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Sammanfattning 

Kommuner och landsting i Sverige har idag ett ökat behov av att införskaffa säkerhetsteknik för 
att säkra sina lokaler och verksamheter. Processen för offentlig upphandling är strikt reglerad av 
Lagen om offentlig upphandling (LoU), vilket leder till en likartad upphandlingsprocess. Inga 
akademiska studier har dock tidigare gjorts på offentlig upphandling av säkerhetsteknik i lokala 
myndigheter. 

Detta examensarbete undersöker och kartlägger denna process och de viktiga aspekter som 
påverkar hur processen utförs. Detta har gjorts via en multipel fallstudie som involverar intervjuer 
med experter i sju kommuner och sex landsting i Sverige. Den analyserar den offentliga 
upphandlingen av säkerhetsteknik ur ett processperspektiv, från initiering via inköp till uppföljning.  
Sålunda används en bredare definition av upphandlingsprocessen än som gjorts i de flesta 
föregående akademiska studier om offentlig upphandling. 

Resultaten visar att upphandlingsprocessen av säkerhetsteknik är cyklisk. Denna cykliska natur gör 
att både planering och uppföljning är centrala för lyckade upphandlingar. De främsta underliggande 
aspekter som har identifierats är: 

 Inlåsnings-effekt från leverantörshåll 

 Införskaffningskomplexitet 

 Den roll som LoU spelar i fallorganisationerna 

Andra underliggande teman relaterat till aspekterna ovan diskuterades också i detta examensarbete 
så som möjligheten att implementera SecaaS (säkerhet som tjänst) i de undersökta organisationerna 
och intressentperspektivets roll. Det främsta konceptuella bidrag som detta examensarbete ger är 
den visade nytta som användandet av ett heltäckande processperspektiv kan ge vid studier av 
offentlig upphandling. 
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Abstract 

Municipalities and regions in Sweden have an increasing need to purchase security technology to 
secure their properties and their operations. However this procurement process is strictly regulated 
by the Swedish procurement act (“Lagen om Offentlig Upphandling”, LoU), leading to a similar 
procurement process. However no academic studies have been done on the procurement of 
security technology in local authorities. 

This thesis explores and maps this process and the important aspects which affect how the process 
is carried out. This was done via a multiple case study, primarily involving interviews with experts 
from seven municipalities and six regions in Sweden. It analyses the public procurement from a 
process perspective from the initiation via the purchase to the follow-up and monitoring. Hence, 
the study is using a wider definition of the procurement process than most previous studies on 
public procurement. The aspects which affect this procurement process were also identified in this 
study.  

The results show that the procurement process has a cyclic nature, based on framework agreements 
in most of the studied case organizations. This cyclic nature gives both the planning and the follow-
up central parts in a successful procurement process. The main identified aspects affecting the 
procurement process of security technology identified were: 

 Supplier lock-in 

 Procurement complexity  

 The role LoU plays in the case organizations 

Other themes related to main aspects presented above are also discussed in this thesis such as the 
suitability to implement SecaaS (Security as a Service) in the case organizations and the stakeholder 
dimension. The main conceptual contribution of this thesis is the usefulness of adapting a 
comprehensive process perspective when studying public procurement. 
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1 Introduction 
This chapter contains background information on the subject studied in the multiple case study and a motivation 

regarding why this study is carried out. The purpose of the study, research questions and delimitations are also 

presented in this chapter. 

1.1 Background 
This study explores how the public procurement process of security technology is carried out in 

municipalities and regions. The public sector procures many different kinds of goods and services 

which they cannot or choose not to produce themselves through a process called public 

procurement (Alanne, et al., 2015). The public sector in Sweden procures goods and services for 

SEK 625 billion per year (Konkurrensverket, 2015). Regarding the public procurement, a number 

of rules and laws exist which are mandatory. First and foremost among them is the “Lagen om 

Offentlig Upphandling”, the Swedish Public Procurement Act, hereafter abbreviated LoU (Gertéll, 

2010). LoU governs how the public procurement process should be carried out and therefore 

forces public institutions to act in a uniform and more predictable way. This law is designed to be 

compliant with the European Union’s (EU) directives regarding public procurement. The EU 

directives in turn are designed to improve the European internal market, increase transparency in 

public procurement, increase the efficiency and minimize the risk of corruption in public 

procurement in the EU (Konkurrensverket, 2008). 

Although LoU forces the procuring authorities to follow certain procedures during public 

procurement, certain choices are still open for the procuring entity. These choices include a choice 

of which procurement procedure to use during public procurement, and which basis for bid 

evaluation that may be used (Gertéll, 2010). The field of public procurement is still, however, much 

more regulated in the EU than in private procurement which leads to a difference in how 

procurement professionals think and act (Hawkins, et al., 2011). While private procurement is 

characterized by a high degree of flexibility and pragmatism, public procurement is characterized 

by a focus on transparency and compliance with the law. Due to the strictly limited possibility to 

change the parameters after the Request for Proposal (RFP) has been published (LoU, 2007), it is 

important that the technical and economical parameters are correct for the intended purpose early 

in the process. At the same time, studies in other countries show that many professionals with 

procurement responsibilities in local authorities lack systematic training in the subject (Hazlett, et 

al., 2008). 

Since LoU also is valid for local authorities, such as municipalities and regions, this may lead to 

problems in more complex procurements. This is due to the lack of competence and resources to 

create sufficient specifications (Moe, et al., 2006). One example of a more complex public 

procurement is the procurement of security technology which this study focus on. Security 

technology procurement is interesting, not only since the products have a high ceiling in technical 

complexity, but also since the procurement includes aspects both of construction and IT-

procurements in the local authorities. Construction and IT-procurement are two of the more 

research subject in the public procurement literature (Waara, 2008; Alanne, et al., 2015; Moe, et al., 

2006).  

The security technology industry in Sweden is an expanding industry and it is affected by a lot of 

changes in technology, but also in society. For example, the recent tide of immigrants and refugees 

from Africa and the Middle East has led to a large increase in need for security solutions for refugee 

quarters, such as advanced camera systems (Nohrstedt, 2016). Especially interesting is the increased 
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focus on security technology of every kind. From simple security technology, such as analogue 

locks to extremely complex solutions which includes Closed Circuit Tele-Vision (CCTV), 

centralized security centers in combination with security guards, are included in the security 

technology industry. Not surprisingly this means that companies from the local locksmith to 

companies with over a billion in revenues, such as the Stanley Security AB, the 4U Security and the 

Verisure are included in the business.  The combination of public procurement and security 

technology is therefore interesting, and unfortunately, unexplored. The security technology 

industry is filled to the brim with different complex technical security solutions which increase in 

complexity for every year. Since it according to the law (LoU, 2007) is the procuring public 

authority that is responsible for the process from the construction of the RFP, via the assessment 

of the winning offer, to the evaluation of the performance, this might lead to complications for 

local authorities which lack the necessary technical competence. Another problem is the very 

limited possibilities to make changes of requirements and the different technical and economic 

criteria after the Request for Proposal (RFP) is published (LoU, 2007). This puts a large pressure 

on procuring authorities to create a satisfactory RFP from the start. These difficulties increase by 

the lack of a common framework agreement for local authorities in Sweden (Sveriges kommuner 

och landsting, 2016), which often is favored by public procurement professionals in procurement 

of complex systems (Moe, et al., 2006). 

Professionals in the security technology business often state that public authorities, especially 

municipalities, tends to focus on price before quality when procuring security technology. This 

leads to a focus on easier procurement procedures and evaluation principles. The focus is often 

lead by the municipalities’ auditors to avoid the risk of failing a security technology procurement. 

The phenomenon might lead to price dumping according to the representatives from the security 

industry. Criticism also exists over the lack of follow-up of the procurement of publically purchased 

security systems. (Security User Sverige, 2015) 

1.2 Problematization 
During recent years many of the solutions and products from the security technology industry have 

become more and more complex. This leads to increasing difficulties for local public authorities 

such as regions and municipalities to write suitable RFPs as well as difficulties to compare different 

technical solutions with each other. Procurement of complex technology compared to the limited 

resources of local authorities is not extensively covered in the public procurement literature. Waara 

(2008) has previously discussed this subject from a pure construction point of view. Moe & 

Newman (2014) have described cases of advanced IT-procurement in Norway, showing the 

usefulness of a process focus when studying procurement. However neither of these studies take 

a comprehensive view on the procurement process, and hence may have missed important aspects 

which affect how the processes are carried out. It is important here not only to understand the 

process step, but also why they are carried out in the manner in which they are. The hybrid nature 

of the security technology products, which include elements from several different fields, such as 

construction, IT, electronics and security, makes this especially important. This differs from 

procurement that only is a part of an exclusive category of products such as IT or Construction, 

which much previous procurement literature is based on. Other studies have also proven the needs 

to take a more comprehensive view to understand the factors which affect how public procurement 

is carried out, for example including the stakeholder perspective into the analysis (Murray, 2009). 

The lack of understanding of the public procurement process of security technology may, from a 

practitioner’s perspective, lead to unnecessary misunderstanding between procuring local 

authorities and security technology companies. It could also lead to poorly composed contracts 
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which are missing key factors. This lack of understanding of the process and its driving aspects 

may also lead to opportunities for opportunistic behavior among less serious companies when a 

contract is won (Doni, 2006). From society’s, the purchasing local authorities’ and the suppliers’ 

point of view, increased knowledge regarding the procurement process of security technology, as 

well as the underlying aspects which motivates why the process is carried out as it is currently, is 

therefore necessary and important.  

1.3 Purpose and aim 
The purpose of this study is to explore how the procurement of security technology (as defined in  

Subchapter 1.5 Delimitations) in Swedish municipalities and regions is carried out in practice from 

a comprehensive point of view, understanding both the process as well as what affect how it is 

carried out.  

From this purpose follows the study’s aim, which is to carry out a mapping on how the 

procurement process regarding security technology is carried out in Swedish local authorities and 

to find the underlying aspects affecting the process.  

1.4 Research questions 
To fulfill the purpose of this study two research questions were posed. To explore how the public 

procurement of the security technology is carried out, the first research question follow the 

procurement from start to finish, and therefore adapts a process perspective:  

 RQ1: How is the procurement process of security technology carried out? 

To explore the subject from a comprehensive point of view a description of the processes needs 

to be complimented by an exploration of the themes which affect how the process is carried out. 

Hence, the second research question was defined as follows: 

 RQ2: What aspects shape the procurement process? 

1.5 Delimitations 
This study is limited to focus only on the procurement of physical security technology (in contrast 

to computer and IT security) and, hence, when the term “security technology” is mentioned it is 

this strict definition which is intended. The security systems and technology in this study mainly 

focused on security technology related to what is commonly referred on as shell protection, 

including, but not limited to, different kinds of cameras, alarms, passage systems, mechanical and 

electronic locks etc. Hence, when writing the term “security technology” in this text it is in this 

narrow meaning of the term which is refers to, if not otherwise stated. There are other niches 

within security technology which could be the focus on procurement studies as well, such as 

security technology for personal protection or security technology specific for example for hospital 

environments such as patients id-markers or mother-baby verification systems. However, to limit 

the spread of the technology studied and focusing the subject, this was not chosen. Fire security 

equipment which also can be seen as a security technology is also excluded from the term in this 

study.  

The study does only include Swedish regions and municipalities with more than 50.000 residents 

to limit the scope. This was done since most national authorities are regulated by existing 

framework agreements, therefore a comparison between these central authorities and 

municipalities and regions would be invalid. The limit of 50.000 residents was chosen due to the 
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higher likelihood that these local authorities have recent experience of security technology 

procurement processes or have routines how to handle future processes in this area.  

The type of aspects which this study tries to describe are the underlying aspects which affect how 

the procurement process are carried out from a process point of view. This means that the aspects 

which RQ2 aims to find are not necessary obvious, such as the type or size of case organization. 

The aspects sought after are not the trivial or one dimensional either, but rather have a complex 

nature requiring further analysis on their effect on the procurement process.   

1.6 Commissioning Company 
This study is written in cooperation with Stanley Security AB, a security technology company at 

their department for public purchasing in Stockholm (Public and Bid). The company is a Swedish 

affiliate of Stanley Security, a company with around 6.000 employees globally. Stanley Security in 

turn is an affiliate of Stanley Black and Decker. 
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1.7 Disposition 
The disposition of this study is summarized by Table 1. 

            Chapter Description 
1. Introduction Presents the background and the problematization 

leading up for the need of this study. This leads to the 
presentation of the purpose and aim for the study from 
which the two research questions are defined. 
Delimitations are defined and a short introduction of 
the procuring company is made. 

2. Literature Review Presents the literature necessary to be able to carry out 
the study and analyze the result. Most of the literature 
is based on the public procurement subject and is 
sorted in three different subchapters; The procurement 
process, Framework agreements and Important aspects 
for the procurement process 

3. Method Presents the research approach used for this study. 
From the research approach, to the way the multiple 
case study has been carried out as well as the literature 
review are presented. The chapter also presents the 
ethical considerations the author have faced in this 
study and how they are handled. The quality of this 
study is also presented among the lines of reliability 
and validity.  

4. Findings and Analysis Presents the findings of the multiple case study and 
provide the necessary analysis on the given results. It is 
presented as two large subchapters, answering one 
research question each. The first of the larger 
subchapters discusses the procurement process from a 
comprehensive view based on the modified model 
from the literature review. The second large subchapter 
discusses the aspects which affect how the 
procurement process is carried out.  

5. Discussion and 
Contributions 

Presents a summarized answer to the two research 
questions. From these answers as well as non-essential 
themes a short discussion is held. A reflection on 
sustainability are also presented. The contributions of 
this study is presented from both a conceptual as well 
as an empirical point of view. Finally the limitations of 
the study are presented and linked to them the future 
research is suggested. 

Table 1: Study disposition 
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2 Literature review 
This chapter contains the background information and theories regarding the public procurement process which is 

used later in the report to design a multiple case study as well as provide a mapping which to verify the results against.  

2.1 Public procurement 
“While the economic system defines the constraints for private organization, public organizations are affected by rules 

imposed by political means. In addition, public organizations seldom have direct competitors offering similar services.” 

(Alanne, et al., 2015) 

The quote above summarizes the difference between public procurement and its private 

counterparts. To give the desired framework this theory chapter focuses mainly on public 

procurement of more complex products. The author has chosen to arrange the theory in this 

chapter in to three parts separated into subchapters. The first part of this chapter (see Subchapter 

2.2) describes the procurement process, following the different phases and steps of the 

procurement process. The second part of this literature review is a subchapter on framework 

agreements (see Subchapter 2.3). Finally, in the last part of the literature review (see Subchapter 

2.4), the author discusses a few of the different aspects which influence the procurement process. 

This chapter setup has been chosen to more easily follow the discussion in the later chapter. 

Motivation behind the choice of theory can be found in the method chapter under the heading 

“Literature review”, see Subchapter 3.3.  

Some notes to the reader is the difference between the procurement process and the procurement 

procedures. In this study the procurement process is defined as the entire process from the 

identification of needs to the end of the contract period. The procurement procedures on the other 

hand are legally defined sub steps which are only one part of a general procurement process.  

2.2  The procurement process 
The public procurement process is a long process. Some of the central parts are strictly regulated 

by LoU, while some steps are less regulated such as the identification of the procurement needs 

and the evaluation of the process. In short the process can be divided into the following phases 

(Konkurrensverket, 2008): 

1. Planning phase(Pre-tender) 

2. Purchasing phase(tender) 

3. Contract phase(post contract award) 

Corresponding and similar phases are presented by McKevitt & Davis (2014), who instead calls 

them Pre-tender, Tender and Post contract award. During these phases a number of activities are 

carried out. These different phases are illustrated in Figure 1 (Konkurrensverket, 2008). 
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Figure 1: Procurement process overview as presented by Konkurrensverket (2008) 

Most models presented in the literature for public procurement is however generally quite 

simplified (Alanne, et al., 2015; Diggs & Roman, 2012).  The author of this study admits that the 

figure used to visualize the process above may be criticized for this, but this visualization is 

necessary to fully understand the steps during the process.  

The process schedule above takes into consideration the different legal aspects and steppingstones 

of the procurement process in Sweden. The process could also be described in more general terms, 

such as in Moe & Newman (2014) where the process is reduced down to the following steps for 

the procurement of an IT system: 

1. Requirement developing 

2. Pre-qualification of suppliers 

3. Tendering  

4. Negotiations (In procurement procedures where this is possible, se Subchapter 2.2.2.1) 

5. Selection 

6. Implementation 

This way to show and organize the process may be more suitable for international comparisons. 

However, the step may become imprecise when applied to a Swedish case due to the lack of linkage 

to the regulations. Therefore it is possible that procurement professionals in the cases may not be 

familiar with the steps. The model by Moe & Newman (2014) also lacks any follow-up and 

monitoring steps. 

The procurement process is also often more complex than described in the procurement literature 

(Alanne, et al., 2015). Therefore the model developed by the Swedish Competition Authority   

(Konkurrensverket (2008)) was modified and used as a framework in this study. This is motivated 

by the model being based on Swedish conditions as well as designed from a practitioner’s point of 

view by the authority responsible for monitoring and supporting public procurement in Swedish 

municipalities and regions. In this case, this outweighs the benefit by using more international but 

less specific models such as the model by Moe & Newman (2014) or McKevitt & Davis (2014). It 

should however be noticed that the differences between the models are relatively small. Other 

Swedish models have also been studied, most notably by Gertéll (2010), but the models presented 

in her book are focused only on the procurement procedure and therefore ignore a large portion 

of the procurement process. It is also too myopic with the legal focus to be suitable for the type of 

exploratory mapping which is the aim of this study.  
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2.2.1 Planning Phase 
The planning phase ends with the publication of the Request for Proposals (RFP). However in 

some procurement procedures (see Subchapter 2.2.2.1) the phase continue in parallel with the 

purchasing phase (In these procurement procedures the suppliers response to a Request For 

Competition (RFC) first and only selected suppliers receive a RFT (Request For Tender)).  

In the RFP information regarding the supplier capacity, the technical requirements, the bases for 

evaluation, codes of conduct and administrate rules should be included (Gertéll, 2010; Moe, et al., 

2006). The planning phases of the procurement process is critical for the entire procurement 

process, since when the requirements for the suppliers and the specifications of the goods or 

service is set in the RFP very little can generally be changed according to the law (LoU, 2007; 

Gertéll, 2010). The tenders supplied should only be valued on the basis of the criteria stated in the 

RFP (Moe, et al., 2006; LoU, 2007), and therefore values outside RFP should be disregarded when 

the winning tender is selected, which is a major difference from private purchasing (Tadelis, 2012). 

Many authors therefore point to this phase as the root of many of the large delays and cost overruns 

in public procurement due to poor initial design, not least in the construction sector (Ganuza, 2007; 

Waara, 2008). Badly designed RFP also have a high impact on the quality of the received tenders, 

as pointed out by one of the cases described by Moe & Newman (2014). During the identification 

of needs in public procurement cases in Norway, many of the requirements which would have 

affected the capacity of the new system were left out in the final RFP.  The law and regulations 

were used as the basis for the requirements instead.  

Moe, et al. (2006) contrast this by pointing to the need of gaining specialist knowledge during this 

part of a procurement. If it cannot be gathered within the local authority it should be gained by 

hiring competent advisors. One of the most clearly defined problems during this phase in IT 

projects is the lack of individual skill and knowledge of public acquisition in the organizations 

which compiles the technical needs into requirements, specialist knowledge often exists in other 

departments but cooperation between technical specialists and procurement specialist is often 

lacking (Alanne, et al., 2015).  

