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ABSTRACT

The construction industry in developing countries like Ghana faces a number of Design Service
Delivery (DSD) challenges. These challenges include non-collaborative activities and adversarial
business relationships among various construction actor groups and clients. Such challenges
mostly end in discords, disputes and conflicts (DDC). Subsequently, while the discords, disputes
and conflicts are pervasive and not in doubt, the impact is not known, making it difficult to
appreciate the severity of the problem and also to propose appropriate measures for addressing
the problem. In view of these challenges this study aims at developing a framework for the
empirical understanding of the nature of adversarial business relationships and how they impact
on the supply chains of information flow (SCIfs) for DSD activities in Ghana and also to put

together the attitudinal behaviours that can be proposed for improvement.

An extensive review of relevant literature helped to identify concepts, issues, frameworks and
models essential for isolating both collaborative and non-collaborative activities in business
relationships. Using relevant theories such as the action oriented system theory, thinking and
rethinking, and the inclusion of pertinent cultural issues like individualism and collectivism, a
theoretical framework has been developed. Non-probability sampling methods such as
purposive, non-proportional quota sampling were used to select samples. Further, the samples
have been drawn through eligibility selection criteria. The criteria enabled the selection of forty-
five DSD participants (interviewees) suitable for interview. The interviewees included Chief
Executives and Senior DSD actors of both public and private companies with over 10 years

experiences in DSD activities in Ghana and the West African sub-region.



Qualitative data were collected electronically with automatic voice recording, written summaries
from the participants and recorded observations were carefully analysed using conventional,
directed and summative content analyses techniques, supported by Pareto analysis.

The research contributes to knowledge by revealing the nature of the adversarial business
relationships in three broad categories: no collaboration, less collaboration and close-to-average
collaboration relationships among the DSD actor groups. Again, the study shows that the nature
of SCIfs is as disjointed (36% frequency); fragmented and uncoordinated (16% each). These
three attributes account for a total of 68% frequency. This describes the serious challenges that
the nature of adversarial relationships impose on the current SCIfs developed and constituted

especially in Ghana.

The attributes used to describe the construction business relationships predominantly confirm the
literature claims of non-collaborative business relationships, which cause improper functioning
of the processes and procedures used in developing the SCIfs. The malfunctioning processes and
procedures reveal "unsystematic and insufficient details’; ‘inconsistent or use of outmoded design,
interpretation and transfer methods. Additionally, the processes and procedures show ‘sub-
standards with gaps or no standard for supply chains' and ‘the use of weak incomplete supply
chain'. The five attributes outlined also account for a total of 68% inefficiencies which cause
malfunctioning of the processes and procedures used in developing and constituting SCIfs in

Ghana.

Based on these identified challenges as pre-conditions, 23 attitudinal behaviourial attributes and
15 technical attributes of knowledge required to transform the situation have been identified

from the study. Additionally, assessment and improvement frameworks for quality improvement
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of the DSD activities based on the pre-conditions and multi-theories among other concepts,
attitudinal behaviourial attributes and technical attributes of knowledge have been developed.
This could be used for collaborative, harmonious and cordial business relationship in developing
and constituting the SCIfs for hygienic, cost and time effectiveness in infrastructural

development.
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CHAPTER ONE
INTRODUCTION

1.1 Chapter Outline

This chapter offers a background of brief global concerns and contributions made by other
researchers on the topic under study. These global concerns and contributions show the
attention and importance attached to the topic in construction project delivery. Further,
essential definitions and explanation of terminologies are covered to provide clearer
understanding and direct the focus of the study. The problem statement, aim, key research
questions, objectives and research methods adopted in the study are presentated. The
significance of the research, the scope of study and contribution to knowledge made are also

covered to show the extent and relevance of the study.

1.2 Background to the Research
A lot of discussions and debates concerning the harsh or adversarial business relationship

situations in the construction industry in general have been raised for decades. The
challenges seem to be steadily raging on in developing economies which are not new in the
Ghanaian construction industry, GCI (Laryea, 2010; Du Plessisa, 2007; Anvuur et al., 2006;
Adebayo, 2000). A close observation of the industry shows that a study of design service
delivery (DSD) and its supply chain of activities as major aspects of the construction
industry can have an influence on all other construction supply chains and networks (Pryke,

2009).

1.2.1 Global Situation and Focus of the Research Topic

There is sufficient evidence in literature that suggests the construction industry is

fragmented, accounting for its poor performance over the years (Ankrah et al., 2010; Pryke,



2009; Bresnen, 2007; Baiden et al. 2006; Naoum, 2003; Bresnen and Marshall, 2002; Egan,
1998; Latham, 1994). Besides, the industry is recognized as being full of mistrust, self-
interest and competitive behaviour. Further, the lack of effective communication has
resulted in non-collaborative and adversarial business relationship (Pryke, 2009; Chan et al.
2004; Latham, 1994). Therefore, the quest of literature to transform the varying negative
characteristics of the construction business relationship (Cheung and Rowlinson, 2005) as
seen in many developing countries like Ghana, is not in doubt. However, while the search to
transform the varying negative characteristics are on-going there is little empirical
understanding of the specific characteristics of these adversarial business relationship
(Tazelaar and Snijders, 2010). The nature of their impact on DSD activities especially the
SCIfs in the context of emerging economies is also a problem (Tazelaar and Snijders, 2010).
The desire to change the situation call for a search for a proactive business relationship
management improvement approach, an approach which studies why there are non-
collaborative working and adversarial business relationship in DSD activities. An integral
approach for the development of an improvement proposals to improve DSD activities is
required. Additionally, there are research gaps in construction supply chain relationship
(SCR) and relationship management (RM) concepts, processes and models, which demand

contributions that could improve the DSD activities.

1.2.2 Contributions by Other Researchers

It is very clear in relevant construction literature that non-collaborative working and
adversarial business relationship has existed in the construction industry for many years
(Meng, 2010; Pryke, 2009; Bresnen, 2007). The situation is exacerbated by mistrust and an
inward looking attitude by construction firms, organisations and some individual

practitioners who play similar roles in different project delivery (Ankrah et al., 2010; Pryke,
2



2009; Chan et al. 2004). Apart from these, there is also the lack of commitment for the
success of others and full pursuance of individual professional agenda. Inevitably, these
account for the poor performance of the construction industry (Pryke, 2009; Bresnen, 2007,
Naoum, 2003; Bresnen and Marshall, 2002; Egan, 1998; Latham, 1994). Many researchers
realize how bad the state of non-collaboration and adversarial business relationship is and
their effects on the performance of the construction industry. Therefore, they have made
legitimate strides to produce some interventional measures over the years to correct the
situation. The various interventions are to break down the barriers and cycles of the harsh or
adversarial business relationship culture. Many of such interventions include relationship
management concepts development, partnering and alliancing (Smyth and Edkins, 2007;

Cheung and Rowlinson, 2004).

The construction supply chain management principles have also engaged the attention of a
number of researchers who seek to find ways of collaboration and improvement in
construction business relationship (Meng, 2010; Pryke, 2009; Yeo and Ning, 2002). Also,
team integration has attracted similar efforts to break down barriers to ensure effective
construction collaborative working (Smyth, and Fitch, 2009; Pryke, 2009; Baiden et al.,
2006). However, despite the observation of Baiden et al. (2006) that none of the project
teams as per the case study projects covered by their research is completely fragmented,
there is current evidence to the contrary. Additionally, this observation was based on a
certain project size, professionals and in a cultural setting which may differ from the
situation in other construction activities of other economies. Moreover, Pryke (2009)
compares the current state of the construction industry to Steven’s (1989) model of
transition of firms. The conclusion drawn is that a vast majority of the industry falls in the

baseline category, the traditional fragmented state. This is a manifestation that the non-
3



collaborative and adversarial business relationship in construction business culture has not
seen much change. Meng (2010), in an effort to deal with the adversarial business
relationships, distinguishes four clear levels of construction culture and business
relationships. These concern the categorization of business relationship maturity periods or
levels including traditional, transitional, short-term and long-term periods. However, the gap
between short-term and long-term maturity periods is a long one which require bridging for

gradual and smooth maturity development (Meng, 2010; Pryke, 2009).

1.3 The Ghanaian Situation
In an effort to achieve a good business situation, the Ghana Public Procurement Act 2003

(Act 663) was enacted to reform procurement of works, goods, and consultancy services and
to improve investor business relationships in Ghana. It was also to correct inefficiencies in
the public system. However, a probe revealed that the Act could not achieve any effective
cultural change in procurement system to realize value for money. The failure of the Act to
achieve value for money is partly due to disputes, waste, corruption, non-collaborative
working and adversarial business relationship associated with, such as the traditional
procurement practices which the Act 663 sought to correct (Ameyaw et al., 2013; Anvuur et
al., 2006). Besides, there are persistent adversarial contracting relationships, which have
other serious implications including quality of construction workforce and business
relationship (Anvuur et al., 2006). The argument is carried out further that there is the need
to allow the adaptation of other methods, frameworks and models with guidelines, if
effective value for money is to be realised (Anvuur et al., 2006). Similarly, it is on record
that contractors in Ghana face many difficulties, which create harsh business relationships
that normally call for arbitration and mediation. Worst of all, they also get very late payment

for work done without interest on delayed payment (Laryea, 2010). As a way of improving

4



collaborative working and business relationship, it is recommended that there should be
change through the adoption of the right strategy, proper development of professionalism

and seeking mergers with other firms of similar organizational values (Laryea, 2010).

