VoLuME No. 1(2011), Issue No. 1 (MAY)

| SSN 2231-4245

q
INTERNATIONAL JOURNAL OF RESEARCH 1N CONINIZRCE, ECONONICS AND NMIANAGENIENT
CONTENTS
Sr. No. TITLE & NAME OF THE AUTHOR (S) Page No.
1. IMPACT OF MARKETING ACTIVITIES ON CONSUMER BASED BRAND EQUITY - A CASE STUDY OF PAKISTAN’S MOBILE 1
SERVICE SECTOR
SHAHZAD GHAFOOR & UZAIR FAROOQ KHAN
2. UNDERSTANDING THE RELATIONSHIPS OF CORPORATE IMAGE, EMOTION, VALUE, SATISFACTION, AND LOYALTY AMONG 13
AIR PASSENGERS: A CONCEPTUAL MODEL AND EMPIRICAL EVIDENCE
DR. HAFEDH IBRAHIM
3. GAME THEORY AS ANOTHER PHILOSOPHICAL FOUNDATION OF POLITICAL MARKETING: EVIDENCE FROM NIGERIA’S 23
ELECTORAL PROCESS
DR. ROWLAND E. WORLU
a. CORPORATE UNDERSTANDING OF TAKAFUL 30
DR. WAHEED AKHTER, MR. HASAN AFZAL & MR. ALl RAZA
5. SMALL AND MEDIUM SCALE ENTERPRISES AS A SURVIVAL STRATEGY FOR EMPLOYMENT GENERATION IN NIGERIA 36
DR. AREMU, MUKAILA AYANDA & DR. (MRS.) ADEYEMI, SIDIKAT LARABA
6. A STUDY ON LABOUR WELFARE FACILITY (WITH REFERENCE TO AFT, PONDICHERRY) 40
S. POONGAVANAM
7. INTERNATIONALIZATION OF INDIAN RUPEE - AN EMPIRICAL STUDY a5
SHRINIVAS R. PATIL & DR. RAMESH R. KULKARNI
8. PROFITABILITY PERFORMANCE OF PUBLIC SECTOR BANKS-AN EMPIRICAL STUDY 51
M.RAJESH & DR. N R V RAMANA REDDY
9. GLOBAL INTEGRATION OF ORGANISATION IS EFFECTIVE THROUGH LEGISLATION: A PERSPECTIVE ON THE CURRENT 56
ECONOMIC ENVIRONMENT
DR. S. P. RATH, PROF. BISWAJIT DAS & ANAND IYENGAR
10. NON-PERFORMING ASSETS: A STUDY OF SCHEDULED COMMERCIAL BANKS IN INDIA 60
DR. M. JAYASREE & R. RADHIKA
11. SOLVENCY ANALYSIS OF PUBLIC SECTOR UNDERTAKING: A CASE STUDY OF POWER FINANCE CORPORATION LIMITED (PFCL) 64
DR. S. K. KHATIK & TITTO VARGHESE
12. GLOBAL FINANCIAL CRISIS AND ITS EFFECT ON REAL ESTATE SECTOR IN INDIA 71
DR. SANMAN JAIN N & NISHI S JAIN
13. AN INTROSPECTIVE ON CONSUMER BEHAVIOR ON THE BASIS OF DEMOGRAPHY: A SURVEY (WITH SPECIAL REFERENCE TO 74
FMCGS)
DR. B. CHANDRA MOHAN PATNAIK & PRAKASH KUMAR PRADHAN
14. PROFITABILITY ANALYSIS OF ICICI BANK 81
DR. K. MANIKANDAN, DR. S. MANIVEL & DR. R. VELU RAJ
15. WHAT SAVED INDIA FROM THE GLOBAL ECONOMIC MELTDOWN? 86
DR. S. RAGHUNATHA REDDY & DR. A. AMRUTH PRASAD REDDY
16. PERFORMANCE AND RISK ANALYSIS OF MONTHLY INCOME PLANS (MIP) OF SELECTED MUTUAL FUNDS 90
DR. ASHOK KHURANA & DR. BHAVET
17. CONSUMER BUYING BEHAVIOUR OF GREEN PRODUCTS 94
DR. H. C. PUROHIT
18. CORPORATE SOCIAL RESPONSIBILITY STRATEGIES FOR SUSTAINABLE DEVELOPMENT: INDIAN EXPERIENCE 98
DR. VILAS M. KADROLKAR
19. A STUDY ON MEASURING THE PERFORMANCE OF INDIAN BANKING SECTOR IN THE EVENT OF RECENT GLOBAL ECONOMIC 106
CRISIS- AN EMPIRICAL VIEW
M. S. RAMARATNAM, R. JAYARAMAN & B. BALAJI SRINIVASAN
20 e-PROCUREMENT USING REVERSE AUCTIONS FOR CONSTRUCTION PROJECTS 110
T.BALADHANDAYUTHAM & DR. SHANTHI VENKATESH
21 PERFORMANCE ANALYSIS WITH SUSTAINABLE GROWTH RATE: A CASE STUDY 118
JAGADISH R. RAIYANI
22 TRANSFER PRICING- A STUDY OF TRANSFER PRICING METHOD USED BY SELECTED COMPANIES 123
MANU KALIA
23 FACTORS IN FACILITATING THE PROCESS OF OBTAINING FUNDS FOR SMES: AN EMPIRICAL STUDY ON VISAKHAPATNAM 128
DISTRICT
DR. P. P.CHANDRA BOSE
24 EMPLOYEES’ WORKPLACE EMOTIONS IN ORGANIZATIONS 133
R. GOPINATH
25 DISPARITIES IN INDUSTRIAL DEVELOPMENT IN INDIA — AN INTER-STATE ANALYSES 140
SUMAN RANI & SEEMA
REQUEST FOR FEEDBACK 144

