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ABSTRACT 

The study has aimed to assess tendering procedures in public organizations in 

Tanzania; a case of Tanzania Revenue Authority (TRA) in Dodoma. The study 

specifically has focused on assessing and documented the existing tendering 

procedures in TRA, evaluate the effectiveness of tendering procedures in TRA and 

assess factors that contributed to the effectiveness of tendering procedures. A cross 

sectional research design was adopted; sample sizes of 50 respondents were obtained 

through purposive and non-purposive sampling techniques. The study has used both 

quantitative and qualitative methods approaches. Statistical Package of Social 

Sciences (SPSS) and Microsoft Excel (Ms Excel) were used to analyze data. Data 

have revealed stages for tendering which are; tender advertisements, submission, 

opening, assessment and tender award. During tender advertisement, Tender Board 

advertises tenders in various newspapers and welcomes tenders, to submit their 

tender documents. During submission, the Tender Board compiles a list of renderers 

based on their qualifications. Likewise, findings also have shown that, 50% of the 

respondents had the opinion that TRA was very effective in conducting tendering 

process, 20% effective, 18% not sure, 2% less effective and 10% of respondents 

opined that was not effective. Moreover, the study determined factors hindering the 

effectiveness of tendering process, these included lack responsive bidders (14%); 

Lack of funds (10%); Lack of awareness and knowledge about the PPA No 21 of 

2004 and its regulation of 2005 (31%); Intentionally high price charged by supplies 

on goods and services; Deliveries of item requested by user department; Poor 

implementation of procurement plan and ICT and network related problems hinders 

the process. An overall, TRA is effective in following tendering procedures. In 

General TRA is effective in following tendering procedures. The management 

should find out or put strategy to ensure that, the processing was done as per 

framework. 
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CHAPTER ONE 

INTRODUCTION TO THE STUDY 

1.1 Overview 

This chapter introduces short descriptions of the factors contributing to the effective 

tendering procedures in public organizations Tanzania Revenue Authority (TRA), 

which is the platform of study. The chapter shows the statement of the research 

problem which is the heart of the study. Thereafter, it lays down the research 

objectives and concludes by providing the significant of the study, which is followed 

by the explanation of the scope of the study and disposition of the report. 

 

1.2 Background of the Study 

Tendering is the process through which organizations acquire goods, works, services 

and non-consultancy services. In Tanzania, the procurement of goods, services and 

works for public organization take up a huge proportion of the government 

expenditure. According to the National Audit Office, for the government audited 

account for the financial year 2001/2002 about Tsh.1400 to 1500 billion or just over 

70% of the government budget, is expended yearly by the government through 

procurement. 

 

Procurement is the act of finding, acquiring, buying goods, services or works from 

an external source, often via a tendering or competitive bidding process. The process 

is used to ensure buyers received goods, services or works the best possible price, 

when aspects such as quality, quantity, time, and location are compared (Arjan, 

2010).Corporations and public bodies often define the processes intended to promote 

fair and open competition for their business while minimizing risk, such as exposure 
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to fraud and collusion. For any procurement process to be enhanced, tendering 

procedures have to take place. Section 31 (1) of Public Procurement Act (PPA) of  

2004 states that ‟‟Except where it is provided otherwise in this Act or regulation 

under this Act, each public body shall establish a Tender board for Procurement of 

goods, services, works, and disposal of Public asset by Tender‟‟. Tendering 

procedure is not an easy and an overnight process. It requires a lot of process as 

stipulated in the PPA 2004. Not adhering to the procedures can be considered as 

ineffective and inefficient and hence invalid tendering (PPA, 2004). 

 

Tender system, is adopted to procure materials at the most competitive rates and to 

eliminate chances of undue favor to any supplier. The prime objective is to avoid 

nepotism and give opportunity for all vendors. It is mainly used by the government 

and public sector undertakings as they will have to choose the best supplier without 

any bias. In tendering, the buying should be as impersonal as possible and should 

foster a spirit of competition. Tendering procedures require a lot of time and 

sometimes, the procedures may delay the purchasing of some of the goods. 

However, there are some factors which when observed, they could contribute to the 

effective tendering procedures. Many researchers in their researches have 

overshadowed these factors and concentrate more on the effectiveness of tendering 

procedures. The forgotten part of factors for the effective tendering needs some 

attention (Gopalakrishnan, 2008). 

 

1.3 Statement of the Problem 

Buying through tender is long favored by many organizations and purchasing 

professionals as an outsourcing purchasing method for efficiency and economy in 
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the procurement function (World Bank, 2010). Procurement includes all activities 

that pertain to the obtaining of goods, works and services including the descriptions 

of the requirements, selection and invitation of tenders, preparation of tenders and 

award of contracts. All these activities are done through the procurement process 

like procurement plan, preparation of tender documents, evaluation of tender 

documents and award of tender (Mayavi,2013). However, many organizations 

collapse due to poor tendering procedures. Tendering procedures when followed 

effectively brings good outcome. If tendering procedures are not adhered to 

corruption arises and the tender may be awarded to unqualified bidders as indicated 

above as a result, there will be a supply of low quality goods and services hence, 

failure to meet the targeted objectives (ibid). Public Procurement Act No 21 of 2004 

requires a high degree of transparency as all interested parties need to know and 

understand the actual means and process by which public contracts are awarded and 

managed (Baily, 2005).  

 

Likewise, Organization for Economic Co-Operation and Development (OECD) 

(2007), Experience reveals that in many procuring entities there are irregularities 

relating to the selection of consultants, procurement of goods, works and services 

and contract administration in general. Bribery of companies in obtaining contracts 

from public authority is also a global problem. Public procurement in selection of 

suppliers may be suspected for corruption and other irregularities because it is a key 

area where the public sector and private sector interact financially. 
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Selecting suppliers through tendering asserts that, suppliers were selected on 

personal interest and he recommended the purchasing should select good supplier 

basing on qualities. Moreover, suppliers are not appraised in their credibility and 

capability to supply materials in time and also, there were partial deliveries of 

materials, hence, he recommended that a capable and qualified supplier should be 

appointed Eriksson (2007). However; previous studies did not point out tendering 

procedure is effective.  

 

Compared to other countries, many public organizations perform poorly in tendering 

practices as pointed out by CAG (2006/2007), who reported that major deficiencies 

that have been cited in the procurement process of Public Authorities and other 

bodies are such as unlawful tendering process, absence of procurement management 

unit, lack of procurement specialists, lack of tender boards, and lack of procurement 

planning. Now, the problem could be that this area was not common at least in 

Tanzania.  

 

The complaints in purchasing departments on the effectiveness of procedures for 

evaluation of tenders indicate there is a knowledge gap about this subject matter, 

since it is not known what should be done in the public sector so as to effectively 

follow evaluation procedures in evaluating tenders. The prevailing challenges on the 

effectiveness of the tender evaluation process have enough to say that effective 

procedures for evaluation of tenders is not followed in public organizations or, if 

followed, they are not as required by the law (Kamaihanda,2014) . 
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There is a need to evaluate tendering procedure in public organisation. Tenderers as 

oppose to other type of client already is distressed with procedures and practices, 

dissatisfaction may have even severe impact on the implementation. In this regard, 

tenderer require prescribed procedure and process. Yet multiple complaints by the 

general public on unsatisfactory tendering procedures by many public organisations 

in Tanzania through mass media like television, magazine and social media are 

rampant. Therefore the aim of this study is to evaluate the challenges of tendering 

procedures in public organizations. 

 

1.4 Objectives 

1.4.1 General Objective 

The general objective of this study was to assess challenges for effective tendering 

procedures in public organizations, a case of TRA in Tanzania. 

 

1.4.2 Specific Objectives 

The specific objectives of the study were to; 

i. Assess and document the existing tendering procedures in TRA 

ii. Evaluate if the  tendering procedures in TRA is adhered  

iii. Assess challenges for effectiveness of tendering procedures in TRA 

 

1.5 Research Questions 

This study was guided by some research questions, in making a broad understanding 

of the objective of the topic which were;  

i. What are the existing tendering procedures in TRA? 

ii. How tendering procedures in TRA adhered? 

iii. What are the challenges affecting tendering procedures in TRA? 
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1.6 Significance of the Study 

The study, adds a body of knowledge and understanding on factors for the effective 

tendering procedures in public organizations, a case of TRA in Tanzania. The policy 

maker will learn a lesson on how best to help the Authority to examine the existing 

procedures, its effectiveness, weaknesses and ways of improving the tendering 

procedures and hence, help in solving different problems raised about tendering 

procedures. Findings of the study will provide ways for further investigation that is 

useful to other researchers, who will be interested in similar problem. The research 

study, is expecting to provide the research with potential knowledge with the area of 

his study. Moreover, results of the study will enable public organization and other 

stakeholders, to have good tendering procedures. 

 

1.7 Scope of the Study 

The study concentrated at TRA in Dodoma. This region large tenderer and other 

project. The study involved TRA staff from Dodoma who monitors the process, 

tenderer who involve in tendering. 

