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Abstract— With its great explosion and the advancement of
related technology and services, such as the World-Wide-Web
(WWW), the Internet has provided a rich environment for building
Internet-based electronic commerce (e-Commerce) applications.
Among the different types of e-commerce, business-to-business (B-
to-B) is the one most widespread in terms of turnover. A unique
aspect of B2B relationships is the buy-side marketplace and the
development of efficient procurement processes between these
business relationships. In order to enable the suppliers to be part
of the electronic B2B trading community, e-markets have to adopt
the suppliers as part of their online marketplace. Creating an e-
market where both buyers and suppliers feel comfortable is no
straightforward task. A common perception of e-Procurement thro’
e-markets is that buyers benefit more than suppliers because they
drive down suppliers’ prices. Many suppliers have felt forced into
Jjoining e-markets, with the fear of lost trade hanging over them. In
this era of escalated demand for growth, the construction industry
across the globe faces issues of constant material price fluctuation
and shortage of skilled resources. Today, enterprises are
increasingly in need of sustainable, faster and safer methods of
construction, innovative project delivery modes and procurement
practices, as well as interoperable standards within the
construction industry, which is really a big challenge to their

E-marketplaces can be described as virtual online markets
where buyers, suppliers, distributors and sellers find and
exchange information, conduct trade, and collaborate with
each other via an aggregation of information portals, trading
exchanges and collaboration tools. The growth of the
Internet and commercial web-based applications is offering
ever-increasing operational cost savings to large enterprises,
extending trading communities and lowering the financial
barriers to e-Commerce participation.

Organizations that move decisively and intelligently into
Web business can register significant competitive gains.
These include increased revenue, lowered costs, new
customer relationships, innovative branding opportunities,
and the creation of new lines of customer service. Sellers
who fail to gear up for the coming B2B e-commerce
explosion will not only pass up those opportunities, but in
many industries will find their very survival threatened. As
their customers and competitors outpace them, they will
slide further into irrelevancy

existing supply chain to improve the efficiency and effectivenesg-Commerce in Kuwait

The aim of supply is to deliver the correct quantity of a quality
product, at the correct time, in the correct place, and at the best
price. Kuwait’s already buoyant economy is the third largest in the
Gulf Cooperation Council (GCC) countries, after Saudi Arabia and
the United Arab Emirates has tremendous ongoing construction
activity. This study uncovers the e-Procurement / e-commerce
practices prevailing in Kuwait among the Construction Supply
Chain community and maps the e-Procurement value propositions
against the business potential of the suppliers and buyers in
Kuwait.

Keywords — e-Procurement ,Construction Supply Chain, Kuwait.

1. INTRODUCTION

The rise of Internet-based electronic commerce has
changed the global business landscape forever. After a few
years of explosive growth in the worldwide adoption of Web
technology, business leaders have completely changed the
way they perceive online technology. Once seen as an
unfamiliar and threatening medium, the Internet has proven
itself as a superb environment for commerce. In today's fast-
paced competitive atmosphere, no B2B supplier that lacks a
strategy to conduct sales and operations over the Internet
may be considered a leader. Business-to-Business (B2B)
electronic commerce is now universally recognized as the e-
Commerce segment with the largest potential.

Kuwait’s already buoyant economy is the third largest in
the Gulf Cooperation Council (GCC) countries, after Saudi
Arabia and the United Arab Emirates, with its real gross
domestic product (GDP) standing at US$32.92 billion in
2002 (UNESCWA, 2003), which is powered by its 10% of
world’s oil reserves. Oil production and related industries
drive the Kuwaiti economy. Robust oil prices backed by an
upbeat investor market are spurring construction activity in
Kuwait. In addition, the public sector has revived a string of
projects, which have been kept on the back burner for long.

Madar research journal survey indicates that Kuwait ranks
third among Arab Middle East Countries in terms of ICT
infrastructure with an ICT index of 1.04, behind UAE and
Bahrain. The Kuwaiti B2B and B2C e-commerce sector is
gaining attraction, registering a total of US$170 million in
2002 (Madar Research, 2002).

The bulk of the transactions were B2B in nature, valued at
$150 million, taking place between multinational companies
and their local distributor and agents through private
exchanges. Whereas requests for purchases (RFPs) are now
being published in most of the government-owned websites,
online procurement of government supply still does not exist
in Kuwait.
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TABLE 1
B2B & B2C e-COMMERCE IN KUWAIT

2001 2008

Madar Ernst & Madar Ernst &

Research Young Research  Young
B2B eCommerce (Million, USS) 150 not available 406 k20,
2C eCommerce (Million, USS) 20 21 55 54

Source: Madar Research

2. LITERATURE REVIEW

A detailed literature survey was conducted on the
Procurement process for construction projects, various e-
Business models, e-business applications in construction
industry. The sources of literature review includes books,
management journals, survey reports, research reports and
contemporary articles on the e-business applications in
supply chain management. Literature Survey broadly
covered the following focus areas:

*  Construction Supply Chain Management

*  Procurement for Construction Projects

* B2B e-Commerce

* B2B e-Procurement Applications for Construction

Projects

The available / collected literature (more than 125 Nos.)
can be broadly grouped under following categories:

*  Research prior to Year 2000 = 6%

*  Research between Year 2000 to 2004 = 42%

*  Research between Year 2005 to 2010 = 52%

It is evident from the literature survey that research on
B2B e-Commerce has begun during late 90’s, gained its
momentum during year 2000 to 2004 and the trend
continues.

