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ABSTRACT
This project work will examine the benefits of suppliers evaluation programme to an effective and efficient Procuring function in manufacturing industries with a specific reference to Tuyil Pharmacy, Ilorin as a case study. The purpose and benefit of supplier evaluation is to ensure a portfolio of best in class suppliers evaluation programme is essential to an effective and efficient Procuring function. Procuring officers needs to be trained on evaluating supplier so that the right choice of supplier is made, this particular essential in manufacturing frame were large percentage of income committed to procurement of different materials. Suppliers evaluation isn’t only to choose new suppliers it is also a process applied to current committed suppliers in order to measure and monitor for the purpose of obtaining satisfactory service from them. A case study of Tuyil Pharmacy, Ilorin. The study was guided by two variables; supplier’s finances and quality management. A structured questionnaire was used to collect information on the roles of supplier’s evaluation on procurement performance. The research was carried out through a descriptive research survey design. In this study, the researcher used random probability sampling where 20 of the target population was representative of the entire population to be studied. The data from the collected questionnaires was coded and entered into the computer using statistical package for social sciences analysis. The study findings revealed that supplier’s finance and quality management had a significant positive role on procurement performance in Tuyil Pharmacy, Ilorin. Recommendations of the study included; assessment of supplier’s capability, return on assess, the profitability and the relationship between supplier’s gross and net profit and turnover of the supplier during supplier evaluation in the organization has a measure to improve the procurement performance and integration of quality management techniques in the firm’s supply chain.

Keywords: Supplier evaluation, procurement function, effective and efficient, programme and manufacturing industry. 
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CHAPTER ONE
INTRODUCTION
1.1	BACKGROUND OF THE STUDY
The basic ingredient of every manufacturing organizations are raw materials, which are used for the production of finished projects, raw materials consumes a high percentage of the company’s capital, hence, the Procuring of raw materials needs to be handled efficiently.
Normally these raw materials undergo different stage before they become finished products. The constant supply of these materials in meritable to the survival of any organization.
However, ensuring the availability of raw materials requires adequate planning like any other planning oriented activities requires reliable and valid information. Poor purchase planning resulting from scanty and unreliable information would be of little or no use to the organization, at this point, the role of the Procuring personnel’s cannot be over emphasized. Among other things, the Procuring personnel has to critically analyze and evaluate the capabilities of vendors in terms of constancy in delivery schedule provision of other services, as the continuity of the organization depends on these.
There are several suppliers bidding to win the contract, but Procuring personnel’s must be very careful to choose a supplier who will meet the right quality and materials at the right price and promptness in their delivery schedule.
Many organizations has liquidated due to shortages of raw material, therefore to avert this ugly trend both the present and potential sources should be thoroughly assessed, suppliers evaluation programmes has been identified as a tool for effective procurement, performance in every manufacturing industries, the exercise will eventually reveal suppliers who can perform creditably and satisfactorily over a long period of time without failure. 
1.2 STATEMENT OF THE PROBLEMS
Suppliers evaluation programme is a continuous exercise in purchase department. However, certain challenges are associated with supplier evaluation programme, the major challenge has been that of evaluating supplier on services basis which in most cases is often based on buyer’s intuition which is not far from being bias.
For the company chosen as a case study “The Tuyil pharmacy Ilorin”, the research conducted revealed that evaluation of suppliers play a prominent role in supplier selection.
1.3	OBJECTIVES OF THE STUDY
The primary objective of this research study is to satisfy one of the basic requirements for the award of Higher National Diploma Certificate (HND) in Procurement and Supply chain Management awarded by the Procurement and Supply chain Management Department Institute of Finance and Management Studies Kwara State Polytechnic, Ilorin while the specific objective is to verify the benefits of supplier evaluation programme to an effective and efficient Procuring function in manufacturing industries.
1.4	SIGNIFICANCE OF THE STUDY
The study is significant in the following results:
· To the case study, it will provide useful information on supplier’s evaluation which will go a long way to improve the current practices of supplier’s evaluation in the company.
· It will broaden the knowledge of researcher on the subject matter applied in industrial sector.
· The research study will serve as a reference source to future researchers writing on the similar topic.
1.5	SCOPE AND LIMITATIONS OF THE STUDY
This research work has been designed to cover the benefits of supplier evaluation programme to an effective and efficient Procuring function in manufacturing industries.
A case study of Tuyil pharmacy Ilorin
The study in essence will embrace supplier’s performance rating, assessment and appraisal.  The study will be limited to Tuyil pharmacy Ilorin mentioned.
However, certain challenges were encountered in the course of the study, these challenges includes:
TIME FACTOR: There is no doubt that research of this nature requires considerable period of time in order to cover all the ground, but because of the limited time. The research was unable to cover all the areas expected.
SHORTAGES OF FUNDS: As it is obvious that the research of this nature will require a substantial amount of money for transportation, printing and distribution of questionnaire for typing and binding of the project. Therefore, as a result of all these expenditures an in-depth study on the subject matter could not be undertaken.
1.6	RESEARCH QUESTIONS
The research question refers to those questions which essentially initiated an investigation to be conducted in search for appropriate answers. These questions include:
1. Does an effective suppliers evaluation exercise actually impact positively on the Procuring function?
2. How can supplier’s evaluation programme assist in selecting suitable supplier?
3. What are the challenges associated with suppliers evaluation programme?
1.7	FORMULATION OF RESEARCH HYPOTHESIS
Hypothesis is a statement of assumed relationship between two or more variables. It is an unproven supposition which tentatively explain certain facts or phenomenon.
Hypothesis is a tentative answer to research question, postulated for the purpose of assisting the researcher to direct her thinking towards the solutions or research problems.
Hypothesis may be stated as follows”
NULL HYPOTHESIS: It is hypothesis that expresses negative assumptions, null hypothesis is denoted by (Ho) and alternative hypothesis which expresses positive assumptions, is denoted by (Hi).
The following hypothesis will be verified in course of the study
Ho: Supplier’s evaluation programme has no positive effect in ensuring an effective and efficient Procuring function.
Hi: Supplier’s evaluation programme has positive effect in ensuring effective and efficient Procuring function
1.8	HISTORICAL BACKGROUND OF THE CASE STUDY
Tuyil Pharmaceutical Industries Limited, located in Ilorin, Kwara State, was established on May 1, 1996. The company, a privately owned business, initially operated from No. 22 Stadium Road. Due to rapid expansion, it relocated to its permanent site at No. 22 New Yidi Road, Ilorin, on June 2, 2005. The new site was commissioned by then-Governor Bukola Saraki and the former Director of NAFDAC, Prof. Dora Akunyili. The company manufactures both human and animal pharmaceutical products, including table water. Oluwole Awotuyi is the owner of Tuyil Pharmaceutical Industries Limited. 
Tuyil's history is intertwined with that of its founder, Senior Apostle Oluwole Awotuyi, who is also known for his philanthropic endeavors. His journey, spanning over four decades, showcases a resilient and hardworking individual who built a successful business empire. Tuyil Pharmaceutical is a key part of this empire, contributing to the healthcare sector by producing a range of pharmaceutical products, including Boogo Tablet, Deska Tablet, Dexamethasone, Paracetamol Syrup, and Vamirex Syrup. 
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1.9	DEFINITION OF TERMS
It is necessary here to define some of the, special terms used in this research work in order to give the readers a very good understanding of the whole research project.
SUPPLIER’S EVALUATION: This is a systematic as assessment of vendors conducted by Procuring department in terms of the ability of the supplier to provide the desired functions.
VENDOR: Outside supplier of raw materials, suppliers of equipments of services needed in the operation of an organization.
VENDOR SELECTION: Is the process of selecting capable and reliable supplier’s who can meet the needs of the organization in all respects.
VENDOR RATING: This is a process of ranking supplier according to their performance in terms of price, quality, delivery, service and any other factors.
SPECIFICATION:  A specification is a detailed description of materials parts and components used in product design.
STANDARDIZATION: Is the process of reducing variety to a controlled workable minimum.
VARIETY REDUCTION: Variety reduction is defined as the process of reducing the numbers of types, sizes or grades of a product made Procured or stocked.
VALUE ANALYSIS: Value analysis is simply the systematic and continuous study of every cast, element in a material or service to ensure that it fulfills its function at the lowest possible cost.
VALUE ENGINEERING: Value engineering can be described as a systematic effort directed at analyzing the functional requirements of systems, equipments, facilities, procedures and supplies for the purpose of achieving the essential functions at the lowest total cost consistent with the needed performance, reliability and quality.