From the desk study, non-collaborative and adversarial business relationship in construction
activities in developing countries including Ghana, seem to be persistent while real
collaborative cultural change in the industry is still not in sight (Laryea, 2010; Du Plessisa,
2007; Adebayo, 2000). The various interventions mentioned seem not to have engendered
the expected changes in the non-collaborative and adversarial business relationship for the
improvement of DSD activities. Moreover, there are many unanswered issues that need to be
investigated, such as the characteristics and impact of the adversarial business relationship
culture and fragmentation in an emerging country like Ghana faced with a global search to
improve project management principles for accelerated construction industry development.
This situation is exacerbated by fiscal and monetary constraints and corruption (Ameyaw et
al., 2013; Anvuur et al., 2006). It seems there is lack of knowledge of business relationship.
No learning of relationships of the traditional procurement practices takes place among
individuals, groups/organizations. The business relationship observed are mate rates type

that can neither be sustained nor caused the required change (Cheung and Rowlinson, 2005).

The non-collaborative and adversarial business relationship persists (Yiu and Cheung,
2006), for there is no increase in knowledge to reduce or reverse the trend by sharing or
exchanging learning experiences to improve DSD activities (Mensah, 2007). As shown in
the above statement, increased knowledge implies not encountering the same problems over
and over again and not reinventing solutions to problems (Ankrah et al., 2010; Mensah,

2007: Loo, 2003). The learning process must be made to include the practice of taking
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feedback from executed projects (Anim, 2012). In support of this practice, Anim (2012) and
Loo (2003) stress that taking feedback from projects and learning from experiences improve
performance of a project. Therefore, there is the need to find out how to transform the
adversarial business relationship culture through the change of ‘mind set’ (change in the
usual way of thinking and showing different acceptable attitudinal behaviours towards an
issue) in order to learn and share information (Anim, 2012; Ankrah et al., 2010; Loo, 2003).
These concepts are for constant increase in knowledge to allow for improvement and

continuous improvement of DSD activities in Ghana.

1.4 Definitions

The problem statement and contribution to knowledge are presented in 1.4 and 1.10.

however, some important key words used in the study need to be defined.

1.4.1 Design Service Delivery (DSD)

In this study, design service delivery (DSD) activities cover the work of professionals (DSD
practitioners) trained in Project Management, Architecture, Quantity Surveying, Services
Engineering, Civil/Structural Engineering, Geotechnical Engineering, Geomatic Engineering
and Planning, who develop and constitute the supply chains of information flow (chains of
project documentations for construction works). It also includes the use of information flow
(chain of project documentations) from initiation, planning, execution, control to the close of
a project, where general contracting is inclusive (Alhassan, 2012; Walker and Lloyd-
Walker, 2012; Hatmoko and Scott, 2010; Titus and Brochner, 2005). DSD practitioners are
professionals who are either in-house or external consultants working for clients. They also
guide or offer advice in the selection of contractors for clients” work. These are
professionals who form part of clients’ organization and therefore need to develop an

appropriate business relationship culture for the success and sustainable project delivery (Du
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Plessisa, 2007; Cheung and Rowlinson, 2005). The professionals could be agents of
principals (clients) who run agencies of DSD work which produce supply chains of
information flow (chains of project documentations) for both tendering and selected

contractors for construction works and for projects (Hatmoko and Scott, 2010).

The DSD practitioners provide the supply chain of information flow (SCIf) which is
different from other construction business supply chains such as the supply chains of
materials, labour, plant and equipment including temporary work (Hatmoko and Scott,
2010). The contractors who receive the SCIfs- chains of project documentations for the
project delivery process are important and their inputs cannot be overlooked in the SCIfs

processes (Alhassan, 2012; Walker and Lloyd-Walker, 2012).

1.4.2 Supply Chain of Information Flow (SCIf) - Chain of Project Documentations and
its Importance in the Study.

The supply chain of information flow (SCIf) consists of a chain of project documentations
such as drawings, specifications, contract conditions, explanations and clarifications which
form the basis of all activities in any project (Edum-Fotwe et al., 2001). The DSD work of
providing SCIf-chain of project documentation is for decision-making, which affects
planning, executing, controlling and closing of projects. Thus, it is obvious that DSD
practitioners are responsible for the overall conduct of project delivery (Edum-Fotwe et al.,
2001). It is also, most important to understand that the supply chain members (DSD
practitioners) need to share information with one another through the chain of project
documentation during project delivery. The information sharing among members is seen as
key to effective supply chain management of all projects (Hatmoko and Scott, 2010; Titus

and Brochner, 2005). It is also worth noting that delay in constituting the SCIf might slow
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down decision-making of all project teams. That situation is identified as the main cause of
delays in project deliveries (Chan and Kumaraswamy, 1997). Also, these issues may be
potential sources of discords, disputes and conflicts (DDC) leading to further delay, and
destruction of all project objectives (Ramus and Birchall, 2006). It can as well result in a
cycle of business relationship failure and abandonment of projects (Ramus and Birchall,

2006; Humphries and Wilding, 2004).

1.4.3 Relationship
Relationship is the patterns of interaction among people and the behaviours shown towards

one another (Mullins, 2005). Again, according to Hornby (2008), relationship is the way two
or more people or professionals act towards one another or deal with one another. A
behaviour or a deed between or among groups that can lead to a good or a bad working

environment (Cole and Kelly, 2011).

1.4.3.1 Business Relationship

Personal relationship is a form of meaningful friendship and intimate living or other
significant intimate issues including relations by blood, adoption, marriage, or domestic
partnership such as spouse, parent or child (Board of Regents Policy, 2012; Miller et al.,
2009). This is invariably a kind of relationship that involves individual (personal)
knowledge and emotional linkages (connections). It is never “just business.” The
relationship can be direct or long-term highest acquaintance and friendship (Miller et al.,
2009). It is a type of relationship that is not formal, but domestic and lacks acceptable
features for this study. The study is focused on a collaborative business relationship which

deals with formal rules and regulations to eliminate or reduce adversarial relationship for



development and to constitute SCIfs (Edum-Fotwe et al., 2001). The concentration is on the

DSD actors collaboratively working together to improve DSD activities (Anim, 2012).

1.4.3.2 Industrial Relationship
This involves patterns of interaction and behaviours shown to one another that concern the

relationships between the policies and practices of the organization and its members and the
behaviour of the workforce or work groups (Mullins, 2005). Another aspect of industrial
relationship concerns itself with public relations. Public relations deals with the business of
internal (workforce within entity) and external (outside world) communication. Both are

important for healthy relationships

1.4.3.3 Working Relationship

Working relationship is the kind of openness, cordial and harmonious business relationship
that should exist and be maintained with all the parties that work together to ensure that the
work is done efficiently to satisfy customers who receive the product or service (Texas
Association of Professional Support Staff, 2012). It is a kind of business relationship that
has special connections between or among actors, which are referred to as bonds that are
important for how they are perceived by others in or out of the work. Also, a working
relationship involves purpose-directed attitudes and behaviours where actors’ bond exist, to
seek for individual capacity to recognize, communicate, learn, teach, develop and transfer to
the collective level (Hakansson and Snehota, 1995). It can as well influence the success or
failure of the cycles of business relationship (business relationship success or failure cycles)
depending on the strength or weakness of the actors’ business relationship bonds; moreover,
it concerns the image or communication, both inside and outside the organization (Nickson

and Siddons, 2006; Hakansson and Snehota, 1995)



1.4.4 Partnering
Rowlinson and Cheung (2004) define partnering as a well-organized method which allows

stream of work across contractual boundaries. Harries and McCaffer (2005) put forward the
idea that the partnership arrangement also involves proven reliable track records in business
savings in terms of time and cost. The main components involve mutual objectives, agreed
problem resolution approaches and continuous search for measurable continuous
improvement in time and cost savings as well as quality (Harries and McCaffer, 2005).
Harries and McCaffer (2005) further observe that the partners in this arrangement settle for
fair rewards among themselves. In another development, partnering is understood to mean a
way of improving mechanisms and technologies useful to innovative construction projects
causing less stressful environments and lowering transaction cost coming from uncertainty,

competition and information asymmetry (Liu and Fellows, 2009)

1.4.5 Alliancing

In alliance, the parties form a cohesive entity which together bears project risks and rewards
based on an agreed formula and commitment in terms of previous attitudinal behavioural
working records (Harries and McCaffer, 2005). There are two forms of alliance: strategic
and project alliancing. The common definition of the strategic alliancing is to develop long-
term inter-organisational relationship which involves collaborative behaviour for specific
purposes. On the other hand, project alliancing is agreed upon by the parties in specific
projects and very often ends with the project period. It is a kind of arrangement which is

legally binding on the parties (Rowlinson and Cheung, 2004)

1.4.6 Team Integration

Construction management team integration brings to the fore or involves collaborative

working practices, methods and behaviours that promote the environment where information
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is freely exchanged among the construction parties or entities. Further, integration in
construction is considered as a way to improve project delivery team performance (lbrahim

etal., 2011; Baiden et al. 2006).

1.4.7 Procurement
According to Cole and Kelly (2011, p.417) procurement can simply be defined as “the act of

getting possession of something from a supplier.” Further, Kirkham (2007) mentions that
procurement concerns the processes and procedures which deal with the acquisition of an
asset, for instance a building. Thus, additionally, construction procurement is generally seen
as a way of designing, constructing and commissioning of new buildings (Kirkham, 2007).
Also, Laryea et al. (2012) in support of this view observe that construction procurement is a
strategic process which expresses how construction constracts are formed, managed and

executed.