2.1 E-Procurement Process

E-Procurement can be defined as the “electronic
integration and management of all procurement activities
including purchase request, authorization, ordering, delivery
and payment between a purchaser and a supplier” (Chaffey,
2002). The more general classifications of the procurement
process have been created by authors such as Kalakota and
Robinson (2000), Lysons (1996), Fogarty et al (1991), and
Whitely (2000). These classifications contain three to four
stages of procurement and put the “order” or “sale” as the
central phase of the process. In a more recent classification,
Archer and Yuan (2000) detail a seven-phase procurement
process. The phases include (1) information gathering,(2)
supplier contact, (3) background review, (4) negotiation (5)
fulfilment, (6) consumption, maintenance and disposal, and
(7) renewal. Six forms of e-Procurement are described by de
Boer et al.(2002); (i) electronic-Maintenance Repair and
Operations (e-MRO), (ii)) web-based Enterprise Resource

Planning (ERP), (iii) electronic-sourcing (e-sourcing), (iv)
electronic-tendering  (e-tendering) (v) electronic-reverse
auctioning (e-reverse auctioning) and (vi) electronic-
informing (e-informing). Both e-MRO and web-based ERP
are built on a web-integrated enterprise resource planning
system. The difference between the two is that e-MRO
focuses on the procurement of MRO items whereas web-
based ERP focuses on direct materials (de Boer et al, 2002).
B2B relationships have most effect on the sourcing,
fulfilment, and consumption phases of the procurement cycle
(Nagle T, Finnegan P, Hayes J, 2006).

Research of enterprises’ experiences with Internet-based
procurement automation technologies indicates that
companies have been able to achieve significant cost and
process benefits by automating key procurement activities
(Aberdeen, 2001). As a result of their e-procurement
initiative, enterprises, on average, displayed a 35%
improvement in spend under management, with a 41%
reduction in maverick spend. Additionally, enterprises
reduced their requisition-to-order cost by approximately
100%, and more than halved their transaction cycle time. In
addition to improvement in various performance areas,
enterprises reported negotiating, on average, a 4.75%
incremental discount with suppliers after implementing their
e-procurement solution (Aberdeen, 2007).

In the mid-1990s, a new electronic sourcing tool emerged
that has had, and is continuing to have, a profound impact on
the way in which firms source goods and services from
current and potential external suppliers. This tool, while
known by other names (e.g., “online negotiation”) is the
electronic reverse auction (e-RA). For a growing number of
buying firms, e-RAs have found an appropriate niche in their
strategic sourcing toolkit, allowing them to efficiently source
goods and services that are highly standardized, have
sufficient spend volume, can be replicated by a reasonable
number of qualified competitors, and have insignificant
switching costs (CAPS Research, 2002). Dimitri P.
Bertsekas, David A. Castanon, and Haralampos Tsaknakis
(1993) have conducted detailed research and developed
reverse auction algorithms for Symmetric Assignment
Problems. Auction-based mechanisms are extremely relevant
in modern day electronic procurement systems since they
enable a promising way of automating negotiations with
suppliers and achieve the ideal goals of procurement
efficiency and cost minimization (T. S. Chandrashekar, Y.
Narahari, Charles H. Rosa, Devadatta M. Kulkarni, Jeffrey
D. Tew, and Pankaj Dayama, 2007).

2.2 E-Commerce in Relation to Construction

The potentials of e-commerce technologies applications in
the construction industry include: E-marketing; E-selling/e-
procurement of goods and services; E-collaboration; E-
finance; and E-customer services and relations (Veeramani
et al., 2002). The necessary technological solutions for e-
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supply chain systems are readily available in the current
market. Some of the fundamental issues for successful
ecommerce in construction, such as signature exchange
(Pederson, 1999; Asokan et al., 2000), secure payment
(Shamir et al, 1998; Bellare et al., 2000), and fair contracting
models (Coscia et al., 2000; Rohm & Pernul 2000; Liu et al.,
2001) have already been addressed in broader business-to-
business (B2B) projects

A construction project is a complex activity involving
several participants; for example, the client, architect,
structural engineer, fabricator and the contractor. It is team
efforts, involving several, inter organizational activities and
dialogue. Traditional communication and document
exchange models were often manual and hence slow. The
traditional means of communication involves producing
numerous paper copies of documents and drawings.
Management of these loose documents is often very time-
consuming and tedious. Libraries of documents need to be
maintained to effectively access data as and when required
by the user. ‘A lack of a clear audit trail causes delays in
communicating with other members of the team’
(Needleman, 2000).

E-business provides mechanisms for cross-enterprise
coordination in name of construction supply chain
integration. In order to optimize the entire supply chain
system cross-enterprise coordination and special business
relationship must be established among the organizations
along the supply chain (Francisco Loforte Ribeiro and Jorge
Lopes, 2001).In a number of industry sectors it has been
shown that the development of business process models has
supported the embedment of the business process within the
organisation (Alshawi et al, 2004). The study of these other
industries shows the many benefits that construction could
potentially harness through e-business savings and
efficiencies. The identification of the drivers and barriers to
e-procurement in construction is vital to gaining an
understanding of how the benefits of e-procurement can be
used to increase its uptake and to provide a model to embed
e-procurement.

A limited study had been carried out in this field; Eadie et
al (2007) carried out a preliminary study into drivers and
barriers in construction and ranked these from a Northern
Irish Public Sector Contractor’s perspective. The study
applied drivers and barriers identified from other industries
to e-procurement in construction and produced a ranking of
the importance of drivers and barriers. The drivers and
barriers commented on by Martin (2008) were also analysed
to identify those which are applicable to construction; the
relevant ones were subsequently added to Eadie’s list of
drivers and barriers. It was felt a more rigorous verification
of the application of general e-procurement drivers and
barriers to construction e-procurement may provide a clear
outlook for the potential for the advancement of e-
procurement in construction. Perera et al (2007) identified a

methodology to produce an e-capability maturity model for
construction organisations using drivers and barriers to e-
procurement. The drivers and barriers identified and verified
in this paper will provide the basis for the further
development of the e-capability maturity model proposed in
Perera et al (2007).

Despite the benefits of e-commerce technologies to the
construction industry, there are many challenges in its
applications. In many instances, the potential of e-commerce
technologies has yet been fully and properly utilized, as
many companies are simply utilizing various technologies to
automate existing processes without analysing the
company’s objectives and realistic needs. In addition,
significant people and culture issues need to be addressed to
overcome resistance to change and achieve radical revision
(Elliman & Orange 2003).

