstab
K19A8
2 3 4 5 Total

K11A3 1 % within K11A3 ,0% 33,3% 66,7% ,0% 100,0%
% within K19A8 ,0% 7,7% 12,5% ,0% 7,1%

2 % within K11A3 ,0% 20,0% 80,0% ,0% 100,0%

% within K19A8 ,0% 7,7% 25,0% ,0% 11,9%

3 % within K11A3 25,0% 41,7% 16,7% 16,7% 100,0%

% within K19A8 100,0% 38,5% 12,5% 20,0% 28,6%

4 % within K11A3 ,0% 40,0% 40,0% 20,0% 100,0%

% within K19A8 ,0% 46,2% 37,5% 30,0% 35,7%

5 % within K11A3 ,0% ,0% 28,6% 71,4% 100,0%

% within K19A8 ,0% ,0% 12,5% 50,0% 16,7%

Total % within K11A3 7,1% 31,0% 38,1% 23,8% 100,0%
% within K19A8 100,0% 100,0% 100,0% 100,0% 100,0%

Pearson’s’ test = 0,19
Table 25.
Question 19. of my own questionnaire about whatitsohs would help
increase the efficiency of public procurement immgary and question 11 about

how receptive the bidders are to electronic pulpliocurement in our country

There emerged a rather varied picture about thekehaactors’ openness. The

contracting authorities and legislators were lggsnowhile those utilities that arrange a
part of their procurement with electronic suppag eather more receptive. So, the less
receptive group is the one which has the most tdinlaence on shaping regulation and

on the implementation of electronic public procuesinas a strategic objective.

" My own questionnaire, on the basis of question Nb.
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Contracting Legislator Consultants,

authorities Utilities Bidders S trainers Total
K11B3 1 % within K11B3 33,3% 50,0% ,0% ,0% 16,7% 100,0%
% of Total 4,4% 6,7% ,0% ,0% 2,2% 13,3%
2 % within K11B3 23,5% 17,6% 17,6% 5,9% 35,3% 100,0%
% of Total 8,9% 6,7% 6,7% 2,2% 13,3% 37,8%
3 % within K11B3 14,3% 42,9% 14,3% 14,3% 14,3% 100,0%
% of Total 4,4% 13,3% 4,4% 4,4% 4,4% 31,1%
4 % within K11B3 60,0% 20,0% ,0% ,0% 20,0% 100,0%
% of Total 6,7% 2,2% ,0% ,0% 2,2% 11,1%
5 % within K11B3 ,0% ,0% 100,0% ,0% ,0% 100,0%
% of Total ,0% ,0% 6,7% ,0% ,0% 6,7%
Total % within K11B3 24,4% 28,9% 17,8% 6,7% 22,2% 100,0%
% of Total 24,4% 28,9% 17,8% 6,7% 22,2% 100,0%

Pearson’s? test = 0,057

Table 26.
Question 11 of my own questionnaire about how imied and open the
bidders are
Contracting Legislator Consultants,
authorities Utilities Bidders 5 trainers Total
K11B5 2 % within K11B5 ,0% ,0% ,0% 100,0% ,0% 100,0%
% of Total ,0% ,0% ,0% 2,5% ,0% 2,5%
3 % within K11B5 25,0% 25,0% ,0% ,0% 50,0% 100,0%
% of Total 2,5% 2,5% ,0% ,0% 5,0% 10,0%
4 % within K11B5 38,9% 27,8% 16,7% ,0% 16,7% 100,0%
% of Total 17,5% 12,5% 7,5% ,0% 7,5% 45,0%
5 % within K11B5 17,6% 29,4% 17,6% 5,9% 29,4% 100,0%
% of Total 7,5% 12,5% 7,5% 2,5% 12,5% 42,5%
Total % within K11B5 27,5% 27,5% 15,0% 5,0% 25,0% 100,0%
% of Total 27,5% 27,5% 15,0% 5,0% 25,0% 100,0%
2 -
Pearson’'g” test = 0,021
Table 27.

Question 11 of my own questionnaire about how imkd legislators are

As regards the question about how much the aatgpsitblic procurement are informed

for example about the modification of regulatidme recommendations of the Council

of Public Procurements, European trends, cleadyl@gislators and the consultants can
be regarded almost completely informed.

Utilities are followed by contracting authoritidsen followed the bidders that are less
than medium informed. That is resulting from the weakness of the cémtata-base,

the contracting entities and bidders join the medior less than medium informed

% See: Table above.
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mass. Consultants will however, do more to acquifermation due to their function
and tend to use both literature and EU database ofter?”.

In the next question the stakeholders gave resporedated to their participation in
electronic auctions and expressed views on the umagqof the domestic public
procurement market from the viewpoint of the introtion of electronic procurement
techniques (e-auction, e-catalogue, dynamic puichaystem).

37 % of the respondents had been involved in @uation presentations, that is, had
already seen at last one procurement technique With IT support. Yet the
stakeholders hold the domestic market, though toediocre extent, suitable for the
adoption of new procurement techniques, that i®etgul to take place in 2006.
Openness and interest is sensed in the respormesydr, few are thought to have
looked into what the question really referred toce there is an electronic catalogue

operating at the Directorate of Central Sernviti®o.

The relatively high mean value of the responsesrghy the utilities, shows that out of
their other procurement processes, they possess imformation in this field. On the
whole, little more than one third of the respondehave seen the most simple e-
procurement technique directfy.

The responses show that there is a lot of misutatetsg, and a kind of expectation of
a miracle is typical of the stakeholders, which oot the least put forward the
prejudices, reservations in relation to electrgmiblic procurement. It is considered,
according to the responses to question 19, ascgmlation to increase efficiency.

The hypothesis is therefore acceptable, but inraaerop it up we must move outside
the public procurement environment and in keepinthp wihe original ideas explore
deeper relationships and make clear the consegsi@amceproblems for the actors in the

public procurement market.

Therefore the topic is going to the discussed esgively from the viewpoint of
electronic public procurement in the course of wria the database of the research

project “Competing the World” by means of a muktipfariable statistical analysis.

% My own questionnaire, on the basis of question No.
190 |nstitution responsible for centralized procuremen
191 My own questionnaire, on the basis of question Nb.

121



4.2 Findings of the analysis of the databases gener  ated by the
research project “Competing the World”

The research project “Competing the World” is retato my last hypothesis of my
questionnaire. As early on as my draft thesis Ul that the survey of the realistic
opportunities involved in electronic public procoment is not adequately supported by
my own questionnaire therefore my present reseaval supplemented with the

examination of the database of a survey conducie¢le profit-oriented sphere. In the
course of cross-checking of the hypotheses theipated risk became real that the
actors in the market overestimate public procurdnmrthey have so little information

that an unconditional faith in it is considered tm@st simple solution, that is, the

situation can only get better by way of using et@at solutions.

Therefore the study “Competing the World” conductiésl research among the
companies that although overlap to a minor exteith whe actors in the public
procurement market, but it concerns, from the viewpof electronic procurement, the
most active group, the sphere of the profit-oridnt®mpanies. Inasmuch as the
openness of this sphere to e-procurement providégi@nal information for me, these
conclusions can be used in the public procurememket, as well, calling attention to

the limits of e-procurement and consequently itserionited results.

The Competitiveness Research Centre’s the “Congpetia World 1995-97” and the
1999 corporate competitiveness research continasyjimg on the traditions of
guestionnaire-based surveys and also relying om.tHe 2004 a 3-year research
program was launched “Competing the World 2004-200ied “Our economic
competitiveness from a corporate point of view”.

This program and also other surveys (BellreseaB#flnet) provided the basics for
accessing the “e-procurement situation” in Hungamng for exploring the predictable
direction of development on the basis of the respsrgiven to the questionnaire of the

competitiveness survey.

The study expressly differs from the traditionalusons, since it does not intend to

examine the diffusion of corporate websites in Harggand nor the preparation of firms
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purchasing through the internet or using ERP systéhe study aspires to go on
reflecting on the results supported by other swsvéy means of multi-variable
statistical analysis and by exploring deeper-lyiationships. The aim therefore is to
identify and draw conclusions from now internal g@my processes, purchaser-

supplier relations and the IT background relategléatronic procurement.

At the set-out of the present research there waspportunity available to study

surveys and analyses related to e-procurement ngaty. Following the summary of

guestions raised alternative analyses and findargs presented, rendering the high
number of questions still not answered and theslatgmber of unexplored relationships
hidden in this so far little studied area.

This is then followed by the presentation of reswlthich take us in the direction of

internal company processes, purchaser-supplietioetaand IT background and the

identification of their relationship with e-procument and on to drawing conclusioffs

4.2.1 Questions propounded

At the outset of this research project, hypothesese defined by taking into
consideration the questions of competitivenessareke which are probed in this
chapter. The questions were formulated based omrdh®petitiveness research and its
definition.

According to this definition “company competitivesseis its ability to offer such
products and services to the customers that treeynare willing to purchase than those
offered by the competition in a way to provide affirwhile also meeting the norms of
social responsibility. A precondition of this contiigeness is that the company should
be able to perceive external changes as well asniglt changes and adjust to them by
persistently meeting better competitive criteriartthe competitors d&™.

The analysis sets out from the assumption thatrémel toward electronic procurement
facilitates an increasing application of solutidhat help improve the standard of both
the offered and the purchased products and senlicdses not address the integrated

solutions of e-procurement nor the possibilitiegolmed in electronic auctions for

192 The database analysis is based on Juhasz P.ai, Tatr Csaki A. (2006): The receptiveness of
Hungarian firms to electronic procurement, Corviklsversity of Budapest, Institute of Business
Economics, Working paper

193 Chikan-Czaké (2005)
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improving efficiency. It does, however, deal witietclassification of companies into
groups by exploring underlying relationships notudoing upon the demand for
integrated procurement or its IT support.

The questions propounded in relation to the mudtiable statistical analysis have been
divided into two groups:

1. General assumptions

The attention of the studied companies was lessidid towards e-procurement,
which is expected to change in the favourable tordn the future.
The ownership is relevant with respect to receptgs.

2. Assumptions suggesting underlying relationships

Financial indicators show an unequivocal correfataith receptiveness to e-
procurement.
In the case of those striving for long-term partredations the correlation with
receptiveness to e-procurement is clearly expressed
The structure of procurement markets and sales ehask related to, for
example, the fact that companies conducting moshef procurement abroad
are more receptive to e-procurement.
Where the level of IT investment is higher, morenew is spent on e-
procurement, too.
The embeddedness of the procurement system indimpany IT system is
typical of the more developed procurers.
The relationship of HR management with e-procureran be establish&Y.
The surveys that probed the general {€Tevel of development were aimed at internet-
penetration, website supply and ICT expenses. Inaase the information related
primarily to procurement is of interest to us frohe point of view of ERP activities

related to e-commert¥.

194 The assumptions have been formulated not only reipect to the public procurement market but — in
view of the questionnaires — with respect to trecprement market in general, too.

195|CT: Information and Communication Technology

1% For information on alternative research projectsducted at the time of the research project
“Competing the World” see Annex 4.
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4.2.2 Analyses based on data of the competitivergessrch

The reviewed and the alternative research findingsnnex 4 do not offer an adequate
response to my questions, for they do not try fgame deeper underlying relationships,

therefore it is necessary to focus on the anabfsisy own database.

4.2.2.1 The characterization of the sample

The analysed sample was made up of the list of E8@€rprises addressed by questions
in the framework of competitiveness research ptomfcthe Institute of Business
Econonomics (Corvinus University of Budapest). Baeple contained enterprises of
over 50 employees operating in Hungary with legakpnality. The alternative research
data presented above on the conditions of e-prowamein Hungary compared their
data to the size of enterprise. In view of the that in our case a much deeper analysis
becomes possible based not on the alternative egubuit on the basis of available
studies | wish to render how necessary it is taloohsuch a research which analyze the
neglect of or in the focusing on e-procuremenhmlives of enterprises in Hungary.

To do so we needed to take such inquiry as arsgapint where several experts of the
company (4 leaders by company) were asked torBh-@pecific questionnaires, which
were then analysed. This is why the limit linkedriomber of employees cause no
trouble. This limit will manifest itself in the datgiven; but they will characterize well

the sphere, from which we expect most in relatma-procurement.

The choice of firms was guided by number of empésyand regional representatives.
At a 23% response-rate with a data base includdig Gases were examined by this

study for a few important characteristic feattites

107 As to the number of employees, 5.1% of the comgmin the sample fall into the small enterprise
category, 57.2% into the medium size category ah@%8 fall into the large enterprise category. Since
the research originally did not address the orgditms of fewer than 50 persons, the small entsepri
category can be regarded as ,under’-representextgénizations of over 50 persons constitute treisba
for comparison, the share of big companies is ptapately larger than that in the multitude (17.9%
the multitude) while the proportion of the smalhgmanies is smaller (82.1% in the multitude).

According to revenue and asset value, the companresent a more balanced picture: the number of
elements in the small-medium and large categoniesnaarly the same. In the case of organizations
placed into categories by employee numbers anddbaseheir per capita gross revenue, the small and
medium large enterprises operated at a lower degfrefficiency while the large ones at a higherréeg

of efficiency compared with their counterparts iartdary.
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4.2.2.2 The detailed presentation of the findings'®®

The investigation was conducted by means of SP&Shidse-analysis program. In the
course of the investigations the level of significa was uniformly at 5%. The findings

are as follows:

Fundamental variables

The questionnaire repeatedly inquires about theptaeness to procurement conducted
electronically. To serve this purpose the statsugply of Extranet/EDI systems, and
the ability to access them, and also the level Dfinvestments aiming of the
improvement of procurement efficiency appearedetidhie most suitable variables.

In the case of the first question the questionnaiquired about the scale of the
investment into Extranet /EDI systems at the emisgpand the supplier (1-little — 5-
much) while in the second case it inquired aboatgignificance of informatics from
the point of view of procurement efficiency (1-redgnificant — 5-very significant) at
present and in the future.

Based on this, the multitude indicators are a®vest

The composition of the sample by branch of indusrgimilar to that of the enterprises of over 50
employees in Hungary, although compared with thdtitnde a larger proportion contains processing
industry, energy industry and communal serviceserpnises, while organizations in commerce,
construction industry and the non-communal servicessomewhat under-represented, More than half of
the surveyed companies were operating in the psotgindustry.

As to the proprietary structure of the compani@snmunity owned companies are more represented in
the sample than in the multitude, while those innghrian ownership can be regarded as
underrepresented in spite of their 53% share instmple considering both by the number of elements
and by the capital value. The 64 mainly foreign-ediicompanies make up 21.3% of the cases and has a
52.4% share in the own capital of the companigténsample, while in the multitude the correspogdin
proportions are 10.5% and 37.4%. (The multitudetgpprtions were calculated on the basis of register
capital.)

By geographical location, only a smaller part afeeprises from Budapest and Pest county were iedud

in the database (24.3% compared with 53.2% in thkitode) while enterprises from other regions were
better represented in the sample, mainly the Alféida enterprises showing greater willingness to
respond. The characterization of the sample wasmadhe model of Lesi (2005) workshop study.

198 Fyrther supplementary data are to be found in Atne
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N |Min.Max.| Mean St. Skewness Kurtosis
deviation
Your supplier bougl201| 1 5] 1,62 1,06 1,753 2,323
Extranet systems
Your enterprise boug217| 1 | 5| 1,64 1,11 1,669 1,686
Extranet systems
So far in pocuremen| 279| 1 5| 3,20 1,11 -0,174 -0,498
IT development ¢
procurement
Procurement in th279| 1 51 3,79 1,08 -0,840 0,273
future: IT developme
of procurement

Valid total 197

Table 28.

Descriptive statistics

Both extremes occurred in each question. It isclpof the multitude that both the
enterprise and its suppliers paid similarly litd#ention to building up Extranet/EDI
systems and deem at present the significance ofndtics as about average. At the
same time, is is typical for them to expect aneasing role of IT in the future.

In the case of the first two questions the stroogitive skewness refers to the long
drawn-out right-hand side, which is understanddioleit diverts only slightly from the
minimum of mean scale. The marked pointedness sélate value (distribution of the
segments narrower than standard distribution) nitaketiceable that there are still few
enterprises investing major amounts of money ini®field.

In the case of the second two questions skewnessgative, that is, the majority of
enterprises are below the presented mean valuee winilthe basis of the moderate
absolute value of the pointedness their distanoen fthe mean is close to what is

expected from a standard distribution.

Classification

On the grounds of receptiveness to procuremertidTenterprises were to be classified.
In order to do so, independent viewpoints had téobhead.

Since a very strong correlation is conjectured ketwthe questions (Extranet/EDI

systems are efficient if they are developed on Izittes, that is, these systems are



typically developed by those who consider IT sigaift) correlation computing was
used to control the closeness of the relationséipéen the variables.

Your Your So far i;lProcuremer
supplier |enterprise [procuremernin the future
bought  |bought . The ITThe IT
Extranet [Extranet |developmerdevelopmer
systems |systems |of of
procuremerjprocurement
Kendall’s tau-b
Your supplier bouglCorrel. |1,000
Extranet systems Sign.* |,
N 201
Your enterprise bougCorrel. |664 1,000
Extranet systems Sign.*  |,000 ,
N 199 217
So far in procuremerCorrel. |,109 , 162 1,000
The IT development [Sign.* |,076 ,006 ,
procurement N 200 216 279
Procurement in the futuiCorrel. [148 ,224 ,602 1,000
IT development in thSign.* |,017 ,000 ,000 ,
procurement N 200 216 278 279

Table 29.

Correlation computinf®**°

The conjecture was confirmed by the correlatiorestigations. Between the two pairs
of questions concerning the Extranet/EDI systemd &me importance of IT a
moderately strong relationship was found whereasswise between the pairs there
was a weak relationship, but in all the cases tias found a significantly positive
relationship. That is, those who have already itacesnto procurement IT consider it
more important and predict its increasing signiimain the future.

On these grounds the questions cannot be diresdlg to forming groups, because the
relationship between them is very close. Due tordsilts of correlations, factors at

right angles have been created with the help ohroamponent analysis.

199Bold-type indicates data of at least 5% signifieatevel; asterisk-marked (two-fold proof)
10 This is not a scale profession, thus correlatitigators applicable to ordinal scales were used.
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For purposes of rotation the varimax method wasl.use

Initial | Final

Your supplier bought Extranet systems 1,000 0,865
Your enterprise bought Extranet systems 1,000 90,85
So far in procurement: IT development 1,000 | 0,850
procurement activity
Procurement in the future: 1,000 | 0,841
development in procurement activity

Table 30.

Communalities
Initial own value Fundamental factors Rotatertdes

CompoTotal.VarianceéCumulatedTotal. |VarianceCumulate Total |VarianceCumulate

-nent % % % d % % d %
2,061 51,522 51,522 2,061 51,522 51,522 1,727 43,165 43,165
1,354 33,845 85,368 1,354 33,845 85,368 1,688 42,202 85,368

311 7,766 93,134

AIW[IN[PF

,279 6,866, 100,000

Table 31.
Explained total variance

Components

1 2
Your supplier bought Extranet systems  ,928 ,061
Your enterprise bought Extranet systems ,918 ,132
So far in procurement: IT development ,048 ,920
procurement activity
Procurement in the future: ,145 ,905
development in procurement activity

Table 32

Rotated components matrix

The factor analysis has identified two main factofee first one is the level of

Extranet/EDI investments, the second one reflebts importance of procurement

informatics. Since the correlation of these factigszero as resulting from the

computation, they are extremely suitable for datishing groups of enterprises.

In order to determine the number of expedientlyasaied groups hierarchic clustering

and dendogramme was used. Based on the figure j@-naad 5 minor-clusters were
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worth distinguishing. For the sake of better idgcdtion of features decision was made

in favour of the better onE.

So in SPSS the aim was the optimal determinatiaihefcluster center which

resulted the following:

Cluster: 1 2 3 4 5
Factor 1 -0,643540,18951 -0,49965 0,84719 2,64144
Factor 2 0,9094{1-1,95613 -0,36461 0,32458 0,14615
Table 32.
The final cluster center
Your Your So far in/Procurement
supplier enterprise |procurement: |in the future
bought bought IT IT
Extranet Extranet development | development
N |systems systems in in
procurement | procurement
activity activity
1. Developers58 | 1,10 1,05 4,12 4,64
2. Backwardg 23| 1,35 1,13 1,39 1,78
3. Main| 62 | 1,06 1,11 2,81 3,45
Army
4. Followers | 39 | 2,38 2,69 3,62 4,28
5. Leaders 154,33 4,33 3,47 4,47
Total: 197| 1,62 1,65 3,24 3,85
Values larger than total means were marked witlu ligpe.
Table 34.

Average value of valuables in different clusters

197 elements out of the available 295 were suitfablelassification into clusters, for in
98 cases there was at least one unanswered questiof the four questions. Based on
individual cluster center economically meaningfeindminations were found for the
groups. The poorest performance groups, the BaclsA@ave not only done little so far,
but hold the view that informatics will not playkay role in the future either in their

procurement processes.

111 Henceforth our tables will use the following idiéinations: 1. developers, 2. backwards, 3. theima
army”, 4. the followers, 5. the leaders
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The most populous cluster constituting the Main yimave done little so far, but they
have stared their IT developments and are goirgutanore emphasis on this field in
the future. (But even then, they will not do as tnas the best ones do right now.)
Based on the first and second questions the Leawtsin the vanguard while the
Followers are good only at the 3rd indicator. Thyurfes tell as that Leaders conduct
balanced and conscious development policy: at tippl®rs and at the company the
Extranet development is basically at the same geattk are planning to carry out
remarkable investments. Followers are, howeveresdmt dissonant: because Leaders
do have it, the former have also had Extranet systauilt up, but the capacity of their
suppliers lags behind theirs, that is, the expensiystem can operate but at “half
steam”. In their investments they have paid spettahtion to informatics, but between
they feel they have already outgrown their parthey will move at a slower speed than
do Leaders.

A special group is that of the Developers: thesadiare in the vanguard with respect to
the 3° and 4" questions with informatics in a key role in theirse but they have no
need for Extranet or EDI systems. This is prob&glained by the fact that to improve
the efficiency of their procurements they needed waiill need internal developments,
for their partner relationships are not long-teme® or standardized products dominate
their procurements.

Subsequent to distinguishing groups we examined eheracteristic differences can be
identified between the groups, that is, what caasek consequences can be linked to

the different extent of receptiveness to electrgmezurement.

Ownership structure

First of all the examination of the ownership stane of a company was carried out by
checking if the extent of receptiveness was infteeh by majority state or foreign
ownership or the absence of a majority owner, @& pinesence of a financial or
professional majority owner or the predecessoustat the state. Of them all, it was
only the extent of foreign ownership that showeghsicant difference between the

groups.
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Cluster| N | Mean | Standa6td. error Mean 5% conf. |Min| Max
d interval

deviatia
n

Lower Upper

1 57|21,421137,5181 4,9694 11,4662 31,3759,00/100,00
Extent o 2 22/28,363643,8032 9,3389  8,9424 47,7849,00{100,00
foreign 3 61/11,426230,7590 3,9383 3,5485 19,304(Q,00({100,00
proprietors 4 38/24,184241,6925 6,7634 10,4802 37,8884,00/100,00
hip 5 15|49,8667449,9298 12,8918 22,2165 77,5168,00{100,00

Total [19321,808339,1748 2,8199 16,2464 27,3702,00/100,00

Table 35.

The mean extent of foreign ownership in individyralups

Although each group contains enterprises both ofelguforeign and of purely
Hungarian ownership, there is a nearly 50% shardomign ownership with the
Leaders with the “Main Army” this is as little ad%. It is interesting that among the
Backwards and the Followers foreign ownership gher than the average, but this
result is not significant.

Considering the fact that Leaders excels mostlgitranet and EDI developments, we
might as well think that such developments are &=y wide-speed abroad, they are
put of economic culture. Therefore the non-Hungar@wvner required it at his
subsidiary in Hungary for example, in order to haveeliable contact with the central
system of the mother company (which is often als® largest partner, at the same
time). This is borne out by the fact that profesaloownership is the largest in this
group, 79,4% compared with the 62,7% average ofata¢ multitude.

Financial strategy and indicators

After this a comparison of financial strategies &indncial indicators of the companies
were carried out. It was of little avail to examirmlance-sheet structure and
performance indicators (own and invested capitalrne export and operating income
statements, assets and stocks turnover), whichatighow any significant differences
from the clusters generated on the basis of reeaptss to electronic procurement.
There was no difference between groups with regardhether they were planning
participation in EU competitions or how far they amformed about its conditions.
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There was remarkable difference, however, when xeenened the per employee total

gross revenue, that is, so the efficiency of warcé utilization:

Square | Df | Mean error F. Sign.
total
Gross receiptsBetween
per one groups 1,96E+10| 4 4,89E+09 2,435p3 0,049069
employee Inside group | 3,51E+11| 175 2,01E+09
Total 3,71E+11 | 179
Table 36.
ANOVA table

Clust N | Mean | StandardStd. error Mean 5% count Min Max
er deviation internal
Lower Upper

Gross 1 | 5216201,7{ 23991,99 3327,0y 9522,37222881,11414,856349183,6
receipts| 2 | 2113783,6] 14267,363113,39¢ 7289,248 20278,11577,17%3239,92
number| 3 | 5714951,4! 32773,054340,89] 6255,58923647,316,14285237270,8
of 4 | 3514770,9] 11780,321991,23] 10724,2418817,6(3257,35045400,0
employe 5 | 1552769,5| 134433,234710,5] -21677,10127216,{1552,239 533498
€S Ossz18(Q 18292,8] 45517,553392,67{ 11598,0824987,616,142857 533498

Table 37.

Descriptive statistics

Two explanations can be envisioned for the goodopmance of Leaders: either they
utilize the available work-force better or they dant higher, more capital-intensive
production than the average. Since consideringatipey results/number of employees
indicator there was no significant divergence a %P6 level (although Leaders
achieved 3267 thousand HUF that is, more than ttmees the average 1027 thousand
HUF) it must be pronounced that both factors mélyémce it, although the former may
have a bigger influence.

As far as receptiveness to electronic procurengegbncerned it is rather the firms of
foreign ownership that are in the vanguard whicto altilize work-force much more
efficiently than the average. All this would, howey not justify the conspicuous
differences. That is why is was necessary to exantire long-term procurement
proportions of companies and their activities ckbsi® procurement, the features of

production and trade.
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Partner relations

Based on this, there were found significant diffiees in what proportion of the
companies’ procurement was conducted on the basmg-term contracts. According
to this, above average performance is producedeadérs, Followers and Developers,
too. At the same time, all this explains the stgymway of “Main Army” and
Backwards from Extranet: why to develop an expens®ationship, if partners are
often changed? The question to which answers wees gconcerned the percentage of

procurement based on long-term contracts compaiticdive total of procurement.

Square total| Df Mean error| F. Sign.
Between 28.597 4 7.149 3.280( .013
groups
Within group | 392.354 180 2.180
Total 420.951 184
Table 38.
ANOVA table
Cluster[N [Mea|StandStd. |[Mean 5% coufMin|Max
n ard |error |internal
deviat
ion
Lower Upper
1 52 [2,63/1,57 |,22 2,20 3,07 1| 5
2 22 (1,951,43 |,30 1,32 2,59 1| 5
3 61 (2,36/1,43 |,18 2,00 2,73 1| 5
4 35 [2,89|1,37 |,23 2,42 3,36 1| 5
5 15 3,53(1,64 |,42 2,62 4,44 1| 5
Total |1852,58 1,51 |,11 2,36 2,80 1| 5

Table 39.

Descriptive statistics

Production and services

The identified groups differed from several viewpsi with respect to the temporal
change in both production and service performahbe.most important observations in
this respect are:
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In the 3-4 years prior to taking the sample, Depels, Followers, and Leaders had
improved above the average the inventory turnotiezir accuracy of delivery and

shortened ordering time, the level of guarante¢scdisne for handling complaints and
unit manufactory costs. Above average quality improents were registered only by
Followers and Leaders. The time needed for refjitibould be shortened more than
average by Leaders and Developers.

All this suggests that in order to lower costs afugntee handling and machine refitting
it was primarily necessary to implement IT techigglanvestments, while Extranet

helped rather in shortening ordering time, stocksdver, punctuality of delivery and in

reducing costs of quality and manufacturing.

The responses to measuring various indicators stigdet firms receptive to

informatics are far advanced in tracking non-finahperformance indicators.

Programs
The next question examined was what programs ddirtine take part in and to what

extent and in what proportions. Beyond the faais#, the questionnaire inquired about
the profitability of the programs and about futuneestment plans. The results are

shown in Table 40.

13t



13¢

Are used | Are Intend to
profitable |invest
Information 1| 35,09% 3,32 2,86
technologies 2| 38,10% 3,30 2,93
3| 31,67% 3,00 2,42
4| 50,00% 3,76 3,23
5| 71,43% 3,90 3,58
Total| 39,89% 3,40 2,86
1] 15,79% 3,07 2,33
2 0,00% 2,00 2,08
3| 13,33% 2,53 2,11
4| 16,67% 3,33 2,96
5| 46,15% 3,86 3,50
E-business Total| 15,43% 2,98 2,44
1| 28,57% 3,50 3,08
2| 13,64% 2,60 2,38
3| 16,67% 2,94 2,42
Supply portfolio 4| 22,86% 3,44 3,16
organization 5| 71,43% 4,40 3,42
Total| 25,13% 3,40 2,83
1| 54,39% 3,25
2| 31,82% 3,07
3| 44,26% 2,68
4| 75,00% 3,50
Concentration on 5| 85,71% 3,69
main activities Total| 54,74% 3,13
1 3,48 3,34
2 3,22 2,69
3 3,47 2,90
4 4,00 3,54
Quality improvement 5 4,20 3,62
programs (TQM) Total 3,64 3,18




Are used | Are Intend to
profitable |invest
Restructuring 1| 22,81%
manufacturing 2| 18,18%
processes 3 21,31%
4| 37,14%
5| 64,29%
Total| 27,51%
Increasing the 1 47,37% 3,54 3,31
knowledge level of |2 22,73% 2,80 2,64
workforce 3 42,62% 3,19 2,74
4 57,14% 3,82 3,41
5 92,86% |4,23 3,64
Total| 48,15% 3,55 3,11
1 3,43
2 3,22
3 3,39
Environmental 4 3,76
programs 5 4,20
Total 3,54
1 3,97
2 3,82
Modernization of 3 3,29
manufacturing 4 4,04
equipment 5 4,15
Total 3,77
1 20,00% 3,38 2,79
2 25,00% 2,25 1,50
3 21,43% 2,92 2,18
Introduction of serial |4 37,50% |3,87 3,18
production 5 61,54% [4,14 3,45
Total| 28,78% 3,42 2,64
1 22,50% 2,60
2 8,33% 1,71
3 28,57% 2,61
4 37,50% 3,36
Increasing efficiency |5 76,92% 3,55
of machinery Total| 31,65% 2,83
1 2,71
2 1,67
3 2,58
4 3,04
Stepping up speed ofl 5 3,83
product development| Total 2,81
Table 40.