1.4.7.1 Traditional Procurement

It is a procurement type in which the employer generally accepts design work separated
from construction activities. Consultants are appointed for design and cost control, and a
contractor is selected to be responsible for the execution of the construction (Davis et al.,
2006). Also, Turina et al. (2008) assert that the traditional procurement which separates the
design and construction functions within the construction supply chain processes is
primarily responsible for a general lack of consideration given to the necessary and vital
collaborative working within the project phases. The obvious evidence in this procurement
approach is the loss of propensity for improvement of construction functions which is
deliberately separated from project planning and design (Davis et al., 2006). This kind of
procurement is the most common method used in the Ghanaian construction industry

(Anvuur et al., 2006). As in many construction economies where the practice is entrenched,
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the environment created through this type of procurement is more of non-collaborative and
harsh or adversarial business relationships, due to the separation of design from the
construction causing divisions among the DSD actors (Laryea, 2010; Anvuur et al., 2006).
These also affect the business relationship situation and environment in developing and
constituting SCIfs (Hatmoko and Scott, 2010; Titus and Brochner, 2005; Chan and

Kumaraswamy, 1997).

1.4.7.2 Co-operative Procurement

This is a kind of procurement procedure that follows the conventional method where
cooperation between contractor and client or consultant is allowed. The responsibility for the
design and construction is kept separate such as negotiation, two-stage selective tendering
etc. occur (Eriksson and Westerberg, 2011; Masterman, 1997). It is a kind of method of
acquiring works which is not very common in Ghana but some clients use it when there are
budget constraints. Moreover, contractor’s selection is key to project delivery. The delivery
environment and conditions are not different from harsh or adversarial business relationship
(Laryea, 2010; Anvuur et al., 2006). The DSD actors engaged in the use of these
procurement approaches seem to be non-collaborative and face challenging conditions
among themselves that demand a change of mind set for mutual benefits (Cheung and

Rowlinson, 2005).

1.4.8 Working Definitions for the Research

From the definitions of the various methods of working in co-operations such as partnering,
alliancing and team integration in sections 1.4.4, 1.4.5 and 1.4.6, it can be argued that
working cooperation and business relationship lack full concern for other actors’ interest.

This is realised in the argument of Harries and McCaffer (2005) that in partnering for
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instance, the partners need proven reliability record with respect to time and cost savings.
Besides, in alliancing arrangement previous full commitment in terms of attitudinal
behavioural records are necessary. These two situations: proven track records of reliability
with respect to time/ cost savings and full commitment in terms of attitudinal behavioural
records may not be available to a number of other actors who are not part of such business

relationship arrangements.

That apart, the cultural and social classes or ethnic groupings in developing countries like
Ghana are other influencing factors that contribute to lack of full concern for actors’ interest
in such business relationship (Laryea, 2010; Pryke, 2009). These situations lead to non-
collaborative working and unco-operative business relationship or adversarial behaviour
happening among actors. The situation occurs where there are especially new actors or
parties without previous proven business cost and time savings and quality records; contrary
to the conditions mentioned in the work of Harries and McCaffer (2005). According to
Rowlinson and Cheung (2004), for partnering the main components involve mutual
objectives, agreed problem resolution approaches and continuous search for measurable
improvement. In the partnering agreement, emphasis or references are not more on
attitudinal behaviours of actors and concern for equitable benefit to the actors (Harries and
McCaffer, 2005). This explanation of partnering is evident as in the statement that, it is a
way of improving mechanisms and technologies (Liu and Fellows, 2009). Here, the main
concern is clear and that is the advancement of mechanisms and technologies for work.
Also, other aspects of the mechanisms and technologies look for how they can be useful to
innovative construction projects, causing less stressful environment, and lowering
transaction cost coming from uncertainty, competition and information asymmetry (Liu and

Fellows, 2009). These inputs are not concerned with the attitudinal behavioural change or
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change of ‘mind set’ of the actors towards equitable benefits and the development of
business relationship among all actors to create a free exchange of information flow for
effective SCIfs towards improvement of DSD activities. In alliance cooperation (section
1.4.5), the parties form a cohesive entity which together bears project risks and rewards
based on an agreed formula. Here, there is rigidity in the agreement, especially with project
alliance (Rowlinson and Cheung, 2004). This rigidity, which is based on legally enforceable
relationship, prevents the willingness and voluntary relinquishing of some professional
autonomy or independence to embrace long-term benefits of win-win-win situations and free

exchange of information flow for improvement (Pryke, 2009)

Concerning team integration in section 1.4.6, Ibrahim et al. (2011) state that construction
management team integration involves collaborative working practices, methods and
behaviours that promote an environment where information is freely exchanged among the
construction entities or parties. But it does not signify patterns of interaction and equitable or
fair share of benefits showing concern for others which border on good relationship (Pryke,
2009). On this basis, the procurement of works and the various stages of execution to
completion of the design service andproject deliveries should evolve from business
relationship management of the actors and their work with concern for others in all respects
(Pryke, 2009). It is in line with this concept and the foregone argument carried across that

the following working definitions are adopted for this study.

1.4.8.1 Working Definition of Business Relationship in the Context of the Study

Business relationship is an attitudinal and behavioural change of the DSD actors working
relationship culture (personal and industrial), which will allow development of long-term

fruitful collaborative working, inter-professional, cordial and harmonious business
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relationship (business relationship that extends beyond non- contractual and socio-cultural
boundaries). This change of DSD actors focuses on change of ‘mind set’ of all the different
actors for joint goals in producing and using the supply chains of information flow (chains
of project documentations) with mutual respect. Thus, it is to realise a businesss relationship
involving the use of relationship improvement factors such as trust, openness, and
commitment for free exchange of project information among the actors, for improvement
and continuous improvement in procurement of design service delivery works, for fair and

impartial benefits to all the DSD actors.

1.4.8.2 Collaboration or Collaborative Working

‘Collaboration’ carries different meanings in different contexts. In this study, the researcher
uses ‘collaboration’ not for inter-professional communication (Miles and Trott, 2011) nor
does it also mean partnership working, where just two DSD organisations are working
together (Miles and Trott, 2011; Al-Amoudi, 2011; Bygballe, et al., 2010). Neither does it
mean a contracting relationship like in design and build where one firm procures a design
and construct contract from another entity or client. All these are forms of collaborative
working with their inherent weaknesses or challenges; however, they are not the focus of

this inquiry (Miles and Trott, 2011).

The writer’s use of collaboration or collaborative working concentrates particularly on
situations where all the nine DSD actors including contractors as explained in section 1.4.1,
are involved one way or the other, working together with all who have the capacity to
contribute to improve the DSD activities; to develop infrastructure of public value (Miles
and Trott, 2011). It concerns collaborative working where the business relationship among

the DSD actors is pitched at a level to eliminate or avoid continuously non-collaborative and
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adversarial business relationship elements. This kind of collaborative working is carried out
among DSD professionals in developing and constituting SCIfs in healthy competing
priorities (Humpherys, et al., 2003). The DSD actors are to be seen not only working
consistently together, but also, there should be an internal seamless or tight business
relationship for feedback, share of knowledge and learning to achieve effective and efficient
SCIfs. Therefore, the focus of collaborative working in the study is not just looking for DSD

actors consulting each other on an ad hoc or regular basis (Miles and Trott, 2011).

Indeed, it needs to be a ‘whole systems approach’. Collaborative working in this sense, calls
for efforts to expand DSD actors’ interaction with the focus of getting inputs and outputs
from all the DSD actors in the formation of each SCIf to improve DSD project delivery for
clients (Orgen et al., 2013a; 2012b; Miles and Trott, 2011). In collaborative working scope
covers the need to consider good business relationships among the professions and DSD
actors, not just as constituent parts of the system, but as integral parts which are not
independent of one another; focusing on promoting clients’ interest through improved

performance for equitable mutual benefits (Miles and Trott, 2011; Humpherys, et al., 2003).

1.5 The Problem Statement

An extensive literature review reveals strong indications that, as happens in many
developing countries, DSD actors in the Ghanaian construction industry (GCI) including
contractors always face a number of problems (Ssegawa-Kaggwa et al., 2013; Laryea, 2010;
Du Plessisa, 2007). The problems include long-term effects of poor project delivery,
incoherent business relationship and environment (Ssegawa-Kaggwa et al., 2013; Du
Plessisa, 2007; Adebayo, 2000). It has been confirmed that these problems sometimes end in

non-collaborative working and harsh business relationship (Laryea, 2010; Anvuur et al.,
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2006). Again, it is evident in many publications that discords, disputes, conflict and harsh or
adversarial relationships exist in the construction industry, which are largely conceptual, or
mere claims about the situation without reference to empirical data based on specific
experiences, impressions, perceptions and opinions of practitioners (Tazelaar and Snijders,
2010; Ankrah et al., 2010). In this sense, the extent of the non-collaboration or adversarial
business relationship and their effects on the quality of SCIfs and how the processes and
procedures function are not clearly understood; especially in the context of developing
countries where the construction challenges are exacerbated by uncertain economic, political

and business environments.

Additionally, these non-collaborative working relationship also causes adversarial business
relationship, which are documented (Hawkins, 2011; Tazelaar and Snijders, 2010; Mullins,
2005). However, the nature or characteristics of the adversarial relationships especially in
the context of developing countries such as Ghana are also not clearly understood including
the strategies for improvement. Indeed, the literature suggests that the problems that cause
non-collaborative working and adversarial business relationships situations among the DSD
actors (DSD practitioners and contractors) keep recurring (Ssegawa-Kaggwa et al., 2013;
Laryea, 2010; Anvuur et al, 2006). The issues of non collaborative and adversarial
relationship among the DSD actors are such that they drawback national infrastructural
development (Anim, 2012; Hawkins, 2011) Also the situation accounts for haphazard
infrastructural development in many developing countries, as learning processes are not
made to include the practice of taking performance feedback and experiences from properly
executed designed projects and applied to other design service delivery (Anim, 2012; Loo,
2003). The need to arrest the problem is the main object of this research, which seeks to find

out the nature of the non-collaborative working and adversarial business relationships that
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disturb and distort SCIfs and prevent improvement of DSD activities in Ghana, in order to

provide a business relationship proposals for improvement.