3.0 RESEARCH GAPS IDENTIFIED

It has been noted from the above detailed literature survey
that, until now, not much evident research has been
conducted to pursue successful applications of ecommerce
technologies to the construction supply chain. Furthermore,
there is very little empirical research available that
investigates the implementation of e-Procurement initiative
for construction project procurement especially in Middle
East countries. Also it has been noted that the available
exploratory research does not provide detailed analysis on
the various procurement structures and does not proposes a
hybrid form of procurement organization coupled with e-
Procurement application to be implemented for Construction
Supply Chain. For this reason, this research will focus on
understanding the e-Procurement adoption with reference to
the Commodities procured in Construction Projects, Buyers
and suppliers readiness to adopt the e-Procurement in
Kuwait. This research also proposes a model and develops a
methodology for implementation of e-Procurement using e-
market platform in construction supply chain. The specific
issues which will be investigated include the objectives,
reasons/benefits, barriers of using e-commerce technologies.

4.0 OBJECTIVES OF RESEARCH

The objective of this research is to conduct a detailed
study on the e-procurement practices of construction supply
chain in Kuwait and develop a practical e-Procurement
model suitable for Construction companies in Kuwait. This
study aimed to uncover the e-commerce awareness scenario
prevailing in Kuwait among the Supplier community and
map the supplier adoption / value propositions offered by the
e-Markets against the business potential of the suppliers.
According to the existing literature, e-Procurement is likely
to increase firm’s competitiveness through cost reduction
and increased efficiency on the inbound logistics. In such
circumstances, we intend to understand what makes a
difference on what regards to e-Procurement adoption,
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which leads us to the following research questions and more

specifically, the areas to be investigated are:

1. What are the factors that foster the intention of
Construction companies in Kuwait to adopt e-
Procurement? What is their relative relevance?

2. What are the barriers in construction project for the
adoption of e-Procurement using B2B e-markets?

3. How to adopt suppliers for construction supply chain e-
partnerships?

5.0 DATA COLLECTION

Collection of Primary Data

For the purpose of this study, a pilot survey has been
conducted among the Supplier community in Kuwait using a
close-ended questionnaire based on multiple choice
questions and 5-point attitude measurement scale.

According to Kuwait online business directory
www.kuwait-toplist.com, there are more than 5000
companies operating in Kuwait dealing in 500 different
commodities. For the purpose of this study, 165 active
companies have been selected for conducting the survey.

23% of the respondents were from the top management,
40% from middle management, 20% from the lower
management and 17% were from the staff category.

43% of the respondents belonged to high turnover
category (assumed to be those having US$ 35 million and
above), 29% belonged to, medium turnover -category
(between USD 3.5 million and 35 million) and 20%
belonged to low turnover category ( less than US$ 3.5
million).

Hypothesis

Null Hypothesis (HO): The awareness level of E-
commerce is low. Buyers and suppliers do not perceive any
tangible benefits on adopting e-business.

Alternate Hypothesis (H1): The awareness level of E-
commerce is high. Buyers and suppliers do perceive tangible
benefits on adopting e-business.

Factor analysis was carried out to identify the main barrier
for adoption of e-marketplace and most important benefits
perceived by the suppliers.

Collection of Secondary Data

Procurement data based on the following procurement
spend of the Major Contracting companies from Kuwait has
been collected for conducting high level spend analysis.
Every contracting company procures materials and services
from various suppliers.

Suppliers spend analysis was conducted and the suppliers
were classified in to following categories:

* Vital Suppliers
* Critical Suppliers
* One time Suppliers

6.0 ANALYSIS OF PRIMARY DATA

Detailed analysis was conducted on the data collected and
the survey data indicated the following:

57% of the respondents (buyers and suppliers) are not
aware of e-commerce / e-marketplace and 43% are aware e-
commerce as indicated in Figure-1.
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Fig. 1. Awareness Distribution of B2B e-commerce in Kuwait

34% of the respondents use e-commerce/marketplace for
conducting their business and the rest do not as indicated in
Figure-2.
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Fig. 2. Usage of E-Commerce for Business in Kuwait

Out of the above 34%, further analysis was carried out
and the results are as summarized below:
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*  Only 25% use the internet for purchasing/selling
online and posting request for quotes / proposals.

e 58% use the internet occasionally  for
purchasing/selling online.

* As much as 58% and 25% use web catalogues to
identify products/potential suppliers frequently and
occasionally respectively.

e 42% use the internet for posting quotes/proposals
frequently and 33% occasionally.

6.1. Future e-Commerce Usage Distribution

Further analysis of the 66% of the respondents not using
e-commerce currently showed the following for each of the
intended use:

e As less as 4% each only said that they will use e-
commerce/e-marketplace  definitely and  very
probably in the near future for purchasing/ selling
online. 39% may probably use for the same purpose.

¢ As much as 82% are likely to use the web catalogues
to identify products/potential suppliers and 43% is
likely to use the internet for posting requests for
quotes/proposals.

* A majority of them (83%) are likely to use the
internet for posting quotes/proposals and as much as
65% are likely to use the internet for identifying
potential buyers.

6.2. Benefits Perceived by the Respondents

With regard to the benefits perceived by the respondents
who are aware of e-marketplace (43%) the following are the
inferences. The percentages represent the level of agreement
of the participants for each benefit outlined by the author.

e 60% agreed that there is material cost reduction.

* A whopping 73% affirmed that e-marketplace will
result in process cost reduction and 54% expressed
their agreement for cycle time reduction.

¢ 40% of the respondents indicated agreement with
increased transparency in purchasing/selling process.

e As much as 53% saw comparability of products,
prices and suppliers as an important benefit and 40%
agreed that they will benefit from access to new
suppliers/buyers.

*  67% considered that it is easy to make analytical and
historical reports.

e 80% were in agreement for the benefit" automation
leads to more focus on strategic issues".

6.3. Barriers perceived by respondents

With regard to the barriers perceived by the
respondents who are aware of e-marketplace (43%) the

following are the inferences. The percentages represent the
level of agreement of the participants for each barrier
outlined by the author.

*  40% agreed that "technical standards not developed"
is a barrier.

e 60% of the respondents were in agreement of online
crime.

e  67% considered resistance to change as one of the
important barriers for e-marketplace adoption.

¢ Reduction in loyalty toward the suppliers was
considered as a barrier by 60% of the respondents.
53% considered the high cost of switching over to
online procurement as barrier.

