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ABSTRACT
This study investigates the effects of procurement strategies on organizational growth, with a focus on Olam Grains Industry, Ilorin. The research aims to examine how strategic procurement practices contribute to efficiency, cost reduction, supplier management, and overall business expansion. As procurement increasingly becomes a core function in achieving competitive advantage, organizations must adopt effective strategies such as supplier relationship management, e-procurement, bulk purchasing, and contract negotiation to enhance operational performance. The study employed a descriptive research design using both primary and secondary data sources. A structured questionnaire was administered to selected procurement officers and staff within the organization, and the data collected were analyzed using descriptive statistics and correlation analysis. The findings reveal that effective procurement strategies significantly influence organizational growth by improving resource utilization, reducing procurement cycle time, enhancing supplier collaboration, and ensuring consistent quality in input materials. It was concluded that procurement is not merely a cost-control function but a strategic tool that drives organizational development when properly aligned with corporate goals. The study recommends that Olam Grains Industry and similar organizations in the manufacturing sector should invest in procurement training, adopt technology-driven procurement systems, and foster long-term partnerships with key suppliers to sustain growth and competitiveness.
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CHAPTER ONE
INTRODUCTION
1.1 Background to the Study
The issue of strategic procurement is as important as life itself and neglecting it could be as horrendous as a tornado. Poor procurement practice can result to business failure and ultimately lead to job lost. Strategic goals are broad statements describing where the organization wants to be in the future while strategic plan is aimed at turning organizations goals into reality (Abbah, 2022). Like strategic management process, strategic procurement consist of; goal setting, analysis, strategic formulation, strategic implementation and evaluation and control. Strategic procurement is implemented by top management in the private sector but in the case of the public sector, the Federal Executive Council through the National Council on Public Procurement and the Bureau of Public Procurement perform that function. Bureau of Public procurement involves the use of public funds by the procuring entity to acquire goods, services and works (World Bank, 2018). According to Bellwhether (2020), Strategic procurement plans are generally created by top level management within a company or within a company’s procurement department.  A strategic procurement plan also have an influence on the way  tactical procurement plans are developed and implemented. Bellwhether (2020) also observed that strategic procurement plan is a comprehensive plan that takes into account the stated goals and needs of the procurement department and of the company as a whole and then works in a targeted manner to achieve them, over time. Procurement in the public sector in Nigeria is regulated by the public procurement act (No.14) of 2020.
Private sector procurement procedures and practices are not subject to the same oversight as those involving use of public funds –for instance they are not always covered by national public procurement laws. Information such as a contract opportunity, contract award, pricing, and timing are all included in reports made at regular intervals to the Bureau of Public Procurement by the procuring entity (i.e government ministries and agencies). Private sector procurement do not reach out to every company, and they do not need to publish their contract awards in the same way that public entities do. They focused on minimizing cost and maximizing profit without compromising quality. Private procurement happens within privately owned companies; also known as the private sector (Surbhis, 2021). Private organizations draw their revenue from sales, investments, and other business related areas. Their money is more centralized, and this speeds the procurement process such as supply chain management, supplier relationship management, inventory management, segmenting suppliers in private sector. These practices help the private sector to be more self motivated, but it is also a more unstable because of the presence of high risk and, high return nature of private procurement practices, Public entities are more secure economically, and  more stable, but private organizations often generate more growth than  public ones do (Concord, 2021).
1.2 Statement of the Problem
Procurement departments are under considerable pressure to deliver performance improvements in order to achieve financial saving through more efficient and coordinated service delivery. Organizations are in demand of increasing professionalism in the procurement process. Procurement practices such as risk management, planning and supply performance influence organization in achieving communication and collaboration capabilities and at the same time maintaining the flexibility and responsiveness capabilities of market-oriented governance structures. Procurement best practices help organization in achieving cost reduction, new product development, improved inventory management, information management, improved customer service, material flows and improved performance in the organization. According to Hassanzadeh and Jafarian (2021) best practices are viewed as a strategic function working to improve the organization profitability reduce raw material prices and cost and identifying better sources of suppliers.
Several studies have been conducted on best procurement practice and organization performance such as Lee (2019) conducted a study on procurement best strategies as measure for improving efficiency, quality and delivery performance of suppliers. Another study conducted by Mark, Wilson and Ram (2019) to investigate the implementation of lean procurement among SMEs. In Nigeria there are few organization have successfully embraced procurement best practices like a study conducted by Gitahi (2020) on e-procurement and employment qualification of procurement staff at Olams Grains industry. Olam Grains like most organization are affected by changes in the external environment that include trading blocks, inadequate free movement of goods, increasing cost of inputs, increased competition and improved customer awareness. Despite all the measure put in place the organization still have challenges with its procurement process there are concerns with regards as it was suspected that some brokers are being selected to provide services at children hospital. And there is a need to examine how the different vendors are selected and how their selection has an implication on their performance of the organization. This means measuring output in terms of time and quality of delivery as per laid down standards it’s in this light that current study intends to determine the effects of procurement strategies on organizational performance at Olam Grains industry.
1.3 Objectives of the Study
The underlying study objective is to determine the effects of procurement strategies on organizational growth
1.3.1 Specific Objectives
i. To examine how quality management affects procurement strategies at Olam Grains.
ii. To establish how supplier optimization affects procurement strategies at Olam Grains.
iii. To examine how vendor development affects procurement strategies at Olam Grains.
iv. To establish how risk management affects procurement strategies at Olam Grains.