1.6 Research Questions

Drawing from the problem stated the following research questions are developed

1.

4.

How is the nature of adversarial business relationship among the DSD actors in an
emerging economy like Ghana where construction challenges are exacerbated by
uncertain political and economic business environment?
How do the characteristics of the adversarial business relationship affect the supply
chains of information flow (SCIfs) in DSD activities?
How is the nature of the supply chains of information flow (SCIfs) developed and
constituted in the construction industry in Ghana?

How do the processes and procedures used in developing and constituting SCIfs

function to affect the DSD activities in Ghana?

5. How can attitudinal behavioural and technical knowledge required of DSD actors

for collaborative business relationship management to improve DSD activities

especially in the Ghanaian context be achieved?

1.7 Aim

This research seeks to establish and understand the nature of the non-collaborative and

adversarial business relationship among DSD actors, their effects on the SCIfs and the

strategies that can be applied in a business relationship proposals for improvement of

Design Service Delivery.

1.8 Research Objectives

The objectives are drawn from the aim to provide the relevant focus for the study.
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1. To understand the conceptual and theoretical bases of adversarial business
relationship in the construction industry especially in the context of developing countries

such as Ghana.

2. To understand the conceptual and theoretical effects of the adversarial business
relationship on SCIfs which the DSD actors have developed especially in Ghana in
the light of the present challenges of the construction industry

3 To undertake a qualitative inquiry to help provide empirical understanding of the
characteristics of the adversarial relationship among DSD actors especially in the
light of the difficult economic and business operating environment.

4. To understand the nature of the supply chains of information flow (SCIfs) and the
construction business relationship situation among DSD actors.

5. To investigate how the processes and procedures used in developing and constituting
SClIfs function to affect the DSD activities in Ghana.

6. To identify attitudinal, behavioural and technical knowledge required of the DSD
actors for the development of a collaborative business relationship management

improvement proposals to improve DSD activities in Ghana

1.9 Research Methodology
An extensive desk study into business relationship management situation in developing

SCIfs was first conducted to provide understanding of the concept (Naoum, 2004). A
qualitative research which seeks to unearth in-depth truths to help gain understanding of
issues such as the non-collaborative working and adversarial business relationship situation
was identified as appropriate for the study (Baxter and Jack, 2008; Zainal, 2007; Golafshani,
2003). The qualitative approach is for both deductive and inductive processes and it

provided rich insight into interviewees’ experiences and views on the topic (Leedy and
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Ormrod, 2005; Golafshani, 2003). The approach was useful for the purpose of finding out
the nature of the non-collaborative and adversarial business relationships existing among
DSD actors and how they affect the development of SCIfs in real professional practice
(Baxter and Jack, 2008). A research interview design enabled the necessary multi-theory
theorization to be carried out in the discussions (Zainal, 2007). Non-probability sampling
methods such as purposive, non-proportional quota sampling were applied (Gravetter and
Forzano, 2006; Landreneau and Creek, 2003; Kumekpor, 2002; Greemstein, 2001). The
decision to use purposive non-proportional quota sampling was necessary as the DSD
population has a distribution which is concentrated in two to three urban centres in Ghana
(Kumekpor, 2002). A five-point eligibility criterion was set out. This included a minimum
of ten years working experience after professional association membership, size (scale) of
projects undertaken, number of DSD actors involved in the projects executed, professional
status and awards (Baxter and Jack, 2008; Devers and Frankel, 2000). The sample frame
eligibility criteria set, therefore, drew into the research Ghanaian experts who are rich in
experience and familiar with DSD professional practices in Ghana (Devers and Frankel,
2000). To gain access to the interviewees some referrals were made by colleagues who have
links with DSD professionals. Also, other gatekeepers available who offered useful access
assistance (Devers and Frankel, 2000) were the executive secretaries of the various
professional associations such as Ghana Institute of Architects (GIA), Ghana Institution of
Surveyors (GhlS), Ghana Institution of Engineers (GhIE), Ghana Geotechnical Society and
Planners. In-depth interviews were conducted with these DSD practitioners including

contractors.

The data collection lasted three and half months starting from 3" April to 17" July, 2013;

with an average time of three hours per interviewee (DSD actor). Before the interviews, a
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brief proposal was written. Appointments were booked through telephone calls, personal
contacts and appointment notices were filled and signed by all interviewees. Face-to-face
in-depth qualitative interviews were conducted with 45 interviewees, 5 interviewees from
each of the 9 different DSD professions using interview guide with semi-structured closed
and open-ended questions (Yin, 2003). The initial identification of categories of issues such
as non-collaborative, adversarial business relationship, its effects and attitudinal behavioural
and technical knowledge used to develop the measuring instrument for the data collection fit
the study. There was then no need for further adjustment in the instrument for the collection
of data from all DSD participants; of different professions for examination and
categorization to achieve the research objectives and for development of the improvement
proposals. The data collected exercise continued until the data categories acquired were
meaningful, important and saturated (Fellows and Liu, 2009). Data was electronically
recorded, detailed summaries were written down by each interviewee and relevant
observations were recorded by the researcher in a field notebook. The data collecrted was
transcribed verbatim into written text for examination. Constant comparative method of
coding was used in grouping themes and for the categorizations to realize the research
objectives. These were carried out for reliability and validity (Baxter and Jack, 2008; Devers

and Frankel, 2000).

The three kinds of content analysis approaches involving conventional, directed and
summative methods were used (Hsieh and Shannon, 2005). Also, in making analyses, the
data was coded and put under themes; repeated occurrence of patterns and variables in the
data were sought and categorized. The results of the summative analysis of attributes
describing the nature of the SCIfs were represented on a Pareto plot to rank the attributes for

the selection of the critical ones that could be corrected to improve the nature of the SCIfs
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(Ahmed et. al., 2013). This Pareto plot is useful in ranking the attributes and also for
selecting the critical attributes of percentage value of 20% that if remedy is applied
percentage value of 80% of the non collaborative, adversarial business relationship and
nature of the SCIfs developed and constituted could be improved (Ahmedl et. al., 2013).
These methods were used to provide triangulation in the analysis to obtain credible and

reliable results (Yin, 2003).

1.10 Contribution to Knowledge
It is well established in the literature that there is non-collaborative and adversarial business

relationship in the constructions industry (Ssegawa-Kaggwa et al., 2013; Laryea, 2010;
Anvuur et al., 2006). This non-collaborative and adversarial relationship are deeply rooted
especially in developing countries and are exacerbated by the difficult economic, political
and structural conditions at play. Apart from re-affirming the existence of the non-
collaboration and adversarial business relation this study adds to knowledge by identifying
the nature, characteristics and degree of existence of the non-collaboration and adversarial
relations.

This is shown by the critical attributes which emerged from the study such as disjointed,
(36%), fragmented, (16%) and uncoordinated, (16%) which suggests that the nature of the
SCIfs developed and constituted is seriously disturbed. The percentage total frequency
(68%) obtained from these three attributes describe the extent to which adversarial
relationship is embedded in the DSD activities in emerging countries such as Ghana.
Additionally, the sum of all attributes obtained in the study describing the nature SCIfs
reveal more grievous situation non-collaborative working of over 80% total frequency

among the DSD actor groups in developing and constituting SCIfs.
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Again, another contribution to knowledge is the identification of attributes describing the
nature of construction business relationship (CBR) and its effects on DSD activities. The
critical attributes describing CBR in the study as ‘lack of harmonization of professional
work and good business relationships’ and ‘hostility, frustration, tension and conflicts’
accounting for 14% each; ‘lack of interdependencies and sustainability’ accounting for 13%.
All the three attributes among others in the findings provided evidence of the severity of the
adversarial relationship among the DSD actor groups in Ghana. Further, examination of the
textual findings show that the business relationhip is largely that of non-collaboration. This
kind of CBR range is found in the research to be of three broad categories, involving: no
collaboration, less collaboration and close-to-average collaboration. These relationship
situations cause the DSD activities to delay in time, become cost ineffective leading to poor

quality of work and at times manifest in lack of expansion of the DSD activities.

In addition, the study reveals that the functioning of processes and procedures used in
developing and constituting the SCIfs are improper. The attributes obtained from the
research such as ‘umsysmatic’ and ‘insufficient details' with frequency of occurence of 15%
each suggests there is mal-functioning of the processes and procedures used for SCIfs.
Further, attributes like 'inconsistent use of outmoded methods’; ‘sub-standards with gaps or
no standard,” for supply chains' with frequency of 13% each and the 'use of weak incomplete
supply chain" with frequency of 12% confirm and strengthen the descriptions providing
evidence of poor functioning of the processes and procedures. The five attributes outlined
have a percentage total of 68% frequency among others, showing improper functioning of
the processes and procedures used in developing and constituting the SCIfs and causing

setbacks to on the improvement and continuous improvement of the DSD.
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The study shows that documents produced for contractors’ use in construction project
delivery depended solely on the SCIfs (bonds) which could be improved through action
oriented multi-system theory thinking and rethinking (Seebass, 2008; Pickel, 2004; Orgen
et. al., 2013a). Therefore, in the application of the multi-theory theorization, a contribution is
made that SCIfs exists as a bond and a chain. In that sense, each profession on the chain is
identified as a ring with ‘I-sense and intention’! (see for example Seebass, 2008; Pickel,
2004; Tuomela, 1991). Each ring in any SCIf- chain of project documentations should link
up properly with other rings working together willingly with ‘we-sense and intention’?
which will produce business relationship success cycle of equitable benefit for all actors is

identified (see for example Pryke, 2009; Seebass, 2008; Tuomela,1991).