6.4 Chi-Square Test
6.4.1. Awareness of e-Marketplace

Null hypothesis (Ho): The awareness level of E-
marketplace is low and buyer and sellers do not perceive any
tangible benefits on adoption of the same.

TABLE 2
CHI SQUARE TEST — AWARENSS OF B2B e-COMMERCE

Since calculated chi-square value is less than the
table value of 2.706, the null hypothesis is accepted at 10%
level of significance. Hence we conclude that the sample
represents the population and the awareness of e-market
place is low among the buyers and sellers.

6.4.2 Relation between awareness and use of B2B e-
Commerce among the Suppliers

Null hypothesi ty no relationship betwfen
awareness of e-markjtpl S.\se in Company business
TABLE 3

CHI SQUARE TEST - B2B COMMERCE USAGE

No 2

Total
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Note: 1. values within bracket refer to Expected Frequency.

Since calculated chi-square value is more than the table
value of 2.706, the null hypothesis is rejected at 10% level of
significance. Hence we conclude that there is relationship
between awareness of e-marketplace and use of the same for
business.

6.5 Factor Analysis
6.5.1. Benefits Perceived

Factor analyses are extracted by Principal
Components Model, in which variables are assumed to be
exact linear combinations of factors. The communality,
Eigen values, % of Variance and cumulative % are given

below:
TABLE 4
FACTOR ANALYSIS — BENEFITS PERCEIVED

Variable

Q5 1

The entire variables are lgrouped into 3 factors. These

variables are relg in ont fPctor. Eigen-value of
factor 1 indicates Fhdarflized vafiance associated with a
particular factor an®\{factor-1_shows nearly 37.9 % of

variance.
VARIMAX rotati traction Jin analysis 1 - Kaiser
Normalization.
VARIMAX converg iterations.
TABLE 5
ROTATED FACTOR MATRIX

5710

The analysis shows that Buyers and suppliers through e-
Marketplace utilization perceive the following as significant
benefits

e Process cosjri ﬂ@ Q 1
¢ Comparability of products, prices, suppliets

e By automating daily tasks, the Internet can allow
greater focus on strategic issues.

Hence, it can (@:,‘\t ana sis that the
Buyers and suppliers look at c-Mark&tplace asa solution for
automation. By automating the procurement of Low strategic
and low complex materials, more focus can be given on the

high strategic and Jigh complex 4 which Co}stitute bulk
value of the annualip :ﬁ fb
6.5.2. Barriers Perceived

All the variables are grouped into two factors. These
variables are related items in one factor. Eigen-value of
factor 1 and factor 2 indicates the standardized variance
associated with a particular factor. Factor-1 and factor-2
show nearly 35.7% and 33.8 % of variance respectively and
almost equal to each other. The variables in both the factors
are closely related. Factor-1 represents the requirement of
Technical Standards and government regulations and Factor-

2 represents t] gEn the traditional
methods. 7

FACTOR ANALYSIS BARRIERS PERCEIVED

.8972‘( * Var

VARIMAX 1 nbglyms 1 - Kaiser
Normahzatroggg 2 4

VARIMAX converged in 3 iterations.
TABLE 8

58312
90564 *
048505

054506

Ol Ol ONG
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TABLE 9
FACTOR TRANSFORMATION MATRIX

From the analysis the significant barriers can be
summarized as follows.

¢ Lack of technical Standards and government
regulations

* Resistance to change from the traditional methods
and process.

e An interesting point to be noted that buyers and
suppliers feel that e-marketplace will reduce the
loyalty and close relationship.

e Considering the market conditions prevailing in
Kuwait this is understandable and this is related to
the traditional thinking required to be changed by the
e-Marketplace service provider.

6.5.3. Supplier Readiness Assessment

Suppliers will generally fall into four distinct categories
as indicated in Table-10 based on their readiness to adopt e-
Procurement:

Performance — Retention of existing suppliers and
selection of new suppliers is an important part of gaining
compliance and improving procurement. Currently
assessment of suppliers, except for the largest contracts, is
seldom done on the basis of an objective, auditable and
consistently applied set of criteria.

Pre-qualification — accreditation of suppliers is a valuable
means to ensure quality or supply and essential for higher
value transactions. At present, approved supplier lists are
often maintained by departments or a central contacts or
procurement function.

TABLE 10
SUPPLIER B2B E-COMMERCE READINESS MATRIX

1. Ready, Willing and able 2, Willing but unahle

# Not many smaller suppliers in this | % Work with Business Links etc.
calegory vel. % To provide training and support.
% Prioritize and ensure that they get a lot of
credit and publicity
3. Unwilling but able 4. Unwilling and unable
# This could be down to cultural issves or | % May have to make some painful

your lack of influence. decisions about continued trading.
% Sell  bemefis and  Implement | % A compliance approach may be needed
communications programme.

6.5.4 ‘Practical Steps to Successful Supplier Adoption’

*  Develop a supplier strategy

e Carry out an assessment of supplier value and
readiness

e Communicate with suppliers;

e Putin place a supplier development programme

¢ Carry out an impact assessment of local suppliers;

*  Encourage local suppliers where they add real value

e Putin place an e-content strategy

e Collaborate with strategic partners

A clearly scoped Supplier Relationship progr is
vital to the success of e-procurement project. The lier
are businesses and they need time to evaluate theglimpa

these changes will have on their own processes, staft skills,
training needs and IT. However experience shows that
giving them too much time (e.g. more than 6 months) is not
particularly beneficial, especially for the smaller companies

which do not plan that far ahead. I \

Based on the above supplier & commodity spends
analysis, it has been noted that procurement spend of
Construction Companies generally covered under the
following combinations (Table-11) and the appropriate e-
Procurement strategy has been indicated against the each
commodity spend criteria. Based on the detailed analysis
conducted on the various functionalities of the B2B e-
Market online procurement tools, each procurement strategy

has been mapped with the most suitable e-Procurement tool.
TABLE - 11
COMMODITY SPEND CRITERIA & E-PROCUREMENT
STRATEGY

