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Abstract

The purpose of this study is to identify the critical factors for the successful implementation of e-business
in the public sector. The paper reports on a case study of the ‘Onbid” asset-management system developed
by the Korean Asset Management Corporation (KAMCO). ‘Onbid" system is an e-marketplace for trading
in public assets, including the disposition by public sale of real estate. Through this case study, the paper:
(i) explores the changes in organizational culture that are required for successful e-transformation in
organizations of public sectors; and (ii) identifies the critical success factors for the implementation of
e-business in the public sector.
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1. Introduction

This study aims to identify the characteristics
and critical success factors of e-business im-
plementation in the public sector by conducting
a case study of public asset disposition system,
the ‘Onbid’, of the Korean Asset Management
Corporation (KAMCO).

KAMCO is a Korean governmental agency
that has been responsible for asset management
of state-owned property and non-—performing
loans for approximately 40 years. Since 1996, it
has been nominated as a delegate organization
for managing the asset-management system of
the Korean public sector, which is known as
‘Onbid.” The ‘Onbid’ system is essentially an
electronic marketplace (e-marketplace) that is
designated for online asset trading in the public
sector by participants who are formally regis-
tered and chartered by the Ministry of Finance
and Economy (MFE) in Korea. The ‘Onbid, a
public-sector e-marketplace, has distinctive fe—
atures that differentiate it from typical e-mar-
ketplaces in the private sector. In particular, the
‘Onbid’, as a government-owned marketplace,
mainly focused on asset trading for public sec—
tors.

The present study takes account of these dis-
tinctive characteristics of ‘Onbid’ in undertaking
an investigation of successful organizational
change in implementing e-business. With re-
gards to such characteristics, the study inves-
tigates the background, processes, and con-
sequences of the development of the ‘Onbid
system in terms of organizational change phe-

nomena. In doing so, the study identifies several

critical success factors for e-business imple-

mentation in the public sector.

2. Theoretical background

Many previous studies of organizational deci-
sion-making and organizational change have
focused on the role of senior management.
According to these studies, the outcome of stra—
tegies for change-especially radical and inno-
vative change, such as e-business implemen-
tation—depends on how decision-makers inter-
pret the internal and external environment of the
organization [Barr, 1998, Anand and Peterson,
2000]. Senior management is thus required to be
sensitive to environmental changes, and then to
respond to the perceived changes appropriately
[Haeckel and Nolan, 1996].

Other studies of the effectiveness of organiza-
tional change have emphasized the significance
of ‘inertia’ among employees who react against
innovative change. The level of any such ‘ine-
rtia’ among employees is said to be greater in
centralized organizations with poor communica—
tion mechanisms than in decentralized organ-
izations that have relatively flexible communi-
cation mechanisms [Corner et al., 1994, Denning,
2001].

These interactions between management and
employees can be interpreted, from the per-
spective of mainstream knowledge manage-
ment, as a process of socialization in an organi-
zation. In the early stages of organizational
change, the initiator begins the change on the
basis of tacit knowledge. As the change pro—

ceeds, this tacit knowledge undergoes a ‘norm-
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alization process’ to become structured and for-
malized as explicit knowledge through active
social interactions within the organization [Boi-
sot, 1998; Konno and Nonaka, 1996; Leonard and
Sensiper, 1998]. In the process of normalization,
implicit knowledge becomes formalized as ex-
plicit knowledge through the process of dis-
cussion and persuasion among employees. The
mutual understanding among employees thus
grows through social interaction, and ‘public
opinion’ is presented effectively with respect to
organizational decision—making. Moreover, while
interacting with each other, employees experi-
ence ‘divergence’ (clash and competition) and
‘convergence’ (simplification and combination)
in establishing their mutual understanding. The
creative tensions produced by these social inter—
actions facilitate the optimization of organiza—-
tional creativity [Leonard and Sensiper, 1993].
Furthermore, this can be a critical resource for
establishing a corporate strategy.