A gap is filled in the literature, as the study identifies the kind of business relationship
maturity cyclical order essentially required in developing countries like Ghana to build
attitudinal behaviours of professionals from the traditional adversarial level to the final long-
term business relationship level. The business relationship maturity cyclical order which
would ensure improvement and continuous improvement identified in the study would be
possible in DSD activities through relationship improvement factors like trust, alignment of
common objectives, joint problem solving, including others in developing the chain of
documentations (Meng, 2010). Again, contribution is also made through the use of the
identified challenges as preconditions and conditions that necessitate the transformational

aspect of this research. These would helped to reveal attitudinal behavioural and technical

! l-sense and intention- Individual using his or her own mind without consulting or collaborating with others in
work with individual objectives.
2 We-sense and intention- Group or groups working using collective ideas or consulting, collaborating with
each other with joint objectives.
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knowledge required for effective business relationship maturity cyclical order of movement
of DSD actors from one maturity level to the other. Such attitudinal behavioural and
technical knowledge obtained from the study are identified to have the potential to ensure
the free flow of information which would be sorted, filtered and audited in emerging
developing economies like Ghana to ensure their effective and efficient use. These potential
processes and procedures of developing, managing and utilizing of information have been
placed in improvement proposals for the improvement of the DSD activities. This
improvement proposals developed seeks to bring proper collaborative relationship in the
processes and procedures used in developing and constituting the SCIfs. It is an
improvement proposals expected to provide harmonious cordial business relationship for
effective and efficient SCIfs, which will improve DSD activities. Thus the improvement
proposals is developed in view of the non-collaborative working and adversarial business
relationship confirmed by the study and other new DSD challenges revealed. Again, the
improvement proposals is structured using multi-theories involving action theory, system
theory, thinking and rethinking. The theories are adopted to demonstrate how and why there
should be effective and efficient SCIfs for cordial, harmonious business relationship to
achieve improvement and continuous improvement for the DSD activities in Ghana (see for

example Seebass, 2008; Pickel, 2004; Tuomela, 1991).

1.9 Scope of Study

The research covers experienced DSD practitioners (professionals who are consultants or in-
house professionals) including contractors. It concerns practitioners who have handled or are
responsible in directing or guiding the conduct of project delivery the on one hand and
contractors who carry out the directions or guidance on the other (Baxter and Jack, 2008).

Those who satisfy at least sixty percent of participants’ (respondents) selection eligibility
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criteria are used for the study. The two groups in the study are referred to as DSD actors- the
practitioners and the contractors (Devers and Frankel, 2000). The research focuses on the
collaborative and non-collaborative working, business relationship situation and cultural
practices among DSD practitioners in discharging the professional duties of developing and
constituting the supply chains of information flow- SCIfs (Edum-Fotwe et al. 2001; Devers
and Frankel, 2000).That apart, the study probes how business relationship issues and
situations might robustly cause SCIfs to be effective and efficient. That is for instance, how
the traditional procurement system improves DSD activities in Ghana (Orgen et al., 2012b).
Contractors considered in the research are those duly registered by the Ghana Ministry of
Water Resources, Works and Housing (MWRWH) and with the Registrar General’s
Department under Act 179 (1963) of the Companies’ Registration Code (Amoah et al.,
2011). Contractors under classification K1/D1® who have undertaken government-funded
projects and satisfy at least sixty percent of the participants’ selection eligibility criteria are
included in the interviews. Additionally, attention is placed on how to achieve an
improvement and continuous improvement in DSD activities (Orgen et al., 2013a; 2012b;
Devers and Frankel, 2000), such as making DSD activities in the traditional procurement
system the most common system used in acquiring building contracts to realise continuous

improvement in the management and administration of SCIfs in Ghana.

1.12 Summary

The study considers business relationhip issues involving harsh business relationship among

construction design service delivery actor groups in developing and constituting the SCIfs.

3 K1/D1 - It is the highest class of contractor grading of building works certificate indicating financial value of
works that can be undertaken awarded by Ghana Ministry of Water Resources, Works and Housing.
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Specifically or particularly, the study looks at understanding the characteristics of the
adversarial business relationship that cause discords, disputes and conflicts (DDC). The
DDC is identified as a problem which leads to fragmented culture in the construction
industry with actors showing mistrust, self-centredness and competitive attitudes and
behaviours. These attitudinal behaviours are characterized by harsh business conditions or
practices causing non-collaborative working and adversarial business relationships. The
business relationships situation stems partly from the traditional procurement system used
and unstable construction, economic, political and cultural environment. Significant among
the factors to which this business situation can be attributed are poorly articulated designs,
excessive reduction of project cost, delayed payments to contractors and the use of the

common ‘one-way’ procurement method.

Again, the study looks at the effect of the non-collaborative adversarial business
relationships on SCIfs of the DSD activities. The effect of the adversarial business
relationship situation is identified to be distorting and disturbing the development of the
SCIfs from both the in-house and external experienced professional DSD practitioners who
work within consulting firms and the construction companies in Ghana. Face-to-face
interviews were conducted to obtain qualitative information on the characteristics of
adversarial business relationship existing among the DSD actors. Further, after studying the
effects of the adversarial relationship situation the SCIfs, the functioning of the processes
and procedures used in developing of the SCIfs were considered and they were found to be
mal-functioning or improperly functioning.

Lastly the study considers ways through which improvement of the business relationship
could be attained. The study seeks attributes from qualitative inquiries which provide

attitudinal behavioural and technical knowledge for collaborative business relationship and
27



were used in developing proposals for the improvement and continuous improvement of the
DSD activities. Therefore, many interventions such as partnering, alliancing and team
integration have been developed by other researchers as approaches towards improving the
non-collaborative working and adversarial business relationships existing among Design
Service Delivery (DSD) actors in the construction industry, but the situations persist.

For the appropriate transformation, through development of improvement proposals the
research focuses on fostering improvement and continuous improvement in the DSD
activities through cordial and harmonious business relationship for effective and efficient
management of Supply Chain of Information flow (SCIf) among the DSD actors. The
improvement proposals developed is based on non-collaborative working and adversarial
business relationship attitudes and behaviours, multi-theory and qualitative information
obtained from the interviews. The improvement and assessment placed in improvement
proposals prescribe the relationship maturity levels that will serve as landmarks for
assessing improvement levels of business relationships among the DSD actors and their
firm/companies. Through the multi-theories and the interviews the study has come out with
improvement proposals that offer collaborative working, fair and impartial business
relationship, attitudinal behaviours for sharing and free flow of information. The flow of
information includes effective application of performance feedback, non-adversarial
traditional and innovative information, as ways of achieving effective and efficient SCIfs for

the improvement of DSD activities.
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CHAPTER TWO
LITERATURE REVIEW - |

On Business Relationship of Non-collaborative Working and Adversarial Business
Relationships

2.1 Chapter Outline

In this chapter, business relationship management issues on non-collaborative working and
adversarial relationships among DSD actor groups and their work (SCIfs) are covered. This
chapter also considers relevant definitions, explanations of terminologies, concepts,
including poor quality supply chain of information flow (SCIf). It looks at how they partly

support and underpin the research.
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Figure 2.1 Supply Chains and Networks

The chapter also considers DSD technical issues (contract and administrative) which play a

role in promoting non-collaborative working and adversarial business relationships Part of
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this aspect of the review involves discords, disputes and conflicts (DDC) issues, which lead
to non-collaborative working and adversarial business relationship ending in DSD business
relationship failure cycle. Besides, attention is given to how and why the DDC trends and
escalating levels influence or cause stalemates in project delivery. Furthermore, the kind of
collaboration and business relationships rigorously pursued in the study, are the kind of
relationships which emerge among DSD practitioners and between them and contractors.
Figure 2.1 is adopted from Pryke (2009) to show the positions and kind of business
relationships under study among DSD actors. The DSD actor groups involved in the study
are indicated in the two circled areas on the supply chains and networks in Figure 2.1. The
DSD practitioners positioned in the same circle and at the same (equal) level which show
equal professional autonomy in developing, constituting and using the SCIfs are considered.
Also, the DSD practitioners circled and placed between the contractors circled and the client
in figure 2.1 show the information flow from clients to DSD practitioners and from them to
constructors. Nevertheless, it is the two circled actor groups’ (first tier) business relationship
which are considered in this study. On the other hand, supply chains and networks
concerning subcontractors and supplier groups and their workforce in the second and third
tiers respectively in Figure 2.1 are not considered in this study.

2.2 Overview of DSD actors (practitioners) involved in the supply chains and

networks, their roles and responsibilities in the supply chains of information flow
(SCifs)

As mentioned in section 1.4.1 there are nine different professional groups which contribute
to develop and constitute SCIfs. They deal with the supply chain of information flow (SCIfs)
- chains of project documentations - for design service delivery activities. Each profession
involved in the DSD activities has a unique role it plays in developing and constituting

SCIfs for a successful project execution (Hatmoko and Scott, 2010). The explanations
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Tuomela (1991) and Roeser (2005) put forward for collective action that any of the nine
professions is like a ring in a chain without which the SCIfs would be short of some
information flow making the supply chain incomplete. This could cause incomplete project
documentations or poor functioning of the supply chain which would result in shoddy

delivery.

2.2.1 Project Managers’ Role in SCIfs
In management of construction projects, SCIfs are critical to the success of every project

delivery (Hatmoko and Scott, 2010). Project managers’ role in managing SCIfs is part of
project management profession in its own right (Abu Bakar, 2011; Hills et al., 2008). This is
in the sense that Construction Project Managers are to plan, co-ordinate, manage the day-to-
day working, utilisation, implementation of technical information from DSD actors engaged
in clients construction businesses (Ip and Jaworski, 2006) and reporting progress on projects
by suitable media to clients or clients’ management. They are also to ensure that correct
materials turn up before jobs start, explain the work ethics and activities to other actors
(Hills et al., 2008; Ip and Jaworski, 2006). In the view of some DSD practitioners and
contractors other actors doubling as PMs create difficulties in developing and constituting
the SCIfs, The roles of project managers are not to be doubled for, to cause the supply
chains of information flow to be defective by a loss of a ring is to defeat the intent of
collective action put forward by Tuomela (1991) and Roeser (2005). This is very important
because the co-ordinating roles played by the project managers are continuously full time
work and not parttime (Abu Bakar, 2011). The project managers’ work embraces all aspects
of projects, which follow continuous processes with overall responsibilities that would not

allow them to attend to another or any particular professional duty (Abu Bakar, 2011). It
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involves active directions and guidance in all the other eight DSD different professions

(Hills et al., 2008).