6.5.5 ‘e-Procurement Methodology’
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Type
Pnc

| Lov

7.0 CoNCLUSIONS

Based on the above detailed analysis the following
conclusions are drawn on the B2B business potential for
suppliers in Kuwait and the supplier dynamics which needs
to be considered for a successful supplier adoption
programme.

e Construction and related Industrial sector is booming
in Kuwait with more than USD 13.5 billion worth of
construction acts are awaiti T 0ﬁnah tion
and B2B e-:It:Ilerce is havin H sn ss
potential for oming years.

e Kuwait is having a good ICT infrastructure to support
the B2B e-Commerce and internet users are
increasing in Kuwait.

e The field survey conducted on the Buyers and
suppliers indicates that there is no enough awareness
in the Kuwait market about online transactions and
B2B e-commerce.

e It was also noted from the survey that respondents
who aware about B2B e-commerce agree that online
transactions will fetch potential savings in terms
procurement cost, transaction cost and cycle time
reduction.

e  One impo rl ning was that buyhduo the
whole, in e-markets libetately

squeeze their suppliers and aggressively drive down
cost in that way.

e Other respondents suggested that increased
transparency in the supply chain was a greater
motivation for participation, giving them more
options and choice in choosing different suppliers
and cutting costs.

Supplier adoption Strategy is inextricably linked to the
overall procurement strategy of the buyers when

imp ting an e Procur ment solution. er_to
eterR ép their suppliers S‘df te g
h o
Importa

the Figure-3 prdcurement portfoho matrix.

STRATEGIE CURITY STRATEGIC CRITICAL
Low ValuedligiRis k High Valudightis k
Heas. 1 8
[ﬁ_‘ TACTICAL PROFIT
TACTICAL ACQUISITION
Low ValuedowRis k High ValatowRis k
Low H’ﬁ £ =B
Low > High

High

Fig. 3. KRLIJIC Procurement Portfolio Matrix

Maximizing supplier participation in the e-procurement
process involves more to do with psychology than
technology. As indicated in Figure-4, supplier’s
psychological perception of a buyer potential for their long
term business in Kuwait market can be grouped in the
following categories:

. Buyers with Low Value and Low attractiveness are
s nu1 nce, as the suppliers do not eive

1t ratlng with them. L
Value and Low attractive

Vlewed as explmtable, as the suppliers dictate their

terms on the buyers.

*  Buyers with Low Value and High attractiveness are
viewed as development for the future business of
suppliers.

e Buyers with High Value and High attractiveness are
viewed as “core” relationship, as the suppliers strive
for such relationship to stay in their business.

Low
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High
Development Core
Nuisance Exploitable
Low
Relative Value High

Fig.4. Supplier’s Value Proposition Matrix

Considering the above, Supplier adoption programme for
e-markets should develop strategies to create “core”
relationship between supplier and buyer communities for
their success. The strategic benefits to a successful supplier
adoption program are significant and will impact several
areas with a buying enterprises supply chain. To be effective
the supplier adoption program must be structured to
maximize supplier participation and minimize supplier
disruption.

Unlike any other issues encountered in the
implementation of e-Markets Supplier adoption is a
fundamental challenge for successful implementation.
Every supplier will be different, will require different
approaches and will have different issues to resolve.

It takes an effort to convince the selling community that
B2B e-commerce is not just another electronic data
interchange (EDI). They need to understand the benefits
from their perspective, since many suppliers have taken a
“once-bitten, twice-shy” attitude.

Rather than pushing your suppliers into e-Markets,
present the value proposition and work to involve them in
the initiative. The buyer can strategically plan, enhance,
expand and maintain a reciprocal relationship that is
guaranteed to pay dividends.

In conclusion, if a product can be perfectly defined,
competition between suppliers is high and the value is
sufficient, the better suited it will be to an online auction for
the purchaser. Experience shows that substantial savings can
be made and the risk that the purchaser incurs is minimized
if the auction is carried out between approved suppliers.
Considering the above, Construction Companies in Kuwait
should develop strategies for e-Procurement Supplier
adoption programme to create “core” relationship between
supplier and buyer communities for their success. The
strategic benefits to a successful supplier adoption program
are significant and will impact several areas with a buying
enterprises supply chain. To be effective the supplier
adoption program must be structured to maximize supplier

participation and minimize supplier disruption. Unlike any
other issues encountered in the implementation of e-
Procurement, Supplier adoption is a fundamental challenge
for successful implementation. Every supplier will be
different, will require different approaches and will have
different issues to resolve.

It takes an effort to convince the selling community that
B2B e-commerce is not just another electronic data
interchange (EDI). Buyers & Suppliers in Kuwait need to
understand the benefits from their perspective, since many
suppliers have taken a “once-bitten, twice-shy” attitude.
Rather than pushing the suppliers in Kuwait into e-
Procurement, the Construction Material Buyers to present
the value proposition and work to involve their Suppliers in
the e-Procurement initiative. The Construction Material
buyer can strategically plan, enhance, expand and maintain a
reciprocal relationship that is guaranteed to pay dividends
for the successful e-Procurement adoption in Kuwait

REFERENCES

[1] Abbas Foroughi, 2008, MRO and eProcurement: Opportunities and
Challenges, University of Southern Indiana.

[2] Aberdeen Group, 2003, The Spending Analysis Benchmark Report,
Survey Report from www.aberdeen.com.

[3] Aberdeen Group, 2004, Best Practices in Spending Analysis, Survey
Report from www.aberdeen.com

[4] Aberdeen Group, 2004, The E-procurement Benchmark Report -
Less Hype, More Results, www.aberdeen.com

[5] Aberdeen Group, 2006, The Procurement Outsourcing Benchmark
Report Moving Beyond Cost Reductions, Survey Report from
www.aberdeen.com

[6] Aberdeen Group, 2006, The Spend Intelligence Benchmark Report :
Turning Data into Action, Survey Report from www.aberdeen.com

[7] Aberdeen Group, 2007, E-Procurement:Trials and Triumphs, Survey
Report from www.aberdeen.com.

[8] Aberdeen Group, 2007, Spend Analysis: Working Too Hard for the
Money, Survey Report from www.aberdeen.com.

