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CHAPTER ONE
INTRODUCTION
1.1 BACKGROUND OF THE STUDY 
The manufacturing industry in Nigeria has undergone tremendous flux in recent times. According to Musara and Fatoki (2020), flux in the global marketplace has created room for intense competition and has put organizations under more pressure. Customers are now open to higher expectations and multiple choices. Also, due to this flux, there are drastic measures in management approach and techniques used in production and processing expectations of customers, attitudes of suppliers as well as competitive behaviour (Phebe & Njoku, 2018). As the competition increases, organizations are now exploring means of delivering products with lead time and at cheaper rate aimed at improving their sales performance which cannot be achieved through slow actions in manufacturing operations (Franco & Rubha, 2017). 
Organizations need to change their production strategies, improve product quality and reduce cost of production at a faster rate than their competitors as well as review their inventory management process. Against this background, supply chain managers in the last quarter of the 20th century have identified just-in-time inventory management as a major programmatic operations improvement concept that has drastically changed the way manufacturing firms manage their operations and achieve timely delivery (Adeyemi, 2021).
Effective just-in-time inventory management is regarded by Ambe (2022) as one cardinal success factor which cannot be neglected in supply chain management practices. The role of just-in-time inventory management is to ensure faster inventory.. A company would ideally want to have enough inventories to satisfy the demands of its customers- no lost sales due to inventory stock-outs. On the other hand, the company does not want to have too much inventory staying on hand because of the cost of carrying those inventories. Coyle, Bardi and Langley (2022) remark that enough and on-time but not too much is the ultimate objective of just-in-time inventory management. The role of just-in-time inventory management is to ensure faster inventory
Musara (2022) describes just-in-time inventory management as a mechanism that provides efficient and effective services at safer and faster rate. Adoption and implementation of inventory management principles can benefit manufacturers in reducing costs and improving customer service as well as sales performance (Banerjee, Kim & Burton, 2007). According to Agu, Obi-Anike and Eke (2020), the basic objective of just-in-time inventory management is to achieve a balance between the low inventory and high sales performance. Inventory levels have been seen as one of the most interesting areas for improvement in organization materials management (Wangari & Kagiri, 2023). 
Water is very important to human existence. In fact, the society has accepted that no water no life. Water is all encompassing, there is hardly any facet of human endeavour that do not require the use of water. If water is for human consumption, the standard requirement is that it should be potable. The portability of water means that it should be clean, free of impurities, drinkable, tasteless, colorless, and odorless and at balanced pH level neither acidic nor basic. Cydney Walker (2020) emphasized that the human body is primarily water. In infants, up to 70% of the body system is water while it is about 100% in adults and less by 5% in female.
Thus, water provides the medium to make the body system function as required and simultaneously remove waste from every cell. It is required that one 64ounces (2litres) of water should be taken daily to replace what is lost through metabolism. This is however dependent on physical activity and the geographic region in which one live. Water is indeed useful in many other ways such as in body system hydration, circulation of electrolytes, acid-base balancing, temperature regulation, in food digestion, etc. It is therefore rated second to oxygen. The role of just-in-time inventory management is to ensure faster inventory. (Mustapha and Adam 2020).If this is the case, there is need to make the provision of portable water a priority in order to reduce the high consequence and risk of spending more than triple cost to healthy living. 
The WHO estimated that more than one billion (precisely 1.2billion) people are still without improved drinking water and 2.6 billion on without improved sanitation. In Sub-Saharan Africa (mostly developing countries like Nigeria) about 280million people are without access to portable water let alone for cooking, washing or other uses - (Third World Water Forum, 2002). Whereas, total world water need stand at 3.1 billion as at 2021. This is because world population tripled in the 20th century and the use of renewable water resources grown six-fold. This environmental water crisis is a global problem. Narrowing it down to Nigeria, the supply or provision of public drinking water is not reliable.
Unfortunately, implementing the inventory management philosophy is difficult due to the misunderstanding and misinterpretation of the core of the concept by pure water manufacturers in Kwara State and Nigeria at large. The reason for this misinterpretation will not be unconnected with limitation in knowledge on the impact of just-in- time inventory management on business performance. Hence, this research work develop purposely to address the Impact of just in time inventory management techniques on sales performance of satchel pure water producing firms in Kwara state with reasonable evidence from Kwara poly pure water company  and Al-Hikmah Table waterIlorin.  
1.2 Statement of the Problem
Several studies in South Africa (Mutezo, 2022; Maas and Herrington, 2022; Angela and Motsa, 2022; Herrington et al., 2021; Musara and Fatoki, 2020) have alluded to lack of access to financing as one of the major challenges impeding the survival and growth in the Producing firms in Nigeria.
However, little has been done to find solutions to address this challenge and to explore various approaches through which Producing firms can effectively manage their little hard to find financial resources. Proper inventory management, particularly in the manufacturing sector is one of the ways through which operational costs cuts can be achieved. The study attempted to find the solution to inventory management through the JIT inventory management approach. The application of JIT inventory management approaches in developed countries and in other large Mazanai established businesses in developing countries has been proven effective in reducing waste, reducing inventory holding costs, fostering flexibility to customer demands and improving quality. 
Although, several previous researches have empirically and theoretically highlighted the pivot role and relationship between just-in-time inventory management and sales performance, there are little or no empirical proofs depicting the relationship between above concepts particularly among water manufacturing firms in Kwara state (to the best of our knowledge). 
1.3 Objectives of the study 
The main objective of this study is to examine Impact of just in time inventory management techniques on sales performance of satchel pure water producing firms in Kwara state. Thus, other specific objectives include but limited to; 
i. Examine the influence of Management Strategies on gaining of visibility  in the pure water manufacturing firms in Kwara state
ii. Determine the influence Supply chain of sales team's ability in the pure water manufacturing firms in Kwara state
iii. Assessing the significant relationship between Production system and sales goals in the pure water manufacturing firms in Kwara state
1.4 Research Questions
i. Does Management Strategies influence gaining of visibility  in the pure water manufacturing firms in Kwara state
ii. Does Supply chain of sales team's ability in the pure water manufacturing firms in Kwara state
iii. What Is the relationship between Production system and sales goals in the pure water manufacturing firms in Kwara state
1.5 Research Hypothesis 
Ho1: Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state
Ho2: Supply chain does not influence sales team's ability in the pure water manufacturing firms in Kwara state
Ho3: There is no relationship between Production system and sales goals in the pure water manufacturing firms in Kwara state.
1.6 Significant  of the study
The study of this nature is of significance to some bodies which include but limited to: pure water producing firms, researcher and future researcher. Thus, pure water producing firms like Kwara poly will benefit from the study due to the fact that the study will help them understand how just in time inventory techniques can improve their sales performance. The researcher will gain knowledge from the study as well as reward as part of requirement for every graduating students. Lastly, upcoming researchers that choose topic related to this research will use the study as source of material for their research work.  
1.7 Scope of the Study
The study covers “Impact of just in time inventory management techniques on sales performance of satchel pure water producing firms in Kwara state”, thus, the study will be carry out in Ilorin metropolis within the period no attempt shall be made beyond this. Specifically, the study will adopt Kwara state polytechnic as the study area.
1.8 Limitation 
In the process of this study, researcher encounter some challenges some of which include; financial cost, time cost, attitude of respondents etc cetera.
However, the cost of materials and stress of searching for relevant one absolutely is one the challenges, time to read and source for materials as well as visiting the respondents really stressful. The reaction of respondents on the questions and the researcher itself is unbearable. Thus, effort has be made to ensure that all this drawbacks has no effect on the study.
1.9 Operationalization of Variables
The variables are independent and dependent variables and this will be operationalized as follows:
Independent Variable
X = Just in time inventory 
The independent variable (X) 
X = (x1, x2, x3,)
Where:
X1 = Management Strategies
X2 = Supply chain 
X3 = Production system
Dependent Variable
Y = sales performance 
The dependent variable (Y) 
Y = (y)
Where: 
Y1= gaining visibility  
Y2= sales team's ability 
Y3= sales goals 
The equation that explains the functional relationship between the two variables can be written as:
Y = f (X) 
Where  
Y = sales performance
 (Vector of Dependent Variable)
 X = Just in time inventory 
 (Vector of Independent Variable) 
The operationalization of the variables for each of the hypothesis can be summarized in these models: 
Independent 						Dependent
x1: Management Strategies 			       	y1: gaining visibility
x2: Supply chain 	      				y2: sales team's ability  
x3: production system			      		y3: sales goals 
1.10 Operational Definition of Terms
Just in time: Just-in-time (JIT) is a management philosophy and inventory management method that involves producing or receiving goods as they are needed, rather than in advance.
Inventory: Inventory refers to the raw materials used in production as well as the goods produced that are available for sale.
Management: Management is the coordination and administration of tasks to achieve a goal.
Techniques: a way of carrying out a particular task, especially the execution or performance of an artistic work or a scientific procedure
Sales performance: Sales performance is a measure of how well a company, team, or individual sells products or services
Pure water: Pure water is water that has been processed to remove any impurities it contains.
Producing firms: A producing firm, also known as a business or producer, is an entity that combines inputs to produce a good or service for sale in a market.