2.2.2 Architects’ Role in SCIfs
The role of architects in developing and constituting SCIfs is central in construction business

relationship management of DSD as indicated in figure 2.1 (The National Council of
Architectural Registration Boards, NCARB, 2010; Shank, 2005). This profession produces
initial and tangible design impression of the work- the assignment of the clients based on
their brief; showing in pictorial and graphical views the thinking, requests and desires of the
clients (see for example American Institute of Architect, AIA, 2003). They make the design
themselves or produce their part of the SCIfs (sub-SCIfs) with the help of architectural
technologists or technicians (Shank, 2005). Architects vigorously move the DSD
information flow into higher motion by their work, which can gain or suffer depending upon
the nature of business relationship existing among the DSD actors (NCARB, 2010; Murdoch
and Hughes, 2008; Shank, 2005) Designs from architects assist the other different DSD
actor groups like structural engineers, services engineers illustrated as (Engineer A and B)
and quantity surveyors (QS) in figure 2.1. In responding to the information flow other actors
contribute to complete SCIfs by playing their respective roles (AlA, 2003). The SCIfs then
continue to be developed and constituted as other professions gets the architects design
initiative to complete their portion of the supply chain of information flow (Hatmoko and
Scott, 2010; Murdoch and Hughes, 2008).

2.2.3 Quantity Surveyors’ Role in SCIfs

In this study, the role of quantity surveyors in developing and constituting SCIfs is provision
of cost data and analysis for project delivery (Wynn, 2013; Hatmoko and Scott, 2010).

Quantity surveying experts design the project cost (Wynn, 2013). They do so by using the
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design information from other DSD practitioners, whose sub-SCIfs responses, have
influence on the quantity and quality of information received for the completion of cost
inputs in project delivery as far as their business relationship management is concerned
(Careers in construction, CIC, 2013). The Quantity surveyors are the cost managers in
developing SCIfs, the nature of the business relationship, in line with the supply chains and
networks as indicated in figure 2.1, assist them to occupy such a position in order to obtain
and effect accuracy in the cost information provided or budgeted for a project (Wynn, 2013;
Pryke, 2009). The cost output can occur in three different ways or forms: properly estimated,

under estimated and over estimated cost (Chan and Chan, 2002; Atkinson, 1999)

2.2.4 Services Engineers’ Role in SCIfs
Services engineers roles are to provide all the mechanical and electrical installations which

bring buildings to life by designing these systems to allow people to function within
enclosed structures (Fame Pyramids Ltd., 2013). Further, services engineers role in
developing and constituting SCIfs is to provide designs of services installations or schematic
designs covering electrical, water, telephones, gas, fire and others for buildings to function
effectively (Fame Pyramids Ltd., 2013; Hatmoko and Scott, 2010). Any impact that is made
by these professions depends on the nature of business relationship management among the
DSD practitioners. It can either be collaborative working, which may yield effective designs
or non-collaborative working which results in destruction of all project objectives and

throwing cost overboard or produce unrealistic cost (Ramus and Birchall, 2006).

2.2.5 Structural Engineers’ Role in SCIfs

Structural engineering is the aspect of Civil Engineering which deals with strength

calculations, loads, forces and their interactions and effects on construction projects (New
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Civil Engineer, NCE, 2013). They produce designs of structures which are supposed to be
strong enough to avoid collapse when they come under loads (New Civil Engineer, NCE,
2013). Structural or Civil Engineers produce the structural designs aspect in developing and
constituting SCIfs for buildings based on the inputs from particularly the architects and
geotechnical engineers (Hatmoko and Scott, 2010). Additionally, the structural designs show
that DSD activities gain or lose a lot depending on the conduct of business relationship
management that exist or emerges among the DSD practitioners. The type of business
relationship displayed or wielded among the practitioners greatly influence the supply
information flow needed for the reinforcement designs, detailing and specifications to
control structural strength, quality, cost and time of project delivery (NCE, 2013; Hatmoko

and Scott, 2010)..

2.2.6 Geotechnical Engineers’ Role in SCIfs
Geotechnical Engineering is another aspect of civil engineering which involves the study of

behaviours of earth materials like soil, rocks, underground water, and others, including their
association with design, construction and various engineering projects activities (NCE,
2013). These show that geotechnical engineers deal with soil mechanics and engineering
aspects of a project, which provide vital information for developing and constituting the
SCIfs (Hatmoko and Scott, 2010) especially to the structural engineers. Details of soil
information include stresses, shear, texture, structure, soil moisture and others to assist
particularly the structural engineers for the design of the necessary structural elements for

effective project delivery (NCE, 2013; Goe, 2012)
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2.2.7 Geomatic Engineers’ Role in SCIfs
The DSD actors who provide geomatic designs contribute to the developing and constituting

of SCIfs by producing spot levels, contour plans, site plans or block plans and offer other
site surveying information (Hatmoko and Scott, 2010). Projections made according to the
geomatic actors should be right from inception to completion of the project. The business
relationship should be such that the flows of project information is supportive for all setting
out, alignments, traversing and levelling accuracies (Hatmoko and Scott, 2010). These will
not happen under the influence of the type of business relationship that exists among the
practitioners. The inclination to use geomatic engineers to minimize cost and have effective

and efficient development of free flow of project information is key to project delivery.

2.2.8 Planners’ Role in SCIfs

The planning aspect of developing and constituting SCIfs involve important roles such as
construction planning, management and execution of construction projects (Wynn, 2012).
Planners also select technology, define various works, tasks, the estimate resources and
durations required for individual task. They as well identify any interactions among the
different tasks that deal with environment, development and plans which offer useful
information on the type of designs acceptable at locations, heights and magnitudes
(Wynn, 2012) They also check the infringement of national, regional and local
regulations and bye-laws of the Metropolitan, Municpal and District Assemblies
(MMDASs). Effective business relationship management among the DSD planners
(practitioners) would bring openness, understanding and proper adherence or compliance

to the regulations and by-laws (Pryke, 2009; Cheung and Rowlinson, 2005.
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2.2.9 Contractors Role in SCIfs
A builder or a building contractor plans, develops and coordinates activities which are in

line with the building of structures. The building contractor is the person who undertakes
various forms of construction and ensures that all necessary steps are taken to realize the
completed building product (Hatmoko and Scott, 2010; Murdoch and Hughes, 2008). In this
sense, the building contractors’ roles are to fabricate the construction products of the
industry using the SCIfs developed and constituted by the DSD practitioners (Murdoch and

Hughes, 2008)

2.2.9.1 The Need for Contractors’ Involvement in the Design Service Delivery (DSD)

There is a strong global desire to improve project design and execution by using all available
opportunities, facilities and strategies from all experts, including the buildability knowledge
and experiences of contractors (Alhassan, 2012; Walker and Lloyd-Walker, 2012). It is
realised that to leave or ignore contractors’buildability knowledge and experiences as the
users of project designs due to adversarial business relationship or procurement approaches
used will be a drawback in the effort to improve Design Service Delivery (DSD) (Alhassan,
2012; Walker and Lloyd-Walker, 2012). This situation will let cumulative experiences,
checks on project design and auditing feedback from contractors be lost to any DSD

improvement strategy (Alhassan, 2012).

Contractors’ involvement in design service delivery activities is either through an approach
that encompasses various relationship-based project procurement (RBP) forms or early
contractor involvement (ECI) as evident in Walker and Lloyd-Walker (2012). It is not the
procurement that is essential for a particular design approach that should be adoptive for the

improvement of DSD activities but means to achieve quality infrastructural development
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(Alhassan, 2012; Song et al., 2009). Observation have shown that “Contractors are selected
through competitive bidding at the end of the design process, thus, they offer little or no
input to design. Although construction knowledge and experience is recognized as an
important design input, its impact on design is limited by the designer’s lack of construction
experience and partial understanding of construction requirements” (Songet. al., 2009, p.12).
The concern is on DSD improvement, that may suffer from the loss of potential expertise
opportunities and facilities that buildability knowledge and experiences of contractors will
offer to the DSD activities (Alhassan, 2012). If the contractors’ relationships and their inputs
are not considered, an integral aspects of performance feedback- voluntary audit information
for effective and efficient SCIfs identified to improve the DSD will be overlooked (Songet

al., 2009).

In this instance, the issue is not to try to develop a dimensional framework in which
contractors® involvement fit with understanding to help reduce confusion between design
consultants and contactor to improve the DSD for one particular project (Walker and Lloyd-
Walker, 2012) but rather it is to develop an improvement proposals that will provide robust,
good collaborative business relationship among DSD practitioners and between them and
contractors to prevent or reduce adversarial business relationship, for an effective and
efficient SClfs development to improve DSD for clients’ projects (Orgen et al., 2012b;
2011). It is a focus on an approach that will be useful to project delivery in which business
relationship management is relevant to the design service delivery as required in all business
transactions involving relationships (Alhassan, 2012). This kind of business relationship
study seeks to find appropriate ways to improve the DSD through a collaborative theoretical
and conceptual frameworks that allows the contributions of all the producers and users of

SCIfs in the infrastructure environment (Anim, 2012; Meng, 2010; Smyth and Fitch, 2009).
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There is also the need to get the improvement proposals developed to show attitudinal
behavioural and working knowledge required from both the producers (DSD practitioners)
and users (contractors) of design products (Pryke, 2009; Cheung and Rowlinson, 2005).
These are meant to achieve the development of a robust collaborative business relationship
improvement proposals for effective and efficient SCIfs to improve DSD activities.
Moreover, the improvement proposals is to illustrate attitudinal behavioural change
appropriate for collaborative business relationship improvement of DSD for construction

project delivery (Cheung and Rowlinson, 2005).