Participation in particular programs?

Leaders and Followers stand out in the use of m&ion and communication
technologies and ERP, which is only surprising bseaDevelopers are falling behind
not only in the use of Extranet but in this fiels \@ell. Then the question arises, what
areas are their major informatics investments yeplit to use. It is, nevertheless,
observed that only the two clusters that widely the&se methods envisage a sure return
and plan relevant new investments in this field.

The situation is similar in the case of e-businatkpugh Developers are more active in
it. At the same time, however, these projects harésented a much more moderate
return so far, therefore the firms will put muckdanoney into their development.

A rethinking of the supply strategy appears to lmearexpedient, although it is regarded
by Followers more like a well-formulated sloganwfese it, while they think it will
break-even, but a lot needs to be spent on itarfuture.

Concentrating on the fundamental activity appeatbeoapplicable to all the three
clusters receptive to informatics. However, TQMtegss and the reorganization of
manufacturing processes, the improvement of thel lefzknowledge of the workforce,
environmental programs, increasing productivity astepping up speed of product
development do not say much to Developers anyntioappears these firms were in the
vanguard of introducing the mere IT applicationstheir complex integration does not
take place.

Modernization of manufacturing equipment is beitanped not only by the three front-
running clusters, but Backwards also realized otigré¢hat they would drop out of the
market competition completely without it. The irduwtion of serial production has so
far only been spent on by Leaders and FollowensDievelopers also appear to begin to

realize the importance of these programs.

Procurement and sales markets

By examining procurement and sales markets it inaet out: Leaders purchase major
materials from one supplier more often (26,7%) tti@a sample Mean (4,6%) “Main
Army”, Developers and Followers typically purchdsem 3 partners while Backwards

would rather purchase from 2-3 sources.

12 0Only the significantly different values are higjtited.
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While Leaders hardly do 28% of their purchases umdiry, Backwards do nearly 72%
whereas the other three clusters do it around arage of 60%. Leaders do more than
61% of their purchases from the regional marketlevthis rate does not reach 31%
with Followers and it is even lower with the otlgeoups.

We find a similar situation in the case of salesadlers conduct 43,7% of their sales
within the region, while in the case of Followensstis only 36,7%. It is interesting that
Backwards show a good performance from this pdiniew: this rate is nearly 30% in
their case, that is, although they do most of tpenchases domestically, export plays

an important role in their sales performance.

Investment related to the relationship with supplie

There are remarkable differences in investmenkedrto the relationship with the most
important supplier. Leaders establish much closktionship with their supplier than
the other groups. This is also explained by the¢ tlaat the most important supplier is
often one of the interests of the majority owneradtlers are in the vanguard in building
Extranet systems as well as in developing the secgpersonnel specialized in serving
the relationship, in operating the equipment amddtores, but Followers also perform
over average in this field.

It is clear that at the Leaders it is more frequsnéll means when the suppliers adapt to
the company, at Followers it is contrary, the amgwge company has undertaken
connection-specific investments more often thamitst important supplyer.

If we look into customer relations Leaders and ¢wallrs are again in the lead, but it is
true of both groups that they more often adjusth&ir customers than the other way
round.

When evaluating supplier relationships, the variaesvpoints have different weight in
the respective clusters.

The reputation of the seller and the continuousipco development of the supplier are
considered to be very important by Leaders, Follsvaad Developers alike, however,
specialized expertise is evaluated only by Leadende honestly is found important by
Leaders, Developers and Backwards. Only Develop@@ntain one supplier

relationship in order to enhance their own repaiati
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The role of different factors played in procuremeiffiers as follows:

So far mainly Developers and Followers endeavouedmprove quality of the
supplier, to retain a suitable supplier and to shejpong-term relationship, as well as to
evaluate suppliers and to manage the relationstopsever, Leaders would like to
follow suit in the future.

The development of suppliers has so far been edfyneslertaken only by Followers
and Developers, and no real change is expectdusimaspect.

So far mainly three clusters have taken care to their own company purchasers, and
they intend to deal even more with this activitytie future. Developers have so far
been way ahead of the others in developing proceiméimfrastructure, but Leaders and
Followers are catching up with a spectacular moomant

Centralization of procurement has so far been densd important by Developers and
Followers. Although its significance will increage the case of Leaders as well, the
other two clusters would like to centralize at aeregreater pace than would those in
the lead.
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So far In  the So far In  the
future future
1 4.3965524.793103 1 3.5172413.724138
2 3.7826094.304348 2 2.5217392.826087
3 3.9516134.35483¢9 3 2.9032263.274194
4 4.4615384.666667 4 3.3513513.756757
Increasing |5 |4 4.8 Training 5 | 3.066668.4666671
quality Total|4.167513 4.573604 suppliers Total| 3.138462 3.461538
1 4.2068974.586207 1 3.4310343.896552
2 3.5217393.869565 2 1.5217391.956522
3 3.6935484.064516 3 2.5967743.064516
Finding 4 4.1794874.487179 Training 4 3.25641| 3.87179
suitable 5 3.7857144.333333 procurement | 5 3.2666673.933333
suppllier Total| 3.928571 4.299492 experts Total| 2.898477 3.406091
1 4 4.362069 1 4.12069 | 4.63793
2 3.4347833.608696 The IT| 2 1.3913041.782609
Long-term |3 3.6451613.887091 development| 3 2.8064523.451613
relationship |4 4 4.3076920f 4 3.6153854.282051
with 5 3.8666674.466667 procurement | 5 3.4666674.466667
suppliers Total | 3.8121834.121827 activity Total| 3.2385793.847716
1 3.9655174.310345 1 3.6724143.964912
2 3.26087 | 3.73913 2 2.2173P.347826
3 3.403226:3.83871 3 2.85483%8.177419
4 3.9230774.333333 Centralization 4 3.5526323.973684
Evaluation of 5 3.5333334.266667 of 5 3 3.666667
suppliers Total | 3.6649754.096447 procurement | Total| 3.168367 3.502564
1 3.754386:4.087719
2 3.1739133.26087
Managing |3 3.16129 | 3.612903
relationship |4 3.871795%4.076923
with existing| 5 3.5333334.133333
suppliers Total | 3.505102 3.841837
Table 41.

Centralization of procurement

IT systems, IT strategy

There was no noticeably significant difference kestw the groups as to the hardware
composition of the IT systems. There was, howediffierence in the relative size of the

investments and in the plans, too.

The IT investments made up an average of 1,7%eR@02 gross-revenue in the case
of Leaders between 2001 and 2003 while the mutitméan did not come up to 0,65%.

141



It is interesting that Followers came up with autegven poorer than that of “Main
Army”.

The current IT expenses reached the highest piopowith Leaders at 0,33%. It is
remarkable that when looking at these maintenarastscthe essential difference
perceivable in the investments cannot be obseretdden Developers and Followers.
It appears Followers maintain drastically less pou@nt at the same expense rate which

suggests a lower efficiency of IT.

No. of
elements Ratio
1 42 0.773%
2 14 0.370%
3 48 0.477%
IT 4 29 0.389%
investments/grog$ 13 1.713%
receipts Total | 146 0.645%
1 36 0.070%
2 11 0.054%
3 45 0.058%
Other IT 4 25 0.071%
expenses/gross |5 13 0.328%
receipts Total | 130 0.091%
Table 42.

IT expenses relative to gross revenue

There is a huge difference in the content of I'teies, too. While 100% of Leaders
discuss here business (break-even, competitive) guigats of view, this is only 25-
30% in the other clusters.

No. of

elements | Ratio
The fields of IT 1 23 26.09%
strategy: 2 8 25.00%
discusses 3 16 25.00%
business aspegts 4 20 30.00%
5 6 100.00%
Total 73 32.88%

Table 43.
IT strategy
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When examining the question how much is the puriogasystem embedded in the
company IT system, it turns out: Leaders are in ¥heguard in this field, too.
Followers and Developers following with the sang la

The use of electronic market places is typical priiy of Leaders, orders can be placed
with them through their websites although the gerofisit have appeared with

Followers, too.

The importance of specific activities

In relation to the question, how much importance tompanies attach to specific
company activities from the viewpoint of their sessful operation and to what extent
they are satisfied with the actual level of theiveg activity, several remarkable
differences can be perceived.

Controlling, organizational development, logistit$R management and information
management as well as strategic planning are ceregidmore important by Leaders,
Followers and Developers than average. Most ofteaders were at the front, but
Followers had more faith in controlling while Degpérs trusted in HR management
the most.

For the sake of better business management, it mastly the Leaders and the
Followers that wished to reorganize procurement @pst-management, while in the
field of logistics Followers joined them.

The companies also evaluated the level of corpdfatystems differently. In general,

Leaders are the most satisfied closely followedHoflowers and Developers with

respect to cooperation with business partners Welle were in the best position, albeit
our former findings contradict it from some aspects

Although Developers considered HR management agredit importance, their IT

systems perform even more poorly than in the cds&vain Army” in their own

employees’ judgement. This may be explained by thigher expectations.

It is also observed that Followers who depend nwordheir customers are the most
satisfied with the instruments to measure custsatsfaction. Backwards are the least
satisfied with their IT systems from all aspect$jlevit is these companies that do the

least for technological development.
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4.2.3 Summary of the data analysis of the competieiss research

The research findings can be identified as followish respect to preliminarily
formulated hypotheses. Out of the general hypathdbe first: The attention of the
studied companies was less directed towards e-peocent, which is expected to
change in the favourable direction in the futufée results of the survey corroborated
this assumption, since companies rarely invest Extranet/EDI systems, but the

relevant ones expect an increase in the signifeaninformatics.

The factor-analysis identified two major factors)eowas the level of Extranet/EDI
investments, the second reflected the importance pafcurement informatics.
Subsequent to hierarchical clustering responsese weareived to several questions of
ours. The attributes of the identified groups were:

Backwards offering the poorest performance that have noy oloine little so far, but
have the opinion that informatics will not play eykrole their procurement processes in
the future either.

The Main Army is the most populous cluster, which has so fareddtie, but will in
the future put more emphasis on the developmeptarfurement informatics.

The Leaders, that is, those in the vanguard, conduct conscimyelopment activity,
and put emphasis on it with their suppliers, ad a®lplan significant developments in
the future.

The Followers like the Leaders have done serious developmentsowirig to the
receptiveness of their suppliers and to their uagdies, the development did not
produce the expected outcome, therefore they apeceed to scale down similar
developments of theirs in the future.

In the case of théevelopersinformatics is not key importance, but they ard no
thinking in terms of Extranet/EDI officially of tireprocurement they choose other
routes of development.

As to the second general questiariiether the ownership background is decisive with
respect to the receptiveness to e-procuremenly the extent of foreign ownership
showed significant difference between the groups.

Out of the hypotheses suggesting deeper undergfagionships the first one was

whetherfinancial indicators show an unequivocal correlatiwith receptiveness to e-
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procurementoffered less to talk about. In the corse of ingzding balance-sheet

structure- and performance-indicators we found igaisicant differences whereas in
the case of gross revenue per employee (workfditeation) a meaningful difference

was observed.

Linking it to the former question related to thermss, one can say that the firms in
foreign ownership tend to be in the lead in rece&piess to electronic procurement,

which tends to utilize workforce more efficientlyan the average.

In the case of those striving for long-term partmelations we assumed a correlation
with receptiveness to e-procurememas evident which the study confirmed, since
Leaders, Followers, and Developers performed almyerage. It is an interesting
further conclusion that the very same cluster pcedua far better than average stocks
turnover, ordering-delivery time, the punctuality delivery, the level of guaranteed
costs, the time needed to handle customer comglamd the manufacturing unit-cost,
too. Focusing on the core activity seems expedientall the clusters receptive to
informatics, whereas the development of TQM systemsreasing the level of
knowledge of the workforce, the reorganization odnmfacturing processes or the
environmental programs, increasing productivity atepping up the speed of product
development had little relevance for Developersappears that these firms are in the
lead only introducing the mere informatics applmas. The modernization of
manufacturing equipment is not only planned by thece leading clusters, but
Backwards have also currently realized that withbthey would definitively drop out
of the market competition. The above mentioned shal that | did not assume the
exploration of relationships with production deymitent, which this research has

eventually proved suitable for.

The examination of the questiohthe structure of procurement markets and sales
market is related to, for example, the fact thaimpanies conducting most of their
procurement abroad are more receptive to e-procer@mhas produced a proof. The
question is however more ramifying, for these rdwble differences in the investments
are related to the links to the major supplier.dera have established much closer
relationships with their most important suppliearidid any other company. This is to a
great extent explained by the fact that the mogtomant supplier is often one of the

interests of the majority owner. Leaders are eguiallthe vanguard in building up
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Extranet systems, in the personnel specializectivirgy the relationship, in operating
the equipment and the warehouse, but Followerspardbove average, too.

While in the case of Leaders it is more frequeat the suppliers adjust to the company,
in the case of Followers this is just the revetisat is, the company giving response has
carried out relationship-specific investment moitero than its most important supplier.
If we examine customer relationships, it is thedexa and the Followers which are at
the front, but it is now true of both groups thayt adjust to their customers more often

than the other way round.

The role of different factors played in procuremard different: mainly the Developers
and the Followers have so far endeavoured to ingpiguality and shape a suitable
supplier behaviour and shape long-term relationsspvell as to evaluate suppliers and
the management of suppliers, while in the futureadegs wish to follow suit.
Developers have been far ahead so far in develcpipgly infrastructure, but Leaders
and Followers are quickly catching up with thenthia future.

Accordingly to the following hypothesis thahere the level of IT investment is higher,
more money is spent on e-procurement, ioloas been proved

Leaders and Followers stand out in ITC technologied in the use of ERP, which is
surprising only because Developers are behind migtio the field of Extranet but here
as well. Then the question arises in what areatheyp exactly exploit their extensive
informatics developments. Nevertheless, it is cleat only the two clusters using these
methods extensively envisage a reliable returnpaua further investments in this field.
The situation is similar in the case of e-businatbough Developers are also active in
it.

At the same time, these projects have so far predemodest returns, therefore the
companies are likely to invest less money intortdevelopment in the future.

The next assumption, thte embeddedness of the procurement system iothgany

IT system is typical of the more developed proainas also been positively confirmed.
In this case the Leaders were in the lead who @pgear more often in the electronic
marketplaces.

The last assumption, that is, thhe relationship of HR management to e-procurement
can be establishedias not convincingly confirmed. Although Developemnsidered

HR management as very important, their IT systearfopn worse than that of Main
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Army in the evaluation of their own personnel. Tmay be explained by their higher

expectations.

One can say, all in all, that the cluster analysé$ded the exploration of much more
ramifying relationships than expected.

Further on there is an opportunity to sum up the phases of research and link the
author's own questionnaire survey up with the ssaf the “Competing the World”
research project in the topic of the dissertation.



4. 3. Summary of the findings of the study based on the hypotheses

The draft dissertation that passed without modificarequirements already outlined
the structure of this dissertation. Accordinglye tthesis starts with the review of
international and national professional literatiarde followed by the exploration of the

public procurement market and the identificationt®purchase theory background.

With the help of the IRSPP research and intervigl@selopment potentials were
identified which facilitated distinguishing four e@stion areas:

l. Culture, project approach and efficiency

Il. Purchase-oriented public procurement

Il. The institutional system

V. Electronic public procurement
These question areas were confirmed by the SWOIysasaiven by the respondents

on the grounds of my own questionnaire.

Preparation of the research Completion of
the research

Based on my own

Identification of the . . guestionnaire, survey of
purchasing theory | Positioning domestic public procurement

background \ procurement and
. identification of Precisrgzgi‘?r:ition of
/' development

; ; velobment potential
Charting the Public e eoer potentia’s

Procurement market

Reviewing domestic Electronization of public procurement
and international based on the data of
literature “Competing the world research” and its
assessment as a direction of development

Analysis of the e-procurement practice
of the profit-oriented

Figure 5
The Process of the Research
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Based on the responses to the questionnaire, thetheses were accepted or partly

accepted as follows:

H1. The change in the regulatory background is the eanfsthe actors’ uncertainty an
weaker initiative ability.

Acceptable in part

The exploration of the use of less rational sohgis mixed, which results from the charag
of the market segment and from the procurement cgbjthe contracting authorif]
preparedness, the under-regulation of complexisolsitand from the uncertainty of the leg
background in general, from the increase in thalrfee legal remedy, from the size of t
contracting entities, as well as their risk-redgdiehavior and last but not least from short]
of time.

H2. The quality level of procurement culture can bearelgd low in Hungary.

Acceptable.

ter
y
yal
he
age

This hypothesis can be accepted, making the rethatlgh, that the picture is more varied in
the case of public procurement, which cannot b&elinsolely to corruption or ethical
behavior, nor can one disregard the character ofysement, nor the peculiar forms |of
behavior caused by market competition, over-regaiaand risk-minimalization.

H3. The efficiency of public procurement cannot coméoughat of the profit-oriented sphefe
but by taking advantage of its experience, can coloee to it.

Acceptable

The hypothesis can be accepted, in relation to lwtiie stakeholders pointed out the problem
of legal remedy and the administrative burden floeeethere was not need to supplement|the
secondary hypotheses.

H3/a The extraordinarily high inclination to seek legeémedy differs from European
tendencies and it is a barrier to more efficienblpeiprocurement.

Acceptable

The issue of legal remedy is, naturally more peosiyi viewed by the bidders’ side than the
contracting authorities’ side, but the extremelghhirate of legal remedy procedures| is
detrimental to efficiency and its emergence as akwess or threat reflects the relevance of
the hypothesis.

H3/b One of the major barriers to increasing efficienisythe disproportionately heayy
administrative burden.

Acceptable

This hypothesis was accepted, for the respondemtsed the mandatory notice control and
submission of statements as administration burdeh the system of official consultants
emerged rather as a possibility.

H4. The practice of public procurement in Hungary istdited for the primary reason that
there prevailed a one-sided concept in which ecanassues were regarded marginal and
which was the least purchasing-centred.

Acceptable

H. no. 5.The institutional framework of public procurementégarded out-dated, it requires
renewal.

Acceptable

This hypothesis can be accepted, but it is imporanremark that the respondents had an
improving intent only in the case of Arbitration @mittee did the idea of operating| a
different system emerge.

H6. A precondition to the introduction of e-procuremémtHungary is a more active and

flexible attitude of the market actors.
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On the basis of the findings of “Competing the Wibrtesearch project the further

examination of hypothesis no. 6. yielded the follggwesults:

1. General assumptions

The attention of the examined companies turnedke lith the direction of ef
procurement which in the future is expected to tora favorable direction.

Acceptable

The ownership background is the key factor witlpeesto openness.

To be interpreted together with the following asption.

2. Assumptions suggesting deeper lying relatiorship

The correlation of financial indicators with recemness to e-procurement |is

unequivocal

Partly acceptable.

It can be stated, at the same time, also with eaefar to the former question relating| to
the owner, that companies in foreign ownership shyreater receptiveness to |e-
procurement, which companies also utilize workfomugch more efficiently than the
average.

In the case of those striving for long-term partretations the correlation with
receptiveness to e-procurement is clearly expressed

Acceptable

The structure of the procurement and sales marietselated with the questign
whether companies conducting most of their procergsabroad are more receptive
to e-procurement or not.

Acceptable

The question is, however, more complex, for theeeramarkable differences in the
investments relating to the relationship with thestimportant supplier.

When IT investments are higher, more is spent pmedrement, too.

Acceptable.

My conclusions to be interpreted exclusively in thpecial public procurement

environment are:

Companies are expected to get more and more reeefi e-procurement with
companies of majority foreign ownership in the waegl. Utilities as well as the
contracting entities in foreign ownership are hyglitely to apply electronic purchasing

techniques while they are the most exacting andiiapt, too, in this respect.

The relationship in the case of those striving lmng-term links is unambiguous,
regulation, however over-complicates the most prement-friendly procedures,
therefore the most simple electronic solutionscfeteic auction) stand a chance to be

adopted.

Companies paying more attention to IT developmieate greater chance to deal with

e-procurement too. The contracting entities thatiarthe vanguard of e-government
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service providing or deal in IT products as biddames much more active in the field of
e-procurement solutions. We can have, for exantple,electronic catalogue of the

Directorate of Central Services, its filling in,camaintenance by suppliers.

It can be seen that even the receptiveness ofrti#-priented sphere is not complete
and the commitment to electronic solutions hastgremy components even in the non-
public-procurement market, too. In this situatibisitaken clearly as an opportunity the
introduction of electronic public procurement anttheh it to the more active and
flexible attitude of the actors on the public pr@ent market in Hungary. In this
market environment government strategy is indisplelesto making it possible for the
actors in the public procurement market to getrimi&@tion about what IT conditions are
needed to suit the development potentials and tyipat of experts to be employed for
their activity and right attitude to yield resultsxd the efficiency of their public

procurement procedures be improved.
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5. Summary of research and the formulation of potentials for
moving forward

In the course of thinking over the results of tlypdtheses | would like to put forth the
following recommendations. | make no secret aboytaim to facilitate the utilization
of my research findings, to pronounce the ideast ltage not yet been pronounced in
the market for the lack of a suitable research ¢pazind.

The change in the regulatory background overburdémes actors of the public
procurement market. The utilization of experienaed the new procurement objects
and novelties instituted by the old and new dikagtican only result in further changes
in the regulation in the already over-regulatedimmment. Taking into view this
reality the only conceivable solution when the $éafiors keep an eye on the emerging
practical problems and the ad-hoc amendments neetdlenmandatory for the market

actors in an unprepared way.

The opinion that the level of procurement cultwéoiv is not surprising. Public opinion
supported by press-reports far from being profesdip informed and do not define the
issue. The market actors link the issue to thecalfdttitude, to the level of corruption,
to the overregulation, to the use of simple procadsolutions, and also to the
minimalization of risk. Not only the aggravated at@nship between contracting
entities and bidders, and the disproportionatedj liegal remedy ratio but also the less
market friendly public procurement regulation eomiment is regarded as part of

procurement culture.

In order to improve the situation it is necessarpalance the regulatory background
and to change such general forms of behavior thiatemlistically take a long time in
my view. The low level of press releases do sotgheam to the market that ethical
actors also consider themselves part of a corrigpket. The market clearly under-
evaluates itself.

The efficiency of the public procurement marketraancatch up with that of the profit-

oriented sphere, opined the majority of the respatel Out of the hindering conditions
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they did not the least blame the existence of pubpliocurement itself, but the

unthoughtful or outdated, superfluous administeativurdens and their increasing
number and the high rate of legal remedy cases pittdem of legal remedy does not
stem just from the unethical behaviour of the cacriing entites or bidders, which
would be hard to change, but it refers to the chmangpinion of the legal remedy

institution. The responses given to the challengefficiency refer to the permanent
change of the legislative background and the cmangiractice of the institutional

system over the last ten years.

The one-sided law-based concept of regulation didcause any surprise, but it calls
attention to the shortcoming that the problemshef dctors of the public procurement
market are formulated from a legal point of viewisl not market-friendly at all, since

the approach does not focus on the market procebbissis what the question tries to

throw light on and the responses help rethink tioblpm.

In relation to the transformation of the institutéd system very extreme views are also
expressed. Keeping the present framework of thitgcof the legal remedy system
and the Arbitration Committee as an independentedgmforum can be a solution,
however, the new regulation and its slow adaptatomether with the remedy forum
will automatically result in negative opinions tdiger with the uncertain regulation
environment. The heterogeneous and changing sotutb the legal remedy forum for
identical legal problems and the different respoaisthe first and the appellate levels
will practically land on the Arbitration’s tablet both causes the problem and suffers
from it.

Adverse feeing runs so high that only notice cdn$trpasses it in outrange for its
compulsory nature. In this situation it is necegdar revise the present institutional
system, since there is no supervision in additmrhe annual Parliamentary reports
regarding the operations of the Public Procurem@atincil. This might become
possible now, after 10 years.

In relation to e-procurement the market has tob lixpectations, as | expected. Neither
the knowledge of international examples nor theeempnce of the most simple
electronic solutions do permit optimistic answéos, on the basis of the test questions,
the majority of market actors do not at all havedpean practice and have never seen

electronic auctioning. The analysis of the altaugatiatabase threw light on the fact
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that market actors are less receptive to electramiiations, and we can expect even less
from the less flexible actors of the public procusst market.

It is not sufficient to increase the efficiency miblic procurement by making possible
the use of electronic solutions . Increasing egficy is based on the change of the way
of thinking in the institutional system and of ttigange of the view of those who exert
influence on the regulation background. Increaseefbiciency is created by the
modification of the opinion of the market actorsoabthemselves, as well as by the
increasing standards, furthermore gradual perrgitoh the application of electronic
support would also be required. All elements ar&kdd together. The data of the
institutional system can be hardly used, therefloeeknowledge from the database with
low electronic support is insignificant.. In ordey catch up with other nations in
Europe, we need to revise our institutional systasnwell as our opinion about
ourselves, and our concept of public procurement, t

| hope that | will be able to contribute to allghn the next stage of research, the public
procurement survey of the Budapest Chamber of Cawerand Industry in which an
upgraded version of my own questionnaire is gomge used.

The next stage in moving in the directions putHadr the present study will take us
much further. The identification of an Eastern-Epgan model of public procurement is
missing from the research trends of th& @dntury. The question whether such a model
exists at all and our traditions and accommodatmrand identification with EU
practice and regulation give rise to extremitied ammilar solutions. It is important find
out about this, for our Eastern-European solutiang, self-image can provide an
answer to our own problems in Hungary.

Expansion of the focus and looking for paralleld dissimilarities in Easter-Europe is
necessary for this reason. In the course of rewvigvgountry-specific or EU-specific
surveys, for example, Kivisto — Virolainen’s (202004) Finnish case studies or
Gozel's (2005) study presenting the reform in Tyrkieut the IRSPP research could
also be quoted here as the earlier case studiesipedb in the Journal of Public
Procurement and already mentioned.

On the one hand, the presentation of practice ingdwy and fitting it into the range of
international case studies and its publication loarof interest, on the other hand, the
ones interested in public procurement might takeer@st in identifying our own

Eastern-European model.
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ANNEX

Annex No. 1. The history of public procurement in Hingary

The state, the sub-systems of the state budgetijttbe and incorporated municipalities
and their different institutions place orders ofgbuvalue annually for products,
services, and by carrying out these purchasesnrefmarkable amounts of money,
back into the circulation of the national econory.present, this amounts to 5 % of
GDP in Hungary which is approximately 800 billiotJR. Increased interest surrounds
these supplies and it has long been regarded ragges regulate the procedures
pertaining to spending public money by means dklation, by decrees and orders.
The need had been so manifest before that as aartiie last century legal sources
successively came out independently of the fornstate (in kingdoms, empires or
republics) and in accordance with the level of dewment. As one instance in this
series is Act Il of 1907 on industrial developmentcted in the Kingdom of Hungary
an autonomous unit in the framework of the Austiungarian Monarchy. It also
served contemporary economic goals therefore it aa®gulation to promote the
development of domestic manufacturing industry.

The implementation orders issued under the forcthisf Act can still be regarded as
modern from several points of view. Its essenti@inents — public procurement and its
relation to publicity, its subjective and objectif@ce, the eligible procedures and the
various elements of guarantee, the principles obsing the winning bids, and also the
realization that the lowest price cannot be the/ @dcisive argument — are similar to
those of today’s regulations.

The act of law and the related regulations achiétgegoal in the contemporary political
and economic environment, for Hungarian wholesabnufacture came into being
which has been the backbone of the economy upcemtéimes. The progressive nature
of this regulation is also underlined by the fdwttit could remain in force up to 1931
without amendments.

The radically altered conditions subsequent to Wuvlar One, the consequences of the
war as well as the economic development required meferences: in this way the
need for developing smaller and occasionally evemdicrafts industries came into
prominence. Act XXI of 1931 on industrial developmhend the related regulations

gave prominence to the new aims and modified thelabed or defective rules.
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Strengthened the possibility for the prevalenceeaflity in awarding contracts, gave
competence to corporate representations in evatuatihile it also dismissed the
incompatibility of the decision-makers.

The significance of the system of public procuretrisralso underscored by the fact
that the regulation was still in force under wanditions in 1944. It was not until 1950
that the new socialist economic system reduced rtles of market economy
incompatible with the existing system and thisadaw was among others abrogated.
Subsequent to the 1968 political resolution to ada@new economic mechanistie
cabitent decree of 1970 newly adopted (althougtiwitzery narrow limits) tender
competition, an essential element of preparingipudsbcurement.

In the course of gradually developing the econosystem, various decrees and order
were issued with different purposes at differentelse primarily in the field of
investments. The market-like economy and the datitar of company autonomy and
laying down its legal foundations resulted in rekadte development, which in turn,
brought about the issuance of Act-Decree No. 19987 on competitive bidding. This
is the direct forerunner or in some elements ewpivigalent of today’s concept of the
regulation of public procuremérit

This process and the redefinition of public finatextup to Act XL. of 1995 which was
replaced by the Act CXXXIX of 2003 on public proeanent (henceforth APP)
necessitated by the accession to the “old diregtigé EU. This Act of Law introduced
more flexible procedures (framework agreement ptoce) while it placed further
excessively strict administrative obligations one thmarket actors (mandatory
preliminary summary, formulation in official docunteetc.). This act is under revision
at present.

The new Act had to comply with the “new directivEéby January 31, 2006, so the
legal environment has been continuously modifigdating uncertainty in the public
procurement market.

It is to enhance that the EU member states hatfidddlthe requirements formulated in
the Directives in many cases incompletely and w#lay. Their protectionism is being

eased gradually even under international pressure.

113 | aw-decree 19 of 1987 purported the establishroktite rules of tender competition, bringing about
well based contracts and the preservation of thesparency of competition. Preliminary assessment
appears in its germinal stage, the call for biddinthe Act of Procurement which is expected taisec
equal opportunity for the bidders, the surety de@pwishe bidder competitive bids and the rules of
awarding.

114 See: Appendix

15¢



By virtue of the gradually increasing familiarityithv the legal environment, follow up
on its modification and the increased press inqaisya result of increased public
attention was more powerfully turned towards puphocurement.