 

1.8 Limitation of the Study 

Some key limitations and delimitations of the study included the unavailability and 

inaccessibility of data or information, as well as financial constraints to implement 

field work, delays in starting interviews. The study counted on the reliable organized 

sources. Furthermore, it faced financial constraints and due to lack of research 

grants, the researcher had to depend on his own income and managed this limitation 

by using careful, the available funds so as to meet the research objectives. 
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1.9 Organization of the Study 

The research thesis, is comprised with five chapters whereas the following chapter 

incorporate literature review in which the theoretical review, an empirical evidence, 

conceptual framework and an empirical model have been deeply discussed; chapter 

three which covers the research methodology contains the research design, variables 

and their measurements, sample size, sources and types of data, Data analysis, 

including an econometric model, and the schedule of study activities. Chapter four 

includes the presentations, analysis and discussions of the findings and finally 

conclusions, policy implication and recommendations are contained in chapter five. 
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CHAPTER TWO 

LITERATURE REVIEW 

2.1 Overview 

This chapter provides the theoretical and the empirical literature review related to 

the study area. The view focuses on effective tendering procedures in public 

organizations (Tanzania Revenue Authority) and covers experiences of other 

organizations as well areas of relevance to the procurement process in a Tanzanian 

situation. Furthermore, it includes the theoretical of contingency and the empirical 

literature review of tendering procedures. Finally, presents and describes the 

conceptual framework for the study that was conducted. 

 

2.2 Theoretical Literature Review 

2.2.1 Definitions of Key Terms 

2.2.1.1 Procurement 

According to PPA (2004),  procurement means buying, purchasing, renting, leasing 

or otherwise acquiring any goods, works or services by a procuring entity and 

includes all functions that pertain to the obtaining of any goods, works or services, 

including the description of requirements, selection and invitation of tenderers, 

preparations and awards of contracts. Therefore, it can be concluded that, as a 

function, procurement is concerned with three main objectives which are right of 

goods (quality), time (schedule) and the right price (cost/budget) through the right 

supplier who can provide the right quantities required by a customer. 
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2.2.1.2 Procurement Process 

According to PPA (2004), Procurement process means the successive stages in the 

procurement cycle, including planning, choice of procedures, measures to solicit 

offers from tenderers, examination and evaluation of those offers, awards of contract 

and contract management. 

2.2.1.3 Procuring entity 

According to PPA (2004), means a public body and any other body, or unit 

established and mandated by the government to carry out public functions. 

2.2.1.4 Supplier 

According to PPA (2011), a supplier means a company, corporation, organization, 

partnership or individual person supplying goods or services, hiring equipment or 

providing transport services and who is, according to the contract, the potential party 

or the party to the procurement contract with the procuring entity. 

2.2.1.5 Tender 

According to PPA (2011), a tender means an offer, proposal or quotation made by 

the supplier, contractor or consultant in response to a request by the procuring entity. 

A tender system is adopted to procure a materials at the most competitive rates and 

to eliminate chances of undue favor to any supplier. The prime objective is to avoid 

nepotism and give opportunity for all vendors. It is mainly used by the government 

and public sector undertakings, as they will have to choose the best supplier without 

any bias. In tendering, the buying should be as impersonal as possible and should 

foster a spirit of competition (Gopalakrishnan, 2003). 
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2.2.1.6 Effectiveness 

The word „Effectiveness‟, has been defined by different researchers, for instance 

Arena and Azzone (2009), defined effectiveness as „the capacity to obtain results 

that are consistent with targets objectives‟, while Dittenhofer (2014), view as the 

ability towards the  achievements of the objectives and goals. 

2.2.1.7 Tender Board 

A Tender board is a committee or institution involved in the Government 

procurement procedure. It formulates the requirements for the intended purchase of 

goods or services, compiles these formulations in a tender document, and hands 

these documents out to interested suppliers, usually for a fee. After the closing date 

for bids, the tender board evaluates the proposals received and decides on the 

awarding of the tender (procurement Act, 2004). 

2.2.1.8 Tenderer 

According to PPA (2011), a tenderer means any natural or legal person or group of 

such persons, participating or intending to participate in the procurement proceeding 

with a view to submitting a tender, in order to conclude a contract and includes a 

supplier, contractor service provider or asset buyer. 

2.2.1.9 Tender document 

According to PPA (2011), A tender document means a written or electronic 

document or request, for a proposal inviting tenderers to participate in procuring or 

disposal by the tender proceeding and includes document inviting potential tenderer, 

for a pre-qualification. A tender document can also be defined as a document that 

explains about a project and its requirements to the intending bidders. A tender 
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document typically, contains a notice inviting tenders, instructions to bidders, the 

conditions, form of submission, and bill of quantities.  

 

2.3 Theoretical Bases of the Study 

In order to facilitate procurement by tender in public entities and in particular Local 

Government Authorities and in order to ensure adherence to the procurement 

procedures, there are six organs which must work together so as to get the intended 

goods, works and services as stipulated in PPA, 2004 and its regulations of 2005. 

These organs are:-  

(i) Public Procurement Regulatory Authority (PPRA)  

(ii) Accounting Officer (AO)  

(iii)Tender Board  

(iv) Procurement Management Unit (PMU)  

(v) User Department  

(vi) Evaluation Committee  

 

2.3.1 Tendering 

According to PPA (2004), tendering means the method of procurement whereby 

Suppliers Contractors or Consultants, are invited by the procuring entity to compete 

with each other in submitting priced tenders for goods, works or services. A tender 

can also be defined as a request a drawn by a procuring entity for offers or 

quotations, to be made by suppliers, service providers, contractors or asset buyers. 

 

Nair (1990) defined a „Tender‟ as the process of ascertaining availability and price 

of materials in sealed covers, which are opened and scrutinized at a predetermined 
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time by a tender committee. He then propounded that, the tender system includes the 

bidders to quote the lowest price, safeguards the interests of both the buyer as well 

as that of the bidders, ensures impartiality and fairness. 

 

Griffiths and Griffiths (2002), propounded that, a „Tender‟ may be seeking to 

establish two different types of contract between the person inviting the offer and the 

person submitting the successful tender, and there by entering in a contract.  

 

Mrope (2005), in his talking note given to BBA (PLM) during the procurement day 

said that, the reasons for tendering are making the best usage of public funds and 

ensure the value for money, put in place a fair practice in the public sector 

procurement, ensure maximum competition and accordingly, a fair treatment among 

suppliers, contractors and consultants. 

2.3.2 Tendering Procedure 

In public purchasing, procedures are usually codified within the standing orders that 

usually proscribe a cash limit above which tenders must be invited, the forms of 

contract to be used and to whom and under what circumstance responsibility, for the 

evaluation of tenders may be delegated (Lyson  and Farrington,2006). The following 

are procedures of inviting tenderers. 

 

Invitation to Tender (Advertisement) 

A procurement unit wishing to commence competitive tendering proceedings shall 

prepare tender notice, inviting suppliers or contractors to submit price offers for the 

supply of goods or to undertake the service or works required. 
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Issue of tender documents 

The procuring entity, shall provide tender documents immediately after the first 

publication of the tender notice and pay the required fee, if any which a receipt shall 

be given. 

 

Receipt of the Tender 

The secretary of the tender board shall on request give each bidder a receipt showing 

the time and date that the tenders were received and any tender received, after the 

deadline shall be returned unopened to the tenderer. 

 

Tender Opening 

All tenders received before the deadline time and date submission proceedings and 

the tender openings, shall take place at or immediately after the deadline time and 

date given in the tender documents for the receipt of tenders, and the names of all 

those present at the tender opening and the organization they represent, shall be 

recorded by the secretary of the tender board. 

 

Tender Evaluation 

The procuring entity shall evaluate on common basis, tenders that have not been 

rejected, in order to determine the cost to the procuring entity of each tender in a 

manner that, permits a comparison to be made between the tenders on the basis of 

the evaluated cost but the lowest submitted price, may not necessarily be the basis of 

selection and the award of contract. 
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Award of Contract 

After approval and recommendations, if the value is within its limit of authority, the 

procuring entity shall accept and award a contract in the form specified in the tender 

document. According to PPRA (2008), the award of the contract means passing the 

responsibility to provide goods, construction works, and services required to satisfy 

certain needs, at the right time. 

 

Collaborative Environment 

Business Wire (1998), explained the continuing expansion of e-business and 

commerce provides opportunities for improved business processes, which are more 

efficient and responsive, reduce the reliance on paper transactions and lead to 

reduced costs and time. The internet-based collaborative environment is one such 

opportunity. Collaborative environments, present a platform whereby various 

organizations involved in procurement could come together and address the 

procurement needs. This environment offers a standard platform for all parties 

involved to communicate, exchange data and information, data storage, archiving 

and much more. Most of all, it initiates a drive for IT integration through data and 

information interchange and reuse through a common environment. This common 

environment (or extranet), is generally a network which uses the Internet technology 

to link organization team members through private wide-area networks, that run on 

public protocols. The overarching goal is fostering collaboration and information 

sharing .Vlosky et al., (2000). 

