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Abstract

Purpose – To date little is known about the actual level of utilisation of digital/web-based interaction
technologies in purchasing and supply management (SM) in the UK. This paper seeks to address this
gap in the extant knowledge through empirical research in a UK setting. It examines the level of
usage, the uses, the perceived benefits, and future perspective on the use, of web-based technology in
purchasing and SM.

Design/methodology/approach – An empirical survey of UK-based organisations was
undertaken. Information simultaneously collected on the buyer-supplier relationship orientation of
the firms in the sample was used to test the proposition that the use of web-based technology leads to
stronger collaborative relationships with suppliers.

Findings – Data obtained from 156 valid responses indicated that six in every ten organisations use
web-based technology to support purchasing and SM activities, but that the usage is lower in small
to medium-sized enterprises. The main uses reported are for communicating with suppliers, for
marketing products/services, and for locating technical data. Making purchases over the internet was
significantly more prevalent in organisations exhibiting relatively more partnership orientation.

Practical implications – The findings provide only limited evidence in support of the proposition
that the deployment of web-based technology leads to stronger buyer-supplier relations. However,
findings do suggest that the effectiveness of the purchasing and supply function can be enhanced
through greater use of web-based technology for online purchasing and for efficient consumer
response.

Originality/value – The paper establishes salient UK managerial perception on the strategic and
operational importance of web-based technology adoption in purchasing and SM.

Keywords Purchasing, Supply chain management, Communication technologies, Buyers, Suppliers,
United Kingdom

Paper type Research paper

Introduction
The digital revolution on the web/internet is believed to be having a major impact
on the performance of firms’ purchasing and supply functions. Recently, there has been
a growing interest in the use of information and communication technologies
in purchasing and supply across many industry sectors. Such deployments come hot
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on the heels of the emergence in the late 1980 s of inter-organisational collaboration in
the form of cooperative buyer-supplier relationships.

As late as the early 1990 s, transactions between industrial or commercial buyers
and suppliers that relied on what are now referred to as “arms length” agreements
based on market price (Hoyt and Huq, 2000) were the norm. Subscribing to the idea
that a long-term relationship with customers or suppliers is a potentially valuable
means of securing commercial advantage (Boddy et al., 1998), inter-organisation
collaboration between firms has since emerged as a common feature of
high-performing firms (Harland et al., 1999).

The use of digital technologies and the internet as a communication platform has
been advocated as a significant route for developments in the operation and strategic
management of supply (Croom, 2005) and consequently for providing important new
avenues for wealth creation (Amit and Zott, 2001). It has, for example, been proposed
that stronger buyer-supplier relationships develop when supply chain integration
increases as a result of the deployment of such systems (Frohlich and Westbrook, 2001;
Archer and Yuan, 2000).

Despite the perceived importance attached to the enabling capacity of the internet
and web-based applications across the spectrum of business operations, empirical
research relating to the actual use and to the benefits derived from the use of
digital/web-based technology (DWBT)[1] in the specific area of purchasing and supply
management (SM) is still much in its infancy. Consequently, much of the published
work in this area is in the form of case studies and conceptual or descriptive
frameworks (McIvor et al., 2000; Tang et al., 2001; Johnson and Whang, 2002), or tends
to focus primarily on internet purchasing (Boyer and Olsen, 2002; Geary and
Zonnenberg, 2000; Min and Galle, 1999). As Kehoe and Boughton (2001) allude to, with
the hype that surrounds the internet and its potential, it is important to place current
practice in context. This paper seeks to address this gap, and establishes salient UK
managerial perceptions on the strategic and operational importance of web-based
technology adoption in purchasing and SM: what in practice in purchasing and SM is
web-based technology used for ?; what are the perceived benefits derived from its use ?;
and is its use associated with stronger buyer-supplier relationship orientation ?

The paper is structured as follows. First, we provide an overview of extant research
in this area and hence present the foci of the present study. Next, we describe the
methodology of the study. The following section presents our findings and analysis.
In the final section, we present our summary and conclusions, and describe practical
implications of the research findings.