News in the pred$ showed well the character of cases that hit tiellives as a result
of the public nature of procurement, which extenétedh simple corruption stories to
complicated issues that have captivated publicnette for a long time. From the
“Székely affair” to the “MAV commuter train” tendef one could summarize public
procurement history in Hungary. The common feanfr¢he best known cases is the
publicity of information related to procurement atié growing intensity of lobbying
by the stakeholders. Further below | shall be aqugosiome better known cases that have
become milestones in public procurement histonHimgary. This history began in
1995, however, the uncertain conditions and formihg institutional system took
several years.

Because of a law-amendment in June, 1999, therdisagents surrounding the problem
of the so-called DCS 1800 mobile-phone system tewmdene to the surface. The
companies already engaged in service providing thaat suppliers disputed that the
would-be new mobile service providers and theirpdieps should have to tender on
public procurement to choose their business patrdl in all, the dissent between the
mobile providers, their refusal to fall under therde of the law and their intense
lobbying activity showed well the aversion of thakeholders to public procurement.
Not the market conditions but the constraints dfliguprocurement and the purchases
carried out under public scrutiny would have pw& fervice providers at a competitive
disadvantage.

The most infamous case, “the Székely case”, thahes case of the chairman of the
Public Procurement Committee of Parliament, weatiad the world press. This topic
is interesting in view of international surveysgiethe annual report of Transparency
International) evaluate public procurement as asdp corruption base, and quantify
slush funds spent in this market. Among other thirsgconsequence of this scandal is
the perception of public procurement as the hottfedorruption, independent of the

fact that compared with information concurring cs¥ional tenders or awarding

115 press releases based on FIG¥ELand HVG's databases. Downloaded: September(5.2[995-
2005

1% Two cases that drew particularly intense presmtitin: The ,Székely affair” as one of the bestwno
corruption cases, the MAV commuter train” affairiethwas the longest drawn-out public procurement
procedure in the press in Hungary.



subsidies, much more information is available abpuilic procurement. And this
abundance of information makes it possible to sustantinued press interest in
corruption considerations doing harm to the repatiadf this market. That is why the
new act of law tried to increase the prestige efgihofession by means of creating the
system of official public procurement consultanthich is a perennial problem in EU
member states as seen in the result of IRSPP obsear

The next milestone was the Government Commissiomfummatics and then the plan
to construct the Electronic Public Procurement &yspromoted by the Hungarian GPO
(Post Office). The development on the agenda fr@802o 2003, incurring the cost of
3.5 billion HUF, however, the Oracle system devetbfpy the Hungarian GPO was
considered to be in working order by the governmeeuat not for government use. This
development, which stirred political dust-up, exdifigal the influence of the change in
the bargaining position of the stakeholders onipylocurement strategy.

The complex solution of the system — purporting thtal electronization of public
procurement — way ahead of its time and reguldtiddungary, although it would have
been in the vanguard of its kind. If supported byfipability calculations this
investment would have meant a breakout point ferHangarian GPO, but was not put
to use for public procurement. Its failure is stélt given the fact that the Electronic
Public Procurement System is not in use in Hungary.

In 2001 the construction of motorways without palgrocurement procedures are the
most disputed topic in the public procurement maridich at the same time threw
light on the fact, similar to the practice of tedemmunications companies, the
government does not fully support the use of puptmcurement, moreover, makes the
solution “easy” by not applying it.

The use of public procurement in response to presshat is to the force of public
opinion will throw light on the question. The legalvironment restored such trust that
public opinion prefers public procurement to temugmvithout it.

All this was corroborated by the public procuremearider of 2001 in Budapest for
trams from Hannover whose communication remainetegative element in public
recollection. The Millenéris Cultural Productionsr@ice Providing Co. awarded with
an approximately nearly 1 million HUF order withauipublished tender and though a
negotiated process also added to the negativeaspabout market actors who seek and

find loopholes in public procurement.
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In 2004, the cartel-group of Economic Competitioffi®@ sustained the suspicion that
the three competitors running to win the tendertf@er construction of a 20 km stretch
of Motorway 7 between Balatonszarsz6 and Ordackelli come to on agreement
previously and, by doing so, increased the prigmiicantly. So the motorway-case
rippled further, showing well that the modificatiohregulation in order to calm public
opinion was not adequate. Tendering is not a gteeafor an efficient execution of
public procurement. The construction project wasédn@er delayed by several months.
Associated with this was MAV’s tender for the prosment of commuter trains. The
highly unprofessional articles in the press madedar that the myth of the cheapest
price hangs over public procurement, and thereothing the institutional system can
do about the procedures that got in the focus bfipattention.

The reoccurring professional mistakes committedhsytenderers are common in the
field of public procurement, which derive primariljrom lack of practice,
unpreparedness and the excessively bureaucrgtitat®n. The scale of procurement
anticipated the increased lobbying activity of theéders, but at present public opinion
primarily blames public procurement for an expeagyocurement drawn-out for years.
The law permits a flexible definition of minor vigaints as well as constraints on
unrealistic obligations which the tender did ndtetaadvantage of. The slow speed, the
uncertainty and indecision of for legal remedy heseaof the magnitude also did harm
to the reputation of public procurement.

Indeed the lowest point of 2005 was, however, thepmete failure of the electronic
solution of publishing which did not hit the headls. Because Hungary had not laid
down the foundations of the first phase of electrgublic procurement, it came as well
as shock that the Publisher of the Official JounfaEU retaliated and ads longer than
650 words can only be sent electronically for prtjeover the EU limit. The very
simple swap of data would not be used, for the Cibuwh Publish Procurement had not
prepared properly.

Consequently, Hungary was not in a position to ¢dwiine procedures that would have
purported spending of EU funds. This risky pesbdwed the actors in the system that
if we are unable to keep up with the European tramd provide electronic support to
public procurement will suffer set-backs in the emssnent of the use of electronic
solution when identifying development opportunities

Centralized public procurement has been in the Somuattention ever since it was

created owing to its large scale. The practicehefftamework agreement that initially
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resulted in monopolistic positions has changed walyl however uncertainties of

needs assessment made the lengthy proceduresdrasiesl rigid state system of norms
even less efficient. Negative appraisal is obseiaespite of the fact that regarding its
communication and electronic access to data andapgearance central public
procurement system adjusted much better to thermgents of the market compared

with such significant actor as the Council of Palffrocurement.
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Annex No. 2: Analysis of the official database

After the discussion from the viewpoint of the mre@sid regulation the history of public
procurement is discussed here in view of the figufiéhe reason for this is the poor
accessibility of the official Hungarian data-baee fesearch and the limited possibility
to pick a practical problem.

The decline in the number of procedures shows thellgradual recession negotiated
procedures then their partial strengthening. Thiesdnot appear in the change in the
value of procedures, but experience shows thaifatghmandatory regulation pointing
in the direction of open procedures is not thetsmiuto be favoured, especially in cases
when there would be a need for communication betwtbe parties which is not

promoted by the open procedure.

Public procurement procedures by types of procedurg®’
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Figure 6.
The curve of the number of public procurement pdoces compared with the total

number of procedures by type of procedures 1998200

17 Source: Council of Public Procurement Parliamentaport 1996-2004
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One can witness a healthy increase in the numb8Mtis participating in procedures,
while is a decline in value, that is, the same rpmiges have lost markets in the field of

public procurement in Hungary in the past threegea

The participation of SMEs in public procurement procedures®
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Figure 7.
Participation of SMEs in public procurement prdaees compared with the total of

public procurement procedures 2002-2004

118 5ource: Council of Public Procurement Parliamentaport 1996-2004
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Figure 8.

Participation of SMEs in public procurement proceskicompared with the value of

the total of public procurement processes 2002-2004

Considering its weight, centralized public procuesminhas become a more and more
significant actor in the procurement market, wiglspect to the high-priority circle of
products one can use, however, that its figurethétchanges in the informatics sector
most closely. Electronic solutions and subsidieseghlargest ground in the centralized
market in Hungary not by chance.
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Centralized public procurement'*°
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Changes in the value of centralized public procleetby thematic categories 2000-
2004
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Figure 10.

Changes in the total value of centralized publioqurement 2000-2004
The worst drag on the efficiency of public procuesthin Hungary mentioned above is
the continuously growing inclination for legal redye Seeking legal remedy in more

than 20% of the procedures is outstanding in Eyrogde it is also one of the gravest

119 50urce: Council of Public Procurement Parliamentaport 1996-2004
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problems, for the stakeholders would find it animdement on their rights if they were

reduced in number. Nevertheless, it is not perilissin the present situation to let

unjustified and senseless remedy procedures to fyndler or stagnate where they are,

for it weakens the competitive potential of the lpuprocurement market in Hungary.
Legal remedy procedure$®
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Figure 11.
Changes in the number of legal remedy procedur8§-P804
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Figure 12.
The proportion of legal remedy procedures compavéd the total number of
procedures 1998-2004

120 50urce: Council of Public Procurement ParliamenReport 1996-2004
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Annex No. 3: The Questionnaire and raw data of thetudy

3/1. The Questionnaire of the study

Name:
Job:
Qualification:
Experience in public procurement market (Please wmtine the appropriate
one):
Contracting entity
Bidder
Legislator
Educational
Other, specify

Please return the filled questionnairdunde-tatrai@ekk.gov.haor to fax no. 441-2483

1.a) What is your opinion about the level of the Blic Procurement market in

Hungary? Please mark 1-5 on the scale! (1=very pos+ world standard)

The market on the whole: 1 2 3 4 5
With respect to contracting entity: 1 2 3 4 5
With respect to bidder: 1 2 3 4 5

With respect to the institutional system (Coun€iPablic Procurement):
1 2 3 4 5

b) In your opinion is the efficiency of Hungarian gblic procurement up to the

standard of efficiency of purchasing in the profariented sphere? Please give

reasons.
Yes No
Reason:
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2.) What type of question do you think Public praemment is? Please weigh
the answers on a scale from 1-5. (1 = an insigecdfnt point of view, 5 = an extremely

important point of view)

Legal: 1 2 3 4 5
Economic: 1 2 3 4 5
Technological: 1 2 3 4 5
Procurement: 1 2 3 4 5
IT: 1 2 3 4 5

Other, specify:
1 2 3 4 5
3.) In your opinion is e-procurement developmentpaiority e-government
service in Hungary? Weigh your answer on a scalelsb. (1=no; 5=one of the most
essential e-government services) Give reasons,ggka
1 2 3 4 5
Reasons:

4.) How far are the market actors prepared in yoapinion, that is, how far
are they aware of their opportunities, of the legahvironmention practice? Give
marks from 1-5, please! (1 - little, 5 — fully praped)

Contracting entity’s side: 1 2 3 4 5

Bidder’s side: 1 2 3 4 5

5.) In the course of shaping types of procedurelggibility criteria and partial
viewpoints do the actors more rather in the direxti of more complicated but more
rational solutions from the point of view of procement (e. g. general agreement
procedure) or rather towards the less bureaucragied more simple solutions? Mark
on a scale 1-5 please!(1-clearly the less bureaticraolution is sought, 5 — clearly
the rational solution is sought independent of thereaucratic procedure)

Give reasons please!

1 2 3 4 5

Reasons:



6.) a) How far, in your opinion, do administrativebligations burden market
actors? Mark 1-5 on a scale (1 — little burden, 5 heavy burden, a drag on
procurement)

Contracting entitiy’s side: 1 2 3 4 5

Bidder’s side: 1 2 3 4 5

b) What administrative obligations do you find sufleous?

7.) Is there, in your view, any need to transforimetinstitutional framework of
public procurement? Please give reasons and putloecommendations.

Yes No

Reasons and recommendations:

8.) What in your view are the bottlenecks, the wesk points in public
procurement in Hungary? Please attach weight to Bgmossible answer in a scale of

1-5! (1= not important aspect; 5 — a very weak pin

Control of notices: 1 2 3 4 5
Publishing notices: 1 2 3 4 5
Making notices: 1 2 3 4 5
Legal remedy: 1 2 3 4 5
Other, specify: 1 2 3 4 5

9.) Do you know such EU member-state practice, thatld be used as “best

practice” to improve public procurement in HungaryPlease give reasons.
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10.) a) What type of data do you rely on when gathg information in
relation to public procurement in Hungary? To whaixtent do you use the following
data-sources? Attach weight to the different possibnswers in a scale 1-5. (1 — not
used; 5 — used every day)

Web site of the Council of Public Procurememiviv.kozbeszerzes.hu

1 2 3 4 5
Printed version of Public Procurement Bulletin:
1 2 3 4 5
Web site of Directorate of Central Servicesvv.kozbeszerzes.gov.jiu
1 2 3 4 5
Other sources, specify:
1 2 3 4 5

b) What is your opinion about available data bas@sww.kozbeszerzes.hu,
www.kozbeszerzes.gov.hu)?

11.) a) How far, in your opinion, are the market aws receptive to electronic
public procurement? Would they be willing to useeetronic auctioning, or electric
signature in their public procurement procedures?dvk on a scale 1-5 (1 — little, 5 —
completely)

1 2 3 4 5

b) In your view, how much are the actors in publprocurement informed e.g.

about modifications in regulation, about the reconamdations of the Act of Public

Procurement, and the European Trends. Give marksanscale 1-5. (1 — little; 5 —

completely)
Contracting authorities: 1 2 3 4 5
Utilities : 1 2 3 4 5
Bidders: 1 2 3 4 5
Consultants: 1 2 3 4 5
Legislators: 1 2 3 4 5
Other, specify: 1 2 3 4 5
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12. Have you participated in e-auction? (The questis general, not limited to

e-auction related to the public procurement marRet.

Yes No

13.In your view, is the system of official publicrgcurement consultants
necessary in Hungary? Give marks in a scale 1-5.-(Linnecessary; 5 — absolutely

necessary) Please give brief reasoning.

14.) What is your opinion about public procuremeatlture in Hungary? Do
market actors behave properly from the preparatstage to the awarding stage, from
bidding to legal regress? Is it primarily common tarest, that is, successful
procurement that guide the participants or ratheel§interest? Mark on a scale 1-5 (1
— culture is weak; 5 — culture is advanced) Pleagee reasons and list shortcomings
you experienced!

1 2 3 4 5

Reasons, shortcomings:

15.) a) What is your opinion on the inclination tturn to legal remedy in
Hungary? Mark in a scale 1-5. (1 — not typical; 5 excessively inclined)
1 2 3 4 5

b) What, in your view, is the consequence of thid8w could present practice

be changed?

16.) To what extent does the project approach pikiwapublic procurement,
that is, if the preparation of a procedure, exeami, when submission of a bid is
regarded as a project, where the representativesagbrofessional field cooperate,
contributing to, and competing each other’'s work?avk in a scale 1-5. (1 — does not
prevail at all; 5 — totally prevails)

1 2 3 4 5
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17.) How far, in your view, can our procurement egarded “green”, that is
how far do tenderers take into consideration envirnental protection points of view?
Mark in a scale 1-5. (1 — not taken into considei@at at all; 5 — taken into

consideration completely)
1 2 3 4 5

18.) How far can the public procurement market acsobe regarded ethical?
Place the actors on a scale from the ethical poiot view (1 — unethical; 5 —

completely ethical)

Contracting entity’s side: 1 2 3 4 5
Bidder’s side: 1 2 3 4 5

19.) How could, in your view, the efficiency of plit procurement in Hungary
be increased? Please weigh each answer marked iscale 1-5. (1 —inadequate

solution; 5 — perfect solution)

By means of a more detailed legal regulation: 1 2 34 5

By introducing mandatory training: 1 2 3 4 5
By stricter legislation: 1 2 3 4 5
By loosening legal regulation: 1 2 3 4 5
By introducing project culture: 1 2 3 4 5

By the development of public procurement culture:
1 2 3 4 5

By reducing corruption: 1 2 3 4 5

By the introduction of electronic solutions, teajums:
1 2 3 4 5

By the familiarization with the practice in othetd Enember-states:
1 2 3 4 5

Other, specify: 1 2 3 4 5
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20.) Make a SWOT analysis of public procurementrésigths, weaknesses,

opportunities, threats)

What strengths, weaknesses characterize public prement in Hungary (e. g.

it is not innovative, it is over-regulated), and whopportunities and threats is it faced

with because of the external environment (e. g. sessful bidders from abroad on the

public procurement market in Hungary)? Please, pattleast two remark in each box.

Strengths

Threats

Weaknesses

Opportunities

Your cooperation is appreciated! Thank you!

Tinde Tatrai

Corvinus University of Budapest
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3/2. Raw data of questionnaire — total means arntbpmeans

Question lal |la2 |la3 |[lad4 |1b 2al [2a2 |2a3 |2a4 |2a5 3

Total mean | 2,96| 2,99| 2,98| 3,09| 0,31| 3,87| 4,01| 3,38| 4,12| 2,50| 3,33

Contracting

authority

mean 300|282 260| 255| 0,18| 391| 3,82| 3,09| 360| 255| 3,82

Utility

mean 3,00| 3,00| 346| 3,17| 0,62| 3,92| 3,83| 3,62| 4,31| 2,08]| 3,23

Bidder

mean 288 3,13| 2,63| 3,63| 0,13| 4,13| 400| 2,63| 3,88| 2,57| 3,38

Legislator

mean 3,00 2,83| 2,67| 3,33| 0,00| 4,33| 4,17| 3,83| 4,A7| 3,00| 2,67

Consultant

and

educator

mean 291| 3,09| 3,09| 3,09| 0,27| 3,45| 436| 3,82| 455| 2,73] 3,09

Question 4al |4a2 5|6al |6a2 7,0/8al |8a2 8a3 |8a4 |8a5 |10al |10a2 |10a3
Total mean | 3,15| 2,84 | 2,52| 3,49| 3,64| 0,77| 2,86| 2,75| 3,25| 3,60| 3,62| 3,50| 2,83| 2,34
Contracting

authority

mean 291| 3,00| 3,09 4,09| 400| 0,86| 2,64| 3,27| 3,64| 3,27| 418| 2,82| 2,40| 2,91
Utility

mean 354| 269| 2,33| 3,67| 3,67| 092| 3,17| 2,58| 3,00 4,25| 3,00| 3,69| 3,18| 2,09
Bidder

mean 3,00 300| 1,88| 2,88| 3,75| 0,50| 2,63| 2,50| 2,88| 357| 3,63| 350| 4,13| 2,25
Legislator

mean 267|283 3,00f 3,00| 3,33| 0,67| 3,00] 2,33| 3,33| 3,67| 2,33| 4,33| 2,33| 3,00
Consultant

and

educator

mean 3,18| 2,73 2,50| 3,27| 3,27| 0,73| 2,90| 2,70| 3,40| 3,20| 4,11 3,73| 2,00| 191
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Question  |11a1|11a2|11a3 |11a4 [11a5 [11bl |11b2 |11b3 |11b4 |11b5 |12a |12b 13| 14
Total mean | 276 3,63| 3,44| 3.48| 2,73| 2,93| 3,30| 2,60| 4,05| 4,28| 0,37| 3,07| 3,71| 2,29
Contracting

authority

mean 3,00| 364| 364| 282| 220| 291| 291| 255| 3,82| 4,18| 0,27| 2,64| 3,00| 1,91
Utility

mean 3,09| 392| 350| 355| 2,64| 300| 346| 238| 4,08| 436| 054| 367| 458| 2,83
Bidder

mean 257| 2,86| 3,31| 357| 3,33| 3,29| 3,86| 3,38| 443| 450| 0,25 2:86| 3,00 213
Legislator

mean 2,00| 3,33| 3,00| 3,33| 2,00| 2,33| 2,67| 2,67| 3,67| 350| 0,67| 333| 3,33| 2,00
Consultant

and

educator

mean 2,50| 3,90| 3,40| 4,10] 3,25| 2,80] 3,30| 2,30| 4,10| 4,30| 0,27| 2,90| 4,09| 2727
Question 15| 16| 17|18al |18a2 |19al |19a2 |19a3 |19a4 |19a5 |19a6 |19a7 | 19a8 | 19a9
Total mean | 390 3,20| 2,16| 2,96| 2,76| 2,00| 3,09| 2,16| 2,98| 4,18| 4,40| 3,89| 3,75| 3,31
Contracting

authority

mean 4,40| 3,09| 182| 273| 2,18| 2,18| 3,36| 2,36| 3,36| 3,73| 4,00| 3,27| 3,91 3,09
Utility

mean 382| 369| 262| 369| 354| 1,92| 3,00| 2,25| 3,00| 408| 4,38| 4,08| 400| 354
Bidder

mean 3,00| 338| 225| 225| 250| 2,00 300| 225| 2,63| 450| 475| 488| 3,00| 325
Legislator

mean 4,00| 2,33| 2,00 300| 3,00| 1,33| 3,00| 1,33| 2,00| 4,00| 4,33| 3,00| 350| 2,33
Consultant

and

educator

mean 409| 2,82 1,89| 282| 255| 2,09| 3,00| 2,00| 3,09| 455| 455| 382| 3,82| 3,60
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3/3. Frequency tables

Cumulative
Frequency Percent Valic Percent Percent

Valid  AKALT 11 23,9 23,9 23,9
AKKOZ 13 28,3 28,3 52,2
AT 8 17,4 17,4 69,6
JOGALK 3 6,5 6,5 76,1
TANOKT 11 23,9 23,9 100,0
Total 46 100,0 100,0

1.a) What is your opinion about the level of the Blic Procurement market in

Hungary? Please mark 1-5 on the scale! (1=very pos+ world standard)

The market on the whole: 1 2 3 4 5
With respect to contractin entities: 1 2 3 4 5
With respect to bidders: 1 2 3 4 5

With respect to the institutional system (Coun€iPablic Procurement):
1 2 3 4 5

K1A1
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 2 8 17,4 17,4 17,4
3 33 71,7 71,7 89,1
4 4 8,7 8,7 97,8
5 1 2,2 2,2 100,0
Total 46 100,0 100,0
K1A2
Cumulative
Frequency | Percent Valid Percent Percent
Valid 2 9 19,6 19,6 19,6
3 28 60,9 60,9 80,4
4 9 19,6 19,6 100,0
Total 46 100,0 100,0




K1A3

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 1 2,2 2,2 2,2
2 12 26,1 26,7 28,9
3 19 41,3 42,2 71,1
4 13 28,3 28,9 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K1A4
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 3 6,5 6,7 6,7
2 8 17,4 17,8 24,4
3 18 39,1 40,0 64,4
4 14 30,4 311 95,6
5 2 4,3 4.4 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0

b) In your opinion is the efficiency of Hungarian gblic procurement up to the

standard of efficiency of purchasing in the profariented sphere? Please give

reasons.
Yes No
Reason:
K1B
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 0 31 67,4 68,9 68,9
1 14 30,4 311 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
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2.) What type of question do you think Public praemment is? Please weigh

the answers on a scale from 1-5. (1 = an insigecdfnt point of view, 5 = an extremely

important point of view)

Legal: 1 2 3 4 5
Economic: 1 2 3 4 5
Technological: 1 2 3 4 5
Procurement: 1 2 3 4 5
IT: 1 2 3 4 5
Other, specify:
1 2 3 4 5
K2A1l
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 2 4,3 4,3 4,3
2 3 6,5 6,5 10,9
3 10 21,7 21,7 32,6
4 15 32,6 32,6 65,2
5 16 34,8 34,8 100,0
Total 46 100,0 100,0
K2A2
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 1 2,2 2,2 2,2
2 2 43 4.4 6,7
3 10 21,7 22,2 28,9
4 14 30,4 311 60,0
5 18 39,1 40,0 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K2A3
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 6 13,0 13,0 13,0
2 6 13,0 13,0 26,1
3 9 19,6 19,6 45,7
4 14 30,4 30,4 76,1
5 11 23,9 23,9 100,0
Total 46 100,0 100,0




K2A4

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 2 4,3 4,4 4,4
3 10 21,7 22,2 26,7
4 11 239 24,4 51,1
5 22 47,8 48,9 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K2A5
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 10 21,7 22,7 22,7
2 11 23,9 25,0 47,7
3 15 32,6 34,1 81,8
4 15,2 15,9 97,7
5 1 2,2 2,3 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
3.) In your opinion is e-procurement developmentpaiority e-government

service in Hungary? Weigh your answer on a scaleleb. (1=no; 5=one of the most
essential e-government services) Give reasons,gelea
1 2 3 4 5

Reasons:
K3
Cumulative
Frequency | Percent | Valid Percent Percent

Valid 1 6 13,0 13,0 13,0

2 10 21,7 21,7 34,8

3 6 13,0 13,0 47,8

4 11 23,9 23,9 71,7

5 13 28,3 28,3 100,0

Total 46 100,0 100,0
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4.) How far are the market actors prepared in yoapinion, that is, how far
are they aware of their opportunities, of the legahvironmention practice? Give

marks from 1-5, please! (1 — little, 5 — fully praped)

Contracting entity’s side: 2 4
Bidder’s side: 1 3 5
K4A1

Cumulative

Frequency | Percent [ Valid Percent Percent
Valid 2 7 15,2 15,2 15,2
3 26 56,5 56,5 71,7
4 12 26,1 26,1 97,8
5 1 2,2 2,2 100,0

Total 46 100,0 100,0
K4A2

Cumulative

Frequency | Percent | Valid Percent Percent
Valid O 1 2,2 2,2 2,2
1 1 2,2 2,2 4,3
2 14 30,4 30,4 34,8
3 19 41,3 41,3 76,1
4 10 21,7 21,7 97,8
5 1 2,2 2,2 100,0

Total 46 100,0 100,0

5.) In the course of shaping types of procedurelgibility criteria and partial
viewpoints do the actors mvre rather in the direstiof more complicated but more
rational solutions from the point of view of procement (e. g. general agreement
procedure) or rather towards the less bureaucragied more simple solutions? Mark
on a scale 1-5 please!(1-clearly the less bureaticraolution is sought, 5 — clearly
the rational solution is sought independent of theirreaucratic procedure)

Give reasons please!

1 2 3 4 5

Reasons:
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K5

Cumulative
Frequency | Percent | Valid Percent Percent

Valid 1 9 19,6 20,5 20,5
2 12 26,1 27,3 47,7
3 15 32,6 34,1 81,8
4 7 15,2 15,9 97,7
5 1 2,2 2,3 100,0
Total 44 95,7 100,0

Missing  System 2 4,3

Total 46 100,0

6.) a) How far, in your opinion,

actors? Mark 1-5 on a scale (1 — little burden, 5 heavy burden, a drag on

do administrativebligations burden market

procurement)
Contracting entity’s side: 1 3 4 5
Bidder's side: 2 3 4 5
K6AL
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 4 8,7 8,9 8,9
2 6 13,0 13,3 22,2
3 7 15,2 15,6 37,8
4 20 43,5 44,4 82,2
5 8 17,4 17,8 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K6A2
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 2 4,3 4,4 4,4
2 5 10,9 111 15,6
3 10 21,7 22,2 37,8
4 18 39,1 40,0 77,8
5 10 21,7 22,2 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0

b) What administrative obligations do you find suleous?
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7.) Is there, in your view, any need to transforimetinstitutional framework of
public procurement? Please give reasons and putfiadecommendations.
No

Reasons and recommendations:

Yes

K7

Cumulative

Frequency | Percent | Valid Percent Percent

Valid 0 10 21,7 22,2 22,2

1 35 76,1 77,8 100,0

Total 45 97,8 100,0

Missing  System 1 2,2
Total 46 100,0

8.) What in your view are the bottlenecks, the wesk points in public
procurement in Hungary? Please attach weight to Bgoossible answer in a scale of

1-5! (1= not important aspect; 5 — a very weak poin

Control of advertising: 1 2 3 4 5
Publishing notices: 1 2 3 4 5
Making notices: 1 2 3 4 5
Legal remedy: 1 2 3 4 5
Other, specify: 1 2 3 4
K8A1
Cumulative
Freguency Percent Valid Percent Percent
Valid 1 5 10,9 11,4 11,4
2 13 28,3 29,5 40,9
3 13 28,3 29,5 70,5
4 9 19,6 20,5 90,9
5 4 8,7 9,1 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
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K8A2

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 7 15,2 15,9 15,9
2 9 19,6 20,5 36,4
3 19 41,3 43,2 79,5
4 6 13,0 13,6 93,2
5 3 6,5 6,8 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
K8A3
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 2 4,3 4.5 4,5
2 10 21,7 22,7 27,3
3 14 30,4 31,8 59,1
4 11 23,9 25,0 84,1
5 7 15,2 15,9 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
K8A4
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 1 2,2 2,3 23
2 3 6,5 7,0 9,3
3 15 32,6 34,9 44,2
4 17 37,0 39,5 83,7
5 7 15,2 16,3 100,0
Total 43 93,5 100,0
Missing  System 3 6,5
Total 46 100,0




K8A5

Cumulative
Frequency | Percent | Valid Percent Percent

Valid 1 2 4,3 4.8 4,8
2 6 13,0 14,3 19,0
3 9 19,6 214 40,5
4 14 30,4 33,3 73,8
5 11 23,9 26,2 100,0
Total 42 91,3 100,0

Missing  System 4 8,7

Total 46 100,0

9.) Do you know such EU member-state practice, thatld be used as “best

practice” to improve public procurement in HungaryRlease give reasons.

10.) a) What type of data do you rely on when gathg information in
relation to public procurement in Hungary? To whaixtent do you use the following
data-sources? Attach weight to the different possianswers in a scale 1-5. (1 — not
used; 5 — used every day)

Web site of the Council of Public Procurememiviv.kozbeszerzes.hu

1 2 3 4 5

Printed version of Public Procurement Bulletin:

1 2 3 4 5

Web site of Directorate of Central Servicesvn.kozbeszerzes.gov.ju

1 2 3 4 5

Other sources, specify:

1 2 3 4 5

K10A1
Cumulative
Frequency | Percent | Valid Percent Percent

Valid 1 4 8,7 8,7 8,7

2 5 10,9 10,9 19,6

3 10 21,7 21,7 41,3

4 18 39,1 39,1 80,4

5 9 19,6 19,6 100,0

Total 46 100,0 100,0
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K10A2

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 12 26,1 28,6 28,6
2 11 23,9 26,2 54,8
3 2 4,3 4.8 59,5
4 6 13,0 14,3 73,8
5 11 23,9 26,2 100,0
Total 42 91,3 100,0
Missing  System 4 8,7
Total 46 100,0
K10A3
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid 1 12 26,1 27,3 27,3
2 14 30,4 31,8 59,1
3 12 26,1 27,3 86,4
4 3 6,5 6,8 93,2
5 3 6,5 6,8 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0

b) What is your opinion about available data bas@sww.kozbeszerzes.hu,

www.kozbeszerzes.gov.hu)?