[9] Aberdeen Group, 2008, Center-Led Procurement Organizing
Resources and Technology for Sustained Supply Value, Survey
Report from www.aberdeen.com.

[10] Aberdeen Group, 2008, Impact of e-Procurement in North America,
Survey Report from www.aberdeen.com.

[11] Aberdeen Group, 2008, Spend Analysis: Pulling Back the Covers on
Savings, Survey Report from www.aberdeen.com.

[12] Aberdeen Research Report, 2007, E-Procurement: Trials and
Triumphs, www.aberdeen.com.

[13] Accenture Pan-European Survey, 2001, eProcurement: Pioneers on
the way to Realizing Benefits.

[14] Alshawi M. Goulding J. and Salah Y. (2004). E-Business in
Construction: A model for Successful Implementation, Proceedings
of INCITE 2004 Designing, Managing and Supporting Construction
Projects through Innovation and IT solutions, February 2004
Langkawi, Malaysia, 227-232.

[15] An Economic Analysis of Electronic Marketplaces, Report for OGC
by Europe Economics.

[16] Andrew Bartels, 2003, Market Overview 2004: E-Procurement and
E-Sourcing —What Will It Take to Break the Glass Floor in
Demand?, A survey Report of Giga Research a wholly owned
subsidiary of Forrester Research, Inc.

[17] Arman Arayik Gregoryan, 2006, Case Study of E-commerce
Business Models, Information Technology Journal 5 (5) 842-850.

[18] Associated Specialty Contractors, 2004, Associated General
Contractors of America White Paper on Reverse Auctions For
Procurement of Construction.

http://www.exclusivemba.com/ijemr


http://www.exclusivemba.com/ijemr

[19]

[20]

[21]

[22]

[23]

[24]

(23]

[26]
[27]

[28]

[29]

[30]

[31]

[32]

[33]

[34]

[35]

[36]

[37]

[38]

[39]

[40]

[41]

[42]

IJEMR — January 2012-Vol 2 Issue 1 - Online - ISSN 2249 — 2585 - Print - ISSN 2249 - 8672

Badrul Sarwar, George Karypis, Joseph Konsten, and John Reidle,
2000, Analysis of Recommendation Algorithms for E-commerce,
EC’00, October 17-20, Minneanapolis, Minnesota.

Best Practices in E-Procurement: Reducing Costs and Increasing
Value through Online Buying”, a research report by Aberdeen
Group, December-2005.

Bijan Kiabhani, 2006, B2B e-Commerce attributes and adoption,
Thesis submitted to Department of Business Administration and
Social Studies, Lulea University of Technology.

Bjorn Borg Kjelseth, 2005, DOING E-BUSINESS, Report from
www.emarketservices.com.

Censeo Consulting Group, 2005, Tapping the Potential of
Procurement Technologies: The Federal Government Experience, A
white paper, www.censeoconsulting.com

Chandrasekar Subramaniam and Michael. J. Shaw, 2001, A Study on
the Value and Impact of B2B E-commerce: The Case of Web-based
Procurement, Department of Business Administration, University of
Illinois at Urbana-Champaign, Urbana, IL, USA.

Chandrasekar Subramaniam, William Qualls, Michael J. Shaw, 2003,
Impact of B2B E-procurement Systems — A Summary Report,
CITeBM and IDM, University of Illinois at Urbana-Champaign.

Chimay J. Anumba and Kirti Ruikar, 2008, e-Business in
construction, Blackwell Publishing Ltd,USA.
Chimay J. Anumba and Kirti Ruikar, 2008, e-Business in

construction, Blackwell Publishing Ltd.

Chiu DKW, Poon JKM, Lam WC, Tse CY, Sui WHT, Poon
wS.,2005, How Ontology can help in an E-Marketplace, Abstracts
from European Conference on Information Systems.

D. Castro-Lacouturea, A. L. Medagliab, M. Skibniewskic, 2005,
Supply chain optimization tool for purchasing decisions in B2B
construction marketplaces, Department of Civil Engineering, Ohio
University, Athens, OH 45701, USA.

Dale Neaf, 2001, e-Procurement from Strategy to Implementation by
published by Prentice-Hall, Inc, USA.

Daniel Castro-Lacouture and Mirostaw J. Skibniewski, 2005,
Quantitative Assessment Of Web-Based Construction Management
Systems: Application In Rebar Design And Estimation, Joutanl of
ITcon Vol. 10, Page 229-244.

David Hughes , 2001, The Value of Electronic Marketplaces for
Business to Business Trading, A white paper www.intercai.co.uk
David N. Burt and Richard L. Pinkerton, 1996, A purchasing
manager's guide to strategic proactive procurement, American
Management Association.

Derek Walker and Steve Rowlinson, 2005, Procurement systems: a
cross-industry project management perspective, Taylor & Francis
Publications, USA.

Diane H. Parente, Ray Venkataraman, John Fizel, and Ido Millet,
B2B Online Reverse Auctions:What’s New?, E-commerce Magazine,
Decision Line Page 13-17.

Eadie R. Perera S. Heaney G. and Carlisle J. (2007). Drivers and
Barriers to Public Sector e-procurement within Northern Ireland’s
Construction Industry, ITcon Journal, Vol. 12, 103-120,
http://www.itcon.org/2007/6

E-Business and standards By Charles Homs, Senior Analyst,
Forrester Research B.V.