 

The Tendering Process 

The tendering process contains the following major four stages; 



15 

Stage 1: Qualification and Selection 

During this stage, the principal compiles a preferred tenderers list by assessing each 

main contractor‟s technical qualifications and financial ability. The principal also 

publishes a brief project description to its preferred tenderers, and makes enquiries 

about their willingness to tender. Contractors who are interested in the project 

respond with their expression of interest. 

 

The principal compiles a preliminary list from the contractor‟s qualification 

(technical and financial). After the preliminary query and response, the principal 

compiles a draft and a reserve tenderer list. According to the final confirmation of 

the tenderers interest, the principal compiles the final tender list. For electronic 

tendering, potential tenderers should be requested to make a formal registration for 

tender. This step is to formalize keys and communication functions for the continued 

process. For example, a principal wants to call a tender for a project to construct a 

multi-level building block, and chooses to use the selected tender method on an 

electronic tendering system. The principal will search the register of the approved 

prospective tenderers, whose capability has been confirmed. According to their 

qualifications and financial ability, the principal will compile a preliminary list, and 

then prepare a document which briefly describes the project.  

 

The principal sends a query to all tenderers in the primary list about their willingness 

to tender for the project, along with the project descriptions. On receiving the query, 

tenderers will send a response to the principal as to their interest in the project. 
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The principal then compiles a draft tender list and reserves the tender list, which 

only contains a small number of registrants. If there are withdrawals, the principal 

will choose replacements from the reserved list, and compile a final tender list. If 

there are no withdrawals, the principal will finalize the tender list. The principal will 

then inform those not invited to tender, and request tenderers in the final list to 

register.  

 

Major documents generated at this stage, include submitted tenderer qualifications, 

project definition, tender lists compiled by principal and logged information. When 

handling documents, the principal must ensure that document integrity, 

confidentiality and authenticity are provided. All pre-tender information should be 

available to all potential tenderers instead of the principal‟s favorite tenderer 

. 

Stage 2: Tender Invitation and Submission 

During this stage, the principal publishes a detailed contract terms for a project, and 

sends invitations to all the preferred tenderers in the compiled list. Contractors 

submit their offers to the principal for evaluation. Normally, there is a time gap 

between the tender invitation and submission to allow interested parties, to prepare 

tender documents that match the principal‟s requirements. This stage, is the starting 

point of the contractual process and every step has to be evidenced and be publicly 

verifiable. At this stage, the principal finalizes the tender query documents, issue 

tender invitation, organize pre-tender meetings and clarify any queries made by the 

tenderers. Tenderers prepare their tender documents and submit within the specified 

time frame. After the submission and deadline, the principal will reject the late 

tenders, and open and record the submitted tenders. The major documents generated 
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in this stage contain tender documents prepared by the principal, invitation, minutes 

of meetings, notes and reports of evaluation committee, queries of tender 

documents, clarification of tender documents, rejections notes, logged information 

and tenderer submitted documents. 

 

Stage 3: Tender assessment 

During this stage of the tendering process, the principal opens the offer (documents 

submitted by the tenderers), and assesses each offer against the proposed quality and 

price. The principal will also perform a post-offer open negotiation to consolidate 

the contractual term conditions. After the assessment, the principal can select a 

preferred tender, and next preferred tender. 

 

For negotiations, the principal should negotiate with the preferred tenderer first. If 

the negotiations fail, it can then instigate negotiations with the next preferred 

tenderer. The principal also needs to perform other activities, such as rejecting non-

compliant tenders, logging activities for handling digital documents. Documents 

generated in this stage are rejection notices, evaluation results, recorded 

negotiations, and all logged information. 

 

Stage 4: Tender Acceptance 

At this stage, the principal makes a decision, and awards the contract to the winning 

tenderer. The principal prepares formal contract evidence to finalize the contracting 

process. This is the final stage of the tendering process, as well as the contracting 

process for selecting the main contractors. Steps involved are, the principal sends a 

formal acceptance to the winner and informs the unsuccessful tenderers. At this 
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stage, a successful tenderer issue an acknowledgment to the principal on receipt of 

the acceptance and the principal, prepares a formal record of the selection of the 

successful tenderer, and draws a formal contract evidence for both parties to sign by 

using standard forms. Documents generated in this stage include the formal 

acceptance notice, notification and the briefing of unsuccessful tenders and signed 

contracts. 

 

2.4 Game theory 

Game theory is the analysis of problems involving in interactions of rational agents. 

In a zero sum game such as tendering, where the winner takes all. This assumes that 

the competitors adopt the most profitable counter-strategy and the selection of the 

"best" defensive measures and that game theory applies when "the outcome of the 

behavior of firm and individuals does not depend on their own actions alone nor 

those combined by chance but also on the actions of others who sometimes oppose, 

sometimes fortify  the former". The basic assumption in game theory is that "each 

player is assumed to have known payoff' function, which depends on the strategy 

selected by that player and the strategy selected by the other players, and "conscious 

conflict" is ;In absolute requirement for game theory to apply Fudenberg and Tirole 

(1989) in one of the more formal recent statements of game theory state that it is 

based on "the assumption that his opponents are themselves rational, and are thus 

trying to make their own predictions and to maximize  their own payoffs" and that 

"any predictions that are inconsistent with this presumed but vaguely specified 

rationality are rejected inconsistent with this presumed but vaguely specified 

rationality are rejected".  
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2.5 Types of Tendering 

There are six types of tendering which is Open tender- This is an arrangement where 

an advertisement in a local newspaper or trade journals invites contractors to apply 

for a tender document. Open tender, are the tenders who are done through a proper 

advertisement in at least three or four leading national English language newspapers 

and in the trade Journals.  

 

Tenderers will usually have to quote in a prescribed tender form, along with an 

earnest money deposit. The tender documents are priced publications of the 

company, the specifications, terms and conditions of supply etc., and are given 

sufficient time to give their quotations. Once the quotation has been received and 

tenders are opened publicly, a comparative statement is made and the tender is 

awarded to the lowest tender meeting the technical specifications (Gopalakrishnan, 

2003). 

 

Second type the selective tender, this consists of drawing up a list of chosen firms 

and request them to tender. It is by far the most common arrangement because it 

allows the price to be the deciding criterion and all other selection factors will have 

been dealt with at the pre-qualification stage (Designing Buildings, 2016).  

 

Thirdly is the single Tender, Single tendering means sending the tender to one 

particular party. Normally, it is either for an item where there is only one supplier or 

for an item where the purchaser, has developed confidence in one supplier only and 

would just like to verify the current price, delivery etc. single tenders are also sent 

for items of proprietary nature. 
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Fourthly, Negotiated Tender, Under the negotiated Tender method, normally one 

contractor is approached and such tender mainly be used for a specialist work such 

as lift system or airport project at big level, in such case, there are limited number of 

contractors who provide such work in the market. It is based on one-to-one 

discussion with contractors to negotiate the terms of contract (PPA, 2004).  

 

Fifth type is the International Competitive Bidding (ICB), a method for 

procuring goods and services that require a notification to the International 

Community. Bidders from eligible countries as defined by the contracting agency or 

country, are given an equal opportunity to bid (PPA, 2004). 

 

Lastly, National Competitive Bidding, this is the type of tendering where by only 

local bidders is allowed to bid in a given tender. In this type of tender, International 

Bidders are not allowed to participate (PPA, 2004). 

 

2.5 Principles of Public Procurement 

According to the PPA (2004), all Public Officers and members of the Tender Boards 

who are undertaking or approving procurements shall be guided by the following 

basic considerations of the public procurement policy. The need for economy and 

efficiency in the usage of public funds and in the implementation of projects 

including the provision of related goods and services.  

 

The best interests of the public authority, in giving all eligible suppliers, contractors 

and service providers equal opportunities to compete in providing goods or 

executing works or providing services Encouragements of the national 
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manufacturing, contracting and service industries. The importance of accountability, 

fairness and transparency in the procurement process. 

 

2.5.1 Criteria for Tendering 

According to Dobler, Donald and But (1996), whom observed comprehensively on 

sourcing potential suppliers whom will be invited to submit their bids. They 

identified five criteria for a proper usage of competitive bidding so as to comply 

with obtaining fair price. The value of the specific purchase must be large enough to 

justify the expense, to both buyer and seller. 

 

The specifications of items or services to be purchased must be explicitly clear to 

both the buyer and seller. The market also, must consist of an adequate number of 

sellers. Not only that, but also the seller that makes up market must be technically 

qualified and actively want the contract and therefore, be willing to price 

competitively to get it. 

 

2.5.2 Parties Involved in the Tendering Process 

In the tendering process, there are specific parties involved in the tendering 

procedures. These parties are; 

 

Tender Board (TB) 

According to PPA, (2004) there shall be in each Ministry; independent department 

of Government, region, district, local government authority and parastatal 

organization, a tender board for the procurement of goods, services and works, the 

tender board, is responsible for adjudication of recommendations from the 
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procurement management unit and award of contract. The tender board is also 

responsible for reviewing all applications for variations, addenda or amendments to 

ongoing contracts, approving tendering and contract documents, approving 

procurements and the disposal by tender procedures, ensuring that the best practices 

in relation to procurement and disposal by the tender are strictly adhered by 

procuring entities. 