From the preceding discussing, it is apparent
that organizational change is more likely to suc—
ceed if employees understand why they need
change and what they can do to implement
change-rather than having change enforced by
higher authority [Kwon, 2003]. However, the
process requires active social interaction among
members who have appropriate knowledge [No-
naka and Takeuchi, 1995]. This so—called ‘social
capital’ is acquired from the diverse social net-
work of relationships that exist in any organ-
ization [Brooking, 1996]. The accumulation of
such ‘social capital’ requires mutual trust, coop-
eration, effective communication, expectations

of the goodwill of others, and accepted norms

of behaviour. If these factors are present, the ac-
cumulation of social capital can be realized and
facilitates effective operation of the organization
through information—sharing and efficient deci-
sion-making. As Denning (2001) has observed,
a well-established social network in any organ-
ization plays a fundamental role in the develop—
ment of social capital [Denning, 2001].

The concept of a ‘social network’ can include
external organizations as well as the internal or—
ganization; indeed, it can even extend to com-
petitive organizations. Such an external ex-—
tension of social-network relationships can ben—
efit an organization by assisting it to understand
the business domain in which the organization
1s operating and the segments of customers on
which it should focus. In the case of the public
sector, the extension of social networks outside
the organization can facilitate assistance from
an external authority that has the power to re-
solve any bureaucratic problems that the organ-
ization might encounter.

All of this has the greatest relevance to any
attempts to effect organizational changes-espe-
cially if those changes involve the imple-
mentation of changes in information systems. In
the early stages of the implementation of new
information systems in any organization, in-
ternal members of the organization must be-
come convinced of the need for such imple-
mentation. As this process of notification and
opinion—forming proceeds, tacit knowledge gra—
dually becomes explicit knowledge [Boisot, 1998,
Denning, 2001]. Once knowledge has become
explicit, it can be transferred and shared with

external organizations through existing social-
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network relationships.

Although the theory of successful organiza—
tional change and decision-making with respect
to knowledge management is well established,
there is a paucity of empirical studies of the
practicalities of the process, especially in pub-
lic-sector organizations. The present study there-
fore explores a practical example of the suc-
cessful utilization of social networks at the or-
ganizational level of a Korean public—sector en—

tity.

3. Case study

3.1 Research methodology

This study was conducted by means of an in-
terpretive case study involving a series of inter—
views with four employees who had senior ex—
ecutive responsibility in the Korean Asset Ma-—
nagement Corporation (KAMCO). In accordance
with research objective of the paper, the inter-
pretive approach provides richer explanation to
this study, as it is useful research approach for
phenomena regarding social meaning created by
users and parties in orgamizations [Eisenhardt,
1989; Lee, 1991]. As the study of organizational
change requires close observation and descrip-
tion of systematic social interaction, employing
interpretive approach in the investigation of this
implementation of organizational change was
more plausible than a positivist study [Orlikow-
ski, 1999].

To avoid some of the inherent limitations of
a single case study, this investigation involved

interviews with several executives who had dif-

ferent positions and roles in the implementation
of organizational change. It is observed that this
approach enhances reliability and validity in
conducting qualitative research [Benbasat et al.,
1987; Yin, 1993].

All interviews were recorded and transcribed
under conditions of anonymity and confiden—
tiality; the transcripts were then subjected to

documentary analysis [Ericson and Simon, 1984].

3.2 Background to the case study

KAMCO is an agency of the Korean govern-
ment that is dedicated to the disposal of the li-
abilities of insolvent financial institutions. In
1997, in response to the chain reaction of bank—
ruptcies in Korea triggered by the Asian finan—
cial crisis of the late 1990s, KAMCO was charg-
ed with responsibility for ensuring the proper
and effective disposal of non—performing assets,
including real estate.

In the time since the establishment of KAMCO,
there have been substantial changes in the eco—
nomic/financial environment, including custom-
ers’ needs. In response to these developments,
and in accordance with its renewed respon-—
sibilities in the late 1990s, the senior manage-—
ment of KAMCO decided to pursue innovative
organizational change in the corporation’s oper-
ations by means of information technology. As
part of this electronic transformation (e-trans-
formation) endeavour, KAMCO adopted an on-
line real-estate trading system based on the
Internet. However, this initial trial was faced
with severe opposition from employees who

were concerned about the following issues:
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e the security of online trading in real estate;

e limitations with respect to personal in-
spection (by potential buyers) of real es-
tate;

e some non—computerized legacy trading pro—
cedures continuing to require manual re-
cording;

e difficulties associated with settlement and
refunds; and

e security issues with respect to information
leakage, potential for computer ‘hacking’,
false or fabricated documentation, and oth-
er forms of fraud.