1.4 Research Questions
i. To what extent does quality management affects procurement strategies at Olam Grains?
ii. Does supplier optimization affects procurement strategies at Olam Grains?
iii. To what extent does vendor development affects procurement strategies at Olam Grains?
iv. To what extent does risk management affects procurement strategies at Olam Grains?
1.5 Formulation of Hypotheses
H0: Procurement strategies do not have effect on organizational growth
Hi: Procurement strategies’ has positive effect on organizational growth
1.6. Significance of the Study
This research study was essentially chosen to enable the researcher set insight to the procurement and store activities of academic environment as it applied to other sectors of the economy.
This research work will therefore be of immense use to aspiring students of Procurement and supply chain management in the polytechnic and Universities. It will also be of assistance to the laymen who are trying to know the contribution and applicability of procurement and supply activities to Olams grains industry.
The recommendation made thereon will be useful to various policy makers on the procurement best practice in brewing industry.
1.7. Scope and Limitations of the Study
This research work would be of importance to the manufacturing firms and services providers, which deal in industrial procurement as a suggestion towards the improvement of procurement activities within the organization. This inquire will pay particular attention on the procurement techniques and its impact on business activities. It will also explain in the details what is mean by procurement techniques and how to arrive at suitable buying and application of each of these procurement techniques. 
There cannot be any successful research of this nature without encountering some process that might lead to success of failure of the research. First and foremost, the research was faced with difficulties of securing some of the vital document containing valid information relating to the subject matter, secondly, the researcher was faced with interrogation problem by the management wanted to be convinced that the researcher work is directed into their mode of operations and information which is very few companies would be ready to release to the outsider
1.8. Historical Background of the Case Study
Olam International is a major food and agri-business company, operating in 60 countries and supplying food and industrial raw materials to over 19,800 customers worldwide.[2] Olam is among the world's largest suppliers of cocoa beans and products, coffee, cotton and rice.
In 1989, the Kewalram Chanrai Group established Olam Nigeria Plc to set up a non-oil based export operation out of Nigeria to secure hard currency earnings to meet the foreign exchange requirements of the other Group Companies operating in Nigeria. The success of this operation resulted in Olam establishing an independent export operation and sourcing and exporting other agricultural products. The Group's agri-business was headquartered in London until 1996, and operated under the name of Chanrai International Limited. The business began with the export of cashews from Nigeria and then expanded into exports of cotton, cocoa and sheanuts from Nigeria.
Following the approval from Dangote Flour Mills (DFM) shareholders, Olam International Ltd. completed its acquisition of DFM for N120 billion ($331 million) on Nov. 1.
In late April 2019, Olam submitted a binding offer to acquire 100% equity of DFM. Under terms of the transaction, Olam would acquire all the outstanding and issued shares of DFM that it does not currently own through a Scheme of Arrangement.
The trading of shares of DFM has been placed on full suspension following the Effective Date of the Scheme Arrangement. DFM will consequently be delisted from the Main Board of the Nigeria Stock Exchange, Olam said following the completed acquisition.
When the acquisition was first announced Olam said it was part of its strategy to strengthen its portfolio and came after the company unveiled its six-year strategic plan to invest $3.5 billion in several key business areas — including grains and animal feed — while divesting four businesses, part of the company’s 2019-24 plan.
DFM is a Nigerian-based company engaged in wheat milling, flour and pasta manufacturing and distribution. It started operation in 1999 as a division of Dangote Industries Ltd. It has mills across Nigeria, including in Apapa, Ikorodu, Ilorin, Kano and Calabar. Olam currently operates wheat milling, flour and pasta manufacturing in Nigeria and Sub-Sharan Africa.
1.9. Definition of Key Terms 
Procurement: This is an act of obtaining the right materials or service of the right quantity, at the right time at the right price from the right source (suppliers) and to be delivered to the right place 
Local Procurement Order (LPO): This is the document that forms a basis of legal contract between the buyer and the supplier. The authorized officer must sign this document the document contains essentials information such as:
1. Description of the exact materials 
2. Name and address of the suppliers as well as the company marketing the order.
3. Required date delivery 
4.  Signature of the procurement officer and so on. 
Procurement Requisition : This is a vital document which instruct the purchaser to buy a specific material and the requirement need to be adequately specified including cost allocations, authorization or material reference under specific box. 
Techniques: These are method applied when doing something expertly.
Personnel: These are the working force of an organization. 
Right Quality: This means, meeting an acceptable standard of performance by the materials in order to meet the specification set out. The needs for quality may also influence the decision whether to make or buy. Sometime, the need for high quality may justify internal production event at higher cost. 
Right Quantity: This involves ensuring continuity of supply with minimum investment in stock as well as not under stocking which may lead to stoppage production. 
Right Time: This means supplier should be received at the right time, not too early as to increase cost of stock holding unnecessary or too late as to avoid stoppage In production.
Right Price: This means when the price is pair and reasonable for both buyer and seller. This means buying at the price that is commensurate with quality and services required.
