CHAPTER TWO
LITERATURE REVIEW
2.1	CONCEPTUAL FRAMEWORK
This research work will be termed incomplete without the review of the related literature on topic.
To this end, the researcher consults a number of professional journals and dailies, beside this, some of the existing and available literature on the subject was also consulted reviewed and their authors were acknowledged accordingly.
The evaluation of actual and potential sources is a continuous process in Procuring department. According to Lee and Dobler years.
They expressed that evaluation supplier ensures a selected list of vendors to be developed with whom the  buyer may desire to negotiate or solicit bids.
The vendor list should be comprehensive enough to bring to bear every types of competition, among which are the followings:
1. Price competition resulting from discovering the lowest cost producers or distributors.
2. Technological competition resulting from discovering potential planning, design and material production techniques.
3. Service competition resulting from discovering suppliers who are especially anxious to get contract and where to get them, this will add “plus value” over the above the functional value (quality and price).
After a competent supplier is selected, the buyer still has work to do. A supplier needs to be motivated, assisted and periodically evaluation.
The evaluation required to determines supplier capability varies with the nature, complexity and naira value of the Procuring to the made. Additionally, Lee and Dobbler emphasized that evaluation of suppliers provides the buyer with objective information which is necessary in the subsequent negotiation and future source selection. Summarily, suppliers evaluation is a process through which a reliable and competent in the “Procuring principles and management” by Peter and David Farmer, they contended that evaluation of actual and potential sources is a continuous process in Procuring department.
The extent of information about supplier will depends on the volume and value of possible expenditure with them (suppliers). Most organization spends about 50% of the annual profit probably on 20% range of items Procured. Because of this high expenditure on such item, there is the need of some through investigation. A  major supplier who is in financial distress can be as big an embarrassment as a customer in the position. Services offered by the supplier is so very important. Although the meaning of the item “service” varies with the product involved. Therefore, good services could mean prompt delivery, treating special orders specially or informing buyers in advance of impending prices changes or shortages e.t.c.
The term systematic assessment of actual performances by the suppliers. Records are kept of the performances of suppliers under number of headings such as; quality, price and service. Suppliers evaluation is a process of selecting suppliers capable of working to the specification.
There are three basic methods for assessing supplier’s capability of working to the specification 
i. Records of performance
ii. Reputation
iii. Visit and appraisal (special survey)
1. Records of Suppliers Performance
a. For suppliers to be evaluation on basic an actual performance, it is necessary to have several current suppliers for an item also to record inspection data in convenient form.
Consequently, this method is usable only when item volume is high and has been supplied many suppliers and also to stimulate or set up quality competition between them (Supplier).	
b. Methods 2 and 3 can be used to relate and grade vendor i.e. vendor rating and grading. The usual grading divides suppliers go into grade 3, with automatic upgrading to grade two after four satisfactory batches, with automatic downgrading for a single unsatisfactory batches. The different grade is twofold; higher grades get less inspection, that is a smaller sample is checked out of each batch delivered and they get preference in choice of supplier for an order.
c. There is evidence that having found a satisfactory supplier many Procurers tend to continue dealing with as long as performance remains satisfactory, instituting a search for a new supplier only when performance falls below the standard required, or an unacceptable prices increase is requested. Records are kept of quality performance such as quantitative data on delivery, performance service and other matters considered relevant e.t.c.
These may be summarized into a vendor rating. Buying used this information to give more business to the better suppliers, to urge weaker ones to improve and to phase out the worst supplier.
2. BY REPUTATION: The method of selection will depend on the following factors:
i. The knowledge and competence of the buyer in the particular field in question. E.g. experienced or expert buyers know the reputation of aims which lead their particular field even through these firms may not be nationally know. These market knowledge they also acquired by talking to colleagues, to sales representatives and to buyers in order firms.
ii. On the reputation already established by firms over the years in the areas of specialization.
iii. Reference obtained from customers who deal with a particular firm on their reputation. This takes the form of a confidential report on their own experience with the proposed supplier.
A reputation for quality can be an important trade asset and in industrial markets, it is largely derived from the actual performance rather than advertising another forms of publicity.
3. VISIT AND APPRAISAL (SPECIAL SURVEY)
a. The third method required a visit to the supplier’s establishment in order to appraise the facilities, the system, the staff and management. 
This method takes time trouble and cost money, hence the expenses of making a survey should be weighed against the possible loss which to incurred if suppliers were defective especially when the quality of the suppliers output can seriously affect buyers production.
b. The composition of the team to undertake such a survey will depend on the type of materials required or the company’s policy. Such visit may be made by Procuring staff or buy quality control staff or a team. 
In all cases, the Procuring representatives will make sure, he meet people, he may have to contact in the event of delivery or other problems.
c. On the visits the team will obtain information about number of matters affecting supplier capability to comply with specification. The under mentioned matters are also looked into:
Checklist or areas to be Looked into include the following:
1. Their price structure
2. Reliability and delivery performance
3. Service record
4. Production methods and facilities
5. State if maintenance
6. Test and measurement facilities in production and inspection
7. Quality of work in process at the time of visit
8. Quality mindedness and evident skills of the firm in quality matters.
9. Check and calibration procedure for gavages and other measuring devices
10. Financial strength of the company and if he is a member of some trade group tied by strings.
11. Size and location of the establishment. The size of the establishment may be determine whether the supplier can handle the volume of the order to be place.
12. His packing methods, where goods require special packing
13. If their pay and labour conditions conform to the established standard.
14. Expertise and experience in making same or similar products
15. Based on the survey,  a supplier is classified as “acceptable” not immediately acceptable, not acceptable.
16. Quality of management (so far as can be judge in a short visit)
In the case of those classified as not immediately acceptable, their deficiencies are discussed in detail adna commitment to correction action is obtained.
Any assistance which can be given is offered whether this will be in the field of quality control or production methods, plant layout or personnel training. Having established an agreed target for corrections a further survey is undertaken with the objective of re-assessing quality potentials.
Where a supplier is unwilling to affect essential improvements and has therefore been classified as “not acceptable” a recommendation is made that no further business be done with him.
The supplier classified as “acceptable” is divided that he will receive periodic, unscheduled visit to assure continued conformance with quality requirements.
During such visits the suppliers in process and outgoing inspection record are reviewed to ensure that any discrepancies observed on previous visits have been corrected.
In J.K there has occurred a formulization of the vendor appraisal process. This is carried out in accordance with B.S 1979-1989. “A guide to operation and evaluation of quality assurance system”.
The British standard is in three parts
i. The first part deals with the appraisal of supplier in the straight forward situation where all the purchase needs to do is to satisfy himself that the suppliers final inspection by the buyer.
ii. The second part deals with more complicated situations in which inspection is conduced the manufacturing process, so that the Procurer needs to be satisfied that the comprehensive inspection system is adequate.
iii. The third deals with comprehensive quality control systems and would apply when suppliers undertaken detail design and development as well as manufacturing and perhaps also installation in this situation the Procurer need to appraise the total organization capability not just its inspection arrangements.
After the visit the detailed findings of the visiting party are recorded in a report, which is treated as confidential.
The suppliers are graded as follows: These grading could differ from organization to organization.
However, typical grading might be as follows:
Grade A: Completely satisfactory. Buyer free to order no inspection required.
Grade B: Less than perfect, but likely to meet requirements, buyer free to place work, but should urge improvements in quality control some inspection required.
Grade C: Not satisfactory buyers permitted to place work only, no alternative is available and must insist on measure to improve quality control. Through inspection required.
2.1	Conceptual Framework
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Supplier Finances
Supplier’s financial condition need to be evaluated at the earliest stages of supplier appraisal. Some Procurers view the processes as a pre-screening exercise that a supplier must pass before a detailed evaluation process can begin (Handfield, 2008). According to the Chartered Institute of Procuring and Supplies (2012) financial status and stability are measured by factors such as profitability, cash flows management, assets owned, debts owed among other factors.