Nevertheless, the Department of Knowledge
and Information (which had supervisory re-
sponsibility for the project in KAMCO) was
confident of the ultimate success of the scheme
and continued to attempt to convince employees
of the merits of the project. They emphasized
the following:

e information regarding real estate and li-
abilities can be easily converted into digital
form;

e the real estate trading industry had lagged
behind other comparable industries in ter-
ms of digital technology and computer-
ization; and

o e-transformation would enable KAMCO to
focus on its core business objectives, such
as (i) establishing real estate trading order;
(i) stabilizing public demands for housing;
and (iii) securing private property rights.

At the same time as it was discussing these
internal issues with staff, KAMCO was also
faced with rapid changes in the external en-
vironment. These changes forced KAMCO to

become a highly specialized, computerized, and
democratized organization, especially with re-
spect to decision making.

To meet these internal and external require—
ments, KAMCO ultimately decided to implement
an Internet-based e-marketplace to be known
as ‘Onbid’, which was intended to manage all

trading events involving the organization.

3.3 Findings of the case study

(1) Structure of the ‘Onbid’ system

The ‘Onbid’ system provides a bundle of ser-
vices for public or government-owned asset
trading (see <Table 1>). These include an
e-marketplace for public auctions, a customized
asset-management service, an information-search
service, an expert consultation service, an online
community support service, a real-estate rec-
ommendation service, and so on.

Because of technical difficulties, the public
sales procedures of the ‘Onbid’ system are only
partially operated online. As shown in <Table
2>, search, consultation and bidding procedures
are provided online, whereas other services
(such as inspections, access to official records,
and title verification) are not. However, KAMCO
intends to provide all services related to public
sales online in the near future.

The procedures of the ‘Onbid’system begin
with registration of both potential buyers and
potential sellers. Thereafter, the procedures can
be considered separately-from the perspective
of sellers and from the perspective of buyers (as
shown in <Figure 1>).

A potential buyer then proceeds through the
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{Table 1) Functional services of the ‘Onbid" system
1st Tier Customer 2nd Tier Customer
o Government Agencies
Target o Public Enterprises o Private Individuals
Object o Local Government o Corporations
o Financial Institutions
o Asset Disposal Management o Information Searching
o Sales Announcement Registration o Bid Announcement
Services ° Online Public Auction o Online Bid
Provided o Deposit Refund o Online Consultation
o Online Web Site o Offerings Registration
o Other Extra Services
(Table 2> Public sales procedures of ‘Online” System
Operated online Operated Offline
o Offerings Information Searching ’ Purc}.lasmg Prgmogon
. . o Offering Examination
o Consultation Results Searching . .
Procedures . . o Official Records Reading
* Online Bid > Title Verification
o Other Additional Information Searching + Purchasing Decision Making

Bid

Participation °**

Buyer’s Process Seller’s Process
Member Member
Registration Registration
Certification Offering
f Registration

o
Authentication
Registration

l

5 Sales
Offering Announcement

Bid Deposit
Refund
to
Failed Bidder

LY
.

Unsuccessful
Bid

Examination < :
Bid
Announcement
Submit Bid
Tender Bid Deposit Management
Transfer
to
Successful Bidder
Bid Deposit % Bidder
Payment . Selection
Bid Success Unsuccessful Bid Deposit
Check  Jeesesens Bid Refund or
Transfer

<Figure 1> Bid process of ‘Onbid’



Vol.15 No.3

Critical Success Factors for Implementation of e-Business in the Public Sector 233

following steps:

e First, the buyer registers a certificate of
authentication (obtained from the official
certification agency) for validation.

e Secondly, the buyer submits a tender offer
to purchase.

e Thirdly, the buyer pays a deposit to secure
his or her bid. The amount of the deposit
is determined by ‘Onbid’ (usually 5~10%
of the offer price). The deposit is refund-

able if the buyer’'s bid is unsuccessful.

A potential seller proceeds through the fol-

lowing steps:

e First, the seller registers a sales announce-
ment (specifying the asset to be sold, bid
type, specifications of offers to be consid-
ered, and other details).

o Secondly, bids that meet the seller’s speci-
fications are considered.

e Thirdly, the public sales process is com-

pleted.