CHAPTER TWO
LITERATURE REVIEW
2.0 Introduction
In the chapter the study has studied information and other works that have explored quality management, supplier optimization, vendor development and risk management and related literature. Review of literature involves documenting information and data that has a positive relation with study variables. The section also includes theories, gaps within other studies, conceptual framework, Operationalization of study variables and it concludes with a chapter summary.
2.1	Conceptual Review
2.1.1. Procurement Strategies
A procurement strategy is an action plan from which the direction of resources will be organized and utilized to implement that policy and achieve the desired objectives. Strategic procurement is an organization-wide process. Carr Pearson (2020) introduced a concept of strategic procurement which is defined as a process of planning, evaluating, implementing and controlling the sourcing decision. Because it requires input from all departments and functional areas in the organization, Organizations should set up a strategic procurement team who would sets the overall direction for procurement and aligned it with the business strategy (Rajos, 2020). Strategic procurement is planned the same way other organization strategies are A procurement strategy is an action plan from which the direction of resources will be organized and utilized to implement that policy and achieve the desired objectives. Strategic procurement is an organization-wide process. Carr Pearson (2020) introduced a concept of strategic procurement which is defined as a process of planning, evaluating, implementing and controlling the sourcing decision. Because it requires input from all departments and functional areas in the organization, Organizations should set up a strategic procurement team who would sets the overall direction for procurement and aligned it with the business strategy (Rajos, 2020). Strategic procurement is planned the same way other organization strategies are planned (Chadwick, 2020). The development of cost-saving communications and widely available IT, improved logistics and procedures, dynamic competition, high consumer demands, increasing environmental awareness and requirements for transparency in all the procurement processes. All these developments make operative procurement tasks obsolete and calls for a more strategic approach aligned with the wider organizational strategy (Kerkhoff, 2020). Good supply chain management requires a long-term perspective (Tummala et al.,2021). Thompson (2021) observed that strategic procurement is a new field for empirical measurement beyond the basic monitoring of processes. Strategic procurement effectiveness  includes: how  the procurement operation actually cost, how much value  it deliver to the overall organization? And how the functions are targeted on goals that align with the strategic plan of the overall organization (Chadwick, 2021). According to Smeltzer (2020), procurement functions are not just the matter of price and delivery time, but they are aligned with the organization’s long term goals. Procurement has become a strategic issue and a key success factor of every organization. (Spekman et al . 2021). 
2.1.2. Modalities for Efficient Procurement Process.
According to Rajos (2020), there are seven procurement process which includes; conduct an internal needs analysis, conduct an assessment of the supplier’s market, collect supplier information, develop a sourcing/outsourcing strategy, implement the sourcing strategy, negotiate with suppliers and select the winning bid and lastly implement a transition plan or contractual supply chain improvements. In order to ensure fair and impartial competition the specifications should be defined in such a manner that it allow widest possible competition and should not favour any single contractor or supplier nor put others at a disadvantage (Caldwell et. al. 2019).
2.1.3.. Supplier Relationship Management.
The foundational step of supplier relationship management is determining suppliers' contributions, especially in light of their strategic importance to the success of the business (Rouse, 2018) According to Ragatz (1997), Supply partnership emphasizes direct, long-term association and encourages mutual planning and problem solving efforts SRM recognizes that different relationships will be required with different suppliers/providers. Greater collaboration with suppliers creates access to information not readily available in the organization allowing for better decisions to be made when drawing up specifications (Uyarra, 2019). The type of relationship will depend largely on the criticality and/or value of the goods or services they supply, and factors such as the number of suppliers in the market, and the global availability of a requirement. SRM allows procurers to develop strategies for dealing with suppliers to achieve ongoing value for money, and reduce the risk of poor performance or non-delivery or non-availability. It allows the procurement organization to focus effort on the right suppliers and ensures they are not being managed by their supplier.
2.1.4. Adoption of Information Communication Technology
Adoption of information technology in procurement help in coordination of business processes, both within the organization and between a purchaser and existing suppliers (Johnson & Leenders, 2021).  Davila et al. [2020] defines e-procurement technologies as the facilitation in the acquisition of service, goods, and works over the internet. The major aim of ICT is to smoothly run the procurement process to have an efficient supply chain. ICT benefits come from deliberate moves by the organization to promote the complete use of this technology (Ramayah et al: 2021). Technology provides tools to enable organization operations to consistently procure the best-value materials and services, using unified internet-based sourcing tools and streamlined support for complex negotiations (Williams, 2020).
2.1.5. Value Chain Analysis
Value chain Analysis represents the internal activities a firm engages in when transforming inputs into outputs (Jurcvicius, 2021).  The term value chain refers to the process in which businesses receive raw materials, add value to them through production, manufacturing, and other processes to create a finished product, and then sell the finished product to consumers (Evan, 2019). Value Chain Analysis allows identification of linkages which provide value and those that pose a risk (Evan, 2019).