 

Accounting Officer (Chief Executive Officer) 

According to PPA 2004, there shall be a Chief Executive Officer of the authority 

who shall be appointed by the president, on such terms and conditions as s/he 

determines on contract for four years, and a renewable for only one further term. 

The Accounting Officer is responsible for management and operations of the 

authority and management of the funds, property and business of the authority. 

 

Procurement Management Unit (PMU) 

In every procuring entity, there shall be an established a procurement management 

unit staffed to an appropriate level. Functions of the procurement management unit 

are; managing all procurements and disposal by the tender activities of the procuring 

entity except adjudication and the award of the contract, supporting the functions of 

the tender board and implementing decisions of the tender board. The Procurement 

Management Unit also, acts as the secretariat to the tender board which is 

responsible for planning the procurement and disposal by the tender procedures, is 

responsible for preparing tendering documents, advertising tender opportunities, and 

also is responsible for preparing contract documents as well as issuing approved 

contract documents (PPA, 2004). 
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User Department 

The user department of procuring entity shall perform the following functions; they 

liaise with and assist the procurement management unit throughout the procurement 

or disposal by tender process, to the point of contract placement, they propose the 

technical specifications to the procurement management unit when necessary and 

certify for payment to suppliers, contractors or consultants (PPA, 2004). 

 

2.6 Methods of Tendering 

According to PPA 2004 and its Regulations, the followings are the methods of 

tendering; 

 

2.6.1 International Competitive Tendering 

A Procuring entity, shall invite suppliers, contractors, service providers or asset 

buyers regardless of their nationality by means of a tender notice, that shall be 

advertised nationally and internationally to submit priced tenders for goods, works 

or services or purchase of public assets. This form of tendering shall be used in all 

cases where payment may be made in whole or in part in foreign currency. 

 

2.6.2 National Competitive Tendering 

Procuring entity, shall invite suppliers, service providers, contractors or asset buyers 

regardless of their nationality by means of a tender notice, advertised only in the 

United Republic of Tanzania, to submit priced tenders for goods, services, works or 

purchase of public assets. Such form of tendering may be used in cases where goods, 

works or services, are available locally at prices below the international market. 
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2.6.3 Restricted Tendering 

The procuring entity, may restrict the issue of tender documents to a limited number 

of specified suppliers, contractors, or service providers when; suppliers, contractors 

or service providers have already pre-qualified further to the Public Procurement. 

(Regulation 15) Goods, works or services required are of a specialized nature or can 

be obtained from a limited number of specialized contractors. 

 

2.6.4 International and National Shopping 

Shopping, is a procurement method based on comparing price quotations obtained 

from several suppliers to ensure competitive prices, and is an appropriate method for 

procuring readily available off-the shelf goods or standard specification 

commodities, that are small in value. A tender board may approve for a competition 

to be invited through request for quotations at an international or national level. 

 

2.6.5 Minor Value Procurement 

A procuring entity may procure goods, services or minor works directly from a 

supplier, service provider or contractor where the value does not exceed the limit for 

the minor value prescribed in the Second Schedule of the Public Procurement 

Regulations or when there is no advantage to the procuring entity, which is likely to 

be obtained by seeking further quotations or by using other methods of procurement. 

 

2.7 Advantages of Tendering 

Tendering has the following advantages; it avoids the possibility of favoritism in the 

supplier selection as the selection is normally made by a panel or tender committee, 

it enables the buyer to understand in advance the amount of money involved in the 
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contract, and saves the buyer from criticism in case of unsatisfactory and encourages 

competition which results in favorable prices. 

 

2. 8 Disadvantages of Tendering 

Tendering has the following disadvantages, a contractor may underbid thus, leading 

to a subsequent disputes if goods or services supplied are unsatisfactory, and is 

unsuitable for emergencies as the \ time involved in the tendering is always long, 

some competent suppliers may get not to participate for fear of losing the 

competition and thus, loose some of their reputation. Tendering process is very 

costly, it is only desirable when the value of the transaction is reasonably higher, and 

the supplier selection process is even more complicated when bidders are equally 

good. Even an industry and the government are alike in using competitive bidding to 

buy highly technical products with vague specifications. 

 

2.9 Empirical Literature 

In this section, study shall review works done by other researchers (an empirical 

literature review) which relates to the topic under investigation. It basically aims at 

relating the theoretical literature review with findings of other researchers. The 

followings arethe reviews of similar researches which were done across the country 

by different researchers in the World. A review of relevant studies (from countries 

outside Tanzania). 

 

Visser and Erasmus (2007) as quoted by Stanley (2011), in his research on the 

assessment of the effectiveness of tendering procedures and regulations in local 

governments and Public sectors commented that, the government as the largest 
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buyer in the country and is responsible for ensuring that procurement policy 

supports and attains the overall economic objectives. 

 

It is the public knowledge and by the government‟s own admission that, the current 

system is outdated and is faced with a lot of challenges such as corruption, conflict 

of interest, lack of uniformity, theft, inflate prices, inadequate process and lack of 

proper monitoring. There in order to avoid all these problems calling for tenders for 

the supply of goods and services is the standard procedure in national government so 

as to bring the value for money. 

 

Tendering are performed in conformity to the laid down procedures and regulations 

as per the public procurement Act 2001 (currently we refer to PPA 2011), could be 

extensile and successfully achieved as well conclude by saying that, the pouring 

tendering procedures and not adherence to the public procurement Act requirements, 

has resulted into poor performances and poor outcome of the an intended goals and 

results. 

 

Mayavi (2013). on his report concluded that, most bidders are not energized and 

competent on tendering document probably because they are never taught about 

tendering procedures. He also sees that, it makes sense that the time bidders were 

collecting tender documents should be instructed about the filling process to reduce 

the problem of making decisions and evaluation process at large. 

 

However, it perturbing to note that favoritism has been experienced possibly 

because of the pre-qualification, such things which are supposed to be changed 
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because the newly contractor, could have been much advanced than the previous 

one. On his recommendations he said that, the bidding document should state clearly 

on what was supposed to be done and if not well done what actions should be taken 

on unsatisfactory filling. 

 

Further enough, the bidding document is supposed to be written in more than one 

language that is understandable to all bidders, for instance those Swahili bidders the 

document may be provided in Swahili language, in addition to that, he says the 

instruction should be provided when collecting the tender documents. 

 

According to Mukasa (1990), a tendering method has its advantages and 

disadvantages. Tender brings knowledge of new methods, technologies, products or 

services to the buyer, or otherwise not obtained through other purchase technique 

like a direct purchasing. While on the disadvantages he argued that the tender 

method is not suitable for urgent requirements. 

 

Tyembo (2013), in his research on the assessment of tendering procedures in local 

government authorities: the case of Mafia District Council concluded that, apart 

from the non-adherence to tendering procedures, Mafia District Council has a 

competent Tender Board with members having technical competence and skills, to 

undertake the required functions. The secretary to the tender board, is a procurement 

specialist and is the Head of Procurement department and he has the required 

qualification as by the PPRA. However, the study has noted some shortcomings that 

need to be addressed to make the exercise meaningful and effective. 
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Kime (2010), in his report assessment achievement of the value for money in local 

government authorities: a case of  Kahama Town Council found that, tender 

documents were not prepared in time and not in the format of PPRA standard 

tendering documents, tenders were not openly communicated, the general public 

short listed suppliers were directly contacted to participate. 

 

Mchangila (2003) said the government procurement practice should attain the best 

value for money as its key goal, because the government is spending taxpayers‟ 

money in the acquisition of required external resources as inputs for the provision of 

public services. But, Government Procurement faces problems of Bureaucracy, 

inadequate number of tenderers, poor quality supplies, lack of advertising funds, 

corruption, least qualified manpower and pressure from top management need to be 

tackled to avoid skipping of procedures in some instances and in other 

circumstances causing more delays in tender processing. 

 

CAG (1993/94), “there is large ignorance in the practice of Public Procurements as 

noted. For instance Ministry of Works bought 118 motor vehicles after a short 

period all of them were found defective”. 

 

2.10 Conceptual Frame Work 

The conceptual framework is a simplified systematic conceptual structure of the 

interrelated element in some systematic form such as, narrative statement or 

mathematical equation. It describes relationship between and among concepts and 

variables. It is through the framework which helps the researcher to formulate the 

research objectives and research questions/hypothesis. Figure 1 below shows how 
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the dependable and undependable variables of the study and how they related to 

each other. The main objective of the study, was to analyze the Assessment of the 

Factors Contributing to the Effective Tendering Procedures in Public Organizations; 

a case of Tanzania Revenue Authority (TRA) In Dodoma. The undependable 

variables identified are; duration taken in the process, unethical practices, Training, 

usage of ICT and Record Management, duration of time taken in tendering, 

influences effectiveness of a tendering process. Tendering process that took a long 

time before being processed will be affected by inflation. Prices of inputs will rise 

there by forcing the tendering firms to adjust the quoted prices consequently 

bringing confusion. 