11.) a) How far, in your opinion, are the market tars receptive to electronic
public procurement? Would they be willing to useeetronic auctioning, or electric
signature in their public procurement procedures?avk on a scale 1-5 (1 — little, 5 —

completely)
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K11A1

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 4 8,7 9,8 9,8
2 13 28,3 31,7 41,5
3 14 30,4 34,1 75,6
4 9 19,6 22,0 97,6
5 1 2,2 2,4 100,0
Total 41 89,1 100,0
Missing  System 5 10,9
Total 46 100,0
K11A2
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 2 5 10,9 11,6 11,6
3 12 26,1 27,9 39,5
4 20 43,5 46,5 86,0
5 6 13,0 14,0 100,0
Total 43 93,5 100,0
Missing  System 3 6,5
Total 46 100,0
K11A3
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 3 6,5 6,8 6,8
2 5 10,9 11,4 18,2
3 12 26,1 27,3 45,5
4 17 37,0 38,6 84,1
5 7 15,2 15,9 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
K11A4
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 3 6,5 7,1 7,1
2 5 10,9 11,9 19,0
3 11 23,9 26,2 45,2
4 15 32,6 35,7 81,0
5 8 17,4 19,0 100,0
Total 42 91,3 100,0
Missing  System 4 8,7
Total 46 100,0




K11A5

Cumulative
Frequency | Percent | Valid Percent Percent

Valid 1 7 15,2 18,9 18,9
2 7 15,2 18,9 37,8
3 14 30,4 37,8 75,7
4 7 15,2 18,9 94,6
5 2 4,3 54 100,0
Total 37 80,4 100,0

Missing  System 9 19,6

Total 46 100,0

b) In your view, how much are the actors in publitocurement informed e.g.
about modifications in regulation, about the reconemdations of the Act of Public

Procurement, and the European Trends. Give marksanscale 1-5. (1 — little; 5 —

completely)
Contracting entities: 1 2 3 4 5
Utilities 1 2 3 4 5
Bidders: 1 2 3 4 5
Consultants: 1 2 3 4 5
Legislators: 1 2 3 4 5
Other, specify: 1 2 3 4 5
K11B1
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 4 8,7 9,1 9,1
2 10 21,7 22,7 31,8
3 16 34,8 36,4 68,2
4 13 28,3 29,5 97,7
5 1 2,2 2,3 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
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K11B2

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 1 2,2 2,3 23
2 4 8,7 9,1 11,4
3 21 45,7 47,7 59,1
4 17 37,0 38,6 97,7
5 1 2,2 2,3 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
K11B3
Cumulative
Frequency | Percent Valid Percent Percent
Valid 1 6 13,0 13,3 13,3
2 17 37,0 37,8 51,1
3 14 30,4 31,1 82,2
4 5 10,9 11,1 93,3
5 3 6,5 6,7 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K11B4
Cumulative
Frequency | Percent Valid Percent Percent
Valid 3 7 15,2 16,3 16,3
4 27 58,7 62,8 79,1
5 9 19,6 20,9 100,0
Total 43 93,5 100,0
Missing  System 3 6,5
Total 46 100,0
K11B5
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 2 1 2,2 2,5 25
3 4 8,7 10,0 12,5
4 18 39,1 45,0 57,5
5 17 37,0 42,5 100,0
Total 40 87,0 100,0
Missing  System 6 13,0
Total 46 100,0




K11B6

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 lakossa 1 2,2 2,2 2,2
2 szakref 1 2,2 2,2 4,3
NV 44 95,7 95,7 100,0
Total 46 100,0 100,0

12.) Have you participated in e-auction? (The questis general, not limited

to e-auction related to the public procurement matk)

Yes No
K12A
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid O 29 63,0 63,0 63,0
1 17 37,0 37,0 100,0
Total 46 100,0 100,0
K12B
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid 1 5 10,9 11,6 11,6
2 10 21,7 233 34,9
3 12 26,1 27,9 62,8
4 9 19,6 20,9 83,7
5 7 15,2 16,3 100,0
Total 43 93,5 100,0
Missing  System 3 6,5
Total 46 100,0
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13.) In your view, is the system of official publigrocurement consultants
necessary in Hungary? Give marks in a scale 1-5.-(Linnecessary; 5 — absolutely

necessary) Please give brief reasoning.

K13
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid 1 5 10,9 11,1 111
2 5 10,9 11,1 22,2
3 6 13,0 13,3 35,6
4 11 23,9 24,4 60,0
5 18 39,1 40,0 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0

14.) What is your opinion about public procuremeatiture in Hungary? Do
market actors behave properly from the preparatetage to the awarding stage, from
bidding to legal regress? Is it primarily common tarest, that is, successful
procurement that guide the participants or rathegl§interest? Mark on a scale 1-5 (1
— culture is weak; 5 — culture is advanced) Pleagee reasons and list shortcomings
you experienced!

1 2 3 4 5

Reasons, shortcomings:

K14
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid 1 11 23,9 24,4 24,4
2 15 32,6 333 57,8
3 15 32,6 33,3 91,1
4 3 6,5 6,7 97,8
5 1 2,2 2,2 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0




15.) a) What is your opinion on the inclination tturn to legal remedy in
Hungary? Mark in a scale 1-5. (1 — not typical; 5 excessively inclined)
1 2 3 4 5

K15
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 2 5 10,9 11,9 11,9
3 6 13,0 14,3 26,2
4 19 41,3 45,2 71,4
5 12 26,1 28,6 100,0
Total 42 91,3 100,0
Missing  System 4 8,7
Total 46 100,0

b) What, in your view, is the consequence of thi8w could present practice

be changed?

16.) To what extent does the project approach prkeirapublic procurement,
that is, if the preparation of a procedure, exeauti, when submission of a bid is
regarded as a project, where the representativesagirofessional field cooperate,
contributing to, and competing each other’'s work?avk in a scale 1-5. (1 — does not
prevail at all; 5 — totally prevails)

1 2 3 4 5

K16
Cumulative
Frequency [ Percent | Valid Percent Percent

Valid 1 3 6,5 6,5 6,5

2 10 21,7 21,7 28,3

3 14 30,4 30,4 58,7

4 13 28,3 28,3 87,0

5 6 13,0 13,0 100,0

Total 46 100,0 100,0
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17.) How far, in your view, can our procurement egarded “green”, that is

how far do tenderers take into consideration envirnental protection points of view?

Mark in a scale 1-5. (1 — not taken into consideiat at all; 5 — taken into

consideration completely)

1 2 3 4 5
K17
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid 1 11 23,9 25,0 25,0
2 21 45,7 41,7 72,7
3 7 15,2 15,9 88,6
4 4 8,7 9,1 97,7
5 1 2,2 2,3 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0

18.) How far can the public procurement market acsobe regarded ethical?

Place the actors on a scale from the ethical poiot view (1

completely ethical)

Contracting entity’s side: 1 2 3 4 5
Bidder’s side: 1 2 3 4 5
K18A1
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 3 6,5 6,5 6,5
2 10 21,7 21,7 28,3
3 21 457 45,7 73,9
4 10 21,7 21,7 95,7
5 2 4.3 4,3 100,0
Total 46 100,0 100,0

— unethical; 5 -
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K18A2

Cumulative
Frequency | Percent | Valid Percent Percent

Valid 1 2 4,3 43 4,3
2 17 37,0 37,0 41,3
3 19 41,3 41,3 82,6
4 6 13,0 13,0 95,7
5 2 4,3 4.3 100,0
Total 46 100,0 100,0

19.) How could, in your view, the efficiency of plibprocurement in Hungary

be increased? Please weigh each answer marked iscale 1-5. (1 —inadequate

solution; 5 — perfect solution)

By means of a more detailed legal regulation:1 2 34 5

By introducing mandatory training: 1 2 3 4 5
By stricter legislation: 1 2 3 4 5
By loosening legal regulation: 1 2 3 5

By introducing project culture:
By the development of public procurement culture:

1 2 3 4 5
By reducing corruption: 1 2 3 4 5
By the introduction of electronic solutions, tealures:

1 2 3 4 5
By the familiarization with the practice in othetd Enember-states:

1 2 3 4 5

Other, specify: 1 2 3 4 5
K19A1
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 23 50,0 50,0 50,0
2 11 23,9 23,9 73,9
3 4 8,7 8,7 82,6
4 5 10,9 10,9 93,5
5 3 6,5 6,5 100,0
Total 46 100,0 100,0
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K19A2

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 7 15,2 15,2 15,2
2 10 21,7 21,7 37,0
3 11 23,9 23,9 60,9
4 8 17,4 17,4 78,3
5 10 21,7 21,7 100,0
Total 46 100,0 100,0
K19A3
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 21 45,7 46,7 46,7
2 10 21,7 22,2 68,9
3 4 8,7 8,9 77,8
4 6 13,0 13,3 91,1
5 4 8,7 8,9 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K19A4
Cumulative
Frequency [ Percent | Valid Percent Percent
Valid 1 7 15,2 15,2 15,2
2 12 26,1 26,1 41,3
3 9 19,6 19,6 60,9
4 11 23,9 23,9 84,8
5 7 15,2 15,2 100,0
Total 46 100,0 100,0
K19A5
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 2 1 2,2 2,2 2,2
3 8 17,4 17,8 20,0
4 18 39,1 40,0 60,0
5 18 39,1 40,0 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0




K19A6

Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 1 2,2 2,2 2,2
2 1 2,2 2,2 4,4
3 1 2,2 2,2 6,7
4 18 39,1 40,0 46,7
5 24 52,2 53,3 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
K19A7
Cumulative
Frequency | Percent Valid Percent Percent
Valid 1 1 2,2 2,2 2,2
2 5 10,9 10,9 13,0
3 8 17,4 17,4 30,4
4 16 34,8 34,8 65,2
5 16 34,8 34,8 100,0
Total 46 100,0 100,0
K19A8
Cumulative
Frequency | Percent Valid Percent Percent
Valid 2 3 6,5 6,8 6,8
3 15 32,6 34,1 40,9
4 16 34,8 36,4 77,3
5 10 21,7 22,7 100,0
Total 44 95,7 100,0
Missing  System 2 4,3
Total 46 100,0
K19A9
Cumulative
Frequency | Percent | Valid Percent Percent
Valid 1 4 8,7 8,9 8,9
2 5 10,9 11,1 20,0
3 13 28,3 28,9 48,9
4 19 41,3 42,2 91,1
5 4 8,7 8,9 100,0
Total 45 97,8 100,0
Missing  System 1 2,2
Total 46 100,0
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3/4. Crosstables

The crosstables correspond the questions of theeXAriMo. 3/3. The crosstables

contained by the main text, are not repeated irtieex.

Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K1A1 2 % within K1A1 25,0% 25,0% 25,0% 12,5% 12,5% 100,0%
% of Total 4,3% 4,3% 4,3% 2,2% 2,2% 17,4%
3 % within K1A1 21,2% 30,3% 15,2% 3,0% 30,3% 100,0%
% of Total 15,2% 21,7% 10,9% 2,2% 21,7% 71,7%
4 % within K1A1 50,0% ,0% 25,0% 25,0% ,0% 100,0%
% of Total 4,3% ,0% 2,2% 2,2% ,0% 8,7%
5 % within K1A1 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 2,2% ,0% ,0% ,0% 2,2%
Total % within K1A1 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K1A2 2 % within K1A2 33,3% 22,2% 22,2% 11,1% 11,1% 100,0%
% of Total 6,5% 4,3% 4,3% 2,2% 2,2% 19,6%
3 % within K1A2 25,0% 32,1% 10,7% 3,6% 28,6% 100,0%
% of Total 15,2% 19,6% 6,5% 2,2% 17,4% 60,9%
4 % within K1A2 11,1% 22,2% 33,3% 11,1% 22,2% 100,0%
% of Total 2,2% 4,3% 6,5% 2,2% 4,3% 19,6%
Total % within K1A2 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K1A3 1 % within K1A3 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,2% ,0% ,0% ,0% ,0% 2,2%
2 % within K1A3 25,0% 8,3% 33,3% 8,3% 25,0% 100,0%
% of Total 6,7% 2,2% 8,9% 2,2% 6,7% 26,7%
3 % within K1A3 26,3% 26,3% 15,8% 10,5% 21,1% 100,0%
% of Total 11,1% 11,1% 6,7% 4,4% 8,9% 42,2%
4 % within K1A3 7,7% 53,8% 7,7% ,0% 30,8% 100,0%
% of Total 2,2% 15,6% 2,2% ,0% 8,9% 28,9%
Total % within K1A3 22,2% 28,9% 17,8% 6,7% 24,4% 100,0%
% of Total 22,2% 28,9% 17,8% 6,7% 24,4% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K1A4 % within K1A4 66,7% ,0% ,0% ,0% 33,3% 100,0%
% of Total 4,4% ,0% ,0% ,0% 2,2% 6,7%
% within K1A4 37,5% 25,0% 12,5% 12,5% 12,5% 100,0%
% of Total 6,7% 4,4% 2,2% 2,2% 2,2% 17,8%
% within K1A4 22,2% 38,9% 11,1% ,0% 27,8% 100,0%
% of Total 8,9% 15,6% 4,4% ,0% 11,1% 40,0%
% within K1A4 14,3% 14,3% 28,6% 14,3% 28,6% 100,0%
% of Total 4,4% 4,4% 8,9% 4,4% 8,9% 31,1%
% within K1A4 ,0% 50,0% 50,0% ,0% ,0% 100,0%
% of Total ,0% 2,2% 2,2% ,0% ,0% 4,4%
Total % within K1A4 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K2A1 % within K2A1 50,0% ,0% 50,0% ,0% ,0% 100,0%
% of Total 2,2% ,0% 2,2% ,0% ,0% 4,3%
% within K2A1 33,3% ,0% ,0% ,0% 66,7% 100,0%
% of Total 2,2% ,0% ,0% ,0% 4,3% 6,5%
% within K2A1 ,0% 50,0% 10,0% ,0% 40,0% 100,0%
% of Total ,0% 10,9% 2,2% ,0% 8,7% 21,7%
% within K2A1 33,3% 26,7% 6,7% 13,3% 20,0% 100,0%
% of Total 10,9% 8,7% 2,2% 4,3% 6,5% 32,6%
% within K2A1 25,0% 25,0% 31,3% 6,3% 12,5% 100,0%
% of Total 8,7% 8,7% 10,9% 2,2% 4,3% 34,8%
Total % within K2A1 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K2A2 % within K2A2 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,2% ,0% ,0% ,0% ,0% 2,2%
% within K2A2 ,0% 50,0% 50,0% ,0% ,0% 100,0%
% of Total ,0% 2,2% 2,2% ,0% ,0% 4,4%
% within K2A2 20,0% 40,0% 10,0% 10,0% 20,0% 100,0%
% of Total 4,4% 8,9% 2,2% 2,2% 4,4% 22,2%
% within K2A2 35,7% 21,4% 21,4% ,0% 21,4% 100,0%
% of Total 11,1% 6,7% 6,7% ,0% 6,7% 31,1%
% within K2A2 16,7% 22,2% 16,7% 11,1% 33,3% 100,0%
% of Total 6,7% 8,9% 6,7% 4,4% 13,3% 40,0%
Total % within K2A2 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K2A3 % within K2A3 16,7% 33,3% 16,7% ,0% 33,3% 100,0%
% of Total 2,2% 4,3% 2,2% ,0% 4,3% 13,0%
% within K2A3 50,0% ,0% 50,0% ,0% ,0% 100,0%
% of Total 6,5% ,0% 6,5% ,0% ,0% 13,0%
% within K2A3 22,2% 44,4% 22,2% 11,1% ,0% 100,0%
% of Total 4,3% 8,7% 4,3% 2,2% ,0% 19,6%
% within K2A3 28,6% 14,3% 14,3% 7,1% 35,7% 100,0%
% of Total 8,7% 4,3% 4,3% 2,2% 10,9% 30,4%
% within K2A3 9,1% 45,5% ,0% 9,1% 36,4% 100,0%
% of Total 2,2% 10,9% ,0% 2,2% 8,7% 23,9%
Total % within K2A3 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K2A4 % within K2A4 50,0% 50,0% ,0% ,0% ,0% 100,0%
% of Total 2,2% 2,2% ,0% ,0% ,0% 4,4%
% within K2A4 30,0% 20,0% 30,0% ,0% 20,0% 100,0%
% of Total 6,7% 4,4% 6,7% ,0% 4,4% 22,2%
% within K2A4 36,4% 9,1% 27,3% 18,2% 9,1% 100,0%
% of Total 8,9% 2,2% 6,7% 4,4% 2,2% 24,4%
% within K2A4 9,1% 40,9% 9,1% 4,5% 36,4% 100,0%
% of Total 4,4% 20,0% 4,4% 2,2% 17,8% 48,9%
Total % within K2A4 22,2% 28,9% 17,8% 6,7% 24,4% 100,0%
% of Total 22,2% 28,9% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K2A5 % within K2A5 20,0% 50,0% 20,0% ,0% 10,0% 100,0%
% of Total 4,5% 11,4% 4,5% ,0% 2,3% 22,7%
% within K2A5 27,3% 27,3% 9,1% 9,1% 27,3% 100,0%
% of Total 6,8% 6,8% 2,3% 2,3% 6,8% 25,0%
% within K2A5 26,7% 13,3% 20,0% 6,7% 33,3% 100,0%
% of Total 9,1% 4,5% 6,8% 2,3% 11,4% 34,1%
% within K2A5 28,6% 28,6% ,0% 14,3% 28,6% 100,0%
% of Total 4,5% 4,5% ,0% 2,3% 4,5% 15,9%
% within K2A5 ,0% ,0% 100,0% ,0% ,0% 100,0%
% of Total ,0% ,0% 2,3% ,0% ,0% 2,3%
Total % within K2A5 25,0% 27,3% 15,9% 6,8% 25,0% 100,0%
% of Total 25,0% 27,3% 15,9% 6,8% 25,0% 100,0%




Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K3 % within K3 16,7% 50,0% ,0% 16,7% 16,7% 100,0%
% of Total 2,2% 6,5% ,0% 2,2% 2,2% 13,0%
% within K3 ,0% 20,0% 30,0% 10,0% 40,0% 100,0%
% of Total ,0% 4,3% 6,5% 2,2% 8,7% 21, 7%
% within K3 33,3% 16,7% 33,3% ,0% 16,7% 100,0%
% of Total 4,3% 2,2% 4,3% ,0% 2,2% 13,0%
% within K3 45,5% 27,3% ,0% ,0% 27,3% 100,0%
% of Total 10,9% 6,5% ,0% ,0% 6,5% 23,9%
% within K3 23,1% 30,8% 23,1% 7,7% 15,4% 100,0%
% of Total 6,5% 8,7% 6,5% 2,2% 4,3% 28,3%
Total % within K3 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K5 % within K5 ,0% 44,4% 33,3% ,0% 22,2% 100,0%
% of Total ,0% 9,1% 6,8% ,0% 4,5% 20,5%
% within K5 16,7% 25,0% 25,0% 8,3% 25,0% 100,0%
% of Total 4,5% 6,8% 6,8% 2,3% 6,8% 27,3%
% within K5 40,0% 20,0% 13,3% 6,7% 20,0% 100,0%
% of Total 13,6% 6,8% 4,5% 2,3% 6,8% 34,1%
% within K5 42,9% 14,3% ,0% 14,3% 28,6% 100,0%
% of Total 6,8% 2,3% ,0% 2,3% 4,5% 15,9%
% within K5 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 2,3% ,0% ,0% ,0% 2,3%
Total % within K5 25,0% 27,3% 18,2% 6,8% 22, 7% 100,0%
% of Total 25,0% 27,3% 18,2% 6,8% 22, 7% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K6A1 % within K6A1 ,0% 50,0% 50,0% ,0% ,0% 100,0%
% of Total ,0% 4,4% 4,4% ,0% ,0% 8,9%
% within K6A1 16,7% ,0% 16,7% 16,7% 50,0% 100,0%
% of Total 2,2% ,0% 2,2% 2,2% 6,7% 13,3%
% within K6A1 14,3% 28,6% 14,3% 14,3% 28,6% 100,0%
% of Total 2,2% 4,4% 2,2% 2,2% 4,4% 15,6%
% within K6A1 25,0% 20,0% 20,0% 5,0% 30,0% 100,0%
% of Total 11,1% 8,9% 8,9% 2,2% 13,3% 44,4%
% within K6A1 50,0% 50,0% ,0% ,0% ,0% 100,0%
% of Total 8,9% 8,9% ,0% ,0% ,0% 17,8%
Total % within K6A1 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K6A2 % within K6A2 ,0% 50,0% ,0% ,0% 50,0% 100,0%
% of Total ,0% 2,2% ,0% ,0% 2,2% 4,4%
% within K6A2 20,0% 20,0% 20,0% 20,0% 20,0% 100,0%
% of Total 2,2% 2,2% 2,2% 2,2% 2,2% 11,1%
% within K6A2 10,0% 30,0% 20,0% ,0% 40,0% 100,0%
% of Total 2,2% 6,7% 4,4% ,0% 8,9% 22,2%
% within K6A2 33,3% 16,7% 16,7% 11,1% 22,2% 100,0%
% of Total 13,3% 6,7% 6,7% 4,4% 8,9% 40,0%
% within K6A2 30,0% 40,0% 20,0% ,0% 10,0% 100,0%
% of Total 6,7% 8,9% 4,4% ,0% 2,2% 22,2%
Total % within K6A2 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K7 % within K7 10,0% 10,0% 40,0% 10,0% 30,0% 100,0%
% of Total 2,2% 2,2% 8,9% 2,2% 6,7% 22,2%
% within K7 28,6% 31,4% 11,4% 5,7% 22,9% 100,0%
% of Total 22,2% 24,4% 8,9% 4,4% 17,8% 77,8%
Total % within K7 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K8A1 % within KBA1 60,0% 20,0% 20,0% ,0% ,0% 100,0%
% of Total 6,8% 2,3% 2,3% ,0% ,0% 11,4%
% within KBA1 15,4% 23,1% 15,4% 7,7% 38,5% 100,0%
% of Total 4,5% 6,8% 4,5% 2,3% 11,4% 29,5%
% within KBA1 23,1% 23,1% 30,8% 7,7% 15,4% 100,0%
% of Total 6,8% 6,8% 9,1% 2,3% 4,5% 29,5%
% within K8A1 22,2% 33,3% 11,1% 11,1% 22,2% 100,0%
% of Total 4,5% 6,8% 2,3% 2,3% 4,5% 20,5%
% within KBAL 25,0% 50,0% ,0% ,0% 25,0% 100,0%
% of Total 2,3% 4,5% ,0% ,0% 2,3% 9,1%
Total % within KBAL 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%
% of Total 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%




Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K8A2 % within KBA2 14,3% 28,6% 42,9% ,0% 14,3% 100,0%
% of Total 2,3% 4,5% 6,8% ,0% 2,3% 15,9%
% within KBA2 22,2% 22,2% 11,1% 22,2% 22,2% 100,0%
% of Total 4,5% 4,5% 2,3% 4,5% 4,5% 20,5%
% within KBA2 15,8% 36,8% 10,5% 5,3% 31,6% 100,0%
% of Total 6,8% 15,9% 4,5% 2,3% 13,6% 43,2%
% within K8BA2 50,0% 16,7% 16,7% ,0% 16,7% 100,0%
% of Total 6,8% 2,3% 2,3% ,0% 2,3% 13,6%
% within KBA2 66,7% ,0% 33,3% ,0% ,0% 100,0%
% of Total 4,5% ,0% 2,3% ,0% ,0% 6,8%
Total % within KBA2 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%
% of Total 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K8A3 % within KBA3 50,0% ,0% 50,0% ,0% ,0% 100,0%
% of Total 2,3% ,0% 2,3% ,0% ,0% 4,5%
% within KBA3 ,0% 60,0% 10,0% 10,0% 20,0% 100,0%
% of Total ,0% 13,6% 2,3% 2,3% 4,5% 22,7%
% within KBA3 21,4% 14,3% 35,7% 7,1% 21,4% 100,0%
% of Total 6,8% 4,5% 11,4% 2,3% 6,8% 31,8%
% within KBA3 45,5% 18,2% ,0% ,0% 36,4% 100,0%
% of Total 11,4% 4,5% ,0% ,0% 9,1% 25,0%
% within K8A3 28,6% 28,6% 14,3% 14,3% 14,3% 100,0%
% of Total 4,5% 4,5% 2,3% 2,3% 2,3% 15,9%
Total % within KBA3 25,0% 27,3% 18,2% 6,8% 22, 7% 100,0%
% of Total 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K8A4 % within K8A4 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,3% ,0% ,0% ,0% ,0% 2,3%
% within K8A4 ,0% ,0% 33,3% ,0% 66,7% 100,0%
% of Total ,0% ,0% 2,3% ,0% 4,7% 7,0%
% within K8A4 46,7% 6,7% 13,3% 6,7% 26,7% 100,0%
% of Total 16,3% 2,3% 4,7% 2,3% 9,3% 34,9%
% within K8A4 5,9% 41,2% 17,6% 11,8% 23,5% 100,0%
% of Total 2,3% 16,3% 7,0% 4,7% 9,3% 39,5%
% within K8A4 28,6% 57,1% 14,3% ,0% ,0% 100,0%
% of Total 4,7% 9,3% 2,3% ,0% ,0% 16,3%
Total % within K8A4 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
% of Total 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K8A5 % within K8AS 50,0% ,0% ,0% 50,0% ,0% 100,0%
% of Total 2,4% ,0% ,0% 2,4% ,0% 4,8%
% within K8A5 ,0% 50,0% 16,7% 16,7% 16,7% 100,0%
% of Total ,0% 7,1% 2,4% 2,4% 2,4% 14,3%
% within K8AS ,0% 66,7% 22,2% ,0% 11,1% 100,0%
% of Total ,0% 14,3% 4,8% ,0% 2,4% 21,4%
% within K8AS 35,7% 7,1% 28,6% 7,1% 21,4% 100,0%
% of Total 11,9% 2,4% 9,5% 2,4% 7,1% 33,3%
% within K8A5 45,5% 9,1% 9,1% ,0% 36,4% 100,0%
% of Total 11,9% 2,4% 2,4% ,0% 9,5% 26,2%
Total % within K8AS 26,2% 26,2% 19,0% 7,1% 21,4% 100,0%
% of Total 26,2% 26,2% 19,0% 7,1% 21,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K10A1 % within K10A1 50,0% ,0% 25,0% ,0% 25,0% 100,0%
% of Total 4,3% ,0% 2,2% ,0% 2,2% 8,7%
% within K10A1 40,0% 40,0% 20,0% ,0% ,0% 100,0%
% of Total 4,3% 4,3% 2,2% ,0% ,0% 10,9%
% within K10A1 30,0% 40,0% 20,0% ,0% 10,0% 100,0%
% of Total 6,5% 8,7% 4,3% ,0% 2,2% 21,7%
% within K10A1 22,2% 16,7% 5,6% 11,1% 44,4% 100,0%
% of Total 8,7% 6,5% 2,2% 4,3% 17,4% 39,1%
% within K10A1 ,0% 44,4% 33,3% 11,1% 11,1% 100,0%
% of Total ,0% 8,7% 6,5% 2,2% 2,2% 19,6%
Total % within K10A1 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K10A2 % within K10A2 16,7% 25,0% 8,3% 16,7% 33,3% 100,0%
% of Total 4,8% 7,1% 2,4% 4,8% 9,5% 28,6%
% within K10A2 45,5% 9,1% 9,1% ,0% 36,4% 100,0%
% of Total 11,9% 2,4% 2,4% ,0% 9,5% 26,2%
% within K10A2 ,0% 50,0% ,0% ,0% 50,0% 100,0%
% of Total ,0% 2,4% ,0% ,0% 2,4% 4,8%
% within K10A2 50,0% 50,0% ,0% ,0% ,0% 100,0%
% of Total 7,1% 7,1% ,0% ,0% ,0% 14,3%
% within K10A2 ,0% 27,3% 54,5% 9,1% 9,1% 100,0%
% of Total ,0% 7,1% 14,3% 2,4% 2,4% 26,2%
Total % within K10A2 23,8% 26,2% 19,0% 7,1% 23,8% 100,0%
% of Total 23,8% 26,2% 19,0% 7,1% 23,8% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K10A3 % within K10A3 8,3% 25,0% 25,0% ,0% 41,7% 100,0%
% of Total 2,3% 6,8% 6,8% ,0% 11,4% 27,3%
% within K10A3 28,6% 35,7% 14,3% 7,1% 14,3% 100,0%
% of Total 9,1% 11,4% 4,5% 2,3% 4,5% 31,8%
% within K10A3 25,0% 16,7% 16,7% 8,3% 33,3% 100,0%
% of Total 6,8% 4,5% 4,5% 2,3% 9,1% 27,3%
% within K10A3 33,3% 33,3% ,0% 33,3% ,0% 100,0%
% of Total 2,3% 2,3% ,0% 2,3% ,0% 6,8%
% within K10A3 66,7% ,0% 33,3% ,0% ,0% 100,0%
% of Total 4,5% ,0% 2,3% ,0% ,0% 6,8%
Total % within K10A3 25,0% 25,0% 18,2% 6,8% 25,0% 100,0%
% of Total 25,0% 25,0% 18,2% 6,8% 25,0% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11A1 % within K11A1 50,0% ,0% ,0% ,0% 50,0% 100,0%
% of Total 4,9% ,0% ,0% ,0% 4,9% 9,8%
% within K11A1 15,4% 15,4% 30,8% 23,1% 15,4% 100,0%
% of Total 4,9% 4,9% 9,8% 7,3% 4,9% 31,7%
% within K11A1 7,1% 42,9% 14,3% ,0% 35,7% 100,0%
% of Total 2,4% 14,6% 4,9% ,0% 12,2% 34,1%
% within K11A1 44,4% 33,3% 11,1% ,0% 11,1% 100,0%
% of Total 9,8% 7,3% 2,4% ,0% 2,4% 22,0%
% within K11A1 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,4% ,0% ,0% ,0% ,0% 2,4%
Total % within K11A1 24,4% 26,8% 17,1% 7,3% 24,4% 100,0%
% of Total 24,4% 26,8% 17,1% 7,3% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11A2 % within K11A2 40,0% ,0% 40,0% 20,0% ,0% 100,0%
% of Total 4,7% ,0% 4,7% 2,3% ,0% 11,6%
% within K11A2 16,7% 33,3% 33,3% ,0% 16,7% 100,0%
% of Total 4,7% 9,3% 9,3% ,0% 4,7% 27,9%
% within K11A2 25,0% 25,0% 5,0% 10,0% 35,0% 100,0%
% of Total 11,6% 11,6% 2,3% 4,7% 16,3% 46,5%
% within K11A2 33,3% 50,0% ,0% ,0% 16,7% 100,0%
% of Total 4,7% 7,0% ,0% ,0% 2,3% 14,0%
Total % within K11A2 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
% of Total 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11A3 % within K11A3 33,3% 33,3% 33,3% ,0% ,0% 100,0%
% of Total 2,3% 2,3% 2,3% ,0% ,0% 6,8%
% within K11A3 20,0% ,0% ,0% 20,0% 60,0% 100,0%
% of Total 2,3% ,0% ,0% 2,3% 6,8% 11,4%
% within K11A3 16,7% 41,7% 25,0% 8,3% 8,3% 100,0%
% of Total 4,5% 11,4% 6,8% 2,3% 2,3% 27,3%
% within K11A3 23,5% 23,5% 17,6% 5,9% 29,4% 100,0%
% of Total 9,1% 9,1% 6,8% 2,3% 11,4% 38,6%
% within K11A3 42,9% 28,6% 14,3% ,0% 14,3% 100,0%
% of Total 6,8% 4,5% 2,3% ,0% 2,3% 15,9%
Total % within K11A3 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%
% of Total 25,0% 27,3% 18,2% 6,8% 22,7% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11A4 % within K11A4 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 7,1% ,0% ,0% ,0% ,0% 7,1%
% within K11A4 40,0% 20,0% 20,0% 20,0% ,0% 100,0%
% of Total 4,8% 2,4% 2,4% 2,4% ,0% 11,9%
% within K11A4 18,2% 36,4% 27,3% ,0% 18,2% 100,0%
% of Total 4,8% 9,5% 7,1% ,0% 4,8% 26,2%
% within K11A4 13,3% 33,3% 6,7% 13,3% 33,3% 100,0%
% of Total 4,8% 11,9% 2,4% 4,8% 11,9% 35,7%
% within K11A4 25,0% 12,5% 25,0% ,0% 37,5% 100,0%
% of Total 4,8% 2,4% 4,8% ,0% 7,1% 19,0%
Total % within K11A4 26,2% 26,2% 16,7% 7,1% 23,8% 100,0%
% of Total 26,2% 26,2% 16,7% 7,1% 23,8% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11A5 % within K11A5 28,6% 42,9% ,0% 14,3% 14,3% 100,0%
% of Total 5,4% 8,1% ,0% 2,7% 2,7% 18,9%
% within K11A5 57,1% 28,6% 14,3% ,0% ,0% 100,0%
% of Total 10,8% 5,4% 2,7% ,0% ,0% 18,9%
% within K11A5 28,6% 14,3% 21,4% 7,1% 28,6% 100,0%
% of Total 10,8% 5,4% 8,1% 2,7% 10,8% 37,8%
% within K11A5 ,0% 57,1% 14,3% ,0% 28,6% 100,0%
% of Total ,0% 10,8% 2,7% ,0% 5,4% 18,9%
% within K11A5 ,0% ,0% 50,0% ,0% 50,0% 100,0%
% of Total ,0% ,0% 2,7% ,0% 2,7% 5,4%
Total % within K11A5 27,0% 29,7% 16,2% 5,4% 21,6% 100,0%
% of Total 27,0% 29,7% 16,2% 5,4% 21,6% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11B1 1 % within K11B1 25,0% 25,0% 25,0% ,0% 25,0% 100,0%
% of Total 2,3% 2,3% 2,3% ,0% 2,3% 9,1%
2 % within K11B1 20,0% 20,0% 10,0% 20,0% 30,0% 100,0%
% of Total 4,5% 4,5% 2,3% 4,5% 6,8% 22,7%
3 % within K11B1 31,3% 37,5% 6,3% 6,3% 18,8% 100,0%
% of Total 11,4% 13,6% 2,3% 2,3% 6,8% 36,4%
4 % within K11B1 23,1% 30,8% 23,1% ,0% 23,1% 100,0%
% of Total 6,8% 9,1% 6,8% ,0% 6,8% 29,5%
5 % within K11B1 ,0% ,0% 100,0% ,0% ,0% 100,0%
% of Total ,0% ,0% 2,3% ,0% ,0% 2,3%
Total % within K11B1 25,0% 29,5% 15,9% 6,8% 22,7% 100,0%
% of Total 25,0% 29,5% 15,9% 6,8% 22,7% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11B2 1 % within K11B2 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,3% ,0% ,0% ,0% ,0% 2,3%
2 % within K11B2 50,0% ,0% ,0% 25,0% 25,0% 100,0%
% of Total 4,5% ,0% ,0% 2,3% 2,3% 9,1%
3 % within K11B2 23,8% 33,3% 9,5% 9,5% 23,8% 100,0%
% of Total 11,4% 15,9% 4,5% 4,5% 11,4% 47,7%
4 % within K11B2 17,6% 35,3% 23,5% ,0% 23,5% 100,0%
% of Total 6,8% 13,6% 9,1% ,0% 9,1% 38,6%
5 % within K11B2 ,0% ,0% 100,0% ,0% ,0% 100,0%
% of Total ,0% ,0% 2,3% ,0% ,0% 2,3%
Total % within K11B2 25,0% 29,5% 15,9% 6,8% 22,7% 100,0%
% of Total 25,0% 29,5% 15,9% 6,8% 22,7% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11B3 1 % within K11B3 33,3% 50,0% ,0% ,0% 16,7% 100,0%
% of Total 4,4% 6,7% ,0% ,0% 2,2% 13,3%
2 % within K11B3 23,5% 17,6% 17,6% 5,9% 35,3% 100,0%
% of Total 8,9% 6,7% 6,7% 2,2% 13,3% 37,8%
3 % within K11B3 14,3% 42,9% 14,3% 14,3% 14,3% 100,0%
% of Total 4,4% 13,3% 4,4% 4,4% 4,4% 31,1%
4 % within K11B3 60,0% 20,0% ,0% ,0% 20,0% 100,0%
% of Total 6,7% 2,2% ,0% ,0% 2,2% 11,1%
5 % within K11B3 ,0% ,0% 100,0% ,0% ,0% 100,0%
% of Total ,0% ,0% 6,7% ,0% ,0% 6,7%
Total % within K11B3 24,4% 28,9% 17,8% 6,7% 22,2% 100,0%
% of Total 24,4% 28,9% 17,8% 6,7% 22,2% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K11B4 3 % within K11B4 28,6% 28,6% ,0% 14,3% 28,6% 100,0%
% of Total 4,7% 4,7% ,0% 2,3% 4,7% 16,3%
4 % within K11B4 33,3% 25,9% 14,8% 7,4% 18,5% 100,0%
% of Total 20,9% 16,3% 9,3% 4,7% 11,6% 62,8%
5 % within K11B4 ,0% 33,3% 33,3% ,0% 33,3% 100,0%
% of Total ,0% 7,0% 7,0% ,0% 7,0% 20,9%
Total % within K11B4 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
% of Total 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K12A % within K12A 27,6% 20,7% 20,7% 3,4% 27,6% 100,0%
% of Total 17,4% 13,0% 13,0% 2,2% 17,4% 63,0%
% within K12A 17,6% 41,2% 11,8% 11,8% 17,6% 100,0%
% of Total 6,5% 15,2% 4,3% 4,3% 6,5% 37,0%
Total % within K12A 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K12B % within K12B 80,0% ,0% 20,0% ,0% ,0% 100,0%
% of Total 9,3% ,0% 2,3% ,0% ,0% 11,6%
% within K12B 10,0% 30,0% 20,0% ,0% 40,0% 100,0%
% of Total 2,3% 7,0% 4,7% ,0% 9,3% 23,3%
% within K12B 16,7% 16,7% 16,7% 16,7% 33,3% 100,0%
% of Total 4,7% 4,7% 4,7% 4,7% 9,3% 27,9%
% within K12B 33,3% 33,3% 11,1% 11,1% 11,1% 100,0%
% of Total 7,0% 7,0% 2,3% 2,3% 2,3% 20,9%
% within K12B 14,3% 57,1% 14,3% ,0% 14,3% 100,0%
% of Total 2,3% 9,3% 2,3% ,0% 2,3% 16,3%
Total % within K12B 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
% of Total 25,6% 27,9% 16,3% 7,0% 23,3% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K13 % within K13 60,0% ,0% 40,0% ,0% ,0% 100,0%
% of Total 6,7% ,0% 4,4% ,0% ,0% 11,1%
% within K13 40,0% 20,0% 20,0% ,0% 20,0% 100,0%
% of Total 4,4% 2,2% 2,2% ,0% 2,2% 11,1%
% within K13 16,7% ,0% 16,7% 33,3% 33,3% 100,0%
% of Total 2,2% ,0% 2,2% 4,4% 4,4% 13,3%
% within K13 18,2% 18,2% 27,3% 9,1% 27,3% 100,0%
% of Total 4,4% 4,4% 6,7% 2,2% 6,7% 24,4%
% within K13 16,7% 50,0% 5,6% ,0% 27,8% 100,0%
% of Total 6,7% 20,0% 2,2% ,0% 11,1% 40,0%
Total % within K13 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K14 % within K14 45,5% 18,2% 9,1% 9,1% 18,2% 100,0%
% of Total 11,1% 4,4% 2,2% 2,2% 4,4% 24,4%
% within K14 13,3% 20,0% 33,3% 6,7% 26,7% 100,0%
% of Total 4,4% 6,7% 11,1% 2,2% 8,9% 33,3%
% within K14 26,7% 20,0% 13,3% 6,7% 33,3% 100,0%
% of Total 8,9% 6,7% 4,4% 2,2% 11,1% 33,3%
% within K14 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 6,7% ,0% ,0% ,0% 6,7%
% within K14 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 2,2% ,0% ,0% ,0% 2,2%
Total % within K14 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K15 % within K15 ,0% 20,0% 60,0% ,0% 20,0% 100,0%
% of Total ,0% 2,4% 7,1% ,0% 2,4% 11,9%
% within K15 16,7% 33,3% 33,3% ,0% 16,7% 100,0%
% of Total 2,4% 4,8% 4,8% ,0% 2,4% 14,3%
% within K15 21,1% 31,6% 5,3% 15,8% 26,3% 100,0%
% of Total 9,5% 14,3% 2,4% 7,1% 11,9% 45,2%
% within K15 41,7% 16,7% 8,3% ,0% 33,3% 100,0%
% of Total 11,9% 4,8% 2,4% ,0% 9,5% 28,6%
Total % within K15 23,8% 26,2% 16,7% 7,1% 26,2% 100,0%
% of Total 23,8% 26,2% 16,7% 7,1% 26,2% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K16 % within K16 33,3% 33,3% ,0% ,0% 33,3% 100,0%
% of Total 2,2% 2,2% ,0% ,0% 2,2% 6,5%
% within K16 20,0% 10,0% 20,0% 20,0% 30,0% 100,0%
% of Total 4,3% 2,2% 4,3% 4,3% 6,5% 21,7%
% within K16 28,6% 14,3% 21,4% 7,1% 28,6% 100,0%
% of Total 8,7% 4,3% 6,5% 2,2% 8,7% 30,4%
% within K16 23,1% 46,2% 7,7% ,0% 23,1% 100,0%
% of Total 6,5% 13,0% 2,2% ,0% 6,5% 28,3%
% within K16 16,7% 50,0% 33,3% ,0% ,0% 100,0%
% of Total 2,2% 6,5% 4,3% ,0% ,0% 13,0%
Total % within K16 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K18A1 % within K18A1 33,3% ,0% 33,3% ,0% 33,3% 100,0%
% of Total 2,2% ,0% 2,2% ,0% 2,2% 6,5%
% within K18A1 40,0% 10,0% 40,0% ,0% 10,0% 100,0%
% of Total 8,7% 2,2% 8,7% ,0% 2,2% 21, 7%
% within K18A1 14,3% 19,0% 14,3% 14,3% 38,1% 100,0%
% of Total 6,5% 8,7% 6,5% 6,5% 17,4% 45, 7%
% within K18A1 30,0% 60,0% ,0% ,0% 10,0% 100,0%
% of Total 6,5% 13,0% ,0% ,0% 2,2% 21, 7%
% within K18A1 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 4,3% ,0% ,0% ,0% 4,3%
Total % within K18A1 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K18A2 % within K18A2 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 4,3% ,0% ,0% ,0% ,0% 4,3%
% within K18A2 29,4% 11,8% 29,4% ,0% 29,4% 100,0%
% of Total 10,9% 4,3% 10,9% ,0% 10,9% 37,0%
% within K18A2 21,1% 21,1% 10,5% 15,8% 31,6% 100,0%
% of Total 8,7% 8,7% 4,3% 6,5% 13,0% 41,3%
% within K18A2 ,0% 83,3% 16,7% ,0% ,0% 100,0%
% of Total ,0% 10,9% 2,2% ,0% ,0% 13,0%
% within K18A2 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 4,3% ,0% ,0% ,0% 4,3%
Total % within K18A2 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A1 % within K19A1 26,1% 30,4% 17,4% 8,7% 17,4% 100,0%
% of Total 13,0% 15,2% 8,7% 4,3% 8,7% 50,0%
% within K19A1 9,1% 27,3% 18,2% 9,1% 36,4% 100,0%
% of Total 2,2% 6,5% 4,3% 2,2% 8,7% 23,9%
% within K19A1 25,0% 25,0% 25,0% ,0% 25,0% 100,0%
% of Total 2,2% 2,2% 2,2% ,0% 2,2% 8,7%
% within K19A1 40,0% 20,0% ,0% ,0% 40,0% 100,0%
% of Total 4,3% 2,2% ,0% ,0% 4,3% 10,9%
% within K19A1 33,3% 33,3% 33,3% ,0% ,0% 100,0%
% of Total 2,2% 2,2% 2,2% ,0% ,0% 6,5%
Total % within K19A1 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A2 % within K19A2 14,3% 42,9% 14,3% ,0% 28,6% 100,0%
% of Total 2,2% 6,5% 2,2% ,0% 4,3% 15,2%
% within K19A2 30,0% 20,0% 30,0% 10,0% 10,0% 100,0%
% of Total 6,5% 4,3% 6,5% 2,2% 2,2% 21,7%
% within K19A2 18,2% 18,2% 9,1% 9,1% 45,5% 100,0%
% of Total 4,3% 4,3% 2,2% 2,2% 10,9% 23,9%
% within K19A2 12,5% 50,0% 12,5% 12,5% 12,5% 100,0%
% of Total 2,2% 8,7% 2,2% 2,2% 2,2% 17,4%
% within K19A2 40,0% 20,0% 20,0% ,0% 20,0% 100,0%
% of Total 8,7% 4,3% 4,3% ,0% 4,3% 21,7%
Total % within K19A2 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%




Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A3 % within K19A3 14,3% 33,3% 14,3% 9,5% 28,6% 100,0%
% of Total 6,7% 15,6% 6,7% 4,4% 13,3% 46,7%
% within K19A3 40,0% 10,0% 30,0% 10,0% 10,0% 100,0%
% of Total 8,9% 2,2% 6,7% 2,2% 2,2% 22,2%
% within K19A3 25,0% ,0% ,0% ,0% 75,0% 100,0%
% of Total 2,2% ,0% ,0% ,0% 6,7% 8,9%
% within K19A3 50,0% 33,3% 16,7% ,0% ,0% 100,0%
% of Total 6,7% 4,4% 2,2% ,0% ,0% 13,3%
% within K19A3 ,0% 50,0% 25,0% ,0% 25,0% 100,0%
% of Total ,0% 4,4% 2,2% ,0% 2,2% 8,9%
Total % within K19A3 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A4 % within K19A4 14,3% 57,1% ,0% 14,3% 14,3% 100,0%
% of Total 2,2% 8,7% ,0% 2,2% 2,2% 15,2%
% within K19A4 16,7% 16,7% 25,0% 8,3% 33,3% 100,0%
% of Total 4,3% 4,3% 6,5% 2,2% 8,7% 26,1%
% within K19A4 22,2% ,0% 55,6% 11,1% 11,1% 100,0%
% of Total 4,3% ,0% 10,9% 2,2% 2,2% 19,6%
% within K19A4 36,4% 36,4% ,0% ,0% 27,3% 100,0%
% of Total 8,7% 8,7% ,0% ,0% 6,5% 23,9%
% within K19A4 28,6% 42,9% ,0% ,0% 28,6% 100,0%
% of Total 4,3% 6,5% ,0% ,0% 4,3% 15,2%
Total % within K19A4 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A5 Count 1 0 0 0 0 1
% within K19A5 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,2% ,0% ,0% ,0% ,0% 2,2%
Count 2 4 0 1 1 8
% within K19A5 25,0% 50,0% ,0% 12,5% 12,5% 100,0%
% of Total 4,4% 8,9% ,0% 2,2% 2,2% 17,8%
Count 7 3 4 1 3 18
% within K19A5 38,9% 16,7% 22,2% 5,6% 16,7% 100,0%
% of Total 15,6% 6,7% 8,9% 2,2% 6,7% 40,0%
Count 1 5 4 1 7 18
% within K19A5 5,6% 27,8% 22,2% 5,6% 38,9% 100,0%
% of Total 2,2% 11,1% 8,9% 2,2% 15,6% 40,0%
Total Count 11 12 8 3 11 45
% within K19A5 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
% of Total 24,4% 26,7% 17,8% 6,7% 24,4% 100,0%
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Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A6 % within K19A6 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,2% ,0% ,0% ,0% ,0% 2,2%
% within K19A6 ,0% 100,0% ,0% ,0% ,0% 100,0%
% of Total ,0% 2,2% ,0% ,0% ,0% 2,2%
% within K19A6 ,0% ,0% ,0% ,0% 100,0% 100,0%
% of Total ,0% ,0% ,0% ,0% 2,2% 2,2%
% within K19A6 33,3% 27,8% 11,1% 11,1% 16,7% 100,0%
% of Total 13,3% 11,1% 4,4% 4,4% 6,7% 40,0%
% within K19A6 12,5% 29,2% 25,0% 4,2% 29,2% 100,0%
% of Total 6,7% 15,6% 13,3% 2,2% 15,6% 53,3%
Total % within K19A6 22,2% 28,9% 17,8% 6,7% 24,4% 100,0%
% of Total 22,2% 28,9% 17,8% 6,7% 24,4% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A7 % within K19A7 100,0% ,0% ,0% ,0% ,0% 100,0%
% of Total 2,2% ,0% ,0% ,0% ,0% 2,2%
% within K19A7 60,0% ,0% ,0% 20,0% 20,0% 100,0%
% of Total 6,5% ,0% ,0% 2,2% 2,2% 10,9%
% within K19A7 25,0% 37,5% ,0% 12,5% 25,0% 100,0%
% of Total 4,3% 6,5% ,0% 2,2% 4,3% 17,4%
% within K19A7 12,5% 37,5% 6,3% 6,3% 37,5% 100,0%
% of Total 4,3% 13,0% 2,2% 2,2% 13,0% 34,8%
% within K19A7 18,8% 25,0% 43,8% ,0% 12,5% 100,0%
% of Total 6,5% 8,7% 15,2% ,0% 4,3% 34,8%
Total % within K19A7 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
% of Total 23,9% 28,3% 17,4% 6,5% 23,9% 100,0%
Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A8 % within K19A8 66,7% ,0% 33,3% ,0% ,0% 100,0%
% of Total 4,5% ,0% 2,3% ,0% ,0% 6,8%
% within K19A8 6,7% 33,3% 33,3% 6,7% 20,0% 100,0%
% of Total 2,3% 11,4% 11,4% 2,3% 6,8% 34,1%
% within K19A8 25,0% 18,8% 6,3% 6,3% 43,8% 100,0%
% of Total 9,1% 6,8% 2,3% 2,3% 15,9% 36,4%
% within K19A8 40,0% 50,0% ,0% ,0% 10,0% 100,0%
% of Total 9,1% 11,4% ,0% ,0% 2,3% 22,7%
Total % within K19A8 25,0% 29,5% 15,9% 4,5% 25,0% 100,0%
% of Total 25,0% 29,5% 15,9% 4,5% 25,0% 100,0%




Contracting Legislator Consultants,
authorities Utilities Bidders S trainers Total
K19A9 % within K19A9 50,0% 25,0% ,0% 25,0% ,0% 100,0%
% of Total 4,4% 2,2% ,0% 2,2% ,0% 8,9%
% within K19A9 20,0% 20,0% 40,0% ,0% 20,0% 100,0%
% of Total 2,2% 2,2% 4,4% ,0% 2,2% 11,1%
% within K19A9 15,4% 23,1% 23,1% 15,4% 23,1% 100,0%
% of Total 4,4% 6,7% 6,7% 4,4% 6,7% 28,9%
% within K19A9 31,6% 31,6% 10,5% ,0% 26,3% 100,0%
% of Total 13,3% 13,3% 4,4% ,0% 11,1% 42,2%
% within K19A9 ,0% 50,0% 25,0% ,0% 25,0% 100,0%
% of Total ,0% 4,4% 2,2% ,0% 2,2% 8,9%
Total % within K19A9 24,4% 28,9% 17,8% 6,7% 22,2% 100,0%
% of Total 24,4% 28,9% 17,8% 6,7% 22,2% 100,0%
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Annex No. 4. Alternative surveys in connection withhe practice of electronic

procurement

Results are presented below that were produceddlthie time of the present research,
on the other hand, the benefit of which is that sadea can be formed about how far
business organizations in Hungary are receptiidaéanformation and communication
technologies in procurement.

| assume that the more receptive a firm is to tee af more simple, “every-day”
solutions — such as company internet-link, compaai-site — the more likely it is that
it will use more sophisticated technologies, taw,dxample, solutions for electronizing
procurement. On the basis of the procurement pecthe receptiveness to electronic

procurement can therefore be explored.

Hungary
In the following passages | shall present a fewlisgipertaining to the assessment of e-
procurement in Hungary, which ahows internet-pexiietin and the distribution of firms

also purchasing through internet shows well whiiedinces can be identified between

the passive, one-sided information-giving and ttteve, e-purchasing.

Internet-penetration

“Nowadays about every second firm in Hungary hasriret access now that the
percentage of firms employing at least one persitin ternet access has grown from
46% to 54%. Over the past one year, as BellResdduwigary Intercommunication
report states>,

The medium sized enterprise segment of 50-250 persoincreasingly catching up
with the large enterprise circle that has been atrnompletely network covered (99%)
for many years, state BellResearch’'s researchelso Aatching up is the 10-49
employee small enterprise segment, which has glmwi?2% and has reached an 87%

internet penetration.

121 Bellresearch (2004)
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The rear is constituted by the micro-enterprisesith a remarkable lag — developing

rapidly though, almost half of the firms with 1-fi@ople — that is cca 97 thousand firms
are connected to world web, while those fallingibdhdo not possess the most basic
informatics infrastructure either — point out Beddearch experts. On the whole, the
enormous differences by company size are dimingshin

As to the quality of access, it is encouraging ttness the growth of broad-band

internet. The survey GKIeNET of 20t found that more than one third of the firms
possess DSL access. However, still dominant isttsdogue modem or ISDN hook-up,

this type of links tend to be dominant in the mierterprise segment. Rented lines are

dominant only in the case of big firfid

120%

0, 0, 99% 970
100% 97% 97% 97%

P

(e

70

87% 9

80% 75%

@ Hungary
mEU-5

60% -

40%

20% -

0%

Micro enterprises Small enterprises Medium Big enterprises
enterprises

Figure 13.
The development of internet-penetration in Hungargt the 5 most developed EU
member-states.

Firms with web-sites

“30% of all Hungarian firms employing at least grerson with access to internet, that
is, altogether 38 thousand firms appear in the dvavide web with their own
websites*?* — reported the 2004 edition of BellResearch Huiagar info-
communication Reports. This is a rather moddesteaement, altogether a 1% step

ahead relative to that of the previous year.

122 GKIeNET (2004): ,Jelentés az internet-gazdasagsteport on Internet-Economy”)
http://www.gkinet.hu/sajto/2004/i/vallalatok.htn#005.03.27
123 gellresearch (2004) ,Honlapok a cégeknél” (,Homggmat firms”)

http://www.bellresearch.hu/content.php?content=2685.03.27
124999

212



The majority of web-sites in Hungary are staticieohg brochure-like information
about the firm® and only few offer product promotion documentation e-trade
solutions in their websites. So Hungarian firmdl $tave lot to do for the content
development of their web sites.

The report pointed out the relationship betweenpamy size and web-site penetration.
As seen in the above figure there is a positiveetation with company size. 23% in the
case of micro-enterprises while 68% with the lapgganization¥®. Conspicuous is the
gap between the micro-enterprise segment and tiee segments.

Comparing Hungarian data with those for EU membetes?®’ it is noticeable that all
segments of firms in Hungary lag considerably behas far as web-site creation is
concerned. This lag is not easily made up for ®yHungarian firms possessing web-
sites given the present rate of growth.

100% 91%

90%

8%

80% 56% 58%

70% H 60%
60% - 52%
50% -
40% A 33%
30% - 9
20%
10%
0%

Micro enterpises Small enterprises Medium enterprises Big enterprises

O Hungary m EU-5

Figurel4.
The Penetration of Company internet sites in Huggard the 5 most developed

EU member-states

Outlook on the European Union
The following data originating from the Europeamidh are partly related to the
analysis of the later results of the study on Cditipeness and partly indicates that

there is a remarkable potential for developmetthis field.

125 Bellresearch (2004): ,Honlapok a cégeknél” (,Wébsiat business organizations”)
http://www.bellresearch.hu/content.php?content=693.27.2005

126 Bellresearch (2004): ,Honlapok a cégeknél” (,Wébsiat business organizations”)
http://www.bellresearch.hu/content.php?content=h8%27.2005

127 E_business Market Watch (2004): A Pocketbook bfisiness indicators 2004 edition,
http://www.ebusiness-watch.org/marketwatch/resaipmeketbook-2004.pdin 03.09.2004

21z



The use of company management systems

6% of the enterprises with at least 5 employeesintegrated corporate management
systems. As to the use of corporate managememsgghere is a significant difference
between companies of different sizes. Only 3% ef e¢nterprises of 5-19 people use
such systems; the rate is 7% in the case of ergegpof 20-49 people. The dividing line
is at 50 employees, for every fifth one among tihexd of 50-249 people and every
second one among the enterprises of over 250 pelogde integrated corporate

management systems

40%
35%

35% -

30% ~

25%

21%

20% -

15% 12%

10%

4%
5% >

0%

Micro enterprises Small enterprises  Medium enterprises Big enterprises

Figure 15.
The use of ERP systems in the'€U

E-procurement has been growing rapidly in the Ethepast few years: The number of
companies in the EU that have discovered this ngwounity for themselves has been
growing continuously and dynamically. Accordingtte findings of a research for 5
countries (Germany, Italy, France, the United Kimgd Spain) and 7 industries, every
third company partly conducts its direct and indirpurchases of (MRE® materials)
online (for comparison, this rate in Hungary is 34%ccordingly to this survey the
suppliers’ web-sites constitute the primary chanteelonline purchases while B2B

market places, extranet networks and EDI-based linigo play an important rdfé. It

128 CK| Gazdasagkutatd plc. (2004): ,A vallalatirargit rendszerek hasznalata a hazai vallalatokrél”
(»The use of Corporate Management Systems at companHungary”)
http://www.gki.hu/index.php?id=282&lang=tan 02.04.2005

129 E_business Market Watch (2004): A Pocketbook bfisiness indicators 2004 edition,
http://www.ebusinesswatch.org/marketwatch/resoupceketbook-2004.pd03.09.2004

130MRO: Maintenance, Repair and Operating goods.

131 E_business market Watch (2003): The European iéss Report 2003 edition,
http://www.ebusinesswatch.org/marketwatch/resoueebgsiness-2003.p@3.09.2004
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is remarkable that the adaptation of some formntihe procurement is most typical in
the case of big companies (over 50%) while amonallsemterprises it is most typical
that at least 5% of purchases take place onlineoring to the researchers’ estimates,
about 6% of all purchases of companies in the Ebk tplace online in 2003 (the
Hungarian figure for it is one fourth or one fifth that). The study also points out that
in the studied countries, direct purchases areftegsient online than the indirect ones.
Major differences can be observed in the adoptfagrpurchases between EU member-
states. Such differences can be observed not atlyelen old and new member states
but between the 15 old members as well. Denmarkn@my, Ireland, Finland, Sweden
and the United Kingdom are in the vanguard whilai§pPortugal and Italy are among
those falling behind? In the East European region the Czech RepubticEstonia are
in the lead. Hungary is in the middle-fiétd

Online procurement and IT integration

-60 O Online purchase
(%)

B Companies
conducting at
least 5 % of
purchasing online

B Companies
integrating their
IT system wit that
of the supplier

O Companies
purchasing in the
B2B market place

0O Online
interchange of

0-9 fé 10-49 f6 50-249 f6 250+ documents with

suppliers

Figure 16.

Online purchasing and the supplier-purchaser ingggd relationship134.

132 Eurostat (2003): Information Society Statistic® 12002
http://www.ebusinesswatch.org/marketwatch/resouik®£%6-03-093- -N-EN.pdd3.09.2004

133 E-business Market Watch (2004): Chart Report: &eisiness survey 2003,
http://www.ebusinesswatch.org/marketwatch/resoucbestrep_2004.pdf 03.09.2@¢hd
E-business Market Watch (2003): The European Erlessi Report 2003 edition,
http://www.ebusinesswatch.org/marketwatch/resouc8sisiness-2003.pdi3.08.2004

134 E_business Market Watch (2004): The European Eabss-Report-2004 edition,
http://www.ebusiness-eatch.org/images/stories/dpemerts/eBusiness-Report-2004. 9éf 03.2005
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One can say, all in all, that the proportion istloa rise depending on company size, but
this survey does not lend itself to a more thoroagalysis. It is important, however to
state that the study of purchaser-supplier relatgwes beyond the traditional limits and
point to the inner processes within companies anithé analysis of the more strategic
relations with the suppliers. My own survey explgssoves in this direction in the

study ofVersenyben a vilaggdCompeting the World) database.
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Annex No. 5 Statistical tables of the analysis oh¢ database of the “Competing the

World” research program.

5/1. Dendogramme




Annex 5/2: Descriptive statistics of clusters

N Mear St| St erro Mean 95% confMin/Max
Dev interv
Alsé Fels)

Youn 1 58 1,14 31 0,04 1,02 1,18 1 2
supplie, 2 23 1,35 , 78 0,14 1,01 1,68 1 4
purchase 3 62 1,06 ,31 0,04 ,99 1,14 1 3
extrang 4 39 2,39 ,75 0,12 2,14 263 1 3
system 5 15 4,33 ,82 0,21 3,88 479 3 5
purchase Tof{ 197 1,62 1,07 0,04 1,47 1,77 1 5

al.

Youn 1 58 1,05 ,22 0,03 ,99 1,11 1 2
compan] 2 23 1,13 ,34 0,07 ,98 1286 1 2
purchase 3 62 1,11 41 0,04 1,01 122 1 3
extrang 4 39 2,69 ,98 0,14 2,38 301 1 %
systems 5 15 4,33 ,62 0,14 3,99 468 3 5

Tot 197 1,68 1,14 0,04 1,50 1,81 1 5
al.