 
2.1.6. Operational Performance
Shobaya (2020)  defined operational performance as the level  to which products and services supplied by an organization meet the customer expectation. Operational performance is aim at maximization of output, minimization of total cost of production, reduction of wastages and optimization of level of productivity (Barde, 2020)  Operational Performance Measured by productivity, customer satisfaction and profit maximization (Barde, 2020). Operational performance reflects more directly on the efficiency and effectiveness of the business's operations (Ya’kob & Jusoh, 2021). 
2.1.7. Effective Negotiation Strategy
Hazeldine (2019) quoted “If you want to success in business…you have to learn how to negotiate”. Firm needs to explore ways to compile resources in gaining bargaining power with supplier as driver to sustainable competitive advantage. According to Giunipero and Pearcy (2021), influencing and persuasion, understand business condition and customer focus are fundamental for negotiation process. Good business relationship with supply chain partners has been boost through effective negotiation and communication. Ramsay (2021) stressed that negotiation process is key in managing differences of business relationships between buyers and suppliers. There are two major approaches in negotiation. One of the approaches had known as cooperative negotiation which stress on win-win formula between both parties involve in negotiation process which believed to be value creating. Both parties in cooperative negotiation assumes that all aspects of their interest been taken care well in order to maximize their cooperative value and benefit (Ramsay, 2021; Dion & Banting, 2021). This leads to problem solving through trust and mutual understanding environment (Alexander, Schul & McCorkle, 2018). Another approach of negotiation called competitive negotiation which is genuine distributive and adverse towards common understanding. Emphasize given on individual interest whereby each party attempt to maximize self gain through aggressive cost competition tactics, enforce time pressure, lack of flexibility and threatening lost of business in order to gain advantage against the other party.
2.1.8. Collaborative Relationship and Interaction Strategy
Building collaborative relationship and interaction with supplier is the key element in procurement strategy. Mark (2021) referred supporting element of buyer-supplier collaboration as cultural element which made of trust, mutuality, information exchange, openness and communication. There was empirical study done by Golicic and Mentzer (2021) on examination of relationship magnitude in term of trust, commitment and dependence as independents variable contribute to relationship value. Relationship value had been acknowledged as first step of quantifying measurement of relationship outcome. Humphreys, Shiu and Chan (2021), added that collaborative relationships demand for trust and commitment for long term cooperation in addition to willingness to share risks. Commitment and trust been developed through effective communication (Lengnic-Hall, 1998).
Meanwhile, Chandra and Kumar (2021) claimed that trust, commitment and collaboration between buyer and supplier were becoming more popular in supply chain relationships because of their ability to reduce fraction and uncertainty. Commitment from both supplier and buyer been exercised through committing resources to the relationship which exist through the expense, time and amenities of an organization (Zailani & Rajagopal, 2020). The development of trust, respect and commitment are from openness and honesty (Whipple & Frankel, 2021). Therefore, successful and effective partnerships between buyer and supplier observed when committing their resources towards improvement. Buyer able to establish great network with supplier through collaborative relationship in order to achieve cost, quality, delivery and time improvements. Bilateral interaction is part of information sharing which open clear and broad lines of communication. Communication able to sort out valuable information on timely manner to avoid buyer from left out on progress surrounding them. Information sharing is essential in order for chain members to share and gather the information available surround them. Openness and honesty a part of first impression will be crucial step in creating trust among buyer supplier. Information sharing is not merely desirable but mandatory to build effective collaborative buyer supplier relationship.
2.1.9	Effective Cost Management Strategy
Janda and Seshadri (2021) noted that every single percentage saving in procurement cost can significantly contribute in saving half point in sales. This significant contribution in procurement function required focus on total cost management as part of procurement strategy influencing manufacturing performance. Zsidisin and Ellram (2021) identified that total cost of ownership fundamental for strategic cost management. Their research examined cost management associate with supplier alliances in three dimensions covers total cost of ownership, understanding supplier cost and target costing.
Cost management revolution had switch focus from price to Total Cost of Ownership ensuring that procurement strategies necessity to manufacturing operation. Total cost of ownership is essential for buyer in order to analysis and assess the cost factors involved in acquisition, possession, utilize and subsequently disposition of a product or services (Ellram & Siferd, 1998) which ultimately leads to firm’s make or buy decision (Zsidisin & Ellram, 2021). Ellram (2018) in his study highlighted that total cost ownership interrelated with supplier relationship as this involved information sharing on cost driver factors. This will be the initial point for buyer to identify the gaps that needs aligning in order to achieve the target cost which eventually will lead to minimize the production cost. Giunipero & Pearcy (2021) reported that procurement function is shifting focus from tactical which stress on placing an order and price saving, to strategic move with more attention given on value added activities and total cost savings. Thus, as part of cost leadership strategy (Porter, 2021), manufacturing firm must aligning goals with its core supplier in order to achieve significant cost reduction. Zsidisin and Ellram (2021) identified specific elements such as working out breakdowns of supplier cost structures and creates database on estimation of supplier cost structures base on market and economic environment study able to help buyer in better understanding and enhance knowledge on supplier costs. Understanding cost structure of key suppliers, supplier expertise and experience will help buyer to generate new ideas and identify high cost areas which need more attention.
2.2. Theoretical Review
2.2.1	Balanced Scorecard Theory 
This study is based on Balanced Scorecard Theory. Kaplan and Norton (2019) posited that the balanced scorecard concept arose out of a recognized need to measure success on more than just financial statements. According to Benjamin (2020), Focusing strictly on financial results doesn't provide an organization with the information that it needs to prosper in today's environment. Financial results provide an indication of past performance, but don't provide you within sight into your current status or where you'll likely be in the future. This Theory enables you to describe your strategy in a consistent, reliable manner.
Balanced scorecard theory seeks to measure the factors that create value for an organization and directly influence its ability to prosper. To do that, you must determine the answer to the following questions; What is our strategy? What do we need to do well to achieve our strategy? What do we need to do well to achieve our strategy? 
 According to Kaplan and Norton (2019), balanced scorecard methodology as a comprehensive approach that analyzes an organization's overall performance in four ways; 
Cost analysis in terms of procurement the most traditionally used performance indicator, includes assessments of measures such as operating costs and return on investment, customer analysis looks at customer satisfaction(need assessment) and retention, internal analysis looks at production and innovation, measuring performance in terms of maximizing profit from current products and following indicators for future productivity and lastly learning and growth analysis explores the effectiveness of management in terms of measures of employee satisfaction and retention and information system performance.   