 

Tendering process which took short duration brought about efficiency. Unethical 

practices such as favoritism, tribalism and political interference makes tendering 

ineffective, since the lowest bidders will not be awarded. Effective tendering system 

must be devoid of such unethical practices. Trained staff with an adequate 

knowledge on procurement procedures will improve effectiveness of tendering 

process unlike untrained staff. 
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Figure 2.1: Conceptual Frameworks 
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CHAPTER THREE 

RESEARCH METHODOLOGY 

3.1 Overview 

Research methodology, is the way to the systematically solving the research 

problem. It is a science of studying how research is done scientifically. When talking 

about research methodology it does not only mean methods, but it also, considers 

the logic behind the methods we use in the context of research study by explaining 

why, use a particular method or technique and why not others (Kothari, 1990). In 

this chapter, the researcher discussed the research design, also the targeted 

population, and the sample size, sampling techniques, methods of data collection, 

and lastly would explain how data were analyzed. 

 

3.2 Description of the study area 

3.2.1 Location 

Dodoma Municipality is located in the middle of the Country. It is bordered by the 

Chamwino district in the East and Bahi in the West.  It lies between Latitudes 06.00
0 

and 06.30
0
 South, and Longitude 35.30

0
 and 36.02

0
 East.  It is 456 kms to Dar es 

Salaam and 426 kms to Arusha. 

 

3.2.2 Population 

According to the population and housing census of 2012, Dodoma District had 

324,347 people of which, male are 147,469 and females 166,878 with a population 

growth of 2.8%. The current projected population is 507,141 people whereby males 

are 250,769 and females 256,720.  The number of households is 107,000.The target 

population of this study, will be all the population of Dodoma Municipal Council 

410,956 people. Including 2054 males and 205428 females (NBS, 2012).  
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3.2.3 Economic activities 

Main economic activities include crop and animal husbandry, beekeeping, petty 

businesses and employment in the Government and Private sectors. Major crops 

include maize, sunflower, simsim and beans. Key livestock are cattle, goats, sheep, 

donkey and pigs.  

 

3.3 Research Design 

Borg and Gall (2003), defines a research design as the procedures selected by the 

researcher for studying a particular set of questions or hypotheses, with the aim of 

obtaining the relevant data. The design of this study was across section by using a 

survey method. By cross sectional survey, data were collected by interviewing the 

representative sample at a single point in time i.e. between April 2017 and June 

2017, addressing the research problem, objectives and questions. 

 

3.4 Sampling Frame 

The nature of the study is based on tendering procedures. Thus, TRA employees 

(management, tendering department) and service providers (tenderers) in Dodoma 

Municipal constitute the relevant population. 

 

3.5 Sample Unit 

The sampling unit adopted in the study included a household  

 

3. 6 Sampling Size 

A sample is a smaller group of subject drawn from the population in which the 

researcher is interested in gaining information about the universe (Kothari, 2004). In 

addition, Kothari (2004), defines a sample as a collection of some parts of the 
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population on the basis of which a judgment is made. Therefore, a sample is small 

enough to make data collection convenient as well large enough, to be a true 

representative of the population from which it had been selected. Whereas, a sample 

size refers to the number of items to be selected from the population of the study to 

constitute a sample (Kothari, 2004).   

 

Sample refers to the number of items to be selected from the universe to constitute a 

sample. A reasonable sample will be selected to have the level of certainty that will 

make sure that, the level of certain characteristics of data to be collected represented 

the characteristics of the total population. 

 

The sample size will be obtained by using Slovin‟s formula; 

 

n = N / (1 + N* e
2
) 

Where:     n= Sample size 

  N= Total population 

e =Confidence level 

 

Total population of the selected from 410,956 people (NBS, 2012) and confidence 

level of 90%.  

 

Computation of sample size = 410,956 / (1+ 410,956 * 0.1
2)

 

                         = 99.97567 

Hence, 100 respondents were determined 

Due to nature of the study 50% of the sample size calculated was included, hence, 

50 respondents were surveyed. 
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3.7 Sampling procedure 

This study, has adopted two sampling techniques which are purposive and 

systematic sampling. The important issue which has influenced the choice of the 

sampling technique was whether a sampling frame was available, that is, a list of 

units comprising the study population. 

 

3.7.2 Purposive Sampling 

A purposive sampling was used to administer bank employees whom picked on 

virtue of their positions. The sample included the management cadre and tendering 

sections. The mentioned officers were selected by the virtual of their positions. 

 

3.7.3 Systematic Sampling 

A systematic sampling is a statistical method involving the selection of elements 

from an ordered sampling frame. The most common form of systematic sampling is 

an equal-probability method. In this approach, the progression through the list is 

treated circularly, with a return to the top once the end of the list is passed. This 

technique was used to select service provider, whom were contracted by TRA. The 

sampling begins by selecting an element from the list at a random and then every k
th

 

element in the frame is selected, where k, the sampling interval (sometimes known 

as the skip).  

 

3.8 Data collection methods and tools 

Data for the study were obtained from both secondary and primary sources during 

field survey. 
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3.8.1 Primary data 

Primary data collection was involved administering of the questionnaires to the 

service providers and officials. An additional primary data were collected through 

informal discussion. 

 

3.8.2 Secondary data 

Secondary data were obtained from the University of Dodoma (UDOM).Include the 

review of documentary sources both published and unpublished such as journals, 

research papers, reports, laws and policies, electronic sources and books pertaining 

to the study topic. These data also would be obtained from literature sources or data 

collected by other people for some other purposes. 

 

3.9 Data collection tools 

Tools for data collection were interview guides and questionnaires. They were 

translated into Kiswahili; the language that was used to collect data from the 

respondents then the translated tools in Swahili were translated back to English. 

After the translation the two English versions were compared for differences. Areas 

that would show a significant difference were harmonized.  

3.9.1 Questionnaires 

In this study, a questionnaire is going to be used in a large sample which could 

produce more reliable information. This method is very wide and allows the 

researcher to collect an appropriate and enough data from different types of 

employees. Both closed and open questionnaires were deployed in this study. 

 

The researcher pre-tested the questionnaires to assess the validity and reliability of 

the tools, and constructed short and simple closed ended questionnaire, which would 
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not affect the cooperation between the researcher and the respondents (Kothari, 

2004).  

 

3.9.2 Interview 

The study employed semi-structured interview because this technique allows a 

greater depth than is the case with questionnaires, that is, there is a direct interaction 

between the researcher and the respondents.  The method eliminated all 

misinterpretation raised during answering the questions this is because the 

researcher has a chance to explain the purpose of the study and clarify queries, 

which rises during the interviews. Semi-structured interview was particularly useful 

in the collection of the qualitative data due to their flexibility (Patton, 2002). The 

study has used the method in order to gather information from the officials.  

 

3.10 Data analysis 

For the quantitatively approach, a data base was created, questionnaires were 

checked for completeness. A statistical Package for Social Science (SPSS) package 

was used in analyzing data.  The analysis involved coding, data entry, data cleaning, 

and the generating of descriptive statistics. The descriptive statistics include 

frequency tallies, and their corresponding percentage scores. 

 

3.11 Ethical Issues 

Ethics aims to protect participants from harm and to promote their welfare.  Data 

were only accessed by the researcher and the respondents participated in the 

research voluntarily, no one was forced into participation. The researcher avoided all 

events that would have brought embarrassments to the respondents by making them 

feel free to provide information. The researcher informed the respondents the 
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purpose and objectives of the study so that, they were aware with the situation and 

confidentiality were maintained. “Respondents were protected by keeping the 

information given confidential (Mugenda & Mugenda, 1999). 

 

3.12 Reliability 

The researcher ensured reliability of data. According to Trochim (2006) reliability 

has to do with the quality of measurement.  The researcher intended to analyze 

factors contributing to effective tendering procedures, in public organization in 

Tanzania Also, to ensure the confidence of the research findings, the various data 

collection approach namely qualitative and quantitative approach (triangulation) was 

used. 

 

3.13 Validity 

Kothari (2004), defines validity as the most critical criterion that indicates the degree 

to which an instrument measures, what it was intended to measure. To test the 

validity of this research tool, the pre-test of the questionnaires was done. Moreover, 

the study has used scientific tools including descriptive analysis, explanatory data 

analysis to test the collected data and ensure its validity. 
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CHAPTER FOUR 

PRESENTATION AND DISCUSSION OF THE FINDINGS 

4.1 Overview 

This chapter provides the presentations, analysis and the discussions of the research 

findings. The first section, gives the background characteristics of the respondents. 

This chapter has covered the existing tendering procedures in TRA, the effectiveness 

of tendering procedures in TRA and factors that contribute to the effectiveness of the 

tendering procedures in TRA. 

 

4.2 Demographic Characteristics of Respondents 

This section, presents the background characteristics of the respondents as well as 

their variability in their profiles, and has intended to explore the respondents‟ 

composition in terms of age, sex, marital status, level of education and work 

experience. 