Sofarif 1 58 4,17 ,73 0,1( 3,93 431 3 5
procuremer 2 23 1,39 ,50 0,1( 1,18 161 1 2
informatic{ 3 62 2,81 ,6Q 0,04 2,64 296 1 4
developmer 4 39 3,62 ,78 0,13 3,36 387 2 5%

inn 5 185 3,47 ,97 0,24 2,96 397 2 5%
procuremen Tog 197 3,24 1,09 0,09 3,09 339 1 5
activity g|.
Procuremel 1 58 4,64 ,52 0,07 4,5( 477 3 H
inthe futurg 2 23 1,79 ,8( 0,17 1,44 2,13 1 3
informatic{ 3 62 3,45 ,53 0,07 3,37 359 2 4
developmer 4 39 4,29 ,65 0,1¢ 4,07 449 3 5
in 5 15 4,47 74 0,14 4,06 488 3 5
procuremern Tot 1971 3,83 1,08 0,09 3,70 400 1 5
al.

Values higher than the mean total are marked watti bgures.
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5/3. ANOVA

Quadrati df Meatr Significance
tota Quadrati
erro
MajorityBetwee .679 4 170 .807 524
group
Within 21.25% 101 .21(
grouy
Tota 21.934 105
StatéBetwee| 7656.755 4 1914.18!{ 1.165 .328
group
Within| 308990.29 188 1643.56
grou 0
Total 316647.04 192
5
ForeigiBetweel| 19552.559 4  4888.14( 3.34( .011
group
Within| 275103.34 188 1463.31
grouy 8
Total 294655.90 192
7
HungariamBetweel 5740.939 4 1435.23) .659 .621
group
Within| 409551.28 188 2178.46
grouf 6
Total 415292.1 192
5
MoneyBetweel 5191.627 4 1297.90] 1.507 .2072
ownel group
Within| 161888.74 18§ 861.11
grouf 6
Total 167080.3f 192
3
Professiona@etwee|] 5744.330 4 1436.08] .714 .584
group
Within| 378278.85 188 2012.12
grouf 1
Tota| 384023.18 192
2
Was therBetwee 455 4 114 .45C 172
state owng group
lega
predecessof?
Within 47.792 189 .253
grouf
Tota 48.247 193

D
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5/4 ANOVA

Sum of Mean
Squares| df |Square F Sig.
Change in
performance in
the past 3-4
years: Stock- |Between
turnover Groups 10.38738 4| 2.596845 4.215396 0.3%
Within
Groups 112.735183| 0.616038
Total 123.1223 187
Change in
performance in
the past 3-4 Between
years: Quality | Groups 7.629694 4| 1.907423 2.883895 2.4%
Within
Groups 123.6828187| 0.661409
Total 131.3125 191
Change in
performance in
the past 3-4
years: Time for
shipment to Between
order Groups 13.93408 4| 3.483509 4.791488 0.1%
Within
Groups 133.044{7183 0.72702
Total 146.9787 187
Change in
performance in
the past 3-4
years:
Punctuality of
shipment to Between
order Groups 7.519297 4| 1.879824 2.666442 3.4%
Within
Groups 129.7188184| 0.704993
Total 137.2381 188
Change in
performance in
the past 3-4
years: Time for
handling
customer Between
complaints Groups 146391 4| 3.659779 5.601461 0.0%
Within
Groups 113.684P174| 0.653362
Total 128.324 178
Change in Between
performance in| Groups 20.041310 4| 5.010327 6.053241 0.0%
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the past 3-4
years: Warranty
costs
Within
Groups 150.643p182| 0.82771
Total 170.684% 186
Change in
performance in
the past 3-4
years: Unit cost
of Between
manufacturing | Groups 8.233455 4| 2.058364 2.63439 3.7%
Within
Groups 103.9187133| 0.781344
Total 112.1522 137
Change in
performance in
the past 3-4
years: Time for
refitting Between
machinery Groups 7.66129 4| 1.915323 3.989765 0.4%
Within
Groups 60.9675127| 0.480059
Total 68.62879 131
Whether
measured:
Accuracy of Between
stock-inventory| Groups 2.565619 4| 0.641405 3.339194 1.1%
Within
Groups 35.7275(7186| 0.192084
Total 38.29319 190
Whether
measured:
Accuracy of
demand Between
prediction Groups 5.0881[L 4| 1.272027 5.879396 0.0%
Within
Groups 40.24173186| 0.216353
Total 45.32984 190
Whether
measured: Time
for shipment to | Between
order Groups 2.58629P2 4| 0.646573 2.715015 3.1%
Within
Groups 44.5335187| 0.238147
Total 47.11979 191
Whether
measured: CostBetween
of Quality Groups 2.571881 4 0.64297 2.653359 3.5%
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Within

Groups 45.072[1186| 0.242323
Total 47.64398 190
Whether
measured:
Customer Between
confidence Groups 2.312709 4| 0.578177 2.67927 3.3%
Within
Groups 40.35396187| 0.215797
Total 42.66667 191
Whether
measured:
Customer Between
loyalty Groups 2.460379 4| 0.615095 2.692969 3.2%
Within
Groups 42.25541185| 0.228408
Total 4471579 189
Whether
measured: Between
Stock levels Groups 1.82910L 4| 0.457275 2.655027 3.4%
Within
Groups 32.03477186 0.17223
Total 33.86387 190
Whether
measured:
Employee Between
satisfaction Groups 2.55982f7 4| 0.639957 2.719812 3.1%
Within
Groups 43.76478186| 0.235295
Total 46.32461 190
Whether
measured:
Number of
customer Between
complaints Groups 2.64596 4 0.66149 4.299877 0.2%
Within
Groups 28.3064pP184| 0.153839
Total 30.95238 188
Whether
measured:
Speed of
handling Between
complaints Groups 3.447588 4| 0.861897 3.738434 0.6%
Within
Groups 42.19071183 0.23055
Total 45.6383 187
Whether
measured: TimeBetween
for product Groups 5.031778 4| 1.257944 5.683116 0.0%
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design
Within
Groups 29.43924133| 0.221348§
Total 34.47101 137
Whether
measured:
Time-periods |Between
for reset Groups 2.570946 4| 0.642736 2.815186 2.8%
Within
Groups 30.821911135/ 0.22831
Total 33.39286 139
Descriptives
Std. Std. 95% Confidence
N | Mean |Deviation|Error Interval for Mean
Lower |Upper
Bound |Bound
Change in
performance in
the past 3-4
years: stock
turn-over 1 56|3.482143 0.8310140.111049 3.259596 3.70469
2| 23]2.782609 0.8504820.1773382.4148333.150385
3| 59|3.322034 0.7296830.094997 3.131877 3.51219
4| 37/3.459459 0.7671950.126126 3.203664 3.715255
5| 13|3.692308 0.7510680.208309 3.2384424.146173
Total| 188|3.356383 0.8114240.059179 3.239638 3.473128
Change in
performance in
the past 3-4
years: Quality 1 57/3.614035 0.750104 0.099354 3.415006 3.813065
2| 23]3.347826 0.9820520.2047722.923155 3.772497
3| 61| 3.57377 0.7628680.0976793.378391 3.76915
4| 37/3.864865 0.887010.145824 3.5691214.160609
5| 14|4.142857 0.7703290.205879 3.698082 4.587632
Total| 192| 3.65625 0.829156 0.059839 3.538219 3.774281
Change in
performance in
the past 3-4
years: Time for
shipment to
order 1 55/3.636364 0.846860.114191 3.407425 3.865302
2| 22|2.954545 1.2527030.2670772.399128 3.509963
3| 61/3.360656 0.753498 0.0964763.167676 3.553636
4| 37| 3.72973 0.7321450.120364 3.48562 3.973839
5/ 13 4| 0.8164970.226455 3.506596 4.493404
Total| 188|3.510638 0.886557 0.064659 3.383084 3.638193
Change in
performance in 1 55(3.618182 0.7574550.1021353.413413 3.82295
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the past 3-4

years:
Punctuality of
shipment to
order
2| 23]3.130435 0.9678630.2018132.711899 3.54897
3| 61]3.377049 0.8399190.107541 3.161936 3.592163
4| 37|3.675676 0.8836180.145266 3.381063 3.970289
5| 13|3.846154 0.8006410.222058 3.362331 4.329976
Total| 189|3.507937 0.854394 0.062148 3.385339 3.630534
Change in
performance in
the past 3-4
years: Warranty
costs 1 51]3.294118 0.7821540.109523 3.0741333.514102
2| 22|2.409091 0.7963660.169786 2.056002 2.76218
3| 58/2.948276 0.9065530.119036 2.70991] 3.186642
4| 37| 3.27027 0.6931670.113956 3.039157 3.501384
5| 11{3.181818 0.7507570.226362 2.677453 3.686184
Total| 179|3.061453 0.8490710.063463 2.936217 3.186688
Change in
performance in
the past 3-4
years: Time for
handling
customer
complaints 1 56|3.589286 0.9100810.121615 3.3455685 3.8330071
2| 23]2.652174 1.0272950.214206 2.207938 3.09641
3| 60]3.483333 0.8334460.107597 3.268031 3.698635
4| 36|3.777778 0.8979690.149662 3.473949 4.0816071
5| 12|3.666667 1.0730870.309773 2.98486 4.348473
Total| 187|3.481283 0.9579450.070052 3.343085 3.619482
Change in
performance in
the past 3-4
years: Unit cost
of
manufacturing 1| 39|3.564103 0.8206180.131404 3.298089 3.830116
2| 13]3.230769 0.832050.2307692.727966 3.733572
3| 41| 3.02439 0.8212130.1282522.765184 3.283597
4| 32| 3.53125 0.9498510.167912 3.188792 3.873708
5| 13]3.615385 1.1208970.310881 2.9380334.292736
Total| 138/3.369565 0.904781 0.07702 3.2172633.521867
Change in
performance in
the past 3-4
years: Time for
refitting
machinery 1 39|3.487179 0.683328 0.10942 3.26567 3.708689
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2| 11]/2.636364 0.67420.203279 2.18343 3.0892971
3| 39|3.230769 0.5831650.093381 3.041729 3.41980¢9
4| 31|3.193548 0.7032950.1263152.935578 3.451519
5| 12|3.583333 0.996205 0.28758 2.9503754.216297
Total| 132/ 3.280303 0.723798 0.062999 3.1556771 3.404929
Whether
measured:
Accuracy of
stock-inventory 1| 57/0.807018 0.3981470.0527360.701375 0.91266
2| 22]/0.636364 0.4923660.1049730.418061 0.854666
3| 62|0.580645 0.497482 0.06318 0.4543080.706987
4| 36/0.861111 0.3507360.0584560.7424390.979783
5| 14|0.785714 0.4258150.113804 0.539856 1.031573
Total|191/0.722513 0.4489360.032484 0.658438 0.786588
Whether
measured:
Accuracy of
demand
prediction 1| 57| 0.45614 0.5025 0.0665580.3228090.589472
2| 22 0.5| 0.5117660.1091090.273096 0.726904
3| 62| 0.16129 0.3708010.0470920.067124 0.255456
4| 36 0.5| 0.5070930.0845150.3284250.671575
5| 14|0.642857 0.4972450.132894 0.355756 0.929958§
Total| 191/ 0.387435 0.4884450.035343 0.317720.457149
Whether
measured:
Time for
shipment to
order 1 58/0.551724 0.5016610.0658710.4198190.683629
2| 22]0.454545 0.5096470.1086570.228581 0.68051
3| 62 0.5| 0.5040820.0640180.3719870.628013
4| 36/0.638889 0.4871360.0811890.4740660.8037172
5| 14/0.928571 0.2672610.0714290.774259 1.082883
Total| 192/ 0.567708 0.49669 0.0358450.497004 0.638417
Whether
measured: Cost
of quality 1| 57/0.421053 0.4981170.06597710.288884 0.553221
2| 22/0.318182 0.4767310.1016390.106811 0.529553
3| 62|0.435484 0.499868 0.063483 0.308541 0.562427
4| 36/0.638889 0.4871360.0811890.4740660.803712
5| 14/0.714286 0.46880710.125294 0.443604 0.9849671
Total|191| 0.47644 0.5007570.0362340.404968 0.547911
Whether
measured:
Customer
satisfaction 1 58| 0.62069 0.4894530.064268 0.491994 0.749385
2| 22|0.454545 0.5096470.108657 0.228581 0.68051
3| 62| 0.66129 0.4771340.0605960.540121 0.782448
4| 36/0.833333 0.3779640.062994 0.7054490.961218
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5| 14|0.785714 0.4258150.113804 0.539856 1.031573
Total| 192|0.666667 0.472637 0.03411 0.599387 0.733947

Whether

measured:

Customer

loyalty 1| 57|0.403509 0.4949620.0655590.272178 0.53484
2| 22]0.454545 0.5096470.1086570.228581 0.68051
3| 62|0.225806 0.4215260.0535340.1187590.332854
4| 35(/0.514286 0.5070930.085714 0.3400930.688478
5| 14 0.5/ 0.5188750.1386750.200411 0.799589

Total{ 190|0.378947 0.4864070.035288 0.309339 0.448556

Whether

measured:

Stock levels 1 57| 0.77193 0.423318 0.05607 0.659608 0.884251
2| 22/0.681818 0.4767310.1016390.4704470.893189
3| 62|/0.677419 0.471280.0598530.5577370.797102
4| 36(0.916667 0.2803060.0467180.8218251.011509
5| 14|0.928571 0.2672610.0714290.7742591.082883

Total{ 191|0.769634 0.4221740.030547 0.709378 0.829889

Whether

measured:

Employee

satisfaction 1 57/0.491228 0.5043670.066805 0.357402 0.625055
2| 22]0.272727 0.4558420.0971860.0706180.474836
3| 62|/0.322581 0.47128 0.0598530.202898 0.442263
4| 36/0.416667 0.5/0.0833330.247491 0.585842
5| 14|0.714286 0.468807 0.125294 0.443604 0.984967

Total| 191|0.413613 0.4937750.035728 0.3431370.484088

Whether

measured:

Number of

customer

complaints 1 57/0.824561 0.3837230.0508250.722746 0.9263771
2| 22|0.545455 0.5096470.108657 0.319490.771419
3| 62|0.741935 0.4411420.056025 0.629906 0.853965
4| 34|0.9117658 0.2879020.0493750.8113111.012219
5 14 1 0 0 1 1

Total| 189|0.793651 0.4057590.0295150.735428 0.851873

Whether

measured:

Speed of

handling

complaints 1 57/0.614035 0.491150.0650540.4837160.744355
2| 22/0.318182 0.4767310.1016390.1068110.529553
3| 62/0.516129 0.5038190.0639850.3881830.644075
4| 34(0.764706 0.4305620.0738410.6144760.914936
5| 13|0.769231 0.4385290.121626 0.50423 1.034231

Total| 188|0.585106 0.494019 0.03603 0.5140290.656184

Whether 1 39/0.564103 0.5023560.080441 0.4012580.726948
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measured:

Time for
product design
2| 13]0.153846 0.3755340.104154 -0.07309 0.380779
3| 43/0.348837 0.4822430.0735410.200428 0.49725
4| 30/0.533333 0.5074160.0926410.3438610.722806
5| 13/0.923077 0.277350.0769230.755476 1.090678
Total| 138/ 0.485507 0.501611 0.04270.4010710.569943
Whether
measured:
Time periods
needed for reset 1| 40 0.55| 0.5038310.0796630.388867 0.711133
2| 13|/0.384615 0.506370.1404420.0786190.690617
3| 44/0.5454558 0.5036860.075934 0.39232 0.698589
4| 30/0.833333 0.3790490.0692050.691794 0.974873
5| 13/0.692308 0.4803840.1332350.402014 0.982601
Total| 140/ 0.607143 0.4901390.041424 0.52524 0.689044




5/5. ANOVA

Sum of Mean
Squares df | Square F Sig.
If used — e-
information Between
technologies Groups 2.304474 4| 0.576118 2.464732 4.67%
Within
Groups 42.77531183| 0.233745
Total 45.07979187
Between
If used — e-businessGroups 1.783546 4| 0.445886 3.587787 0.77%
Within
Groups 22.7430B183| 0.124279
Total 24.5266187
If used — supply
portfolio Between
organization Groups 3.80578 4| 0.951445 5.518017 0.03%
Within
Groups 31.38139182| 0.172425
Total 35.18717186
If used —
concentrating on | Between
basic activity Groups 4.64714 4| 1.161783 5.065938 0.07%
Within
Groups 42.42654185| 0.229333
Total 47.07368189
If used —
restructuring
manufacturing Between
processes Groups 2.770084 4| 0.692521 3.648703 0.69%
Within
Groups 34.92304184| 0.189799
Total 37.69312188
If used — improving | Between
level of work-force | Groups 4.69299 4| 1.173247 5.080404 0.07%
Within
Groups 42.4922184| 0.230934
Total 47.18519188
If used —to
introduce series Between
manufacturing Groups 2.19085)7 4| 0.547714 2.79081 2.89%
Within
Groups 26.29835134| 0.196256
Total 28.48921138
If used — to increase
efficiency of Between
machinery Groups 3.801155 4| 0.950289 4.847159 0.11%
Within 26.27079134| 0.196051
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Groups
Total 30.07194138

If profitable:

information Between

technologies Groups 9.508718 4| 2.377179 2.829603 2.95%
Within
Groups 72.2495p 86| 0.840111
Total 81.75824 90

If profitable: e- Between

business Groups 14.2938L 4| 3.573452 4.101866 0.60%
Within
Groups 42.68768 49| 0.871177
Total 56.98148 53

If profitable: supply

portfolio Between

organization Groups 17.1374p 4| 4.2843685 4.217568 0.44%
Within
Groups 62.9819¢4 62| 1.015838
Total 80.1194 66

If profitable: quality

improvement Between

programs (TQM) | Groups 9.044045 4| 2.261011 2.534251 4.53%
Within
Groups 83.86505 94| 0.892181
Total 92.90909 98

If profitable: level of Between

HR quality Groups 14.36204 4| 3.59051 4.549641 0.21%
Within
Groups 74.18340 94| 0.789185
Total 88.5454% 98

If profitable:

environmental Between

protection programs Groups 7.436556 4| 1.859139 3.117974 1.82%
Within
Groups 61.4158103| 0.596265
Total 68.85185107

If profitable:

introduction of Between

series manufacturingsroups 15.35188 4| 3.837958 3.810355 0.92%
Within
Groups 47.34048 47| 1.007244
Total 62.69231 51

Whether to invest:

information Between

technologies Groups 19.9580P 4| 4.989506 3.865041 0.52%
Within
Groups 182.0214141| 1.290932
Total 201.9795145

Whether to invest: | Between 25.347314| 6.336828 4.843401 0.11%
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e-business Groups
Within
Groups 164.8510126| 1.308343
Total 190.1985130
Whether to invest:
supply portfolio Between
organization Groups 19.24521 4| 4.811302 3.450459 1.03%
Within
Groups 177.08801127| 1.394395
Total 196.3333131
Whether to invest:
concentrating on | Between
basic activity Groups 19.03586 4| 4.758964 3.714534 0.65%
Within
Groups 188.332(6147| 1.281174
Total 207.3684151
Whether to invest:
Quality
improvement Between
programs (TQM) | Groups 14.8528 4 3.7132 2.878324 2.50%
Within
Groups 183.188142| 1.290056
Total 198.0408146
Whether to invest:
improvement of the| Between
HR level Groups 18.22268 4| 4.555659 3.279103 1.32%
Within
Groups 200.059144| 1.3893
Total 218.2819148
Whether to invest:
Modernization of
manufacturing Between
equipment Groups 14.46955 4| 3.617388 3.125044 1.75%
Within
Groups 137.7482119| 1.157548
Total 152.2177123
Whether to invest:
introduction of Between
series manufacturingsroups 31.63258 4| 7.908144 5.076762 0.10%
Within
Groups 144.8674 93| 1.557714
Total 176.3 97
Whether to invest
in: improving the | Between
level of work-force | Groups 24.34398 4| 6.085995 3.567001 0.93%
Within
Groups 163.7946 96| 1.706194
Total 188.1386100
Whether to invest Between 23.760894| 5.940222 3.616921 0.86%
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in: increasing speed

Groups

of product
development
Within
Groups 157.6640 96| 1.642342
Total 181.4257100
Descriptives |
Std. Std. 95% Confidence
N | Mean Deviation| Error Interval for Mean
Lower Upper
Bound Bound
If used — e-
information
technologies L 57|0.350877 0.4814870.063774 0.2231220.478633
2| 21/0.380952 0.4976130.108588 0.1544410.607463
3| 60]0.316667 0.4691020.060561 0.1954850.437849
4| 36 0.5/ 0.5070930.084515 0.3284250.671575
5| 14|0.714286 0.4688070.125294 0.443604 0.984967
Total| 188/ 0.398936 0.490987 0.035809 0.3282950.469578
If used — e-
business L 57|{0.157895 0.3678840.048727 0.060282 0.255507
2| 22 0 0 0 0 0
3| 60]0.133333 0.3428030.044256 0.0447780.221889
4| 36/0.166667 0.3779640.062994 0.038782 0.294551
5| 13|0.461538 0.518875 0.14391 0.1479860.775091
Total| 188/ 0.154255 0.362158 0.026413 0.1021490.206361
If used — supply
portfolio
organization 1 56|0.285714 0.4558420.060914 0.163639 0.40779
2| 22|0.136364 0.351250.074887 -0.019370.292099
3| 60]0.166667 0.3758230.048519 0.069581 0.263752
4| 35/0.228571 0.4260430.072014 0.082221 0.374922
5| 14|0.714286 0.4688070.125294 0.443604 0.984967
Total| 187|0.251337 0.4349460.031806 0.1885890.314085
If used —
concentrating on
basic activity 1 57| 0.54386 0.5025 0.066558 0.4105280.677191
2| 22|0.318182 0.4767310.101639 0.1068110.529553
3| 61]0.442623 0.5008190.064123 0.3143570.570889
4| 36 0.75| 0.4391550.073193 0.601411 0.89858¢
5| 14|/0.857143 0.3631370.097052 0.6474741.066812
Total| 190/ 0.547368 0.499066 0.036206 0.4759490.618788
If used —
restructuring
manufacturing
processes 157 0.22807 0.423318 0.05607 0.1157490.340392
2| 22/0.181818 0.3947710.084165 0.006787 0.35685
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3| 61]/0.213115 0.4129070.052867 0.107364 0.318865
4| 35/0.371429 0.4902410.082866 0.2030250.5398372
5| 14/0.642857 0.4972450.132894 0.355756 0.929958
Total| 189|0.275132 0.447767 0.03257 0.2108820.339382
If used —
improving level
of work-force 1 57]0.473684 0.5037450.066723 0.3400230.607346
2| 22]0.227273 0.4289320.091449 0.0370950.417451
3| 61| 0.42623 0.4986320.063843 0.298524 0.553935
4| 35/0.571429 0.502096 0.08487 0.3989520.743905
5| 14/0.928571 0.2672610.071429 0.7742591.082883
Total| 189|0.481481 0.500984 0.036441 0.409595 0.553368
If used —to
introduce series
manufacturing 140 0.2| 0.4050960.064051 0.070444 0.329554
2| 12 0.25| 0.4522670.130558 -0.03736 0.537357
3| 42|/0.214286 0.41530.064082 0.084869 0.343702
4| 32 0.375| 0.4918690.086951 0.197662 0.552338
5| 13|/0.615385 0.50637/0.140442 0.309388 0.921381
Total| 139| 0.28777 0.4543610.038538 0.211568 0.363972
If used —to
increase
efficiency of
machinery 1 40 0.225| 0.4229020.066867 0.0897490.360251
2| 12]0.083333 0.2886750.083333 -0.10008 0.266749
3| 42|0.285714 0.457230.070552 0.1432310.428197
4| 32 0.375| 0.4918690.086951 0.197662 0.55233§
5| 13|0.769231 0.4385290.121626 0.50423 1.034231
Total| 139/ 0.316547 0.466811 0.039594 0.2382570.394837
If profitable:
information
technologies L 25 3.32| 0.8524470.170489 2.9681273.671873
2| 10 3.3| 1.159502 0.366667 2.470542 4.129458
3| 25 3| 1.0408330.208167 2.570365 3.429635
4| 21|3.761908 0.7684240.167684 3.4121224.111687
5| 10 3.9/ 0.7378650.233333 3.3721634.427831
Total| 91|3.395604 0.9531130.099913 3.197109 3.5941
If profitable: e-
business L 14|3.071429 0.8287420.221491 2.592927 3.54993
2| 4 2| 0.8164970.408248 0.700772 3.29922§
3| 17]2.529412 1.1245910.272753 1.9512 3.107623
4| 12|3.333333 0.6513390.188025 2.9194923.747174
5| 7(3.857143 1.0690450.404061 2.868441 4.845845
Total| 54|2.981481 1.0368810.141102 2.698467 3.264496
If profitable:
supply portfolio
organization 118 3.5/ 0.9235480.217682 3.04073 3.95927
2| 5 2.6| 0.8944271 0.4| 1.4894223.710578
3| 18(2.944444 1.1617540.273828 2.366718 3.522171
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4| 16| 3.4375 1.0307760.257694 2.888238 3.986762
5/ 10 4.4| 0.8432740.266667 3.7967585.003242
Total| 67/3.402985 1.1017850.134604 3.1342393.671732
If profitable:
quality
improvement
programs (TQM) 1 27|3.481481 1.0873530.209261 3.0513393.911624
2| 9|3.222222 0.6666670.222222 2.7097771 3.734668
3| 32| 3.46875 0.9498510.167912 3.126292 3.811208
4| 21 41 0.894427 0.19518 3.5928624.40713§
5/ 10 4.2| 0.7888110.249444 3.6357194.764281
Total| 99/3.636364 0.97368 0.097858 3.442167 3.830561
If profitable:
level of HR
quality 1| 28|3.535714 0.8811670.166525 3.194033 3.877395
2] 5 2.8| 1.303840.583095 1.1810684.418932
3| 31(3.193548 0.9099210.163427 2.859787 3.52731
4| 22|3.818182 0.7326640.156204 3.4933374.1430271
5| 13(4.230769 0.926809 0.25705 3.670704 4.790834
Total| 99|3.545455 0.9505390.095533 3.355873 3.735036
If profitable:
environmental
protection
programs 1 35|3.428571 0.6981370.118007 3.188753 3.66839
2| 9|3.222222 0.6666670.222222 2.7097771 3.734668
3| 33|3.393939 0.8992840.156545 3.075067 3.712812
4| 21|3.761908 0.7684240.167684 3.4121224.1116871
5/ 10 4.2| 0.632456 0.2| 3.7475694.652431
Total| 108| 3.537037 0.8021690.077189 3.384019 3.690055
If profitable:
introduction of
series
manufacturing 1 13/3.384615 1.043908 0.289528§ 2.753788 4.015443
2| 4 2.25( 0.9574270.478714 0.72652 3.77348
3| 13]2.923077 1.3204510.366227 2.1251373.721017
4| 15|3.866667 0.7432230.191899 3.455083 4.27825
5| 7(4.142857 0.690066 0.26082 3.5046534.781061
Total| 52|3.423077 1.108720.153752 3.114407 3.731747
Whether to
invest:
information
technologies L 42|2.857143 1.240995 0.19149 2.470421 3.243864
2| 14(2.928571 0.9972490.266526 2.352777 3.504366
3| 48(2.416667 1.107678 0.15988 2.095031 2.738303
4| 30]3.233333 1.0063020.183725 2.857574 3.609093
5| 12|3.583333 1.3113720.378561 2.7501274.416539
Total| 146/ 2.856164 1.1802380.097677 2.663109 3.049219
Whether to
invest: e-business 1| 36|2.333333 1.1952290.199205 1.9289262.737741

23<



2| 13]2.076923 0.9540740.264612 1.500382 2.653464
3| 47|/2.106383 1.1838410.172681 1.758794 2.453972
4| 25 2.96| 0.9780930.195619 2.556263 3.363737
5/ 10 3.5/ 1.3540060.428174 2.531402 4.468598
Total| 131 2.4351158 1.2095720.105681 2.226038 2.644191
Whether to
invest: supply
portfolio
organization 1 37/3.081081 1.2332970.202753 2.669879 3.492283
2| 13]2.384615 0.8697180.241217 1.859052.910181
3| 45|2.422222 1.2520690.186647 2.046059 2.798385
4| 25 3.16| 1.1060440.221209 2.703447 3.616553
5| 12|3.4166671 1.16450.336162 2.6767794.156555
Total| 132|2.833333 1.2242250.1065553 2.622542 3.044125
Whether to
invest:
concentrating on
basic activity 1| 44 3.25| 1.2962380.195415 2.855908 3.644092
2| 15/3.066667 1.1629190.300264 2.422664 3.71067
3| 50 2.68/ 1.1146520.157636 2.3632192.996781
4| 30 3.5/ 0.7768190.141827 3.209931 3.790069
5| 13]3.692308 1.2506410.346865 2.936553 4.448062
Total| 152|3.131579 1.1718790.095052 2.943775 3.319382
Whether to
invest: Quality
improvement
programs (TQM) 1 41)3.341463 1.2371290.193207 2.950977 3.731949
2| 16/ 2.6875 0.8732120.218303 2.222198 3.152802
3| 49]2.897959 1.1038740.157696 2.58089 3.215029
4| 28|3.535714 1.1379690.215056 3.094456 3.976973
5| 13]3.615385 1.19292§0.330859 2.894506 4.336264
Total| 147|3.183673 1.164665 0.09606 2.993826 3.373521
Whether to
invest:
improvement of
the HR level 1 42|3.309524 1.1579650.178678 2.948677 3.670371
2| 14|2.642857 1.392681 0.37221 1.838747 3.446961
3| 50 2.74] 1.191980.168571 2.4012433.078757
4| 29]3.413793 1.1185850.207716 2.988306 3.83928
5| 14/3.642857 1.0818180.289128 3.018234 4.26748
Total| 149|3.107383 1.2144450.099491 2.910776 3.303989
Whether to
invest:
Modernization of
manufacturing
equipment 1 32| 3.96875 0.9666830.170887 3.6202244.317276
2| 11/3.818182 0.7507570.226362 3.3138164.322541
3| 41]3.292683 1.2092130.188847 2.911008 3.674358
4| 27|4.037037 1.055443 0.20312 3.619518 4.454556
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5| 13]/4.153846 1.1435440.317162 3.46281 4.844883
Total| 124|3.766129 1.1124490.099901 3.568381 3.9638771
Whether to
invest:
introduction of
series
manufacturing 1 24|2.791667 1.4738050.300839 2.169333 3.414
2| 8 1.5| 0.7559290.267261 0.868028 2.131972
3| 33/2.181818 1.2107470.210764 1.7525062.611131
4| 22/3.181818 1.1806520.251716 2.658346 3.70529
5| 11|3.454545 1.213560.365902 2.639265 4.269826
Total| 98|2.642857 1.3489210.136262 2.3724162.913299
Whether
to invest in]
improving the
level of work-
force
1| 25 2.6| 1.3228760.264575 2.053944 3.146056
2| 7|1.714286 0.951190.359516 0.834582 2.59398¢
3| 33]/2.606061 1.412874 0.24595 2.105077 3.107044
4| 25 3.36| 1.2871160.257423 2.828705 3.891295
5| 11|3.5454558 1.1281520.340151 2.787552 4.303357
Total| 101|2.831683 1.3716360.136483 2.560905 3.102461
Whether to invest
in: increasing
speed of product
development L 24|2.708333 1.3014760.265663 2.15876§ 3.257899
2| 6]1.666667 0.8164970.333333 0.809806 2.523527
3| 36|2.583333 1.3389760.223163 2.130289 3.036378
4| 23/3.043478 1.2960870.270253 2.483008 3.603948
5/ 12|3.833333 1.193416 0.34451 3.0750734.591594
Total| 101|2.811881 1.3469440.134026 2.545978 3.077785
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5/6. ANOVA