CHAPTER TWO
LITERATURE REVIEW
2.1 Introduction
This section deal with review of literature which insinuate on the work of past and present authors based on subject matters “Analyzing the effectiveness of balanced scorecard in performance measurement Impact of just in time inventory management techniques on sales performance of satchel pure water producing firms in Kwara state”. Thus, the section was arranged with the following headings: Conceptual Framework that explain the concept of Balance Scorecard and other relevant concepts; Theoretical framework that states many theories out of which adopted one that is suitable for the study; and empirical review that study related headings based on the subject matters.
2.2 Conceptual Framework
2.2.1 Concept of Just-In-Time Inventory Management
Organizations' quest to achieve higher standards of productivity and quality at a relatively reduced cost and faster time has remained the dominant contention for many manufacturers over the years (Kaneko & Nojiri, 2021). The result of a deep search for reductions in total manufacturing costs with corresponding improvements in profitability has given rise to just-in-time inventory management technique. Today, manufacturers have made a turn to it as a tool for variety, better quality and service, including reliability and faster delivery (Inan, Bahar & Zumrut, 2018).
The concept of just-in-time has been written about since the early 1970s. The just-in-time technique is a Japanese philosophy or rationality associated with assemblage, which relates to having the right things in the right quality and amount in the correct place and at the opportune time. Pillai (2021) just-in-time inventory management technique is a fulcrum to increment in quality, profitability, enhanced correspondence, abatements in expenses and squanders According to Agha (2021), ust-in-time is a material management system which aims to work with zero inventory and to ensure materials when they are required; it requires minimum resources and responses in minimum time to the customers, having minimum waste and using all the factors of production.
Godana and Ngugi (2021) regard the just-in-time management approach as an effective technique for firms' improvement of productivity, quality, efficiency; lowering of costs and waste as well as improving communication especially, within the manufacturing sector (Singh & Ahuja, 2022). Due to volatility and scarceness of resources within the business environment, firms are now compelled by the climate of opinion to implement a wide variety of innovative managerial tools and philosophies to react to external and internal pressures. Just-in-time plays a central role in logistics management given its ability to work with low or even zero inventory and responds to materials needs when they are required by customers in minimum time.
One of the major functions of just-in-time is that it helps organizations in planning adequate amount of stock, be they rough materials or finished stock. Other functions are its role of opening organizations to meet the solicitations of their production strategy as well as the solicitations of the organization's ultimate customers (Chan & Zhang, 2020). The less a firm spends to store and pass on the stock, the less obsolete quality it has to markdown and this culminates into saving the company's money. Against this background, Adeyemi (2021) describes just-in-time as a process that is developed for moment or quick response to the order without the necessarily overstocking the warehouse, either in the desire for fulfilling an impromptu order application or as a concern of improvident characteristics.