Background and research foci
Evident in the literature is a strongly held belief that the internet and web-based
technologies (for example, broadband and wireless technologies) provide the basis for
improved performance across a range of business functions or processes including
purchasing and SM (Lancioni et al., 2003). Electronic trading originally facilitated
through the use of electronic data interchange (EDI) networks has been in use for
nearly three decades, although as Kehoe and Boughton (2001) noted, many small
suppliers have been excluded from EDI adoption due to the complexity of early
packages, rival standards and relatively high-associated costs. They further point out
that whilst initial internet attention has focused principally on the role of electronic
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commerce in business-to-consumer applications, business-to-business applications
facilitated through web-based technologies naturally extend over supply chains and
offer the opportunity to make step change improvements in this area. Web-based
technologies, such as e-mail enabled applications, shared databases and market
database analyses and extranets, are believed to provide effective and efficient ways
in which, for example, buyers can rapidly gather information about products and
services available from potential suppliers, evaluate and negotiate with preferred
suppliers, implement order fulfilment over communications links, and access
post-sales services (Archer and Yuan, 2000).

Although studies on the broad subject of information and communication
technology (ICT) usage in general in business and commerce are prevalent, studies
specifically considering the use of web-based technologies in the purchasing and SM
context appear sparse. An examination of the literature indicates that much of the
empirical work in this area has been in the form of case studies. For example, Roberts
and Mackay (1998) presented a case study based on BT SM to examine how electronic
commerce could be used to support a portfolio of supplier relationships. They
concluded that whilst many factors govern different types of relationships, the sharing
of a range of information across the portfolio of relationships was fundamental to
success. Au and Ho (2002) also used a case approach – of a leading manufacturer of
clothing in Hong Kong – to substantiate the application of a business-to-business
electronic commerce model for enabling supply chain management. They highlighted
the importance of firms gaining a thorough understanding of the impact of electronic
commerce on inter-firm relationships and the role they play in a supply chain before
engaging in “the virtual world”.

Turning our attention to larger scale multi-respondent empirical work, the Butler
Group (1999) noted how most existing analyses relating to information technology are
based on vendor shipment figures or technological trends, but miss out on one of the most
important aspects – “how people are using it, and their intended directions for future use”.
Their study of 5,790 organisations throughout the UK examined respondents’ position on
the buying cycle for 12 different types of application software. Supply chain management
application software was ranked as the least used (by 17.1 per cent of respondents), in
contrast to financial management information systems (used by 97.1 per cent) - the most
widely used, to human resources (71.6 per cent) and to customer relationship management
(23.4 per cent). The study treated SCM application software as a single variable and did not
attempt to break it down according to specific uses.

Arguably one of the most wide-ranging studies carried out into the use of ICT (DTI,
2003), concluded that while companies have invested heavily in all sorts of ICT, they
have in many cases “found themselves with a depreciating asset, and less than
hoped-for benefits” and furthermore, that a “clear divide between the dynamics of
medium and large businesses’ ICT and that of micro and small businesses” was
evident – a divide which is also evident in terms of firms’ purchasing strategy
arrangements (Mudambi et al., 2004). As part of the DTI study of over 8,000
organisations in the UK and ten other countries, some measures relating to ICT
adoption in the purchasing and SM domain were obtained. The study found that
29 per cent (the international mean) of businesses shared information with their
suppliers online (UK ¼ 24 per cent), 15 per cent provided information about future
requirements forecasting online (UK ¼ 11 per cent), 50 per cent place orders online
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(UK ¼ 54 per cent), and 27 per cent make payments online (UK ¼ 25 per cent).
However, the study concluded that the sharing of information with suppliers showed a
declining trend, although ordering and paying online were growing in most countries
including the UK. This study also examined, although at only a broad aggregate level,
whether or not businesses internal systems were integrated with those of their
suppliers or customers. 18 per cent stated yes with suppliers (integrated, integrating, or
plans in place to integrate), and 28 per cent stated yes with customers. Specific uses at a
more detailed level (for example to pay for supplies, or to identify suppliers), were not
however separately measured. Finally, the DTI (2003) study found that across all
countries, cost (42 per cent of companies), rather than demand side factors (16 per cent
of companies) was the main driver (or perceived benefit) for adopting online
technologies per se.

Whilst each of the case studies and empirical studies identified here provide useful
insights into various aspects of web-based technology (or ICT) adoption in a wide range of
business settings, and some directly or indirectly linked to the supply chain management
context, none of the above studies have sought to explicitly focus on ascertaining the
actual level of use, the uses and the perceived benefits of deploying web-based
technologies in the specific area of purchasing and SM in UK companies. As can be seen
from the above analysis, and despite the wealth of conceptual development and anecdotal
commentary on the perceived worth of web-based technologies in purchasing and SM, to
date the existing multi-respondent empirical studies have included only a limited range of
uses and perceived benefits in their investigations.