Elena Vitkauskait and Rimantas Gatautis, 2008, E-Procurement
Perspectives in Construction Sector SMEs, Journal of Civil
Engineering and Management, 2008, 14(4): 287-294

e-Procurement from Strategy to Implementation by Dale Neaf
published by Prentice-Hall, Inc, Upper Saddle River, NJ 07458,
2001.

e-Procurement: A Starting Point: A Reality Check Some Wishes By
Jason Masters, Principal Consultant, Acumen Alliance, Sydney July
2002

Fahad Kamruddin, 2005, Spend Analysis and Strategic Sourcing: A
Critical Component of Merger & Acquisition Synergies,
Procurement Insight, Vol. 4, No. 3 (2005) — Corporate Edition.
Francisco Loforte Ribeiro and Jorge Lopes, 2001, Knowledge-Based
E-Business In The Construction Supply Chain, Proceedings from
COBRA Cutting Edge and ROOTS conferences, www.rics-
foundation.org

[43]
[44]

[45]

[46]

[47]

(48]

[49]
[50]
[51]
[52]

(53]

[54]

[55]

[56]

[57]

[58]
[59]
[60]
(e1]
[62]
[63]

[64]

[65]

[66]

[67]

[68]

George Coundouriotis, 2003, The Reverse Auction: A Strategic
Perspective, Georgia Pacific Corporation, Conference Proceedings.
Gurjeet S Tuteja, 2003, How Indirect Procurement needs to be
focused upon? A white Paper WWW.infosys.com

Gustav Coetzee and Nellis Boshoff, 1998, The Use Of Electronic
Commerce In The Materials Procurement In Sa Construction
Industry, Construction Informatics Digital Library http://itc.scix.net/,
paper w78-1998-15.

H. Boeck, Y. Bendavid, and R. Amine, 2004, Defining Supplier
Requirements For Doing E-Business In Different Market
Environments, ePoly Centre of Expertise in Electronic Commerce,
Canada.

Habib Lejmi, 2002, Integration Of Supply Chain Execution In B2b-
Marketplaces — Experiences For Networks Of Small And Medium
Sized Enterprises, ECIS Journal, June 6-8, Page 725-734.

Harrower, Geldenhuys, T Heobald, Weimann, 2001, E- Marketplaces
In South Africa: T He C Hallenges and The Future, University of
Cape Town.

ICG Ecommerce, 2005, Reasons e-Procurement Projects fail To
achieve their ROI, A white paper www.icgecommerce.com

Ilana Berger, 2000, At the cutting edge of e-procurement,
www.plantservices.com

In Lee, 2007, E-business innovation and process management,
CyberTech Publishing, UK.

In Lee, 2009, Emergent Strategies for E-Business Processes,
Services, and Implications: Advancing Corporate Frameworks, 1GI
Global Publications, UK.

Internet Research Team, 1999, E-PROCUREMENT Industry Report,
A Guide To Buy-Side Applications, Stephens Inc.

Isikdag.U, 2002, A Survey of IT use in the Turkish Construction
Industry, School of Construction and Property Management,
University of Salford.

ISM & STAPLES, 2006, Spend Analysis and Supply Base
Rationalization, Report from www.staplescontract.com and Institute
of Supply Management.

James H. Gill and Yilmaz H. Karasulu, 2005, Online Reverse Bid
Auctions for Construction Contractors and Subcontractors, Progress
Report, Louisiana State University.

James p. Andrew, Andy Blackburn, and Harold L. Sirkin, 2000, The
B2B Opportunity: Creating Advantage through E-Marketplaces, The
Boston Consulting Group, www.bcg.com.

Jaroslav Jandos, 2006, On integration for e-procurement, Journal of
Systems Integration, 500-505.

Jeong Hun Oh, 2001, B2B EC in Automobile Electronics and
Construction Industries in Korea, Korea University.

John B. Wyatt III, LeRoy H. Graw, 2001, E-Commerce and e-
Procurement/Purchasing, California State Polytechnic University,
Pomona.

John Oughton, 2005, eProcurement in action - A guide to
eProcurement for the public sector, Office of Government of
Commerce, UK.

Juan Pablo Vargas Casaseca, 2005,

Juan Pablo Vargas Casaseca, 2005, E- Marketplaces In The
Construction Industry, Report from www.emarketplaceservices.com.
Karen M. Fedele and Tim Dolan, 2004, KPIs: Measuring Indirect
Material Suppliers and Service Providers, Proceedings from 89th
Annual International Supply Management Conference, April 2004.
Kinnar Ghiya, Marci Powers, 2005, e-Procurement—Strengthening
the Indirect Supply Chain Through Technology Globalization,
Technology and Manufacturing Group, Intel Technology Journal,
Volume 09 Issue 03, 203-210.

Kishor Vaidya, Hernan Riquelme, Junbin Gao, Jeffrey Soar, 2004,
Implementing e-Procurement Initiatives: Impact of Organisational
Learning across the Public Sector, Journal of Learning and
Knowledge Management IV.

Laurie M. Orlov, 2004, Trends
Presentation www.forrester.com
Lena Aggestam and Eva Soderstrom, 2006, Managing Critical
Success Factors in B2B Setting, IADIS International Journal on Vol.
4, No. 1, pp. 96-110.

in Procurement and SRM,

http://www.exclusivemba.com/ijemr


http://www.exclusivemba.com/ijemr

[69]

[70]

[71]
[72]

[73]

[74]

[75]

[76]

[77]

[78]

[79]
[80]

(81]

(82]

[83]
[84]
[85]
[86]
[87]
[88]

[89]

[90]

[91]

[92]

IJEMR — January 2012-Vol 2 Issue 1 - Online - ISSN 2249 — 2585 - Print - ISSN 2249 - 8672

Leo J. Lipis, 2005, The Future of eMarketplace Services: Trends and
Forecasts, report from www.eMarketplaceServices.com.

Livia Kacsukné Bruckner, 2005, Models and Algorithms for E-
Marketplaces Integrated with Logistics, PhD Theses Abstract,
"Jozsef Hatvany" Doctoral School for Information Science,
Engineering and Technology at the University of Miskolc.

Mark Tozer, 2000, e-Procurement, Abstract for 2000 Scholarship
Report, Shepherd Construction.

Marshall, C., and Rossman, B.G (1989). Designing Qualitative
Research. Sage Publications, Newbury Park, CA.

Martin Harwar, Andy Longshaw and Robert Hylton, 2002, Supplier
Empowerment: Solutions for Business-to-Business E-commerce by
published by Prentice-Hall of India Private Limited, New Delhi.
Martin J. (2003). E-Procurement and extranets in the UK
Construction industry, Conference paper given at FIG Working
Week, April 13th-17th 2003, Paris, France. (Available online
http://www fig.net/figtree/pub/fig_2003/TS_6/TS6_4 Martin.pdf
[accessed December 2008]).