2.3 Definitions and Explanations of Terminologies, Features and Concepts

In the study of business relationship management of design services delivery activities, it is
essential to understand situations in which the supply chain of information flow (SCIf) is
developed, constituted, managed, and used in controlling projects. It is the insights into these
situations in which SCIf is constituted that make the study of business relationships issues
such as non-collaborative working, adversarial business relationship and collaborative
working relationship management so appreciative (Harvard Business Review, 2006).
Therefore, the content of the study will gain from the understanding of terms, features and
concepts. These include those which form the basis of the current business relationships like
DDC, Supply Chain, Supply Chain Management and construction supply chain management

provided in sections 2.3.1t0 2.3.5

2.3.1 Construction Discords, Disputes and Conflicts (DDC) and the DSD Situation
There are a number of definitions provided for DDC in many fields of endeavour, which

help to portray the real situation in which contending parties find themselves. Contentious
construction issues which generate construction DDC leading to non-collaborative and

adversarial business relationships, could be likened to definitions in Social Psychology, such
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as the one given by Heidelberg Institute for International Conflict Research (HIIK, 2005).
This definition is evoked, as the clashing of interest (positional differences) on
national/group/individual values of some duration and magnitude between at least two
parties (organized groups, state, organizations, and individuals) that are determined to
pursue their interest and win their cases (Axt, et al., 2006). Mullins (2005, p1053)
strengthens this definition by noting that “conflict is present where there is incompatibility
of goals arising from opposing behaviours at the individual, group or organizational level”.
Additionally, some construction authors also express the fact that DDC comes as a result of
the characteristics of project actors’ groupings at different levels of operations, where each
project actor in the groupings has particular aims and objectives, which may not bring

harmony but conflicts (Murdoch and Hughes, 2008).

Besides, it should be noted that conflict is a complex phenomenon, which may have positive
attributes; in most cases is aligned with dysfunctional phenomena like discords, disputes or
fighting (Axt et al., 2006). Also, there is a lot of disagreement about the exact notion of the
word ‘conflict’ even today. Conflict is one of the most enigmatic and controversial terms,
which itself triggers conflicts very often (Axt et al., 2006; Bonacker/Imbusch 2005). These
definitions and concepts point to DDC as disagreement caused by incompatibility of goals or
incompatible behaviour of DSD actors (parties) or individual DSD actors with desire to win
their case or his case by every means possible, generating DDC. Again DDC becomes
regular among actors operations as failure or avoidance of business relationships occurs

(Murdoch and Hughes, 2008),
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2.3.2 Supply Chain (SC)
To understand fully the development of SCIfs, there is the need to define and explain some

supply chain (SC) terminologies. SC can be defined as “all activities related to the
acceptance of an order from a customer and its fulfilment. In its extended format, it also
includes connections with the suppliers, customers and other business partners” (Cole and
Kelly, 2011, p388). Also, according to Winch (2002) supply chain can be defined as the
coalition of firms in external transaction normally involving a principal contractor or
executor.The study consider the SC as generating collaborative, harmonious and cordial
business relationship among the different DSD actor groups to work together in developing

an effective and efficient SCIfs for clients under a main coordinator.

2.3.3 Supply Chain Management (SCM)
According to Beth et al. (2006), SCM is not all about the best systems and best software.

Rather, it is about working talents for the market. For that matter, SCM as construction
market grows and becomes more complex, concentrates on or concerns the difficulty of
how to get different DSD actor groups to work together to satisfy the clients. In another text,
supply chain management is described as “the management of all activities that facilitate the
fulfilment of a customer order for a manufactured good to achieve satisfied customers at
reasonable cost” (Cole and Kelly, 2011, p388). According to Pryke (2009, p32), this is not
so appropriate for the construction industry. Therefore for the industry to benefit from the
SCM technique, a construction supply chain “can be regarded as process of strategic
management of information flow, activities, tasks and processes involving various networks
of organisations and linkages (upstream and downstream) throughout a project life cycle.”
This definition concentrates on the upwards and downwards stream of activities and issues

in construction project life cycle.
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2.3.4 Construction Supply Chain Management (CSCM)
Construction supply chain management is a management process which has Supply Chain

Relationships (SCR), Information System Management (ISM) and Strategic Material
Management (SMM) as its three main components (Yeo and Ning, 2002). Pryke’s (2009)
definition offers details that construction supply chain management should be regarded as a
process of strategic management of information flow, activities, tasks and processes
involving various networks of organisations and linkages (upstream and downstream)
throughout a project life cycle. The information flow management here in Pryke’s definition
involves the main work of the DSD actors to generate and prevent waste of information flow
to other construction supply chains and networks in industry as shown in figure 2.1 (Edum-
Fotwe et al., 2001). It is the information flow management that requires performance
feedback, traditional non adversarial and innovative project information to develop and
constitute supply chains of information flow (SCIfs) for project delivery (Anim, 2012;

Mensah, 2007; Loo, 2003; Edum-Fotwe et. al. 2001).

2.3.5 Supply Chain of Information Flow (SCIf)
According to Edum-Fotwe et al. (2001), the supply chain of information flow (SCIf)

consists of a chain of project documentations, such as drawings, specifications, and contract
conditions, bill of quantities, engineering reports, explanations and clarifications which form
the basis of all activities for a project delivery. The DSD work of providing SCIfs is for
decision-making, which affects planning, executing, controlling and closing of projects
(Hatmoko and Scott, 2010; Titus and Brochner, 2005). Thus, SCIf is a chain of project
documentations processes involving DSD practitioners’ collaborative working, business
relationships and documentations procedures. Therefore, it is a key chain of project
documentations which is used to initiate, regulate, instruct, interpret, implement and control

project delivery (Edum-Fotwe et al., 2001). The supply chain of information flow (SCIf)
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comprises the works of DSD practitioners and contractors which is different from other
supply chains such as the flow of materials, labour, plant and equipment including
temporary work (Hatmoko and Scott, 2010). Further, the information sharing among actors
is seen as key to effective construction supply chain management of the whole projects
(Hatmoko and Scott, 2010; Titus and Brochner, 2005). On the other hand, delays in the
information flow slow down decision- making of all the project teams, which is identified as
the main cause of delays in project delivery (Chan and Kumaraswamy, 1997). This is
because any construction project should be controlled by different SCIf which is unique for
the project delivery (Hatmoko and Scott, 2010; Titus and Brochner, 2005). Invariably, free
inflow and outflow of project information among DSD actors in developing and constituting
of SCIfs can cause improvement of DSD activities in Ghana.

2.4 Non-collaborative working and Adversarial business relationship issues with other
associated challenges

Understanding and accepting issues involved in non-collaborative working and adversarial
business relationship are useful in dealing with delays, protecting and preserving objectives
and viability of construction projects within cost and timelines; these are issues that will
completely destroy all benefits of a project (Ramus and Birchall, 2006). Non-collaborative
working can be expressed as human attitudes, behaviours or issues which indicate
unwillingness to perform an activity or come together to produce a project or improve a
situation with one or several people (Hornby, 2010; Harvard Business Review (HBR),
2006). Alternatively, adversarial business relationship is a type of relationship that leads to
discords, disputes and conflicts (DDC) based on valuable issues or objects (Axt et al., 2006).
Thus adversarial business relationship is a type of working relationship which involves
opposition ideas or views on formal or technical interest or benefits between or among

parties or actors (Hornby, 2010; Ramus and Birchall, 2006). Controls and procedural issues
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must be understood and identified to prevent complete destruction of project objectives and

benefits (Ramus and Birchall, 2006).

2.4.1 Attitudinal behavioural attributes (factors) which account for Non-collaborative
working and adversarial business relationships

From a number of relevant literature reviewed, it is evident that some of the non-
collaborative working and adversarial business challenges occur as a result of attitudinal and
behavioural factors or attributes (Ankrah et al., 2010; Pryke, 2009; Cheung and Rowlinson,
2005). Some humans are capable of withstanding confrontations and related issues like
discords and disputes better than others (Cheung and Rowlinson, 2005; Axt et al., 2006).
Hence the following section is devoted to creating an understanding of attitudinal

behavioural issues.

Mullins (2005; p1051) defines attitudes as "providing a state of readiness or tendency to
respond in a particular way. They are learned through life and are embodied within a
socialization process”. Hammer (2000) also states that attitudes in many situations are
explained and scaled as in relationship to behaviours. A “theory of reasoned action” in
psychology states that one’s beliefs shape one’s attitudes (Hammer, 2000; p456). On this
basis, one’s behaviour can be predicted through the controlling belief and attitude shown by
an individual in the socialization process. Thus, there is the need to understand that people’s
attitudes have no limit. For that matter actors have unlimited inherent attitudes (Al-sweity
and Enshassi, 2013; Mullins, 2005). These unlimited inherent attitudes involve learning
processes or acquisition of knowledge within a particular socialization process throughout
life (Hussin and Omran, 2009; Mullins, 2005). Furthermore, this suggests that it can be
argued that the socialization process as it operates in the business relationship situation of

activities, has attitudinal behavioural implications or has the potentials to reveal attitudinal
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behavioural knowledge (Hussin and Omran, 2009). Such attitudinal behavioural
implications have a link with what the various actors refer to as “professionalism”. For
instance, the socialization processes occur at each stage of the work: planning, sourcing,
making and delivering of activities, to ensure a collaborative or non-collaborative working
and business relationship trends (Yeo and Ning, 2002). This also involves what they
(actors) have followed or are made to follow in the past i.e. beliefs, values, interests, skills,
knowledge, authority and power issues in the various separate practices (Ankrah et al., 2010;
Hofstede, 1982). The attitudinal attributes acquired in the socialization processes are
revealed in the type of business relationship situations existing among the actors (Mullins,
2005; Hammer, 2000). Although the processes followed in adopting and using attributes
may be right or wrong, the way the learning takes place is not very important (Al-sweity and
Enshassi, 2013). What is important is whether the attitudinal attributes acquired are central
or core attitudes. Core attitudes are highly resistant to change, but peripheral attitudes can
change through the acquisition of new information, knowledge or personal experience

(Mullins, 2005).