2.2.2. Institution Theory
This theory was established in 2018 by Goguen and Burstall. Institution theory has put more emphasis on the organization environment are important in shaping firms structure and actions, the theory states that organization decisions are not purely driven by rational goals of efficiency but by cultural and social factors and apprehensions for acceptability . Organizations are elated by structures, routines, cultures and operate at several levels. According to institutional theory organizations become similar due to isomorphic pressure and pressure for sincerity. Organizations are likely to be induced to adopt what fellow organization by external isomorphic pressures from competitors, government, trading partners and customers (Peters, 2019).
Institutional theory puts more emphasis on social behaviour which considers organization process by which configurations, schematics, guidelines, customs and procedures that are conventional as commanding strategies. According to the theory organization strategies are influenced by other external factors that include political, social and economic pressure and decision making within the firm seek to legitimate their practices to other stakeholders (Zucker, 2019). The study will adopt this theory because it explains the changes brought about in organization by social values, regulations that affect decision and technological advancements Institution theory has put more emphasis on the organization environment are important in shaping firms structure and actions, the theory states that organization decisions are not purely driven by rational goals of efficiency but by cultural and social factors and apprehensions for acceptability. Organizations are elated by structures, routines, cultures and operate at several levels.
According to institutional theory organizations become similar due to isomorphic pressure and pressure for sincerity. Organizations are likely to be induced to adopt what fellow organization by external isomorphic pressures from competitors, government, trading partners and customers (Kato, 2019). According to the theory organization strategies are influenced by other external factors that include political, social and economic pressure and decision making within the firm seek to legitimate their practices to other stakeholders. Institution theory has put more emphasis on the organization environment are important in shaping firms structure and actions, the theory states that organization decisions are not purely driven by rational goals of efficiency but by cultural and social factors and apprehensions for acceptability . Organizations are elated by structures, routines, cultures and operate at several levels (Immergut, 2020). The study will adopt this theory because it explains the changes brought about in organization by social values, regulations that affect decision and technological advancements.
2.3 Empirical Review
This includes the studies conducted on quality management, supplier optimization, and vendor development and organization performance. It reviews the aspects of factors that affect employee decision making process.
Zaka (2020) examined Strategic Procurement and organization performance at Lolako Nigeria Limited .The study adopts survey research design because it used primary data. A census study was considered because the target population was small to sample hence the entire population of Lolako Nigeria Limited employees totaling 36 were considered for this study. The major technique used for data analysis is ANOVA, multiple regression and descriptive statistics. The result shows a significant relationship in four of the independent variables which includes; efficient procurement process, supplier management relationship, information communication technology and value chain analysis. All indicates that there is significant effect on operational performance.
Also, Gastor (2020) focused on “Analyzing the Impact of Strategic Procurement Practices on the Effectiveness of Procurement Function in Public Sector. ‘Institutional Sociology Theory’ was used to explain the relationship with the study conducted. The study was specifically focused on achieving four objectives but on this article the author was likely to preset one of the objectives which was to determine to what extent procurement practitioners influence green procurement in public procuring entities. The study used a descriptive research method of collecting information by administering a questionnaire to a sample of individuals. The researcher used the purposive sampling technique to obtain the reasonable information. Researcher used a total sample of 60 respondents. The study involved the use of questionnaire and documentary review as the techniques for data collection. The researcher used SPSS to process and analyzes the collected data to obtain a research result, where findings were presented using tables. The major findings of the study showed that there is a lot factors both practically and theoretically which affect strategic procurement practices in most of public sectors in Tanzania, which were; there is no training on strategic issues to public procurement staff; Basing on the focused objectives most of staff lack enough knowledge about the concept of green procurement; Also, there is no national green procurement policy to implement green procurement strategy; Moreover, there is lack of environmental specifications on products offered by suppliers; Never the less, suppliers in public sectors have not well advance in developing environmentally friendly goods and lastly, green products available in the market are associated with high price that go beyond public procurement plan; The study concluded that, it was seen public organizations have not focused on practicing strategic procurement as it was seen there are many factors which hinder the implementation of strategic procurement practices as well as effectiveness of public procurement functions.
A review by Omusebe et al (2020) indicated that, public procurement has the dual effect of bringing environmentally friendly inputs in to the public production process as well as encouraging organizations and individuals in their supply chain to adopt green. This is then cascaded down by the suppliers, compounding the green effect in the economy. The challenge is weather by adopting green procurement practices; public institutions would compromise effective procurement management. Important considerations such as cost effectiveness, timely availability of supplies, high quality inputs among others might be effected by green procurement. In many countries, especially in the developing countries, such considerations take precedence over environmental conservation. It is therefore important to consider the effect of adopting green on these considerations of effective procurement.
A review made by Omusebe, Iravo, Ismail and Wanjohi (2020) on the stakeholder theory, the natural resource base theory, the economic approach theory, the innovation theory, the contingency approach theory and the institutional sociology theory indicated that, adoption of green procurement has an effect on indicators such as cost, quality and lead time, which are all key in procurement management. The effect is either positive or negative in the short and long run. This is important because indicators that enable managers to effectively run the procurement function motivate them to adopt green while those that do not hinder them. In absence of policy directions on green procurement, it becomes impractical for the managers to adopt green, especially when it negatively affects some indicators of procurement management.
Overall, literature indicates that sustainability will continue to be an important business consideration into the future. Procurement managers must rise to the occasion and adopt green procurement as much as the current regulations allow, while lobbying for green procurement policies to be put in place.
There are several studies that shown that consideration of adoption of green as a management practice gives mixed results. A review by Wanjohi, Gachoka, Kihoro and Ogutu (2021), indicated that adoption of green environment can be an innovation that can spur economic growth and hence lead to employment creation. Additionally, Wanjohi (2021) indicated that adoption of green does affect organizational characteristics for well performing organizations. Other studies have shown that adoption of green impacts productivity negatively. A more in-depth study is however needed to establish the exact empirical effect of adoption of green procurement practices on effective procurement management in the public sector.
2.3 Gaps in Literature
Procurement strategies, procurement decisions and procurement practices are commonly used interchangeably to express decisions that are considered at various stages of the procurement process. With reference to operation management procurement strategies is referred to as decisions on quality purchased, number of suppliers and supplier optimization strategies among others. Research has shown and identifies several factors that affect and determine the choice of procurement strategies such as the market, the product, the industry or the portfolio model.
Several studies have been conducted on best procurement practice and organization performance such as Lee (2019) conducted a study on procurement best practices as measure for improving efficiency, quality and delivery performance of suppliers. Another study conducted by Mark, Wilson and Ram (2019) to investigate the implementation of lean procurement among SMEs. In Nigeria there are few or scanty empirical studies on the subject matter. This research work intends to bridge the lacuna by investigating the effect of procurement strategies on organizational growth.



CHAPTER THREE
METHODOLOGY
3.1	Introduction
Research methodology is a systematic programme that direct and guides the researcher in the conduct of this research study.
Therefore, research methodology is vital to the process of gathering pertinent information from the respondents.
3.2	Research Approach(S) Used
Selecting appropriate method of investigation is a key consideration for the researcher for this simple reason.
This research work was based on the descriptive approach.  This approach necessitated a detailed analysis of the issue at hand (research problem) with the view to achieve specific objectives.
3.3	Sources Of Data
Two major sources of data employed in the course of this study were primary and secondary sources.
3.3.1	Primary Data
The primary data represents the raw data collected in the course of the study, primary data were gathered with the aid of research tools such as interview, questionnaire and observation.


3.3.2	Secondary Data
The secondary data constitutes data previously collected on the topic by other researchers.  Secondary data were obtained from sources such as journals, textbooks, magazines etc.
3.4	Data Collection Tools
A combination of data collection tools were employed in the course of this study.  These include personal interview, observation and questionnaire.
3.4.1	Questionnaire
Questionnaire consist of lists of questions designed to obtain information from the respondents this could take the form of mailed questionnaire or questionnaire forms delivered directly by the researcher where the respondents can be easily reached.
Both open ended and closed ended questions where employed respectively.
3.4.2	Personal Interview
This data collection tool involves a face to face contact between the respondents and the researcher, during which the respondent is made to responds to series of questions and his/her reactions to the questions are noted.  Both structured and unstructured questions were administered in the course of interview.
3.4.3	Observation
Observation has to do with watching certain activities in particular areas as they are being carried out in respect of the subject matter.
Thus researcher patiently watched negotiation techniques as applied by the case study and thereafter records of the result accordingly.
3.5	Research Population And Sample Size
Research population is the total number of people, things, organizations affected by the research study as a result of sharing common attributes.
Thus the research population for this research work will cover the entire manufacturing companies in Nigeria in the field food processing while the sample size is Olams Grains.
3.6	Sampling and Procedure Employed
A sample is a representative part of the population.  However in the course of this research study, the researcher employed random probability sampling technique which entails the division of the whole population into smaller parts, from which samples are selected randomly the procedure ensure that each member of the population has an equal chance of being selected.