By using the right options in the RFP and by increasing publication, a higher amount of tendering 

supplier can be expected by the procuring authority (Coviello & Mariniello, 2014). This in turn is 

expected to increase competition and hence, in the end, lower the price (Coviello & Mariniello, 

2014). Increased publication of the RFP also increases the likelihood that a larger company is 

awarded the contact. However a problem with a larger number of tenders in a procurement process 

is the paradox that the cost for the procurement process itself increases (Costantino, et al., 2008). 

This is due to the increased resources needed to process the received tenders. A high number of 

bid also leads to a large number of non-award winning bids by the supplier. These non-winning 

bids therefore contribute to unnecessary overhead cost due to the resources needed to create 

tenders and compete for contract. In the end this leads to a higher price for the procurers 

(Costantino, et al., 2008). Costantino, et al. (2012) developed a mathematical model which in an 

empirical case proves the points of Costantino, et al. (2008). Taking both Costantino, et al (2008) 

and Coviello & Mariniello (2014) arguments in regard, balance in the number of tenders may be 

advocated through the publication and procedure choices.  

2.2.1.1 Dialogue before the RFP 
One of the main difficulties of public procurement is that the requirements generally need to be 

specified before the RFP, where the actual needs rather than the specifications may be unknown 

to the vendors (Alanne, et al., 2015). Confusion and a lack of understanding of the requirements 
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in the RFP may therefore exist in more complicated procurement processes such as IT-

procurement. A winning strategy may therefore be to answer the requirements as they are 

understood when they cannot gain information on how they were intended (Moe & Newman, 

2014). Tadelis (2012) points to another reason to use dialogue with the suppliers when designing 

the RFP gathered from the construction industry. Behind the lack of good design of the RFP there 

is often insufficient input from qualified and knowledgeable contractors and the risk that an open 

bidding leads to incomplete contract which needs renegotiation after the contract is awarded. 

To deal with the dilemma of badly designed RFP a procedure called competitive dialogue was 

developed and implemented into LOU (Waara, 2008). It is to be used when a contract has a high 

complexity from a legal point of view (Gertéll, 2010), and allows the suppliers and the procuring 

authority to design a RFP using a regulated dialogue based procedure (LoU, 2007). Although this 

procedure may seem like a good way to address some of the issues of public procurement of 

complicated contracts it is rarely used in practice (Konkurrensverket, 2015). 

2.2.2 Purchasing Phase 
The purchasing phase is the phase hardest regulated by law and the focus of much of the public 

procurement literature. Two choices, the evaluation criteria and the procurement procedure which 

are set in the planning phase in the RFP or RFT are carried out during this phase 

(Konkurrensverket, 2008). How the procurement process is carried out during the purchasing 

phase depends a lot on the chosen procurement procedure. 

2.2.2.1 The procurement procedures 
The Swedish procurement act (LoU, 2007) does severely restrict choices in the purchasing phase 

of the purchasing process. One of the main ways in which this is done is by only allowing a limited 

numbers of purchasing procedures. Which of these procedures that may be used are in turn limited 

by a number of stipulations in the law, mainly a threshold value, set centrally in the European 

Union. These procedures also limit the number of days between the different steps in the 

purchasing process (LoU, 2007).  

The law allows a number of different procedures depending on whether they are above or below 

a certain threshold value set centrally by EU. Currently EUR 209 000 is the threshold for the 

studied products and authorities (Konkurrentsverket HP, 2016). The procedures above the 

threshold value are constructed to comply with the common EU-directive, while those below are 

unique for LOU (Konkurrensverket, 2008). Listed in Table 2 and Table 3 are the different 

procedures below respectively above the threshold in a summarized way. The tables are inspired 

by (Waara, 2008) but referring to the current procurement act (LoU, 2007). 

 

Procurement 
procedure 
(Over the threshold) 

Definition summarized from LoU 

Open Procedure Procedure where all suppliers are permitted to submit tenders 
Restricted procedure Procedure where the contracting authority firsts select suppliers 

and only the selected suppliers may submit tenders 
Negotiated procedure Procedure where the contracting authority firsts select suppliers 

and only the selected suppliers may submit tenders and the 
authority negotiate with the suppliers before a contract is signed 

Table 2: Procurement procedures above the threshold 
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Procurement 
procedure 
(Under  the threshold) 

Definition summarized from LoU 

Simplified procedure Similar to open procedure, but the contracting authority may 
negotiate submitted tenders with the suppliers 

Selective procedure Similar to the restricted procedure, but the contracting authority 
may negotiate submitted tenders with the suppliers 

Direct Procedure Procurement without requiring tenders, max 15% of the threshold 
value or during exceptional circumstances 

Table 3: Procurement procedures under the threshold 

Not surprisingly there is an abnormal amount of procurements valued just under the threshold 

value, both internationally and in Sweden. This is done to access simpler procurement procedures, 

and thereby get faster and cheaper processes. (Bobilev, et al., 2015) 

The simplified and selective procedure can be described as reflections of the open respectively 

negotiated procedures but with shorter time and a possibility to negotiate and a simpler procedure. 

The previously presented generic purchasing process (See Figure 1) can generally be used to 

illustrate the different stages in the open procedure above the threshold, and simplified procedure 

below it. The open and simplified methods compose 95% of all published public procurements in 

Sweden (Konkurrensverket, 2015). 

However, for the restricted and the selective procedures the process differs from the generic 

process due to that the evaluation is carried out in two distinguished steps, as illustrated by Figure 

2 (Modified from (Konkurrensverket, 2008)).  

 

Figure 2: Procurement process for the Restricted and Selective procedure 

The direct procedure is the simplest procedure and does not require that the tenders use any 

specific format. The authority also is not required by to announce the procurement in the same 

way as an ordinary procurement. However, the authority using the direct procedure is 

recommended to do so (Gertéll, 2010). There are numbers of other, very specific, situations when 

direct procurement may be deployed as well, such as during extraordinary circumstances which 

could not reasonably be foreseen (LoU, 2007). Noticeable is that a decision to employ direct 

procedure can be revoked in a court of law if the reasoning behind the use of the procedure is 

unclear or unsatisfactory (Gertéll, 2010).  
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The negotiated procedure exists in two different variations, with or without prior publication. To 

use this type of procedure one of several different conditions needs to apply for the specific 

procurement (LoU, 2007). The most notable of these conditions for this study is perhaps the failure 

of all tenders in an open or restrictive process to meet some of the requirements of the RFP (LoU, 

2007). When using the negotiated procedure the purchasing authority shall negotiate with the 

bidders to adapt the tenders to the RFP, and the best tender should be awarded the contract using 

one of the two evaluation criteria presented in Subchapter 2.2.2.2. Negotiated procedures may be 

less efficient than open auctions when it comes to the bidding price, but in more complex 

procurement more factors need to be considered, first and foremost the different cost of 

transactions after a contract is signed (Tadelis, 2012). One reason why negotiated procedures might 

be perceived as negative is that they may reduce transparency to achieve flexibility (Moe, et al., 

2006).  

Negotiation based procedures are preferred in complex procurements by procurement 

professionals in general (McKevitt & Davis, 2014). This is partially due to a belief that negotiated 

procedure contributes to quality since it allows the procuring authorities to learn from the supplier. 

However, suppliers in other industries point to an unwillingness for procuring public entities to 

use the procedure even when it is allowed, due to the risk that they believe that they may do 

something illegal (Moe, et al., 2006). 

2.2.2.2 Evaluation criteria: Lowest Price or Most Economically Advantageous Tender 
LOU gives the contracting authority a choice between two different principles to evaluate the 

tenders, Lowest Price (LP) or Most Economically Advantageous Tender (MEAT). Which of the 

evaluation principles being used in the individual procurement should be made public already in 

the RFP (LoU, 2007). LP means the tender who is lowest but still fulfills the requirements stated 

in the RFP is awarded the contract. MEAT on the other hand is more complicated, since it includes 

a weighted scoring between several different awards criteria, from which the winning tender is 

chosen. This scoring can be done as a number, a percentage, a ranking or as an interval (Gertéll, 

2010; Bergman, et al., 2013). For each of the weighted criteria a descriptions is required in the RFP 

on how the points are awarded (Gertéll, 2010). During the evaluation, it is not allowed to add new 

criteria (LoU, 2007).  

In the literature some authors have pointed at the risk of using only lowest price instead of MEAT 

evaluations. This is due to factors quality, performance and satisfaction may be disregarded and 

hence leading to inferior public purchases (Bergman, et al., 2013). Ochrana (2015) argues that focus 

on lowest price tens to lead to pseudo saving which may hurt the procuring authority in the long 

run, due to exploitation and dysfunction of the purchased products. Information from 

procurement studies in the United States (US) shows that when information ex ante is valuable and 

changes post ex is expected LP auction have a tendency to be inefficient (Bajari, et al., 2008). 

A large study carried out regarding public procurement in Sweden 2014 found that LP was the 

most common evaluation principle over all. The LP criteria was the most commonly used criteria 

in public procurement overall in Sweden during 2014 (Konkurrensverket, 2015). However, in 

recent years MEAT has become more and more common as an evaluation criterion on the Swedish 

market, and in some types of procurement is even more used then the lowest price criteria. The 

central findings of this study regarding the usage of different evaluation criteria are presented in 

Table 4.  
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 MEAT 
(%) 

LP  
(%) 

Unknown 
(%)  

Number 
(#) 

Simplified 39 55 5 11590 

Open  47 47 6 5810 

Negotiated 35 17 48 536 

Selective 21 5 73 245 

Restricted 23 6 72 176 
Table 4: Swedish procurement evaluation criteria (Konkurrensverket, 2015) 

One reasons behind the popularity of the lowest price criteria has been found in studies carried out 

on public procurement in the Czech Republic. The study found that most procurement 

professionals 86.5 % preferred the lowest price criterion, due to a belief that it would lead to lower 

purchasing prices. This belief is however not supported by the study which found that the decision 

criterion did have a quite small impact on the final price, and therefore procurement characterized 

by their complexity should use the MEAT criteria to avoid quality pitfalls. (Ochrana & Hrnčířov, 

2015)   

The two most common MEAT criteria is quality-to-price, where the quality (and other factors) 

adds or subtract on the value of a product or the final price, or the price-to-quality where the price 

is given a score or a percentage among other percentages (Bergman, et al., 2013). Bergman (2013) 

recommend using the quality-to-price model, based upon micro economical calculations. 

According to the calculations, the expected overall price for a contract the expected purchase 

volumes should be used as a basis for the weight when using a MEAT criterion. The quality 

component should in this case affect the individual price before put into a MEAT calculation 

(Bergman, et al., 2013).   

By selecting the correct procurement method the cost may be decreased by up to 5%. (Love, et al., 

2012). In the construction industry a number of procurement selection systems exist to select the 

criteria to be used in the purchasing process. These systems differ from simple analytical criteria 

based models to more complex computerized systems which can be used to choose the criteria 

which should be selected (Love, et al., 2012). 

2.2.3 Contract Phase 
During the contract phase the contract is already signed and the procured goods or services should 

be delivered to the contracting authority. Follow-up regarding the degree in which the contract is 

kept by the supplier should also take place during this phase. Experience from IT system 

procurement shows that part of this phase may be perceived as much more unstructured than the 

previous phase by the suppliers (Moe & Newman, 2014). This may perhaps be linked to the large 

use of the procurement law as a basis for the process identified by Moe & Newman (2014). Hence 

it is perhaps not that surprising that this stage which is less dictated by procurement law is perceived 

as much more unstructured. 

Much of the literature regarding public purchasing focuses on how to limit opportunistic behavior 

such as delays and extra costs by the suppliers during this phase of the procurement process (Waara, 

2008; D’Alpaos, et al., 2013; Doni, 2006). In complex procurement in the private sector 

negotiations are often used to reduce the risk and future problems in the projects (Waara, 2008; 

Doni, 2006). The use of negotiations with a reputable supplier is also used as a strategy in the 

private sector to reduce the risk of opportunistic behavior when the contract is in power. 

Unfortunately for the purchasing authorities, the options for punishing opportunistic suppliers are 

more limited. Opportunistic behavior can even be hard punish by refusing the supplier contracts 
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in future procurement processes by the authority, since past performance is hard to take into regard 

according to the law since it may in some cases be seen as discriminating action (LoU, 2007).  

Post contract behavior may also be explained by knowledge asymmetry between the buyer and the 

sellers in complex procurements. One useful way of measuring post contract behavior with focus 

on exploitation is to measure the price differential between the estimated price in the contracts and 

the price which is finally payed by the purchasing authority (Ochrana, et al., 2015).  

Due to the lack of ability to disregard offers form suppliers with bad reputation during the 

purchasing phase of a public purchase systems have been suggested where the profitability is cut 

when the suppliers exploit their contracts (Doni, 2006). These types of clauses often exist when it 

comes to delays in delivery of goods or services in public projects according to D’Alpaos, et al. 

(2013) who also by empirical model testing found a link between the fees which the supplier must 

pay in for delivering on contracted time as well as the willingness of the court system to enforce 

these laws. Whether these fines are generalizable to other types of opportunistic behavior is 

unfortunately not discussed by the authors and, hence, if such system can be used in more complex 

contracts to punish bad behavior is not known. A more realistic solution to the problem with 

opportunistic behavior may be to put more resources the design of the contract, especially in the 

planning phase of the procurement process, to avoid extra adaption costs afterwards (Tadelis, 

2012).  

Not only the suppliers act opportunistic and against the contracts during the contract phase. The 

purchasing authorities may be engage in maverick buying for example. Maverick buying is the 

practice of procurement done outside of established central contracts. To this category of 

purchases which are non-compliant with an existing framework agreements for an organization is 

included. This maverick buying may be carried out for several different reasons. Maverick buying 

can be a symptom of opportunism or self-interest of the individuals or organization which carries 

out the non-compliant purchase. However, it can also be linked to “honest incompetence”, which 

can be reduced by proper training, monitoring and guidance carried out by the management 

(Kauppi & van Raai, 2014).  Karjalainen, et al. (2009) also point to lack of ability to use the contract 

or process correctly and perceived superior benefits of off-contracts offers or own procurements 

skills as sources to maverick buying. Although examples of situations when maverick buying had 

has a positive effect for the purchasing organization exist, most maverick buying is assumed to 

have negative consequences on the purchasing organization (Karjalainen, et al., 2009).  

One reason behind maverick buying is that Public Procurement Managers often are willing to turn 

a blind eye, ”Willful ignorance”, towards the subordinates’ opportunistic behaviors. This willful 

ignorance can be explained by there exists a higher pressure not to directly oppose the stakeholder, 

but that they at the same time wish to solve some procurement problems in a more pragmatic way 

than the procedures established in the framework agreement. (Hawkins, et al., 2011) 

2.3 Framework agreements 
Framework agreement is one of the main ways in which an organization centralizes procurement 

(Karjalainen, 2011). This type of centralization is carried out to achieve three different kinds of 

economic benefits: 

1. Economic of Scale  

2. Economic of Process 

3. Economic of Information  
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Economic of Scale is mainly due to lower pricing due to the bundling procurement need in larger 

contracts. Economics of Process comes from the reduction of unnecessary overlapping work in 

the organization. Economic of Information is accessed by the ability for personnel to specialize 

and hence get increased process or product knowledge. These economic benefits can only be 

reaped if the contract compliance exists, and the centralization is accepted (Karjalainen, 2011). It 

is of special interest that economic benefits based on information did not need more than a few 

purchases before becoming relevant. Framework agreements may also be used as a strategy to 

bypass the need to define some of the detailed technical specifications prior to the awarding of a 

contract (Moe, et al., 2006). 

LoU gives public authorities in Sweden the possibility to sign framework agreements with supplier 

for up to four years. In 2014, 32% of all public procurements were linked to the procurement of 

framework agreements (Konkurrensverket, 2015). These are negotiated using the normal 

procedures of LoU (LoU, 2007). These frameworks may be of three different kinds (Gertéll, 2010): 

1. Single suppler framework 

2. Multiple supplier framework applying a ranking  

3. Multiple supplier framework with renewed competition 

Applying a ranking means that the highest rank supplier will be called upon for each order, and 

only if they deny it will call upon the second highest ranked etc. Using renewed competition allows 

the contractor with which a framework agreement is signed to compete for each call-off contracts 

from the contracting authority using rules stated in the framework agreement. Each individual 

contract therefore becomes a mini procurement process in its own right (Gertéll, 2010).  

2.4 Important aspects for procurement process 
Due to the need to explore the procurement from a comprehensive view as described in Chapter 

1, it has been easiest to do so by exploring it from a process perspective. However, some of the 

key aspects stretch over the entire process or can be seen as undertones during the entire process 

and therefore it is easier to describe them separately as has been done in this subchapter. The 

following subchapter therefore describes the key factors identified through iteration between the 

literature review, the pre study and the multiple case study. 

2.4.1 Lock-in effect 
One major aspect when purchasing technical system is so called lock-in effects. These lock-in 

effects can stem from earlier choices made by a customer which binds them to a certain supplier 

due to incompatibility with other suppliers’ products. Lock-in effects give the suppliers good ex 

post negotiating power in comparison with the customers. This often leads to suppliers competing 

hard ex ante to be able to achieve this ex post power, but the incompatible products over time lead 

to a relaxed competition compared to a situation where the products are compatible (Farell & 

Klemperer, 2006). Due to this effect incompatible systems may be more profitable for the suppliers 

winning the tenders in the long run. Another source of switching costs besides product 

incompatibility can follow from purchases in the after-market such as service and repair (Farell & 

Klemperer, 2006). In relation to the different kinds of switching costs Blut, et al. (2016) present an 

entire model with categorizations of the different switching costs. The authors present three main 

categories: 

1. Procedural switching cost 

2. Financial switching cost 

3. Relational switching cost 
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Under procedural switching cost, cost which can be linked to finding new suppliers and 

implementing them to be categorized, like uncertainty cost, search cost, cognitive cost and setup 

cost. Under the financial switching cost are cost such as sunk costs and cost linked to lost 

performance included. The relational switching cost lastly are such as brand relationship costs and 

personal relationship costs. (Blut, et al., 2016) 

In the case of public procurement of framework agreements it is clear that most of the procedural 

switching cost does exist regardless if a supplier switch is carried out in the end of the process or 

not. This is due to the LoU (2007) rules which requires that a framework agreement can last only 

up to four years, after which a renewed procurement is required (LoU, 2007). In the same way the 

principles of equal treatment among supplier in LoU can be argued to force public organization 

bound by LoU to ignore the relational switching cost altogether. An example of this is, with regards 

to the brand loyalty, stated clearly in the following article from LoU (2007): 

4§The technical specifications may not contain information regarding origin, manufacturing or a 

particular production method or references to trademark, patent, type, origin or manufacturing, if 

this leads to that certain companies may be favored or disfavored.   

LoU gives an exception however, allowing specifications contain this kind of information if the 

phrase “or equal” is stated after this in the RFP. However, if one of the suppliers disagrees with 

the way in which the “or equal” is used they may take the case to court (LoU, 2007).  

2.4.2 The stakeholder dimension of public procurement 
One major difference between public and private purchasing is the greater importance of 

stakeholders in the public sector (Hawkins, et al., 2011).  In the complex public procurement of an 

IT system for example the number of stakeholders identified were quite large (Alanne, et al., 2015). 

This stakeholder perspective is often neglected in the academic literature, especially the political 

dimension (Murray, 2009). Political interest are omnipresent in the public procurement process 

and hence the process is especially sensitive to failures in government accountability (Diggs & 

Roman, 2012).  Many public procurement systems do not, however, take into consideration the 

key decision makers’ previous experience and have therefore had limited application in practice 

(Love, et al., 2012). 

One tendency which has a political perspective is that different departments in an authority do not 

necessarily aim for fiscal efficiency. The clearest example of this is that bureaucrats in the public 

sector aim to exhaust their entire budget to avoid future cutbacks. Money saved in the procurement 

process may therefore not be as useful as it would in the private sector. (Gelderman, et al., 2006) 

Other important stakeholder in public procurement are the procurement professionals. In a study 

of the procurement professionals in the US it was found that there were two different types of 

procurement professionals, the broker and the purist, with regard to questions concerning public 

procurement accountability. For the purists accountability was one dimensional, the dimension of 

the rules, and they often saw themselves as the defenders/enforcers of the procurement process. 