Sum of Mean
Squares df | Square F Sig.
Procurement of
critical materials
— working with | Between
one supplier Groups 0.850608 4| 0.2126525.2502430.05%
Within Groups 7.736126 191| 0.040503
Total 8.586735195
Procurement of
critical materials
— working with
more than 3 Between
suppliers Groups 2.192468 4| 0.548117 2.58128 3.86%
Within Groups 40.55753 191| 0.212343
Total 42.75 195
Percentage (%)
of procurement
from Local Between
market Groups 17857.69 4| 4464.4234.0372320.37%)
Within Groups 204575.4 185| 1105.813
Total 222433.1189
Percentage (%)
of procurement
from Regional |Between
market Groups 19323.08 4| 4830.7596.1149870.01%
Within Groups 140617.6 178| 789.9861
Total 159940.7 182
Percentage (%)
of Sales from | Between
Regional market Groups 10343.54 4| 2585.8862.4374324.89%
Within Groups 185658.9 175/ 1060.906
Total 196002.1179
Descriptives |
Std. Std. 95% Confidence Interval
N | Mean |Deviation|Error for Mean
Lower
Bound Upper Bound
Procurement
of critical
materials
working
with 1
supplier 1 58(0.051724 0.2234040.029334 -0.70%(0.110465 O
2| 23 0 0 0 0.00% 0 0
3| 61/0.016393 0.1280370.016393 -1.64%|0.049185 O
4| 39/0.025641 0.160128 0.025641 -2.63%|0.077549 O
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5| 15/0.266667 0.4577380.118187  1.32%|0.520153 O
Total| 196/0.045918 0.2098440.014989  1.64%|0.075479 O
Procurement
of critical
materials —
working
with more
than 3
suppliers 1 58/0.724138 0.450851 0.0592] 60.56% 0.842683 O
2| 23|/0.608696 0.4990110.104051 39.29% 0.824484 O
3| 61]/0.721311 0.4520750.057882 60.55% 0.837093 O
4| 39/0.717949 0.4558810.072999 57.02% 0.865728 O
5| 15(0.333333 0.487950.125988 6.31%|0.603551 O
Total| 196/ 0.678571 0.4682210.033444 61.26%|0.744531 O
Percentage
(%) of
procurement
from local
market 1 56|60.46429 34.26048 4.5782495128.93% 69.6393 O
2| 22|71.72727 28.72566.1243195899.11% 84.46349 5
3| 60]64.08333 33.729384.3544445537.01% 72.79656 5
4| 38|59.39474 31.85486 5.167544892.43%69.86517 O
5| 14(28.57143 37.232569.950821 707.40% 50.06887 O
Total| 190|60.34737 34.3059 2.4888115543.80%65.25679 O
Percentage
(%) of
procurement
from
Regional
market 1 54|26.18519 25.35043 3.4497571926.58%33.10452 O
2| 22 21.5| 23.824265.0793491093.69% 32.06308 O
3| 56{23.71429 27.00149 3.608226 1648.32% 30.94533 O
4| 36|30.72222 28.985334.830888 2091.50% 40.52945 O
5| 15|/61.66667 42.3702510.93995 3820.28%85.13053 O
Total| 183|28.66667 29.644472.191383 2434.29%432.99045 O
Percentage
(%) of Sales
from
Regional
market 1 53|24.54717 33.456964.595666 1532.53%433.76905 O
2| 21|29.66667 33.583237.3284621437.98%44.95357 O
3| 55(20.30909 28.941113.9024191248.52%28.13297 O
4| 36|36.69444 32.1663715.3610622581.09%47.57798 O
5| 15(43.66667 40.9279310.567552100.15% 66.3318 O
Total| 180|27.87222 33.09054 2.466423 2300.52%432.73923 O




5/7. ANOVA

Sum of Mean
Squares df Square F Sig.
Extranet
systems
bought by Between
your supplier| Groups | 169.5439608 4.00 42.3859902148.22775990.00%
Within
Groups 54.9027397.92.00 0.285951769
Total 224.4467005196.00
Equipment
for existing
linkage
bought by Between
your supplier| Groups | 64.07624875 4.00 16.0190621916.465000330.00%
Within
Groups | 182.908207288.00 0.972915996
Total 246.984456192.00
Storage for
existing
linkage
bought by Between
your supplier| Groups | 63.64431133 4.0015.9110778314.750416370.00%
Within
Groups | 206.029158191.00 1.078686691
Total 269.6734694195.00
Work-force
for existing
linkage
bought by Between
your supplier| Groups | 30.56323455 4.00 7.6408086378.5354834340.00%
Within
Groups | 169.189342889.00 0.895181708
Total 199.7525773193.00
Extranet
systems
bought by
your Between
enterprise Groups | 195.2236925 4.00 48.80592312163.52611050.00%
Within
Groups 57.304226392.00 0.298459512
Total 252.5279188196.00
Equipment |Between
for existing |Groups | 68.93230792 4.00 17.2330769814.466910080.00%
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linkage

bought by
your
enterprise
Within
Groups | 226.3292303.90.00 1.191206477
Total 295.2615385194.00
Storage for
existing
linkage
bought by
your Between
enterprise Groups | 76.88944012 4.00 19.2223600316.546648310.00%
Within
Groups | 221.886070191.00 1.161707173
Total 298.7755102195.00
Work-force
for existing
linkage
bought by
your Between
enterprise  |Groups | 38.69989819 4.009.6749745478.2340644220.00%
Within
Groups | 223.248819890.00 1.174993788
Total 261.9487179194.00
Extranet
systems
bought by
your Between
customer Groups | 81.63334324 4.00 20.4083358123.304898510.00%
Within
Groups | 160.254954883.00 0.875710135
Total 241.8882979187.00
Equipment
for existing
linkage
bought by
your Between
customer Groups | 37.34540001 4.00 9.33635000211.6604973%50.00%
Within
Groups | 145.724118282.00 0.800681971
Total 183.069518(7186.00
Storage for
existing Between
linkage Groups | 58.58144199 4.00 14.645360% 12.81321740.00%

23¢



bought by

your
customer
Within
Groups | 206.8809236.81.00 1.142988528
Total 265.4623656185.00
Work-force
for existing
linkage
bought by
your Between
customer Groups | 25.00262603 4.00 6.2506565085.5549507730.03%
Within
Groups | 202.5433199.80.00 1.125240666
Total 227.5459450184.00
Extranet
systems
bought by
your
enterprise for
given Between
customer Groups | 144.2721081 4.00 36.0680270153.305195040.00%
Within
Groups | 124.5003787.84.00 0.676632493
Total 268.7724868188.00
Equipment
for existing
linkage
bought by
your
enterprise for
given Between
customer Groups 36.4453096 4.009.1113273996.5391334560.01%
Within
Groups | 257.770479985.00 1.393353945
Total 294.2157895189.00
Storage for
existing
linkage
bought by
your
enterprise for
given Between
customer Groups | 44.75947631 4.00 11.189869087.2618917890.00%
Within
Groups | 281.9852043.83.00 1.540902757
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Total

326.744680

9187.00

Storage for
existing
linkage
bought by
your
enterprise for
given
customer

Between
Groups

24.83444522

4.00

6.208611304

13.7318443210.60%

Within
Groups

306.117935284.00

1.66368443

3

Total

330.95238

1188.00

The seller ha
a good
reputation,
which is
important in
the supplier
relationship

U7

Between
Groups

15.75670771

4.00

3.93917692¢

53.8298298780.51%

Within
Groups

197.48187192.00

1.02855141

1

Total

213.238578

7196.00

The supplier
is engaged in
continuous
product
development
—which is
important in
the
relationship

Between
Groups

20.63777312

4.00

5.1594432795.5376419150.03%

Within
Groups

177.023765390.00

0.93170402

8

Total

197.661538

5194.00

The supplier
is well-
known in the
industry for

its expertise -+

it is important

in the Between

relationship |Groups | 11.71443396 4.00 2.9286084892.8620027222.46%
Within
Groups | 196.468307292.00 1.023272433
Total 208.1827411196.00
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Supplier
information is

reliable —

important in

the Between

relationship |Groups | 6.947619602 4.00 1.73690492.5423118344.11%
Within
Groups | 131.174207892.00 0.683198999
Total 138.1218274196.00

Supplier is

honest —

important in

the Between

relationship |Groups | 8.515235358 4.00 2.128808839 2.418129015.00%
Within
Groups | 169.027911992.00 0.880353708
Total 177.5431472196.00

Good

relationship

with supplierg

contributes to

good

reputation of | Between

company Groups | 12.03399876 4.00 3.0084996892.8428968692.54%
Within
Groups | 203.184275492.00 1.058251434
Total 215.2182741196.00

So far in

procurement:

increasing |Between

quality Groups | 13.13258099 4.00 3.2831452485.1525785740.06%
Within
Groups | 122.339500292.00 0.637184897
Total 135.4720812196.00

So far in

procurement:

suitable

supplier Between

found Groups | 14.46547623 4.00 3.6163690584.0984272810.33%
Within
Groups | 168.534523891.00 0.882379706
Total 183 195.00

So far in

procurement:| Between

long-term Groups | 8.471705788 4.00 2.1179264472.7554172652.92%
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relationship
with suppliers

Within
Groups | 147.579055892.00 0.768640915
Total 156.0507614196.00

So farin

procurement:

evaluation of | Between

suppliers Groups | 16.10058884 4.00 4.025147214.7768037510.11%
Within
Groups 161.787736.92.00 0.842644489
Total 177.8883248196.00

So far in

procurement:

monitoring

relations with

existing Between

suppliers Groups | 18.64974216 4.00 4.6624355395.9232050630.02%
Within
Groups | 150.345155891.00 0.787147413
Total 168.994898195.00

So far in

procurement:

developing ofl Between

suppliers Groups 22.2545288 4.00 5.56363225.5928619790.03%
Within
Groups | 189.007009290.00 0.994773735
Total 211.2615385194.00

So farin

procurement:

training

procurement | Between

experts Groups | 72.71768917 4.00 18.1794222920.869419370.00%
Within
Groups 167.251854192.00 0.871103406
Total 239.969543(1196.00

So farin

procurement:

information

technology

development

in

procurement | Between

activity Groups | 141.5118468 4.00 35.3779617173.612267090.00%
Within 92.2749552 0.480598725
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Groups 192.00
Total 233.786802196.00
So far in
procurement:
centralization
of Between
procurement | Groups | 47.66668677 4.0011.9166716910.171207730.00%
Within
Groups | 223.777190891.00 1.171608329
Total 271.4438776195.00
Procurement
in future:
increase in |Between
quality Groups | 8.535719466 4.00 2.1339298675.1441287560.06%
Within
Groups | 79.6470216992.00 0.414828238
Total 88.18274112196.00
Procurement
in future:
finding
suitable Between
supplier Groups | 13.83342951 4.00 3.4583573774.5637147720.15%
Within
Groups | 145.496519792.00 0.757794374
Total 159.329949p196.00
Procurement
in future:
long term
relationship |Between
with supplierg Groups | 15.95062648 4.00 3.987656619 6.4270871%0.01%
Within
Groups | 119.125515792.00 0.620445394
Total 135.076142[1196.00
Procurement
in future:
Qualification | Between
of suppliers | Groups 12.3318402 4.00 3.082960051 4.741660120.11%
Within
Groups | 124.835672992.00 0.650185794
Total 137.167512[7196.00
Procurement
in future:
Leaders of |Between
the existing |Groups | 17.88851114 4.004.4721277846.0921901850.01%
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relationship
with suppliers
Within
Groups | 140.2084271691.00 0.734075537
Total 158.0969388195.00
Procurement
in future:
Development| Between
of suppliers |Groups | 18.68812992 4.004.6720324794.3139012830.23%
Within
Groups | 205.7734083.90.00 1.08301794
Total 224.4615386194.00
Procurement
in future:
Training of
procurement | Between
experts Groups 82.1426151 4.00 20.5356537722.742364960.00%
Within
Groups | 173.370075392.00 0.902969142
Total 255.5126904196.00
Procurement
in future:
Information
technology
development
in
procurement | Between
activity Groups | 157.1362689 4.00 39.28406723107.29808820.00%
Within
Groups | 70.2952031492.00 0.36612085
Total 227.431472(1196.00
Procurement
in future:
Centralization
of Between
procurement | Groups | 58.24609744 4.00 14.56152436 12.77901220.00%
Within
Groups | 216.5026203.90.00 1.139487476
Total 274.748717P194.00
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Descriptives

Std.
Deviatio|Std. 95% Confidence IntervaVi Ma
N [Mean |n Error  |for Mean Tr‘1A X
Lower
Bound Upper Bound
Extranet
system boug
by your 1.103440.307200.04033
supplier 1 58 8 3 8§ 1.022673 1.184223 1 2
1.347820.775100.16162
2 23 6 7 1 1.012645 1.683007 1 4
1.064510.306800.03896
3 62 6 6 4 0986602 1.14248 1 3
2.384610.74746
4 39 5 50.11969 2.142315 2.626916 [ 3
4.333330.816490.21081
5 15 3 7 9 3.881173 4.785494 B 5
19 1.61928 0.07624
Total 7 9 1.07011 2 1468920 176965 1 5
Equipment fg
existing
linkage
bought by
your supplier
for given 1.803571.051740.14054
relationship 156 1 6 5 1.52191p 2.085231 [ 5
1.652171.070620.22324
2 23 4 8 1 1.189199 2.115148 1 4
1.725800.852560.10827
3 62 6 3 6 1.509296 1.942317 1 4
0.15893
4 39 2.74359 0.99255 5 2.42184p 3.06533y [l 5
3.615381.120890.31088
5 13 5 7 1 2938033 4.292736 1 5
19 2.0725831.13418
Total 3 9 6 0.08164 1.911511 2.233566 [ 5
Storage for
existing
linkage
bought by
your supplier
for given 1.775861.185380.15564
relationship 158 2 6 2 1464194 2.08758 1 5
1.826081.072470.22362
2 23 7 3 6 1.36231p 2.289859 1 5
1.645160.870210.11051
3 62 1 3 7 1.424168 1.866154 [ 4
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2.615381.114860.17852
4 39 5 1 1 2.253988 2.976781 4
3.642850.744940.19909
5 14 7 6 5 3.212738 4.072976 5
19 2.040811.175980.08399
Total 6 6 5 9 1.875158 2.206479 5
Work-force
for existing
linkage
bought by
your supplier
for given 1.672411.049440.13779
relationship 1 58 4 3 9 1.396477 1.948351 5
1.478260.79025
2 23 1 7 0.16478 1.136528 1.819994 4
1.532250.762170.09679
3 62 8 4 6 1.338702 1.725814 3
2.210520.905170.14683
4 38 6 7 9 1.913002 2.508051 4
2.923071.497860.41543
5 13 7 2 2 2.017928 3.828226 5
19 1.793811.017340.07304
Total 4 4 3 1 1.649753 1.937875 5
Extranet
systems
bought by
your 1.051720.223400.02933
enterprise 158 4 4 4 0.992983 1.110465 2
1.130438 0.07180
2 23 5 0.34435 2 0.981527 1.279343 2
1.112900.409110.05195
3 62 3 1 7 1.009009 1.216798 3
2.692300.977470.15652
4 39 8 9 2 2.375446  3.00917 5
4.333380.617210.15936
5 15 3 3 4 3.991532 4.675135 5
19 1.654821.13508 0.08087
Total 7 2 1 1 1.495333 1.814312 5
Equipment fg
existing
linkage
bought by
your
enterprise for
given 1.862061.262800.16581
relationship 158 9 5 4 1530031 2.19410Y 5
1.478260.94722
2 23 1 4 0.19751 1.068651 1.887871 4
3 62 1.85488 1.06888 0.13574 1.5833932.126285 5




9

a

9

2.923071.010070.16174
4 39 7 1 1 2.59565 3.250504
3.53846 0.21529
5 13 2 0.77625 3 3.069378 4.007545
19 2.13846 0.08834
Total 5 2 1.23368 6 1.96422 2.312703
Storage for
existing
linkage
bought by
your
enterprise for
given 1.243610.16329
relationship 158 1.87931 6 5 1.552318 2.206303
1.782601.08529
2 23 9 5 0.2268 1.313292 2.251926
1.741980.957080.12154
3 62 5 6 4 1.498894 1.98497Y
2.897431.071020.17150
4 39 6 7 2 2550249 3.244623
3.785710.801780.21428
5 14 4 4 6 3.322778 4.24865
19 2.163261.237810.08841
Total 6 5 3 5 1.98889p 2.337638
Work-force
for existing
linkage
bought by
your
enterprise for
given 1.706891.169920.15361
relationship 158 7 5 9 1.399281 2.0145138
1.434780.843480.17587
2 23 3 2 8 1.070038 1.799532
0.12371
3 62 1.66129 0.97415 7 1.41390P 1.908678
2.461581.143540.18311
4 39 8 4 4 2.090844 2.832232
1.354000.37553
5 13 3 6 4 2181782 3.818218
19 1.897481.162000.08321
Total 5 6 3 3 1.733318 2.061554
Extranet
systems
bought by 1.351850.804640.10949
your customer 1 54 2 2 8 1.13222f¢ 1.57147y
1.347820.775100.16162
2 23 6 7 1 1.012645 1.68300Y
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1.172410.625140.08208
3 58 4 4 5 1.008041 1.33678Y 4
2.435891.187540.1901%
4 39 7 2 9 2.050941 2.820854 4
3.285711.683790.45001
5 14 4 5 3 2.31352 4.257908 5
18 1.66489 0.08294
Total 8§ 4 1.13733 8 1.501259 1.828528 5
Equipment fg
existing
linkage
bought by
your custoner
for given 1.722221.017140.13841
customer 154 2 9 6 1.444594  1.99985 5
1.30434
2 23 8 0.764840.15948 0.973606 1.635089 4
1.482750.681620.08950
3 58 9 3 1 1.303535 1.661982 4
2.384610.935140.14974
4 39 5 4 3 2.08147y 2.687754 4
2.769281.235160.34257
513 1 8 4 2.022826 3.515636 5
18 1.807480.992090.07254
Total 7 7 1 9 1.664362 1.950611 5
Storage for
existing
linkage
bought by
your customer
for given 1.792451.261230.17324
customer 153 3 4 4 1.444814 2.14009 5
1.478260.845820.17636
2 23 1 2 6 1.112% 1.844022 3
0.863480.11338
3 58 1.5 9 2 1.272957 1.727043 5
2.684211.210480.19635
4 38 1 4 8 2.286351 3.08207 5
3.142850.949260.25370
5 14 7 2 1 2.594769 3.690945 4
18 1.946281.197880.08783
Total 6 7 6 3 1.772953 2.11952 5
Work-force
for existing
linkage
bought by
your customer
for given 1.584901.133980.15576
customer 153 6 5 5 1.272341 1.897471 5
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0.963620.20544
2 22 1.5 4 5 1.072753 1.92724y
1.465510.959080.12593
3 58 7 4 4 1.21333D 1.717696
2.210521.043840.16933
4 38 6 7 4 1867422 2.55363
2.57142 0.35878
5 14 9 1.34246 7 1.79631p 3.346542
18 1.740541.1120%
Total 5 1 3 0.08176 1.579233 1.901848
Extranet
systems
bought by
your
enterprise for
given 1.254540.72567
customer 155 5 2 0.09785 1.058369 1.450722
1.272720.631080.13454
2 22 7 5 38 0.99292 1.552535
1.152540.407410.05304
3 59 2 2 1 1.04637Y 1.25871b
2.794871.173820.18796
4 39 2 6 3 2.41436[L 3.175382
3.857141.406420.37588
5 14 3 2 2 3.045099 4.669187
18 1.195670.08697
Tota| 9 1.73545 6 3 1.563882 1.90701y
Equipment fg
existing
linkage
bought by
your
enterprise for
given 2.218181.396960.18836
customer 155 2 6 7 1.840529 2.59583b5
1.5217830.994050.20727
2 23 9 3 4 1.091878 1.9516
2.08474 0.14762
3 59 6 1.13398 5 1.78924p  2.38025
2.794871.004710.16088
4 39 2 2 3 2.469182 3.120562
3.142851.16732
5 14 7 1 0.31198 2.468866 3.816848
19 2.278941.24767 0.09051
Total O 7 7 6 2.100396 2.457499
Storage for
existing
linkage 2.054541.43266
bought by 155 5 40.19318 1.667242 2.441849

25C




your
enterprise for
given
customer
1.772721.192500.25424
2 22 7 9 4 1.243998 2.301456 5
1.932201.096450.14274
3 59 3 8 7 1.646465 2.217942 5
2.868421.211900.19659
4 38 1 2 6 2.470079 3.266763 5
3.357141.150720.30754
5 14 3 8 5 2.692732 4.021554 5
18 2.244681.321850.09640
Total 8§ 1 4 6 2.054498 2.434864 5
Work-force
for existing
linkage
bought by
your
enterprise for
given 1.440160.19419
customer 155 2 5 2 1.610669 2.389331 5
1.727271.162170.2477Y
2 22 3 4 6 1.211998 2.242552 4
1.898301.169950.15231
3 59 5 3 5 1.593414 2.20319Y 5
2.589741.250640.20026
4 39 4 1 3 2.184333 2.995154 5
2.928571.439240.38465
5 14 1 6 5 2.097576 3.75956V 5
18 2.126981.32679
Total 9 4 5 0.09651 1.936602 2.317366 5
Seller’'s good
reputation —
important in
supplier 3.655171.000900.13142
relationship 1 58 2 7 6 3.391997 3.918348 5
3.130431.289970.26897
2 23 5 3 8 2.572608 3.688261 5
3.193541.053310.13377
3 62 8 2 1 2.926057 3.46104 5
3.794870.731950.11720
4 39 2 8 7 3.557598 4.03214b5 5
3.866661.060090.27371
5 15 7 9 6 3.279604 4.45373 5
19 3.492381.043040.07431
Total 7 6 9 4 3.345828 3.638944 5
Supplier 3.85964 1.025360.13581
engaged in 157 9 7 3 3.587583 4.131716 5
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continuous
development
— important i
the
relationship
3.304341.36297
2 23 8 7 0.2842 2.714952 3.893743 5
0.884280.11322
3 61 3.42623 9 2 3.199758 3.652706 5
4.205120.656120.10506
4 39 8 4 4  3.99243) 4.417819 5
0.25819
5 15 4 1 9 3.446218 4.553782 5
19 3.738461.009390.07228
Total 5 2 3 4 3.595898 3.881025 5
Supplier is
well-known in
industry for
its expertise +
important in
the 3.741371.018480.13372
relationship 158 9 3 7 3.473596 4.009163 5
3.217391.412810.29459
2 23 1 5 2 2.606444 3.828339 5
3.354880.925000.11747
3 62 9 4 6 3.11993P 3.589746 5
3.692300.95017
4 39 8 6 0.15215 3.384296 4.000319 5
4.066660.703730.18170
5 15 7 2 3 3.676953 4.45638 5
19 3.57360 0.07342
Total 7 4 1.03061 8 3.428794 3.718414 5
Supplier
information is
reliable —
important in
the 4.327580.80323
relationship 1 58 6 8 0.10547 4.116386 4.53878V 5
1.087110.22667Y
2 23 4 5 9 3.529896 4.470104 5
3.93548 0.10250
3 62 4 0.80716 9 3.730504 4.140464 5
4.230760.776680.12436
4 39 9 5 9 3.97899)F 4.482541 5
4.46666 0.16523
5 15 7 0.63994 2 4.112279 4.821054 5
19 0.83946 0.05980
Total 7 4.15736 6 9 4.039408 4.275313 5
Supplier is 158 4.31034 0.88271 0.11590 4.0782464.542443 5
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honest — 5 7 6
important in
the
relationship
4.217391.042570.21739
2 23 1 2 1 3.766549 4.668233 5
3.870960.949260.1205%
3 62 8 8 7 3.629899 4.11203y 5
0.973320.1558%
4 39 4 9 7 3.684483 4.31551y 5
4.466660.833800.21528
5 15 7 9 9 4.004918 4.928415 5
19 4.111670.95175
Total 7 5 2 0.06781 3.977945 4.245405 5
Good
relations with
supplier
contribute to 3.810340.926350.12163
goodwill 1 58 5 7 7 3.566772 4.053918 5
3.130431.140340.23777
2 23 5 9 9 2.637311 3.623559 5
3.274191.027000.13042
3 62 4 2 9 3.013384 3.535003 5
3.564101.020700.16344
4 39 3 3 3 3.233229 3.894976 5
3.466661.245940.32170
5 15 7 6 2 2776685 4.156648 5
19 0.0746%
Total 7] 3.487311.04788 8 3.340073 3.634546 5
So far in
procurement
increasing 4.396550.699360.09183
quality 1 58 2 5 1 4.212663 4.58044 5
3.782601.12639
2 23 9 9 0.23487 3.29551Y 4.2697 5
3.951610.777280.09871
3 62 3 9 6 3.754219 4.14900y 5
4.461580.682330.10926
4 39 8 9 2 4.24035 4.682727 5
0.23904
5 15 4 0.92582 6 3.487298 4.512702 5
19 4.167510.831370.05923
Total 7 3 5 3 4.050697 4.284329 5
So far in
procurement
suitable 4.206890.913030.11988
supplier found 1 58 7 7 8 3.966826 4.44696Y 5
3.521781.201110.2504%
2 23 9 9 1 3.002336 4.041142 5

252



3.693540.879430.11168
3 62 8 2 8 3.470215 3.916882
4.179480.913970.14635
4 39 7 9 4 3.883200 4.475765
3.785710.892580.2385%5
5 14 4 2 3 3.270353 4.301076
19 3.928570.968740.06919
Total 6 1 2 6 3.792108 4.06504
So far in
procurement;
long-term
relationship 0.93658
with suppliers 1] 58 4 6 0.12298 3.753737 4.246263
3.43478 0.21620
2 23 3 1.0368Y7 2 2.98640F 3.883159
3.645160.811738
3 62 1 3 0.10309 3.43902 3.851303
0.858390.1374%
4 39 4 5 3 3.721741 4.278259
3.86666 0.16523
5 15 7 0.63994 2 3.512279 4.221054
19 3.812180.892280.0635Y
Total 7 3 8 3 3.686808 3.93755V
So far in
procurement;
evaluation of 3.96551 0.12289
suppliers 158 7 0.93594 5 3.719424 4.21161
0.751800.15676
2 23 3.26087 9 3 2935768 3.585976
3.403220.913640.11603
3 62 6 3 3 3.171204 3.635248
3.923070.928620.14869
4 39 7 7 9 3.62205[ 4.224103
3.533381.060090.27371
5 15 3 9 6 2.94627 4.120396
19 3.664970.952670.06787
Total 7 5 7 5 3.531115 3.79883b5
So far in
procurement;
monitoring
relations with
existing 3.754380.987070.13074
suppliers 157 6 2 1 3.492481 4.016291
3.17391 0.25655
2 23 3 1.23038 2 2.64185f 3.705969
0.09808
3 62 3.16129 0.77234 7 2.965158 3.357428
3.871790.656120.10506
4 39 5 4 4 3.659104 4.084486
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3.5333830.833800.21528
5 15 3 9 9 3.071585 3.99508 5
19 3.505100.930930.06649
Total 6 2 5 5 3.37396 3.63624 5
So far in
procurement:
developing ot 3.517241.079980.14180
suppliers 158 1 3 9 3.233274 3.80120 5
2.521731.038770.21659
2 23 9 4 9 2.07254 2.97093 5
2.903220.82401
3 62 6 8 0.10465 2.693964 3.11248 5
3.351351.033280.16986
4 37 1 2 2 3.006855 3.69584 5
3.066661.162910.30026
5 15 7 9 4 2.422664  3.7106] 5
19 3.138461.043540.07472
Total 5 2 1 9 2.991075 3.28584 5
So far in
procurement:
training
procurement 3.431081.044820.13719
experts 158 4 1 2 3.156318 3.70575 5
1.521730.845820.17636
2 23 9 2 6 1.155978 1.8875 4
2.596770.777960.09880
3 62 4 9 2 2.399207 2.79434 4
0.15893
4 39 3.256410.99255 5 2.934668 3.57815 5
3.266661.032790.26666
5 15 7 6 7 2.694724  3.8386! 5
19 2.898471.106490.07883
Total 7 7 6 5 2.743004 3.05395 5
So farin
procurement:
information
technology
development
in
procurement 0.09550
activity 1 58 4.120690.72735 6 3.929443 4.31193 5
1.391300.499010.10405
2 23 4 1 1 1.175516 1.60709 2
2.806450.596120.07570
3 62 2 7 8 2.655064 2.95781 4
3.61538 0.12520
4 39 5 0.78188 1 3.361929 3.86884 5
3.466660.915470.23637
5 15 7 5 5 2.959698 3.97361 5
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19 3.238571.092140.07781
Total 7 9 9 2 3.08512p 3.392036
So far in
procurement;
centralization
of 3.672411.082360.1421%
procurement 158 4 1 1 3.387821L 3.957006
2.217391.312750.27372
2 23 1 3 8 1.649714 2.785068
2.854830.989280.12563
3 62 9 3 3 2.60362 3.10605¢
3.552631.107640.17968
4 38 2 8 4 3.18855f 3.916707
0.25819
5 15 3 1 9 2.446218 3.553782
19 3.168361.179830.08427
Total 6 7 9 4 3.00216l 3.334573
Procurement
in future:
Increase in 4.793100.554360.07279
quality 158 3 5 2l 4647341 4.93886
4.304340.92612
2 23 8 5 0.19311 3.903861 4.70483
4.354880.70354
3 62 9 5 0.08935 4.176172 4.53350
4.666660.529810.08483
4 39 7 3 8 4.49492]1 4.83841
0.414030.10690
5 15 4.8 9 4 4570718 5.02928
19 4.573600.670750.04778
Total 7 4 5 9 4.47935)f 4.66785
Procurement
in future:
Finding
suitable 4.586200.75007
supplier 158 7 6 0.09849 4.388985 4.78342
3.869561.254240.26152
2 23 5 2 7 3.32719 4.4119¢4
4.064510.786580.09989
3 62 6 8 7 3.86476 4.26427
4.487170.823080.13179
4 39 9 1 8 4.22036)f 4.75399
4.333381.046580.27021
5 15 3 6 4 3.75378[L 4.91288
19 4.299490.901610.06423
Total 7 2 4 7 4.17280f 4.42617
Procurement
in future: 4.362060.788030.1034Y
Long term 158 9 1 3 4.15486)f 4.56927