Empirical research exploring the link between web-based technologies in
purchasing and SM and buyer-supplier relationship orientation is even more
conspicuous by its absence. Tang et al. (2001) proposed a conceptual model to
demonstrate the rationale of the buyer-supplier interaction with information service
provider’s mediation in the electronic commerce environment. Archer and Yuan (2000)
based on their conceptual examination of buyer-supplier relationship life cycle
activities, argued that technology could be used to encourage and facilitate
customer-supplier relationships. Beyond such conceptual contributions however, no
empirical studies that have explicitly investigated the link between web-based
technology usage and buyer-supplier relationship orientation have been identified.

Finally, beyond the DTI (2003) study already discussed, international comparisons
on the use of web-based technologies in purchasing and SM are difficult to find.
An examination of the literature identified one study by Min and Galle (2003) that
looked at the adoption of e-purchasing. In this study, of US-based firms “e-purchasing”
was defined as a purchasing practice that utilises electronic commerce to identify
potential sources of supply, to purchase goods and services, to transfer payment and to
interact with suppliers. Min and Galle (2003) reported that more than half of the
respondents (55.5 per cent) indicated that, they had used some form of e-purchasing.
Furthermore, amongst those that had not used e-purchasing, approximately three
quarters (73.2 per cent) indicated that they would consider using it in the future.

It is against this background that the research reported in this paper adopts an
empirical survey approach to examine a number of salient issues in the UK context:

. the usage and uses of DWBT for purchasing and SM;

. firms’ perception of the importance of web-based technology implementation in
the future and hence its projected use in the future in purchasing and SM;
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. the perceived benefits derived from web-based technology utilisation in
purchasing and SM;

. the effect of organisational contingencies (firm size and type) on the use/non-use
of web-based technology in purchasing and SM; and

. the relationship between the use profile observed and firm’s buyer-supplier
relationship orientation.

Methodology
The instrument used to gather the data were a postal survey. A questionnaire,
primarily based on five-point Likert measurement scales was drafted. The variables
used in the study were derived from examining prior research, commentary and
reports of the application of web-based technology in the purchasing and SM area of
operations, as found in the literature (Iacovou et al., 1995; Giaglis, 1999; Amit and Zott,
2001; Insigna, 2001; Turban et al., 2002; Caputo et al., 2004). Two scales were derived,
the first comprising seven proposed uses of web-based technology for purchasing and
SM. These were:

(1) finding suppliers;

(2) communicating with suppliers;

(3) locating technical data;

(4) making purchases using the internet;

(5) marketing your products/services;

(6) efficient consumer response (ECR); and

(7) virtual trade shows.

The second comprising nine proposed benefits that might be gained from the
application of web-based technology in purchasing and SM. These were:

(1) reduced cost of accounts payable arising from purchasing activities;

(2) reduced supply delivery lead time;

(3) enhanced delivery reliability of suppliers;

(4) reduced cost of managing the purchasing function;

(5) reduced product/service development time;

(6) reduced supply uncertainty, and hence downtime for the organisation;

(7) enhanced flexibility to cope with changes in demand volume for your
products/services;

(8) enhanced flexibility to cope with changes in product/service variety demands; and

(9) reduced cost of purchased goods/services.

In this study, digital/web-based technologies are defined as: e-mail and e-mail enabled
applications, the internet, extranets, EDI, electronic forms, electronic funds transfer,
bulletin boards, world-wide-web search engines and shared databases.

Six senior purchasing and supply executives evaluated the instrument prior to its
distribution. They were asked to comment on the relevance, validity, comprehensiveness
and clarity of the research instrument. Revisions were suggested and adjustments were
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made where necessary. This step provided an important functional perspective and thus
confidence that the instrument was fit for purpose and unambiguous. The instrument was
administered to a random sample of purchasing and supply managers of UK firms,
identified through the UK Institute of Logistics and Transport institutional database.
Usable responses were received from 156 firms.