It is difficult to separate attitudes from behaviours since humans at times do not behave
according to the truth they believe in or plan to uphold (Mullins, 2005; Hammer, 2000).
These varying acts reveal indications that attitudes cannot only be shown in behaviours as
attitudinal behavioural attributes, but can as well be expressed as an individual’s thoughts or
through feelings, of which the attitudes shown can be predicted as core (central) or
peripheral (Mullins, 2005). It is therefore essential in this study to understand that attitudinal
attributes that arise in behaviours are termed attitudinal behavioural attributes. These
attitudinal behavioural attributes comprise a set of attitudes and behaviours that can be

referred to as professionalism (Hammer, 2000), a kind of professionalism suitable or
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unsuitable for collaborative business relationship improvement in DSD activities (Hawkins,

2011; Hammer, 2000).

2.4.1.1 Attitudinal behavioural attributes shaping DSD professionalism
Attitudinal behavioural attributes that shape DSD professionalism are a set of attitudes and

behaviours which prevent or reduce vulnerability of the individual professional from
breaking down business relationships or be entangled in business relationships failure cycle
(Hawkins, 2011; Humphries and Wilding, 2004; Hammer, 2000). To avoid such a situation,
Meng (2010) introduced relationship improvement factors such as collaboration, trust,
communication, commitment, improvement and continuous improvement, marketing skills,
alignment of objectives, joint problem solving, risk handling/allocation and procurement
into construction supply chain relationships. The relationship improvement factors can be
employed at different levels or periods of business relationship among DSD actors such as
adversarial, transitional, short-term, medium-term and long-term periods (Meng, 2010; SElI,
2009, 2006; OGC, 2002; Paulk et al., 1993). These relationship improvement factors are
attributes serving as vehicle to create a collaborative working and harmonious, cordial

business relationship environment for the improvement of DSD activities.

According to Hawkins (2011) and Mullins (2005), there are also attitudes that are linked to
thoughts, which are difficult to see or understand. They are latent or hidden attitudes (Axt et
al., 2006) which sometimes form part of core or resistant attitudes that can highly disturb the
interdependence among the DSD professions (Hawkins, 2011; Axt et al., 2006; Mullins,
2005).The core or central attitudes contribute to non-collaborative and adversarial business
relationship or business relationship failure cycle (Humphries and Wilding, 2004). By

sharing their core values or beliefs in their respective professions, the DSD actors will
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realize that the value of sharing information among the individual professions include
exposure of strengths and weaknesses of the sub-SCIfs (Sahin and Robinson, 2002). The
literature shows that structures and systems within the socialization process cannot get DSD
actors out of non-collaborative working and adversarial business relationship to work
together to develop and constitute SCIfs for project delivery (Harvard Business Review,
20006). Attitudinal behavioural changes through change of ‘mind set’ are necessary- that is
for changes in behaviours in the actors (Ankrah et al., 2010; Cheung and Rowlinson, 2005)
to prevent or eliminate non-collaborative working and adversarial business relationship or
business relationship failure cycle (Humphries and Wilding, 2004). A change of
technology, systems and strategies without the change of ‘mind set’ cannot do the task of

changing attitudes and behaviours.

It cannot as well increase the benefits of collaborative business relationship (Harvard
Business Review, 2006; Cheung and Rowlinson, 2005). A disturbing aspect, however, is
that business relations among many DSD practitioners and contractors suffer stagnation and
no change of mind set (Anim, 2012; Cheung and Rowlinson, 2005; Loo, 2003). Thus, there
is lack of improvement in business relationship for the improvement of DSD activities
(Cheung and Rowlinson, 2005). Wrong attitudinal behaviours cause DDC, which are the
root causes of non-collaborative working and adversarial business relationship (Ssegawa-
Kaggwa et al., 2013; Jaffar, et. al 2011). The need to identify the attitudinal behavioural
knowledge or attributes, required for improvement and continuous improvement in business
relationship among DSD actors, which has attracted little research attention, has been
observed (Orgen et al., 2011). The kind of attitudinal behavioural knowledge required in
construction businesses are essential for an effective and efficient SCIfs development

(Hatmoko and Scott, 2010). Subsequently, the way these attitudinal behavioural attributes
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affect the construction industry in Ghana and developing conntries offer an opportunity
towards providing a basis to address the knowledge gap eluding or alluding earlier built

environment literature.

2.4.1.2 DSD Structures, systems and attitudinal behavioural challenges in business
relationship

As indicated in section 2.4.1.1 structures and systems cannot get DSD actors out of non-
collaborative working and adversarial business relationship to work together to produce
SCIfs for project delivery (Harvard Business Review, 2006).The attitudinal behavioural
change to prevent or eliminate non-collaborative working and adversarial business
relationship is essential as technology, systems and strategies do so (Harvard Business
Review, 2006). However, a disturbing aspect is that, business relationship among many
DSD practitioners and contractors suffer stagnation, - that is lack of improvement in
business relationship for the improvement of the DSD activities (Cheung and Rowlinson,
2005). Therefore such weak or wrong attitudinal behavioural attributes lead to discords,
disputes and conflicts (DDC), which are the root causes of non-collaborative working and

adversarial business relationship (Ssegawa-Kaggwa et al., 2013; Alderman and Ivory, 2007).

The attitudinal behavioural causes is known to create non-collaborative working and
adversarial business relationships in the design service delivery (DSD), which have not been
investigated even though they have been identified (Orgen et. al. 2011). However, the exact
nature or the characteristics of the adversarial business relationship has not been established
and is lacking in the literature. According to Cheung and Rowlinson (2005), the problems of
adversarial business relationship do not come from contractors only, but also, the client’s

organization that form an integral part of DSD practitioners. Thus, DSD actor groups in the
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construction industry need a ‘change of mind set’ to trigger business attitudinal behavioural
and cultural transformation for improvement and continuous improvement in business
relationship in the DSD activities. The kind of change, attitudinal behaviours required in
business is essential for an effective and efficient supply chains of information flow (SCIfs)
(Hatmoko and Scott, 2010). Behavioural change in developing and constituting SCIfs is
identified as a means to achieve free flow of feedback, traditional non adversarial and
innovative information for improvement of DSD activities to contractors (Anim, 2012;

Hawkins, 2011; Orgen et al. 2011).

2.4.2. Sources and Nature of Construction Discords, Disputes and Conflicts (DDC)
In considering the human factors which lead to non-collaborative working, ontological

researchers’ viewpoint of the source, nature and categorisation of discords, disputes and
conflicts (DDC) put forward two approaches: the subjectivist and the objectivist approaches.
The objectivists’ approach (Schmid, 1968), look for the origin of conflict in the social and
political setting, the structure of society and consider that the goals at stake can be
thoroughly compatible. On the other hand, the subjectivist’s point of view is basically on the
perceived incompatibility of goals and differences (Axt, et al.2006; Mullins, 2005). Axt, et
al. (2006) and Deutech (1991) noting that it is incompatible differences which give rise to
conflicts and not the objective incompatibility; objective incompatibility is not as essential
as the perceived incompatibility. For that matter, other factors which trigger DSD
construction DDC are dependent on incompatibility of goals and interests or their
perception as incompatible by parties (That is, non-collaborative and adversarial business
relationship among DSD practitioners or between them and contractors caused by
incompatibility of goals and interests or their perception as incompatible) precipitate DDC

(Yiu and Cheung, 2006). However, as Leicht and Jenkins (2010) and Hinde (1997) put it
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“Certain attitudinal behavioural propensities including capacity for aggression are common
to virtually all humans. That does not mean that they are genetically determined. Humans
have a capacity to be both aggressive and altruistic.....the behaviour shown depends on a
host of development, experiential, social and circumstantial factors.” As in the record of
Collins (2013; 1975), people pursue wealth, power and prestige in all societies and that
creates conflicts over these goods. The DSD practitioners and contractors like all humans,
desire to have wealth, power and prestige since these are the primary objectives of their

engagement in getting involved in design service delivery (DSD) activities.

Hobbes, (1640) another thinker, notes that if any two men desire the same thing which

nevertheless they cannot both enjoy, they can become enemies; in the way to achieve their
end, which is principally their own conservation and sometimes their delectation only;
endeavour to destroy or subdue one another (Fisher-Yoshida, 2005; Ebestein, 2003). DSD
practitioners and contractors’ therefore, in an effort to achieve their objectives, get
themselves involved in discords, disputes and conflicts (DDC) which end in non-
collaborative working and adversarial business relationship due to pursuance of common
benefits, incompatibility of objectives, goals, interest or the perceived incompatibility issues.
Conclusively, the DSD activities and DDC partly result from developmental, experiential,
social and circumstantial factors such as pursuit of wealth, power, and prestige and in some
one way or another create opportunistic attitudinal behaviour (Orgen et al., 2012a, Leicht

and Jenkins,