(2 Obstacles to implementation of system

It is argued that organizations that are in—
volved in the implementation of new information
technology typically encounters several ob-
stacles as it proceeds from system development
to system operation. There was no exception in
KAMCO'’s implementation of the ‘Onbid’ system.
These obstacles that KAMCO encountered in-
cluded: (i) difficulties with employees; (ii) diffi-
culties associated with geographical location;
and (ii1) difficulties with government rules and

regulations.

First, with regard to employees, problems re—
sulted from the established culture of the organ-
ization, which can best be described as ‘conse-
rvative and bureaucratic.” The prevailing culture
among employees meant that there was in-
evitably opposition to senior management’s de-
sire to implement the new system. In some in-
stances this amounted to quite significant re-
sistance to change. The conservative and bu-
reaucratic cultural features of public—sector or-
ganizations can be difficult to overcome, but the
success of attempts to implement a new system
is critically dependent on senior management
obtaining the agreement and active participation
of internal employees. This was not easy in the
case study examined here, and opposition was
encountered at many levels-ranging from low—
er-level employees to some sections of senior
management. However, there is no doubt that
the determination of the senior managers who
were committed to change had a positive influ—
ence in ensuring the ultimate success of the
implementation. Nevertheless, these senior man-—
agers were under considerable pressure and
their commitment to the project was somewhat
risky in the prevailing culture of this pub-—
lic—sector organisation. The implementation of
the ‘Onbid” system and the associated e-trans-
formation involved radical organizational change,
and the resistance of reluctant employees would
not have been resolved without senior manage—
ment demonstrating determination and commit—
ment to the changes required. In the case of
KAMCO, the resolution of these conflicts in a

relatively short time meant that organization’s
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resources and competences could be applied to
subsequent improvement and problem-solving
activities.

Secondly, it was a time—consuming and diffi—
cult task to gather employees in one place to
discuss the necessary changes in organizational
culture and the management system. Implemen—
tation of the new system at KAMCO therefore
suffered because it was difficult to gather em-
ployees from distant locations. This detracted
from the time that KAMCO could spend on sub—
sequent problem-solving and decision-making
activities.

Thirdly, the lack of explicit government poli—
cles and regulations with respect to the im-
plementation of new information systems at
governmental organizations was an obstacle at
KAMCO. In particular, the need to interface
with information systems in other organizations
(both public and private) had not been addressed

with any feasible government-sponsored plan.

(3) System Performance
By 2003, the ‘Onbid’ system had a total of
30,193 registered customers (including 713 pub-

lic-sector organizations and 29,480 private in-
dividual customers). A total of 2,671 sales an-
nouncements had been posted through the
‘Onbid’ system, and 66 government agencies had
participated in bidding with this. The success
rate of bid was approximately 50% (see <Table
3>). Many bids resulted in a higher contract
price than had been expected.

It was apparent that the ‘Onbid’ system pro-
vided enhanced openness of information, ease of
participation, and reduced time and costs in par-
ticipating in the bidding process. It can be as-
sumed that these benefits to users were re-
flected in higher bids and higher contract prices.
<Table 4> provides some examples of success—

ful transactions using the ‘Onbid’ system.

(4) Assessment of implementation
It can be concluded that KAMCO succeeded
in its implementation of the ‘Onbid’ system. This
was especially significant in view of the follow—
ing:
e this initiative was a novel and prominent
attempt to introduce e-business into the

public asset trading sector;

(Table 3) Bid status of ‘Onbid" system by 2003

(Unit : USD 1,000)

Num. of Num. of Gross
Num. Remark
£ Bid Unsuccessful | Successful | Contract (Offering E les)
oot Bid Bid Price Cring brampies
KAMCO 65 4556 200 4ggy | Government Property
Seized Property, etc.
66 Governmental Government Property Sales
. Aggnaes o 333 1 16540 Admlr'ustratlve.nght of Public Parking Lot
(including local Supplier Selection
ward office) Official Vehicle Sales
Total 306 4,894 372 21,429
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(Table 4> Examples of successful transactions using the ‘Onbid" system