The financial criterion is important since selection of a supplier with poor financial conditions presents a number of dangers to the Procurer. To start with, is the danger that the supplier will go out of business. Then suppliers with poor financial health will not have resources to invest in plant, equipment, or research necessary for long-term performance improvements. Thirdly, the supplier may become so financially dependent on Procurer. Lastly, financial weakness seems to be an indication of underlying problems (Handfield, 2008). Buyers prefer suppliers to be reasonably profitable because they are interested in continuity and on-time delivery. A supplier with cash-flow problems will have difficulty paying their bills, and consequently in obtaining materials, their delivery times and possibly product quality will probably suffer. The financial stability will equally reflect on the ability of suppliers to meet the current contract with the Procurer and to ensure a secure future flow of suppliers. The financial records may also indicate the risk of delivery or quality problems and more disruptions to supply and more complex legal issues if a supplier becomes insolvent. A supplier that is financially unstable poses three nightmares to the buyer. A buyer may need to insist on quality but the supplier is forced to cut on costs; a buyer may have a claim against the supplier but he may not have sufficient working capital; to meet it and a buyer may wish to insist on speed delivery but supplier cannot pay overtime (Lysons, 2008).
In addition to financial stability of the supplier, a buyer should equally look at a supplier’s price and cost factors. Evaluating a supplier’s cost structure needs a deep understanding of a supplier’s total costs, including: direct labor costs, indirect labor costs, material costs, manufacturing costs and the general overhead costs. Understanding cost structure of the supplier will help a buyer determine how efficiently a supplier can produce an item and at the same time provide means for identification of areas of costs improvement (Handfield, 2008).
QUALITY MANAGEMENT
The British Standards definition of quality is the totality of features and characteristics of a product of a product or service that bear on its ability to satisfy given need (CIPS, 2012). A buyer needs to assess and ensure that a supplier has robust systems and procedures in place for monitoring and managing its outputs. The systems for the detection and correction of defects are called quality control while those for prevention of defects are known as quality assurance and a buyer needs to check whether the supplier has these in place (Lysons, 2008).
According to Handfield (2008) an important part of evaluation processes touches on a supplier’s quality management systems and philosophy. According to Lysons (2008) firms appraising quality of suppliers will find themselves looking at the following issues: procedures for inspection and testing of Procured materials, accreditation with national and international quality standards bodies such company standards, Association of Trade Standards, International standards organization (ISO) and British Standards Institution (BSI) (Lysons, 2008). The success of the buying organization is highly dependent on how well the suppliers perform. It is  also important that the supplier and the buyer have the same idea of what satisfactory quality is (Gallego, 2011).
Globalization of market economies has urged corporations in all sectors to concentrate on maintaining a sustainable competitive edge, which is directly, related to the upkeep of quality both in terms of services as well productivity. An effective model of such a vision of success is Total Quality Management (TQM), which is a management approach for an organization, centred on quality, based on the participation of all its members and aiming at long-term success through customer satisfaction, and benefits to all members of the organization and to society (ISO). It is the coordination of efforts directed at improving customer satisfaction, increasing employee participation, strengthening supplier partnerships, and facilitating an organizational atmosphere of continuous quality improvement (Ramasamy, 2012). 
According to Oakland (1995), TQM is an approach to improving the competitiveness, effectiveness and flexibility of the whole organization. It is essentially a way of planning, organizing and understanding each activity, and depends on each individual at each level. TQM requires that the company maintain this quality standard in all aspects of its business. This requires ensuring that things are done right the first time and that defects and waste are eliminated from operations. According to Dale (2003), changing the life-long behaviour, customs, practices and prejudices of an organization is not easy (Ngatia & Chirchir, 2013). 
Organizations committed to quality will strive continually to improve the quality of their goods or services, and they are committed to change, but in many cases they were intended to be stable and unchanging. Good reasons must exist either inside or outside the organization to precipitate the process of change and get managers to recognize that they need to improve their business. Business competition on a national and global scale is becoming fierce and excellence is the value required by the company to survive and grow in this competitive arena. 
TQM is firmly established today thanks in large part to the pioneering work of W. Deming. Deming’s influence that is clearly evident in this list: Do it right the first time to eliminate cost rework; Listen to, and learn from, customers and employees; Make continuous improvement an everyday matter; Build teamwork, trust and mutual respect. The overall objective of TQM is to ensure continuous improvement in the organization’s people, systems, processes and environment so as to achieve improved customer service and increased profits through efficiency and effectiveness in the entire organization (Ngatia & Chirchir, 2013).
Since implementation of TQM is associated with benefits to both the organization and its clients, it is regarded a double sided competitiveness tool. Implementation of TQM is an elaborate process that takes time and resources. It is a process that must be initiated and managed by the top management. The top management must make available all critical resources required as well as the organizational structure and culture required. The process must focus on finding out, meeting and exceeding customer needs and expectations through total involvement of everyone in the organization and through continuous improvement. It is important to note that any organization can implement TQM irrespective of the size or operations. However, the success of the implementation process depends on how well the organization understands the process and the strategies adopted. One guiding principle in implementation of TQM is that the process must be organization wide; everyone and every function in the organization must be involved in the process with the management taking a leading role (Ngatia & Chirchir, 2013).
The aim is to make product of perfect quality with zero defects (Ngware, 2006). Quality management is not derived from a single idea or person. It is a collection of ideas, and has been called by various names and acronyms: TQM, total quality management; CQI, continuous quality improvement; SQC, statistical quality control; TQC, total quality control, etc. However each of these ideas encompasses the underlying idea of productivity initiatives that increase profit by improving the product. It is important to note that there are factors that may inhibit successful implementation of TQM. Arshida and Agil (2012) refer to them as barriers of TQM implementation. These factors include; lack of top management commitment which is associated with lack of critical resources and poor leadership leading to poor employee empowerment and motivation, poor or weak organizational vision and plan statement that dilutes employee’s efforts in quality programs. Another important factor is Government influence that is associated with bureaucracy and slow systems. Lack of favorable quality policy or low Government support of quality programs makes it a challenge to adopt and implement quality initiatives.
PROCUREMENT PERFORMANCE
According to Walker and Rowlinson (2008), the measurement of procurement performance is the first step in being able to understand the weaknesses and strengths of a given system and put into place corrective actions. Developing an effective method for measuring the performance of procurement requires certain indicators to make evaluation possible. The indicators of procurement performance include efficiency in the procurement process measured in terms of the cost of transactions and time. Another indicator is transparency and openness of the procurement system with regards to fairness of participants. The workforce professionalism is also another indicator of procurement performance; a well trained and equipped workforce can enhance the performance of the process of procurement. 
The evaluation of procurement performance takes into consideration of both the strategic and operational dimensions of procurement performances considers innovation in the Procuring process. In both cases, the measures that underline the dimensions are multiple and range from cost and quality of the inputs/outputs, cost of Procuring activities percentage of just-in-time supplies inventory turns, procurement cycle time and on-time deliveries (Lyson & Farrington, 2006), other indicators of procurement performance range from ability to respondent quickly to changes in schedules and ability to access and utilize new technologies (project management institute, 2004). Poor procurement performance on its part contributes to rising inefficiency as well as costs and competitiveness of the procurement function.
According to Barsemoi, Mwangagi and Asienyo (2014), poor procurement performance contributes to decrease in profitability in the private sector hence is a major hindrance to the realization of organizational growth as it leads to delays in delivery, low quality goods and services and increase in defects. In both private and public sectors, poor procurement performance results from inability to embrace e-procurement, use traditional procurement procedures and poor coordination of procurement activities between the requisitioning departments and the procurement department.
2.2	THEORETICAL REVIEW
2.2.1	GREY SYSTEM
According to Grey System Theory in a practical business environment, in most instances, supplier selection takes place in an environment with less than perfect information. As such, there is some level of uncertainty in the decisions related to supplier selection. In such an environment, it is important to develop certain indicators or criteria; qualitative or quantitative that the supplier can be subjected to before selection. From this theory, the grey correlation analysis model with seven progressive steps was developed (Zou, 2008). These steps include; grey generation aimed at gathering information on grey aspects, grey modeling done to establish a set of grey variation equations and grey differential equations, grey prediction aimed at achieving a qualitative prediction, grey decision, grey relational analysis and grey control (Tsai, 2003).
The theory of Grey System considers the following factors in deciding on the best supplier; Existence of key factors important to the buyer, the numbers of factors are limited and countable and can be directly attributed to potential suppliers, in dependability of factors and factor expandability. The theory applies the principle of series comparability to generate a grey relation. An evaluation matrix may be developed to facilitate this process. The best supplier is selected by choosing a goal and weighting the values of all evaluation factors based on the characteristics of materials to be sourced based on demand patterns (Zou, 2008). 