Martin Parfett, 2007, Sustainable eProcurement with SMEs - A guide
for Local Authorities, A white paper www.eproc.org.

Morad Benyoucef and Stefanie Rinderle, 2005, A Model-Driven
Approach for the Rapid Development of E-Negotiation Systems, GI-
Proceedings, As part of Work conducted on a SSHRC funded project
on E-Negotiations, Media, and Transactions for Socio-Economic
Transactions, Page 80-93.

Patrick X.W. Zou, Dr. and Youngsin Seo, 2006, Effective
Applications Of E-Commerce Technologies In Construction Supply
Chain: Current Practice And Future Improvement, Journal ITCon
Vol.11, Page 127-147.

Perera S. Eadie R. Heaney G. and Carlisle J. (2006). Developing a
model for the analysis of e-procurement capability maturity of
Construction ~ Organisations, Proceedings Joint International
Conference on Construction Culture, Innovation, and Management
(CCIM)2006, Dubai November 26-29th 2006, British University in
Dubai, Dubai.

Petter Gottschalk, 2006, E-business
governance, Idea Group Publishing, UK.
Preeti Mishra, 2002, e-Procurement services: The next big wave, The
Hindu Business Magazine.
Pricewatercoopers, 2001,
addressing the challenges
WWW.pricewatercoopers.com.
Ramanathan S., 2004, Diffusion of e-procurement in the public
sector - revisiting centralization versus decentralization debates as a
twist in the tale, Abstracts from European Conference on Information
Systems.

Sam Kinney, 2000, An Overview of B2B and Purchasing
Technology, A report www.freemarkets.com

Sandy D. Jap, 2003, An Exploratory Study Of The Introduction of
Online Reverse Auctions, Journal of Marketing.

Sekaran, U. (2003). Research Methods for Business - A Skill
Building Approach. Fourth Edition, John Willey.

Shanti Pahladsingh, 2005, Standards for E-Business, Report from
www.emarketplaceservices.com.

Sharma, S., (1996). Applied Multivariate Techniques. John Wiley &
Sons, Inc.

Stephen Chen, 2005, Strategic management of e-business, John
Wiley & Sons Ltd, UK.

Stewart Beall, Craig Carter, Robert H. Smith Phillip L. Carter, 2003,
The Role of Reverse Auctions in Strategic Sourcing, CAPS
Research.

Supplier Empowerment: Solutions for Business-to-Business E-
commerce by Martin Harwar, Andy Longshaw and Robert Hylton
published by Prentice-Hall of India Private Limited, New Delhi,
2002.

Susheel Chhabra and Muneesh Kumar, 2009, Integrating E-business
models for government solutions: Citizen-centric service oriented
methodologies and processes, IGI Global Publications, UK.

T. S. Chandrashekar, Y. Narahari, Charles H. Rosa, Devadatta M.
Kulkarni, Jeffrey D. Tew, and Pankaj Dayama, 2007, Auction-Based

strategy, sourcing, and

e-Markets: realism, not
of e-markets, Survey

pessimism
report by

[93]

[94]

[95]

[96]

[97]

[98]

[99]

[100]

[101]

[102]

[103]

[104]

[105]

[106]

[107]

Mechanisms for Electronic Procurement, IEEE Transactions On
Automation Science And Engineering, Vol. 4, No. 3, Page 297-321.
Taylor and Bjornsson, 1999, Construction Supply Chain
Improvements through Internet Pooled Procurement, Proceedings of
IGLC-7, University of California, Berkeley, CA, USA.

The Abridged Report, 2001, Best Practices in e-Procurement,
www.aberdeen.com.

The Boston Consulting Group, The B2B Opportunity: Creating
Advantage Through E-Marketplaces, October 2000, by james p.
Andrew, Andy Blackburn, and Harold L. Sirkin can be viewed at
www.bcg.com.

The Boston Consulting Group, The B2B Opportunity: Creating
Advantage Through E-Marketplaces, October 2000, by james p.
Andrew, Andy Blackburn, and Harold L. Sirkin can be viewed at
www.bcg.com.

The Future of eMarketplace Services: Trends and Forecasts By Leo
J. Lipis, Ph.D. Senior Research Analyst eMarketplace Services
Thomas Puschmann & Rainer Alt, 2005, Successful use of e-
procurement in supply chains, Supply Chain Management: An
International Journal 10/2 (2005) 122—-133

Tim Duffie, 2005, Indirect procurement outsourcing — why, how and
when, A White Paper A UPS Supply Chain Solutions White Paper.
Timo Saarinen, Markku Tinnild and Anne Tseng, 2006, Managing
Business in a Multi-Channel World: Success Factors for E-Business,
Idea Group Publishing, UK.

Vera Li, 2006, Ethical Behaviors in E-commerce based Construction
Procurement Process, A Thesis submitted to School of Urban
Development, Queensland University of Technology.

Vinit Parida; Kittipong Sophonthummapharn; Upasana Parida, 2006,
Understanding E-procurement: Qualitative Case Studies, IEEE
Transactions Mangetics.

Wes Guillemaud, 2003, Lowering Total Cost Through Reverse-
Auctions, University of North Texas, Conference Proceedings.
Williams S, Hardy CA, 2007, E-Procurement: Current Issues &
Future Challenges, Abstracts from European Conference on
Information Systems.

Xiaohui Li, Tomohiro Murata, 2009, Priority based Matchmaking
Method of Buyers and Suppliers in B2B e-marketplace Using Multi-
objective  Optimization, Proceedings of the International
MultiConference of Engineers and Computer Scientists 2009 Vol I
IMECS 2009, 18-20 March, 2009, Hong Kong.

ZHANG lJinlong, DU Xiaofang, 2004, A Study on the Application
Model of B2B E-Commerce in the Agricultural Sector, Journal of
Electronic Science and Technology of China Vol.2 No.3, Page 134-
139.

Zorayda Ruth Andam, 2001, e-Commerce and e-Business, Report for
e-ASEAN Task Force, UNDP-APDIP.

http://www.exclusivemba.com/ijemr


http://www.exclusivemba.com/ijemr