Findings
Use of web-based technology in purchasing and supply management
Six in every ten firms in our sample (60 per cent) reported the use of web-based
technology in purchasing and SM. That is to say, the application of web-based
technology in the activities performed by purchasing and SM personnel. Overall, the
proportion of users appears to be quite low. The main purposes reported by users were
communicating with suppliers; marketing products/services; and locating technical
data. The least prevalent uses of web-based technology in purchasing and SM were for
the downstream associated activities of ECR and virtual trade shows. The uses:

. as a percentage of the web-based technology users only; and

. as a percentage of the respondent sample as a whole,

are shown in Figure 1.
Surprisingly, the use of web-based technology for finding suppliers was reported by

just over half of the web-based technology users – a figure lower than expected.
Furthermore, and despite being the most popular use, just over half of all respondents
reported the use of web-based technology for communicating with suppliers – again,
a figure lower than expected for this quite basic use. Given this observation of low
adoption, we were immediately interested to discern if organisational contingency
factors may have had an impact. A x 2 test of independence was performed to

Figure 1.
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explore the relationship between use/non-use of web-based technology and firm type
(i.e. manufacturing or service based) and firm size, respectively. The test revealed no
significant difference in web-based technology use on the basis of firm type. However,
the test revealed a significant difference in terms of firm size (Pearson’s x 2 ¼ 0.337,
p ¼ 0.01). Examination of the descriptive statistics indicated that the use of web-based
technology was significantly more prevalent in large firms (69 per cent of large firms)
than in SMEs (only 46 per cent of SMEs). This is consistent with Min and Galle (2001)
who suggested that organisation size is believed to influence the electronic commerce
adoption practices of firms. Although their work did not deal specifically with
e-commerce based purchasing, they noted that the “common rationale is that small
firms are lacking organisational readiness in adopting e-commerce due to their less
sophisticated information technology infrastructure, limited financial resources and
weak market positions” (Min and Galle, 2001).

All participants (web-based technology users and non-users) were asked how
important they thought the use of web-based technology would be for the purposes
listed approximately 18 months into the future. The most important perceived future
uses (in rank order) were found to largely mirror the main existing uses. This is shown
in Figure 2. The most significant change concerned communicating with suppliers,
with an extra one third of respondents indicating that the use of web-based
technologies for this purpose would be important in the future. The second most
significant change concerned ECR. Whereas only one quarter of organisations were
already using web-based technology for ECR, over two thirds believed its use for this
purpose would be important in the future. On average, the perceived importance of
deploying web-based technologies in the future rose by one quarter.

A comparison of the non-users future perspective to the users future perspective
revealed no major divergences in terms of the rank order of uses (i.e. from the overall
trend shown in Figure 2) although on average, the proportion of non-users perceiving
web-based technology to be important in the future was one quarter less than the
proportion of users. In addition, it was for uses associated with the demand-side as
opposed to the supply-side of the supply chain that the non-users were relatively less
convinced of the future importance of web-based technology implementation.
For example, 36 per cent less non-users than users attached future importance to the
use of web-based technology for marketing products/services, and 50 per cent less
non-users than users attached future importance to the use of web-based technology
for virtual trade shows.

Figure 2.
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Benefits of web-based technology
All participants were asked to indicate to what extent they believed nine proposed
key benefits of using web-based technology for purchasing and SM were (if currently
a user) or would be (if currently a non-user). The findings are shown in Figure 3.

For users of web-based technology, the three main benefits identified were: reduced
cost of goods/services; reduced supply delivery leadtime, and enhanced flexibility to
cope with changes in demand volume.

Non-users perception differed, placing more emphasis on reduced cost of managing
the purchasing function; enhanced flexibility to cope with changes in demand variety,
and perhaps most notably, much less emphasis on reduced supply delivery lead time.
Thus, overall, the non-users outlook in terms of the benefits that might be derived from
the implementation of web-based technology was much more focused on cost and
flexibility improvements.

The relationship between the importance attached to the use of web-based
technology for the seven purposes in our investigation and the perceived key benefits,
was investigated using Pearson’s product-moment correlation coefficient. In this
analysis we restricted the sample to the web-based technology users only. The results
are presented in Table I. As can be seen, 18 strong positive correlations ( p , 0.01)
between combinations of “use”-“benefit” variables were observed. Examination of the
Table indicates that in particular, the use of web-based technology for communicating
with suppliers and for ECR is associated with:

. reduced supply delivery leadtime;

. enhanced delivery reliability of suppliers;

. reduced supply uncertainty, and hence downtime for the organisation;

. enhanced flexibility to cope with changes in demand volume for
products/services; and

. enhanced flexibility to cope with changes in product/service variety demands.

Figure 3.
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Table I.
Correlation matrix
(web-based technology
users only) – importance
of web-based technology
usage and key benefits
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The use of web-based technology for making purchases over the internet was also
strongly associated with reduced supplier delivery leadtime, as well as reduced costs of
accounts payable arising from purchasing activities, reduced cost of managing the
purchasing function, and reduced cost of purchased goods/services.