In a supplier selection environment, this theory can be applied evaluation of critical performance areas by the procuring entities. 
2.2.2	THE LEAN SUPPLIER COMPETENCE MODEL
The Lean Supplier Competence Model was developed by Marks (2007).Through the model, a gap analysis can be charted and an action plan drawn to bridge the disparity in the organization. The model evaluates the supplier against the five areas of competency where there is varying degrees of performance ultimately to achieve lean organizational operations. Each category is broken down into specific “behaviors” or ways the company and the supplier interact with each other. These behaviours are rated as “I” as “Less Lean” to a rating of “S” This measurement allows a company to determine placement of business based on common values and common goals. Using this model, as the business philosophies of the company and the supply base 
draw together to eliminate waste, the natural result is a reduction of cost to the supply chain and to the ultimate customer (Xu, 2007).
This theory is relevant in supplier selection since it advocates for working together. It is particularly important for an organization that is intending to foster lasting supplier relationship and those intending to build strategic partnership with suppliers. The sourcing organizations evaluation suppliers based on certain competence parameters and select the one that it would best work together with (Kutheka, 2013).
2.3	EMPIRICAL REVIEW
SUPPLIER’S QUALITY COMMITMENT AND PROCUREMENT PERFORMANCE
A study by Tracey (2008) on analysis of supplier and procurement issues in UK established that quality commitment is determining factor for qualified supplier and is a key element and a good resource to cut production and material costs in order to survive or sustain competitive position in respective markets, hence development of an effective and rational supplier evaluation and selection is desirable. In the study, she observed that in South Korea for example, the supplier quality evaluation function’s role has dramatically increased as companies sought to gain competitive advantage in the global market place. The effects of supplier quality evaluation were seen as a strategic resource for reaching high quality levels, fast delivery and cost savings. Companies such as General Motors, Mark & Spencer have been able to gain an improved competitive position through a better management of their Procuring activities (Amelia & John, 2003).
A study conducted by Kitheka et al (2013) on supplier evaluation practices established that supplier performance measurement, supplier audits, supplier development and supplier integration are the most used supplier quality management practices. The study also established that from supplies quality management, an organization may enjoy among other benefits reduced lead times, increased responsiveness to customers’, orders and enquiries, customer loyalty, increased profitability, reduced opportunity cost from lost sales and effective communication between the organization suppliers as well as customers. The study further recommended that suppliers should maintain reliable records so as to avoid the problem of poor visibility and traceability and that the organizations must build into their systems quality measures and continuous inspections so that disappointments of customers through discontinuous supply or supply of poor quality products. 
Supplier Financial Capacity and Procurement Performance
According to report produced by EU (2008) in their survey on supplier evaluation in Germany, a competitive supplier sourcing process should be carried out in an open, objective and transparent manner can achieve best value for money in public procurement. Essential principles that should be observed in conducting the procurement function include supplier financial capacity, capability and readiness to embrace new technology among other factors. In addition to the above indicators, the findings of study conducted by Mwikali & Kavale (2012) revealed that cost factors, technical capability, quality assessment, organizational profile, service levels and risk factors, in that order of relative importance, are key factors affecting supplier selection in procurement management. The findings further indicated that supplier selection should be done by experts who are knowledgeable and have expertise to conduct the exercise professionally since supplier selection is a process vulnerable to personal and political interference especially in the public sector.
According Pamela (2013) in her study on the determinants of supplier selection and evaluation in Pakistan Telecom industry, supplier financial capacity expertise is one of the key factors which determine the eventual performance of both the supplier and procurement performance, the study depicted high correlation between the financial capacity of supplier and ability of supplier to deliver which in turn enhances procurement performance indicating a need for a strategic alliances for improved performance of the parties. Similarly, a study on the evaluation of procurement process in public institutions of Uganda, conducted in Makerere University -established that reduction-- in Procuring cost through effective supplier evaluations is one of the most significant purposes of procurement. On average, public Universities in Uganda spent 80% of their budgets on activities related to the purchase of materials, hence cost reductions as a result of effective supplier evaluation allow the firm to pursue price competition strategies in downstream markets and sustain growth throughout the entire supply chain stream (Pontious, 2008). 
Supplier Competence and Procurement Performance 
A study by Kirande & Rotich (2014) on the determinants of public procurement performance in Kenyan Universities established that the main concern of procurement function is to make sure that one buys from the best suppliers and also improve the current suppliers. The organizations therefore choose suppliers with who have the capacity to deliver. The study further observed that supplier evaluation can work as a tool to influence future behavior of both buyer and supplier organization. By connecting procurement targets to certain supplier competence, organizations achieve higher supplier performance thereby leading to improved procurement performance. On the other hand Nzau (2014) in his study on factors affecting procurement performance of public Universities in Nairobi County found out that selection of suppliers is done based on certain set criteria and the needs of the procuring entity. He points out that among the factors which affects the procurement performance includes timely preparation of procurement plan, strategic supplier selection plus buyer supplier relationships among other factors. 
Further study indicates that, after the prequalification of suppliers based on supplier competence, public institutions expect a lot from their supplier because they are  confident that they have filtered their supplier one very efficient basis but still they are uncertain about the quality  of the items to be delivered, on time delivery, commitment to quality, technology leverage, and overall performance of suppliers (Masceko, 2013). 
These findings concur with findings of CIPs (2013) in their report on monitoring the performance of suppliers pointed that strategic monitoring of competence of suppliers is critical in management of performance operations and most importantly, management of supplier-buyer relationship. It is important that any procurement and supplies professional have the required skills in supplier relationship competence determination so as to be in a position to develop appropriate performance criteria both for suppliers and the entire procurement function. The report further indicates that performance management criteria should be well communicated to all stakeholders who are directly involved in procurement operations so as to enhance their contribution towards achievement of the desired standards.
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2.4	Gap in Literature
A good number of researchers have done studies on factors affecting procurement practices towards enhancing the benefits of supplier evaluation programme to an effective and efficient Procuring function in manufacturing industries in both public and private entities.
Justus (2016) examined sough to determine the effect of supplier evaluation on performance of Procuring functions of public universities, however there are some loopholes in the process, resulting to poor delivery of services to their internal customers. This study was specifically focusing on the significance of supplier’s evaluation exercise to an organization success in Nigeria thereby breaching the research gaps.
CHAPTER THREE
RESEARCH METHODOLOGY
3.1 INTRODUCTION
Research methodology is the systematic process that guides and directs researchers in the course of collecting, classifying, analyzing, interpreting data in order to arrive at a meaningful conclusion about the problem at hand.
3.2	RESEARCH APPROACHES USED
Selecting appropriate methods of investigation as a key consideration for the researcher for this simple reason.
This research work will be based on the descriptive approach. This approach necessitates a detailed analysis of the issue at hand (research problem) with the view to achieve specific objectives.
3.3	SOURCES OF DATA
The sources of data forms integral part of the research work because, it facilitates the process of collection and the source of data employed were primary and secondary sources.
	 PRIMARY DATA
This primary data constitute raw data (unprocessed) data usually obtained from the case study during the course of investigation. The primary data were collected with the aid of such research instrument as questionnaire, interview and observation.
	SECONDARY DATA
The secondary data on the other hand are the data collected through consultation of relevant textbooks, journals, magazines and internet. These data were previously collected by other researchers.
3.4	DATA COLLECTION TOOLS
Various tools were employed by the researcher to collect the required data for this write-up these tools include:
	 QUESTIONNAIRE
This consist of list of questions either mailed or handed over to respondents by hand. The questions contained on questionnaire were both structured and unstructured.
	 INTERVIEW 
Interview is one of the common methods of collecting data. The interview method involves a face to face contact between the researcher and the respondents during which the respondents is asked some questions which he or she expected to respond to, these questions are designed to cover all the necessary parts of the subject matter.
	 OBSERVATION
Observation as one of the data collection methods involves watching certain events or operations as they are occurring and thereafter recording the result of observation.
The technique particularly suitable in studying the bahaviour of people at work including their interactions.
3.5	RESEARCH POPULATION AND SAMPLE SIZE
The research population encompasses the total number of people, things or organizations affected by the research as a result of sharing common attributes. Thus, the research population for this study covers all the manufacturing companies in Nigeria while the sample size is Tuyil Pharmacy, Iloirn.