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories
Circulated all over the world & Google has verified that scholars of more than sixty-six countries/territories are visiting our journal on regular basis.

Ground Floor, Building No. 1041-C-1, Devi Bhawan Bazar, JAGADHRI — 135 003, Yamunanagar, Haryana, INDIA
WWW.ijrcm.org.in




VoLuMmE No: 1(2011), I ssue No. 1 (MAY) | SSN 2231-4245

CHIEF PATRON
PROF. K. K. AGGARWAL
Chancellor, Lingaya’s University, Delhi
Founder Vice-Chancellor, Guru Gobind Singh Indraprastha University, Delhi
Ex. Pro Vice-Chancellor, Guru Jambheshwar University, Hisar

PATRON
SH. RAM BHAJAN AGGARWAL
Ex. State Minister for Home & Tourism, Government of Haryana
Vice-President, Dadri Education Society, Charkhi Dadri
President, Chinar Syntex Ltd. (Textile Mills), Bhiwani

CO-ORDINATOR,
DR. BHAVET
Faculty, M. M. Institute of Management, Maharishi Markandeshwar University, Mullana, Ambala, Haryana

DVISO
PROF. M. S. SENAM RAJU
Director A. C. D., School of Management Studies, I.G.N.O.U., New Delhi
PROF. M. N. SHARMA
Chairman, M.B.A., Haryana College of Technology & Management, Kaithal
PROF. S. L. MAHANDRU
Principal (Retd.), Maharaja Agrasen College, Jagadhri

EDITOR
PROF. R. K. SHARMA
Dean (Academics), Tecnia Institute of Advanced Studies, Delhi

CO-EDITOR.

DR. SAMBHAV GARG
Faculty, M. M. Institute of Management, Maharishi Markandeshwar University, Mullana, Ambala, Haryana

EDITORIAL ADVISORY BOARD
DR. AMBIKA ZUTSHI
Faculty, School of Management & Marketing, Deakin University, Australia
DR. VIVEK NATRAJAN
Faculty, Lomar University, U.S.A.
DR. RAJESH MODI
Faculty, Yanbu Industrial College, Kingdom of Saudi Arabia
PROF. SIKANDER KUMAR
Chairman, Department of Economics, Himachal Pradesh University, Shimla, Himachal Pradesh
PROF. SANJIV MITTAL
University School of Management Studies, Guru Gobind Singh I. P. University, Delhi
PROF. RAJENDER GUPTA
Convener, Board of Studies in Economics, University of Jammu, Jammu

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE, ECONOMICS & MANAGEMENT

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories
WWWw.ijrcm.org.in



VoLuMmE No: 1(2011), I ssue No. 1 (MAY) | SSN 2231-4245

PROF. NAWAB ALI KHAN
Department of Commerce, Aligarh Muslim University, Aligarh, U.P.
PROF. S. P. TIWARI
Department of Economics & Rural Development, Dr. Ram Manohar Lohia Avadh University, Faizabad
DR. ASHOK KUMAR CHAUHAN
Reader, Department of Economics, Kurukshetra University, Kurukshetra
DR. SAMBHAVNA
Faculty, I.L.T.M., Delhi
DR. MOHENDER KUMAR GUPTA
Associate Professor, P. J. L. N. Government College, Faridabad
DR. SHIVAKUMAR DEENE
Asst. Professor, Government F. G. College Chitguppa, Bidar, Karnataka

ASSOCIATE EDITORS
PROF. ABHAY BANSAL
Head, Department of Information Technology, Amity School of Engineering & Technology, Amity University, Noida
PARVEEN KHURANA
Associate Professor, Mukand Lal National College, Yamuna Nagar
SHASHI KHURANA
Associate Professor, S. M. S. Khalsa Lubana Girls College, Barara, Ambala
SUNIL KUMAR KARWASRA