Name of Agency Details of Purchase/Sales
o Subject of Bid: Purchase of concession stands administration rights of Incheon Dongbu
Dongbu Park
Administration Park . . _
Office of Tncheon | Expected Bid Prlce.i USD 31,500
City o Actual Contract Price: <N/A>
o Profit Rate from Bid Success: 593%
Eunpyung o Subject of Bidi Purchase of public parking lot administration rights of Eunpyung Hospitla
Hospital, of o Expected Bid PI‘ICG} USD 12,314
Seoul City ° Actgal Contract Pr%cei USD 66,110
o Profit Rate from Bid Success: 536%
o Subject of Bid: Sales of construction material worn out (Recorded the highest contract
Daegu price in
Metropolitan o Expected Bid Price: <N/A>
Subway > Actual Contract Price: USD 34,50 (total)
Construction o Profit Rate from Bid Success: <N/A>
Headquarters o Number of Sales Announced: 2
o Rate of Sales Success: <N/A>
o Subject of Bid: Sales of government property (real estate), etc.
Songpa Ward > Expected Bid Pricef <N/A>
Office of Seoul o Actgal Contract Pr%cei USD 11,50 (total)
City o Profit Rate from Bid Success: <N/A>
o Number of Sales Announced: 6
o Rate of Sales Success: 100%
o Subject of Bid: Purchase of a lease of public parking lot, etc. (Recorded the highest
On-bid System usage frequency)
Seocho Ward o Expected Bid Price: <N/A>
Office of Seoul o Actual Contract Price: USD 29,70 (total)
City o Profit Rate from Bid Success: <N/A>
o Number of Sales Announced: 11
o Rate of Bid Success: 74%

e this implementation established a prece-
dent by attracting a government grant from
the Ministry of Planning and Budget (MPB)
to implement such a system in a pub-
lic-sector organization;

e consensus was obtained in interfacing a
sophisticated system with the IT infra-
structure of external public-sector and pri—

vate—sector organizations;

e the system expanded the range of partic-
ipants in sales of public assets by involving
government, private enterprise, and in-
dividual citizens; and

e the system enhanced the welfare of citizens
by providing them with easier access to
government records and information, and
thus offering them a greater opportunity to

acquire their own residences.
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4. Discussion

4.1 Critical success factors

The present study identified the following as
critical factors in the successful implementation
of the ‘Onbid’ system:

(1) Organizational flexibility and cultural openness

Organizational features that facilitate com-
prehensive discussion and effective decision-
making enable employees to understand the
need for the implementation of new technologies
and lead them to participate voluntarily in the
decision-making and implementation processes.
As noted above, a conservative and bureaucratic
organizational culture prevailed at KAMCO.
Moreover, with regard to the high-risk business
domain in which the organization operated, the
procedures of the organization tended to be me-—
thodical and cautious. Since the economic crisis
of the late 1990s, KAMCO was forced to become
more flexible in its procedures. This was asso—
ciated with a redefinition of the nature of its
business domain and the recruitment of staff
members who were expert in the redefined
domain.

The changed environment produced more ef-
ficient work processes, increased flexibility of
thought, and, ultimately, desirable cultural chan—
ge. This enabled decision-making mechanisms
to shift from a traditional ‘top-down’ approach
to a more contemporary ‘bottom-up’ approach.
Any employee who had a creative idea or con-
structive opinion was encouraged to express it

freely, and those with useful practical ideas were

encouraged to execute them.

This new ethos facilitated active discussion
and interaction among employees throughout
the organization and encouraged staff members
to discuss and understand the new IT policy.
Although it took some time to reach consensus,
the initial resistance of reluctant employees was
gradually overcome.

The development of this ‘horizontal’ deci-
sion-making structure, which has been unusual
in public—sector organizations, enabled employ—
ees to present their own suggestions for im-
provement of work processes. If the suggestions
were feasible, these ideas were put into practice
with the support of senior management-thus
providing employees with positive feedback and
reinforcement of their commitment to the new

implementation.

(2) Strategic decision-making and leadership of

senior management

The senior management of KAMCO was sen-
sitive to changes in the operating environment
and accurately anticipated the future needs of
the organization. This led directly to the decision
by senior management to implement e-trans—
formation with support from the Department of
Knowledge and Information.