3.6	SAMPLING PROCEDURE EMPLOYED
The sampling procedure employed in the course of this research was random probability sample. The procedures requires the breakdown of research population into smaller units from which samples are randomly but independently selected.
The major advantages of this sampling technique is that it is unbiased.
3.7	STATISTICAL TECHNIQUES USED IN DATA ANALYSIS
For the purpose of simplicity and clarity, the method of data analysis adopted consists of tabulations and percentage methods. Tabulation represents the basic method of summarizing vast volume of data in order to aid easy comprehension.
Table consists of appropriate columns and headings; each of the options selected is divided by the total number of respondents by 100 over 1.


CHAPTER FOUR
4.1	DATA PRESENTATION AND ANALYSIS
In chapter three, the methodology adopted for the entire study was fully explained. This chapter (four) will presents and analyze data collected about the organization Tuyil Pharmacy, Iloirn. To accomplish this questionnaire were administered to the respondents, questions covering such as sourcing techniques, system and supply development. Twenty copies of questionnaire were administered, all the copies were fully completed and returned. These comprises of 100% of the total respondents. 
The questionnaire consist of two parts.
Part A and Part B
Part A consist of questions relating to bio information about the respondents while part B consist of various questions covering for such areas of supplier evaluation sourcing.
The questionnaire here was presented below:
Question 1: Kindly indicate you age range
	Options
	No of Respondents
	Percentage (%)