The brokers on the other hand, saw themselves as facilitators, using different channels of 

communication to develop a suitable solution. Brokers also saw accountability as multidimensional, 

where many different stakeholders such as the organization, the citizens, the suppliers and the 

guidelines needed to be taken in regard. The focus of the broker is to add value to an organization 

while it for the purist is “go by the book”. There exists a contradictive view on public procurement 

where it is suggested that many factor, which in some cases are mutually exclusive may be expected 

by the procurement personnel. Procurement professionals have in the same study been found to 
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be quite skeptical to that performance measurement improves the quality of public procurement. 

The performance measurement found in the study was generally “broad and basic”. (Diggs & 

Roman, 2012). 

A final important stakeholders in the public procurement process which clearly helps to enforce 

the appliance to the rules procurement are the suppliers, since they got a fair amount of insight 

into the procurement process and might bring cases which are in opposition with the regulations 

to court (Gelderman, et al., 2006). The higher focus on rules in public procurement also means 

that the suppliers tend to value their Business to Business (B2B) relationships higher than their 

Business to Government (B2G) relationships (Purchase, et al., 2009). One of the more important 

reasons behind this is the perceived low amount of information exchange suppliers perceives 

receives from their B2G relationship in comparison to their B2B relationships.  

2.4.3 Procurement of complex systems 
As discussed in several places throughout this chapter, the public procurement of complex systems 

has a fundamental problem with several different aspects in the entirety of the procurement 

process. These are summarized in three tensions in a complex public procurement of IT-systems 

as identified by Moe, et al. (2006): 

1. System specifications designed during the process versus complete specifications from the 

start. 

2. Legal restrictions on the use of negotiations versus information needs of the procuring 

authorities. 

3. Fixed price contracts versus IT systems where the expectations and needs are not clear up 

front. 

All of these tensions show the need of a dialogue between the parties during the procurement 

process. One way in which this can be done is by mentoring or a dialogue between suppliers and 

procuring authorities between the different procurement processes (McKevitt & Davis, 2014). This 

may not be suitable for legal reasons though, since the public procurement professionals often are 

aware of the risk of lawbreaking when communicating with suppliers ( (Moe, et al., 2006; Waara, 

2008).  

Another way to improve the public procurement process is pointed out by (Alanne, et al., 2015), 

discovered in an IT procurement case. In this case vital knowledge about the technical systems and 

the procurement process was scattered among the different stakeholders. The individual 

professional’s lack of knowledge was expected to be compensated through cooperation, something 

that did not materialized in reality. Lack of resources also meant that the checking that the different 

organizations taking part in the procurement was supposed to have on each other did not exist in 

the manner needed. A lack of comprehensive understanding of the case existed among the 

organizations involved in the case (Alanne, et al., 2015). Hence, coordination within the procuring 

authority between technical specialists and procurement professionals is an interesting aspect of 

complex procurement projects. 

Security as a Service 

One tendency which affects the security technology industry is the focus on tailored security 

solutions (PwC, 2013), where an interesting extreme case is Security as a Service (SecaaS), which 

have been identified as a particularly interesting option. SecaaS means that the security supplier 

delivers security as a service and the supplier owns and maintains the equipment instead of the old 

system where security goods such as cameras were owned by the customer (Detektor Scandinavia, 
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2011). This development has so far gone furthest in camera technology. One upside of the SecaaS 

is the faster integration and coordination between different security systems, for example alarms 

of different kind, camera surveillance and security guard support (Detektor Scandinavia, 2011). 

Consultants 

To offset the knowledge gap which might exist between the suppliers and the procuring authority 

technical consultants may be hired as described in the Norwegian public procurement cases (Moe, 

et al., 2006; Moe & Newman, 2014) . However, how the client works with and uses their consultants 

can have a non-negligible impact on the results during the implementation of configurable 

technology according to Pozzebon & Pinsonneault (2012). In their article they describe three 

different kinds of client-consultant relationships: 

1. Dependency 

2. Autonomy 

3. Cooperation 

These three types of relationships are described from a role and a control perspective and analyzed 

from the interplay them between. If the relationship is dependent the consultants have a more 

active role while clients are more passive. The consultants often hold the technical control and 

responsibility. If the relationship is automatous the consultants are more passive, they come in as 

an extra pair of hands, or as coaches and the clients hold responsibility. During a cooperation both 

parties have an active role, and both parties hold some responsibility over the results. All of these 

relationship types have benefits and drawbacks. For example the knowledge transfer differs 

between the types of relationship. In a dependent relationship little knowledge sharing is done and 

the knowledge gap remains through the process. In the autonomous relationship the consultant’s 

global knowledge of the field is increased by the consultant and the knowledge gap becomes 

decreased during the project. In the cooperative relationships there is an extensive knowledge 

sharing between both parties.  (Pozzebon & Pinsonneault, 2012) 

Relying on consultants is, however, not without risks since they may act opportunistic in 

relationship to the clients (Sharma, 1997). However, there are some restrictions with regards to this 

agent opportunism. Firstly there is self-control, motivated not only by egoism but also by a pride 

in the craft the professional is carrying out. Secondly, there is community control, stemming from 

the control which the professional community acts on each other. The third type of control is 

bureaucratic control stemming from that most professional consultants work in large firms which 

control the quality of the work of the professional consultant. Finally there is client control which 

is performed by the clients, in this case the case organizations. The main focus for the opportunism 

for this study is the possibility that technical consultants give served advice both consciously and 

unconsciously regarding technical information of different kinds when assisting the case 

organizations’ purchases.  

2.5 Summary of literature review 

This chapter has contributed in answering research questions by laying a theoretical framework 

based on the LoU, national statistics and both academic and professional sources on different 

aspects of public procurement. The public procurement process has been described on a process 

based basis as well as several important aspects for public procurements including stakeholder 

perspective, complex procurement and the lock-in effect. The use of framework agreements also 

has been discussed in this chapter.  
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3 Method 
In this chapter the methodology and the method chosen, is motivated and specified. The chosen cases for this study are 

also presented as well as the interviewed individuals and the way they were selected. This chapter has used Collis & 

Hussey (2014) as its main basis for its structure. 

3.1 Research approach 
The purpose of this study are to discover the way in which the purchasing process of security 

technology in regions and municipalities are carried out and which aspect during this process which 

is most important to achieve success. Hence the research objective for this study is the investigation 

of an existing situation, one of the typical research objectives according to Collis & Hussey (2014). 

This study can therefore be classified as an exploratory study (Voss, et al., 2002), since its main goal 

is to map the currently existing process and to try to identify the most important aspects for this 

specific niche of procurement of products. Since the conditions for procurement of security 

technology was expected to differ from case to case, a methodology focused on collecting 

qualitative data was chosen to capture the nuances which may exist in the different local authorities. 

Therefore the rich data gathered would give this study a high level of reliability.  

The methodology chosen to answer the research question was a multiple case study. From a 

practical point of view this was desired order to reap the increased generalizability compared with 

a single case study. Academically the decreased risk of observer bias was also important especially 

to compensate for that this study was written by a single author. In an operation management case 

study multiple data sources is often recommended and this is done by document analysis using 

documents regarding the local authorities’ procurement process and other documents related to 

previous and current procurement processes of security technology. (Voss, et al., 2002) 

The data used in this study was collected using semi structured interviews as well as the analysis of 

documents previously mentioned. In the main research both Security Managers/Technical 

Managers as well as purchasing professionals were interviewed in the local authorities studied. This 

was done to capture a larger part of procurement process which includes the tail of the 

procurement process (the identification of needs and the follow-up/feedback) that may be lost if 

interviews only were carried out with the procurers and procurement management. Another reason 

behind the use of multiple data sources was to avoid the myopic which is common in public 

procurement research by only receiving the opinions of procurement professionals (Murray, 2009). 

3.2 Research process 
The problem of public procurement of security technology originates from Stanley Security and 

their need to understand possible public customers, where they previously experienced difficulties 

in understanding some of the motives behind certain decision made by local public authorities. The 

problem has since then been developed into a more clean academic problem, in collaboration 

between Stanley security and KTH to analyze the root courses behind phenomena which occur in 

the public procurement of security technology. The literature study (See Subchapter 3.3) was 

carried out in tandem with the case study, although a higher focus was placed on the literature 

review in the earlier part of the study work and vice versa during the later stages. A conceptual 

picture of the study research process is presented in Figure 3. 
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Figure 3: Study research process 

3.3 Literature review 
A literature review purpose is a way for the scholar to show that he/she has command of the 

subject and a thorough academic understanding of the problem, as well as a way for the scholar to 

justify the chosen topic, design of the study and methodology. The literature review should 

therefore not only be a listing of existing knowledge but rather a “critical evaluation of the existing body 

of knowledge on a subject which guides the research and demonstrates that relevant literature has been located and 

analyzed” (Collis & Hussey, 2014). The literature review started broad and have during the process 

narrowed down to focus and cover the final subject of the research.  

The focus on the literature review has been subjects regarding public procurement which have 

been thematically sorted and resorted during the process. Some gaps in the public procurement 

literature, most notably in supplier lock-in and switching costs, necessary for the study have been 

covered using literature from other fields of operations management literature. The literature 

review has during the process focused on literature which describes themes that affect the 

procurement process. This systematic review was carried out in a similar fashion as the 

recommended procedure from Collis & Hussey (2014). 

Since the research on public procurement has been limited in literature, most of the literature 

chosen to give a framework for the analysis of the study was gathered from two main areas, IT-

system and construction public procurement. Technically more advanced systems are similar to 

IT-procurement due to the software/hardware dimensions in both types of procurement. A more 

advanced security systems is often an IT-system by itself, which in turn may need integration with 

other IT-systems or the central IT infrastructure. From an organizational point of view the 

comparison with construction procurement may be relevant since the departments mostly 

responsible for the issue in municipalities and regions in most cases are the real-estate departments 

in respective authority. 

The literature used in this study has mainly been found using academic journal databases and search 

engines as a compliment when necessary. Most of the literature cited in the literature review is 

articles in peer reviewed published papers, conference papers and reports. However, since the 

process is focused around the Swedish procurement law, some non-scholar literature was used, 

namely by (Gertéll, 2010) and some documents from Konkurensverket ( (Konkurrensverket, 2015; 

Konkurrensverket, 2008; Bobilev, et al., 2015)). These sources still were relevant to the subject 

since they compose much of the procurement process information in regard to the legal issues and 

are used by public procurement professionals in Sweden.  
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3.4 Case study 
The case study is according to Collis & Hussey (2014) divided in five separate stages:  

 Selection of the cases  

 Preliminary investigation 

 Data collection 

 Data analysis  

 Writing the report  

These five stages are described in detail in the rest of the text of Subchapter 3.4.  

3.4.1 Selection of cases 
The case organizations chosen were selected from municipalities and regions. The municipalities 

selected were all among the top 50 most populous in Sweden to select organizations which have a 

larger probability that they recently have done some sort of procurement of security technology or 

have adequate size an knowledge to be able to hypothesize about it. Among these around 30 were 

contacted following a computer randomized pattern. The regions in Sweden are generally larger 

than the municipalities and almost all of them were contacted regarding the study following a 

randomized pattern. The case organization selected the “principal informants” who could be 

booked for interviews first possible day, due to the time restrictions of the study. Hence, the 

selection of the cases can be viewed as a natural sampling as described by Collis & Hussey (2014). 

The case organizations were contacted most preferably telephone but also via e-mail. This was due 

to the faster response time and the ease in which misunderstandings regarding the study could be 

solved instantly. Table 5 show information regarding the local authorities represented in the study. 

During the search for key informants in municipalities the author was in some cases sent to the 

real estate companies to find the best key informants in the municipality due to the subject being 

partly or completely delegated to the companies.  

Researched 
authority 

Region/ 
municipality 

Additional information 

A Municipality  
B Municipality Purchasing staff shared with other municipality outside the 

study 
C Municipality  

D Municipality  

E Municipality Real estate company main responsible and interviewed 
F Municipality Real estate company main responsible and interviewed 

G Municipality  
H Region  

I Region  
J Region  

K Region  

L Region  
M Region  

Table 5: Case study objects 

To allow a researcher to sufficiently familiarize himself/herself with the subject a primary 

investigation was carried out (Collis & Hussey, 2014). During this phase, two interviews with 

professionals with experience of purchasing complex products for the public sector were carried 

out. These interviews were carried out in a combination of an unstructured and semi structured 
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fashion. Another interview was also carried out with a Security Manager at a hospital during this 

pre-study. These interviews combined with contextual texts regarding public procurement in 

Sweden, allowed the author to focus the scope of the cases in the latter parts of the case studies. 

The interviews are summarized in Table 6. 

Pre study 
Interview  

Time Role 

1 80 minutes Expert in the procurement process of complex systems 
2 65 minutes Experts in the procurement process of complex Insurance 

products and security solutions, Two interviewees attended 
3 50 minutes Security Manager at a hospital 

Table 6: Pre study interviews 

3.4.2 Data collection 
When commencing field research studies it is often important to find the principal informants who 

are best informed about the data which is searched. These persons may, however, not be 

immediately found why it may be advised to contact the senior enough who can open doors and 

guide you to the right person (Voss, et al., 2002). Therefore the author has contacted the head of 

security (or head of technology) respectively the Purchasing Manager in the local authorities which 

were included in the study. These persons have either been interviewed or recommended an 

individual more suited. Interviews can be carried out both in person or by telephone/skype and 

both type of interviews have pros and cons (Collis & Hussey, 2014). Interviews face to face have 

generally been preferred during this study, but due to distance and therefore time/travel 

constraints, some interviews were carried out via telephone/skype. The individual, its organization, 

the interview time and the manner in which the interview was conducted is described in Table 7 

and Table 8. Noticeable is that some of the interviews were carried out in pairs with both the 

technical specialist and the procurement specialist attending the same interview instead of different 

interviews. This interview format generally generated the same type of data as when the 

interviewees was interviewed separately, although somewhat richer. In some municipalities/regions 

interviews with only one of the parties were possible for different reasons, and was still carried out. 

The input from interviewee L2 has been disregarded since it during the interview with L1 and L2 

was described that another procurement organization was used rather than the regions central 

procurement organization which L2 represented.  
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Individual Role Alone/ 
Double 

Interview 
time 

Face-to-face/ 
Telephone 

A1 (Construction) 
Procurer 

Double 50 min Face-to-Face 

A2 Security 
Coordinator 

Double -  Face-to-Face 

B1 Procurer Alone 55 min Face-to-Face 

B2 Security 
Coordinator 

Alone 45 min Face-to-Face 

C1 Construction 
Project 
Manager 

Alone 45 min Telephone 

D1 (Construction) 
Procurer 

Alone 45 min Face-to-Face 

E1 Security 
Manager 

Double 63 min Face-to-Face 

E2 Procurer Double -  Face-to-Face 
F1 Operations 

Developer 
Alone 70 min Face-to-Face 

G1 Electrical 
Project 
Manager 

Double 84 min Face-to-Face 

G2 Procurer Double -  Face-to-Face – Disqualified as motivated 
it the previous text 

Table 7: Municipalities case study interviews 

Individual Role Alone/ 
Double 

Interview 
time 

Face-to-face/ 
Telephone 

H1 Project 
Manager 

Alone 43 min Telephone 

I1 Procurer Alone 45 min Face-to-Face 

J1 Procurer Double 39 min Face-to-Face 
J2 Procurer Double  Face-to-Face 

K1 Security 
Coordinator 

Alone  52 min Face-to-Face 

K2 Procurement 
Lawyer 

Alone 47 min Face-to-face 

L1 Security 
Technology 
Strategist 

Alone 58 min Face-to-face 

L2 Procurer Alone 25 min Face-to-face 
M1 Security 

Coordinator 
Alone 45 min Telephone 

Table 8: Region case study interviews 

The interviewees have all contributed voluntarily. The interview were held entirely in Swedish. All 

answers have been recorded and the interviewees have been kept anonymous to all but the authors 

and the responsible KTH-Supervisor. Stanley Security has therefore not been able to receive 

individual participating local authorities or individual answers to the questions. All participants 

interviewed have been informed of the nature of the cooperation between the author and Stanley 

Security before the interviews were carried out. This was done partly to give the interviewees higher 
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degree of freedom, allowing them to express themselves more freely, and partly to receive more 

open answers. Another reason why this was done is to partially avoid the ethical dilemma of the 

author’s cooperation with Stanley Security, since the researched local authorities and Stanley 

Security might have taken part in negotiations regarding the procurement of security technology 

or might do so in the future. 

Five days ahead of each interview an interview guide was sent to each interviewee. The use of 

recording equipment is useful where exactness of what is said is important (Collis & Hussey, 2014), 

and for that reason the interviews were recorded. Later clarifications of unclear answers and minor 

later verifications where addressed by email or telephone as well as confirmation when necessary 

regarding quotations.  

The interviews were carried out in a semi structured fashion in accordance to a preset research 

protocol base around a number of themes (Blomquist & Hallin, 2014). The core of a research 

protocol consists of a set of interview questions (Voss, et al., 2002). Most questions in this research 

protocol were of an open nature to collect data to gain access to broader information. Closed 

questions and probes were used to compliment the open question to receive more details and 

factual information (Collis & Hussey, 2014). Five more quantitative questions were also asked to 

give more structure to the analysis as well as helping the author compare the cases with each other. 

The interview questions were sorted under five different areas as described in Table 9. The different 

main questions can be found in Appendix A “Frågor inför intervjun”, containing the interview 

guide, although written in Swedish.  

Subject area Comments 

General questions Questions regarding procurement process in general and the 
procurement of security technology procurement especially 

  
Technical 

complexity 
Questions regarding the technical difficulty of security technology 
procurement as well as questions on the knowledge dynamic 
between suppliers and customers 

  
The Procurement 

process 
Largest question area, split into three subareas 

-initiation and mapping 
 

Questions regarding the pre-study and process leading up to the 
RFT 

-The purchasing phase Questions regarding the procurement procedures used and the 
choice between MEAT or lowest price 

-Implementation and 
evaluation 

Questions regarding the implementation, follow-up and the 
satisfaction from delivered products 
 

Framework 
Agreement 

Question regarding the framework agreements 

  
Stakeholders Question regarding the relations and contact with different 

stakeholder during and after the procurement process 
Table 9: Interview Themes from interview guide 

3.4.3 Data analysis 
The fourth step in the case study methodology is data analysis. Data analysis is an important part 

of the case study process, but much less academically described than other stages, particularly the 
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data collection stage. Data analysis can generally be broken down into three distinguished steps: 

(Collis & Hussey, 2014) 

- Reducing the data 

- Displaying the data 

- Drawing and verifying conclusions 

The data reduction is done by sorting away irrelevant data by finding relevant data through 

processes such as coding. The data is then restructured to fit a previous theoretical framework or 

to one emerging during the data selection. In this study this was done using coding of the recordings 

of the interviews. The data was then coded and restructured in accordance to the framework 

presented in the literature study.  

The next step is the display of data which can be done using tools such as diagrams, networks, 

graphs, tables and charts. This is first done within the different cases and later between the different 

cases in the case study (Voss, et al., 2002).In this study this is mainly done by the construction of 

different types of process diagrams to explain the procurement process and other visual tools to 

show the different aspects at the different stages which the complexity of security technology 

procurement have on the procurement process.  

The final stage is to draw conclusions and to verify them using some of the many reoccurring 

criteria. Reoccurring among them are criteria such as Credibility, Transferability, Dependency and 

Confirmability (Collis & Hussey, 2014). In this study conclusions were drawn using several different 

methods and later verified using the criteria presented above in an analysis, discussed in later 

chapters. The preliminary findings were discussed with some of the participants to improve validity.  