This study has found that the strategy for or-
ganizational change must fit the nature of the
organization, especially with respect to the stra—
tegic position and decision-making mechanisms
of the organization. The effective strategic deci-
sions made by KAMCO were based on mutual
trust between senior management and the prac—

titioners who were responsible for the actual
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implementation of the ‘Onbid’ system. The strong
commitment of senior management to the im-
plementation of the system and the (ultimately)
positive response of the practitioners was mu-
tually beneficial to both groups. The input of se-
nior management, the practitioners, and the
Department of Knowledge and Information in
the case of KAMCO is typical of the Sense and
Response schema proposed by Haeckel and
Nolan (1996).

The significance of the strong leadership at
KAMCO becomes even more apparent when
considered against the backdrop of the nature
of public-sector organizations and the particular
business domain in which KAMCO operated.
Public-sector entities typically rely on govern-
ment direction in determining what the organ-
1zation should do. This is especially likely to be
the case in a high-risk business environment
such as asset management. The achievements
of senior management at KAMCO were thus
significant in two ways: (i) leadership chal-
lenged the existing prejudice that real estate
trading could not be conducted online; and (ii)
leadership altered the prevailing organizational
culture in leading employees to participate in
strategic decision-making and the actual im-

plementation of the ‘Onbid” system.

(3) Strategic use of social capital

KAMCO utilized its well-established social
capital, which it had earned over 40 years as a
leader in the public asset sales industry, as a
critical success factor in its implementation of
the new system. In particular, the social network

of active personal interaction within the organ-

ization was a major strategic resource of KAMCO
for the exchange of knowledge.

The successful utilization of this social capital
can be summarized as follows:

e First, KAMCO empowered middle manag-
ers to change their hierarchical communi-
cation structure to a more horizontal form.
The subsequent success of the ‘Onbid’ sys-
tem, which was perceived by staff mem-
bers as being ‘best practice’ in the industry,
stimulated even more horizontal interaction
in the organization.

e Secondly, in addition to formal meetings,
KAMCO utilized informal gatherings (such
as coffee-break meetings and informal din—
ner meetings) to promote the need to im-
plement the ‘Onbid’ system.

e Thirdly, KAMCO encouraged the creation
of a working atmosphere in which employ-
ees felt free to exchange their knowledge
regardless of their hierarchical positions
within the organization.

However, a social network that is limited to
specific interest groups is not enough to facili-
tate comprehensive knowledge-sharing among
entire employees. It is essential that the network
not be exclusive of other persons outside the
immediate network. Active interaction among
diverse departments and groups must be ach-
ieved. KAMCO's practitioners were aware of
the importance of active interaction with other
departments for knowledge-sharing purposes.
Moreover, they were aware of the need to es-
tablish extended social networks with external
stakeholders from other governmental agencies.

By virtue of its wide range of relationships with
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other government agencies, KAMCO was able
to exchange knowledge with other agencies and
achieve success in the interface between the
‘Onbid’ system and external e-government in-
frastructures.

From the perspective of social network theo—
ry, KAMCO has a well-established network
among external organizations—for example, the
Public Procurement Service (PPS) and the Mi-
nistry of Finance and Economy (MFE). In a
sense, the PPS is in a competitive relationship
with KAMCO with respect to the business do-
main of public asset trading. However, there
was no evidence of a conflict of interest between
these two government bodies. The relationship
with the PPS helped to ensure that overca-
pitalization did not occur. Moreover, by clarify—
ing the target business domains and customer

segments of the two organizations, the close re-

lationship assisted in solving potential problems
of conflict. In addition, the established relation—
ship with the Ministry of Finance and Economy
ensured that the ministry was able to intervene
to solve any problems that did arise. <Figure
2> illustrates the internal and external arrange—
ments among these three government organi-

zations.

(4) Adoption of private-sector management and
marketing techniques

Because many private citizens want to partic—
ipate in bids for public assets, KAMCO has tak-
en care to ensure that the development and op-
eration of the ‘Onbid’ system facilitates the ac—
tive participation of individual citizens. To ach-
ieve this, KAMCO defined the ‘Onbid’ system
as ‘a customer-oriented cyber marketplace.” It

then undertook demographic analysis of poten-

The Public Procurement Services

T 5

Interaction
Between
Organization

Departmeny of
Knowledg¢ and
Informatig

Department of
Information Systems

KAMCO

<Figure 2> Internal and

susnus®
snus s®

.
.
gtfannunns
3

The Ministry of Finance and Economy

external interactions of KAMCO
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tial customers in association with market trend
analyses, classification of catalogues, and as-
sessment of KAMCO’s past transaction data.
This research enabled KAMCO to configure the
‘Onbid’ system in a manner that appealed to its
target customer segment.