Vice-Principal, Defence College of Education, Tohana, Fatehabad

DR. VIKAS CHOUDHARY
Asst. Professor, N.I.T. (University), Kurukshetra

TECHNICAL ADVISORS
MOHITA
Faculty, Yamuna Institute of Engineering & Technology, Village Gadholi, P. O. Gadhola, Yamunanagar
AMITA
Lecturer, E.C.C., Safidon, Jind

FINANCIAL ADVISORS
DICKIN GOYAL
Advocate & Tax Adviser, Panchkula
NEENA
Investment Consultant, Chambaghat, Solan, Himachal Pradesh

LEGAL ADVISORS
JITENDER S. CHAHAL
Advocate, Punjab & Haryana High Court, Chandigarh U.T.
CHANDER BHUSHAN SHARMA
Advocate & Consultant, District Courts, Yamunanagar at Jagadhri

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE, ECONOMICS & MANAGEMENT

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories
WWWw.ijrcm.org.in



VoLuMmE No: 1(2011), I ssue No. 1 (MAY) | SSN 2231-4245

CALL FOR MANUSCRIPTS

We invite unpublished novel, original, empirical and high quality research work pertaining
to recent developments & practices in the area of Computer, Business, Finance, Marketing,
Human Resource Management, General Management, Banking, Insurance, Corporate
Governance and emerging paradigms in allied subjects. The above mentioned tracks are
only indicative, and not exhaustive.

Anybody can submit the soft copy of his/her manuscript anytime in M.S. Word format after
preparing the same as per our submission guidelines duly available on our website under
the heading guidelines for submission, at the email addresses, info@ijrcm.org.in or
infoijrcm@gmail.com.

GUIDELINES FOR SUBMISSION OF MANUSCRIPT

L COVERING LETTER FOR SUBMISSION:

Dated:
The Editor
IJRCM
Subject: Submission of Manuscript in the Area of (Computer/Finance/Marketing/HRM/General Management/other, please specify).
Dear Sir/Madam,
Please find my submission of manuscript titled * ’ for possible publication in your journal.

| hereby affirm that the contents of this manuscript are original. Furthermore It has neither been published elsewhere in any language fully or partly,
nor is it under review for publication anywhere.

| affirm that all author (s) have seen and agreed to the submitted version of the manuscript and their inclusion of name(s) as co-author(s).

Also, if our/my manuscript is accepted, |/We agree to comply with the formalities as given on the website of journal & you are free to publish our
contribution to any of your journals.

Name of Corresponding Author:
Designation:

Affiliation:

Mailing address:

Mobile & Landline Number (s):
E-mail Address (s):

2. _: Manuscript must be in English prepared on a standard A4 size paper setting. It must be prepared on a single space and single
column with 1” margin set for top, bottom, left and right. It should be typed in 12 point Calibri Font with page numbers at the bottom and centre of
the every page.

3. _: The title of the paper should be in a 12 point Calibri Font. It should be bold typed, centered and fully capitalised.

4. _: The author (s) full name, designation, affiliation (s), address, mobile/landline numbers, and email/alternate email
address should be in 12-point Calibri Font. It must be centered underneath the title.

5. _: Abstract should be in fully italicized text, not exceeding 250 words. The abstract must be informative and explain background, aims,
methods, results and conclusion.

6. _: Abstract must be followed by list of keywords, subject to the maximum of five. These should be arranged in alphabetic order separated
by commas and full stops at the end.

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE, ECONOMICS & MANAGEMENT

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories
WWWw.ijrcm.org.in

iv



VoLuMmE No: 1(2011), I ssue No. 1 (MAY) | SSN 2231-4245

~

© ®

_: All the headings should be in a 10 point Calibri Font. These must be bold-faced, aligned left and fully capitalised. Leave a blank line before
each heading.

_: All the sub-headings should be in a 8 point Calibri Font. These must be bold-faced, aligned left and fully capitalised.
_: The main text should be in a 8 point Calibri Font, single spaced and justified.

_: These should be simple, centered, separately numbered & self explained, and titles must be above the tables/figures. Sources of
data should be mentioned below the table/figure. It should be ensured that the tables/figures are referred to from the main text.

_: These should be consecutively numbered in parentheses, horizontally centered with equation number placed at the right.

_: The list of all references should be alphabetically arranged. It must be single spaced, and at the end of the manuscript. The author (s)
should mention only the actually utilised references in the preparation of manuscript and they are supposed to follow Harvard Style of Referencing.
The author (s) are supposed to follow the references as per following:

All works cited in the text (including sources for tables and figures) should be listed alphabetically.