After the data analysis the last stage of a case study methodology is the writing of the report and 

this includes writing up and presenting the case study material previous steps in an appropriate 

structure (Collis & Hussey, 2014). To improve the link between the different steps in the case study 

and the literature review this was done continually through the process with regular peer reviewed 

seminars of the produced text during the different time intervals. This process therefore helped to 

align the different part of the finished study and contributed to the validity of the study (Blomquist 

& Hallin, 2014). Since all interviews were carried out in Swedish the quotations presented in 

Chapter 4 have all been translated to English by the author.  

3.5 Quality of report –Reliability and Validity 
Two measures for the credibility of a report are Reliability and Validity (Collis & Hussey, 2014). 

Reliability refers to accuracy of the measurements and the possibility to repeat the results provided, 

using the same methods. In an interpretive study (such as this one) reliability in the form of 

repeatability may be hard to achieve, therefore focus often lay on establishing protocols and 

procedures (Collis & Hussey, 2014).   

Validity on the other hand is a measure of if the test measures the phenomena which the researcher 

want to study (Collis & Hussey, 2014). The term validity has been split into three under groups by 

other authors (Voss, et al., 2002; Gibbert, et al., 2008). Construct validity is the extent in which the 

measures used in the study are correct for the concepts or phenomena being studied (Gibbert, et 

al., 2008). Measures recommended to improve this are for example multiple type of data sources 

and a clear chain of evidence (Gibbert, et al., 2008). Internal validity is the extent which the study 

can establish casual relationships between the studied variables and the result found (Gibbert, et 

al., 2008). Pattern matching, research framework and theory triangulation are three proposed 
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measures to increase internal reliability.  External validity (Voss, et al., 2002) or generalizability as 

it also is known (Collis & Hussey, 2014) is a measure of the extent in which the research finding 

can be applied to cases outside the studied case.  

The different measures and the step which was implemented during the interview to improve the 

reliability and the different validity measures are presented in Table 10 based on the suggestions of 

Voss, et al. (2002) and Gibbert, et al. (2008). The result of the measures is shortly described for 

each measure as well. 

Credibility 
measure 

Steps taken Result 

Reliability Well-designed research 
protocol 

The research protocol is documented in this 
chapter with a high level of detail 

 Used interview sheets Received satisfactory quality information from 
an overwhelming majority of the question 
from the interviewees  

 Recorded the interviews All interviews recorded, this have increased 
the exactness of quotations 

 Feedback with interviewees to 
reduce misunderstandings 

Limited amounts of feedback received 

 Case study database existed Database exists, but the anonymization limits 
usage outside study 

   

Internal 
Validity 

Study peer reviewed in several 
feedback cycles 

Limited feedback in earlier cycles, better 
feedback in the later cycles 

 Theory triangulations 
attempted 

Limited use of theory triangulation. Some of 
the gaps in necessary theory in the 
procurement literature covered by other fields 

 Themes examined existed in 
previous literature 

Good theme coverage on most process step 
levels, less coverage on comprehensive 
process level  

   
Construct 
Validity 

Multiple type of sources used  
(using published documents 
from the case authorities such 
as RFT) 

Successfully implemented in limited amounts 
to supplement some gaps in interview 
information 

 Review of draft by peers 
continuously during the 
process 

Only limited feedback received in earlier 
cycles. Richer feedback during later cycles 

 Data collection circumstances 
described 

Described on an overall level, but not an a 
base to base level due to anonymization 

   

External 
Validity 

Multiple cases were used 7 municipalities and 6 regions represented in 
the case study 

 Replication logic between 
cases was used 

Replication logic successfully deployed with 
some minor issues due to slightly difference in 
case organizations 

 Case study context provided Provided in Chapter 1,2 and 4 of this study 
Table 10: Credibility and reliability 
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3.6 Ethical considerations 
In this study a serious ethical dilemma is built into the method since it has been written in 

cooperation with Stanley Security regarding the procurement process and the reasoning behind it 

by their customers. This has been addressed in two different ways, transparency and 

anonymization. Transparency was achieved by directly addressing the purpose behind the study for 

the interviewees as well as the cooperation with Stanley Security. This allowed the interviewed 

participants to choose what to reveal. A number of contacted authorities and individuals chose not 

to be a part of the study since they judged that participation in the study was not suitable at all for 

this reason. Another reason for not participating was that they currently carried out a procurement 

process involving security technology and the subject therefore currently was too sensitive.  

Anonymization has been carried out both in the study and in all presentations regarding the study 

both at KTH and at Stanley Security. As can be in table Table 5 only whether a studied case 

authority is a municipality or a region has been shown. Individual interviewees have been noted by 

a title only, which has been abstracted in certain cases to reduce risk for identification. The only 

person who have been able to access the recording, transcriptions and other documentation 

regarding the case authorities is the writer and the KTH-Supervisor, of which the latter at the 

publication of this study yet have not exercised this right. 

There are three motives behind the anonymization. Firstly the interviewees should be able to speak 

their mind to allow them to present criticism both against their own organization but also regarding 

particular suppliers. This has allowed richer data to be gathered and has therefore led to a better 

analysis and discussion. The second argument builds on the first since anonymization allows 

authorities and individuals to avoid penalties, bad reputation and PR as well as damages towards 

its name or operations. The third argument is a juridical argument since directly knowing the 

authorities’ organizational behavior and sourcing strategy may lead to disqualification for Stanley 

Security in accordance with LoU (2007).    
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4 Findings and Analysis 
In this chapter the findings and the analysis of empirical knowledge from the multiple case study is presented. The 

empirical knowledge has been based on interviews and document analysis from 13 different case organizations, 7 

municipalities and 6 regions, as previously discussed in the method chapter.  

The main purpose of this chapter is the answering of the research questions presented in Chapter 

1. Hence, it is therefore useful to repeat the research questions: 

 RQ1: How is the procurement process of security technology carried out? 

 RQ2: What aspects shape the procurement process? 

To be able to answer and visualize the research questions the results are presented in this chapter 

in two different sub-chapters. In Subchapter 4.1 answers RQ2 by describing how the procurement 

process is carried out in the case organizations, along with some of the issues, overall following the 

model presented in the literature review. In Subchapter 4.2 some of the most important aspects as 

defined in Subchapter 1.4 and Subchapter 1.5, linked to the procurement of physical security 

technology is discussed in further depth, spanning the entirety of the procurement process when 

necessary. 

Background - The regions and municipalities 

In order to give a context and to understand the answers to the research questions in Subchapter 

4.1 and Subchapter 4.2, a short background to the case organizations’ differences are given in the 

following text.  

In most case organizations the main professionals involved in a procurement process regarding 

security technology are security professionals, responsible personnel from real estate functions and 

procurement professionals, in most cases from a centralized function in the case organizations, i.e. 

departments. 

The real-estate organizations E and F had a major part of the responsibilities in their municipalities 

and did de facto function as the real-estate department of the respective municipality. Hence, in 

this chapter they are mostly treated as a municipality due to their respective status and that the 

procurement process of security technology are similar between the municipalities. The difference 

between the different municipalities where the process was carried out within the municipal 

organization was greater than the difference between the municipalities and the municipal real-

estate companies with regards to the procurement process. Worth noticing is that both E and F 

were owned by a municipality with their own procurement and security department. However, they 

both had functions within their companies which acted as an internal real-estate and the 

procurement department used these internal functions rather than their respective municipalities’ 

central security and procurement departments.  Hence, these are the functions in the companies 

the author refers to when referring to the security and procurement department if not otherwise 

stated.  

Region L had a unique setup among the case organizations investigated in this study, as they had 

gathered security and procurement functions inside their real estate department. Hence contacts 

between the real-estate, security and procurement functions necessary during the procurement 

process were centralized to this organization. The number of directly involved departments were 

thus reduced as well as the communication problems compared to the other regions. Notice, 

however, that the IT-department and the local departments which they procured for still were 
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outside this particular department. The process was according to the interviews still carried out in 

a similar fashion to that of other regions, and therefore a similar notation as for the municipal real-

estate companies is adapted, i.e. the internal real-estate and procurement function is referred to as 

departments if not otherwise stated to enhance the comparability.  

4.1 The procurement process  
This subchapter to Chapter 4 presents the findings and analysis required to answer RQ1. In general, 

the process used in the researched entities was found to be cyclical, bound to a cycle linked to a 

framework agreement in a larger or lesser degree. What these framework agreements contained 

varied a lot between the different researched entities. Therefore Subchapter 4.1.1 on framework 

agreements is presented before the different process phases to give a clearer view of the process.  

The model used in this chapter is a modified model based on the model from Konkurrensverket 

(2008). The modified model is outlined and presented in Figure 4 in order of the three different 

phases. The modifications was implemented to reflect the reality of the case organizations better. 

Hence, the steps “process initiation” and “implementation” have been added and an arrow 

indicating the possible cyclical nature of the procurement has been added to the model. “Ten day 

time limit” has been changed to “Response time limit” to make it more suitable for generalization 

to EU standard. 

 

Figure 4: The modified procurement process 

One major point which should be mentioned is that most of the procurement of security 

technology discussed mainly has focused on the procurement process of framework agreements to 

a large extent. This is done since the majority of the case organizations used framework agreements 

as their main security technology procurement method. However, the difference between the 

procurement of a framework agreement and other security technology procurements lay mainly in 

scale and not in the shape of the process, making the comparison between the cases less of an issue 

than it might appear at first glance.  

4.1.1 Framework agreements role in the procurement process 
As described in the previous text framework agreements are used in almost all of the case 

authorities studied. This does not mean that all procurements of physical security technology is 

carried out within framework agreement, some of the researched municipalities/regions only 

covered specific parts of their procurement needs using framework agreements. Almost all the 
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interviewed municipalities utilized framework agreements with one exception, municipality C, who 

instead used a system of individual service contracts on each individual object. 

A major difference in the framework agreements between regions and municipalities was that the 

regions tended to use framework which was split between different locations, mostly hospitals or 

district health care units. The reasoning behind this was partly the geographical distances which 

were an issue for regions compared to municipalities since suppliers may not have the ability to 

provide service and maintenance over the entire region. The large locales with the heavy investment 

history were also an important factor.    

Framework agreement for service, for equipment purchase respectively entire technical solutions 

of course differ between the cases. This depends partly on different strategic reasoning regarding 

procurement of security products but also on different practical choices as well as a technical path 

dependence in existing systems in the municipality/region. For example region L used framework 

agreements solely to procure security technology and canceled the agreements when the need for 

procurement of new hardware or software no longer existed, and instead they signed service 

agreements afterwards. Other authorities used framework agreement in the opposite way, they 

procured security technology as part of construction projects or individual procurements and 

linked later the hardware and software from these individual procurements to the main framework 

agreement for that product category. Hence they used framework agreements mostly to satisfy 

needs in a similar way as a service contract. Lastly a majority group of municipalities and regions 

used framework agreement in a comprehensive way, covering procurement of new 

hardware/software as well as service and maintenance of existing systems.  

The security hardware and software covered by the framework agreements also differ between the 

municipalities and regions, depending on needs and the use of other contracts. Almost all of them 

have some sort of framework agreement covering mechanical locks. The use of framework 

agreements covering cameras and access control system was less focused. Region K did stand out 

from the rest in this aspect since they did not use framework agreement regarding any physical 

security besides locks. Instead they used a rather large framework agreement which was described 

as “fluffy” linked to overall electrical installations. This in turn led to a number of problems, as well 

as some benefits. As they were not as bound to an individual supplier as the other organization and 

the wishes of the regions could be more tailored, but the arrangement was ineffective, hard to 

follow-up and expensive since the supplier in turn had to hire a sub-contractor to be able to deliver 

the desired systems. 

The reason to use a framework agreement therefore varies between the different 

municipalities/regions. However the main reason which often comes up is that it saves both time 

and resources from central procurement organizations, since these units generally are not used 

while making calls against the framework contracts. Another reason behind the use of framework 

agreements is that forcing the different local departments to use the same system gives the entire 

organization a more easily perspicuous thinking regarding the security systems. These reasons are 

in line with the reasons for framework agreements presented by Karjalainen (2011) in the literature 

review.  

Since C did not use any framework agreement, the reasoning behind this decision deserves an 

explanation. The ability to choose and switch directions at will between individual procurement 

instead of only when a framework agreement was the main reason behind this policy. However C1 

admitted that a framework agreement with large enough flexibility would be useful since the 

procurement of equipment for individual objects was delayed by “…a couple of month with the current 
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process” (C1). A large focus on getting every procurement process right was also needed for every 

individual procurement of security technology. Nevertheless C found that the flexibility given 

clearly outweighs the benefits of using framework agreements, and not using them was an active 

choice. 

One way which according to LoU is possible to use within a framework agreement to create 

flexibility between individual purchases is renewed competition mentioned in Subchapter 2.3 in the 

literature review. This was used by some of the regions/municipalities but usually combined with 

a listing principle. In practice this meant making calls from the framework followed a supplier 

priority list up to a certain threshold from SEK 100 000 to 500 000 depending on the individual 

framework in the individual case organizations.  This allowed renewed competition to be utilized 

in larger projects and also some flexibility, as it at the same time made smaller purchases simpler 

and more time efficient than would be the case if only renewed competition was used. This renewed 

completion can also be utilized as a learning experience in the case organizations as described by 

A1. In municipality A they used the possibility for renewed competition in to help to identify and 

handle knowledge gaps which the organizations had identified when procuring security equipment. 

This learning experience helped them in improving future framework agreements, and it can 

therefore be seen as part of an improvement strategy.  

4.1.2 The Planning Phase 
The first phase in the procurement process is the planning phase. The process steps for the 

planning phase are shown in Figure 5. As described in the literature review, the planning phase 

generally has been described as the most important and complicated part of the procurement 

process. This view has been confirmed by the interviews, and they generally point at this part of 

the process as central to focus on to have a good procurement process regarding security 

technology. Despite this, the description on how the different parts of the planning phase were 

carried out was generally broad and swiping and not very detailed.  

 

 

 

Figure 5: Procurement process: the planning phase 
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4.1.2.1 Initiation 
In the case authorities mainly four different situations where a public procurement regarding 

physical security technology may be initiated. These cases are: 

1. Framework agreement running out 

2. Hardware/ Software becoming obsolete 

3. Renovation of old or building of new real estate 

4. New needs in a local department 

In the first case the purchasing department in the regions/municipalities tend to be responsible for 

the initiation of the procurement process when a framework agreement begins to run out, often as 

they got the IT-system support to see when a framework agreement is about to expire. In the case 

of equipment and systems becoming obsolete it is generally a security/real estate department who 

contacts the purchasing department if no framework contract regarding the hardware/software 

exists to help them carry out a procurement process. In the third case, renovation or building of 

real estate the project manager in the project, often a part of the case organizations’ real estate 

organization, is responsible for the initiation. In the last case it is ether the local department or the 

real-estate/security department which initiate the procurement process. Worth to notice is that in 

most of the cases 2, 3 and 4 a call from a framework agreement is the usual way to handle the 

process if a valid framework agreement has been implemented.  

4.1.2.2 Demand and requirements analysis 
In most of the cases the needs analysis and the process to convert needs to specifications were 

carried out in a similar fashion. Generally a specialist with security or real-estate knowledge is 

responsible for compiling the technical specifications for the RFP. In general there were four 

support systems to help him/her compose the RFP: reference groups, consultants, design concepts 

and supplier input. 

Reference groups 

Firstly some sort of a reference group is appointed and used to identify the technical needs of the 

organization and to specify them further. This reference group is also in some cases used for writing 

the technical specification for the upcoming procurement. The reference group generally contains 

specialists and mangers from the affected departments such as real estate, IT, the affected local 

departments and the security department and allow the person responsible for compiling the 

technical specifications to identify needs and to support him/her in describing the right 

specifications. The reference group also contains a procurement specialist to ensure that the 

technical specifications follow the rules of LoU as well as any procurement policies within the 

organization. The procurement professional is often also responsible for the procurement technical 

aspects of the RFP. In the municipal real estate companies E and F the reference group also 

contained personnel from the real municipality such as Security Coordinators/Managers to 

coordinate them with regards to the rest of the municipality.  

Consultants 

The second support system comes from external technical consultants. They may be used for 

increasing the technical knowledge in the organization needed for writing the specifications of the 

RFP as described by B2: “It is almost a must, we need someone independent and with technical expertise to avoid 

being fooled”. Technical consultants were also employed as additional resources used for writing the 

specification. In the latter case, the departments tasked with the technical specification lack the 

personnel needed to produce the specification, as for example L1 put it: ”If we had to do it[writing 
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each part of the technical specification], we would need 50 extra employees in our department”. Even when 

technical consultants are used to write the specifications, the suggestions are often strictly governed 

by the will of the organizations, or as C1 puts it: “We govern the consultant, the consultant does not govern 

us”. Linking this to the classification of a consultant-client relation as done by Pozzebon & 

Pinsonneault (2012), both the dependent and the autonomous relationships are represented among 

the case organizations, although the final technical responsibility as described by the interviewees 

in the end fell on the case organizations.  

Among the consultancy firms both small and large firms were hired by both the municipalities and 

the regions. The organizations hiring large firms described two why they had done so. Firstly they 

were seen as more brand neutral. Secondly the organizations utilized broad framework agreements 

which including support for most this area. Among the case organizations employing smaller firms 

the personal knowledge of the real estate object as well as a good relationship between the 

consultant and the organizations was seen as the main benefit. Worth noticing is that none of the 

case organization explicitly decided which consultancy firm they hired due to LoU. 

Not all of the organizations used consultants however. One of the regions as well as one of the 

municipalities claimed that they did not think that consultant were utilized during the procurement 

process. In the municipality’s case this was due to that they employed their own alarm and lock 

technicians. A few of the regions and municipalities reported that they tried to minimize the usage 

of consultancy firms, but they have not completely succeeded in this endeavor. One of the 

interviewees (H1) voiced the opinion that they rather uses dialogue with suppliers than external 

consultants in the planning phase since they ”focus on actual technical skills while consultants focus more on 

trust”. Another interviewee claimed that consultants were more likely to prioritize their own needs 

before the needs of the case organization and hence they tried to minimize their own reliance in 

consultants.  

One possible issue with regard to consultants which the author has identified is the question 

regarding evaluating the skills and biases of the consultants. Since consultants to a lesser or greater 

degree influence the technical specifications of the RFP this question seems relevant. When asked 

how they assure the neutrality among the employed consultants none of the interviewees which 

received this question gave a straight answer but rather elaborated on the difficulty of the problem. 

M1 claimed that “I perceive the consultants as neutral and unbiased. It would be to shoot yourself in the foot to 

act otherwise as a consultant”. The case organizations asked about it (since this was a follow-up question 

not everybody received it) answered among the same lines, that they relied on a system built on a 

combination of trust and experience from the personal relationship between the case organizations’ 

personnel and the consults to assess the neutrality. However, none of the case organizations 

described a more formal procedure to assure that the consultants were unbiased. 

Design concepts 

In C and F one further support system was utilized due to the lack of standardization in these cases, 

since they did not utilize framework agreements (C not at all, F only to provide service on older 

systems). Both these organizations have instead designed concepts on what kinds of security levels 

and security equipment that should be included in individual procurements for individual types of 

object. For example, “an infant school should be equipped with a certain type of entry system designed in a specific 

manner to allow re-evacuation [to be able to access abandoned children]”. Both C1 and F1 described these 

solutions as useful tools to simplify the planning phase of the procurement process as well as a way 

to avoid overlooking essential specification. The design concepts were hence implemented as a tool 
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to reduce the risk of misunderstanding during a procurement process. One of the organizations 

had even published their design concepts online.  