3.7	Statistical Techniques Used In Data Analysis
The analysis and interpretation of data in this investigation were the means by which the research problems were broken down into its constituent parts and thereafter applying statistics to provide answers to the questions initiation the study. The statistical techniques employed in analyzing the data collected consist of tabulations and percentage methods.







CHAPTER FOUR
4.1	PRESENTATION AND ANALYSIS OF DATA
	The data present and analyses inches chapter were derived from the questionnaires received from the respondents in the chosen organization for the study or project (Olam Grains Industry) and various manufacturing organization in its vicinity.
	Twenty questionnaires were distributed to gather information from the primary source. 
	The questionnaires which consist of twenty questions are divided into two parts. The first part which is section A of the questionnaire covers the personal data of the respondents white the second parts of the questionnaire covers the general mater on sourcing for the most of the questionnaire covers the general matter on sourcing for the most suitable supplier for raw material in manufacturing organizations. 
	Twenty copies of the questionnaires were personally distributed to the staff of Olam Grains Industry and various private flour shops in its vicinity. All the copies were received from them after completion. The figure respondents 100% of the total respondents.
SECTION A
BIO DATA OF RESPONDENT 
TABLE 1: SEX OF RESPONDENT
	Options
	No of  Respondents 
	Percentage of Respondents 

	Male
	35
	70%

	Female
	15
	30%

	Total 
	50
	100%


Source: Research survey, 2025
	The above table shows that 35 respondents representing 70% of the total respondents were male which 15 respondent representing 30%of the total respondents were female. The significance of this result was that more men are involved in this survey than women. 
QUESTION 2: In which of the following category to you belongs?
TABLE 2
	Options
	No of  Respondents 
	Percentage of Respondents 

	20-29 years
	26
	52%

	30-39 years
	10
	20%

	40-49 years
	8
	16%

	50-55 years
	4
	8%

	56-59 years and above
	2
	4%

	Total 
	50
	100%


Source: Research survey, 2025	
The above table indicates that 26(52%) respondents were in the range of 20-29 years, 10 (20%) respondents were in the range of 30-39 years, 8 (16%) respondents were within the range of 40-49 years, 4(8%) respondents were ranging within 50-55 years and the remaining 2(4%) respondents were in the range of 56-59 years and above
It is shown to us that the following category age is at the range of 20-29 yrs.
Question 3: What is your marital status?
TABLE 3
	Options
	No of  Respondents 
	Percentage of Respondents 

	Married
	40
	80%

	Single
	10
	20%

	Divorce
	-
	-

	Widow
	-
	-

	Total 
	50
	100%


Source: Research survey, 2025	
The table above shows that 10 respondent representing 20% of the total respondent was single while 40 respondent representing 80% of the total respondent was married. No respondent indicate other status. The significant of this result was that more married personnel are responsible people were invited in the research work.
Question 4: What is your highest educational qualification?
Table 4
	Options
	No of  Respondents 
	Percentage of Respondents 

	MBA/Msc
	8
	16

	B.Sc/HND
	15
	30

	NCE/OND
	22
	44

	SSCE
	5
	10

	Total 
	50
	100%


Source: Research survey, 2025	
The table above shows that 8 respondent representing 16% of the total respondents of respondents were hold of MBA/Msc, 15 respondents representing 30% of respondents were holder of Bsc/HND, 22 respondents representing 44% of the total number of respondents were holder of NCE, while the reaming 5 respondents representing 10% of the respondents were holder of SSCE.
Question 5: Which department handles supply sourcing in the company?
Table 6
	Options
	No of  Respondents 
	Percentage of Respondents 

	Procurement
	36
	72%

	Department Joint
	12
	24%

	Decision/effort
	2
	4%

	User’s department 
	-
	-

	Total 
	50
	100%


Source: Research survey, 2025	
From the table above, it can be clearly that a procurement department of any manufacturing organization handles supply sourcing that any other department in the organization, because 36 of 50 respondents choose procurement department while 12 respondents which represent 24% agreed with joints decision/effort, 2 respondents who represent 4% agreed with users department. Therefore, it shows that procurement department handles supply sourcing in the company.
Question 7: what type of sourcing policies does you company operates?
Table 7
	Options
	No of  Respondents 
	Percentage of Respondents 

	Single Sourcing 
	10
	20%

	Multiple Sourcing
	40
	80%

	Total 
	50
	100%


Source: Research survey, 2025	
It can be seen clearly from the above table that 10 respondent representing 20% of the respondent rely on single sourcing policy while 80% which is the larger percentage of the respondents operate multiple sourcing policy. Therefore, it shows that the company operates multiple sourcing policies.  
Question 8: Does your organisation has procurement strategies policies which are in line with government policies?
Table 8
	Options
	No of  Respondents 
	Percentage of Respondents 

	Yes 
	48
	96%

	No
	2
	4%

	Total 
	50
	100%


Source: Research survey, 2025	
From the above presentation, we were made to believe that most manufacturing organizations have a standardized quality control system only one (2) out of the respondent designed with the fact, 48 respondent representing 96% agreed positively.   