Web-based technology and buyer-supplier relationships
The final part of our analysis concerned the link between the use of web-based
technology for purchasing and SM and firms’ buyer-supplier relationship orientation.
As mentioned earlier, it has been proposed that stronger buyer-supplier relationships
develop when supply chain integration increases as a result of the deployment of
such systems (Frohlich and Westbrook, 2001). Against this background, we posited
the question, is use of web-based technology more prevalent in firms that have
a proactive buyer-supplier relationship orientation than in firms that display a
reactive buyer-supplier relationship orientation ? We thus performed a x 2 test for
independence to explore the relationship between buyer-supplier relationship
orientation and the use or non-use of web-based technology.

The procedure employed for dichotomising the respondent firms according to the
buyer-supplier relationship orientation was as follows. Based on the participants’
responses to 14 questions ascertaining the attributes of their relationship with their
main suppliers, and using the buyer-supplier relationship typology proposed by
McDonald (1999) and illustrated in Table II, the relationship emphasis for each firm in
terms of partnership orientation, developmental orientation, monitoring orientation
and traditional (adversarial) orientation was gauged. Firms were then assigned to one
of two categories; those displaying a proactive relationship approach (that is, they
displayed high relative emphasis on partnership or developmental orientation), or

Type of relationship Characteristics

Traditional approach Arms length relationship based on buyer specification of
requirements with close monitoring at delivery stage to ensure that
specifications are fulfilled. Poor performances are replace.

Monitoring approach Arms length relationship with close monitoring of production and
logistics process as well as the final product at delivery stage. Some
help to solve problems that are identified in the production and
logistical processes, but consistently poor performer are replaced.

Supplier development approach Co-operative relationship with close involvement to help improve
qualities in production and logistics processes. Information
exchanges to help solve problems and to develop desired
characteristics in the supply process. Less monitoring and more
information sharing as compared to the monitoring approach,
However, these relationships are not true partnerships because the
buyer controls the working of the relationship.

Partnership approach Co-operative relationship with very limited monitoring,
considerable two-way information sharing, cooperation to solve
problems, joint R&D and development work. Partnerships are
based on a long-term commitment to cooperate to achieve mutually
acceptable outcomes.

Source: McDonald (1999)

Table II.
Characteristics of

buyer-supplier
relationship orientation
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those displaying a reactive relationship approach (that is, they displayed high-relative
emphasis on monitoring or traditional orientation).

The test revealed no significant difference in web-based technology use on the basis
of firms’ buyer-supplier relationship orientation (Pearson’s x 2 ¼ 1.96, p ¼ 0.162).
Examination of the descriptive statistics indicated that the use of web-based
technology was more prevalent in firms with a proactive buyer-supplier relationship
orientation than in firms with a reactive orientation, but not to a significant level.
Nevertheless, we were still interested to see if there was a relationship between
buyer-supplier relationship orientation and the specific uses of web-based technology
in our sub-sample of web-based technology users only. A x 2 test for independence was
therefore conducted for each of the seven uses of web-based technology against the
proactive/reactive dichotomy. In six cases (that is, uses of web-based technology), the
test revealed no significant difference in web-based technology use on the basis of
relationship approach. However, the test did reveal a significant difference in terms of
the use of web-based technology for making purchases over the internet (Pearson’s
x 2 ¼ 8.251, p ¼ 0.004). Examination of the descriptive statistics indicated that the use
of web-based technology for making purchases over the internet was significantly
more prevalent in firms with a proactive relationship orientation (67 per cent of them)
than in firms with a reactive relationship orientation (only 32 per cent of them). Our
findings therefore provide only limited evidence in support of the proposition that the
deployment of web-based technology leads to stronger buyer-supplier relationships, or
vice versa; and that the type of relationship adopted between buyer and supplier may
lead to a more comprehensive use of web-based technology.