	18-25years
	6
	30%

	26-33years
	10
	50%

	34-41years
	2
	10%

	42 and above
	2
	10%

	Total
	20
	100%


Source: Field Survey, 2025
The table above shows the breakdown of respondents age range as follows; 6 (30%) respondents falls between the age of 18-25years, 10 (50%) respondents falls within 26-33years, 2 (10%) respondents within 34-41years were 2 (10%) respondents falls within 42 years and above.
Question 2: Kindly indicate you marital status
Table 2
	Options
	No of Respondents
	Percentage (%)

	Married
	18
	90%

	Single
	2
	10%

	Total
	20
	100%


Source: Field Survey, 2025
The table above shows that 18 (90%) of the total respondents were married, while the remaining 2 (10%) respondents were single.
Question 3: Kindly indicate your gender
Table 3
	Options
	No of Respondents
	Percentage  (%)

	Male
	15
	75%

	Female
	5
	25%

	Total
	20
	100%


Source: Field Survey, 2025
The table above shows that 15 (75%) of the respondents of its total were male while the 5 (25%) of the remaining were female.
Question 4: What is your education background?
Table 4
	Options
	No of Respondents
	Percentage (%)

	Primary school certificate
	2
	10%

	SSCE/WAEC
	4
	20%

	OND/NCE
	5
	25%

	HND/BSC
	7
	35%

	MBA/MSC
	2
	10%

	Other 
	Nill
	-

	Total
	20
	100%


Source: Field Survey, 2025
The table above shows that 2 (10%) of the respondents have primary school certificate, 4 (20%) respondents held SSCE/WAEC Certificate, 5 (25%) respondents held OND/NCE certificate, 7 (35%) of the respondents held HND/BSC certificate while 2 (10%) respondents held MBA/MSC certificate.
Question 5: Who initiate purchase of materials?
Table 5
	Options
	No of Respondents
	Percentage (%)

	Material manager
	5
	25%

	Users department
	10
	50%

	Production department
	5
	25%

	Total
	20
	100%


Source: Field Survey, 2025
From the table above, 5 (25%) of the total respondents indicated that material manager initiates purchase of materials, 10 (50%) of the respondents agreed that it was users department, while 5 (25%) of the respondents maintained that it was production department.
Question 6: Which of the sourcing methods do you adopt?
Table 6
	Options
	No of Respondents
	Percentage (%)

	Multiple sourcing
	5
	25%

	Single sourcing
	4
	20%

	Both
	11
	55%

	Total
	20
	100%


Source: Field Survey, 2025
The above table revealed that 5 (25%) of the respondents indicated that organization purchase, it material from multiple source, 4 (20%) of the respondents indicated that single sourcing while 11 (55%) respondents indicated both sourcing.
Question 7: Which buying techniques are being used?
Table 7
	Options
	No of Respondents
	Percentage (%)

	Blanket ordering
	3
	-

	Contract ordering
	17
	85%

	Spot ordering
	-
	-

	1 and 2 only
	3
	15%

	Total
	20
	100%


Source: Field Survey, 2025
From the above table, 17 (85%) of the respondents were of the opinion that contract ordering was used, 3 (15%) of the respondents maintained  that both blanket and spot ordering were being practiced, while no respondents was of the view that either blanket or spot ordering was used in isolation but instead a combination of the two.
Question 8: Do you carryout survey before Procuring is effected?
Table 8
	Options
	No of Respondents
	Percentage (%)

	Yes
	20
	100%

	No
	-
	-

	Total
	20
	100%


Source: Field Survey, 2025
The above table shows that all the twenty respondents which represents 100% claimed that the company carried out market survey before Procuring is affected.
Question 9: Do you negotiate with suppliers before ordering?
Table 9
	Options
	No of Respondents
	Percentage (%)

	Yes
	20
	100%

	No
	-
	-

	Total
	20
	100%


Source: Field Survey, 2025
The table above revealed that the company do negotiate with suppliers before placing orders with them. As well as all the respondents 20 (100%) agreed on this.
Question 10: Why do you evaluate your suppliers?
Table 10
	Options
	No of Respondents
	Percentage (%)

	To enjoy price reduction only
	2
	10%

	To obtained good quality materials
	3
	15%

	To motivate them (suppliers)
	04
	20%

	All of the above
	11
	55%

	Total
	20
	100%


Source: Field Survey, 2025
The table above indicates that 2 (10%) of the respondents do believed that company evaluates its supplier in order to enjoy price reduction, 3 (15%) respondents indicates good quality while 11 (55%) indicates all of the above.
Question 11: Do you agree that suppliers evaluation helps to ensure effective suppliers procurement function?
Table 11
	Options
	No of Respondents
	Percentage (%)