Use (ed.) for one editor, and (ed.s) for multiple editors.

When listing two or more works by one author, use --- (20xx), such as after Kohl (1997), use --- (2001), etc, in chronologically ascending order.
Indicate (opening and closing) page numbers for articles in journals and for chapters in books.

The title of books and journals should be in italics. Double quotation marks are used for titles of journal articles, book chapters, dissertations, reports,
working papers, unpublished material, etc.

For titles in a language other than English, provide an English translation in parentheses.
Use endnotes rather than footnotes.

The location of endnotes within the text should be indicated by superscript numbers.

Bowersox, Donald J., Closs, David J., (1996), "Logistical Management." Tata McGraw, Hill, New Delhi.
Hunker, H.L. and A.J. Wright (1963), "Factors of Industrial Location in Ohio," Ohio State University.

Sharma T., Kwatra, G. (2008) Effectiveness of Social Advertising: A Study of Selected Campaigns, Corporate Social Responsibility, Edited by David
Crowther & Nicholas Capaldi, Ashgate Research Companion to Corporate Social Responsibility, Chapter 15, pp 287-303.

Schemenner, R.W., Huber, J.C. and Cook, R.L. (1987), "Geographic Differences and the Location of New Manufacturing Facilities," Journal of Urban
Economics, Vol. 21, No. 1, pp. 83-104.

Chandel K.S. (2009): "Ethics in Commerce Education." Paper presented at the Annual International Conference for the All India Management
Association, New Delhi, India, 19-22 June.

Kumar S. (2006): "Customer Value: A Comparative Study of Rural and Urban Customers," Thesis, Kurukshetra University, Kurukshetra.

Always indicate the date that the source was accessed, as online resources are frequently updated or removed.

Kelkar V. (2009): Towards a New Natural Gas Policy, Economic and Political Weekly, Viewed on February 17, 2011
http://epw.in/epw/user/viewabstract.jsp

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE, ECONOMICS & MANAGEMENT

\'%
A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories

WWWw.ijrcm.org.in



VoLuMmE No: 1(2011), I ssue No. 1 (MAY) | SSN 2231-4245
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ABSTRACT

The growth of e-commerce has been phenomenal and it is radically transforming the way companies are doing business in all sectors, and the construction
industry is no exception. At all junctions of construction project there has been continuous encouragement to consolidate, innovate, improve quality, improve
safety, make partnerships, reduce wastages, deliver on time, meet / save the budget. Service, cost and time are the measures of Procurement excellence in any
construction project and the amount saved on cost of the materials directly adds up to the profit of the project. B2B e-Markets offer innovative tools for strategic
sourcing requirements of construction projects. B2B Reverse auction is one such innovative tool which offer real-time access to the marketplace, increase
competition, lower costs, and save time. A carefully executed reverse auction can contribute to the success and profitability of the Construction Projects. This
paper critically analysis material procurement related to Construction Projects and proposes B2B reverse auction methodologies using an Independent Horizontal
B2B e-Marketplace.

KEYWORDS

B2B e-Commerce, Reverse Auction, Construction Industry, Project material Procurement.

INTRODUCTION

he global economy has changed dramatically from an industrial society to an information society. Several information and communication technologies
(ICTs) have been developed in the marketplace and these ICTs have presented numerous opportunities and challenges for both developed and
developing countries. The Internet is an important information technology that has developed over the years and it is transforming the manner in which
several companies conduct their business activities and it has enabled the evolution of electronic commerce (e-commerce).
E-COMMERCE AND E-BUSINESS
In general, e-business is used in the broadest sense. It includes buying and selling on-line, but also other aspects of on-line business activity, such as purchasing,
tracking inventory, managing production and handling logistics, customer support services, supply chain management and collaborative engineering. Electronic
Commerce, or e-commerce, is buying and selling on-line. It is part of the broader term e-business and involves transactions. In simple words B2B commerce can
be defined as "doing business electronically" or business that is conducted over the Internet.
E-MARKETPLACE
In economics, a market is defined as a virtual meeting-place of supply and demand. E-marketplaces fulfil the same purpose. E-marketplaces are a Business to
Business relationship model (B2B) in which multiple organizations, both sellers and buyers, can communicate, collaborate, and perform commercial transactions
by means of a Web platform which is common to all those participating in the market. The main advantage of the e-marketplace compared with other B2B
models is that it allows a purchasing company access to multiple selling companies and to selling companies access to multiple purchasing companies.
PROCUREMENT IN CONSTRUCTION INDUSTRY
In this era of escalated demand for growth, the construction industry across the globe faces issues of constant material price fluctuation and shortage of skilled
resources. Today, enterprises are increasingly in need of sustainable, faster and safer methods of construction, innovative project delivery modes and
procurement practices, as well as interoperable standards within the construction industry, which is really a big challenge to their existing supply chain to
improve the efficiency and effectiveness. The construction sector requires a large quantity of materials, machinery and services from other productive sectors,
producing a multiplying effect in the economy. The aim of supply is to deliver the correct quantity of a quality product, at the correct time, in the correct place,
and at the best price. Purchasing is seen as a great opportunity for savings since it takes quite a large part in the turnover.
At all junctions of construction project there has been continuous encouragement to consolidate, innovate, improve quality, improve safety, make partnerships,
reduce wastages, deliver on time, meet / save the budget. Service, cost and time are the measures of Procurement excellence in any construction project and
the amount saved on cost of the materials directly adds up to the profit of the project.

