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ABSTRACT
 The dynamic increments in organizational activities that call for the needs to control investment on inventory through which purchasing functions or strategies is required to be consider as the best way to achieve cost efficiency. However, the research conducts on developments of the ‘discipline’ towards capital optimization has led to series of debate an organization. The research work therefore was carried out to determine impacts of purchasing management’s practice as a cost saving devise in organization (using Olams Grain Flour Mill as a case study). It objectives are identify, and evaluate the impacts of purchasing managements practice tools for Capital Optimization in an organization to examine the contribution of material specification and organizational performance and understand the extents to which sourcing can improve organizational efficiency, the method that researcher used are questionnaire, observation and survey in collecting data from respondents and out of total population of 85 questionnaire administered 50 were returned. Chai Square were used to test the hypothesis in order to measure variables. The research findings work shows that there is positive relationship between sourcing and organizational performance. The research recommend that management should create effective communication network of supplier to guarantee steady flow of materials also management should determined cost improvements center through the purchasing functions is prioritized. In view of this research work as contributes immensely in the area of  provision or continuous availability of material at a minimum cost in Olams Grain Flour Mill.
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CHAPTER ONE
INTRODUCTION
1.1 BACKGROUND OF THE STUDY 	
Purchasing management is a department in an organization responsible for purchasing activities. Purchase is Most Important Function in any Organization.  Purchase is the first element which affects the product cost. Purchase management decides profitability of the Company. The purchasing management department ensures that all goods, supplies and inventory needed to operate the business are ordered and kept in stock.  It is also responsible for controlling the cost of the goods ordered, controlling inventory levels and building strong relationships with suppliers
Purchasing department contributes immensely to the successful functioning of any organization especially manufacturing organizations. It includes acquisition of raw materials; work in progress, spare parts/consumables, finished goods and other related service require to enhance operational continuity. Some organizations argue that purchasing department is a service department because it only does what it is told to do. (Carter &Narasina, 1996).This organization pay much attention on marketing, strategy and leadership (Carter, 2000). Argument does not take into consideration that if purchasing department is allowed to carry its assignment, unhindered, the assignments would better carryout. 
While considering its consulting to other departments within the sector for example, the production department demands for accurate necessities to avoid production stoppages. The sales department similarly, would demand for stocks in reserve to meet virtually every demand that comes. On the other hand, the finance department would always argue for minimum investments in stocks so that the funds could be used elsewhere for other better purpose, (Vohra 2010).
The effective and efficient of a productive system requires the regular demand and supply of inventory at the input, transformation and output phases of the production process, purchasing management is the process of efficiency, utilizing the capital available for acquisition of relevant materials or related services require to enhance operational efficiency and optimizing the use of capital in a manufacturing sector. The primary needs of a good purchasing management are to contribute towards the profit of manufacturing activities (Harold T.A etal, 2015). He went further that another important objective is to ensure the availability of materials so that definitely schedule can be maintained, thus keeping the customer satisfied. 
Inventory represents an important decision viable at all stages of product manufacturing distribution and sales in addition to being a major portion of total current absents of many organization. Inventory often represents as much as 40% of total capital of industrial organization (Moore, lee and Taylor, 2000). It constitute 33% of company assets and as much as 90% of working capital. (SawayaJr and Giaugue, 2016) since inventory constitutes a major segment of total investment, it is crucial that good purchasing management be practiced to ensure of organization growth and profitability. 
Purchasing management practice as the means of obtaining the right materials or service of the right quality in the right quantity, at the right time, at, the right price, from the right source and to be delivered to the right place. The functions that are responsible for obtaining by purchase, lease or other legal means, equipment materials, supplies and services required by an undertaking for use in production. 
Managements of materials in flow from establishments of sources, purchases through inventor, stores to the ultimate delivery at production line as needed at every stages there are decision to be made at to quality, quantity, timing, source and cost these decision should be key to constantly changing business and economic condition that after the immediate objective of the sector. However, purchasing management has been a problem to many business organization in Nigeria and managers have been relatively unsuccessful in continuing top management to give this area due consideration that it logically deserves. 
Based on the above analogy, therefore this research work evaluates the impact of purchasing management practices and techniques at a tool for capital optimization with respect to OLAM GRAINS Nigeria limited as a case study. 
1.2 Statement of the Problems
Irrespective of the nature of organization, either private or public manufacturing or service oriented and no matter their proposed or existing business objective either profit sales, organization growth, return on investment, and cooperate responsibilities e.t.c purchasing is the life blood for their productivity. 
Problems of what, when and how to buy have been around from the time immemorial. Purchasing activities as at then were considered as clerical routine often of found in a firm. Decentralization of purchasing unit then account for non standard item which adversely jeopardized the entire activities undertaking within the firm therefore creates bottleneck on the area of profitability. Nowadays organizations have considered the need to control the investment on inventory through prioritization of purchasing unit in other to achieve value added. 
Managers are aware of the vital roles purchasing plays in the activities of organization. In most organization direct material represent up to 50% of the total product cost, as a result of the money entrusted on inventory. 
Thereby affecting the profitability of the organizations at time do not consider the contribution of sourcing and supply chain in determining the inventory holding which may adversely affect the profitability of the form in the long-run therefore create relationship problems between purchasing management and value added, profitability, productivity and effectiveness. 
Purchasing determined the need, selecting the supplier, arriving at proper price term and condition, issuing of contract or order an following up to ensure proper delivery. The cost of acquiring these inventories is also important for the fact that too much of it will tied town organization working capital and risks of financial projection may ensued. To justify efficient investment on inventory is the concern of the researcher. 
1.3 Research Objectives    
 The primary objective of the study is for the researcher to fulfill oneof the basic requirements for the award of National Diploma (ND) Certificate in Procurement and Supply Chain management and to examine the impacts of purchasing management practice as a cost saving device in a manufacturing organization using OLAN GRAIN Nigeria limited as a case study. Having choosing specification and sourcing as purchasing management, the specific objective of the study are: 
i. Examine the contributions of material specification and organizational performance. 
ii. Determine the relationship between material specification and organization efficiency.
iii. To evaluate the effect of sourcing on organizational performance. 
iv. To explore and understand the extent to which sourcing can improve organization efficiency. 
1.4 Research Questions
In pursuance of the central problem in this research, a number of questions have been raised for this purpose. They are: 
i. Does material specification contribute towards organization performance
ii. What is the nature of the relationship between specification and organizational efficiency?
iii. To what extents does sourcing affect organization performances? 
iv. Does sourcing improve organization efficiency?
1.5 Research Hypothesis     
Hypothesis are tentative answers to research questions, they are often stated in term of dependent and independents variables.  Hypothesis could be alternative or null.  The alternative hypotheses give positive assumption while null hypothesis gives negative assumption for the purpose of their research.
The following hypothesis will be verified:

H0:	Purchasing management does not have any significance effect in a manufacturing organization.
H1: Purchasing management has positive significance effect in a manufacturing organization.
1.6 Significance of the Study  
Purchasing management to make use of minimum investment in materials inventory consistent with safety and economic advantages. This research has both theoretical and practical significance. Theoretically the study  provides a theoretical framework for the understanding of the impact of inventory management practice and techniques as tool for capital optimization. Therefore, considering the major role of purchasing management in an organization in achieving its goals. Such information will be of immense help for every organization. 
On the practical significance, the study will try to educate both management whose interest are not centralized on purchasing management role on organization capital optimization and as well employee will appreciate the findings and recommendations of this research work for a successful day to day transaction. 
1.7 Scope and Limitations of the Study
This research work is limited to the impact of purchasing management practice as cost saving device in a manufacturing organization. The research could not cover every company but, OLAM GRAINS Nigeria Limited, Ilorin is used as case study.  
However, there cannot be any research of this nature that is 100% constraints free, certain problems were encountered in the process of conducting this study, these include:
Lack of Co-operation from member of staff of OLAM GRAINS Nigeria Limited, most of the staff contacted for information about the company were not ready to divulge the information because of the fear of exposing the company to the competitors.  Consequently, the researcher found it extremely difficult to gather relevant information required from the case study. 
Another constraint was the limited time factor, the degree of time consumed at the expenses of lecturer and other important academic assignments cannot be under estimated.
1.8.	HISTORICAL BACKGROUND OF THE CASE STUDY
Since it was established in 1989, Olam has evolved from a single-product, single-country geography, to a multi-product, multi-national, agri-business today, with 70,000 employees, contract, seasonal and temporary workers from 70 different nationalities. In 1989, the Kewalram Chanrai Group established Olam Nigeria Plc to set up a non-oil based exportoperation out of Nigeria to secure hard currency earnings to meet the foreign exchange requirements of the other Group Companies operating in Nigeria. The success of this operation resulted in Olam establishing an independent export operation and sourcing and exporting other agricultural products. TheGroup's agri-business was headquartered in London and operated under the name of Chanrai International Limited. The business began with the export of cashews from Nigeria and then expanded into exports of cotton, cocoa and sheanuts from Nigeria.
In 1989 Nigeria was the launch pad for Olam’s global business endeavours, and we have featured prominently in the country’s economy ever since. 
With an initial focus on the procurement of primary commodities like cashews, cocoa and shea nut, we gradually refined our operational scope and expanded operations into 3 major business streams, namely exports, imports, and branded packaged food products.
Today, we have over 3,000 staff spread throughout the country, engaged in helping us manage our value chain activities of sourcing, processing, marketing and distribution.
With offices and operational units across all geopolitical zones of the Nigerian Federation, Olam has a wide and growing network of farmers, suppliers, wholesalers, local buying agents (LBAs), customers and service providers. Today, these networks encompass approximately 500,000 farmers and have created tens of thousands of jobs in indirect employment.
Principal business activities in Nigeria include:
· Animal Feeds and Hatchery with Olam Hatcheries Limited - our most recent major investment
· Sourcing and procurement, grading, processing and export of agricultural products such as cocoa, cashew, and sesame
· Local farming, milling and distribution of rice
· Wheat milling and Pasta with group company Crown Flour Mills
· Biscuits, candy and confectionery with OK Foods Ltd
· Noodles with Olam Sanyo
· Dairy beverages with Caraway Africa Nigeria Ltd.
· Culinary ingredients with Caraway Africa Nigeria Ltd.
Move to Singapore
By the start of 1993, Olam recognised patterns and in the skills and capabilities required to participate in agricultural production and distribution in many different product markets. Between 1993 and 1995, the business grew from a single operation into multiple origins, first within West Africa (including Benin, Togo, Ghana, Côte d'Ivoire, Burkina Faso, Senegal, Guinea Bissau, Cameroon and Gabon), and then to East Africa (Tanzania, Kenya, Uganda, Mozambique and Madagascar) and then India. The move into multiple origin countries coincided with the deregulation of the agricultural commodity markets. Olam International Limited was incorporated in Singapore on 4 July 1995 as a public limited company. In 1996, at the invitation of the Singapore Trade Development Board (now International Enterprise Singapore), Olam relocated their entire operations from London to Singapore. Furthermore, the Singapore Government awarded Olam the Approved International Trade status (now called the Global Trader Programme) under which Olam was granted a concessionary tax rate of 10%, which was subsequently reduced, in 2004, to 5%. On relocation to Singapore, the Group's agri-business was reorganised to be wholly owned by Olam International Limited in Singapore. During this phase, Olam established sourcing and marketing operations in Indonesia, Vietnam, Thailand, China, Papua New Guinea, Middle East, Central Asia and Brazil
IPO
In 2002, Russell AIF Singapore Investments Limited (managed by On AIF Capital limited), became the first external investor to take an equity stake in the company. In 2003, Temasek Holdings, through its wholly owned subsidiary, Seletar Investments, took a stake in Olam, followed by International Finance Corporation (IFC).2005 marked a key point in Olam's history. After nearly a decade as a highly successful private company, Olam International Limited was listed on the Main Board of the Singapore Exchange on 11 February 2005. Temasek made a strategic investment in Olam in 2009.As of December 2014, following a Voluntary General Offer it holds close to 51.4% of Olam.  In 2015 Mitsubishi Corporate acquired a shareholding of 20% making them the second largest shareholder. The Management Team of Olam has a significant shareholding in the company approximating 5.8% in the total issued share capital, which greatly aligns shareholder and management interests in creating value. Olam's free float owned by public shareholders accounts for approximately 14.8% of the total issued share capital.
Post IPO
Olam is active in the supply chain management of agricultural raw materials and food ingredients. With operations across more than 70 countries, Olam supplies 47 agri-products and markets them to over 23,000 customers with global employee strength of 35,045, totalling 70,000 when contract and temporary workers are included. In 2010, Olam International discussed a possible merger with one of its main competitors, i.e. the Geneva-based Louis Dreyfus Commodities, the world's largest cotton and rice trading company. This idea was given-up early 2011, as the two parties could not find an agreement on the details of such a potential merger. Olam announced in July 2013 that it would sell its cotton assets in Zimbabwe, with the preferred buyer being a private equity company.
Deforestation-linked palm oil, cocoa, and rubber
Between 2011 and 2015, Olam’s palm oil trade volume grew by approximately twenty times—from 71,000 tons to 1.53 million tons.  Despite Olam’s stated commitment to RSPO-certified palm oil, the company shunned transparency as it expanded its palm oil production. A report  released by the NGO Mighty Earth and Gabon-based NGO Brainforest on December 12, 2016 revealed that Olam was operating a secretive palm oil trading operation worldwide, particularly with its third party suppliers in Asia. Olam was accused of endangering the forest habitats of gorillas, chimpanzees and forest elephants due to widespread deforestation. It was revealed that in Gabon Olam had cut 26,000 ha of forest for palm oil. The photos and videos featured in the NGO report show Olam bulldozing Gabonese rainforests for rubber and to establish what they intended to build as Africa’s largest palm oil plantation. The analysis found that in Gabon Olam cleared approximately 26,000 hectares of forest across its four palm oil concessions since 2012 and additional forests for rubber. The two NGOs also documented Olam’s cutting down an area the size of Washington DC in what had been an intact forest landscape in Northern Gabon, for rubber in Gabon. On December 16, 2016, shortly after the report was released, Mighty Earth submitted a formal complaint against Olam to the Forest Stewardship Council (FSC) for Olam’s deforestation and for violating FSC policies.  In response to these allegations, on February 21, 2017, Olam suspended further land clearing of forests in Gabon for at least a year.  As part of the agreement Olam suspended further land clearing of forests in Gabon forat least a year.  As a result, Mighty Earth suspended its campaign. On September 13, 2017 NGO Mighty Earth released a second report documenting findings that Olam purchases cocoa grown illegally in national parks and other protected forests in the Ivory Coast. The report accused Olam of endangering the forest habitats of chimpanzees, elephants and other wildlife populations by purchasing cocoa linked to deforestation. As a result of cocoa production, 7 of the 23 Ivorian protected areas have been almost entirely converted to cocoa.  Olam was notified of the findings of Mighty Earth’s investigation and did not deny that the company sourced its cocoa from protected areas in the Ivory Coast
Muddy Waters allegations
In November 2012, Carson Block of Muddy Waters Research accused Olam of "deciding to take huge leverage and invest in illiquid positions", questioning its accounting practices and accusing its board of an "abject failure of leadership". Olam called the allegations "baseless rumour-mongering" and sued Block for libel,  but its shares nevertheless fell 21%.
Forced evictions and land clearance in Laos
The company is involved in the production of coffee in Laos and the clearance of forests and villages to plant large plantations. Areas of land that were acquired by the company were previously inhabited and farmed by villagers who had paid their land taxes and were also farming coffee alongside other products.  Compensation was only partly paid, with many evicted landholders being paid only in rice. Many landholders are now facing challenges to grow enough food to survive. This development of large industrial plantations at the sacrifice of the small holding family unit is argued by some to be counterproductive to the development of Laos; as it reduces the overall agricultural productivity; and increases poverty amongst the families, while a few officials and the company benefit.
1.9	Definition of the Terms 
In the course of this research, certain words are used which may be slightly different from the grammatical meaning in the real sense. In order to understand these terms as used in this research work. Brief explanation of its meaning will be presented for the reader(s) to be able to link its meaning with the topic of research. These terms include:
Supply Chain: Supply chain is a network of all individual, organization, resources, activities and technology involved in the creation and sales of a product from the delivery of source materials from the supplier to manufacturer, through to its eventual delivery to the end user. 
Efficiency: This is the ability to avoid wasting materials, energy, efforts, money and time in doing something or in producing a desired result. 
Productivity: Productivity is the measure of how specified resources are managed to accomplish timely objectives as stated in terms of quantity and quality. 
Profitability: Profitability is the ability of a business to earn a profit. A profit is what is left of the revenue a business generates after it pays all expenses directly related to the generation of the revenue, such as producing a product and other expenses related to the conduct of the business activities. 
Procurement: Refers to all activities in a firm that involves getting a product or service from the supply to the final consumer. 
Inventory: Inventories are the stocks of raw materials, work in progress, finished goods and supplies held by a business organization to facilitate operations in the production process. 
Sourcing: Sourcing is described as typical trade off that allows a certain supplier to offer poor quality goods at a reduced cost while another supplier offer higher quality items at an uncertain delivery
Re-order level: Re-order level is a level of material at which an action should be taken for replenishment of stock. 
Material requirement planning: is a software based solution that works backwards from customer orders to determine when material will be needed for production and then initiate their purchase to have delivery coincide with upcoming manufacturing runs and schedule product delivery date 