2.2.2 Sales Performance
Performance is germane to the success of any business endeavor. It is viewed as a critical factor for organizations' wellness and survival. Singh (2020) regards performance as the effectiveness of firms in pursuing and achieving their purpose. For Ongore and Kusa (2023), performance refers to a business jargon or construct that is applied in ascertaining the wellness status of the organization. The construct 'performance' is a multi-dimensional one that describes business wellness status be it financial, operational, process, administrative or behavioral output of an organization. Sales can be viewed as exchange transactions between two or more parties known as buyer and seller with the buyer receiving tangible or intangible products and the seller receiving money or something of same value (Iwase & Ohno, 2020). 
Olugu, Wong and Shadaroun (2021) view selling sales performance as one of the most important activities carried out in organizations. Sales represent the quantity of goods sold in number or volume of units during a company's normal operating time. It amounts to the total aspects encompassing gross sales, credit memos, income, delayed billings and delayed shipments. Sales performance engages untreated information regarding the number of consumers' sales representative to compare the volume of actual sales. 
However, it could indicate the rate of customer allegiance to an organization, therefore improving sales performance can spontaneously increase the number of loyal customers. Ongore and Kusa (2023) opine that sales performance is a multidimensional perception; the rate at which it fluctuates depends on a multiplicity of reasons that encompass it.
Definitions of sales performance are almost inexhaustible. In fact, more and more definitions of the concept keep emerging with the passage of each day. Ongore and Kusa (2023) define sales performance as company's sales professionals' ability to 'win' at each stage of the customer buying process and the speed at which each task in the sales process is performed. Aktam and Ongore and Kusa (2023) viewed sales performance as a firm's tool for measuring its success which cuts across market demands response capability, the time and speed of response and its ability to adapt to environmental changes.
Khantimirov (2017) puts it that sales performance is not just a sales function but an organization wide issue as it necessitates profound corporation between sales and marketing to appreciate what is working and what is not, and how to ensure uninterrupted improvement of knowledge, information, skills and stratagems that sales people must utilize as they encounter sales opportunities.
2.2.3 Sales Growth
The main goal of organizations decision makers is to increase revenue in the short and long-term through sales. Growth is a process function which happens over multiple time periods and is recognized as an important stage of life cycle for all humans, plants, animals and even profit organizations (Mwangi, Makau & Kosimbei, 2021). Due to its importance to the business parlance sources of business growth have been subjected to a considerable academic Odalo, attention (Ondrej & Martin, 2021). According to Njuguna and Achoki (2020), no business can grow in profit without creating value and delivering such value through an exchange process (sales). The growth of firm can be represented by the change in some variables over time. Typically, a firm's growth opportunities are measured in terms of the fraction of a firm's value represented for by assets-in-place (Bhutta & Hasan, 2023).
Growth in firm's sales is viewed as an indication of firm success and market acceptance. In specific terms, sales growth is an indicator of firm's financial performance. The rate of sales growth is a parameter for evaluating business organizations competiveness. Because the increment in sales may vary from year to year (that is, many not be equal), sales growth highlights a significant measure of change in sales over recorded periods.
2.2.4 Market Share
A company's market share is its portion of total sales in relation to the market it operates within. Market share represents the percentage of an industry or market's total sales that is earned by a particular company over a specified time period. Omondi and Muturi (2023) argued that market share is calculated by taking the company's sales over the period and dividing it by the total sales of the industry over the same period. Market share increase can allow a company to achieve greater scale on its operations and improve profitability. (Pervan & Visic, 2022) sees market share as one of the crucial sales performances measures anyfirm can achieve.
Market share represent the percentage of sales a firm achieve within a specific period of time and in a particular market. Khantimirov (2017) opine that market share is one of the marketing metrics that is constantly talked about in the field of marketing as a discipline as it compares the revenue of the firm with the total revenue of the market in question over a period of time. In relation to this study, the share of the firm in the market will be determined in relations to the extent of the promotional strategy. In effect it helps to understand the relative success of the firm in penetrating the market place, thus the relative market shares of a company attempts to compare a firm's market share with that of its nearest rivals.
2.2.5 Sachet Water Production in Nigeria
Water vending has probably existed as long as society itself and the issues surrounding vended water in the developing world have received contemporary review elsewhere (Kjellen and Mc Granallin, 2022). Packaged (Bottled/Sachet) water production in Nigeria could be traced back to 1990 under the present civilian administration. This became necessary in view of the fact that water is one of the most essential and common infrastructures for the survival of all lives. The market for sachet and bottle water is national and with the estimated drinking water need all over the world, it should be made available at door steps of the citizenry.
Sachet water production and proliferation of water manufacturing firms in the urban centres are on the increase day-in day-out, yet the required water need are yet to be met. It should be mentioned however, that though the market is there especially in the dry season, the quality of the product determines its market share.
The quality has to be assessed in line with regulatory standards and body given such approval.
In Nigeria, the regulatory body of packaged water is the National Agency for Food and Control. (NAFDAC). The body is not only assessing the quality, but regulates, from time to time, its status as well as its ingenious proliferation. Sachet and bottle water is consumed on daily basis by all and sundry irrespective of age, social class or religion. The major raw material for the production of sachet water is water either from well or borehole, while he other factors of production or resources like land, capital, labor, machines and other complementary materials (films, packaging nylon etc) also comes to play.
In the production of sachet pure (pure water), two most important equipment required for production are the water treatment plant and the sachet water filling machine. The treatment plant consists of the water tanks in three stages: Raw water Pre-treated and Potable water. The plant also has the composite silos unit and the
Reverse Osmosis/Manual Chlorination Unit. Before the potable water is transferred to the water filling machine a sterilizer machine is put just above the machine. Just as the name implies, it is to sterilize the water before it passes on to where it is going to be packaged in sachet or bottle. All the four factors of production or rather the “4Ms” (Man, Machine, Materials and Money) are vital in any production process were put in place. The concern of this paper is to determine the profitability index of producing water within the immediate environment of an academic community and which is expected to satisfy NAFDAC requirement as well as being potable despite pure water proliferation in the society.


2.2.6 JIT Inventory management techniques 
The JIT inventory management approach received a lot of attention of scholars. JIT inventory management as a tool to cut operational cost has been discussed by several authors (Adeyemi, 2021) in the context of large enterprises. JIT production is a method of reducing inventory that has been used for many years however, its application to SMEs in South Africa has not been investigated. Literature regarding the application of JIT in SMEs, particularly in South Africa and other developing economies is scant. The implementation of JIT inventory management system requires a well crafted and established infrastructure such as an efficient transport system, an electronic information network and a reliable source of supplies, etc. Kaneko and Nojiri (2021) explained that for JIT to be successfully implemented both the manufacturer and supplier should share their information through a reliable electronic information network.
Furthermore, successful implementation of JIT requires long term relationships between manufacturer and suppliers who have been selected according to the typical criteria such as quality, low-costs and punctual delivery. The relationship provides benefits to both producers and suppliers in the form of generating profit; reducing transaction costs and developing technology together (Kaneko and Nojiri, 2021). Such qualities might not be present in the SME sector.
Overall, the role of inventory management as a tool to cut costs in the SME sector received little attention of scholars and policy makers. However, significant operational cost cuts can be achieved through efficient inventory management systems. In a study in India’s machine tools SMEs, Pillai (2021) reviewed that SMEs are aware of the importance of inventory management practices. However, when it comes to practice, almost 25% of them did not pursue any kind of inventory management practice. This is primarily due to lack of motivation as well as lack of perception of immediate financial gains. 
Pillai (2021) found that proper inventory management practices results in lower inventory costs. It was further argued that it is appropriate to encourage SMEs to adopt better inventory management practices because that would enable them to achieve lower inventory cost per sales and higher inventory turnover ratios.
In another study, Lee (2022) revealed that many Chinese small manufacturing firms face size-related difficulties in implementing JIT. The lack of bargaining power with suppliers and lack of capital are major hindrances encountered by Chinese small firms when implementing JIT. As a result, they focus on internal changes to improve quality, inventory reduction and increasing employee participation. Lee (2022) further
suggested that Chinese small firms can achieve these goals by implementing only feasible elements of JIT without too much capital investment. This is a reason why many Chinese small manufacturing firms should consider JIT systems.
In a study by Adeyemi (2021) in Nigeria, it was reviewed that JIT inventory management approach can be workable in Nigeria firms. However, many companies, especially small firms showed lack of awareness of its existence and how to apply the
approach. Such discoveries can also be scrutinised in South African context to find similarities and ways of benefiting the SMEs sector to achieve operational costs cuts.
2.3 Theoretical Framework
2.3.1 Lean theory
The lean theory is a theory of manufacturing, warehousing, and general supply chain management, propounded by John Krafcik in 1988 (cited in Vrat, 2021). The theory builds upon the inventory management model that seeks to optimize the quantity of any individual item ordered. In the theory, inventory constrains a firm's ability to respond to fluctuations in demand. Scholarly studies indicate that companies successfully optimize inventory through lean supply chain practices and systems to achieve higher levels of asset utilization and customer satisfaction leading to improved organizational growth, profitability, market share and sales performance (Mankazana & Mukwakungu, 2018).
The application of this theory to this paper is that since the lean theory can help eliminate buffer stock and minimize waste in organization's production process, manufacturing firms can optimize their inventory through lean supply chain practices and achieve higher levels of asset utilization and customer satisfaction leading to improved organizational growth, profitability, market share and sales performance. This therefore brings to the fore, the importance of just-in-time inventory management.