Supplier input and dialogue 

A subject which was covered by the interviews was the possibility to gain information from a 

dialogue with the suppliers in the earlier part of the planning phase. This supplier input was in 

some cases utilized as a fourth support system during the process used to construct the RFP. Some 

of the interviewees were positive to it since it allows the procuring authority to learn more before 

the process. They did this to learn more about the technology but also on how the procurement 

process can be improved, thereby saving time and money and reducing the risk that the 

procurement process needs to be redone. This can most easily be summarized by the statement of 

B1 who said that: “It is an important idea which helps avoid to reinventing the wheel”. A key issue for the 

local authorities is the principle of equal and non-discriminatory treatment of the LoU. Some of 

the case authorities described that market research could be done and is suitable to do before the 

start of the process to gather more information and inspiration before constructing the RFT. This 

required careful consideration and planning long before the RFP was published and designed, the 

optimum being a year before the publishing. This argumentation can be described by the following 

quote by K2: 

“It is positive to include the suppliers early in the procurement process. The more technically advanced a system is the 

more important it is to include the suppliers early in the process. It is nothing one should be afraid to do, only make 

sure that you treat the suppliers equally” 

These contacts and researches should be made by the “commissioning units rather than the procurement 

unit” as described by G2. This, however, requires planning by the commissioning units, something 

which may be unlikely to be done since procurement of new framework agreement due to the 

initiation of a renewed framework agreements is often carried out by the procurers as described in 

Subchapter 4.1.2.1. 

When the process had started the case organizations generally avoided a close dialogue which can 

be summarized by the following quote by G1: 

“In the ordinary case you do not want to have a too close dialogue with the suppliers since it can lead to disqualification 

of a supplier or appeals to the court by dissatisfied suppliers. However, from the commissioning side you would like 

to have a closer dialogue with the suppliers especially in the new fields of technology.”  

This balance between getting valuable information from the suppliers versus the risk of breaking 

with LoU seems to work as a watershed between the case organizations and the interviewees. 

Procurers were generally more positive to an early dialogue as long as it can be carried out in a non-

bias way, while the more technically oriented interviewees were less positive to the idea. This is a 

bit contradictory since the groups needing to have this technical dialogue according to the 

interviews generally were the most hesitant to do so.  

The case organizations which carried out some sort of dialogue with the supplier generally 

described a pattern where they had less strict contacts early in the process, before a “real” 

procurement process started and it became stricter the closer to the publishing of the RFP they 

came. Two of the larger regions described that they also used external submitting for comments to 

help design the RFP. Closest to the release of the RFP municipalities/regions used RFI (Request 

For Information) rounds, very strictly regulated in nature to get information or opinions from the 

suppliers in a way which left them exposed as little as possible to LoU. These rounds were designed 
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so that the likelihood for the case organizations to be accused of biased treatment was minimized 

as the RFI, as the name suggest, even were publicized. 

One procedure which the case companies did not use was the Competitive dialogue, since it was 

described as too slow and demanding too many resources to be used. G1, who previously had used 

the procedure in innovation procurement described that he/she could “not see any advantage” in using 

this rare procedure in the procurement of security technology. Only one of the interviewees, D1, 

saw this as a possible future application in security procurement, but the interviewee also the 

procurement of security technology framework as particularly hard to carry out as discussed in 

Subchapter 4.2.2.2.  

The satisfaction of the requirement analysis 

To capture the degree of success of the demand and requirements analysis the questions the 

interviewees were asked to grade the satisfaction with the current demand and analysis from a scale 

from 1 to 6 as presented in Table 11 and Table 12. As can be seen, the general answer was quite 

positive, proving that the main way in which the analysis was carried out in general was quite 

successful. B3’s relatively low satisfaction with the current process can be linked to dissatisfaction 

with the possibility to develop the procurement-technical parts of the requirement analysis i.e. 

dissatisfaction with not accessing time enough to find new ways to carry out the security technology 

procurement. The low answer from J was due to the limited participation and insight of the J1-J2 

in the requirement process as well as low level of the knowledge they received regarding different 

product solutions at the procurement department where they were stationed.  

Municipality Interviewee 1 Interviewee 2 

A 4 * 

B 3 5 

C 5 - 

D - - 

E 4 * 

F 5 - 

G 4 * 

Average 4.2 
Table 11: Municipalities: Satisfaction with the needs process (Scale 1-6, *=same answer in the interview) 

Region Interviewee 1 Interviewee 2 

H 5 - 

I 4 - 

J 3 * 

K - 4 

L 6 - 

M 5 - 

Average 4.2 
Table 12: Regions: Satisfaction with needs process (Scale 1-6, *=same answer in the interview) 

4.1.2.3 Publication 
The nature of how the publication is done can as described in the literature have a large impact on 

the outcome of which type of companies that responds and which amount of tender the RFP 

receives. The interviewed organizations did however publicize in a similar fashion, using large 

national databases. Where it according to LoU and the European procurement act needs to be 
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publicized on common database (i.e. the European procurement data base Tenders Electronic 

Daily (TED)), it is mostly done with the rudimentary data required. As for the rest of the necessary 

data, links to the national databases described above are provided in the legally required 

publications. Since Swedish is one of the official languages of the EU the language is exclusively 

used in the national data bases and in the majority of the TED-database as well. Judging from this, 

the case organizations are mainly looking for Swedish suppliers (or at least with divisions in 

Sweden) which are large enough to afford the access fees of the databases. This is also confirmed 

by one of the interviewee who said “There are few areas in which it is profitable for an European supplier to 

supply in Sweden”. Hence, there is little need for the case organizations to write the RFP in English 

as both the suppliers and the purchasers use Swedish. This is not very surprising when keeping in 

mind that serious suppliers with whom a good cooperation could be developed seemed to have 

been strived by most case organizations. No organizations described that the number of tenders 

was too large, instead the opposite sometimes was true. Since these organizations which received 

less tenders than they wished had a geographical disadvantage due to the distance from the 

conurbations, it was likely not too a strict publication that coursed it as suggested by the literature. 

It was rather lack of suppliers located in the vicinity of the case organizations that was the 

underlying reason behind the meager results.  

4.1.3 The Purchasing Phase 
The purchasing phase is in contrast to the planning phase handled by the procurers/the 

procurement department and the technical specialists instead added support during this phase of 

the procurement process. As expected from the literature review, this phase is perceived as highly 

regulated, and is in many cases seen as the “de facto” procurement process. The process steps 

included in the purchasing phase is shown in Figure 6. The supplier contact grew strict in the case 

organizations to treat all the suppliers in the same manner. All communication is generally directed 

via different comments or a Question and Answer (Q&A) function in the supplier’s IT systems for 

procurement, even if the question has been asked by a supplier via phone. Hence, the dialogue with 

the suppliers was extremely limited, motivated by the interviewees of the need to not be seen as 

bias and risk appeals to a court of law.  

 

Figure 6: Procurement process: the purchasing phase 

4.1.3.1 Procurement Procedures 
When it came to choosing procedures for procurement generally open, simplified and direct 

procurement procedures were used depending on the size of the procured contract. None of the 

investigated case organizations used the negotiated procedure, nor the selective or restricted 



4 Findings and Analysis 

36 
 

procedures. Logically the regions/municipalities which did not use framework agreements tended 

to use the direct or simplified procedure while the organizations using framework agreements 

tended to use the simplified or direct procedure. This was of course dependent on the amount of 

the estimated value of the procurement, and the frameworks generally had a higher value than the 

individual procurements of the organizations not using framework agreements. 

It was described by some interviewees that no real need for the negotiated procedure to be used 

existed in the case of security technology. Since most organizations described that they stack to the 

general framework and policies for procurement within their respective case organization, any use 

of negotiated procedure was perhaps not to be expected. As I1 put it explaining why they did not 

use the negotiated procedure “When it is a negotiated procedure it should be about something which is really 

hard to describe”. The future, which focuses more and more on integrated systems as described by 

many of the interviewees, seemed therefore not to have been taken into consideration when 

answering the question. Another possible reason, for not using the negotiated procedure was the 

requirement of LoU to be able to implement the procedure did not exist in the case of security 

technology in the case organizations. However none of the interviewees explicitly describe this to 

be the case. 

The restrictive procedure was only used in one of the previous procurements by one of the large 

regions for procuring security technology. The main reason behind not using the procedure in the 

case organizations is simply that there are not enough suppliers which are able to tender this kind 

of contract. Therefore the process would be dragged down by unnecessary process steps if using 

restrictive procedures since the first step of qualification would not reduce the workload. However, 

there was one possible reason to use this procedure, presented by B1, arguing: 

“To a certain extent it is possible to use a selection or a selective procedure and that is if it is estimated that there 

may exist a certain sensitivity in the information [of the RFP]. Then you might want to prequalify a limited number 

of suppliers to provide the information just to them. I would say that maybe the material regarding system solutions 

you only want to share with a selected few if deemed that such factors exist”. 

This argument is interesting for the use of the selective procedure especially since security 

technology by nature, especially systems aspect, may be less effective if they become public, since 

the risk of exploitation of the system increases. Since no other interviewee discussed this benefit 

of the restricted procedure, it is either too inefficient to use in this way or the idea simply has not 

occurred to them.  

4.1.3.2 Most Economically Advantageous Tender or Lowest Price 
When it comes to the criteria for evaluation both MEAT and LP were used in the municipalities, 

while LP dominated as evaluation criteria in the regions. Only two of the regions have used MEAT 

as evaluation criteria for framework agreements. Worth remembering is that the regions tended to 

use renewed competition above a certain amount in their framework agreement, which allowed the 

MEAT criteria to be used in these cases.  However, the main framework listing was in most cases 

evaluated using LP. 

The reasons behind using LP in municipalities and regions was based on that it was deemed to be 

a more objective evaluation criteria. An argument presented by a couple of the interviewees 

regarding the use of LP was that the very specific technical requirements of the RFP made MEAT 

redundant since the needs of the system should be captured by the technical specifications. This 

argument does however put a greater focus on getting the specifications right. For example, M1 

pointed out that the requirements needs to be set so that the system of the tenders “…should be 



4 Findings and Analysis 

37 
 

easily integrated with the existing systems, should otherwise be disqualified if not”, thereby setting a high lowest 

standard for tenders. The high level of the precision required in the technical requirements when 

using LP as a criterion was also pointed out by K1:  

“Of course it becomes important to have a good requirement specification. Otherwise you might end up with just any 

supplier, even one who is ready to accept any kind of penalties for not delivering according to the contract. They have 

already won the contract, and are safe in that regard”. 

Another reason behind using the LP criterion among the regions is the cheer size of the contract 

technical specifications especially when using list as basis for evaluation. Interviewees in the regions 

pointed at the large lists of goods and services which needed to be evaluated for procurement of 

security technology framework agreements. Adding MEAT evaluations aspect to these products 

would, as one of them put it, make the evaluation “insurmountable”(I1).  

Among the proponents of MEAT the differences between several non-essential features in 

competing suppliers’ systems and the possibility to include additional values except for the essential 

core functions when purchasing security technology were the main motivations behind using the 

MEAT criteria. K2 motivated using MEAT by the relatively low price disparity among the 

submitted tenders and, hence, it could provide a lot of extra value for the region to instead use 

another evaluation criteria than price alone. The motivation behind using MEAT can therefore 

clearly be seen to contrast the need of the extreme rigor in the technical needs emphasized by the 

user of LP as the criterion.  

When using the MEAT criteria almost all who used it preferred a quality to money system rather 

than a system where money was recalculated to points, as also described as preferable in the 

previous studies (Bergman, et al., 2013). When asked to motivate this choice transparency was the 

major factor as well as a belief that it was more rigorous and, hence, less prone to be appealed to a 

court of law. One of the municipalities, E, had previously used a point based system but switched 

since it was found in other cases that it could be manipulated by the suppliers. There were however 

both a region, J, and a municipality, F, who had utilized a point based MEAT evaluation system in 

resent procurements. The region’s motivation by that was the standard practice among the 

procurement departments. In the municipality on the other hand it was carried out due to previous 

good personal experience by the procurer of using a point based evaluation system. In both these 

cases a high focus on cost was nevertheless the most important aspect.  

A difficult problem when assessing a framework agreement, no matter if MEAT or LP is used, is 

what to evaluate. Generally speaking there are two main ways in which this can be carried out. It 

can be done using a price list where the supplier submits price suggestions for every object on the 

list. These objects may be technical hardware, time prices, software prices, etc. and were found to 

be the dominant way to evaluate the different tenders during the purchasing phase. This list is 

therefore based on prognosis of the needs for the upcoming framework agreement period. The 

listing principle is transparent but it also brings a major problem, since the listing is based on the 

future need of the case organizations, B2 even described it as “the hardest part of the process is to estimate 

the volume we need during a two or a three-year period”.  

This problem is avoided by evaluating the tenders based on an example object. This object may be 

real or fictional and the winner is the tender which in accordance with the RFP best satisfies the 

evaluation criteria, and hence wins the entire framework contract based on this example object. 

This method was generally not preferred by the case organizations and some had not even 

considered the possibility. One municipality, A, had tried to implement example objects on a large 
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scale but in the early part of the planning phase found that it was hard to do in practice, as they 

had got real estate which varied too much to make example objects functioning. Hence, they 

decided to go the more standard route. One of the region described how they use example objects 

for evaluation of a function to get the right prices from the tendering suppliers in their major 

security technology procurement, but the success of using example objects was hard to evaluate 

since the particular framework contract process failed.   

Municipality B has used example objects to evaluate one particular framework agreement of 

surveillance cameras.  The concept of using example objects to evaluate function was however 

interesting for some of the other case organizations to consider in future procurements, especially 

as it allows the procuring organization to get insight in how the installations etc. are carried out 

and, hence, give an extra decision basis for evaluation the tendering suppliers’ skill and 

understanding. As B1 described it “The use of MEAT and example objects in the same procurement is an 

interesting combination”. This was due to the possibility to get more insight in the ways the systems 

should be implemented and used in reality.  

Lastly L had a system which included parts of both list pricing and example objects. Since they only 

used framework agreements to procure security technology equipment and not the service and 

maintenance they used a listing price as evaluation criteria for frameworks adapted for a limited 

number of locations, for example a hospital complex. However, the framework was not limited to 

the specific object and, hence, another local department or the real-estate department could make 

calls from the contracts in other parts of the region if they so saw fit.  

Announcing the winners 

In accordance with LoU the winning tender should be announced, and most of the case 

organizations describe that they generally publish an announcement of the winning tender and the 

necessary information such as the winning bid value etc. Sometimes the case organizations directly 

contact the supplier who has submitted a tender. However, at least one region, I, and one 

municipality, E, have evolved a practice where the losing companies received feedback and could 

attend a meeting to receive more feedback and/or dialogue. The objectives of these meetings were 

not to change the awarded contract but rather an attempt as I1 put it “Att mota Olle i grind” roughly 

translated to English meaning securing the situation to avoid future problems. Giving feedback 

both electronically and at a meeting was an attempt to reduce the likelihood that the suppliers with 

the losing tenders appealed the decision in court “unnecessarily” if the view of the awarding 

decision could be understood. It was also part of a strategy to teach the suppliers more about how 

to handle LoU so they could submit better tenders in future procurement processes. 

4.1.4 The Contract Phase 
The importance of the contract phase increases in most of the case municipalities/regions due to 

the cyclical nature of the framework agreements. This cyclical nature of the framework agreements 

means that the contract phase of one framework agreement often overlaps with the planning phase 

of the next. During this phase the procurement department or procurers are in most of the case 

organizations not involved unless any kind of problems occurs regarding how the contracts should 

be interpreted. Case organizations which utilize framework agreement also makes calls from these 

contracts during this phase. The process steps in the contract phase can be seen in Figure 7. 
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Figure 7: The procurement process: the contract phase 

4.1.4.1 Implementation 
Since most of the case organizations utilize framework agreements the implementation is carried 

out in two distinct steps. Firstly there is the implementations of the framework agreement which 

needs to be implemented to the different local organizations in the departments. Generally this is 

done by the Project Manager or the procurements specialist who has hand the main responsibility 

in the purchasing phase. The main implementation in this stage is information regarding the new 

framework and how it should be utilized. The second step is the calls from the framework 

agreements as described in Subchapter 4.1.4.2 

4.1.4.2 Calls from framework agreements 
As described in the start of Chapter 4 the information presented regarding the procurement process 

is based on the procurement of framework contracts and not the calls from these contracts. 

Therefore a short description of the use of the framework contracts may be suitable here. A call 

from a framework agreement does in the larger picture follow the procurement process steps as 

described in the literature review, but in a simplified manner.  

In most these cases the Project Manager is responsible for the planning, procurement and 

implementation of new security technology. The linking of existing technology to a framework 

agreement is also the main responsibility for the Project Manager in most organizations. He/she 

and his/her project group get help from security, real-estate or IT-department as well as input from 

the local departments where the system will be implemented. The procurement department is not 

involved unless the procurement call from the framework utilizes renewed competition, in which 

case the procurers are involved to assure that the process is carried out following the rules of the 

contract and LoU. Procurers or the procurement department can also be involved if a 

procurement- technical issue arises. Hence, for the call from a framework agreement the 

responsibilities are similar as in a “real” procurement process. This is of course a very coarse 

description of the process for procurement from a call, but since this is not the focus of the study, 

further analysis and discussion of the process is left for future research.  

The relationship between the Project Managers and the Security Managers is similar in the case 

organizations which does not utilize framework agreement for the purchasing of security hardware. 

The security personnel with help of procurers are instead responsible for linking the newly acquired 

security technology to existing agreements for security technology service. 
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4.1.4.3 Monitoring and Follow-up: 
The follow-up of the procurement of security technology is one of the more interesting parts of 

the procurement process since the responsibilities differed a lot between the departments. The 

author has identified two types of follow-up which need to be carried out: 

1. Follow-up of the framework agreements 

2. Follow-up of individual technical purchases 

In the first case both the procurer/procurement department, Security Manager/department and in 

some cases the real estate departments and the local departments get involved.  The second type 

of follow-up was often carried out as a part of a construction project as well as in a real procurement 

process from a framework agreement. In the second type of follow-up the commissioning 

departments, the security/department and the real-estate departments are involved as well as the 

project group and or Project Manager involved in the individual procurement.  This does, however, 

differ a lot since some of the case organizations have purchasing department involved in individual 

follow-up of projects. In most cases the procurement department in the case organization only 

stepped in when there was some sort of problem on contractual basis. In the case of the 

municipality C which did not utilize framework agreements at all this distinction becomes 

meaningless. In this case the follow-up is carried out by the Project Manager of the individual 

procurement with support from the procurers and the security/technical specialists. 

For this study, however, the most interesting follow-up is of type 1, in which it is split among the 

users of the framework agreements in the local departments, the real-estate department and/or the 

security department. A large difference can be detected here between the case organizations 

regarding the follow-up on a central level since some used an active top-down approach to follow-

up while others only utilized a passive bottom up approach. In many cases the follow-up of 

purchases and the follow-up of how the framework contract have fallen on the local level 

departments. They in turn escalated to central security department when technical issue was 

discovered. The security department in turn often escalated issues to the central purchasing 

department regarding procurement technical or contractual issues. This is in contrast to the case 

organizations which applies a more active follow-up from the different central levels. This is 

described in Figure 8. This does not mean that the scale is black and white however, as most of the 

case organizations had plans on paper that follow-up should be done with some regularity. This 

regularity often collided with reality in the form of lack of resources and time, especially at the 

procurement departments. The essence of the problem with issues only being escalated rather than 

actively followed-up is summarized by the following quote by B1:  

“The central procurement department sees the defects but does not carry the responsibility for the follow-up, while the 

local departments have this responsibility but lack the competence required” 

Hence issues which may be of central importance to the organization as a whole and issues which 

require competence to identify may therefore not be subject to scrutiny by the follow-up process 

in the organizations which only rely on passive issue escalation in the follow-up of procurements. 
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Figure 8: Passive versus active follow-up of procurement 

The dissatisfaction of the follow-up from a procurement perspective clearly reflected in Table 13 

and Table 14 where the satisfaction of the interviewees with the current follow-up is answered on 

a scale from 1-6. In general the interviewees who worked as procurers or in the procurement 

departments have answered a lower score than the interviewees with security or technical 

background. However, some of the municipalities and regions had well-functioning central follow-

up down to invoice level. In one case in a municipality, an interviewee had even been able to 

confront a supplier regarding a single travel distance during a single service of a technical system. 