CHAPTER TWO
LITERATURE REVIEW
2.0	Introduction 
The literature review of this work will be base on conceptual framework, theoretical framework and empirical framework. The conceptual framework are purchasing management practices strategic purchasing, procurement cycle, purchasing functions. 
While theoretical framework arebase on supplier evaluation theory, supplier development theory and many more and empirical framework was included in the study. 
2.1	Conceptual Framework
Van Weele (2005) view purchasing management as an activities that evolve fromthe early stage to the current stage. He emphasized on the transformation of purchasing function to the strategic purchasing towards optimization of capital. 
Hunja and Abelle, (2003) focus on investigating public procurement reforms while little effort was made in the private sector. In view of current global financial meltdown, it is imperative for private organizations in Africa to adopt strategic approaches to purchasing in order to facilitate commercial gain. 
Msimangira (2003) capitalized on the scope of purchasing activities in both developed and developing country. It expresses the extent through which the tasks were recognized across the globe. 
Quale & Quale (2000, page 7) sees procurement as purchasing contracting and logistics: where logistics is taken to be inventory control warehousing, transport, quality assurance and control.  
Mclvoretal, (1997) defined purchasing as ability of a firm to compete through its impact on quality, cost, technology and supplier responsiveness. 
Carr and Smeltzer (1997) emphasized on the need to control purchasing operations in order to achieve competitive advantages to save current situation. 
2.1.1	Strategic Purchasing      
The Strategic role of purchasing according to Van Weele (2000) refers to all activities in a firm that involves getting a product or service from the supplier to the final customer.
Intense competitive pressures have forced companies to re-examine their approach to managing suppliers and their supply base. An increasing focus on core competencies and the concomitant increase in outsourcing of components and services, has also placed greater emphasis on supplier management. In addition much of the traditional in-house development activities have been pushed onto suppliers. Purchasing is thus increasingly regarded as a strategic weapon, centered on its ability to create collaborative relationships for firm advantage. Partnerships with suppliers can have a strong positive influence on firm realize these benefits when they implement sourcing agreements at a lower negotiated price. They fail to follow through with the relational processes that capture benefits over the course of the contract. The ability to extract benefits from supplier relationships is linked to the way these relationships are managed. For example, those relationship characterized by close interactions and successful process integration between buyer and supplier are better able to create, coordinate and protect joint resources for a sustained competitive advantage. Thus, it is not enough for a firm to possess a strategic purchasing orientation, they must also create conditions which allow the buyer and supplier to contribute and develop the relationship. Various supply management practices facilitate this process. Three will now be discussed. 
· Formal Socialization        
Socialization may be defined as the level of interaction between, and communication of various actors within and between firms, which leads to the building of personal familiarity, improved communication, and problem solving.Socializationmay also be understood as the process by which an individual acquires the social knowledge and skills necessary to assume an organizational role (e.g. the process of “learning the ropes”). Supply chain socialization is the process by language, ideology that helps to edit a member’s every day experience, standard of relevance of work, prejudices and models for social etiquette. 
· Supplier Integration 
Integration with suppliers is an effective strategy for improving business performance. Suppliers are often included in the product development process, but here we discuss integration with suppliers at the operational level. Integration of suppliers at the operational level makes the supplier an extension of the firm’s factory, emphasizing continuity of supply and an end-to-end pipeline. Mechanisms for facilitating this integration include the participation of suppliers in design, procurement and production stages, as well as the use of ordering systems and information technology to exchange information. These linkages permit increased coordination with suppliers at a tactical level, enabling the firm to deal more effectively with the complexity and uncertainty present in their environment. The development of a strategic partnership approach is fundamental to the success of supplier integration efforts. The approach must rest on a firm base of, supply market research; spend analysis, customer requirements knowledge, supplier selection criteria, and other formal process. Ultimately, integrating suppliers into a well-managed supply chain is found to have a lasting effect on the competitiveness of the entire supply chain. 
· Supply Base Flexibility      
Supplier characteristic can have a large impact on the performance of the buyer firm. The supply base flexibility reflects the degree to which a firm’s key suppliers are able to customize products, be responsive to delivery changes, and to accept late “mix” and volume changes – that is, adapt to the needs of the buyer. This is similar to the concept of lean supply which advocates working collaboratively with fewer suppliers to reduce costs, improve design cycle times and foster innovation development. In the next article, we cover the relationships between these elements based on our study. 
2.1.2	Procurement Cycle 
According to the journal published on the 22nd May, 2015 
Below are the most common procurement steps you need to be familiar with:
STEP 1: Need Recognition
The business must firstly identify the need for a new product. It could be sourced from either internal or external sources. The need from the company may be to reorder a product or it could be a new item completely. It is important to identify the need for a product so the process can be managed efficiently and effectively through the procurement cycle.
STEP 2: Specific Need 
Finding the right product or market for the company is a highly important step in the cycle. There are often standards put in place in some of the industries in order to determine the specifications required, while others have no point of reference to look upon. There is the possibility that the company has ordered the product in the past but if not, then they must specify which product they want using identifying factors such as colour, packaging and weight. Having specifications in place will make this process easier. Then there is the need for researching the marketplace, scoping out the positioning of a product will identify potential competitors in the marketplace.
STEP 3: Source Options and Plans
The next step in the process is finding out where the product can be obtained. The company may use a list of approved vendors to find somewhere that can source the product. If this is not the case, then the business will have to find a supplier using purchase orders or research other sources, for example magazines, the internet or using sales representatives. The company will then develop a strategy and follow through with the supplier that gives the best product or service for the business, to fulfill their need.
STEP 4: Price and Terms
The business will then move on to determining the best price and terms for the product they require. This often depends on the needs of the company, the products they already have in stock or specialized materials they require. Following the process, it is normally recommended for the business to look at three different suppliers (market engagement) before they come to making a final decision. It is important for the company to look around to see if they can find a good deal for the products they require. Researching different brands will allow them to find the best deal and terms that match the product or service they are looking to acquire.
STEP 5: Purchase Order
The purchase order is put in place to allow for materials to be purchased from the seller to the buyer. It will specifically define the price and all the specifications of the product. The purchase order will also feature all of the terms and conditions of the product and services, which must be read by the buyer. The purchase order will also show any additional obligations. It is vital this is read properly to identify any errors.
STEP 6: Delivery
The next step requires the purchase order to be delivered. This is typically done by fax, mail, email or personally by the supplier. Often the specific delivery method is written in the purchasing documents sent to the buyer. The buyer will then acknowledge the receipt of the purchase order and both parties will keep a copy of it in case of needing it in the future.
STEP 7: Expediting
This step in the procurement process addresses the timeliness of the service or materials that have been delivered to the company. This is a particularly important part of the process, especially if there are any delays in the delivery. Issues often noted in this step of the process include payment dates, delivery times and completion of the work.
STEP 8: Receipt and Inspection of Purchases
Once the products have been delivered, the buyer must accept or reject the items. If the items are accepted, it means the company is responsible for paying for them. It is important that the products are inspected thoroughly to check they are up the standard expected from them. If they are not happy with the quality then they must contact the supplier to rectify the issue.
STEP 9: Invoice Approval and Payment
There are three important documents, which must match the invoice request payment. These are the invoice itself, the receiving document and the original purchase order. These documents are agreed and confirmed from both the receiver and supplier in order to finish the process of buying new products. Any problems in this step must be resolved before the recipient goes forward to pay the cost of the products ordered. Payment for the product is most typically through cases, credit letters, checks, bank transfers or other types of electronic transfers.
STEP 10: Record Maintenance
It is vital that the company retains all proper records in the case of audits happening. These include any purchase records, which can be used to verify any tax information and purchase orders to confirm the warranty information provided with the products. Purchase records also provide information for future purchases such as if products want to be reordered. This means the procurement cycle will start from the beginning again.
As you can see, the cycle provides a clear structure and important steps to follow. Identifying, conducting analysis, selecting, managing, performing and reviewing are highlighted throughout.
Fancy developing your career in procurement? Feel free to browse through our latest Telegraph Procurement Jobs which gives you the opportunity to become a senior procurement analyst, procurement buyer, purchasing specialist, procurement manager or head of procurement.
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2.2	Specification
A specification of an item is the description of the item, its dimensions, analysis, performance or other relevant characteristics in sufficient detail to ensure that it will be suitable in all respect for the purpose for which it is intended. Specifications are detailed descriptions of the materials, parts, and components used in making a product. They are the verbal and quantitative descriptions of a product’s design. Because they are used extensively by engineering, production, and purchasing, optimum specifications help maximize the performance of all these departments (Gelderman, 2005). 
When specifications are fixed, the final design of the product to be sold is also fixed. When final design is fixed, the product’s competitive stand and profit potential are also fixed. Hence, developing proper specifications is an important management task. The task is difficult because it involves many variables, including the problem of conflicting human sensitivities. Before the optimum in design can be achieved, major conflicting views must be reconciled. Such natural departmental differences regarding design problems can be resolved only by perceptive and skillful management. Proper specifications and standardization can contribute significantly to a firm’s profitability (Mclvor, 2003).