2.3.2 RATIONAL EXPECTATIONS
The theory of rational expectations was first proposed by John F. Muth of Indiana University in the early 19100s. He used the term to describe the many economic situations in which the outcome depends partly on what people expect to happen. The price of an agricultural commodity, for example, depends on how many acres farmers plant, which in turn depends on the price farmers expect to realize when they harvest and sell their crops. As another example, the value of a currency and its rate of depreciation depend partly on what people expect that rate of depreciation to be. That is because people rush to desert a currency that they expect to lose value, thereby contributing to its loss in value. Similarly, the price of a stock or bond depends partly on what prospective buyers and sellers believe it will be in the future.
The use of expectations in economic theory is not new. Many earlier economists, including A. C. Pigou, John Maynard Keynes, and John R. Hicks, assigned a central role in the determination of the business cycle to people’s expectations about the future. Keynes referred to this as ―waves of optimism and pessimism‖ that helped determine the level of economic activity. But proponents of the rational expectations theory are more thorough in their analysis of expectations (Moemeke, 2017).
The influences between expectations and outcomes flow both ways. In forming their expectations, people try to forecast what will actually occur. They have strong incentives to use forecasting  rules  that  work  well  because  higher  ―profits‖  accrue  to  someone  who  acts  on  the basis of better forecasts, whether that someone is a trader in the stock market or someone considering the purchase of a new car. And when people have to forecast a particular price over and over again, they tend to adjust their forecasting rules to eliminate avoidable errors. Thus, there is continual feedback from past outcomes to current expectations. Translation: in recurrent situations the way the future unfolds from the past tends to be stable, and people adjust their forecasts to conform to this stable pattern (Moemeke, 2017),.
The concept of rational expectations asserts that outcomes do not differ systematically (i.e., regularly or predictably) from what people expected them to be. The concept is motivated by the same thinking that led Abraham Lincoln to assert, ―You can fool some of the people all of the time, and all of the people some of the time, but you cannot fool all of the people all of the time.‖ From the viewpoint of the rational expectations doctrine, Lincoln’s statement gets things right. It does not deny that people often make forecasting errors, but it does suggest that errors will not persistently occur on one side or the other.
Economists who believe in rational expectations base their belief on the standard economic assumption that people behave in ways that maximize their utility (their enjoyment of life) or profits. Economists have used the concept of rational expectations to understand a variety of situations in which speculation about the future is a crucial factor in determining current action. Rational expectations is a building block for the ―random walk‖ or ―efficient markets‖ theory of securities  prices,  the  theory  of  the  dynamics  of  hyperinflations,  the  ―permanent  income‖  and life-cycle‖ theories of consumption, and the design of economic stabilization policies (Moemeke, 2017).
2.4 Empirical Review
The impact of just-in-time inventory management on sales performance is recognized in empirical literature. Musara (2022) Impact of just-in-time inventory system on efficiency, quality and flexibility among manufacturing studied sector, small and medium enterprise (SMEs) in South Africa. The study employed the questionnaire and personal interview to generate its data. The study used Regression Analysis to measure the level of impact of just-in-time inventory system on efficiency, quality and flexibility; it found that just-in-time impact significantly on efficiency, quality and flexibility. The study concluded that the application of just in time inventory management principles can benefit firms significantly in terms of improved quality of products, reduction in operational costs and increased flexibility. Mishra, Kumar & Garg (2018) investigated just in time supply chain through general system theory and found that the implementation of just in time inventory management is key to firms' success.
Iwase & Ohno (2020) explored the performance evaluation of a multi-stage JIT production system with stochastic demand and production capacities in Nigeria. The study adopted the descriptive survey design and correlation analysis techniques to analyze data for the study. The study found out that there is a moderate positive relationship between just in time and performance of production systems in Nigeria. Kaneko and Nojiri (2021) investigated logistics of just-in-time between parts suppliers and car assemblers' performance in Japan. The study adopted the descriptive survey design method. It used the questionnaire for data generation and regression analysis to measure the significance level between the variables. The study found that there is a strong positive relationship between logistics of just in time and parts suppliers and car assemblers' performance in Japan.
Sihle and Sambil (2024), the Impact of Just-in-Time (JIT) in Inventory Management System and the Supplier Overall Performance of South African's Bed Mattress Manufacturing Companies, Just-in-Time (JIT) is an inventory management approach of having the exact amount of inventory goods arriving at the exact time when needed. Mixed-methods research design has been utilized as a part of this investigation, and descriptive statistics were used to summarize the data collection. From the study conducted it may be concluded that not implementing the JIT system is the causes of lower performance rates, compared to the performance of the company that has. The JIT approach has methods or guidelines on how the company can improve its inventory management system and improve the performance of the company. It is then recommended that organizations in the manufacturing industry implement the Just-In-Time method in their inventory management systems.
Edwin and Florence (2023) tried to determine the effect of inventory management on profitability of cement manufacturing companies in Kenya. A cross-sectional data from 2020 to 2021 was gathered for the analysis of the annual reports for the three sampled firms listed at Nairobi Securities Exchange (NSE). The ordinary least squares (OLS) stated in the form of multiple regression models was applied in the data analysis to establish the relationship between inventory management and firm's profitability. The variables used include inventory turnover, just-in-time, inventory conversion period, economic order quantity, inventory levels, automatic replenishment, storage cost and size of firm, gross profit margin, return on assets and growth of the firm. The results revealed a moderate positive relationship between just in time and profitability of cement manufacturing companies in Kenya.
Phebe and Njoku (2018) studied inventory management and organizational performance of Dansa Food Limited, Nigeria. The study conceptualize inventory management with economic order quantity, just in time, system replenishment and automatic replenishment. A survey research was conducted with a purposive non- probability sampling technique. The instrument of data collection and measurement was well- structured and standardized questionnaire and five point weighted scale. The statistical tool used for data analysis and test of research hypotheses was one sample t-test. The results of the analysis indicate that just in time dimension of inventory management has significant positive impacts on the performance parameters of organizations and therefore contributes to economic production quantity and quality of Dansa Food Limited products at budgeted costs and scheduled time to customers and hence profitability of manufacturing firms.
Musara (2022), examine Impact of just-in-time (JIT) inventory system on efficiency, quality and flexibility among manufacturing sector, small and medium enterprise (SMEs) in South Africa. The study revealed that, the paper presents the findings of the study that was conducted to investigate the impact of application of Just-In-Time (JIT) inventory management system in the manufacturing sector SMEs. Self-administered questionnaires were distributed to a sample of manufacturing sector SMEs in the food, wood and furniture, metals, non-metals and other industries. The study revealed that the majority of SMEs in the manufacturing sector were not applying the JIT inventory management principles. It was furthermore revealed that there are challenges impeding the implementation of JIT principles in the manufacturing sector SMEs. These challenges include lack of reliable supplier networks, lack of capital and lack of knowledge of immediate financial gains among others. Furthermore, statistically significant positive correlations between the application of JIT inventory management principles and cost efficiency, quality and flexibility were found. It is therefore deduced that manufacturing sector SMEs can benefit significantly in terms of improved quality of products, increased operational cost cuts and increased flexibility by applying the JIT inventory management principles.
Harcourt (2022), studies just-in-time inventory management imports on sales performance of water manufacturing firms in rivers state, Nigeria. The study revealed that, the study adopted an explanatory research design with causal type of investigation. Primary and secondary methods of data collection were employed to obtain relevant data for analysis. The instrument of data collection employed was questionnaire. The study population was made up of the 30 registered water manufacturing firms operating in Rivers state. The study randomly selected three top management staff from each of the firms as the respondents hence a total of 90 top management staff were used for the study. The data was analyzed using the Pearson's Product Movement Correlation statistic through the aid of statistical packages for social science version 23.0. The result of the findings revealed existence of significant and positive relationship between just-in-time inventory management and sales performance of water manufacturing firms in Rivers State. The study concluded that just-in-time inventory management has significant and positive relationship with sales performance of water manufacturing firms in Rivers State. The study therefore, recommended that managers of water manufacturing firms should adopt just-in-time inventory management as a strategy to boost efficiency of inventory operation as well as improve the sales performance.
Harcourt and Ali (2021), this studies investigated just-in-time inventory management imports on sales performance of water manufacturing firms in Rivers State, Nigeria. The study adopted an explanatory research design with causal type of investigation. Primary and secondary methods of data collection were employed to obtain relevant data for analysis. The instrument of data collection employed was questionnaire. The study population was made up of the 30 registered water manufacturing firms operating in Rivers state. The study randomly selected three top management staff from each of the firms as the respondents hence a total of 90 top management staff were used for the study. The data was analyzed using the Pearson's Product Movement Correlation statistic through the aid of statistical packages for social science version 23.0. The result of the findings revealed existence of significant and positive relationship between just-in-time inventory management and sales performance of water manufacturing firms in Rivers State. The study concluded that just-in-time inventory management has significant and positive relationship with sales performance of water manufacturing firms in Rivers State. The study therefore, recommended that managers of water manufacturing firms should adopt just-in-time inventory management as a strategy to boost efficiency of inventory operation as well as improve the sales performance.