LITERATURE REVIEW

A detailed literature survey was conducted on the Procurement process for construction projects, various e-Business models, e-business applications in
construction industry. The sources of literature review includes books, management journals, survey reports, research reports and contemporary articles on the
e-business applications in supply chain management. Summary of observations made out of the detailed literature survey is given below:

E-COMMERCE IN RELATION TO CONSTRUCTION

E-commerce can be defined as the conducting of buying and selling of goods and services as well as business communication and transactions over computer
networks and through individual computers linked to the World Wide Web (Key IT Solutions, 2005). The potentials of e-commerce technologies applications in
the construction industry include: E-marketing; E-selling/e-procurement of goods and services; E-collaboration; E-finance; and E-customer services and relations
(Veeramani et al., 2002).

The necessary technological solutions for e-supply chain systems are readily available in the current market. Some of the fundamental issues for successful
ecommerce in construction, such as signature exchange (Pederson, 1999; Asokan et al., 2000), secure payment (Shamir et al, 1998; Bellare et al., 2000), and fair
contracting models (Coscia et al., 2000; Rohm & Pernul 2000; Liu et al., 2001) have already been addressed in broader business-to-business (B2B) projects. E-
commerce applications have enhanced the development process operations of a project, and promoted integration and operation through the shared
information network system to diverse participants in the construction supply chain (Jones & Saad 2003).
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e-Business has much to offer the construction sector, as it directly addresses the issues that a disseminated industry has to deal with — distributed collaboration,
electronic sourcing and purchasing of products and services that meet well-defined requirements, globalization, need for improved efficiency and timely
delivery. It is widely accepted that e-business is the way to conduct construction business in the 21st century. It is the means available to companies to
continuously improve efficiency and effectiveness in serving their clients’ needs and in delivering a return to their shareholders. The development of e-business
is upon us, now affecting the short and medium term but it is also the way business will develop over the long term. (Chimay J. Anumba and Kirti Ruikar, 2008).
A construction project is a complex activity involving several participants; for example, the client, architect, structural engineer, fabricator and the contractor. It
is team efforts, involving several, inter organizational activities and dialogue. Traditional communication and document exchange models were often manual and
hence slow. The traditional means of communication involves producing numerous paper copies of documents and drawings. Management of these loose
documents is often very time-consuming and tedious. Libraries of documents need to be maintained to effectively access data as and when required by the user.
‘A lack of a clear audit trail causes delays in communicating with other members of the team’ (Needleman, 2000).

E-business provides mechanisms for cross-enterprise coordination in name of construction supply chain integration. In order to optimize the entire supply chain
system cross-enterprise coordination and special business relationship must be established among the organizations along the supply chain (Francisco Loforte
Ribeiro and Jorge Lopes, 2001).

E-PROCUREMENT PROCESS

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

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

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

e-REVERSE AUCTIONS

In the mid-1990s, a new electronic sourcing tool emerged that has had, and is continuing to have, a profound impact on the way in which firms source goods and
services from current and potential external suppliers. This tool, while known by other names (e.g., “online negotiation”) is the electronic reverse auction (e-RA).
For a growing number of buying firms, e-RAs have found an appropriate niche in their strategic sourcing toolkit, allowing them to efficiently source goods and
services that are highly standardized, have sufficient spend volume, can be replicated by a reasonable number of qualified competitors, and have insignificant
switching costs (CAPS Research, 2002).

Dimitri P. Bertsekas, David A. Castanon, and Haralampos Tsaknakis (1993) have conducted detailed research and developed reverse auction algorithms for
Symmetric Assignment Problems. Auction-based mechanisms are extremely relevant in modern day electronic procurement systems since they enable a
promising way of automating negotiations with suppliers and achieve the ideal goals of procurement efficiency and cost minimization (T. S. Chandrashekar, Y.
Narahari, Charles H. Rosa, Devadatta M. Kulkarni, Jeffrey D. Tew, and Pankaj Dayama, 2007).