2.3	Theoretical  Framework
2.3.1	Supplier Evaluation Theory  
This theory focus on the process involved in supplier selection is lengthy and it utilizes different standards and criteria ranging from delivery time, pricing structure, service level and product quality.  
These criteria are neither fixed nor standardized to evaluate suppliers. Their applications in the entire selection process vary across organizations. Therefore, the selection process has been described as a typical trade-off that allows a certain supplier to offer poor quality goods at a reduced cost while another supplier offer higher quality item at an uncertain delivery time (Bhuta&Huq, 2002). It is therefore a risk to minimize cost, and macimise quality with wrong supplier (Araz&Ozkarahan, 2006). 
Furthermore, Burke et al., (2006) asserted that the sourcing strategy of a firm is characterized by three key decisions, firstly, criteria for establishing a supplier base. Secondly, criteria for selecting suppliers who will receive an order from the firm and thirdly the quantity of goods to order from each selected supplier. 
In order to overcome supply chain disruptions, excessive downtime of production and eventually a loss in revenue, firms apply effective evaluation process to select their suppliers (Cebi&Bayraktar, 2013; Burke et al 2006). Supplier evaluation can be conducted based on price, quality, delivery, flexibility, warrants, technical capability, financial position, performance  history and several other factors (Cebi&Bayraktar, 2003; Demirtas&Ustun, 2006; Weber &Ellram, 1993; Bhutta&Huq, 2002). A recent publication on the supplier selection method of a Nigerian bank shows that “the bank has consistently relied on referrals, and employee contacts to identify and on-board local suppliers” (Business Day 2011). This depicts an informal sourcing practice which ends up in driving poor quality goods and services into the financial services supply chain. 
2.3.2	Supplier Development Theory             
Supplier development has been an attractive concept to managers and the academic community since the early 90s (Celly, Spekman and Kamauff, 1999; Dyer and Singh 1998; Madhok and Tallman, 1998). This is typified by the fact that an organization can at time decide to invest in their suppliers to achieve certain benefits. Supplier development programmes can be deployed in various forms. Buyer may share their business information with their suppliers, provide financial assistance and involve suppliers in new product development (Zajac and Olsen, 1993). It requires companies to invest in their suppliers in order to accumulate substantial benefits, and improve the performance or companies to invest in their suppliers. Interestingly, the debate on supplier relationship management practices is now admired by academics and practitioners. As a result of this, managers have realized the need to move from the traditional adversarial relationship to a more strategic partnership with their providers (Morrissey &Pittaway, 2004; Veeldo et al., 2004). Thus, effective supplier development and supplier relationship management are vital to achieving competitive advantage (Quayle, 2002). 
According to Ellram (1995) firms faced with problems of deficient supplier performance and capabilities usually implement a wide range of supplier development practice, which could be deployed to upgrade the capabilities of suppliers purported to be the weak link in the firm’s supply chain. Also, firms can achieve efficiency through risk sharing within the supply chain (Handfield et al., 2000). This has encouraged firms to increase investment in their supplier’s skills and competence so as to be able to achieve a world class supply chain (Liker & Wu, 2000). The diagram I figure various level of supplier development programme
 (
Basic Supplier Development
Limited buyer involvement 
Investment in supplier’s personnel, 
Providing performance feedbacks to suppliers 
)Figure 1: The various levels of supplier development programme
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Levels of supplier
Development
)
 (
Advanced supplier development 
High level of buyer involvement 
Greater use of the buyer’s resources
Training suppliers 
Supplier involvement in new product development 
Sharing information on cost and quality   
) (
Moderate Supplier Development
Reasonable level of buyer involvement 
Requires more of the suppliers’ resources 
Visiting to supplier’s sites for assessment purpose 
Recognition and reward for supplier performance
Supplier certification 
)