Question 9: Does procurement strategies enhance efficient unique Suppliers resources?
Table 9
	Options
	No of  Respondents 
	Percentage of Respondents 

	Yes 
	48
	96%

	No
	2
	4%

	Total 
	50
	100%


Source: Research survey, 2025	
From the above presentation, we were made to believe that most manufacturing organizations have a standardized quality control system only two (2) out of the respondent denied with the fact, 48 respondent representing 96% agreed positively.   
Question 10: Does procurement strategies improve the level of supplier product innovation?
Table 10
	Options
	No of  Respondents 
	Percentage of Respondents 

	Yes 
	48
	96%

	No
	2
	4%

	Total 
	50
	100%


Source: Research survey, 2025	
From the above presentation, we were made to believe that most manufacturing organizations have a standardized quality control system only one (2) out of the respondent designed with the fact, 48 respondent representing 96% agreed positively.   
Question 11: If yes, which of the following supplier evaluation method is been used?
Table 11
	Options
	No of  Respondents 
	Percentage of Respondents 

	Record 
	14
	28%

	Performance reputations 
	2
	4%

	Personal visit
	2
	4%

	Appraisal
	32
	64%

	All of the above
	-
	-

	Total 
	50
	100%


Source: Research survey, 2025	
It can be clearly seen that the companies use record of performance, reputation and personal visit and appraisal in evaluating their suppliers. Even though 28%, 4% and 4% of the percentage of respondent go for record of performance, reputation and personal visit and appraisal respectively, they still believe in using all of the above suggestion.
Therefore, 32 of the respondent with 64% which is the largest percentage prefer all the above.
Question 12: Who is responsible for the supplier assessment exercise in the company?
Table 12
	Options
	No of  Respondents 
	Percentage of Respondents 

	The procurement officer
	26
	52%

	The user
	2
	4%

	Combined effort
	22
	44%

	Total 
	50
	100%


Source: Research survey, 2025
The above table indicates that the procurement officer is responsible for supplier assessment exercise in manufacturing organization. 26 out of the 50 respondent agreed on this fact while 22 agreed that combined effort is being used and one indicate the user. 
Therefore, 26 of 50 respondents with 52% agreed that the procurement officer is responsible for assessment exercise in the company.  
Question 13: Does vendor development affects procurement strategies at Olam Grains?
Table 13
	Options
	No of  Respondents 
	Percentage of Respondents 

	Yes
	45
	90%

	No
	3
	6%

	Can’t say
	2
	4%

	Total 
	50
	100%


Source: Research survey, 2025
	Table 13 showed that 45 respondents representing 90% of the total population agree that vendor development influence procurement strategies at Olams Grains respectively, 3 respondents (6%) said no while the remaining 2 respondents (4%) were undecided.
Question 14: Does supplier optimization affects procurement strategies at Olam Grains?
Table 14
	Options
	No of  Respondents 
	Percentage of Respondents 

	Great extent
	30
	60%

	Yes 
	20
	40%

	No 
	-
	-

	Don’t know
	-
	-

	Total 
	50
	100%


Source: Research survey, 2025
	From the above table, 30 respondents representing 60% of the respondents agreed that supplier optimization affects procurement strategies while 20 of the respondent representing 40% of the total respondents disagree with the statement. 
Question 15: Does your company procure locally or internationally?  
Table15
	Options
	No of  Respondents 
	Percentage of Respondents 

	Locally
	14
	8%

	Internationally
	2
	4%

	Both method
	44
	88%

	Total 
	50
	100%


Source: Research survey, 2025
From the above table, it was gathered that firms makes purchases both locally and internationally, because 44 respondents representing 88% agreed on it. While only 4 respondents representing 8% source locally, 2 of the respondents representing 4% source internationally. Therefore, it shows that the company sources both locally and internationally. 
Question 16: Is procurement a unit under a department or a department on its own?
Table 16
	Options
	No of  Respondents 
	Percentage of Respondents 

	Unit
	12
	24%

	Department
	38
	76%

	Total 
	50
	100%


Source: Research survey, 2025
	From the above table, it is clearly seen that procurement stands as a department in most manufacturing company, 38 of the respondent which represent 76% of the respondent shared the opinion that procurement stands as a unit in an organization. Therefore, it shows that procurement is a department on its own.
Question 17: Does organisation use procurement strategies standard?
Table 17
	Options
	No of  Respondents 
	Percentage of Respondents 

	Yes
	46
	92%

	No
	4
	8%

	Total 
	50
	100%


Source: Research survey, 2025
	From the above table, 46 respondent representing 92% of the total respondent shared the opinion that manufacturing organization do carry out supply market research, while 4 respondents representing 8% were of contrary opinion.
	Therefore, it is crystal clear that the company does carry out supply market research.


Question 18: Does procurement strategies have any effects in the operations of Olams?
Table 18
	Options
	No of  Respondents 
	Percentage of Respondents 

	Yes
	46
	92

	No
	4
	8

	Total 
	50
	100%


Source: Research survey, 2025
	The above table shows that 46 respondents representing 92% of the total number of respondents agreed that procurement strategies has  effects in the operations of Olams while remaining 4 respondents representing 8% of respondents disagreed that procurement strategies have any effects in the operations of Olams
Question 19: How are orders been placed in your company?
Table 19
	Options
	No of  Respondents 
	Percentage of Respondents 

	Through local purchase
	50
	100%

	Through verbal instruction
	-
	-

	Total 
	50
	100%


Source: Research survey, 2025
	The above table indicates that the orders made in manufacturing organization are been place through the use of total purchase order (LPO_ and purchase for both local and international purchase. Therefore, it is agreed by 50 respondent representing 100% of the total respondents.