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

RESEARCH GAPS IDENTIFIED

It has been noted from the above detailed literature survey that, until now, not much evident research has been conducted to pursue successful applications of
ecommerce technologies to the construction supply chain. Furthermore, there is very little empirical research available that investigates the implementation of
e-Procurement initiative for construction project procurement. Also it has been noted that the available exploratory research does not provide detailed analysis
on the various procurement organizational structures (i.e. De-centralized Vs Centralized Vs Center-led) and does not proposes a hybrid form of procurement
organization coupled with e-Procurement application.

For this reason, this research will focus on developing a methodology for implementation of e-Procurement using e-RA on a B2B e-market platform in
construction supply chain. The specific issues which will be investigated include the objectives, reasons/benefits, barriers of using e-commerce technologies. This
research will also investigate the encouraging factors and the need for learning, training, and knowledge sharing for better applications of e-commerce
technologies and provide suggestions for better utilization of such modern communication and management tools.

Rationale behind this study

This research paper aims to reduce the drawbacks of traditional procurement process adopted in Construction companies and proposes methodology for
utilization of web based B2B Reverse Auctions for the construction Projects through the following analysis:

o Project Procurement Process analysis

. Commodity Spend Analysis

o B2B Reverse Auction Analysis

. Auction Implementation Methodology.

PROCUREMENT PROCESS ANALYSIS

Every construction Project generally requires two types of materials namely Direct Material (also called as “Permanent Materials”) which will form part of
Project Permanent installation and “In-Direct Materials/Services” which are supporting items requires for the day to day site execution of the Projects. As a
thumb rule 50 to 70% of the Project Cost is contributed from the Project Permanent Materials.

De-Centralized Procurement Process: Traditionally construction companies are adopting De-Centralized Procurement Process in which Project procurement
begins with the award of the Project and issuance of RFQ to the suppliers. In De-centralized process, Procurement Department will play only a meagre role of
Processing the Purchase Orders based on the Request received from the Project Offices, where the core Procurement activity is handled by the site Project
Team. This type of De-centralized Purchase leads to “maverick purchasing” even the Procurement Departments ensures “checks & balances” as indicated in
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FIG. 1. DE-CENTRALIZED PROCUREMENT PROCESS
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. Standardized procedures.

COMMODITY SPEND ANALYSIS
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Spend analysis is the examination of the volume and value of purchasing transactions at an organization makes. Corporate purchases can be classified along

many dimensions that are relevant for the potential use of B2B e-markets for procurement. Two questions should be kept in mind:
. Given the characteristics, is it possible to use e-markets?

. Given the characteristics, is it economically reasonable to use e-markets, i.e. are e-markets better than any other form of procurement?
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The various commodities procured by Contracting Companies for their construction projects can be broadly grouped in to Engineered Materials with a unique
assigned number (or tag) such that they can be uniquely identified throughout the entire life of the Project, Bulk items that are manufactured to industry
standards and purchased in bulk quantity. (e.g., pipes, cables, fittings, conduits, etc) and Pre-Fabricated Items that are typically fabricated as per engineered
specifications at a fabrication shop or shop site separate from the Project site. Depending on the Project, these items are quantified, procured and delivered by
the subcontractor. (e.g., process modules, pre-assemblies, pipes spools, control stations, equipment skids, etc.).

Complexity, Strategic Importance, Price and Repeat Purchase are the important dimensions of Procurement Spend for conducting a Commodity Spend Analysis
(Report for OGC by Europe Economics, 2002). Depending on the complexity and price of the materials, Construction companies have to adopt Suitable strategy
as indicated in the Kraljic Procurement Portfolio Matrix (Marjolein C.J. Caniéls and Cees J. Gelderman, 2005) in Figure-3 to deal with the suppliers to minimize
the Procurement Risks.

FIG. 3. KRUIC PROCUREMENT PORTFOLIO MATRIX
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. High Value — High Risk: Ensure availability of Supply with Close Price Management.
. Low Value — High Risk: Ensure availability even if price premium is necessary.
o High Value — Low Risk: Opportunities to Cut Cost, Improve Savings using competition.
. Low Value — Low Risk: Ensure Automation & Minimize the time spent.
B2B REVERSE AUCTIONS
B2B e-Markets offer following trading functions, which can be adopted for the Procurement Requirements of Construction Companies.
. Reverse Auction
. Exchange (RFQ/RFP/RFB)
. Catalogue
Reverse Auction: |n a reverse auction buyers list a product or service they would like to buy. Sellers submit offers, lowering the selling price for each submitted
bid. Online bidding is used also for reverse auctions. Online auctions effectively allow for an infinite number of bid re-submissions by suppliers in an open and
competitive environment, at a relatively low overhead cost. This turns the concept of a ‘true market price’ into a reality, providing significant benefits to
purchasing organizations. Types of web based Auctions:
. Negotiations using EDI: B2B EDI
. Web-based (Sales) Forward Auctions : eBay, Auction.co.kr
. Web-based (Procurement) Reverse Auctions : Priceline.com
. Web-based Double Auctions : Stock Exchanges
The different types of web based auctions are summarized in the Figure 4
FIG. 4. TYPE OF WEB BASED AUCTIONS