(Adapted from: Sanchez-Rodriguex et al., 2005; Krause &Ellram, 1997; Monckza&Trecha, 1988)
2.3.3	Supplier Performance Ratings Theory  
After suppliers have been selected their performances have to be evaluated. Evaluation provides the buyer with objectives information to use in subsequent negotiations and in making future source selection decisions. 
There are various ways in which a supplier can be evaluated. Some companies design their own evaluation plans. Some adopt the combination of the following four most popular methods: 
1. The weighted point plan 
2. The categorical method/plan 
3. The cost-ratio method/plan 
4. Matrix analysis 
Note: Each a competing supplier is evaluated on quality, price and service. Quality evaluation is simply the suppliers record with respect to meeting required specification and is measured as the percentage of rejections to total material supplied. The quality control function often keeps factual data that can be used directly. 
Price evaluation in its simplest form is the figure coated in each instance fro conforming materials as compared with the price coated by others. Consistency of success and integrity in price behavior would provide measurement criteria. In short, price evaluation is based on the delivered total cost to the receiving organization. 
Service evaluation includes prompt submission of data, response to enquiries, delivery performance, special services rendered and other intangibles. Apart from delivery performances other criteria for measuring service are quit subjective, but they are never the less valuable.   
2.4	Empirical Review
The empirical analogy of the research work seeks the opinions of various journals in line with the projects under study. 
Temidayo Olawale and Oluseyi A. (2012) published a Journal on the Purchasing and Supply Management practices in co-operate organization with the case study of water co-operation kotokarfi. These research work reveal that practices relating to marketing, financial and customer management are given higher priority than purchasing management activities. It show that purchasing and supply activities in the co-operation are not strategic but mostly transactional. However, in the view of the rising demand for effective control over spends on goods, services, contract and acquisition processes, Nigeria water Co-operation origination need to adopt strategic purchasing practice. 

Trent (2004) in the Journal titled “Effective Organizational Design” stress the need to provide foundation upon which firm can pursue progressive supply strategies. If efforts are made to facilitate strategic approaches to purchasing the financial service company in Nigeria can enjoy continuous cost savings, effective services and value for money.   
Msimagira 2002 in his book titled impacts of strategies purchasing  on co-operate organization using polytechnic of new Zealand as a case studies stated that the value of purchasing and supply management has recognized as adding value to the organization and this recognition has often given it place in the bore room. Therefore most organization now develops purchasing and supply strategies that help support and implement overall co-operate strategies.   
2.5	Gaps in Literature 
The attention given to Purchasing and Supply Management in Nigeria Public  Sector are very unique while considering the journals and review of different theorist in the case study with little consideration to the manufacturing sector as the key area that worthwhile commendation in the area of cost efficiency and effectiveness that enhances operational continuity. 
Also it suggested on the contents trends that there should be decentralization of work which seek to hindered the effectiveness of the unit. This shows that if the department are not given a due recognition the entire activities can be jeopardized. However, it depends on the nature of the organization and policy making which may consider the need for such activities. 
In conclusion, most of the journal treated as a public activity where little effort was made in the private sector.