The author found that there was a clear link between the possibility actively to follow-up and the 

satisfaction of the follow-up for the procurers in the case organizations.  

Municipality Interviewee 1 Interviewee 2 

A 6 * 

B 2 4 

C 4 - 

D 4 - 

E 6 * 

F 6 - 

G 2 * 

Average 4.3 
Table 13: Regions: Satisfaction with current follow-up process (Scale 1-6, *=same answer in the interview) 

Region Interviewee 1 Interviewee 2 

H 5 - 

I 2 - 

J 2 * 

K 3 3 

L 5 - 

M 5 - 

Average 3.6 
Table 14: Regions: Satisfaction with current follow-up process (Scale 1-6, *=same answer in the interview) 
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The lack of active follow-up has two more disadvantages identified in the study which is further 

described in the in the next paragraphs, namely maverick buying and procurement improvement:  

Maverick Buying 

This lack of central follow-up can be seen in the knowledge of maverick buying in the case 

organizations implementing framework agreements. The case organizations having a good follow-

up from the top down as well as the passive escalating system generally could answer whether 

maverick buying existed regarding procurement of security technology in their organizations. The 

likelihood of maverick buying may be relatively small in the case of security technology compared 

to other goods and services, as pointed out by many of the interviewees, due to the relative technical 

complexity of the products. However, it was not non-existing. One case in the SEK 100 000 class 

was directly described in one of the case regions. The risks of maverick buying are higher in the 

regions as one of the interviewee put it “We have good follow-up of the security follow-up on the larger, central 

hospitals but hardly any control of the condition in the small health care centers spread in the region”. 

It is worth to notice that most of the maverick buying was not carried out in ill intent or in a disloyal 

fashion against the central functions of the case organizations according to the interviewees, but 

often had other roots as described by (Karjalainen, et al., 2009) in the literature review. In some 

case the maverick purchasing was carried out due to the unavailability for suppliers to deliver in 

time and hence carried out as the only mean to solve a situation, with or without the supplier’s 

knowledge. One of the interviewee even described a situation where maverick buying had been 

done at the direct advice of the supplier since the price and speed of delivery made it uneconomical 

for the supplier to supply the product. Most maverick buying, however, derived from ignorance 

from the personnel in the local department in the case organizations regarding the existence of a 

framework agreement or other contracts. However if this really was the case is hard to measure 

since the interviewees believing this to be the case also generally operated in organization with the 

worst follow-up. Some interviewees did, however, find it likely that there existed disloyal maverick 

buying in the regions stemming from ether a will to get access to the system or the supplier you 

prefer or in a belief that you can make a barging deal for the organization. The large maverick 

buying of SEK 100 000 described was a clear example that the latter type of maverick buying 

actually existed in at least one of the case organizations. Overall the lack of knowledge regarding 

maverick buying was the main problem in the case organizations rather than the maverick buying 

which was known. 

Procurement improvement 

Another issue described with the lack of follow-up from the procurers is the difficulty to improve 

the procurement- and the contract-technical aspects in future procurements. This leads to 

problems when analyzing the procurements of security technology in a future procurement process 

due to the cyclical nature of the procurement of security technology. The follow-up can be used to 

spot bad behavior by less serious suppliers and to correct the contract gaps used in future 

procurements. Two examples that were mentioned by a number of the interviewees illustrates such 

behavior.  The first one is attempts to raise the price for service during the contract phase by billing 

more hours than necessary for maintenance work. This requires follow-up by the security/real 

estate specialists as well as the purchasers to be detected. Interviewees also described that strategies 

to avoid that kind of behavior can be developed and implemented both when  designing the RFT 

and when it comes to the technical and economic follow-up of a procurement contract.  The 

second example concerns the attempts done by suppliers to twist the framework agreement as 
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much as possible by attempting to manipulate its statues to sell as much as possible of more 

expansive product combinations for example.  

To be able to do this type of future procurements it is necessary to receive enough detailed 

information. The interviewees described in very different light which kind of information in for 

example invoices the case organizations received. If it is only possible to see one lump sum at the 

bottom of the invoice instead of specifications follow-up becomes much harder, and it becomes 

more complicated to identify a supplier who exploits a contract when carrying out follow-up.  This 

difference described by the case organizations seem to the author to stem partly from the different 

invoice procedures of various companies, and partly from the various demands stated in the RFP 

of the case organizations.   

4.1.4.4 Supplier contact and relationships 
One key aspect discussed during Subchapter 4.1 during the different phases of security 

technology procurement is the way in which supplier contact and supplier relationships are 

handled. This is particularly interesting in the contract phase since the disparity between the 

different case organizations becomes more distinct.  

When the interviewees were asked what additional values (in Swedish “mervärden”) that were not 

included in the RFP they expected, the common answers were good cooperation, interest in, and  

help to develop the case organizations’ security technology systems. Hence, many of the case 

organizations describe a situation where cooperation between the suppliers and the municipalities 

or regions is desirable in the contract phase. This is in sharp contrast to the arm length’s distance 

which they feel that they need to keep towards the suppliers during the two other phases. To get 

an engaged firm and good cooperation is, however, by some of the case organizations seen as the 

biggest difficulty in security technology procurement as highlighted by the following quote by C1: 

“The biggest difficulty [in security procurement] is that sometimes it feels like a lottery which supplier you end up 

with, some are more engaged than others and more prone to solve problems. Others just stand idle and wait for us 

to solve the problem. It is probably equal between large and small suppliers, it is more on an individual level. 

The quote also mentions another problem which some of the case organizations have highlighted, 

namely the problem in getting the right personnel for the job. One interviewee has described it as 

a central part for the procurement process department to find what personal needs that exist and 

to make sure that the contracts assure that the right individuals from the suppliers are engaged in 

the case organization.  

From the desire in the case organizations to have close cooperation with the contracted supplier 

yet another issue arises. When asked, many of the interviewees describe a situation where they have 

relatively little contact with future potential suppliers and, hence, a division of the information 

between the current and possible suppliers is apparent. This might be problematic when taking the 

spirit of unbiased public procurement with the regards to the suppliers, where the existing suppliers 

already have an advantage over their rivals. This advantage becomes even larger if the current 

suppliers are encouraged to contribute with suggestions for improvement (which of course risks 

to be affected by the security technology preferences of the supplier). This is clearly linked to a 

relational switching cost as described in the literature, which is unavoidable but to a certain degree 

reducible in this case. In some of the case organizations, both municipalities and regions, contacts 

via industry exhibitions and fairs, invitation for different suppliers to present their product and/or 

other kind of information and meetings are described to have been carried out. Most of the case 

organizations motivates this kind of meeting with the idea to follow the technical development in 
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a field which could quickly evolve (more on this in Subchapter 4.2.2.1). Other case organizations 

describe that these kinds of contact are taken explicitly to reduce possible future switching cost 

deriving from not having any sort of relationship with the suppliers.  

4.2 Aspects which shape the procurement process 
This subchapter presents the findings and analysis which is required to answer RQ2. In the analysis 

of the data from the case study three aspects was found which met the criteria posed in Subchapter 

1.4 and 1.5. The aspects identified, described and analyzed were; supplier lock in, the role of LoU 

and procurement complexity. In order to thoroughly analyze the aspects some themes such as 

functional solution and strategies to avoid LoU is also described in this subchapter in combination 

with the respective aspect linked to them.  

4.2.1 Supplier lock-in and open systems 
One of the major subjects discussed at some length was the risk of supplier lock-in when 

purchasing security technology. This dimension becomes extra important in the public sector 

environment, as they in accordance to the law should not carry any preference for specific suppliers’ 

technical solution. For the specific case of security technology procurement the cyclic nature of the 

process also leads to further problem in future procurements since the case organizations risks to 

become limited to a few or only one supplier in future procurements.  

Of the three different switching costs which cause lock-in effect presented in the literature study 

(procedural, financial and relational switching costs (Blut, et al., 2016)) the most important among 

the case organizations for security technology were the financial switching costs due to the large 

sunk cost associated with exchanging entire systems. The origin behind the financial switching cost 

is mainly found due to different technical lock-in effects stemming from the advanced systems 

involved.  

Worth noticing before further describing the lock-in effect is that the lock-in for security 

technology generally is to the manufacturer’s brand, not to the supplier per se. Some of the security 

systems currently on the market are open to all suppliers to operate (in some cases after a licensing 

process) but some systems are only delivered by a single supplier. The lock-in effect and the 

switching cost of a system is also affected by the ability for the system to be integrated with other 

technical systems or components by other manufacturers, where increased difficulty for this 

integration increases the lock-in effect.  

These two factors lead to a technical lock-in when organizations on two different degrees. Firstly 

there is what the author would call a soft lock-in where the necessary components might be 

available, but the knowledge regarding a certain brand of system may be limited to one or a few 

suppliers, and the system is hard to integrate with other systems. Secondly there also exists a more 

hard technical lock-in where different suppliers locks out rival partially or completely by forcing 

operators on a system to be licensed to operate the system or refuse to allow the manufacturers of 

the system to sell spare parts to other suppliers at reasonable prices. Software issues may also exist 

here since a supplier may refuse to share the software such as source code of a technical system, 

making it impossible to integrate the systems with other systems or for other suppliers to maintain 

the systems. The scale of the two different levels of lock-in, is not only black or white, but the 

discussion regarding lock-in tended to focus on the more hard kind of lock-in effects.  

Not surprisingly, all the case study organizations admit that this is an aspect which they need to 

take into account when in the procurement process for security technology. Nevertheless a large 

difference can be found between the regions and the municipalities in this case study, when they 
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were asked how important to it is avoid supplier lock-in when procuring security technology on a 

scale of 1 to 6 as presented in Table 15 and Table 16.  

In the municipalities, the interviewees described a situation where they often focused on procuring 

open systems, even if this was not always possible in practice. There were several reasons behind 

this choice. Some municipalities had own alarm technicians whom they wanted to be able to 

maintain and tweak the systems with regard to needs of the organization. Another commonly 

presented reason was the possibility to be able to switch suppliers more easily in future security 

procurements, to avoid a too heavy dependence on individual suppliers. This since the suppliers 

might be able to abuse this lock-in in future procurement processes since no other suppliers may 

be able to serve and maintain the different security systems already installed. The municipalities 

which scored 5 and 6 generally use this techno-economical aspect to motivate their stance on 

supplier lock-in. Municipalities with lower scores instead often use the legal argument for 

motivating how important the supplier lock-in is compared to other factors in a security technology 

procurement. The practical success in avoiding supplier lock-in shifted between some 

municipalities which claimed that they currently to a large degree can avoid supplier lock-in and 

some municipalities which try to do so. This can be summarized by D1 who claimed: “The lock-in 

factor is very important, the system should be interchangeable in theory but it is hard to achieve technically and in 

practice”. Nevertheless the municipalities generally emphasized the need to use open systems which 

several suppliers can operate. 

Municipality Interviewee 1 Interviewee 2 

A 6 * 

B 6 6 

C 4 - 

D 6 - 

E 5 * 

F 6 - 

G 4 * 

Average 5.6 
Table 15: Municipalities: Importance of avoiding supplier lock-in (Scale 1-6, *=same answer in the interview) 

The regions on the other hand generally viewed the supplier lock-in as less of an issue compared 

to other aspects, although still important as can be seen in Table 16. The motivation for why they 

find it important is in general the same as for the municipalities, however a purely economic aspect 

work as much more of a counterbalance in the case of the regions. For the regions existing large 

systems are expensive to replace, even if they currently lock-in in the regions to a single supplier. 

This argument can be visualized with the following quote by L1 in a region: 

“If I have purchased 3.000 card readers of one brand and need 100 more, what should I compare it to? Should I 

say that all should come with tenders where alternative 1 is that we purchase 100 more of the brand we already use 

or alternative 2 where we purchase 3.100 by another brand? You can see for yourself which [alternative] is the smart 

one, which alternative is the most cost efficient!”  

This attitude to balancing between the theoretical optimal with only completely open systems and 

the reality may not necessarily be a central issue. As K2 pointed out: “You do not want to sit in the knee 

of only one single supplier, on the other hand one system is always best. If you are using the best system lock-in may 

not be bad as long as it is handled in a professional manner.” 
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Region Interviewee 1 Interviewee 2 

H 5 - 

I 4 - 

J 3 * 

K 4 2 

L 3 - 

M 5 - 

Average 3.7 
Table 16: Regions: Importance of avoiding supplier lock-in (Scale 1-6, *=same answer in the interview) 

In this discussion of the importance of lock-in., it should be noted that those who are proponents 

of a more relaxed attitude regarding the issue of supplier lock-in are in general interviewees in the 

role of procurers. Hence, there might be an increase bias against lock-in depending on the insight 

an interviewee has got into the technical systems, pointing to a deeper technical level dimension 

behind the aspect of lock-in effects.  

4.2.2 Procurement complexity 
As described in the background, a relatively high complexity in the procurement process of security 

systems might be expected. This complexity can be divided into two different types. Firstly there 

is a complexity which stems from the technical complexity of security systems such as alarms, 

passages systems, cameras and integration between the systems. But there is also a complexity 

which stems from the difficulty of the procurement process per se, the process complexity. 

Therefore a question regarding the perceived difficulty of security technology procurement, on a 

scale from 1 to 6, got an ambiguity in the answers received. Hence the results presented in Table 

17 and Table 18 needs to be analyzed differently, depending on whether the interviewee mainly 

focused on the technical or the process complexity when answering the question, something not 

always clearly motivated.   

Municipality Interviewee 1 Interviewee 2 

A 3 * 

B 5 6 

C 4 - 

D 5  

E 4 * 

F 4 - 

G 5 * 

Average 4.6 
Table 17: Municipalities: Perceived complexity of procurement of physical security technology (Scale 1-6, *=same answer in the interveiw) 

Region Interviewee 1 Interviewee 2 

H - - 

I 5 - 

J 3 * 

K - 2 

L 4 - 

M 3 - 

Average 3.4 
Table 18: Regions: Perceived complexity of procurement of physical security technology (Scale 1-6, *=same answer in the interveiw) 
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As can be seen in the Table 17 and Table 18 the interviewees in the municipalities clearly value the 

complexity higher than those in the regions. This is, however, not very strange since the complexity 

is compared with the highest complexity procurement they carry out likely is higher, based on the 

information from the interviewees. In a region this is commonly really advanced medicine technical 

equipment, while it for the municipalities generally was some IT-system. The complexity regarding 

the process issues may also be more difficult due to larger real-estate complexes and to the 

geographical distribution factor of the regions. A more extensive description of this aspect is given 

in the Subchapter 4.2.2.1 and Subchapter 4.2.2.2 to analyze the subjects.  

4.2.2.1 Technical complexity 
The technical complexity was, not surprisingly, the more discussed side of the procurement 

complexity in the interviews. The aspect has to be handled mostly during the planning phase, and 

is handled by internal specialists sometimes with the help of consultants as described in Subchapter 

4.1.2.2. The technical complexity have several different sides to it. Besides the pure technical 

complexity of individual systems, two other sides were discussed. These were the fast development 

of security technology as well as the complexity which follows from integrating the security systems 

with each other and with the IT-systems of the case organizations.  

The detected competence levels of the different organizations also differed a lot. Some of the case 

organizations’ interviewees among both the municipalities and the regions claimed that they had 

more technical knowledge overall than the suppliers. This might not be a surprising stance since 

the organizations which made this claim have their own alarm technicians. Other case organizations 

in contrast describe a situation where the suppliers had the clear knowledge advantage, and that 

this should be expected and could be used to benefit the organizations. This is expressively 

highlighted by the following quotation by G1: 

”It would be a sad situation if the industry did not know more than the procuring party. It is central [for Success in 

security technology procurement] to cut some slack to the suppliers and yet get value for the money.”  

There is also a third line, summarized best by the following quote by C1: “the suppliers know more 

about their own favored system but less regarding other systems”. This was the most common line held by 

the interviewees. Worth to remember is that the suppliers not necessarily are the manufacturers, 

and that many suppliers can handle many different brands of systems. The author noticed that how 

an organization tends to see their knowledge compared to the suppliers’ is often directly related to 

how much they use consultants in this case. This had only one real exception, A, who tends to use 

consultant to a high degree and yet claims to have a higher technical knowledge than the suppliers.  

Many of the interviewees describe that the fast technical development becomes problematic for 

the case organizations due to the long cycles both in the framework agreements and/or the large 

technical lock-in due to the heavy investments. The heavy lock-in effects have particularly affected 

two of the regions, who currently use obsolete systems for passage in one or several of their main 

hospitals. This has led to a situation where the systems cannot be integrated with other IT-systems 

and that spare parts become extremely hard to find. Both of these regions are currently facing a 

situation where they in the near future will be forced to replace their entire passage system, in both 

cases likely to be an expensive affair. In one of these regions they got stuck with this system, which 

hardly can be described as “open” and where the manufacturing eventually ceased (The 

manufacturer in this case was separate from the supplier). In another case of a similar theme a large 

security technology procurement in a region had failed partly due to the listing of certain products 

for old systems that were so obsolete that they could not be supplied. In this case the suppliers also 
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had a hard time to prove that other parts could be regarded as “or equivalent” as described in the 

LoU due to the old technical standards of the described equipment.  

The risk of being left with obsolete systems is not only a concern for the regions but for the 

municipalities as well. It is as M1 expressed it: “Important to look in the crystal ball since the systems are 

not replaced very often, they need to be future-safe”. One particular area where a lot has occurred recently 

when it comes to technological improvement are cameras, where one of the municipalities had to 

abandon a previous procurement strategy for security technology for the entire municipality due 

to the fast pace of the technological evolution, which left the old planning obsolete.  

The interviewees, however, described in reality neither the municipalities’, nor the regions’ need 

for systems which exist at the edge of the technical frontline, instead other factors are just as 

important to them. Simplicity to use, to change, service times and the possibility to integrate with 

other systems may be just as important or in some cases even more important as well as economic 

factors of course. This balance is best described by the following quotation by E1: 

 “The largest difficulty is to get the right technology for the needs. Not too advanced and not to simple. To achieve 

this the RFP is very important” 

The use of consultants was mostly described as beneficial to achieve this balance, since they were 

perceived as more likely be more updated on the market, than the organizations were, and hence, 

could find different technical security solutions which fit the needs of the case organizations best. 

However, there was an exception where H1 described a situation where the consultants:  

”attend many different technical exhibitions, and when they attend many exhibitions they will find some new product 

which is written in [the RFP] which no one understand what it is [the technical product]”  

In that case the region’s general satisfaction with their consultants was very low, and they 

considered not to renew the contract in its current form.  

To get access to a more open system which more suppliers can maintain, service and expand in the 

future may also be an aspect that is important as described in the previous Subchapter 4.2.1. As 

one of the procurers, D1, expressed it: 

“All suppliers do not have access to the same technical spearhead for each product type. Sometimes you have to go 

back one product generation from the newest to avoid limiting the market too much”  

The technical integration is also a problem which leads to technical complexity. More and more of 

the different security technology systems are integrated with each other via different IT-solutions. 

The systems often use the networks of the case organizations, which leads to some problems when 

procuring security systems. The problem with integration with the current IT hardware of the 

regions can be especially problematic since the regions handle patient security sensitive information 

as described by the interviewees in the regions. Therefore the IT-departments of the region may 

have a lot of influence in the reference groups when designing the RFPs and may also come with 

demands during the implementation of a new security system.  