 

4.2.1 Age of the Respondents 

The researcher was interested to understand the ages of the respondents in the study 

area with an idea that it could influence the tendering procedures in public 

organizations. Findings have found that (40%) were aged between 36 to 45 years, 

found significant (20%) 16 to 35; others (10%) were aged between 46 – 55 years and 

below (Table 4.1 below). 
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Table 4.1: Percentage distribution of the respondents and ages 

Age category Frequency Percent 

16-25 10 20.0 

26-35 10 20.0 

36-45 20 40.0 

46-55 5 10.0 

56+ 5 10.0 

Total 50 100.0 

Source: Survey Data, 2017 

 

4.2.2 Respondents distribution by level of education 

With the level of education of them and its implication to the tendering process, it 

has been revealed that, fifty (50%) had college level and above. (35%) secondary 

education, as well (10%). (5%) did not attend school. Collier, P (2008) said that, “in 

order for a country to have a chance to play in the global economy, it needs to break 

free of the traps, which is not easy. Hence, to turn a country around it helps to have a 

pool of educated people”. It is an advantage to have at least 2/3 of the population 

with secondary education; otherwise it is very difficult to break from the cycle of 

poverty. Figure 4.1 below. 
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Figure 4.1: Percentage distribution of the respondents and level of education 

0% 5% 10%

35%

50%

Level of Education No Formal Education

Primary Level Secondary Level

College Level (Dip and Degree)

 

Source: Survey Data, 2017 

4.2.3 Sex 

The researcher was interested to understand the sex of the respondents and trace its 

influence on tendering process. The study has involved both males and females, and 

it was found out that, majority (90%) were males, while (10%) females. This implied 

that, men participated more in tendering process than women. Table 4.3 below. 

 

Table 4.2: Percentage Distribution by Sex 

Sex Frequency Percent 

Males 45 90.0 

Females 05 10.0 

Total 50 100.0 

Source: Survey Data, 2017 

 

4.2.5 Level of work Experience of the Respondents 

The level of work experience, is an important demographic variable in this study 

because it the researcher to find out, whether the perceptions of the respondents 
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towards tendering was influenced by their level of work experience. The study, has 

analyzed the level of experience of them and their feedback was documented which 

has shown that, 24% of them, had an experience of up to 3 years, 56%  4-7 and 20% 

of them had an experience of more than 8 years. Table 4.4. 

 

Table 4.3: Level of Work Experience of the Respondents 

Ex Frequency Percent 

0 -3 years  12 24.0 

4 -7 years 28 56.0 

≥ 8 years  10 20.0 

Total 50 100.0 

Source: Survey Data, 2017 

 

4.3 Existing Tendering Procedures in TRA 

The study, wanted to understand the existing tendering procedures at the TRA as to 

trace its influence on tendering process. It was then revealed that, tendering process 

contained the following major four stages as prescribed by the public procurement 

(tendering) act of 2001, which was found out at the (www.ppa.go.tz).These stages 

are; tender advertisement, submission, opening, assessment and tender award. 

During the tender advertisement, the Tender Board advertises tenders in various 

newspapers and welcomes tenders to submit their tender documents. While in the 

tender submission, it compiles a list of tenderers based on their qualifications. 

 

Stage 1: Tender Advertisements 

During this stage, bidders are required to submit their tender documents in 

accordance to the requirements specified in the tender advertisement. It is by using 

http://www.ppa.go.tz/
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these requirements that, the TRA uses the criteria to qualify and or disqualify 

bidders. During the tender advertisement, the advert is usually printed in public and 

private owned newspapers. 

 

Stage 2: Tender submissions 

During this stage, the Tender Board compiles a list of tenderers based on their 

qualifications. Qualified tenderers are then invited to submit their tender documents 

that express their ability and capability, to execute the tender according to the 

project‟s description. On receiving the query, tenderers send a response to the 

principal as to their interest in the project. During tender submission, the Board 

compiles a list of tenderers based on their qualifications. A study conducted by 

PPRA (2010), on tendering in the construction sector in Tanzania revealed that, 

tender documents were produced and then, packaged all relevant contract documents 

in an electronic form and then sent by e-mail. Tender documents also, were then sent 

to the contractors through the client‟s tendering portal. All contractors were given a 

web link through which they download tender documents. All returned tenders from 

contractors were returned via the client‟s tendering portal by uploading them. 

Returned tenders were opened by clients at the same time. However, there was no an 

opportunity for the consultants involved to be present at the tender opening. To 

conclude the tendering process, all returned tenders were sent back electronically to 

the contractors for analysis and reporting (PPRA, 2010). Likewise, Awidi (2008), 

identifies the advantages tendering as being the reduction in the levels of tender 

administration and providing a single source of information. As well there was no 

duplication of any tender documentation, including sending multiple e-mails or 

copying disks. 
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Stage 3: Tender Openings 

During this stage, the Tender Board invites all tenderers to the opening ceremony, 

where tender documents were opened in the presence of all tenders. The tender 

board makes sure that, tenders have submitted all the necessary documents and those 

they have complied with all requirements. There is a time gap between tender 

submission and tender opening normally. 

 

Stage 4: Tender Assessments 

The fourth stage is the tender assessment. During this stage of the tendering process, 

the Board assesses each tender document against the specified requirements. Also, 

performs a post-offer open negotiation to consolidate the contractual term 

conditions. After the assessment, the principal can select a preferred tenderer, and 

the next preferred tenderer. The study findings agree with (Mayavi, 2013), who 

reported that, the Tender Board at CBE assesses each tender document against the 

specified requirements; She also continued that it performs a post-offer open 

negotiations to consolidate the contractual term conditions. After the assessment, the 

principal can select a preferred tenderer, and next preferred tender. However, during 

tender award, the Tender board makes the final decisions to award tenders to 

successful bidders. 

 

Stage 5: Tender Awards 

This stage, the Tender board makes the final decisions to award tenders to the 

successful bidders. Thereafter, it prepares the formal contract evidence to finalize 

the contracting process. This is the final stage of the tendering process as well as the 

contracting process for the selection of the main contractors, and board make formal 
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acceptance and then tenderer informs the unsuccessful tenderers. These findings 

agree with (Mayavi, 2013), who reported that, the Tender Board at CBE after the 

tender has been awarded, what follows next was the release of funds to tenderness, 

so that the tendering process could be executed. After a certain interval of time, the 

tender board conducts a periodic tender evaluation to make sure that, the procured 

goods and services were submitted in the right quantity, quality and within the 

agreed timeframe. Furthermore, these findings are similar to the findings of the 

study conducted by Eriksson and Laan (2007), whom conducted the procedures used 

by public institutions in Tanzania in tendering. The tendering procedures elaborated 

in this study are similar to procedures. The study also has found out that, almost all 

processes involved in the tendering process done by TRA were effectively. 
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Figure 4.2: The diagram below represents the stages involved in tendering at 

TRA. 

 

Stage 1: Tender Advertisement 

 

 

Stage 2: Tender submission 

 

 

                                                     Stage 3: Tender Opening 

 

 

Stage 4: Tender Assessment 

 

 

 

Source: Survey Data, 2017 

 

4.4 Tendering Process in TRA 

4.4.1 Effectiveness of Advertisements of Tenders  

The study has analyzed the feedback of the respondents on whether the 

advertisements of tenders were done effectively. Findings have shown that, 64% of 

the respondents strongly agreed, that advertisements of tenders were done properly, 

23% agreed, 7% not sure, 4% disagreed and 2% of the respondents strongly 

disagreed. Table 4.4 below. 
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Table 4.4: Advertisement of Tenders is done Properly 

Criteria Score Percent 

Strongly agreed 64 

Agreed 23 

Not sure 7 

Disagreed 4 

Strongly disagreed 2 

Source: Survey Data, 2017 

 

4.4.2 Submission of Tenders  

In analyzing the feedback of the respondents on whether the submissions offenders 

were conducted properly. Findings below show that, 82% of them strongly agreed 

that submission of tenders were conducted properly, 8% agreed, 2% not sure, 2% 

disagreed and 6% of the respondents strongly disagreed. Table 4.5 below. 

Table 4.5: Submission of Tenders is conducted properly 

Criteria Score Percent 

Strongly agreed 82 

Agreed 8 

Not sure 2 

Disagreed 2 

Strongly disagreed 6 

Source: Survey Data, 2017 

4.4.3 Tender openings were conducted properly 

The analysis on whether tender assessments were conducted properly. Findings 

below show that, 68% of them strongly agreed that tender opening was conducted 

properly, 16% agreed and 8% of them were not sure. Other results are as shown in 

Table 4.6 below. 
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Table 4.6: Tender opening is conducted properly 

Criteria Score Percent 

Strongly agreed 68 

Agreed 16 

Not sure 8 

Disagreed 5 

Strongly disagreed 3 

Source: Survey Data, 2017 

4.4.4 Tender Assessments were conducted properly 

Findings on whether tender assessment was conducted properly. Findings below 

show that, 41% of them strongly agreed that tender assessment was conducted 

properly, 22% agreed, 9% not sure, 18% strongly disagreed and 10% of the 

respondents disagreed. Table 4.7 below. 