	Yes
	20
	100%

	No
	-
	-

	Total
	20
	100%


Source: Field Survey, 2025
It was revealed from the table above all the twenty respondents representing 100% held the opinion that suppliers evaluation help ensure effective procurement.
Question 12: Is suppliers evaluation a continuous process in your organization?
Table 12
	Options
	No of Respondents
	Percentage (%)

	Yes
	17
	85%

	No
	3
	15%

	Total
	20
	100%


Source: Field Survey, 2025
The above table indicates that 17 (85%) respondents believed that suppliers evaluation is a continuous process while 3 (15%) believed it is not.
Question 13: Do you agreed that suggested supplier’s evaluate vendor?
Table 13
	Options
	No of Respondents
	Percentage (%)

	Yes
	19
	95%

	No
	1
	5%

	Total
	20
	100%


Source: Field Survey, 2025
The above table indicates that 19 (95%) agreed that suppliers evaluate vendors, while just only 1 (5%) of the respondent held a contrary view.
Question 14: Can buyer’s skills and knowledge influence supplier evaluation?
Table 14
	Options
	No of Respondents
	Percentage (%)

	Yes
	19
	95%

	No
	1
	5%

	Total
	20
	100%


Source: Field Survey, 2025
From the table above 19 (95%) of respondents agreed that buyer’s skill and knowledge influences suppliers evaluation, while only 1 (5%) of the respondents disagreed.
Question 15: How often do you evaluate your supplier?
Table 15
	Options
	No of Respondents
	Percentage (%)

	Weekly
	4
	20%

	Monthly
	4
	20%

	Annually
	12
	60%

	Total
	20
	100%


Source: Field Survey, 2025
The table above revealed that 4 (20%) of the respondents agreed that suppliers evaluation is on weekly basis, similarly 4 (20%) of the respondents agreed that it was a monthly basis, while 12 (60%) believed that it was performed annually.
Question 16: What are the criteria being used in evaluating your suppliers?
Table 16
	Options
	No of Respondents
	Percentage (%)

	Quality
	2
	10%

	Price
	2
	10%

	Service
	1
	5%

	All of the above
	15
	75%

	Total
	20
	100%


Source: Field Survey, 2025
From the table above 2 (10%) of respondents believed that quality is the criteria for evaluating quality of suppliers product, 2 (10%) respondents indicates price, 1 (5%) of the respondents believed that service provided by the suppliers was the criteria being used to evaluating them (suppliers) and finally 15 (75%) of the respondents believed that all of the above factors (quality), price and service were being used in evaluating their suppliers rather than any of the individual of those factors.
Question 17: Has any of your suppliers fallen short of your evaluation?
Table 17
	Options
	No of Respondents
	Percentage (%)

	Yes
	4
	20%

	No
	16
	80%

	Total
	20
	100%


Source: Field Survey, 2025
The above table revealed that 4 (20%) of the respondents believed that some of the suppliers have fallen short of company’s evaluation expectation while 15 (75%) respondents disagreed.
Question 18: D you have an established suppliers development programme?
Table 18
	Options
	No of Respondents
	Percentage (%)

	Yes
	18
	90%

	No
	2
	10%

	Total
	20
	100%


Source: Field Survey, 2025
The above table revealed that 18 (90%) of the respondents agreed that there is an established supplier evaluation programme while 2 (10%) respondents disagreed.
Question 19: Do you maintain adequate records purchase transaction?
Table 19
	Options
	No of Respondents
	Percentage (%)

	Yes
	20
	100%

	No
	-
	-

	Total
	20
	100%


Source: Field Survey, 2025
 The above table indicates that the company maintains adequate record of Procuring transaction as the entire 20 (100%) respondents agreed without any contrarily.
Question 20: Do you think that supplier evaluation has any benefits on the Procuring function?
Table 20
	Options
	No of Respondents
	Percentage (%)

	Yes
	12
	60%

	No
	3
	15%

	Undecided
	5
	25%

	Total
	20
	100%


Source: Field Survey, 2025
The above table revealed that 12 (60%) respondents support that supplier’s evaluation exercise has benefits, 3 (15%) representing of the total respondents said No while the remaining respondents representing 5 (25%) were undecided.
4.2	TESTING OF HYPOTHESIS
The portion of the research work focuses on testing the validity of the earlier hypothesis formulated to decide whether to accept or reject the hypothesis accordingly. Briefly the following hypothesis were set in chapter one
i. Null hypothesis (Ho): Supplier evaluation exercise has no benefits on Procuring function.
ii. Alternative hypothesis (Hi):  Suppliers evaluation has a lot or benefits on Procuring function.
From the data collected through the question 20 of the questionnaire all (100%) respondents agreed that suppliers evaluation has benefits on effective Procuring function of Tuyil Pharmacy, Iloirn.
Null hypothesis (Ho) was rejected while alternative hypothesis (Hi) was accepted.
Testing of the hypothesis formulated for the study will be done by using chi-square method. using chi-square (X2) analysis thus 
(y2) = e (o e)2										E
Question 20: Is suppliers evaluation essential to effective Procuring function?
Using the chi-square analysis thus (y2) = E (o-e)
						     e	
∑ = summation
O = Observation frequency
E = Expected frequency
	Options
	O
	E
	O-E
	(Oi-Ei)2
	(Oi-Ei)2/ei

	Yes
	60
	5
	55
	3025
	605

	No
	15
	5
	10
	100
	20

	Undecided
	25
	5
	20
	400
	80

	Total
	100
	
	
	
	705


Source: Field Survey, 2025
e= No of columns-1=5-1=4
Degree of freedom = Df 2
Critical value (X2)- 4df 0.05 = 705≥X2 (451)
Decision: Since the test statistics X2 (705) is ≥X2 (451) from the distribution table, the Ho (Null hypothesis) which states suppliers evaluation is not essential to effective Procuring function in Tuyil pharmacy is rejected while the Hi (Alternative Hypothesis) which say suppliers evaluation is essential to effective Procuring function in Tuyil pharmacyis accepted.