The integration between the security systems may also be a problem according to some of the 

interviewees. Not all suppliers are flexible when it comes to seeing the possibilities for integration 

of different functions of different systems by the supplier. The municipality C is a prime example 

of this since they often acquired systems but the suppliers were generally less than willing to 

cooperate when the system was about to become integrated. Instead C had to do the entire 

integration by themselves to assure that this was carried out in a satisfactory manner. This might 
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be an extreme case since C did not utilize framework agreement, but other municipalities also had 

problems with the integration of different security systems, often due to suppliers promising a 

much more easy integration between systems than turned out to be the case. Not surprisingly, 

many interviewees from both the regions and the municipalities expressed an explicit hope that the 

industry would develop in a direction of more easy integration, and in one case even predicted the 

doom of supplier who were not prepared to walk in a direction of more open systems.  

4.2.2.2  Process complexity 
The other side of the complexity of procurement is the complexity of the procurement process 

itself. The procurement based complexity often derives from the large number of different systems 

often existing in the same case organization, in particular in the regions, since the existing systems 

affect the future procurements as described under Subchapter 4.2.1. Much of the other 

procurement complexity is due to the relationships between the different departments involved in 

the procurement are described in Subchapter 4.1 among the process steps, as well as the 

stakeholder dimension described following text.  

The difficulty of procurement process should, however, not be overestimated, as most of the 

interviewed procures point to the technical complexity as the main root of the difficulty in the 

procurement process of security technology. Hence, the interviewed procurers mainly use the case 

organizations’ standardized procurement systems, methods, models and policies. Since the 

procurement of security technology in many organizations involves the real estate department 

standardized contracts, terms and condition from the construction and the electrical installation 

industry is used when it is possible to simplify and to make it more comparable with other types of 

procurements. The perceived difficulty of the procurement technical aspects can, however, differ 

a lot between the case organizations. D1, a procurer, described the framework agreement of locks 

and entrance system as following: 

“It might sound somewhat strange but it is comparable with cleaning. It has nothing to do with the technology, but 

from my contractual perspective, purely administrative, the complexity that these kind of contracts reaches is only 

comparable to cleaning contracts. It is managed in a similar fashion. The cleaning agreement is probably the most 

complex agreement we have”   

This was according to D1 due to the complexity of the application of the framework agreement, 

the geographical reach and that the extensive must have demand of the contract. Similar difficulties 

were described by I1, employed by one of the larger regions in this study. Due to the large amounts 

of different security objects and a number of different boards at region owned companies, it was 

hard to reduce the number of brands which the contract in practice should include, especially since 

there is usually a reasoning behind each objective. In that case it was part of the reasons why a 

security technology procurement process earlier had failed.  

4.2.2.3 The stakeholder perspective 
Another factor which affects the process based complexity is the stakeholders involved and how 

they are handled. The stakeholder role of the suppliers has been extensively covered in the other 

parts of the findings and analysis chapter and is hence not be described here. The main stakeholders 

in the procurement of security technology in the organizations were generally the security, real 

estate and procurement department. The users in the local departments were included when 

designing the RFP, for example L1 mentioned that the healthcare personnel often were asked 

regarding pattern of movement before individual purchases (calls from the framework agreements). 

But otherwise the users were not particularly included in the procurement process. This did 

however affect the process a lot since the demands of the RFP as previously stated in this study 
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have a large effect on the entire process outcome. In the two municipal real estate companies the 

municipal as a whole also played a large role when the RFP was designed, since it was the 

municipality which utilized the real estate managed by the real estate companies.   

As described in the literature review, the political dimension is often forgotten in the research of 

public procurement. Hence, this aspect has also been investigated in the interviews. In one of the 

municipalities a policy forced the framework agreements to pass through a political committee 

(although in reality there hardly ever was an issue regarding these relatively small technical 

procurements). Otherwise the political interest and involvement was low for security technology 

procurement in the case organizations. For politicians, the general spending and which department  

should be responsible for financing the different technical security solutions could in some cases 

be interesting, according to the interviewees, but this was settled by bureaucrats in almost every 

organization and not escalated to a political level. J1 expressed the general political interest in the 

procurement of security technology by the following quote: “They just hope it works as is should”, 

implying that political interest rose only if procurement was carried out in an incorrect way which 

might directly affect them. This was a view indicated, but not explicitly described, by other 

interviewees neither in municipalities, nor in the regions.  

The author, did however, find two different areas in which the politicians governing the case 

organizations were interested, both mentioned only among interviewees in the municipalities. 

Firstly, the issue of camera surveillance was a hot topic in three of the municipalities. In two of the 

municipalities the issue had led to that the procurement of ordinary cameras was made impossible. 

This had in one of the cases been solved by the procurement of infra-red cameras which are 

deemed to be much less integrity intruding due to the lower possibility to identify features, and 

much simpler to install since permission for installing them is not legally required.  

The second issue according to the interviewees was politicians’ wish to benefit local companies, or 

companies with local employees or offices. Although it is forbidden to do this in an explicit way, 

two strategies were admittedly utilized by two of the municipalities. The first was not to allow any 

traveling expenses in the framework agreement, hence making it uneconomical for non-local 

suppliers to make a profit of service contracts. The second strategy was to try to split the framework 

contracts into smaller pieces both geographically and technically. These splits are also carried out 

by most of the regions for other reasons, but the explicit purpose in those cases were not to benefit 

local companies.   

4.2.2.4 Functional solutions and SecaaS 
To avoid the complexity in procuring security technology, the industry often proposes functional 

solutions and in its ultimate form Security as a Service (SecaaS) as a future development, as 

described in Chapter 2.  This is therefore an interesting perspective to the complexity of security 

technology, hence, questions regarding the interest and suitability SecaaS was asked during the 

interviews.  

SecaaS and other heavy function based solutions were disregarded by most of the interviewees as 

suitable for their respective case organization. One region and two municipalities had SecaaS 

contracts and one region and one municipality used to have SecaaS contracts. The rest did not have 

or used to have SecaaS agreements. There were several different reasons behind unwillingness to 

adapt SecaaS in future security procurements. The first and foremost is the cost aspect, which many 

of the case organizations gave as a short answer. This seemed to have basis in reality since the 

municipality who used to have SecaaS described it as “expensive as hell”. The region utilizing 

SecaaS described the expense as one of the reasons why they did not like SecaaS and wanted to 
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phase it out. The same reason was given from one of the municipalities which uses SecaaS in a 

smaller scale where it was describes as “too expensive to be used in the entire organization”. 

The second most given argument on why they were not interested in SecaaS was the risk of losing 

the technical competence in the organization. This opinion was spread among several different 

suppliers, and the security coordinator B2 gave the most complete explanation behind it: 

“No we do not like it [SecaaS], it is to sell out our own competence, and we sell our responsibility. You also build 

in to it that you are selling your knowledge. We want that those who have the risk shall own the risk, there should 

not be anyone who comes in and does it for them. The responsibility should be as close to the risk as possible.” 

Another side to this loss of competence is that increased prices may follow, as D1 expresses it: 

“You get better prices if you understand what you want and what you need”. 

Lastly an argument based on the problems of lock-in was held by many of the interviewees. What 

happens if a SecaaS system needs to be replaced if the supplier lost the contract, a question, which 

two of the procurers independently asked. Should the case organizations be forced to throw out 

all existing security equipment and new equipment be brought in by a different supplier? That 

would lead to large extra cost for all involved and a “crazy risk for the supplier” as one of them (B1) 

expressed it. 

There were, however, one exception from this negative view on SecaaS and it came from the 

municipality G, which utilized SecaaS for a contract for surveillance cameras which they had 

positive experience of. In this case installation, maintenance, service and removal of the cameras 

were included in the contract.  They also contemplated that passage systems were a future possible 

development for SecaaS. Regarding the cost perspective G1 gave the comment that it is currently 

“the service which provides the suppliers a profit not the product”. A few of the procures who had not explored 

the possibility also were cautiously optimistic about the possibility of future use of SecaaS for their 

case organization, but often attached one of the issues with SecaaS presented above as a hindrance.  

4.2.3 The Role of LoU, Obstacle or support tool? 
One important aspect of security technology procurement is the different viewpoints to LoU. 

These different viewpoint regarding LoU, on the efficiency of the act, whom the act really is created 

for and in the end on how to handle suppliers during the process, affects the different procurement 

strategies and tactics in the case organizations during the procurement process. The one common 

ground among the interviewees regarding LoU was that it was at least partially implemented to 

decrease the risk of corruption, especially in the construction sector of public procurement. 

However when it comes to whom LoU is created for two different types of answers were given by 

the interviewees: 

1. The act exists mainly to increase the economic efficiency in public procurement  

2. The act exists mainly to benefit the suppliers and making business available for the entire 

market 

Firstly LoU can be seen either as heavily forcing and blocking the process or as the basic framework 

for building local policies and strategies. The interviewees with latter positive opinion regarding 

LoU was found both in the regions and in the municipalities, but were fewer than the interviewees 

with negative view on LoU. The interviewees with this more positive opinion regarding LoU were 

all procurers, hence no interviewees interviewed in the position as technical experts in the case 

organizations showed this view. One of the interviewees, G1, described LoU as an “incredibly 

powerful tool, which is not realized by all”. Another one, J1, claimed that one of the reasons why LoU 
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might be perceived as slow and tedious was the low knowledge of LoU among the suppliers, “the 

suppliers should be better educated regarding LoU”. Common for all interviewees who were positive to 

LoU was that they saw LoU as a good framework to build the regions’ and municipalities’ further 

procurement process on and not as an obstacle.  

Among interviewees who answered with the second type of answer a scale could be noticed. Some 

treated LoU among the line of it as necessary against corruption and to benefit the competition 

and an open market. Hence, transparency was the key word. LoU was as one of these interviewees 

described it a “necessary evil”. Others saw LoU in even more negative light, as a severe disadvantage 

for the case organizations and with little benefit for society at all in reality. Common for all who 

answered along the second line on the view of LoU is that LoU makes the procurement process 

slower and more tedious than would be the case otherwise. The law was by two different 

interviewees described with the laconic description “Lagen om Offantlig Upphandling”, roughly 

translated to “The Law of Vast Procurement” in regard to the slow and tedious process. LoU was 

also seen as limiting innovation of the procurement process and as limiting when it comes to the 

interaction with the suppliers. The most critical interviewee, L1, described that “I can never get the 

best possible deal with the suppliers while sticking to LoU, it is simply impossible”. The interviewee continued 

elaborate around this drawback: “LoU costs Sweden more than public procurement based on trust. A large 

and competent organization knows which of the suppliers who will deliver a good result” 

The procurement process, policies and standardizations in all the case organizations were of course 

related to LoU. However, the interviewees, who were negative to LoU described a process handling 

the paragraphs of LoU as making/giving more obstacles which needed to be overcome rather than 

being a supporting tool compared to the interviewees describing a more positive view regarding 

the LoU. Worth noticing is that this study does not take into consideration which one of the two 

different views is the most efficient, since the efficiency is not measured directly.    

4.2.3.1 Strategies to avoid parts of LoU  
As described in Subchapter 4.2.3, LoU is by many of the interviewees viewed as an obstacle for 

carrying out effective procurement processes of security technology. It is therefore not surprising 

that strategies to avoid parts of the obstacles are utilized by the case organizations. During the case 

study two possible strategies were identified from the descriptions by the interviewees. 

One strategy is to break up the purchases in the smallest possible economical pots to allow the use 

of more simple procurement procedures (direct purchasing is more simple than the simplified 

procedure, which is even simpler than the open procedure) since the amounts of money per 

procurement becomes less. This strategy is primarily used when no framework agreements exist, 

either since the organization does not have framework agreement for the specific type of 

technology or does not utilize framework agreements at all. By separating the procurements into 

as small as possible technical niche on a yearly basis, the perceived negative effects of LoU can be 

minimized. This sort of behavior can therefore decrease the need for framework agreements, 

although none of the municipalities without framework agreement point at this as the main reasons 

behind it. This behavior to minimize the effect of LoU has clear parallels to abnormal amount of 

procurement which falls just short of the thresholds of LoU, but is less discussed in the national 

reports such as the report by Bobilev (2015). 

Another strategy to avoid the yoke of LoU is to include the procurement of security technology as 

a part of a larger construction or restoration project. From a practical point of view it is often 

desirable to install new security equipment and systems during such projects since the expected 

lifetime of the systems increase when the period until the next restoration/construction of the 
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object is maximized and the disruptions of the case organizations’ operations in the other 

departments are minimized. However, one of the interviewees, which for legal reason shall remain 

anonymous, gave an insight into other reasons why to include the procurement into the larger 

construction project procurement. The interviewee mentioned that this can be used to skip 

procurement of new security systems altogether and, hence, reducing the need of the cumbersome 

procurement process. According to the interviewee’s experiences, the contracted construction 

company could be used to choose freely which security systems to install and since the construction 

company was not bound by LoU when procuring. According to the interviewee this was a legal 

way to come around the system of LoU. Most interesting from this study’ point of view, he/she 

claimed that “everybody does it”. This may be supported by anecdotal evidence from the other 

cases since many other case organizations described the part of or all of their procurement of new 

security technology are included in larger construction contracts. Whether it is carried out in the 

same way or with the same motives as in the notorious case has not been investigated in this study.   

4.3 Summary findings and analysis 
In this chapter the findings and analysis necessary for being able to answer the research question 

were presented in two subchapters, each answering one of the research questions.  

Subchapter 4.1 answered RQ1 by first describing the important relationship to framework 

agreements in security technology procurement necessary to be able to analyze the cyclic nature of 

the procurement process. The chapter also addressed the procurement process for the security 

technology based on the three phases (planning, purchasing and contract phase) included as parts 

of an improved procurement process model modified from a model presented in the literature 

review.  

To capture the aspect which affects the procurement process in accordance to RQ2, Subchapter 

4.2 describes the supplier lock-in, the procurement process difficulty and the role witch LoU plays 

for the case companies. Functional solutions and strategies to avoid and LoU was also discussed 

to fully understand the aspects identified and discussed in Subchapter 4.2.  
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5 Discussion and Conclusions 
In this chapter the answers to the research questions are compiled. Some discussions and reflection regarding the 

findings of the multiple case study are also presented as well as a reflection on the study impact from a sustainability 

perspective. The contributions of the study together with the limitations and suggested further work is also presented. 

5.1 Reconnecting to the research questions 
The purpose of this study was to explore how the procurement process of security technology is 

carried out from a comprehensive point of view. From this two research questions, RQ1 and RQ2, 

were formulated in Chapter 1 and is answered in the following paragraphs. 

RQ1: How is the procurement process of security technology currently carried out? 

In the study it was found that the procurement of Security Technology was often carried out within 

framework agreements. As a following that the procurement of security technology had a cyclic nature. 

In this multiple case study the procurement process was described in three different phases: 

Planning (the phase before the release of the RFP), Procurement (phase between the publishing of the 

RFP and the awarding of contract) and Contract phase (the phase containing the execution and the 

follow-up of the contract).  

To achieve a good procurement process the planning phase was found to be really important. 

Hence many different support systems such as reference groups, consultants and design concept were 

implemented to get it right. Some of the studied municipalities and regions also utilized supplier 

input  as a support system, carried out under pre-determined forms during the RFP design, while 

other were more negative due to the risk of benefiting one supplier over others and therefore 

breaking the LoU.  

The procurement phase in contrast was relatively straight forward. The case organizations 

overwhelmingly utilized open procedures (open, simplified and direct procedure) depending on the 

monetary values involved. Lowest price was generally preferred over Most Economically Advantageous 

Tender as evaluation principle for this type of procurement although the latter principle also was 

used. Price list was the dominant object to evaluate and only limited experience of example object 

was found. 

The contract phase follow-up was found to be important for improving future procurements, 

especially due to the cyclic nature of security technology procurement. Among the case 

organizations two types of follow-up were identified. Firstly it was the bottom up follow-up which 

starts in the local departments of the case organizations and escalates up to the security and 

procurement departments when issues were identified. Secondly it was a top down follow-up which 

started in the procurement and security department and made follow-up in the local departments 

of the case organizations. The bottom up approach was used by all case organizations while the 

more effective top down approach was only utilized in around half of them. 

RQ2: What aspects shape the procurement process? 

The main aspects which shaped the procurement process which was discovered in this study were 

the supplier lock-in, procurement complexity and the role LoU played in the mindsets among the suppliers. 

These aspect was all influenced or influenced the cyclical nature of procurement of security 

technology.  
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The supplier lock-in played a large role for the case organizations. Avoiding supplier lock-in was 

important from a technical-economical as well as from a judicial (LoU) perspective and influenced 

the entire procurement process. The cyclical nature of the process with reoccurring procurements 

meant that the efficiency of future procurement become limited by the lock-in to particular 

suppliers. Lock-in mostly derived from a financial switching cost caused by investments in previous 

systems. These systems were sometimes closed for other suppliers to deliver to, and hence the 

existing supplier got a large advantage in future procurement processes. This was mainly countered 

by the case organizations by requiring open systems in the RFP. 

The procurement complexity was the second aspect described and analyzed. This aspect can be 

split in two different kinds of complexity, the technical complexity and the process complexity. 

The technical complexity was the major focus among the case organizations. This in turn was not 

only depending on the complexity of the products per se, but also on the fast development 

compared to the long cycles of the framework agreements and the problem of integrating different 

systems and system brands with each other. The process based complexity differed a lot between 

different case organizations, where some claimed that it was relatively straight forward and some 

that it was among the most complex procurement they had. The stakeholders’ perspective often 

neglected in other public procurement studies, affects the process complexity and hence should 

not be neglected. A commonly suggested solution, SecaaS, to complexity issues rejected was, with 

arguments stressing the importance of having knowledge regarding the complex technology in the 

case organizations. 

Lastly the third aspect of security technology procurement described was the role LoU played in 

the case organizations. Although LoU shapes the procurement process (and the cycle time of the 

procurement cycles), there were two different views on the LoU.  One viewed LoU as a good basis to 

build your procurement process on. In the other view LoU was mainly seen as an obstacle to 

performing effective public procurement in the case organizations. In the latter it could either be 

seen as a “necessary evil” or as totally inefficient and hindering and therefore only negative. Linked 

to the negative view of LoU were two types of strategies sometimes utilized to avoid LoU partially 

or as a whole. The organizations can put the procurements in larger construction procurements 

contract or try to split it into smaller parts. 

5.2 Discussion 
Some reflections which add additional nuances to the findings of study were identified during the 

data analysis. These are presented in the following paragraphs in this subchapter.    

The distinction between municipalities and regions 

The differences in size, geographical spread, organizational structure and operation could certainly 

be expected to affect the procurement processes in the regions and municipalities differently, as 

well as the municipally owned companies. This was of course also the case, however, the author 

was surprised that for many steps and parts of the procurement process for the security technology 

niche, was not the case. Instead the process was surprisingly similar and in many cases the 

differences in how the procurement process in the case organizations was carried out, as well as 

the opinions of different aspects of the process seemed to be split among other lines than whether 

the organization was a municipality or a region. One major factor which helps develop this 

rectification is LoU. Sweden can also be described as a relatively small and homogenous public 

market compared to larger European countries for this type of products also adds in narrowing the 

way in which the procurement process of these types of products is carried out. Of the three main 
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aspects discussed, only the lock-in factor was clearly linked to if the case organization was a 

municipality or a region. In the other cases the link to the type of case organization was much less 

pronounced. 

Two ways of thinking  

Rather than the split into municipalities the main way in which the different case organization 

claimed to handle the security technology issue. None of the case organizations neglected the 

technical complexity of this type of technology, but de facto two different approaches could be 

noticed from the limited input from the interviews: 

1. High technical competence compared perceived needs, often with own alarm technicians 

2. Lower technical competence compared perceived needs, more focus on getting the right 

total service 

These two categories were not black or white but rather a sliding scale among the case 

organizations. This together with the lack of interviews with technical/security personnel in all the 

case organizations makes a clear categorization of all the case organization dubious in this case. 