The reverse auction consists of two important components i.e. Auction style and auction

Buyer control (Table-1 & 2). Companies can launch their auctions in the following auctions
One Many styles depending on their need.
TABLE 1
Negotiations Forword Auction style
(7)) One : I Sales) Aucti Open Suppliers can see the active bid Prices and attachments
¥ using ED! (Sales) Auctions ) A
= (Optional), the supplier identity is concealed.
)
~ Reverse - -
Double Anctions Blind Only the buyer can see bids.
Many (Procurement) 3 : - - -
3 Sealed Neither buyer nor supplier can see the bids until the bids are
Auctions

unlocked.

TABLE: 2 AUCTION CONTROL
Open for all All e-market registered Suppliers can quote for the auctions. But still specific suppliers can be invited.
By Invitation only[Only specific invited suppliers can quote for the auctions.
Auction style and auction control are the two important functionalities of online auctions. Buyer need to manipulate the combination of auction style and
control depending on the commodity and nature of the item to be auctioned. Right combination will reap a potential savings to Buyers. The Buyers can do a
spot purchase using the auctions or they can enter in to a long term agreement with the suppliers.
Buyers can also create a Request for quotations. RFQ and Auctions are similar in functionality, the main difference is an Auction can be of “Open Style” where
suppliers are allowed to see each other’s price and can re-bid for the same item, but RFQs are either Blind or sealed and suppliers can not re-bid.

TABLE 3: AUCTION COMBINATION MATRIX
[Auction Control

IAuction Style[Open for all[By Invitation onlyj
Open A B
Blind C D
Sealed E F

Combinations:
A —Open and Open to all
B — Open and By Invitation only
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C—Blind and Open to all

D - Blind and By Invitation only

E —Sealed and Open to all

F — Sealed and By Invitation only

The success of an auction, in terms of the savings obtained by the purchaser, depends on two key factors: the ability to define the good with clear and
unambiguous specifications (“high specifiability”) and a market with supply-side liquidity where there are plentiful suppliers that compete among each other to
get the business (“highly competitive”).

Empirically, there is a direct relationship between the order amount and the savings achieved, with larger volumes achieving greater percentage savings. It is
therefore preferable for the Buyer Organization to plan and pool requirements together for a specific period of time and to auction its business together, rather
than use various auctions.

In conclusion, if a product can be perfectly defined, competition between suppliers is high and the value is sufficient, the better suited it will be to an online
auction for the purchaser. Experience shows that substantial savings can be made and the risk that the purchaser incurs is minimized if the auction is carried out
between approved suppliers.

B2B REVERSE AUCTION PROCESS

The reverse auction process (Figure-5) involves intensive work on behalf of the buyer and market maker to structure the bidding process and prepare suppliers
for qualification. The process is represented below:

Make Market (specs)

Identify Suppliers

Pre-Award Review

Approved Suppliers Listing

Identify Specific Terms & Conditions

Invite Suppliers

Set Up Auction

Conduct Auction

Contract Write-up

WONOUAEWNR

FIG. 5. REVERSE AUCTION PROCESS
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B2B e-Procurement Solution

Based on the above supplier & commodity spends analysis, it has been noted that procurement spend of Construction Companies generally covered under the
following combinations (Table-4) and the appropriate B2B e-Procurement strategy has been indicated against the each commodity spend criteria. Based on the
detailed analysis conducted on the various functionalities of the B2B e-Market online procurement tools, each of the above procurement strategy has been
mapped with the most suitable e-Procurement tool as given in Table-5.

TABLE 4: COMMODITY SPEND CRITERIA & E-PROCUREMENT STRATEGY

Commodity Spend Criteria Average
Type Annual

n Repeat Strategic .
Riice Purchase | Importance Complexity st

B2B e-Procurement
Strategy

Develop long terr
agreement with Supplie
Low High Low Low 8% and maintainB2B online

supplier _catalogues to
reduce Transaction cost

Create Hyper
Competitiort

Develop long terr
agreement with Supplie
1 Low Low Low Low 2% and maintainB2B online
supplier catalogues to
reduce Transaction cost
Create Hyper
Competitior!