CHAPTER THREE
RESEARCH METHODOLOGY
3.1	 Introduction
The research method adopted for this research was survey. According to Hisia (2008) “survey is generally involved the analysis of data collection systematically form samples or form a populations it is mostly defined as the most appropriate and easiest way of obtaining information from people about their opinion, attempt, and behavior on a particular issue or nation phenomena
Survey method also involved the drawing up some question on a particular subject which are expected to be responded to.

3.2	Research Method Used 
	Research design is the specification of procedure of collecting and analyzing the data necessary to help solve the problem of hand, ‘such that the different between the course of obtaining various levels of accuracy and tl3e expected value of information associated with each of the accuracy is un maximized
	Research design is broadly classified as exploratory descriptive and casual. The exploratory research as the name suggests to concern with identi1’ing the real nature of problem perhaps formulating relevant analysis and hypothesis for later test.



3.3	 Sources of Data
In order to collect and gather adequate valuable and reliable information for this study both primary and secondary source of data collection were used.
i. Primary Source
This consist of data that has not been used before but specifically meant for this study under this source are personal interview and question are method were used.
Unstructured question were made to gather valuable information. In order words, questionnaire was done structural with some related question concerning the major concepts.
ii. Secondary Source
	These are data already in existence that has been used by some body else of his/her own reason through this source, some method under the sources are published textbooks, information from the internet magazines, journals and periodical for the purpose of gathering adequate and reliable data.
From the purpose of this research work a research method used for gathering information are personal interview and questions from some staff and customers of some selected small scale business in Ilorin which means one used primary source of gathering information.


3.4 Data Collection Tools
	Depending on the nature of the information to be gathered different instrument are used of other the relevant information from the respondents and the tools are:
This major instruments employed or used in this research work are questionnaires and oral interview.
Questionnaires
It is well structured question and litter of opened question all of which we hope will attract information based on the factors that are thought to be the roles small scale enterprises in economic development in Nigeria.
The total number of questionnaires produced and administer were 50 it was administered directly to sampled population. It contains a total of 15 questions.
Interview
This was directed to some of the respondents to the questionnaires in other to cross check their consistency to questionnaire administered. 1 was designed to discover unrevealed facts.
Observation
Adam S.O(2005) defined observation as the opinion of the researcher given is impression about the company, also observation also is the opinion, impression, observation of certain opinion about the case study.
The observation is being used in this project work for efficient and effective of this project
3.5 	Research Population and Sample Size
The term “population” means a total number of the people that occupy a particular geographical area over a period of time. The researcher made used of four major department as a population size comprise of the entitle of all the member of staff of the company Nigeria Bottling Company while sample size consist ten (100) staff chosen from different department of the organization.
3.6 	Sampling Procedure Employed
	The sampling procedure employed for the research work is random probability technique this is because of the ease of the technique. The procedure entails the division of population into smaller units in order for selection or samples.
3.7 	Statistical Method of Data Analysis
	For the purpose of charity, both the tabulations and percentages will be adopted to analysis data collected from respondents.
The data collected through the administrating questionnaire consist of two section which is Section A and Section B, section a consist of general information and bio data of the respondent and the section B consist of the question relating to the research topic. In which respondent are expected to choose out of the opinion listed out and the opinion shall be keep confidentially, and the questionnaire were based on using four rating scale. Strongly agreed, Agreed, Disagreed, Strongly disagreed

CHAPTER FOUR
DATA PRESENTATION AND ANALYSIS
4.0	Introduction 
This chapter is concerned with data presentation and analysis. The aim of this chapter is to present the results of findings collected from the Olams Grain cement, Ilorin. Data were collected with the help of questionnaire.
Having explained and examined the methodology adopted in conducting this study in previous chapter it is necessary to present the analyzed data collected.
However, the presentation and analysis of data are shown in the administration of questionnaire
Precisely seventy (70) copies of questionnaire were distributed to respondent to complete out this number only fifty (50) copes were duly completed and returned to the researcher.
SECTION A
Question 1: Please kindly indicate your genders?
Table 1
	Options
	No of respondents
	Percentage of respondents (%)

	Male
	32
	64

	Female
	18
	36

	Total
	50
	100


  Source: Researcher’s survey, 2025
	From the table above, thirty two (32) of the respondents were male representing 64% of the total number of respondents, while the remaining respondents were female representing 18 (36%). It can be deduced from the table above that male respondents were more than female respondents.
Question 2: Please kindly indicate your age
Table 2
	Options
	No of respondents
	Percentage of respondents (%)

	18-30 years
	21
	42

	31-40 years
	27
	54

	41-50 years
	2
	4

	Total
	50
	100


  Source: Researcher’s survey, 2025
	From the above table we can deduced that 27 (54%) of the total respondents has the highest population belongs to 31-40 years, 2 (4%) respondents has the lowest population while 21 (42%) respondent were between 18-30years
	It can be deduced that respondents were 31-40 years of age 

Question 3: What is your education background?
Table 3
	Options
	No of respondents
	Percentage of respondents (%)

	O’level
	-
	-

	OND/NCE
	10
	20

	HND/Bsc
	30
	60

	MBA/MSC
	10
	20

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The table above, shows that respondents representing 10(20%) of the total respondents were holders of either National Diploma (ND) or NCE certificate while 30 representing 60% of the total respondents were holders of either HND or BSC certificate, 10 representing 20% of the total respondents were holder of MBA or MSC certificate, none of the respondents were holder of O’level certificate and none of the respondents were holders of other qualifications. The significance of this result was that respondents with higher qualifications and thus better knowledge and experience were used for the study. This will enhance the reliability of the result and finding obtained from the study
Question 4: What is your year of working experience in the company?
Table 4
	Options
	No of respondents
	Percentage of the respondents (%)

	Below 10Years
	5
	10

	Between 10- 20 years
	25
	50

	20-30 years 
	20
	40

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The table above show that 5 (10%) respondents have working experience below 10 years, 25 (50%) have working experience between 10-20 years while 20 (40%) of the respondents having working experience between 20-30 years. 

Question 5: Please kindly indicate your marital status
Table 5
	Options
	No of respondents
	Percentage of respondents (%)

	single 
	4
	8

	married
	46
	92

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The table above shows that workers who are married constitutes the largest group 46 (92%) of the total number respondents, While the unmarried staffs represent 4 (8%) of the total number of the respondents.
SECTION B
Question 1: Does Purchasing effectively managed leads to organizational productivity?
Table 1
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	30
	60

	No
	15
	30

	Undecided
	5
	10

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The analysis of the above table shows that 30 (60%) of the total number of the respondents agreed that Purchasing effectively managed leads to organizational productivity. 15 (30%) of the respondents disagree also 5 (10%) of the respondents were undecided.
	It can be deduced that there were more management staff than other categories of staff.