 Olaniyi, Peter and Segun (2024), this study examined Just-in-Time (JIT) inventory management practice and performance of selected polytechnics in Southwest Nigeria, and the implications for sustaining stock efficiency. The study used descriptive survey research design and a total of one thousand and thirty-six (1,036) store employees from federal, state and private polytechnics in the Southwest, Nigeria. A sample size of five hundred and forty-four (544) determined through multi-stage and stratified sampling technique was used for data analysis. Primary data were obtained through questionnaire while linear regression was employed to determine the effects and statistical significance of the relationships between the study variables. The Statistical Package for Social Sciences (SPSS) version 24.0 was applied to process the data and the hypothesis was tested at p-value of = 0.05 level of significance while descriptive statistical analysis was used to identify frequencies and percentages. The findings of the study showed that JIT inventory management practice cannot be underestimated in determining performance of polytechnics in Southwest Nigeria. The study recommended that management of polytechnics in Southwest Nigeria should develop a policy framework to facilitate faster implementation of the best inventory management practices such as JIT as it has proven to have significant positive effect on employees’ performance.



CHAPTER THREE
RESEARCH METHODOLOGY
3.1	Introduction
Research is an important tool for advancing knowledge, promoting progress and for enabling man to relate more effectively to his environment in order to accomplish his purposes and to resolves his conflicts. Basically, this chapter is concerned with the methods used in collecting, analyzing and interpreting the data for the study. Therefore, it contains the research design, population of the study, sample techniques and sampling size, source and method of data collection, techniques of data analysis as well as variables of the study.
3.2 Research Design
Research design is the approach or scheme which defines the tools and strategies of the research. In this study, the descriptive and causal research design is employed to empirically Analyzing the effectiveness of balanced scorecard in performance measurement.
3.3	Population of the Study
A population is made up of all considered element or subject relating to phenomenon of interest to the researcher (Asiaka. 2020). Thus, population of the study is all staffs of Kwara poly pure water company  and Al-Hikmah Table water Ilorin in kwara State according human resources management the total number of staffs in Kwara poly pure water company  and Al-Hikmah Table wateris 27 at as December, 2024. 
3.4	Sample Size and Sampling Techniques 
Krejcie & Morgan (1970) technique was adapted to select 25 staffs of Kwara poly pure water company  and Al-Hikmah Table water whose are able to attend and educated enough to answer the questions in the design researcher questionnaire. . 
3.5 Method of Data Collection
Two major sources of data exist in all research works. These are the primary sources and the secondary sources. Primary sources entail the use of questionnaires to gather data needed while secondary sources consist of utilising already existing data used for some other work but were found to be useful in this study. Based on the objectives of the study, the both primary and secondary sources of data are employed in this research. This entailed gathering of information from the respondents.
3.6 Instrument for Data Collection
This paper made use of the qualitative and quantitative research method. This is a method of data collection in which data was gotten from government agency publications and internet this study employed desk survey. In this method, data were collected from responses of respondents through research questionnaire, annual report of Kwara poly pure water company  and Al-Hikmah Table waterand the internet.
3.7 Techniques of Data Analysis
This model is analysed using ADF unit root test and regression analysis. The ordinary least square (OLS) model of multiple regression technique was used to establish the relationship between dependent and independent variables.



CHAPTER FOUR
DATA ANALYSIS AND DISCUSSION
4.1 Introduction
Data presentation means the known ways of carrying the different forms of data obtained through various data selecting techniques to enable the researcher perform analysis and extract new meaning format.
The data collected was presented in simple table. The data analysis was based on the answer to question raised from the staffs of Kwara poly pure water company  and Al-Hikmah Table water the question in the questionnaire was analyzed by the use of simple percentage. The analysis of the questionnaire distributed is stated below. Out of 25 questionnaires administered, all copies were retrieved.
DISTRIBUTION AND COLLECTION OF QUESTIONNAIRE
Questionnaire Administration
Table 4.1.1
	Questionnaire
	Respondents
	Percentage %

	Returned
	25
	100

	Not Returned
	0
	0

	Total
	25
	100


[bookmark: page75]Source Field Survey, 2025
Table 4.1.1 shows that out of the 25 copies of the questionnaire administered at Kwara poly pure water company  and Al-Hikmah Table water Ilorin only 25that 100% were returned as duly completed while 0 that is 0% were not returned.
4.2	DEMOGRAPHIC CHARACTERISTIC OF RESPONDENTS
Table 4.1.2:	Gender
	Options
	No. of Respondent
	Percentage %

	Male
	15
	60

	Female
	10
	40

	Total
	25
	100


Source Field Survey, 2025
The table above shows that 60% representing 15 respondents were male, while 40% representing 10
 respondents were female. This shows that most of the respondents were males. 
Table 4.1.3: Marital Status
	Options
	No. of Respondent
	Percentage %

	Single
	8
	32

	Married
	17
	68

	Total
	25
	100


[bookmark: page76]Source Field Survey, 2025
In the above table it is seen that 32% of representing 8 respondents were single, while 68% representing 17 respondent were married. This shows that a good number of the staffs are either single or married.
Table 4.1.4:	Age
	Option
	No of Respondent
	Percentage %

	Below 18 years
	5
	20

	18 – 29 years
	6
	25

	30 – 39 years
	8
	33

	40 – 49 years
	5
	20

	50 and above
	1
	2

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 20% representing 5 respondent fall within below 18 years, 25% representing 6 respondents fell within the age of 30 – 39 years, 33% representing 8 respondents fall within the age 30 -39 years, 20% representing 5 respondent fell within the age of 40 – 49 year and 2% representing 2 respondent fell within the age of 50 years and above.
[bookmark: page77]Table 4.1.5:	Academic Qualification
	Option
	No of Respondent
	Percentage %

	WAEC
	4
	16

	NCE/OND
	7
	28

	HND/BSC
	12
	48

	Others higher certificate
	2
	8

	Total
	25
	100


Source Field Survey, 2025
The above table indicates that 16% representing 4 respondents were WAEC holder, 28% representing 7 respondent were NCE/OND holders, 48% representing 12 respondents were HND/BSC holders and 8% representing 2 respondents were holding other higher certificate.
[bookmark: page78][bookmark: page79]4.3	STATISTICAL RESULT
OBJ1: MANAGEMENT STRATEGIES AND GAINING OF VISIBILITY  
Table 4.1.7
Question 6: Ere’s significant relationship between Supply chain and sales team’s ability of pure water company
	Option
	No of Respondent
	Percentage %