CHAPTER FIVE
SUMMARY, CONCLUSION AND RECOMMENDATIONS
5.1	SUMMARY OF FINDINGS
This research project, titled the benefit of supplier evaluation programme to an effective and efficient Procuring function in manufacturing industries.
A Tuyil pharmacy Ilorin, the aim of the project as was stated in this chapter one was to x-ray how suppliers evaluation can help effective procurement and likely flaws in the programme, as far as the chosen company is concerned with the aim of suggesting ways of improving performance.
The following were found to be the major cause of flaws in suppliers evaluation.
1. Communication gap between the buyer and the vendor coupled with the location of the suppliers
2. It was found out that the involvement of other functions like the user departments, inspection, auditors e.t.c, is another problem since a strain relationship between the aforementioned functions tends to affect the whole exercise of evaluation.
3. The researcher also found out that price collusion practice by the sellers affected the company’s judgment during the evaluation programme.
4. Besides, companies usually find it extremely difficult to rate the sellers on the basis of services because of the numerous variables which constitute what is known as services, it was also found out that rating supplier’s on the basis of services inspection, auditors e.t.c., is another problem since a strain relationship between the aforementioned functions tends to affect the whole exercise of evaluation. The researcher also found out that price collusion practice by the sellers affected the company’s judgment during the evaluation programmes.
Besides, companies usually find it extremely difficult to rate the sellers on the basis of services because of the numerous variables, which constitute what is known as services. It was also found out that rating supplier’s on the basis of service usually on the seller, which at the end affect the supplier’s evaluation exercise(s), in a case where a company has a sources of supply whether the Procuring officer likes it or not he must adhere to the company’s policy.
Lastly, late delivery and shortage of raw materials has a serious consequence, as there could be bottle necks production and inability of the companies to meet customers order. This in effect cause reduction in the standard of the company and decrease in profitability.
5.2	CONCLUSION
Based on the study findings, the study concluded that supplier’s finances and quality management played a role on procurement performance in manufacturing organization. 
The study also concludes that supplier’s finance was an important factor that played a role on procurement performance in Geothermal Development Company. The regression model of the study showed that supplier’s finance had a significant role on procurement performance. This implied that increasing levels of supplier’s finance by a unit would conversely increase the levels of procurement performance by an equal measure. Supplier’s finance factors which included supplier’s turnover, profitability, supplier’s technical capability, suppliers return on assets ratios and supplier’s gross margin and net margin ratios as playing a role on procurement performance to a great extent as indicated by the high levels of agreement from the respondents.
The study finally concluded that quality management was also a factor which played a role on procurement performance in Geothermal Development Company. According to the study findings, quality management factor quality management certifications, TQM implementation by the organization and its suppliers, products inspection, screening of products defects, formulation of good product designs and quality controls by the organizations as playing a role on procurement performance to a significant extent as indicated by the high levels of agreement from the respondents. However, the study found out that the few suppliers meet the British Standards Institution (BSI) International requirements as indicated by a neutral response from the respondents on that statement.
5.3	RECOMMENDATIONS 
Having identifies the inherent problems associated  with suppliers evaluation, it will be improper if advice and recommendations are  not given in order to assist in all emitting it is however hoped that writers recommendations will be followed and tested.
In the first place, the management needs to employ a well qualified Procuring manager who is a member of the Nigeria challenged “Institute of Procurement and Supply chain Management Movement” for efficient and effective execution of Procuring function.
Secondly, the Procuring manager should let the suppliers understand that there will be a continues business relationship, if this performance in term of price, quality, delivery and services continues to be satisfactory.
The Procuring manager should makes it crystal clear the advice and assistance will be given where, it will help suppliers are suppliers criticism welcome. The researcher at this juncture recommends that there should be improved communication between Procuring and other units within the organization and outside suppliers.
This to a great extent enhances performances and better services since suppliers evaluation help to ensure effective procurement, Procuring personnel’s should be given appropriate training so they can have full understanding of the task involved in their operation.
Finally, negotiation techniques should be adopted where there is price collusion.
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APPENDIX
				Kwara State Polytechnic,
				Department of Procurement and Supply chain Management,
				P.M.B 1375, Ilorin,
				Kwara State.
				25th  June, 2019.
The Manager,
Tuyil pharmacy,
Ilorin.
	Dear Sir/Ma
LETTER OF INTRODUCTION
	I am Mohammed Abdulafeez Yekini, a final year student in the Department of Procurement and Supply chain Management, Kwara State Polytechnic, Ilorin. As part of the conditions for the award of National Diploma (ND). I am conducting a research on: The Benefit of Suppliers Evaluation Programme to an Effective and Efficient Procuring Function in Manufacture Industries. A Case Study of Tuyil Pharmacy, Iloirn.
	I shall be very grateful if you will kindly provide answers to the attached questionnaire as objectively as possible. The information you provide will be treated as highly confidential and will not be disclosed to any person. The information will solely be used for research purpose.
	Thanks for your anticipated co-operation.
						Yours Faithfully,

						AKANDE NAFIU DAMILARE
						ND/23/PSM/FT/0018























QUESTIONNAIRE
1. Kindly indicate your age range: 18-25 (     ) (b) 26-33 (    )  
(c) 34-41 (  ) (d) 42 and Above (  )
2. Kindly indicate your marital status:  (a) Married (       ) (b) Single (   )
3. Kindly indicate your gender: (a) Male (    ) (b) Female (    )
4. What is your educational background? (a) Primary school certificate (  ) (b) SSCE/WAEC (  ) (c) OND/NCE (  ) (d) HND/BSC (   ) (e) MBA/MSC (   ) (f) Others (  )
5. Who initiates purchase of material? (a) Material manager (    ) (b) User department (  ) (c) production Department (  ) 
6. Which of the sourcing methods is/are being used? 
(a) Multiple Sourcing (  ) (b) Single Sourcing (  ) (c) Both (  )
7. What buying techniques are based used? (a) Blank Ordering (  ) (b) Contract Ordering (  ) (c) Spot Ordering (  )
8. Do you carry out market survey before Procuring is affected?
(a)  Yes (  )   (b) No (   )
9. Do you negotiate before ordering? (a) Yes (  )   (b) No (   )
10. Do you usually inspect material delivery? (a) Yes  (b) No (   )
11. Why do you evaluate your suppliers? (a) To enjoy price reduction only (  ) (b) To obtain good quality material (  ) (c) To motivate them (suppliers) (  )  (d) 1 and 3 (  )
12. Do you agree that suppliers evaluation help ensure effective? 
(a) Yes  (b) No (   )
13. Do suppliers evaluation a continuous process in your organization? (a) Yes  (b) No (   )
14. Do you agree that suggested suppliers evaluation vendor? 
(a) Yes (b) No (   )
15. Can buyers skill and knowledge influence suppliers evaluation?
(a) Yes  (b) No (   )
16. How often do you evaluate your suppliers? (a) Yes  (b) No (   )
17. What are the criteria being used in evaluating your?
(a) Quality (  ) (b) Price (  ) (c) Service (  ) (d)All of the above ( )
18. Has any of your suppliers fallen short of your evaluation 
(a) Yes  (b) No (   )
19. Do you develop your suppliers? (a) Yes  (b) No (   )
20. Do you maintain adequate records purchase transaction? 
(a) Yes (b) No (   )
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