Question 2: Does market capability analysis is carried out to determine where to purchasing from?
TABLE 2:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	30
	60

	No
	10
	20

	Undecided
	10
	20

	Total
	50
	100


Source: Researcher’s survey, 2025
The table above indicated that 30 (60%) respondents agree that market capability analysis is carried out to determine where to procure from in the organization, 10 (20%) respondents said no while the remaining 10 (20%)  were undecided.
Question 3: Does budget approval is obtained for the required items before purchase?
TABLE 3:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	45
	90

	No
	5
	10

	Undecided 
	-
	-

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 45 respondents (90%) agree that budget approval is obtained for the required items before purchasing function in organization while just only 5 respondents (10%) disagree while no respondents ticked undecided.
Question 4: Does delivery schedule that fit in the organization requirements is drawn with the suppliers?
TABLE 4:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	40
	80

	No
	10
	20

	Undecided
	-
	-

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 40 respondents (80%) agree that delivery schedules fit in the organization requirement is drawn to suppliers while 10 respondents (20%) disagree while nobody tick undecided.
Question 5: Do you think that public purchasing is any of relevance to the attainment of organizational objectives?
TABLE 5
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	48
	96

	No
	02
	04

	Undecided
	-
	-

	Total
	50
	100


  Source: Researcher’s survey, 2018
	The table above shows that 48 (96%) of the  respondents agreed that public purchasing is very relevant to the attainment of the organization objectives, while the remaining represent 2 (4%) disagreed that public purchasing is of no relevant to the organizational objectives while nobody tick undecided.
Question 6: Does purchasing function set in motion the entire procurement process in the organization?
Table 6
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	30
	60

	No
	10
	20

	Undecided
	10
	20

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The table above indicated that 30 (60%) respondents agree that purchasing function set a in motion the entire procurement process in organization, 10 (20%) respondents said no while the remaining 10 (20%)  were undecided.
Question 7: Does Market capability analysis is carried out to determine where to procure or not?
Table 7:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	30
	60

	No
	10
	20

	Undecided
	10
	20

	Total
	50
	100


Source: Researcher’s survey, 2025
The table above indicated that 30 (60%) respondents agree that market capability analysis is carried out to determine where to procure in the organization, 10 (20%) respondents said no while the remaining 10 (20%)  were undecided.
Question 8: Does Budget approval is obtained for the required items before purchase in the organization?
Table 8:

	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	45
	90

	No
	5
	10

	Undecided
	
	

	
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 45 respondents (90%) agree that budget approval is obtained for the required items before purchasing function in organization while just only 5 respondents (10%) disagree 
Question 9: Does Delivery schedules that fit in the organization requirements are drawn with the suppliers?
Table 9:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	40
	80

	No
	10
	20

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 40 respondents (80%) agree that delivery schedules fit in the organization requirement is drawn to suppliers while 10 respondents (20%) disagree.
Question 10: Does the organization periodically review the existing purchasing function policies?
Table 10:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	43
	86

	No
	7
	14

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 43 respondents which represent 86% of the total population of the respondents agree that the organization periodically review the existing purchasing function policies while 7 respondents representing 14% disagree with the statement and nobody tick undecided.
Question 11: Does Management set clear purchasing policy, objectives and targets?
Table 11:
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	43
	86

	No
	7
	14

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 43 respondents which represent 86% of the total population of the respondents agree that the Management set clear purchasing policy, objectives and targets while 7 respondents representing 14% disagree
Question 12: Does Effective purchasing management maximizes?
Table 12
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	10
	20

	No
	40
	80

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
	From the table above that 40 (80%) respondents agreed that senior staff were in charge of suppliers and purchasing function, while, 10 (20%) respondents indicated that the junior staffs were in charge.
	It can be deduced that the senior staffs are usually in charge of supply materials to the institution.
Question 13: Does purchasing management have any significance impact on manufacturing organization.
Table 13
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	48
	96

	No
	02
	04

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The table above shows that 48 (96%) of the  respondents agreed that Purchasing management have any significance impact on  manufacturing organization, while the remaining represent 2 (4%) disagreed with the statement.
Question 14: Does Purchasing are important resources for any organizational production?
Table 14
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	48
	96

	No
	02
	04

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
	The table above shows that 48 (96%) of the respondents agreed that Purchasing are important resources for any organizational production, while the while 2 (4%) disagreed with the statement no body tick undecided.
Question 15: Do purchasing function have effect of costs reduction on organizational efficiency?
Table 15
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	48
	96

	No
	02
	04

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
Table 18 indicates that 48 respondents (96%) agree that purchasing function have effect on costs reduction on organization efficiency while 2 respondents (4%) said no.
Question 16: Does effective materials purchasing affect maintenance efficiency in Manufacturing Company?
Table 16
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	44
	88

	No
	06
	12

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 44respondents (88%) agree that effective materials purchasing affect maintenance efficiency in Manufacturing Company while 6 respondents which represents (12%) disagree with the statement.
Question 17: Does purchasing function contribute to profitability of the OLAM GRAINS?
Table 17
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	50
	100

	No
	00
	00

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
From the table above, it could be deduced that all the respondents 50 (100%) agree that purchasing function contribute to profitability of the OLAM GRAINS.
Question 18: Does Effective materials usage improves product produced?
Table 18
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	44
	88

	No
	06
	12

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 44respondents (88%) agree that Effective materials usage improves product produced while 6 respondents which represents (12%) disagree with the statement.
Question 19: Does lowering costs of purchase increases profit efficiency in your company?
Table 19
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	44
	88

	No
	06
	12

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 44respondents (88%) agree that Lowering costs of purchase increases profit efficiency in your company while 6 respondents which represents (12%) disagree with the statement.
Question 20: Does Workers’ efforts are better coordinated with materials management?
Table 20
	Options
	No of respondents
	Percentage of respondents (%)

	Yes
	44
	88

	No
	06
	12

	Undecided
	
	

	Total
	50
	100


  Source: Researcher’s survey, 2025
The table above shows that 44respondents (88%) agree that Workers’ efforts are better coordinated with materials management while 6 respondents which represents (12%) disagree with the statement.