	Strongly agree
	12
	48

	Agree
	4
	16

	Undecided
	4
	16

	Disagree
	4
	16

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 48% representing 12 respondents strongly agree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry , 16% representing 4 respondents agree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry , 16% representing 4 respondents were undecided and disagree with the statement and 4% representing 1 respondent strongly disagree that Ere’s significant relationship between Supply chain and sales team’s ability of pure water company.
[bookmark: page80]Table 4.1.8
Question 7; Production system policy at times affects sales goal in pure water manufacturing industry 
	Option
	No of Respondent
	Percentage %

	Strongly agree
	9
	36

	Agree
	5
	44

	Undecided
	1
	4

	Disagree
	3
	12

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
An examination of the table shows that 36% representing 9 respondents strongly agree that Production system policy at times affects sales goal in pure water manufacturing industry , 44% representing 5 respondents agree that Production system policy at times affects sales goal in pure water manufacturing industry , 4% representing 1 respondents are undecided, 3 respondent representing 12% disagree that Production system policy at times affects sales goal in pure water manufacturing industry , 4% representing 1 respondents strongly disagree that Production system policy at times affects sales goal in pure water manufacturing industry 
[bookmark: page81]Table 4.1.9
Question 8:Effective sales goal is a result effectives just in time inventory
	Option
	No of Respondent
	Percentage %

	Strongly agree
	10
	40

	Agree
	5
	20

	Undecided
	8
	32

	Disagree
	1
	4

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
The table shows that Effective sales goal is a result effectives just in time inventory by the data in table 4.1.9 in which 40% representing10 respondents strongly agree that, Effective sales goal is a result effectives just in time inventory 20% representing 5 respondent agree that Effectiveness of just in time inventory can be measure through gaining of visibility, 32% representing 8 respondent are undecided, 4% representing 1 respondents disagree that Effective sales goal is a result effectives just in time inventory while 4% representing 1 respondent disagree that Effective sales goal is a result effectives just in time inventory. 
Table 4.1.10
Question 9: The role of just-in-time inventory management is to ensure faster inventory.
	Option
	No of Respondent
	Percentage %

	Strongly agree
	15
	60

	Agree
	8
	32

	Undecided
	2
	8

	Disagree
	-
	-

	Strongly disagree
	-
	-

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 60% representing 15 respondent strongly agree that The role of just-in-time inventory management is to ensure faster inventory., 32% are representing 8 respondent agree that The role of just-in-time inventory management is to ensure faster inventory.  while 8% representing 2 respondent are undecided while strongly agree and disagree have no respondent.
[bookmark: page83]Table 4.1.11
Question 10: The role of just-in-time inventory management is to ensure faster inventory.
	Option
	No of Respondent
	Percentage %

	Strongly agree
	15
	60

	Agree
	7
	28

	Undecided
	-
	-

	Disagree
	3
	12

	Strongly disagree
	0
	0

	Total
	25
	100


Source Field Survey, 2025
The table depicts the responses of respondents on whether The role of just-in-time inventory management is to ensure faster inventory.. A look at the table shows 60% representing 15 respondent strongly agree that The role of just-in-time inventory management is to ensure faster inventory., 28% representing 7 respondents agree that The role of just-in-time inventory management is to ensure faster inventory., 12% representing 3 respondent disagree that The role of just-in-time inventory management is to ensure faster inventory., 0% representing 0 respondent strongly disagree with the statement and no respondent for undecided.
OBJ2: Supply chain and sales team’s ability
[bookmark: page84]Table 4.1.12
Question 12: There’s significant relation between Production system and sales goals in the pure water manufacturing industry 
	Option
	No of Respondent
	Percentage %

	Strongly agree
	12
	48

	Agree
	4
	16

	Undecided
	4
	16

	Disagree
	4
	16

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 48% representing 12 respondents strongly agree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry , 16% representing 4 respondents agree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry , 16% representing 4 respondents were undecided and disagree with the statement and 4% representing 1 respondent strongly disagree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry .
Table 4.1.13
Question 13; Production system policy at times affects sales goal in pure water manufacturing industry 
	Option
	No of Respondent
	Percentage %

	Strongly agree
	9
	36

	Agree
	5
	44

	Undecided
	1
	4

	Disagree
	3
	12

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
An examination of the table shows that 36% representing 9 respondents strongly agree that Production system policy at times affects sales goal in pure water manufacturing industry , 44% representing 5 respondents agree that Production system policy at times affects sales goal in pure water manufacturing industry , 4% representing 1 respondents are undecided, 3 respondent representing 12% disagree that Production system policy at times affects sales goal in pure water manufacturing industry , 4% representing 1 respondents strongly disagree that Production system policy at times affects sales goal in pure water manufacturing industry .
Table 4.1.14
Question 14:Effective sales goal is a result effectives just in time inventory
	Option
	No of Respondent
	Percentage %

	Strongly agree
	10
	40

	Agree
	5
	20

	Undecided
	8
	32

	Disagree
	1
	4

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
The table shows that Effective sales goal is a result effectives just in time inventory by the data in table 4.1.9 in which 40% representing10 respondents strongly agree that, Effective sales goal is a result effectives just in time inventory 20% representing 5 respondent agree that Effectiveness of just in time inventory can be measure through gaining of visibility, 32% representing 8 respondent are undecided, 3% representing 2 respondents disagree that Effective sales goal is a result effectives just in time inventory while 4% representing 1 respondent disagree that Effective sales goal is a result effectives just in time inventory. 
Table 4.1.15
Question 15: The role of just-in-time inventory management is to ensure faster inventory.
	Option
	No of Respondent
	Percentage %

	Strongly agree
	15
	60

	Agree
	8
	32

	Undecided
	2
	8

	Disagree
	-
	-

	Strongly disagree
	-
	-

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 60% representing 15 respondent strongly agree that The role of just-in-time inventory management is to ensure faster inventory., 32% are representing 8 respondent agree that The role of just-in-time inventory management is to ensure faster inventory.  while 8% representing 2 respondent are undecided while strongly agree and disagree have no respondent.
Table 4.1.16
Question 16: The role of just-in-time inventory management is to ensure faster inventory.
	Option
	No of Respondent
	Percentage %

	Strongly agree
	15
	60

	Agree
	7
	28

	Undecided
	-
	-

	Disagree
	3
	12

	Strongly disagree
	0
	0

	Total
	25
	100


Source Field Survey, 2025
The table depicts the responses of respondents on whether The role of just-in-time inventory management is to ensure faster inventory.. A look at the table shows 60% representing 15 respondent strongly agree that The role of just-in-time inventory management is to ensure faster inventory., 28% representing 7 respondents agree that The role of just-in-time inventory management is to ensure faster inventory., 12% representing 3 respondent disagree that The role of just-in-time inventory management is to ensure faster inventory., 0% representing 0 respondent strongly disagree with the statement and no respondent for undecided.
OBJ3: Production system and sales goals
Table 4.1.17
Question 12: There’s significant relation between Production system and sales goals in the pure water manufacturing industry 
	Option
	No of Respondent
	Percentage %

	Strongly agree
	12
	48

	Agree
	4
	16

	Undecided
	4
	16

	Disagree
	4
	16

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 48% representing 12 respondents strongly agree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry , 16% representing 4 respondents agree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry , 16% representing 4 respondents were undecided and disagree with the statement and 4% representing 1 respondent strongly disagree that There’s significant relation between Production system and sales goals in the pure water manufacturing industry .
Table 4.1.18
Question 18; Production system policy at times affects sales goal in pure water manufacturing industry 
	Option
	No of Respondent
	Percentage %