Create RFQ & Prequalit
suppliers and make the
technically equal. Crea
Open auction by invitin
only prequalifiec
suppliers

Create _reverse auction
\ Low Low High Low >0.5% | with clear item attribute
and negotiate online.
Create _reverse auction
Vil High High High Low > 0.5% | with clear item attribute
and negotiate online.
Create _reverse auction
Vil Low High High Low > 0.5% | with clear item attribute
and negotiate online.
Create _reverse auction
1X High Low High High 75% with clear item attribute
and negotiate online.
Create _reverse auction
with clear item attribute
and negotiate online. Tl
successful supplier w
maintain  their online
catalogue for repea
purchase to reduce t
transaction cost.

1 High High Low Low 8%

\% High Low Low Low >0.5%

\% High Low High Low 4.90%

X | Low High High High 1%
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The following are the essential steps to streamline the procurement process through e-marketplace.

. Create online Supplier Invitation lists

. Create Auction / RFQ templates for each commodity

. Consolidate the requirements of similar commodity

. Select appropriate negotiation tool based on the type of the material.

TABLE 5: COMMODITY SPEND MAPPED WITH B2B E-PROCUREMENT TOOL

TYPE OF B2B e-PROCUREM ENT TOOL
ype Online Request for Quotation (RFQ) Reverse Auction
Supplier RFQ sStyle RFQ Control Auction Style Auction Control
Catalogue Blind | Sealed | Open | Invitation | Open | Blind | Sealed | Open | Invitation
1 Yes Yes Yes
I Yes Yes
1 Yes Yes Yes
v Yes Yes
v Yes Yes
\A Yes Yes
Vi Yes Yes
Al Yes Yes
IX Yes Yes Yes
X Yes Yes Yes

In order to improve the efficiency and to achieve the Procurement Process automation, the Construction Companies having a back end ERP system have to
integrate their ERP system with the e-marketplace portal as indicated in Figure-6.

FIG. 6: BASIC FRAMEWORK OF ERP — EMARKET INTEGRATION

Inspection,

ShippingNotice,

Payment

Inspection,
Shipping Notic

Payment

Reverse Auction: Supplier Price Dynamics

Fire Wall

E-Market
Fire Wall

Quotation/ PO

Quotation/ PO

Quotation/ PO

Quotation/PQ

The online reverse auction process typically begins with the buyer posting a request for purchase (RFP) to a website and inviting specific suppliers to view the
RFP. In a sealed-bid auction, suppliers are asked to submit their bids a few days or weeks later, and a winner is subsequently selected. Only the buyer views the

bids.

In the open-bid auction, suppliers bid sequentially through a series of product lots or sub-groups and can view their competitors’ bids and respond in real time. A
moving end-time (a “soft close”) is used for each lot, meaning that any bid within the last minute of the closing time will automatically extend the close time for

a few minutes to allow other bidders to respond.

One auction characteristic that may influence auction success is auction time or the auto-extension of the bidding period. Most auctions are initiated with
advanced notice of a specific closing time. The fixed end time poses an incentive problem—the early bid serves no benefit to the bidder but reveals information
to her rivals. The typical model of the English auction would project that bidders would quickly bid their valuations and the auction would end with the highest
valuation bidder receiving the price of the valuation of the second-to-last bidder. Yet many auctions with fixed-end times are experiencing “sniping” or
submission of bids in the final minute of an auction as shown below in Figure-7. Late bidding deprives rivals of the ability of seeing one’s bid and undercutting it.

FIG. 7. REVERSE AUCTION PRICE DYNAMICS
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REVERSE AUCTION TIPS

To conduct successful reverse auctions, buyers must do their homework. To keep the process simple:
. Have a clear and concise requirement (recurring need commaodities are best).

. Be certain a significant number of suppliers will compete (through substantial market research).
. Have a dollar amount great enough to offset the cost of conducting the reverse auction.

CONCLUSIONS
In conclusion, if a product can be perfectly defined, competition between suppliers is high and the value is sufficient, the better suited it will be to an online
auction for the purchaser. Experience shows that substantial savings can be made and the risk that the purchaser incurs is minimized if the auction is carried out
between approved suppliers.
Empirically, there is a direct relationship between the order amount and the savings achieved, with larger volumes achieving greater percentage savings. It is
therefore preferable for the Buyer Organization to plan and pool requirements together for a specific period of time and to auction its business together, rather
than use various auctions.
A well planned implementation of B2B e-Procurement for contracting companies will result in several benefits and some of the benefits are listed below:

. Cost savings and price reductions

. Reduction or elimination of the role of intermediaries

. Shortening supply chain response and transaction times

. Gaining a wider presence and increased visibility for companies

. Greater choices and more information for end users.

. Improved service as a result of instant accessibility to services

. Collection and analysis of voluminous amounts of data and preferences

. Creation of virtual companies and Leveling playing field for small companies

. Gaining global access to markets, suppliers, and distribution channels.
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