However, it was clear that organizations such as C, F and L could possibly be categorized as a 1 

and organizations such as B and G were closer to 2 as well as some of the other regions. This is, 

however, not a criticism about the technical knowledge processed by the organizations in category 

2, B for example have been recognized for their overall security strategy and work. It rather seems 

like a well thought out solution how to handle the security technology needs. This discussion links 

the procurement process with other operation management subjects such as outsourcing and since 

the subject lacks sufficient data for further analysis, and that the subject is in the periphery for the 

focus of the study it is suggested as an area for future research.   

Negotiations and supplier input  

As described in much of the literature increased focus on negotiations and negotiated procedures 

is suggested as a good way to avoid much of the difficulties and lead to better public procurement. 

However, negotiation during the procurement phase is, as mentioned in the literature study, only 

implementable under certain conditions. Not surprisingly none of the interviewees could 

remember ever using the negotiated procedure in this type of procurement.  Therefore it seems 

logical to have much more contact with the suppliers during the planning phase, to include them 

to have a more successful public procurement procedure. From what has been found in this study 

there is currently quite a large difference in the case organizations interpretation of the law 

regarding how close the supplier dialogue can be during the planning phase. From both the 

municipalities’ and the regions’ point of view, this split view on what type of supplier dialogue 

possible to have in planning phase is negative. It implies that some of the local procuring authorities 

do not utilize supplier contacts in the optimum way.  

The supplier has an additional role from the stakeholder’s perspective as mentioned in the literature 

study by (Gelderman, et al., 2006), as a control function to ensure that the procurement process is 

carried out by threatening to go to court with appeals if that is not the case. While this function 

obviously is important, it is clear that it currently limits much of the possible input in the 

procurement phase in the case organizations and, hence, possibly leads to worse results in public 

procurement than otherwise would be the case. To improve the process from a larger point of view 

on a society level, the author of this study would strongly suggest that the current balance between 

these factors is investigated.  
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5.3 Reflections on sustainability 
The Bruntland commission define sustainable development as "development which meets the 

needs of current generations without compromising the ability of future generations to meet their 

own needs" (World Commission on Environment and Development , 1987). Further work on the 

topic of sustainability in the United Nations have defined the sustainability among three 

interdependent pillars: Economical, Social and Environmental sustainability (United Nations 

General Assembly, 2005) 

The social sustainability pillar of this work lies in the anti-corruption role that public procurement 

is supposed to play and also in its goals to benefit a more fair and open competition among the 

suppliers (Konkurrensverket, 2008). Hence, the empirical findings and the conceptual contribution 

of this study aim to increase the knowledge regarding how public procurement is used and can be 

analyzed and therefore aims to improve the social sustainability. An important aspect from this 

study’ point of view is therefore the role which LoU is supposed to play, where it has been 

described by the interviewees as a good anti-corruption tool, a view which also is reflected among 

the answers given by the interviewees. The strategies to avoid LoU described in Subchapter 4.2.3.1 

are therefore problematic from a social sustainability point of view. 

In this study the other two pillars stand in contrast to the social responsibility. As described in the 

findings and analysis chapter to follow LoU and be forced to exchange both the suppliers and the 

technical installations in the case organizations might be questionable both from a sustainable 

economic and environmental perspective, as described in the case of if 100 or 3.100 card reader 

should be exchanged (see Subchapter 4.2.1 for more information). Hence, the findings imply that 

there is a need to balance the different pillars of sustainability to achieve the best possible solutions 

for a sustainable in public procurement of security technology. However, it is up to future research 

to find this balance. This might also imply that LoU needs to be modified to accommodate the 

environmental and economic sustainability aspects to a higher degree than currently is the case.  

From all three pillars of sustainability’s point of view the focus among the case organizations, 

particularly the municipalities, on open systems in future procurements seems like a positive 

development. Being allowed to more easily switch suppliers benefit the social and economic 

sustainability. Not being forced to exchange entire systems but rather being able to integrate them 

during new procurements with new suppliers is beneficial both from an environmental as well as 

an economic sustainability point of view.  

5.4 Contribution 
The contribution which this study add to the public procurement knowledge is presented in the 

following subchapters, sorted into two categories: conceptual respectively empirical contribution.  

5.4.1 Conceptual contribution 
This study gives conceptual contribution to the public procurement literature and more specific to 

the study of public procurement as a process. The conceptual contributions of this thesis can be 

summarized with the following list described in more detail in the following paragraphs: 

1. Usefulness of Public procurement studies from a process perspective explored, in general 

but also in particular in studying cyclical procurements  

2. Creating a model based on previous models suitable to analyze cyclical procurement 

3. Importance of understanding the aspects affecting the procurement process explored 

4. Placing the stakeholder perspective in public procurement in a wider perspective 
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The first conceptual contribution of this study is the exposing of the usefulness of studying public 

procurement from a comprehensive procurement perspective. Previous procurement research has 

in most cases focused on particular parts of the procurement process, most commonly focusing 

on what in this study is defined as the purchasing phase as discussed in Chapter 2 of this study. In 

comparison to this focus on the central parts of the procurement process, this study has 

demonstrated a perspective which studies the entire procurement process, from the initiation to 

the follow-up. The contribution therefore lies in showing the benefits of lifting the focus from 

previous myopic view on the central parts of the procurement processes. This study builds on the 

previous contributions by Moe & Newman (2014), but adds two new features. Firstly the in the 

literature often neglected step of “follow-up and monitoring” is added and secondly a link between the 

current procurement process and its predecessor is made.  

This study has also found that the comprehensive process view used allows a good capability to 

study cyclical procurement processes. Hence, the study has discussed the importance of 

pinpointing factors in the different steps (e.g. follow-up) which earlier steps in the process (e.g. 

designing the RFP) in new iterations of the process may be affected by. Overall it seems to be gaps 

in the public procurement literature regarding this type of cyclic nature, at least the cyclic aspect is 

often missed or non-central in this literature. Therefore this study is a step to rectify this. As 

described by the interviewees, much of the other procurement which they carry out is also cyclical, 

and to help to develop the procurement process in the future the academic research on public 

procurement needs to take this into consideration. 

The second conceptual contribution is the development of the process model used in this thesis. 

The model which has been evolved from a practitioner’s model for public procurement is also one 

of the conceptual contributions offered by this study. Compared to the previous models such as 

the model by Moe & Newman(2014) and McKevitt & Davis(2014), this modified model has been 

tested and found to be suitable for the use for products of a cyclical procurement nature. Linked 

to this cyclic nature, the importance of the planning phase, empathized also by much of the 

previous literature (Alanne, et al., 2015; Moe & Newman, 2014) was not surprisingly empathized 

by this study as well. However the study point to the follow-up of previous procurement processes 

as important to gain success in the planning phase.  

The third conceptual contribution which follows from this comprehensive model is the importance 

of aspects which affects how the process is carried out. Compared with the previous work on 

procurement as a process, most notably by Moe & Newman (2014), this work adds an additional 

depth and dimensions to the analysis and gives further understanding of the procurement process. 

Although some of the analysis of the aspects such as the two sides of procurement complexity 

likely is somewhat universal, other aspects analyzed such as the lock-in factor, are quite specific for 

the security technology niche. This does not refer to lock-in per se, but rather the way it was 

analyzed in this study. The lock-in factors and the special case of public procurement have been 

found to be especially sensitive in public procurement due to legal reasons that likely are similar in 

more advanced cyclic procurement. But in the case of security technology there is an extra 

dimension to the lock in factor as well, due to technical lock-in effects from both hardware and 

software, which certainly is a feature of this very specific niche.  

Lastly the fourth conceptual contribution is to include the stakeholder perspective in a public 

procurement study. However, this contribution was not mainly in a deep myopic analysis of the 

stakeholders, but rather to include them in a larger perspective in a comprehensive process model. 

Especially the lack of analysis of the political stakeholders has been criticized in the previous public 
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procurement literature (Murray, 2009). Therefore this study has taken a small step in rectifying this 

neglect by including it among the factors which affect the process based complexity of public 

procurements.  

5.4.2 Empirical contribution 
This study gives empirical contribution useful to the practitioners involved in the procurement 

process. Besides the specific mapping of a public procurement process and the aspects affecting it, 

some direct empirical issues for the practitioners have been highlighted by this study. The most 

important of these empirical contributions are summarized in the following list, discussed in more 

details in the following paragraphs:  

1. The importance of active follow-up 

2. Consultant bias 

3. Supplier interaction 

Firstly, the importance of the follow-up has been described by this study as a factor for success in 

public procurement when procuring products via a cyclically renewed framework agreement. 

Almost all of the studied case organizations identified this type of procurement as cyclical, but until 

more carefully planned follow-up and monitoring are implemented in all municipalities and regions, 

not every case organization de facto act as it is cyclical. Therefore, from a practitioner’s point of 

view, the author of this study would recommend the implementation of an active follow-up system 

for cyclical procurements. The improvement of future procurements and the ability to monitor 

and, hence, reduce the risks of maverick buying are benefits which are likely to be reaped by the 

implementation of active follow-up. These benefits are described in detail in Subchapter 4.1.4 and 

are probably similar in other advanced cyclical procurements.  

Secondly, the utilization of technical consultants is widespread in the case organizations as 

described in Subchapter 4.1.2. However, as described earlier, the biases of the consultants are not 

evaluated in a structured way in the case organizations. This is a potential source for a flaw in the 

process since the municipalities and regions lose a large part of their client control as discussed in 

Subchapter 2.4.3. The underlying issue is that, as pointed out during the pre-study interview 2, 

consultants have to learn their skills somewhere, most likely in security technology companies. 

Hence, this might influence the way in which the RFP is constructed. The use of technical 

consultants have many benefits, but this possible risk needs to be addressed in future public 

procurements processes if the procuring authority wants to avoid the risk of presenting a RFP 

which by sub-optimization for one system risks to miss the benefits of alternative security systems 

or solutions.  

Thirdly, one of the factors which differed most between the case organizations was the level of 

supplier interaction which is acceptable and desirable in the procurement of security technology. 

As described in the literature review (see Chapter 2), much of the literature regarding public 

procurement suggest increased dialogue and interaction with suppliers for more complex 

procurements. This study cannot, by its nature, point to a particular level of interaction as best 

practice and it is also likely to differ from case to case. However, based on this case study at least 

some of the organizations do not utilize this possibility to the possible extent based on the 

descriptions from other case organizations, and therefore miss opportunities for better 

procurements. Especially the supplier interaction during the contract phase differed a lot between 

the case organizations. Hopefully the municipalities and regions can benefit from this possibility 

being identified and in the future can share ideas and practices on this subject. 
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5.5 Limitations and further research 
Firstly, the main limitation of this study is that it has a clear Swedish perspective due to the law 

bound nature of public procurement. The chosen framework structure of this study is developed 

for Swedish circumstances and adapted to the Swedish procurement act. Hence, the results found 

in the study are not suitable to be generalized to local authorities’ procurement of security 

technology everywhere. Some generalizability might be able to be drawn to similar procurement in 

the EU due to the European acts which LoU is addressed to include (Gertéll, 2010). This does, 

however not, take into consideration the possibility of other market structures for this type of 

products nor the specific regulations below the European threshold which exist in the Swedish 

case. As mentioned in the discussion, LoU acts a rectifier for the procurement process, making it 

relatively similar between the regions and the municipalities. Since LoU only partially are reflected 

in the laws of other European countries (due to the EU standardization (Gertéll, 2010)), it limits is 

generalizability to other European countries. Hence it would be interesting to evaluate the 

suitability for this model for other cases in other European countries, particularly since it is 

modified model adapted for the practitioner.   

Secondly this study measures no results of the different manners in which the procurement 

procedures are carried out in the case organizations. Therefore the only way in which the 

differences can be evaluated is based on analyzes of the information given by the interviewees. 

From this follows that any advice given has not been fully evaluated in practice by the author and, 

hence, caution is required when carrying out any strategies identified from the case organizations 

during other circumstances. Future research regarding the efficiency of different ways to carry out 

the procurement process would therefore be highly beneficial for the field as a large. 

Thirdly the study focuses on the comprehensive view of how the processes are carried out. As 

discussed earlier this study, a comprehensive process view consciously been given this focus to 

compliment the lack in the current public procurement literature. However, this does of course 

have its drawbacks. The most obvious is that the description of each step and aspect of the process 

becomes less detailed than would be the case if using a more myopic approach. Therefore more 

detailed studies focusing on the individual steps of the process would generate a more nuanced and 

detailed result. However, the author would argue that combining the comprehensive and the 

myopic views is per definition almost impossible. Much work is however still left to do in studying 

different steps and aspect individually, for example the stakeholder perspective. As mentioned in 

the contributions, this study does partly include this perspective, including the impact of the 

politicians. Unfortunately time and resource restraints did not allow interviewees with this group, 

since it was relatively peripheral to the main focus of this study. The author therefore suggests that 

future studies on the subject of how the political stakeholders affect the procurement process is 

carried out.  

The use of a multiple case study also has its limitations. Although it has given the study more 

external validity, it becomes shallower than a single case study, especially if it is longitudinal. A 

suggestion for future work would hence be to make singular case studies on a longitudinal level to 

evaluate and improve the concept of studying public procurement as process from comprehensive 

point of view.   

Another delimitation is the limited focus on the calls from framework agreement. Although it has 

been an underlying theme when describing the procurement process leading up to a framework 

agreement, the processes of the individual call have not been investigated with the same depth. 

This would also put the local department which utilizes the frameworks agreement in a more central 
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role than in this study. Although how the local departments using the framework agreements were 

treated in part were studied in this study, representatives from them were not interviewed due to 

the scope of this study. However, studying the call process would require a higher inclusion of 

them and also gathering first-hand information from them. Being able to include this part of the 

comprehensive procurement process would hence be a good compliment to the academic 

knowledge of public procurement. Therefore further studies into calls from framework agreements 

in public procurement are suggested.     
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Appendix A: Frågor inför intervjun 
Detta är en frågelista inför intervjun med Rasmus Rolandsson angående offentlig upphandling av 

fysisk säkerhetsteknik. Med fysisk säkerhetsteknik menas här skalskydd (intrångslarm, lås, 

inträdessystem, kameror) larmcentralsstöd, brandlarm, och övrig brandskyddsutrustning. 

Intervjun kommer att vara semistrukturerad och därför följdfrågor att ställas på de frågor och 

ämnen som tas upp nedan. Frågeformuläret är liknande för samtliga deltagande både inom 

kommun och landsting, på grund av den akademiska metod som används. Jag ser gärna att du 

som deltar förbereder dig för alla frågor du kan, men jag inser naturligtvis att det finns frågor som 

du som intervjuad inte kan/vill svara på, att du inte kan svara på en fråga är också intressant för 

mig att veta i min kartläggning. Jag vill även påpeka att examensarbetet skrivs i samarbete med 

Stanley Security, men att de personer och myndigheter som deltar kommer att anonymiseras mot 

företaget liksom deras svar. 

Frågor 

Generella frågor om upphandlingar inom området säkerhetsteknik: 

Har ni haft några upphandlingar för området säkerhetsteknik? Om ja, vilken typ? 

Behandlas lås/larm på samma sätt som brandskydd? 

Har ni upphandlingssammarbete för området säkerhetsteknik med andra kommuner/landsting? 

Hur ser det ut? 

Vem är ansvarig för att genomföra en typisk upphandling inom området i er kommun/landsting?  

Hur standardiserad är upphandlingsprocessen hos er, både generellt och för området 

säkerhetsprodukter? 

Finns en standardiserad träning angående inköp, upphandling och LoU?  

I vilka samband sker offentlig upphandling av säkerhetsteknik i er kommun/landsting? 

Sker upphandlingar främst inom ramavtal eller via fristående upphandlingar? 

Har ni några speciella preferenser för vissa tillverkare av säkerhetssystem/säkerhetsteknik och 

varför? 

Specifika frågor fokuserade på säkerhetsteknik 

Hur avancerad upplever ni att komplexiteten är för upphandlingar av säkerhetstekniken på en 

skala 1-6 jämfört med andra upphandlingar? 

Hur hanterar ni den tekniska komplexiteten hos säkerhetsteknik under upphandlingsprocessen? 

Hur ser ni på upphandlingsprocessen när det gäller denna typ av produkter? 

Vad är den största svårigheten när det gäller denna typ av upphandlingar? 

Hur förhåller ni er till att leverantörerna troligen har mer kunskap om tekniken än er? 

Använder ni er av teknikkonsulter för denna typ av upphandlingar? 

Om upphandling av säkerhetsteknik skulle jämföras med någon annan typ av upphandling, vilken 

typ av produkter/tjänster och varför? 
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Hur ser ni på säkerhet som tjänst (SaaS) där en leverantör tillgodoser behov och hanterar och 

äger säkerhetssystemet? 

Hur viktigt är hänsyn till inlåsning till enbart en leverantör på en skala 1-6? 

Hur behandlar ni risken för inlåsning (det vill säga svårigheter att byta ut system och leverantörer 

i framtiden) kopplat till inköp av säkerhetsteknik? 

Upphandlingsprocessen, Initiering och kartläggning av behov: 

Vem initierar en upphandling av säkerhetsteknik? 

Hur genomförs en behovsanalys inför en offentlig upphandling? 

Hur ser ni på att ta in leverantörerna tidigt i processen, när kraven designas? 

Kan du beskriva hur behov omvandlas till tekniska specifikationer och krav i 

förfrågningsunderlag?   

Hur nöjda är ni med resultatet under behovsprocessen på en skala 1-6? 

Upphandlingsprocessen, Genomförande: 

Vilka av LoU:s upphandlingsförfarande används vid denna typ av upphandlingar(förenklat -, 

urvals-, öppet-, selektivt-, förhandlat förfarande eller direktupphandling)? 

Varför används denna typ av upphandlingsförfarande? 

Förekommer förhandlingar med leverantörerna någon gång under processen(både innanför och 

vid sidan om de processer som tillåter detta enligt LoU)? 

Används Lägsta Pris eller Ekonomiskt Mest Fördelaktiga Anbud som urvalskriterium vid denna typ av 

upphandling och varför? 

Upphandlingsprocessen, Implementering och uppföljning: 

Vem/vilka är ansvariga för implementeringen av säkerhetsteknik hos er kommun/landsting? 

Vem/vilka är ansvariga för uppföljningen av säkerhetsteknikinköp? 

Är uppföljningen vid upphandlingar av denna typ av produkter tillfredställande på en skall 1-6? 

Hur upplever ni att kvaliteten på levererade produkter/tjänster är i förhållande till 

förväntningarna ni hade på en skala 1-6? 

Förväntar ni er mervärden som inte är med i förfrågningsunderlaget? 

Ramavtal 

Har ni ramavtal som rör fysisk säkerhetsteknik? 

Om ni har ramavtal, har de förnyad konkurrensutsättning, rangordning eller är de exklusiva? 

Värderas ramavtalen efter listpris, beräknad kostnad för ett faktiskt/exempelobjekt eller vilka 

principer används för att utvärdera lästa pris/ekonomiskt mest fördelaktiga erbjudande? 

Hur följer ni upp ramavtalen? 

Upplever ni att ramavtalet bryts medvetet eller omedvetet inom kommunen/landstinget? 
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Intressenter 

Hur hanteras följande intressenter av er under respektive efter processen? 

 Tekniska/ säkerhetsavdelning 

 Upphandlingsenheten 

 Brukare av systemen i verksamheterna 

 Leverantörerna 

 Politiker 

Hur ser det politiska intresset ut för offentlig upphandling i allmänhet och offentlig upphandling 

av säkerhetsteknik i synnerhet? 

 