	Strongly agree
	9
	36

	Agree
	5
	44

	Undecided
	1
	4

	Disagree
	3
	12

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
An examination of the table shows that 36% representing 9 respondents strongly agree that Production system policy at times affects sales goal in pure water manufacturing industry , 44% representing 5 respondents agree that Production system policy at times affects sales goal in pure water manufacturing industry , 4% representing 1 respondents are undecided, 3 respondent representing 12% disagree that Production system policy at times affects sales goal in pure water manufacturing industry , 4% representing 1 respondents strongly disagree that Production system policy at times affects sales goal in pure water manufacturing industry .Table 4.1.19
Question 19: Effective sales goal is a result effectives just in time inventory
	Option
	No of Respondent
	Percentage %

	Strongly agree
	10
	40

	Agree
	5
	20

	Undecided
	8
	32

	Disagree
	1
	4

	Strongly disagree
	1
	4

	Total
	25
	100


Source Field Survey, 2025
The table shows that Effective sales goal is a result effectives just in time inventory by the data in table 4.1.9 in which 40% representing10 respondents strongly agree that, Effective sales goal is a result effectives just in time inventory 20% representing 5 respondent agree that Effectiveness of just in time inventory can be measure through gaining of visibility, 32% representing 8 respondent are undecided, 3% representing 2 respondents disagree that Effective sales goal is a result effectives just in time inventory while 4% representing 1 respondent disagree that Effective sales goal is a result effectives just in time inventory. 
Table 4.1.20
Question 20: The role of just-in-time inventory management is to ensure faster inventory.
	Option
	No of Respondent
	Percentage %

	Strongly agree
	15
	60

	Agree
	8
	32

	Undecided
	2
	8

	Disagree
	-
	-

	Strongly disagree
	-
	-

	Total
	25
	100


Source Field Survey, 2025
The above table shows that 60% representing 15 respondent strongly agree that The role of just-in-time inventory management is to ensure faster inventory., 32% are representing 8 respondent agree that The role of just-in-time inventory management is to ensure faster inventory.  while 8% representing 2 respondent are undecided while strongly agree and disagree have no respondent.
Table 4.1.21
Question 21: Customers are now open to higher expectations and multiple choices through efficient Production system
	Option
	No of Respondent
	Percentage %

	Strongly agree
	15
	60

	Agree
	7
	28

	Undecided
	-
	-

	Disagree
	3
	12

	Strongly disagree
	0
	0

	Total
	25
	100


Source Field Survey, 2025
The table depicts the responses of respondents on whether Customers are now open to higher expectations and multiple choices through efficient Production system . A look at the table shows 60% representing 15 respondent strongly agree that Customers are now open to higher expectations and multiple choices through efficient Production system., 28% representing 7 respondents agree that Customers are now open to higher expectations and multiple choices through efficient Production system., 12% representing 3 respondent disagree that Customers are now open to higher expectations and multiple choices through efficient Production system., 0% representing 0 respondent strongly disagree with the statement and no respondent for undecided.
4.4 TESTING OF HYPOTHESIS
Having presented all the information and data gathered from the staff of Kwaea poly table water and Al hikmah waterit is time to test the hypothesis made in the first chapter of the study.
The hypothesis is tested using the chi-square statistical tools.
[bookmark: page94][image: ]


Where	X2 = calculated of Chi-square
∑ = Summation
Fo = Observed frequency
Fe = Expected frequency
Therefore Degree of freedom is =
Df = (r – 1) (c – 1)
· (5 – 1)(2 – 1)
· (4)(1)
· 4
Level of significant = 0.05
HYPOTHESIS I
Ho1:	Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state
Table 4.4.1
	Options
	No of Respondents
	Percentage %

	Strongly agree
	15
	60

	Agree
	16
	27

	Undecided
	-
	-

	Disagree
	7
	12

	Strongly disagree 
	2
	3

	Total
	100
	10


Source: Field Survey, 2025
	Options
	Fo
	Fe
	Fo-Fe
	(Fo-Fe)2
	(Fo-Fe)2/e

	Strongly agree
	15
	10
	25
	625
	62.5

	Agree
	16
	10
	6
	36
	3.6

	Undecided
	0
	10
	-10
	100
	10

	Disagree
	7
	10
	-3
	9
	0.9

	Strongly disagree
	2
	10
	-8
	64
	6.4

	Total
	100
	
	
	
	83.4


Therefore Df (r – 1) (c – 1)
·  (5 – 1)(2 – 1)
· (4)(1)
· 4
[image: ]Level of significant = 0.05


Therefore	x2 calculate = 83.4
X2 tabulated = 9.49
Decision Rule
If x2 tabulated is > x2 calculated, accept the Null Hypothesis (Ho) and reject the alternative hypothesis (H1) but if x2 tabulated is < than x2 calculated, accept the alternative hypothesis (H1) and reject the Null hypothesis.
Decision
Since x2 tabulated 9.49 is less than x2 calculated 83.4 alternative hypotheses (H1) which state that Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state is accepted, while the Ho that stated that Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state is rejected.
[bookmark: page97]HYPOTHESIS II
Ho2:	Supply chain does not influence sales team’s ability in the pure water manufacturing firms in Kwara state
Table 4.4.2
	Options
	No. of Respondent
	Percentage %

	Strongly agree
	30
	50

	Agree
	18
	30

	Undecided
	-
	-

	Disagree
	12
	20

	Strongly disagree
	-
	-

	Total
	100
	100


[bookmark: page98]
	Options
	Fo
	Fe
	Fo-Fe
	(Fo-Fe)2
	(Fo-Fe)2/e

	Strongly agree
	30
	10
	20
	400
	40

	Agree
	18
	10
	8
	64
	6.4

	Undecided
	0
	10
	-10
	100
	10

	Disagree
	12
	10
	2
	4
	0.4

	Strongly disagree
	2
	10
	-8
	64
	6.4

	Total
	100
	
	
	
	66.8


Therefore:
Df (r – 1) (c – 1)
· (5 – 1)(2 – 1)
· (4)(1)
· 4
Level of significant = 0.05
[image: ]


Therefore	x2 calculate = 66.8
X2 tabulated = 9.49
[bookmark: page99]Decision Rule
If x2 tabulated is > x2 calculated, accept the Null Hypothesis (Ho) and reject the alternative hypothesis (H1). But if x2 tabulated is < than x2 calculated, accept the alternative hypothesis (H1) and reject the Null hypothesis (Ho).
Decision
Since x2 tabulated 9.49 is less than x2 calculated 66.8 alternative hypothesis (H1) which state that Supply chain does not influence sales team’s ability in the pure water manufacturing firms in Kwara state is accepted while the Null hypothesis (Ho) which state that Supply chain does not influence sales team’s ability in the pure water manufacturing firms in Kwara state is rejected
HYPOTHESIS III
Ho3:	There is no relationship between Production system and sales goals in the pure water manufacturing firms in Kwara state.
Table 4.4.3
	Options
	No. of Respondent
	Percentage %

	Strongly agree
	40
	67

	Agree
	20
	33

	Undecided
	-
	-

	Disagree
	-
	-

	Strongly disagree
	-
	-

	Total
	100
	100


[bookmark: page101]
	Options
	Fo
	Fe
	Fo-Fe
	(Fo-Fe)2
	(Fo-Fe)2/e

	Strongly agree
	40
	30
	20
	900
	90

	Agree
	20
	10
	8
	100
	10

	Undecided
	0
	-10
	-10
	100
	10

	Disagree
	0
	-10
	2
	100
	10

	Strongly disagree
	0
	-10
	-10
	100
	10

	Total
	100
	
	
	