 

Table 4.7: Tender Assessments were Conducted Properly 

Criteria Score Percent 

Strongly agreed 41 

Agreed 22 

Not sure 9 

Disagreed 10 

Strongly disagreed 18 

Source: Survey Data, 2017 

4.4.5 Tender Awards were conducted properly 

With the analysis on whether tender awards were conducted properly. Findings 

below have shown that, 9% of the respondents strongly agreed that tender awards 

were conducted properly, 11% agreed, and 19% not sure, 40% strongly disagreed 

and 21% of the respondents disagreed. These findings agree with McClelland (2006) 
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who analyzed the tendering in Scotland in his study titled; “Review of Public 

Procurement in Scotland: Report and Recommendations”. The study made a detailed 

review of the public sector procurement, assessment of the structure, organization, 

practice and opportunities presented by tendering. The overall, findings of the study 

highlighted the need to adopt tendering as a way of improving public procurement. 

Table 4.8 below. 

 

Table 4.8: Tender Assessments were Conducted Properly 

Criteria Score Percent 

Strongly agreed 9 

Agreed 11 

Not sure 19 

Disagreed 21 

Strongly disagreed 40 

Source: Survey Data, 2017 

4.5 Effectiveness of TRA in Conducting Tendering Process 

The researcher analyzed the feedback of the respondents on the effectiveness of 

TRA in conducting tendering process. Findings below show that, 50% of the 

respondents had the opinion that TRA was very effective in conducting tendering 

process, 20% effective, 18% not sure, 2% less effective and 10% of the respondents 

opined that it is not effective. From an economic stand point of view tendering 

enhanced efficiency through transaction cost savings and reduced direct 

procurement costs. While transparency, accountability, ease of use, speedy exchange 

of information, including other intangible benefits such as reduced administrative 

costs involved in advertisements, screening and awarding of tenders (Swai, 2008). 

Other study by (PPRA, 2010) has revealed that, the most significant advantage of 
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tendering was to reduce cost and time. However, the exercise was also faced by 

various challenges such as; inconsistencies in the tender return and tender analysis 

phases. This could be a problem emanating from the level of proficiency in 

computer usage by contractors. Table 4.9 below. 

 

Table 4.9: Effectiveness of TRA in Conducting the Tendering Process 

Criteria Score Frequency Percent (%) 

Strongly agreed 25 50 

Agreed 10 20 

Not sure 5 18 

Disagreed 1 2 

Strongly disagreed 5 10 

Total 50 100 

Source: Survey Data, 2017 

4.6 Factors contributing to the ineffectiveness of tendering method  

The study, has analyzed factors which contributed to ineffective tendering 

procedures at TRA. The researcher observed several factors that lead to ineffective 

tendering procedures at TRA as follows. 

 

4.6.1 Delays of award contract to the responsive bidders 

Findings have shown that, about 14% hindered the effectiveness of TRA in 

conducting tendering was delays of award contract to the responsive bidders. In this 

case, the proposed contract was read to be awarded to the responsive supplier or 

bidder, but members of the tender board were busy with other activities which led to 

difficulties in approving recommendations from tender evaluation committee.  
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4.6.2 Delays/Lack of funds 

This was other major problem identified that affect the performance of tendering 

procedures at TRA Under this case, the central government is the major source of 

funds for financing project in the authority. It happens that TRA advertises tenders 

expecting to get enough funds but it has not always been the case. The government 

remits funds in installments thus affecting the process. So this may lead to selection 

of incompetent bidder in term of quality since it is the lowest bidder hence leaving 

the competent tendered simply because they quoted high prices. 

 

4.6.3 Lack of awareness and knowledge about the PPA No 21 of 2004  

The findings reveled that most of members in the TRA are not aware of PPA No 21 

of 2004; they usually depend on the secretary tender Board of the Authority to 

interpret and give them clarification. Therefore it looks the secretary need more time 

for preparation for defending or explaining to any doubt relating to procurement or 

tendering. These results helped the researcher to realize that there is poor knowledge 

about the tendering procedures to the members of tender Board at TRA. These 

findings show that, lack of competence was not among the factors that hindered the 

effectiveness of TRA in conducting tendering 

 

4.6.4 Intentionally High price charged by supplies on goods and services 

The finding revealed that experiences shows that suppliers charged high prices for 

the items intentionally is common practice (31%). This was due to the fact that 

payments were made late so one need to project the price taking into considerations 

of inflation effect. Thus, once the items were supplied normally payment took over a 

long period of time until they are made, the researcher also saw that no serious 
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market survey was undertaken to see prices for most common items so as to 

overcome the problem of being charged high prices.  

 

4.6.5 The deliveries of item requested by user department 

The study findings revealed that user departments complain about delivery of items 

several times. It takes a long time for the goods to be processed and delivered to 

users (17%). This is because the TRA supplies officers are becoming confused since 

there are many orders placed that they could not remember them once and this is 

because they are few. This brings some misunderstanding between the users and the 

procurement specialists about when their goods will be delivered. Tyembo (2013) in 

his study on assessment of tendering procedures in local government authorities 

showed that not only late derivers complication also poor implementation of 

procurement plan hindering the process. 

 

4.6.6 ICT and network related problems 

On the major problems tenderers faced during in tendering process application. 

Findings have revealed that, despite of many benefits of tendering, major problems 

tenderers faced were the ICT challenges and disruptions in the network connections 

(14%) Table 4.10. The study is in line with Liao et al (2002), whom noted that, the 

Taiwan government did encounter problems in satisfying the large degree of training 

required for personnel and also, possible disruptions in the network connections due 

to heavy usage. Thus, before tendering can be fully adopted, governments must have 

sufficient manpower resources to deal with tendering.. Likewise, Brockway, D. and 

Hurley, M. (1998) also identify that, problems arise with the communication and 

sharing of information through using tendering systems. For example, the contractor 
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may have adequate skills, equipment and capabilities to complete tenders on line. 

But how do they communicate this information to their subcontractors whom may 

not have such capabilities. Other study by Mlinga (2007), tendering, is a practice 

involving a complex web of legal issues which must be known before tendering. The 

unguarded usage of electronic technology in tendering and post-tendering has 

created contradictory effects, such as the tradeoff between efficiency and security.  

 

Figure 4.3: Shows Factors contributing to the ineffectiveness of tendering 

method 

 

Source: Survey Data, 2017 



53 

4.7 Training on Tendering process/Procurement  

Data revealed in the past five years have shown that, majority of officials had 

attended training regarding to tendering process and records keeping management 

by (95%). The survey has found out that, only 5% didn‟t attend training due to fact 

that, most of them were newly employees. The training attended on ethics to handle 

records and policy in TRA, all respondents said yes that training was an important 

component to be considered. Figure 4.11 below.  

 

Table 4.10:  Distribution of Respondent and Training Attended 

Criteria Frequency Percent 

Yes 45 95.0 

No 05 5.0 

Total 50 100.0 

Source: Study findings, 2017 

 

4.8 Problem in Record Keeping in TRA 

Data have revealed that, the organization was efficient in records keeping due to 

sufficient tools and personnel. Majority of records were on electronic equipment and 

no delay of making decisions and support from the management. 

 

4.9 Criteria used in getting qualified tenderer  

Table 4.12 below show that, 73.3% of the interviewed respondents reported that 

skills and qualifications, were the basic criteria used in getting candidates to work 

with a contractor. Other factors mentioned were gender consideration (20%) and job 

experience (7%). Hence, one can conclude that, to be contracted in TRA you need to 
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have skills and qualifications required for the work which is good in improving job 

efficiency. 

 

Table 4.11:  Percentage distributions of respondents to the criteria used in 

getting qualified contractor 

Criteria Frequency Percent 

Job Experience 2 6.7 

Skills And Professional 22 73.3 

Gender And Favoritism 6 20.0 

Total 30 100.0 

Source: Study findings, 2017 
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CHAPTER FIVE 

CONCLUSION AND RECOMMENDATIONS 

5.1 Introduction 

This chapter presents the conclusions and recommendations. The first section 

provides the conclusions; policy implications while recommendations are discussed 

in section two. The last section gives areas for future studies. 

 

5.2 Conclusions 

An effective tendering procedure is emphasized to all public and parastatal 

organizations. Through an effective tendering procedure an organization can attain 

the value for money. However, the reports do provide evidence that tendering 

procedures were occurring at a slower pace than organization expectation.. 

 

Findings of the study have shown that, the tendering procedures used by TRA 

follows five steps namely; tender advertisements, submissions, openings, 

assessments and tender awards. During the tender advertisements, the Tender Board 

advertises tenders in various newspapers and welcomes tenders to submit their 

tender documents. During tender submissions, compiles a list of tenderers based on 

their qualifications. Qualified tenderers are then invited to submit their tender 

documents that express their ability and capability, to execute the tender according 

to the projects description. On receiving the query, tenderers send a response to the 

principal as to their interest in the project. During tender openings, the Tender Board 

invites all tenderers to the opening ceremony where tender documents are opened in 

the presence of all tenders. 
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During tender assessment, the Tender Board assesses each tender document against 

the specified requirements. Also, performs a post-offer open negotiation to 

consolidate the contractual term conditions. After the assessment, then the principal 

can select the preferred renderer, and the next preferred tender. During tender 

awards, the Tender board makes the final decisions to award tenders to the 

successful bidders. The study also has found that out the proposed stapes were done 

properly.  