25¢€




relationship
with suppliers
3.608690.98807 0.20602
2 23 6 1 7l  3.181422  4.03597 5
3.887090.831840.10564
3 62 7 2 4 3.675848 4.098345 5
4.307690.655090.10489
4 39 2 5 9 4.095335 4.52005 5
4.466660.516390.13333
5 15 7 8 3 4.180695 4.752638 5
19 4.121820.830150.05914
Total 7 7 9 6 4.005182 4.238472 5
Procurement
in future:
Qualification 4.31034 0.10779
of suppliers 158 5 0.82093 3 4.094492 4.52619Y 5
0.14360
2 23 3.73918 0.6887 4  3.441314 4.036947 5
0.926710.11769
3 67 3.83871 7 3 3.603368 4.074052 5
4.333380.621260.09948
4 39 3 1 1 4.131944 4.534723 5
4.266660.798800.20625
5 15 7 9 2l 3.824301 4.709032 5
19 4.096440.83656 0.05960
Total 7 7 1 3 3.978902 4.213991 5
Procurement
in future:
Managing
existing
relationship 4.087710.871790.11547
with suppliers 1 57 9 4 2l 3.856401 4.31903Y 5
1.286900.26833
2 23 3.26087 6 8 2.70437 3.817369 5
3.612900.81692
3 62 3 8 0.10375 3.405442 3.820364 5
4.076920.623420.09982
4 39 3 9 9 3.874831 4.279015 5
4.13338 0.16523
5 15 3 0.63994 2l 3.778946 4.487721 5
19 3.841830.900410.06431
Total 6 7 9 6 3.714993 3.96868 5
Procurement
in future:
Development 3.724131.088900.14298
of suppliers 158 8 9 1 3.437824 4.010452 5
2.82608 0.25655
2 23 7 1.23038 2 2.294031 3.358143 5
3 62 3.27419 0.90841 0.11536 3.0434983.504889 5




4 9 9
3.756750.92512
4 37 7 5 0.15209 3.448305 4.065209
3.466661.302010.3361F
5 15 7 3 8 2.745636 4.18769}
19 3.461581.075640.07702
Total 5 8 8 9 3.30961fF 3.61346
Procurement
in future:
Training of
procurement 3.896550.949410.12466
experts 158 2 6 4 3.64691b 4.146188
1.956521.065070.22208
2 23 2 6 4  1.495948 2.41709%
3.064510.972920.12356
3 62 6 8 2 2.81743D 3.311594
3.871790.767060.12282
4 39 5 8 9 3.62314 4.12045
3.933331.099780.28396
5 15 3 4 3 3.324294 4.542373
19 3.406091.141760.08134
Total 7 1 9 8 3.245662 3.56652
Procurement
in future:
Information
technology
development
in
procurement 4.637980.519720.06824
activity 1 58 1 6 3 4.501276 4.774586
1.782600.79524
2 23 9 3 0.16582 1.43872 2.12649Y
3.451610.533390.06774
3 62 3 1 1 3.31615f 3.587069¢
4.282050.646800.10357
4 39 1 3 1 4.072382 4.49172
4.466660.743220.19189
5 15 7 3 9 4.055083 4.8782b
19 3.847711.077200.07674
Total 7 6 2 7 3.69635P 3.999073
Procurement
in future:
Centralizatior
of 3.964910.99937
procurement 157 2 3 0.13237 3.699743 4.230082
2.347821.265220.26381
2 23 6 4 7 1.800702  2.89495
3.17741 0.13897
3 62 9 1.09431 8 2.89951fF 3.45532p
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3.973680.914940.14842
4 38 4 6 4  3.672949  4.2744;

™

3.666661.234420.31872
9 15 7 7 8 2.983064 4.350269

19 3.502561.190050.08522
Total 5 4 5 2 3.334484 3.670644




5/8. ANOVA

Sum of Mean
Squares | df |[Square F Sig.
Other IT expenss in thiBetween
past 3 years (m. HUF)|Groups 2939.34 4 734.83493.56981D.85%
Within Groups 27171.8 132  205.847
Total 30111.14 136
Strategic field of IT:
discusses in the businBetween
aspects Groups 2.974806 4 0.7437023.85021%®.70%
Within Groups 13.13478 68 0.193159
Total 16.10959 72
Purchasing of IT systeBetween
integration Groups 37.49043 4 9.372607 5.31043®.05%
Within Groups 291.2155 165 1.764942
Total 328.7059 169
Do you maintain
relationship through thBetween
e-market place? Groups 26.89958 4 6.724895 2.6438038.59%
Within Groups 379.003 149 2.543644
Total 405.9026 153
Order can be placed vja
the web-site, but the
payment or stock-
modification is not Between
automatic Groups 1.471387 4 0.36784}5.2427010.05%
Within Groups 12.27861 175 0.070164
Total 13.7%5 179
Descriptives
N | Mean|Std. Std. 95% Min |Max
Deviation |Error |Confideng
e Interval
for Mean
Lower Upper
Bound |Bound
Other IT 1140 7.8(0 19.59061783.09754 153.46%14.065383 0| 100
expenses in 5 8659 55
the past 3
years (m.
HUF)
2|11 2.685.9509357p51.79427-131.61%6.6797112 0] 20
5 4641 21
3| 46| 1.6(2.722425430.40139 79.48%2.4117214 0] 10
4, 9731 29
4027 2.747.21821058 1.38914  -7.771%633206} D 30
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9 5275 86
513 17.1229.09979518.07083 -46.94%34.700214 100
4/ 1036 82
Tota| 13| 5.2( 14.87969981.2712% 268.86%7.7165457 100
I 7 6/ 8509 09
The strategic| 1|23 0.2 0.448977750.09361 6.67%0.4550221 1
field of IT: 9 8334 07
discusses the
business
aspects
2 8/ 0.250.462910050.16366 -13.70%0.6370024 1
3418 87
3/16| 0.250.447213590.11180 1.17%0.4883033 1
5 3399 04
4/ 20| 0.300.470162340.10513  8.00%0.5200427 1
6 1497 51
5 6/ 1.0¢ 0 0| 100.00% 1 1
Tota| 73| 0.330.473016160.05536 21.849%00.4391299 1
I 5 2355 6
Purchasing of 1149 2.591.383208330.19760 219.45%2.9891405 5
IT system 8| 1191 58
integration
2/ 16/ 3.56 1.459166420.36479 278.50%4.3400349 5
9 1607 05|
3[54| 3.241.413348560.19233 285.50%3.6265106 5
2| 2378 38
4138 2.5§81.153878980.18718 219.97%2.9582179 5
3888 51
513 1.7711.012739360.28088 115.72%2.3812230 4
7| 3363 44
Tota| 17| 2.821.394634440.10696 261.24%3.0346862 5
I 0 3579 6
Is other 1147 0.230.982737210.14334 -5.45%0.5225850 6
relationship 5/ 6955 09
maintained
through the e+
market place?
2/16/ 0.31 1.25 0.3125 -35.36%0.9785779 5
83
3[49 0.391.729840140.24712 -10.91%0.8846232 10
8 0021 06
4/ 31 0.060.359210600.06451 -6.72%0.1962756 2
4 6129 42
511 182 4.045199171.21967 -89.94%4.5357836 10
5 3442 02
Tota| 15| 0.37 1.628790390.1312% 11.08%0.6294293 10
I 4 6 167 99
Ordercanbe| 154 . 0 0 0.00% 0 0
placed
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through the
web-site, but
payment as
stocks
modification
is not
automatic
2|19 0.050.229415730.05263 -5.79%0.1632064 O] 1
4 1579 23
3|57 0.090.285400880.03780 1.20%0.1634463 0] 1
1 2263 32
4136 0.110.318727620.05312 0.33%0.2189530 0] 1
9 1272 26
5/ 14 0.360.497245150.13289  7.00%0.6442436 0] 1
8| 4358 64
Tota| 18/ 0.08 0.277156350.0206% 4.26%0.1240979 0] 1
I 0 8015 06
ANOVA
Sum of Mean
Squares dfiSquare F Sig.
IT
investment/grossBetwee 4.957156-
receipts Groups| 1.98286E-09 4 107.563717359 0.00P%
Within 6.55386E-
Groups| 9.24094E-(11 11
Total 1.12238E-0845
Other IT
expense/gross [Betwee 2.04182E-
receipts Groups 8.1673E-11 4 115.511907014 0.04%0
Within 3.70439E-
Groups| 4.63048E-1125 12
Total 5.44721E-1029
Descripti
ves
N |[Mean |Std. |[Std. 95% Mini  |Maximu
Deviati |Error Confidenc mum |m
on e Interval
for Mean
Lower Upper
Bound Bound
IT 1 42/7.733389.038681.3947E+4.91673E+ 1.055E-0% 0/3.73371k
investme) E-O E-06 06 06 -05
nt/gross
receipts
2| 14 3.7037§6.314621.68765E5.77696E— 7.34968Er 0/2.31173&
E-O0 E-06 -06 08 06 -05
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3|48 4.77295.122427.39358E 3.2855E; 6.26029E- 0| 2.1875E¢

E-06 E-06 -07 06 06 05

41 29 3.892864.8543¢9.01431E2.04636E 5.73936E- 02.17731k

E-06 E-06 -07 06 06 -05

5/ 13/1.713231.702924.72304E6.84171EF 2.7423E-05 1.4995.14913k

E-05 E-05 -06 06 54E- -05

06

To| 14(6.447718.798047.28131E5.00859E- 7.88683E- 0/5.14913k

tal| 6/ E-06§ E-06 -07 06 06 -05

Other IT| 1|36/7.020631.308932.18156K2.59184E 1.14494E- 0/4.66714K

expense E-07 E-06 -07 07 06 -06

gross

receipts

2| 11/5.436969.065692.73341E -l 1.15274Et 02.31173K

E-07 E-07 -07| 6.53449E- 06 -06

08

3] 45/5.814671.015981.51453E2.76233E 8.86701E- 0/5.86449K

E-07 E-06 -07 07 07, -06

4) 25/7.122251.680553.36111E1.85268E 1.40592E- 0/8.33333k

E-07 E-06 -07 08 06 -06

5| 13/3.2765%4.844791.3437E+ 3.48871E- 6.20423Er 01.54474K

E-06 E-06 06 07 06 -05

To| 13/9.063212.054911.80227KE5.49737EF 1.26291E+ 01.54474K

tal| O E-07 E-06 -07 07 06 -05
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5/9. ANOVA

Sum of | df Mean F Sig.
Squares Square
The significanceBetween 22 5.42854914.48178840.18%
of controlling |Groups 4.00 27 99
from the point o
view of
enterprise
Within 22418500.001.2112461
Groups % 64
Total 24618900.00
%
The importanceBetween 35 400.00%8.74775078.53629600.00%
of organizationgGroups 33 09
development
from the point g
view of
enterprise
Within 190 1.0247712
Groups 185.0(¢ 5
Total 225
189.0(
The importanceBetween 12 2.98676283.03919831.86%
of procurement|Groups 4.00 41 38
from the point o
view of
enterprise
Within 181 0.9827469
Groups 184.0( 32
Total 193
188.0(
The importanceBetween 31 7.65222867.00616350.00%
of Logistics Groups 4.00 31
from the point o
view of
enterprise
Within 200 1.0922138
Groups 183.0( 15
Total 23(
187.0(
Stocks Between 11 2.84506372.74604892.98%
management |Groups 4.00 49 02
from the point g
view of
enterprise
Within 190 1.0360572
Groups 183.0(¢ 04
Total 201
187.0(
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The importance/Between 17 4.27254984.61388650.14%
of HR Groups 4.00 98 8
management
from the point o
view of
enterprise
Within 172 0.9260195
Groups 186.0( 99
Total 18¢
190.0(
Information Between 31 7.779141%59.26940940.00%
management |Groups 4.00 63 41
from the point o
view of
enterprise
Within 154 0.8392273
Groups 184.M 11
Total 186
188.0(
The importance/Between 24 5.95833243.98157170.40%
of Strategic Groups 4.00 78 78
Planning from
the point of viev|
of enterprise
Within 275 1.4964774
Groups 184.0( 74
Total 299
188.0(
Procurement |Between 9.8 2.45555602.47756314.57%
must be Groups 4.00 14 59
transformed for
the sake of good
business practice
Within 183 0.9911174
Groups 185.0¢ 23
Total 193
189.0(
Logistics ought |Between 15 3.63599663.47194520.92%
to be Groups 4.00 73 14
transformed for
the sake of good
business practice
Within 193 1.0472505
Groups 184.0( 9
Total 207
188.0(
Inventory Between 18 4.45473494.01666930.38%
management |Groups 4.00 06 93
ought to be

transformed for
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the sake of goo

d

business practi¢ce
Within 201 1.1090618
Groups 181.0( 79
Total 214
185.0(
Cost Between 13 3.36815282.76889362.87%
management |Groups 4.00 08 89
ought to be
transformed for
the sake of good
business practice
Within 226 1.2164254
Groups 186.0( 7
Total 24(
190.0(¢
Does the IT Between 12 2.87750053.017857%51.93%
system support|Groups 4.00 7 37
business
decisions?
Within 175 0.9534911
Groups 184.0(¢ 88
Total 187
188.0(¢
Does the IT Between 21 5.36756154.52579190.16%
system support|Groups 4.00 81 42
evaluation of
business
partners?
Within 218 1.1859938
Groups 184.0( 88
Total 24(
188.0(¢
Does the IT Between 16 4.09855322.56022024.01%
system support|Groups 4.00 01 57
monitoring
customer
satisfaction?
Within 295 1.6008596
Groups 184.0( 09
Total 311
188.0(
Does the IT Between 22 5.39681985.47873790.03%
system support|Groups 4.00 42 18
the development
of corporate
processes?
Within 18Q 0.9850480
Groups 183.0( 03
Total 202
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187.0(
Does the IT Between 19 4.80581654.07590790.34%
system support|Groups 4.00 51 71
cooperation witl
partners?
Within 216 1.1790787
Groups 183.0( 69
Total 235
187.0(
Descriptives |
N |Mean | Std. DevStd. 95% Confidence Min (M
Error Interval for Mean a
X
Lower Upper Bound
Bound
The 1) 57/3.57894 1.266990.167817 324.28% 3.91512% 1/ 5
significance 7
of the
controlling
from the
viewpoint
of the
enterprise
2| 21/2.952381.1169690.243743 244.39% 3.460819 1| 5
1
3| 593.050841.07356%50.13976¢6 277.11% 3.33062 1|5
7
4| 383.8421(0.7893310.12804¢ 358.27% 4.101552 2| 5
5
5/ 153.666661.175139 0.30342 301.59% 4.317437 1/ 5
7
Total1903.405261.1403950.0827383 324.21% 3.568462 1| 5
3
The 1| 57/3.4210%1.051315% 0.1392% 314.21% 3.700004 1|5
significance 3
of
organization
al
developmen
t from the
viewpoint
of the
enterprise
2| 21/2.619041.32197%0.288479 201.73% 3.220804 1|5
8
3| 592.745760.9394280.122308 250.09% 2.990579 1|5
3
4 383.28947 0.92730.150428 298.47% 3.59427 1|5
4




5| 154.133330.8338090.215289 367.16% 4.595082 3| 5
3
Total1903.152631.0900550.079081 299.66% 3.30862¢ 1| 5
2
The 1| 57/3.894730.8594890.113842 366.67% 4.12279 15
significance 7
of
procuremer
from the
viewpoint
of the
enterprise
2| 22/3.590901.25959%0.268547 303.24% 4.149382 1| 5
9
3| 593.406780.9846870.12819% 315.02% 3.66339 1| 5
4| 37/3.972970.9275560.152489 366.37% 4.282236 2| 5
3
5| 144.071421.2066660.32249%5 337.47% 4.768137 1| 5
9
Total1893.735451.0126130.073657 359.01% 3.8807% 1| 5
The 1| 56/3.535711.1593770.154928 322.52% 3.846198 1/ 5
significance 4
of logistics
from the
viewpoint
of the
enterprise
2| 212.666661.1547010.25197¢ 214.11% 3.19228 1| 5
7
3| 592.949151.0072790.131137 268.67% 3.211651 1| 5
3
4| 37,3.648640.7533710.123853 339.75% 3.89983%5 2| 5
9
5/ 15 4(1.1952290.308607 333.81% 4.661896 1| 5
Total1883.313831.1101960.080969 315.41% 3.473561 1| 5
The 1| 56/3.696421.0941110.146207 340.34% 3.989433 1/ 5
significance 9
of stocks
managemen
t from the
viewpoint
of the
enterprise
2| 22/3.181811.3322510.284037 259.11% 3.77250% 1| 5
8
3| 583.258620.947024 0.1243% 300.96% 3.507628 1| 5
1
4| 37/3.648640.85687%50.140869 336.30% 3.93434% 2| 5
9
5| 153.93333 0.798809.206252 349.10% 4.375699 3| 5
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3
Total1883.510631.0367030.075609 336.15% 3.65979% 5
8
The 1| 57/3.859641.0253670.135813 358.76% 4.131716 5
significance 9
of HR
managemen
t from the
viewpoint
of the
enterprise
2| 223.363631.1358010.242154 286.01% 3.867222 5
6
3| 593.271180.8269280.107657 305.57% 3.48668% 5
6
4| 383.684210.9036040.146584 338.72% 3.981218 5
1
5/ 15 4.21.0823260.279455 360.06% 4.799372 5
Total191/3.612560.998235 0.07223 347.01% 3.755041 5
5
The 1| 56/3.5178%1.0267530.137206 324.29% 3.792823 5
significance 7
of
information
managemen
t from the
viewpoint
of the
enterprise
2| 2112.666661.1972190.26125% 212.17% 3.211634 5
7
3| 593.016940.7985230.103959 280.89% 3.22504% 4
9
4| 383.84210 0.717590.116409 360.62% 4.077971 5
5
5/ 153.866660.91547%0.23637% 335.97% 4.37364 5
7
Total1893.359780.9934210.072261 321.72% 3.502334 5
8
The 1| 56/3.660711.2251420.163717 333.26% 3.98881 5
significance 4
of strategic
planning
from the
viewpoint
of the
enterprise
2| 2112.761901.4800260.322968 208.82% 3.435604 5
5
3| 59/3.33898 1.2813.166811 300.51% 3.672892 5
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3

4| 383.736841.0315090.1673383 339.78% 4.075891 2/ 5
2
5 15 4.211.01418%0.261861 363.84% 4.761637 2|5
Total 1893.518511.2615110.091761 333.75% 3.699533 1/ 5
9
Procuremen 1| 57/2.649120.954149 0.12638 239.60% 2.9022983 1/ 5
toughttob 3
transformed
for the sake
of good
business
practice
2| 22/2.45454 1.4050.299547 183.16% 3.077488 1|5
5
3| 582.827580.7977590.104751 261.78% 3.037346 2| 5
6
4| 383.184210.8960960.145366 288.97% 3.4787% 1/ 5
1
5| 152.933331.3345230.344572 219.43% 3.672368 1| 5
3
Total1902.810521.0109950.07334% 266.58% 2.955207 1|5
6
Logistics 1| 57/3.017541.1258530.1491283 271.88% 3.316273 1|5
ought to be 4
transformed
for the sake
of good
business
practice
2| 22/2.318181.0413530.222017 185.65% 2.779892 1| 5
2
3| 58/2.827580.88134%0.115726 259.58% 3.059324 1| 5
6
4| 37/3.297290.9388190.154341 298.43% 3.61031% 2/ 5
7
5| 15/3.066661.2798810.330464 235.79% 3.775441 1|5
7
Total 1892.936501.049919 0.07637 278.59% 3.087161 1|5
8
Inventory 1| 562.66071 1.0318 0.13788 238.44% 2.937032 1/ 5
managemen 4
toughtto b
transformed
for the sake
of good
business
practice
2| 21 2/1.1832160.258199 146.14% 2.538593 1| 5
3| 57|2.75438 1.05696P.139998 247.39% 3.03483¢ 1| 5
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6
4| 37/3.0540%0.8480680.139422 277.13% 3.336814 5
4
5| 153.133331.3557640.350057 238.25% 3.88413 5
3
Total1862.731181.0869230.079697 257.40% 2.888415% 5
3
Cost 1| 57 3] 1.01770.134798 273.00% 3.270032 5
managemen
toughttob
transformed
for the sake
of good
business
practice i
2| 22/2.636361.2552920.267629 207.98% 3.192929 5
4
3| 593.118641.218885%0.15868% 280.10% 3.436287 5
4
4| 383.447360.7951670.128993 318.60% 3.708733 5
8
5/ 15 3.61.3522470.349149 285.12% 4.348849 5
Totall1913.130891.1232650.081277 297.06% 3.29121 5
Does the IT]| 1| 55/3.5454%0.91930380.123959 329.69% 3.793977 5
system 5
support
business
decisions?
2| 21/2.904761.2208510.266411 234.90% 3.460486 5
2
3| 60 3.11.0201360.131699 283.65% 3.363529 5
4| 38/3.4210%0.721544 0.1170% 318.39% 3.658218 5
3
5/ 153.666661.175139 0.30342 301.59% 4.317437 5
7
Total1893.31746 0.997210.07253¢ 317.44% 3.46055% 5
Does the IT| 1| 55/2.927271.2300940.165866 259.47% 3.259814 5
system 3
support
evaluation
of business
partners?
2| 21/12.285711.146423 0.25017 176.39% 2.80756 5
4
3| 60/2.366660.9560980.123432 211.97% 2.613653 4
7
4| 383.052631.0120190.164171 272.00% 3.385274 5
2
5/ 15 3.21.1464230.29600%5 256.51% 3.834868 5
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Total1892.724861.1291430.082138 256.28% 2.886889 1| 5
8
Doesthe IT| 1| 56/2.607141.1548880.154328 229.79% 2.916424 1| 5
system 3
support
evaluation
of
employees?
2| 212.285711.1019460.240464 178.41% 2.787314 1| 5
4
3| 602.633331.13446380.146459 234.03% 2.92639¢ 1| 5
3
4| 38/2.815781.086906 0.17632 245.85% 3.173047 1|5
9
5/ 15 3/1.3093070.338062 227.49% 3.72507 1/ 5
Total1902.652631.1433580.082948 248.90% 2.816254 1| 5
2
Does the IT]| 1| 552.654541.3501470.182054 228.95% 3.019541 1|5
system 5
support
monitoring
customer
satisfactionf
2| 21)2.095231.2611410.275208 152.12% 2.669303 1| 5
8
3| 60 2.51.1571440.149387 220.11% 2.798922 1/ 5
4| 38/3.105261.2474730.202367 269.52% 3.515297 1| 5
3
5| 152.866661.4074680.363405 208.72% 3.646094 1| 5
7
Total1892.65079 1.286080.093549 246.63% 2.8353383 1| 5
4
Doesthe IT| 1| 54/2.944441.1396240.155088 263.34% 3.255502 1| 5
system 4
support the
developmen
t of
corporate
processes?
2| 2112.047611.0235380.223353 158.17% 2.513526 1| 4
9
3| 602.683330.9653610.124628 243.40% 2.932712 1|5
3
4| 38/3.052630.8036190.130364 278.85% 3.31677% 1| 5
2
5/ 15 3.4{0.9102590.235028 289.59% 3.904085 2/ 5
Total1882.81914 1.03895%0.075778 266.97% 2.968629 1| 5
9
Does the IT]| L 542.70370 1.15953D.157792 238.72% 3.02019% 1|5
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system 4
support
cooperation
with
partners?
2| 21/1.904760.9952270.217176 145.17% 2.357784 4
2
3] 60 2.251.0516330.13576% 197.83% 2.521666 5
4/ 382.8421(01.0007110.162337 251.32% 3.171031 5
5
5 15 2.81.2649110.326599 209.95% 3.500484 5
Total1882.505311.1210070.081758 234.40% 2.66660% 5

9
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Appendix

1. Regulation background

The list of EU directives, the related laws and lenpentation ordinances
Directives (old directives) underlying the law wrde prior to January 15, 2006 (Old

directives)

- The directive of the Council of July 26, 1971 camieg
the abolition of limitations on the freedom of seevproviding related to public
procurement contract awarding for construction streent and on the awarding
of public procurement contracts for constructiomeistments through agencies
and branch offices for bidders.

- Council directive 92/50/EEC on the harmonization of
public procurement procedures for ordering serpiciding

- Council directive 93/36/EEC on the harmonization of
public procurement procedures for construction stveents

- European Parliament and Council directive 97/52i&¢he
amendment of Council directives 92/50/EEC; 93/3&Ehd 93/37/EEC

- Council directive 89/665/EEC on the harmonization o
laws, ordinances concerning the application of llegemedy procedures
concerning public procurement procedures for goadsl construction
investments

- Council directive 93/38/EEC on the harmonization of
public procurement procedures of organizations atpey in the field of water,
energy and transportation management

- EU Parliament and Council directive 98/4 EC on the
amendment of directive 93/38 EEC

- Council directive of 92/13/EEC on the harmonizatioh
laws, ordinances and public administration regafegiconcerning organizations
active in the fields of water-management, energyaggament, transportation

and telecommunications management.
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Directives published on April 30, 2005, the whotlajptation deadline of which in our
legal system is January 15, 2006 (Directives)

- European Parliament and Council directive 2004/C7/E
(March 31, 2004) on the harmonization of publicqu@ment procedures of
organizations active in the field of water managetmenergy, transportation
and Postal services.

- European Parliament and Council directive 2004/C8/E
(March 31, 2004) on the harmonization of procedfioegpurchasing goods and

construction investment, and on ordering servicigion.

Act of Public Procurement (APPThe act of law on public procurement in force at
the moment.

The implementation ordinance of APP:

1/2004. (I. 9) Ministry of Labour ordinance of 1D (. 9) on the mandatory
procedures and remuneration concerning the olbigat give information and the
protection and work conditions of employees in tieta to public procurement
procedures.

34/2004 (lll. 12.) Government decree on the dedaileles of notification and
advertising of public procurement and design-cotitipat publication and their
charges.

1564/2005 (IX. =.) EC decree, in accordance with Buropean Parliament and
Council directives 2004/17/EC and to be used fdsliphing notices in the public
procurement procedures.

2/2006 (1. 13.) Ministry of Informatics decree dretsamples of design competition
notices evaluation summaries and annual statigicaimaries.

130/2004 (IV. 29.) Government decree concerningdigtailed and specific rules of
the public procurement of drugs and therapeuticpegent.

137/2004 (IV. 29.) Government decree on the detaildes of design-competition
procedures.

143/2004 (1V. 29.) Government decree on the spealas concerning procurement
pertaining to basic security or state securityrgdes as well as to state secrets or

service confidentiality or purchases requiring $qlesecurity arrangements.
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162/2004 (V. 21.) Government decree on the detailgs of public procurement
for construction investments.

167/2004 (V. 25) Government decree on the rulesl@dtronic participation in the
public procurement procedures and on the Electri@uoldic Procurement System.
168/2004 (V. 25.) Government decree on the cem@dlprocurement system and on
the competence sphere and authority of the Cdptodurement Organization.
228/2004 (VII. 30) Government decree concerning ghecurement of goods for
specifically military, defence and police purpoaes ordering such services.
29/2004 (IX. 8.) Ministry of Informatics ordinanceoncerning the rules of
regulating public procurement consulting activindahe procurement experience as
its precondition.

30/2004. (IX. 8.) Informatics and Finance minisfoynt ordinance on the liability
insurance as a precondition for official public guoement consulting activity.
40/2004 (I11. 10.) Government decree on the dedaildes of procurements carried
out in the framework of NATO Security Investmenogam.

8001/2005 (X. 27.) FOREIGN Ministry — TNM — Minigtrof Informatics joint
notice on the extant obligations of the RepublicHafngary and the European
Community in the field of public procurement.

1/2006 (1. 13.) Finance Ministry ordinance on thregedural rules of information

providing concerning taxation in relation to pulgh@curement.



2. Concepts of law

Bidder: is any natural or legal person, any company withegal personality or any
entity which has legal capacity under its persaitgt, who or which
submits a tender in a contract awarding procedduegarian branches
of enterprises with a company seat registeredfareagn country shall

also be regarded tenderérs

Central procurement organizatioi68/2004. Gov. decree identifies at present the

Central Services Directorate General as the authdrganization.

Contracting entity:The Act of Public Procurement (APP) divides iteqadures into
two groups according to either the classical charasf enquiry for

offers (contracting authority) or to its public gee character (utility).

Framework agreement proceduri¢is a type of procedure consisting of two phases
In the first phase the tenderer shall apply an apeitation procedure
or a restricted or negotiated procedure in orderctmclude the
framework agreement. In phase two the contractinthaity may
resort to no negotiated procedures without notieer with electronic
bidding) is applicable for a maximum of 4 yearstbé framework
agreement. The second phase can be repeated savers! therefore
there is no need to go through phase one againjsthadministrative
costs decrease while it leads itself to betterptamin the course of
the proceduré®.

Institutions of CodificationThe Ministry of Justice is, in Hungary, the resgibte
one while in particular fields, e. g. with respéatelectronic public
procurement the e-government Centre of the Chan€Emg Prime
Minister's Office) as well as the Ministry of Infaatics and

Communications.

135 APP, Article 4
13¢ 5ee: APP: Articles 232-237
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Public Procurement Consultarthe APP offers a definitidn’ of the official public
procurement consultant, however this group is usexlbroader sense
in the present study not only with respect to etgper be found in the

official list.

Public Procurement Councibperates in order to enforce objectives set ouhén

Act of Public Procurement; it is subordinated tolieenent=®.

137 APP, Article 11
138 APP: Articles 374-400
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