Summary and conclusions
To help to establish the strategic and operational importance of DWBT adoption to
purchasing and SM, this paper reports the findings of an exploratory empirical study
of UK firms. The study helps to fill a gap in the knowledge base by specifically
focusing on examining the level of usage, the uses, the perceived benefits, and future
perspective on the use of web-based technology in purchasing and SM. Moreover, it
extends previous work by examining the link between web-based technology use in
purchasing and SM and buyer-supplier relationship orientation. The findings of our
research indicate that web-based technology is currently applied at both the upstream
and downstream sides of the supply chain, with a marginally higher emphasis on the
supply side. However, given the widespread availability and maturity of web-based
technology the proportion of users discovered in this study appears to be quite low.
The cost of such technology is relatively low and therefore unlikely to be a major
inhibitor. It is possible that a lack of understanding of the potential of the technology
and/or a lack of skill to exploit them are the main barrier faced. This may be a salient
reason for our observation that the use of web-based technology was much less
prevalent in SMEs, and concurs with the DTI’s (2003) observation that many smaller
businesses, without the scale for example to employ IT specialists, are less able to
deploy web-based technologies in sophisticated ways that larger organisations do, and
many are in fact “clicking off”. A related possible explanation for the less prevalent use
of web-based technologies in SMEs may be that as has been shown in previous
research (Mudambi et al., 2004), many SMEs do not exhibit a cooperative approach to
purchasing relationships and nor do they have a formal purchasing strategy in place.
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As such, web-based technology strategy is likely to be emergent rather than deliberate.
The overall lower than expected usage finding is despite the fact that the sample
reported perceived benefits of using web-based technology in purchasing and SM in
terms of all basic supply related performance objectives, that is to say, cost, speed,
flexibility and dependability. It is also important at this juncture to note that the level
of use in our UK sample is not dissimilar to that reported by Min and Galle (2003) from
the USA perspective. Furthermore, perceptions regarding the future importance of
web-based technologies in purchasing and SM observed here show a very positive
trend in their favour. A such, these findings do not indicate a major concern about
overall return on investment from web-based technology deployment in purchasing
and SM - a deviation from the DTI’s (2003) suggestion that for ICT in general a
perception of poor overall return on investment could be an overwhelming barrier to
future investment.

Practical implications and limitations
It is important to note that none of the associations observed in this study prove
causality. Nevertheless, the findings and associations point to some salient managerial
implications. The evidence presented here, although based on management
perceptions, provides a clear indication that the use of web-based technology in
supply chain management activities is seen to have the potential to deliver operational
performance improvements. For practising managers, a key question is where to apply
web-based technology to bring about potential purchasing and SM related
performance improvements. The findings from the examination of the relationship
between web-based technology uses and key benefits (based solely on the views of the
web-based technology users in our sample - Table I), suggests that performance can be
enhanced through greater use of web-based technology for making purchases over
the internet, and for ECR. Although, the reasons for the lower than expected
deployment of web-based technology for these two purposes has not been investigated,
it is possible that in the case of making purchases over the internet, concerns about the
security of transactions or the availability of acceptable suppliers who provide this
facility are limiting factors. Our analysis indicates that organisations already recognise
and hence have implemented the use of web-based technology for communicating with
suppliers – the third area that had greatest observed association with enhancing
purchasing and supply related operational performance. The strong association
between firms observed to emphasise a partnership or development relationship
approach and the use of web-based technology for making purchases over the internet
provides further support for the potential utility of web-based technology for this
purpose. The following broad implication for policy makers is also evident from the
study results – the need for a policy focus on helping SMEs (DTI, 2003) to overcome
the challenges that they face in deploying web-based technologies in their purchasing
and SM activities. An opportunity exists for large firms take a proactive stance in
helping their smaller suppliers embrace web-based technologies (Min and Galle, 2003),
initially perhaps for interaction and payment transfer, and hence be more likely to reap
the full benefits of web-based technology in purchasing and SM themselves. The SMEs
experience of using web-based technologies as a supplier to larger firms may then, in
turn, encourage them to extend their use of web-based technologies as buyers.
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Like other exploratory studies, this study has its limitations. The partially random
sample of respondents was obtained from a single institutional database thus limiting
the generalisability of the findings. Furthermore, the reported data are, unavoidably,
based on management perceptions which may not fully reflect actual or expected
practice. Finally, the main emphasis of this study relates to the use and perceived
benefits of web-based technology in purchasing and SM rather than examining the
performance impact of web-based technology on the various aspects of purchasing and
SM. Any future research should consider a more in-depth approach. For example, it
would have been beneficial to augment the quantitative data with qualitative in depth
case studies to investigate the performance link. Whilst this paper has adopted a
contingency perspective to examine potential causes underlying the web-technology
usage statistics reported (firm size, firm type, and relationship orientation), and hence
to establish a clear baseline on web-based technology use in purchasing and SM in
the UK, future research should seek to extend these analyses through in depth
qualitative approaches.

Note

1. hereafter referred to as web-based technologies for simplicity
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