	130


Therefore:
Df	= (r – 1) (c – 1)
· (5 – 1)(2 – 1)
· (4)(1)
· [image: ]4
Level of significant = 0.05


Therefore	x2 calculate = 130
X2 tabulated = 9.49
[bookmark: page102]Decision Rule
If x2 tabulated is > x2 calculated, accept the Null Hypothesis (Ho) and reject the alternative hypothesis (H1). But if x2 tabulated is < than x2 calculated, accept the alternative hypothesis (H1) and reject the Null hypothesis (Ho).
Decision
Since x2 tabulated 9.49 is less than x2 calculated 130 alternative hypothesis (H1) which state that There is no significant relationship between interactive technologies and shareholder requirementsis accepted while the Null hypothesis (Ho) which state that There is no significant relationship between interactive technologies and shareholder requirementsis rejected.
4.4	Discussion of Findings
Research Hypothesis one
Ho1:	Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state.
The first research question for this study aimed at finding if Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state. Moreover, from the chi-square table 4.1, we can conclude that Online communities do not influence investor’s understanding and analysis in an organization. This study is in conformity with some of the previous research on the topic. A research conducted by Adamu (2023) found out that Online communities do not influence investor’s understanding and analysis in an organization.
Research hypothesis two
Ho2:	Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state
The research hypothesis two which stated that Supply chain does not influence sales team’s ability in the pure water manufacturing firms in Kwara statewas tested and a decision was made that Supply chain does not influence sales team’s ability in the pure water manufacturing firms in Kwara stateIn another development, a research conducted by Harmstrong (2020), in the study, the results showed Management Strategies does not influence gaining of visibility in the pure water manufacturing firms in Kwara state. It was also revealed that out of 50 manufacturing companies in Kenya, 46 of them agreed that Management Strategies influence gaining of visibility in the pure water manufacturing firms in Kwara state

Hypothesis three
Ho3:	There is no significant relationship between Supply chain does not influence sales team's ability in the pure water manufacturing firms in Kwara state. Supply chain does not influence sales team's ability in the pure water manufacturing firms in Kwara state.. This is evident in table 4.4.3 above. The implication of this decision is that an effective and efficient budget evaluation has a great effect on organizational performance. 
A study conducted by James (2019) opined that there is significant relationship between interactive technologies and financial statement. In the study, it was found out that majority of Ghana manufacturing industries succeeds because of their effective budget decision making. 
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CHAPTER FIVE
[bookmark: _bookmark76]SUMMARY, CONCLUSIONS AND RECOMMENDATIONS
5.1 [bookmark: _bookmark77][bookmark: _bookmark78]SUMMARY
The analysis of the study revealed a correlation coefficient of 0.866 between just-in-time and sales growth, indicating a very strong and positive relationship between just-in-time and sales growth. More so, the probability value (0.000) is less than the critical value (0.05), this shows that there is a very strong significant relationship between just-in-time and sales growth. This further implies that most of the changes in sales growth among water manufacturing firms in Rivers State are caused by just-in-time while others are caused by externalities. The analysis results also revealed a correlation coefficient of 0.592 between just-in-time and market share, indicating a moderate and positive relationship between just-in-time and market share. More so, the probability value (0.000) is less than the critical value (0.05), this shows that there is a moderate significant relationship between just-in-time and market share. This further implies that some of the changes in market share among water manufacturing firms in Rivers State are caused by just-in-time while others are caused by externalities.
5.2 CONCLUSION
In line with the findings of this study and to the extent of its consistency with results of similar previous studies, researcher conclude that just-in-time inventory management has significant and positive relationship with sales performance of water manufacturing firms in Rivers State. Just-in-time is a pivot function that accounts for enduring survival of the sales performance irrespective of any organization. Thus, based on the findings, the study concluded that, Management Strategies influence gaining of visibility in the pure water manufacturing firms in Kwara state. Also, concluded that, Supply chain enhance sales team's ability in the pure water manufacturing firms in Kwara state. Lastly, the study concluded that, there is relationship between Production system and sales goals in the pure water manufacturing firms in Kwara state as shown in the tables in chapter. 
 5.3 RECOMMENDATION
Based on the findings and conclusion of this study and given its consistency with the result of similar studies, researcher recommends that, 
· Managers of water manufacturing firms should adopt just-in-time inventory management as a strategy to boost efficiency of inventory operation as well as improve the sales performance. 
· Managers of water manufacturing firms should also use just-in-time inventory management as a means to maintain inventory stability as this can have greater impact on sales growth and market share
· Management of water manufacturing should understand the relationship between Production system and sales goals in the pure water manufacturing firms in Kwara state as shown in the tables in chapter
· Lastly, management should adopt some management strategies so as to  influence gaining of visibility in the pure water manufacturing firms in Kwara state
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QUESTIONNAIRE
Dear Respondents,
I’m a final year student in the Department of Accountancy, this questionnaire were designed to earnest relevant information on the “Impact of just in time inventory management techniques on sales performance of satchel pure water producing firms in Kwara state”. 
I humbly solicit your help to fill up this questionnaire in partial fulfillment of my undergraduate studies as possible, as your candid responses are required for success of this research. 
Thanks for your anticipation cooperation.
Section A
1 Age :-   (a)  under 18  (b) 18-24 (c) 25-30 (d) 31-40
2 Gender :-  (a)  male   (b) female
3 Marital status (a)  Single   (b) Married (c) Divorced
4 Education Level:-  (a)  SSCE/OND (b) HND/B.Sc  (c) Post Degree
SECTION B
Strongly Agreed (SA)
Agree (A) 
Neutral   (U) 
Disagree (D) 
Strongly Disagree (SD) 
	SN
	STATEMENT
	SA
	A
	US
	D
	SD

	
	Management Strategies and gaining of visibility  
	
	
	
	
	

	5. 
	Ere’s significant relationship between Supply chain and sales team’s ability of pure water company
	
	
	
	
	

	6.
	Production system policy at times affects sales goal in pure water manufacturing industry 
	
	
	
	
	

	7.

	Effectiveness of just in time inventory can be measure through gaining of visibility  

	
	
	
	
	

	8. 
	The role of just-in-time inventory management is to ensure faster inventory..
	
	
	
	
	

	9.
	The role of just-in-time inventory management is to ensure faster inventory.
	
	
	
	
	

	
	Supply chain and sales team's ability
	
	
	
	
	

	10.
	There’s significant relationship between Supply chain and sales team's ability of pure water company
	
	
	
	
	

	11.
	Production system policy at times affects sales goal in pure water manufacturing industry 
	
	
	
	
	

	12.
	Effective sales goal is a result effectives just in time inventory
	
	
	
	
	

	13. 
	The role of just-in-time inventory management is to ensure faster inventory.
	
	
	
	
	

	14.
	just-in-time inventory management is a mechanism that provides efficient and effective services at safer and faster rate
	
	
	
	
	

	
	Production system and sales goals
	
	
	
	
	

	15.
	There’s significant relation between Production system and sales goals in the pure water manufacturing industry 
	
	
	
	
	

	16.
	Production system policy at times affects sales goal in pure water manufacturing industry 
	
	
	
	
	

	17.
	Effective sales goal is a result effectives just in time inventory
	
	
	
	
	

	18.
	The role of just-in-time inventory management is to ensure faster inventory.
	
	
	
	
	

	19.
	Customers are now open to higher expectations and multiple choices through efficient Production system
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