4.2.	Testing of hypothesis
	The portion of the research work was mean to test the validity of the earlier hypothesis formulated so that decision can be taken as to whether to accept or reject according to the hypothesis that was formulated in chapter one.	
Null hypothesis (Ho) Purchasing management practice does not have impact in cost saving in a manufacturing organization.
	Alternative hypothesis (Hi) Does Purchasing management have any significance impact on  manufacturing organization..
	From the data collected through the question 16 of the questionnaire 48 (96%) respondents agreed that Purchasing management has significance impact on manufacturing organization. is greater than those respondents that disagreed.
	Null hypothesis (Ho) was rejected while alternative hypothesis (Hi) was accepted.
	It shows that Purchasing management have significance impact on  manufacturing organization..
	Testing of the hypothesis formulated for this study will be done by using the chi-square method. Using the chi-square (x2) analysis thus (y2) =  E (o-e)2
Question 16: Does Purchasing management have any significance impact on  manufacturing organization.
Using the Chi-square (x2) analysis thus (y2) =	E (o-e)2
							    E
∑ = summation
O = observation frequency 
E = Expected frequency
Table 4.2.1: from the mathematics analysis for further explanation of the hypothesis
	
Options
	O
	e
	o-e
	(o-e)2
	(o-e)x2

	Agree
	48
	10
	38
	144
	144.4

	Disagree 
	2
	10
	-8
	64
	6.4

	Total
	50
	
	
	
	150.8


Sources: complied by the researcher: 2025
e = No of columns – 1 = 5 – 1 = 4
Degree of freedom = DF2
Critical Value (X2) – 4 d.f 0.05 = 150.8 > X2 (9.488)

Decision Rule: Since the test statistics X2 (150.8) is > X2 (9.488) from the distribution table, the Ho (Null Hypothesis) which state that Purchasing management does not have any significance impact on  manufacturing organization reject, While the Hi (Alternative Hypothesis) which state that Purchasing management have significance impact on  manufacturing organization accept


CHAPTER FIVE
5.1	Summary of Findings
At the end of the data analysis and presentation, it was discovered in the findings that the impact of purchasing management practice in manufacturing company cannot be over emphasized when one realize the role it plays in ensuring the cost saving.
It was also discovered that the company undergoes proper monitoring and supervising of production process in order to arrive a creative deduced result.
Other findings includes that the case study encounter certain challenges in the course of establishing an effective quality control system.
And also that there were qualified and adequate number of staff in quality control department.
5.2	Conclusions
Although different research proposed different findings on the issue of purchasing practice in a manufacturing industry, yet, one cannot actually establish the particular factor that will determine centralization of purchasing unit, where it was assumed to be administrative function, (Msimagira, 2003). One of the major determinants of organizational profitability due to efficiency cost minimization. Thus, it prioritized the needs of individual and organization as a whole to ensure of provision of materials as at when due.
Furthermore, the research indicates the important of sourcing for better performance cannot be over-emphasized due to the fact that it ensure of continuous provision of the right materials that guarantee operational continuity. This is because supplier developments in any organization helps in meeting up with likely contingency that can hindered the performance in the long run.    
Conclusively, from the foregoing research, it was noted that the specification of materials enables the supplier to know what to supply and for the buyer to know what to buy therefore enhance cost efficiency. More than 70% of the studied population asserted that specification of material correlate with organizational performance. As such, material specifications in an organization enhance operational efficiency and improve quality standard.  
5.3	Recommendations
From the foregoing research after data have been collected and analysed, the following recommendations can be deduced:
· Firstly, management should organize a close and periodic check and examine the needs of purchasing in order to discover what actually enhance cost improvement. This is important because, cost minimization of a firm leads to profit maximization.
· The management should also device means of improving/deepening the interrelationship with other departments. This will improve purchasing contribution towards organizational efficiency.
· The management should also create an effective vertical communication network of supplier to guarantee steady flow of materials.
· The management should ensure of effective materials specification in purchasing unit to provide communication to either internal or external supplier.
· Lastly, the management should improve on welfare of purchasing officer in order to guarantee strategic procurement.     
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Appendix
Department of Purchasing and Supply
Institute Finance & Management Studies, 
Kwara State Polytechnic, Ilorin, Nigeria
P.O. Box 1375 ,
Kwara State
8th July2025
Dear Respondent,
RE: RESEARCH QUESTIONNAIRE
This questionnaire (attached) is designed to gather information on the significance of effective purchasing management to an organization corporate objective. This study is being carried out for a management project paper as a requirement in partial fulfillment for award Higher National Diploma (HND) in Purchasing and Supply Kwara State Polytechnic
Please note, this is strictly an academic exercise towards the attainment of the above purpose. You are hereby assured that the information will be treated with the strict confidence. Your co-operation will be highly appreciated.
Thank you for your anticipated kind response.
Yours Sincerely,


ND/23/PSM/FT/092


Questionnaire
Section A
1: Please kindly indicate your genders? Male () Female ()
2: Please kindly indicate your age 18-30 years () 31-40 years () 41-50 years () 
3: What is your education background? O’level () OND/NCE () HND/Bsc () MBA/MSC ()
5: Please kindly indicate your marital status? Single () married ()
Section B
1: Does Purchasing effectively managed leads to organizational productivity? YES ( ) NO ( )
2: Does market capability analysis is carried out to determine where to purchasing from? YES ( ) NO ( )
Question 3: Does budget approval is obtained for the required items before purchase? YES ( ) NO ( )
4: Does delivery schedule that fit in the organization requirements is drawn with the suppliers? YES ( ) NO ( )
5: Do you think that public purchasing is any of relevance to the attainment of organizational objectives? YES ( ) NO ( )
6: Does purchasing function set in motion the entire procurement process in the organization? YES ( ) NO ( )
7: Does Market capability analysis is carried out to determine where to procure or not? YES ( ) NO ( )
8: Does Budget approval is obtained for the required items before purchase in the organization? YES ( ) NO ( )
9: Does Delivery schedules that fit in the organization requirements are drawn with the suppliers? YES ( ) NO ( )
10: Does the organization periodically review the existing purchasing function policies? YES ( ) NO ( )
11: Does Management set clear purchasing policy, objectives and targets? YES ( ) NO ( )
12: Does Effective purchasing management maximizes? YES ( ) NO ( )
13: Does purchasing management have any significance impact on manufacturing organization. YES ( ) NO ( )
14: Does Purchasing are important resources for any organizational production? YES ( ) NO ( )
15: Do purchasing function have effect of costs reduction on organizational efficiency? YES ( ) NO ( )
16: Does effective materials purchasing affect maintenance efficiency in Manufacturing Company? YES ( ) NO ( )
17: Does purchasing function contribute to profitability of the OLAM GRAINS? YES ( ) NO ( )
18: Does Effective materials usage improves product produced? YES ( ) NO ( )
19: Does lowering costs of purchase increases profit efficiency in your company? YES ( ) NO ( )
20: Does Workers’ efforts are better coordinated with materials management? YES ( ) NO ( )