Furthermore, KAMCO decided to adopt mar-
keting approaches and techniques from the pri—
vate sector, even though it was in the position
of being a public-sector monopolistic enterprise
(as specified by legislative charter). To achieve
this objective, KAMCO held a public hearing in
2002 to discuss the implementation of electronic
asset trading. It then provided briefing sessions
for citizens on how to invest in electronic asset
trading. In addition, KAMCO pursued an in-
dependent brand strategy using the ‘Onbid’
name (which was actually suggested by one of
its employees). To promote its new website and
brand name, KAMCO used a variety of mea-
sures. These included : (i) direct mailing to pri-
vate citizens who had attended its briefing ses—
sions for investment; (ii) promotional materials
to the mass media (such as brochures and CDs);
and (iii) promotional information to on- site bid
participants. As a result of these promotional
endeavours, KAMCO has been able to attract
private investors with significant purchasing
power to patronize the ‘Onbid’ operation from its

inception.

4.2 Future of the ‘Onbid’ system

At current stage, KAMCO'’s plan is to stabi-
lize and enhance the present functions of ‘Onbid’

and the service it provides. However, ‘Onbid’

presently stands alone as an infrastructure for
asset trading, which is not optimal from the per-
spective of an integrated strategy for e-gover-
nment. It can therefore be argued that there is
a need to enhance the ‘Onbid system with a
view to developing an integrated asset-man-
agement system that interfaces with taxation
information, electronic registration information
from legal authorities, and other information rel-
evant to asset management. In short, there is
a need to develop a nation—wide asset-manage-
ment system of a single information system.

As previously noted, KAMCO is proceeding
to optimize its present ‘Onbid arrangements by
strengthening the stability and security of the
system. However, KAMCO 1is simultaneously
developing feasibility plans for the efficient
management of nation-wide assets and the de-
velopment of an integrated version of the ‘Onbid’
system that interfaces with the IT infrastruc-
tures of other government agencies. In pursuing
such a national asset-management system,
KAMCO is seeking cooperation and active sup—
port from other government agencies and
enterprises.

Apart from the need for a nation-wide as—
set-management system, there is a growing
need to resolve the problem of unrealistic spec-
ulation in real estate in Korea. In addition to le-
gal and institutional measures to reform un-
desirable practices in real-estate trading, there
is an urgent need to develop suitable IT infra-
structure to encourage the adoption of e-com-
merce functions in this field KAMCO is ex-
pected to play a crucial role in solving the prob—

lems that currently exist in real-estate trading
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by virtue of its specialist knowledge of as-
set-trading management and its expertise in
e-commerce. KAMCO can thus be expected to
play an increasingly substantial role in the ado—
ption of a ‘one-stop service” in e-commerce of

asset trading.

5. Conclusion

This study has fulfilled its intention to identi—
fy the characteristics and critical success fac-
tors of e-business implementation in the public
sector through analysis of a case study of the
‘Onbid’ system of the Korean Asset Manage-
ment Corporation (KAMCO).

This study contributes to previous works in
knowledge management research by expanding
the level of research from individual or single
organizational level to inter-organizational level.
Furthermore, it explores the role of social capital
for knowledge management in a single organ-
ization as well as inter—-organizations. In partic-
ular, this tried to identify unique underpinning
organizational characteristics of public sector in
executing knowledge management, which dif-
ferentiate government organizations from other
private ones.

More specifically, the study has shown that
successful e-marketplace implementation re-
quires an ongoing effort to interact actively and
cooperatively with internal and external net-
works. This is especially the case if there is a
lack of legislative support and direction from the
central government and its public-sector agen—
cies.

The study has also found that it is important

for senior management to make accurate as-
sessments of the internal and external environ-
ment of the organization. Moreover, senior man-—
agement must be totally committed to steering
the project to completion through the empower—
ment of stakeholders and the enhancement of
the social network through which they com-
municate.

Although this study does not cover all aspects
of e-business in the public sector, it provides
useful insights and practical guidelines for the
adoption of e-business in the public sector. It
should inspire further studies that aim to identi-
fy the critical factors for success in implement-
ing the functions of e-business in the public

sector.
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