 

This study concludes that, delay to award contract to the responsive bidders; Lack of 

funds; Lack of awareness and knowledge about the PPA No 21 of 2004 and its 

regulation of 2005; Intentionally High price charged by supplies on goods and 

services; Deliveries of item requested by user department; Poor implementation of 

procurement plan and ICT and network related problems hinders the process. An 

overall, TRA is effective in following tendering procedures 

 

5.3 Recommendations 

From the findings of the study, the researcher would like to make the following 

recommendations. 

i. Government should emphasis on  tendering procedures to be open and 

known to key stakeholders 

ii. Government should ensure tender award and assessment should be done in 

transparency way 

iii. Lack of awareness and knowledge about the PPA No 21 of 2004 more 

capacity building to responsible staff dealing with tender on PPA rules and 

regulation is inevitable  
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iv. TRA should put more efforts on having enough number of skilled manpower 

who will exercise their expertise efficiently. The study further recommends 

that, it is urged that both buyers and suppliers should consider the benefits 

attained, when tendering procedures are followed fully and hence, overcome 

all problems. 

 

v. More sophiscated tools are encouraged to improve work performance TRA 

should hire more personnel who have the necessary skills, knowledge and 

experience with regards to tendering. The government also, should allocate 

more funds for the tendering process so as to make it more effective 

 

5.4Area for Further Studies 

 It is believed that, this study has provided an insight into the important challenges 

affecting tendering procedures. However, there could be other factors affecting 

governance and accountability that need to be identified. Therefore, it is felt that 

further research need to be carried out in the areas stated below: Finally, it is hoped 

that this study would provide motivation to further research. 
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APPENDICES 

Dear respondents, 

My name is SHABANI JAFARI. I am studying Masters of Business 

Administration (MBA) at the University of Dodoma (UDOM).I am doing a research 

about the tendering procedures in public organizations; a case of Tanzania Revenue 

Authority in Dodoma Municipal, Tanzania. The study respondents include tenderers 

and TRA officials 

 

Being a member of the panel you are kindly requested to answer the following 

questions that will be asked.  Please go through each question, by following the 

relevant instructions and freely provide your answers to indicate your opinions. The 

information, which you would provide, will be used for an academic purpose only 

and will be treated with a high degree of confidentiality. 

 

Appendix 1: Questionnaires for top Management 

Please tick (√) the appropriate answer or fill in the gap 

1. Have you attended the accounting officer seminar conducted by PPRA? 

(i.) Yes ( ) 

(ii.) No ( ) 

2. Does the TRA allocate enough funds for tendering procedures? 

(i.) Yes ( ) 

(ii.) No ( ) 

3. Do you pay suppliers on time? 

(i.) Yes ( ) 

(ii.) No ( ) 
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4. PMU can differ with User Department / Tender Board has you encounter with 

such a problem? 

(i.) Yes ( ) 

(ii.) No ( ) 

Explain……………………………………. 

5. If yes how did you solve the problem? 

(i.) ………………………………………………………………………… 

(ii.) ………………………………………………………………………… 

(iii.) ………………………………………………………………………… 
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Appendix 2: Questionnaires for Procurement Department 

PART A. Personal Information 

1. Name of respondent....................................................... 

2. Sex      

  2.1 Male              (            ) 

2.2 Female           (            ) 

3. Age  .................................. 

4. Level of education............................................................ 

5. Position/Occupation............................................................ 

6. Working experience........................................................ 

7. District............................................................................... 

 

Please tick (√) the appropriate answer or fill in the gap 

1. Is PMU department well-staffed? 

(i.) Yes ( ) 

(ii.) No ( ) 

2. If not what is your suggestion? 

(i.) ………………………………………………………………………… 

(ii.) ………………………………………………………………………… 

(iii.) ………………………………………………………………………… 

 

3. Does the organization budget comply with APP? 

(i.) Yes ( ) 

(ii.) No ( ) 

4. Does the Organization pay suppliers on time? 
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(i.) Yes ( ) 

(ii.) No ( ) 

5. Does the tendering procedure followed effectively? 

(i.) Yes ( ) 

(ii.) No ( ) 

6. Does the organization advertise tender opportunity in to the public? 

(i.) Yes ( ) 

(ii.) No ( ) 

7. What are the problems you face on tendering procedure? 

(i.) ………………………………………………………………………… 

(ii.) ………………………………………………………………………… 

(iii.) ………………………………………………………………………… 

 

8. Does the organization invite tenderers during opening ceremony? 

(i.) Yes ( ) 

(ii.) No ( ) 

9. Does the organization evaluate tenders through evaluation committee? 

(i.) Yes ( ) 

(ii.) No ( ) 

10. Does the organization inform bidders who lose the tender? 

(i.) Yes ( ) 

(ii.) No ( ) 

11. (a) Are there computers in your office? 

(i) Yes  (  ) 

(ii) No  (  ) 
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12. (b) if yes, what is their estimated number 

(i) 1-5     (  ) 

(ii) 6-10    (  ) 

(iii) 11-20    (  ) 

(iv) Above twenty   (  ) 

 

13. How many IT specialists are there? 

(ii) 1-5  (  ) 

(ii) 6-10  (  ) 

(iii) 11-20   (  ) 

(iv) Above twenty  (  ) 

14. Are computers used in any stage of tendering? 

(i) Yes  (  ) 

(ii) No  (  ) 

If yes specify …………………………………… 

15. Do you advertise tendering processes in your website? 

(i) Yes  (  ) 

(ii) No  (  ) 

16. Do you advertise tendering processes in your website? 

........................................................................................................................................ 

17. Does the training content enable you improve your performance in your duties? 

(i) Yes  (   ) 

(ii) No  (   ) 
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18. How has training helped you in the area of tendering procedures in the 

organization? 

……………………………………………………………………………………..…

……………..…………………………………………………………………………

…………………………… 
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Appendix 3: Questionnaires for Tenderer 

Did you submit your requirements to PMU at the right time? 

(i.) Yes (  ) 

(ii.) No (  ) 

2. Does the PMU department help you to get your needs at the right time? 

(i.) Yes ( ) 

(ii.) No (  ) 

3. If not what do you think is the reason for your need to be not supplied at the 

right time? 

(i.) ………………………………………………………………………… 

(ii.) ………………………………………………………………………… 

(iii.) ………………………………………………………………………… 

4. Do you have any suggestion concerning PMU at TRA? 

(i.) Yes ( ) 

(ii.) No ( ) 

5. If yes what are your suggestions? 

(i.) ………………………………………………………………………… 

(ii.) ………………………………………………………………………… 

(iii.) ………………………………………………………………………… 

6. How often do you attend training on tendering process? 

(i) Regularly  (  ) 

(ii) Monthly  (   ) 

(iii) Quarterly  (   ) 

(iv) Yearly  (   ) 

(v) Others (Specify)……………………………… 
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7 Ranks the process for tendering  

Criteria Score 

 

Strongly 

agreed 

Agreed 

 

Not sure 

 

Disagreed 

 

Strongly 

disagreed 

Advertisements,       

Submission      

Opening      

Assessment       

Tender Award      

      

 

8.  Effectiveness of TRA in Conducting the Tendering Process 

Criteria Score Score  

Strongly agreed  

Agreed  

Not sure  

Disagreed  

Strongly disagreed  

 

9. What are factors contributing to the ineffectiveness of tendering method? 

 

10. What are basic criteria used in getting qualified tenderer you think? 

 

11. What are challenge you usually facing 

…………………………………………………………………………………………

………………………………… 
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Appendix 4: External Examiners Corrections 

 

 

ISSUE Amended Pages ACTION 

Title  Roman (i) Amended. Word assessment was 

added  

Abstract  Roman (iv) Contains all important section 

and major result must be 

presented with  quantitative data  

Background  Page 1 Revised TRA Dodoma issues  

were added  

Statement of 

problem  

Page 2 There is a clear gap  

The complaints in purchasing 

departments on the effectiveness 

of procedures for evaluation of 

tenders indicate there is a 

knowledge gap about this subject 

matter, since it is not known 

what should be done in the public 

sector so as to effectively follow 

evaluation procedures in 

evaluating tenders. 

Objectives  Page 4& 5 SMART  

Significance of the 

Study 

Page 5 & 6 Well presented as required  

Scope Page 6 Added 

Definition  Page 7, 8, & 9 These are key words  

Theory Page 10 Game theory added 

Empirical studies  Page 24 Revised and added  

CFW Page 27 Revised  

Hypothesis Page 27 No hypothesis  There is research 

questions  
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Paradigm   Impliedly  

Population Page 30 Stated  

Unit of analysis Page 35 & 36 HH/ Person 

Variables  Page 27 Explained  

Data analysis Page 35 Descriptive analysis suffice for 

this study  

Summary of data  Not important  

Limitation   Shown  

Further research   Revised  

References  Page 59, 60,61,62,63,64, & 

65 

ALL ADDED  