Question 20: Is incoming goods are inspected by who?
Table 20
	Options
	No of  Respondents 
	Percentage of Respondents 

	Inspection department
	30
	60%

	Production department
	5
	10%

	Procurement department
	15
	30%

	Total 
	50
	100%


Source: Research survey, 2025
	The above table indicates that the inspection of incoming goods are made in manufacturing organization through the inspection department, 30 respondent representing 60% of the total respondent shared the opinion that inspection is been made by the inspection department. While only 15 respondent representing 30% inspect by procurement department, 5 of the respondent representing 10% inspect by production department, therefore, it shows that the company carried out inspection of the goods by inspection department.
4.2	Hypothesis Testing
	A hypothesis a concise assumption or generalization of an outcome subject to further proof or investigation.
	Testing of the hypothesis formulated for this study will be done by using the chi-square method. Using the chi-square (x2) analysis thus (y2) =  E (o-e)2
Question 18:Does procurement strategies has positive effects in the operations of Olams?
Using the Chi-square (x2) analysis thus (y2) =  E (o-e)2
							     E
∑ = summation
O = observation frequency 
E = Expected frequency
Table 4.2.1: from the mathematics analysis for further explanation of the hypothesis
	
Options
	O
	E
	o-e
	(o-e)2
	(o-e)x2

	Agree
	46
	10
	36
	1296
	129.6

	Disagree 
	4
	10
	-6
	36
	3.6

	Total
	50
	
	
	
	133.2


Sources: complied by the researcher: 2025
e = No of columns – 1 = 5 – 1 = 4
Degree of freedom = DF2
Critical Value (X2) – 4 d.f 0.05 = 150.8 > X2 (9.488)
Decision Rule: Since the test statistics X2 (133.2) is > X2 (9.488) from the distribution table, the Ho (Null Hypothesis) which state that procurement strategies does not have effects on organization growth is rejected, While the Hi (Alternative Hypothesis) which state that procurement strategies  has effects in the operations of Olams is accepted













CHAPTER FIVE
SUMMARY, CONCLUSION AND RECOMMENDATIONS 
5.1	Summary of Findings
	In the course of this study, it was observed that Olams Industry plc have a standard procurement department staffed with trainee personnel who can handle the procurement tasks successfully, it was also disclosed that theses personnel carryout their duties in line with procurement practices techniques and can be described as professional buyer. This is evident by the result of this research work.
	Sourcing in this company is carried out effectively with regard to the information gathered through the market research effort. It can be seen that normal procedure in sourcing are followed this result in selection at good source of supply the company make use of this tools: sourcing in a commendable way.
	Not withstanding, it was also observed that procurement department was lot given property authority by the management in performing in most cases there is under stature of the procurement department limit the contribution with procurement.
A purchase who is refrained from handicapped position. Thereby, notable to exercise much of its skills which can be of paramount benefits to the company as a whole. It was found out that though procurement officers carryout almost all the activities involved in sourcing the final decision is influenced much by higher authorities.
5.2	Conclusions
The study concludes that to remain globally competitive, firms must receive competitive performance advantages from their suppliers that match or exceed the advantages that suppliers provide to competitors. Thus supplier selection is a crucial undertaking based on several criteria like; quality, delivery, price of the products and production facilities and capacity, with good suppliers being capable of directly supporting a firm’s ability to innovate in the critical areas of product and process technology. Hence, supplier selection becomes a central concern as the buyers look to form not only strategic partnerships but also establish long-term channel relationships, driven by competitive pressures and business complexity. With a competent supplier network, a firm’s acquires the ability to compete effectively in the market.
The study also concludes that to enhance supply chain performance, technology transfer is critical since it provides new business capabilities and consequently enables others, thus stressing the need for Information-based decision-making to become a core competency. Integration achievement enables procurement managers to generate analysis and access supply chain performance measurements that enables subtle business decision-making. The more robust and readily accessible these tools of information are, the more valuable they become to supply chain managers hence ability to readily gauge business performance, measure operations failure or success and hence take informed actions to improve on supply chain performance business.
5.3	Recommendations
The study recommends that in order for organizations to achieve performance improvements, there is need for; first, a restructuring of their supplier base whilst also managing it as an extension of the firm’s business system and also the development of a systematic and standardized criteria and conditions appropriate to select a dependable supplier and the best supplier in the international arena. Additionally, organizations need to develop effective supply base management strategies which can assist in countering the competitive pressures brought about by intense worldwide competition.
The study also recommends that to guarantee success, firms need to align the organization with the incremental phases of capability development and also supports the organizations strategic objectives as well as well as identifying the sequence of process and technology changes that are needed for successful and cumulative capability development. In additions for the organization to develop and sustain the standardized processes, it needs to consistently and regularly undertake training of employees as the complex processes of procurement strategies and import management need to have highly specialized skill sets and experience.
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APPENDIX
Kwara State Polytechnic,
Institute of Finance & Management studies
Department of Procurement & Supply
Kwara State.
The Respondent,
Olam Grains,
Nigeria Limited,
Ilorin, Kwara State.
LETTER OF INTRODUCTION
I am a final student of Procurement and Supply Department, Institute of Finance and Management Studies (IFMS), Kwara State Polytechnic, Ilorin, Kwara State.
I am conducting a research work on effect of procurement strategies on organizational growth (a case study of Olam grains) as part of academic requirement for the award of higher national diploma (ND) of the school.
The information required of you here is purely for academic purpose and will confidentially treated. 
Yours Faithfully,
Sulaimon Muslimat Ajoke
SECTION A
Please tick (     ) as appropriate to the question.
1. Sex: male (	)  female (	)
2. Age: 21-30 years (	), 31-40 years ( ), 41-50 years(  ) 51 and above (	)
3. Marital status: single (	    ), married (	), widow (	), divorce (	)
4. Educational qualification: WAEC (	), ND/NCE (	) HND/BSC (	) M.SC and above (	)
5. Work experience: 5-10 years, 11-15 years (	) 16-20 years (	) 21 years and above(	)
SECTION B
1. Does the company operate single sourcing or multiple sourcing policies? (A) Yes (	) (B) No (	).
2. Your organisation has procurement strategies policies which are in line with government policies?
 (A) Yes (	) (B) No (	)
3. Procurement strategies enhance efficient unique Suppliers resources? (A) Yes (	) (B) No (	)
4. Procurement strategies improve the level of supplier product innovation? (A) Yes () (B) No (	)
5. If yes, which of the following supplier evaluation method is been used? (A) Yes (	) (B) No (	)
6. Who is responsible for the supplier assessment exercise in the company?  (A) Yes () (B) No ( )
7. Does vendor development affects procurement strategies at Olam Grains?
 (A) Yes (	) (B) no (	)
8. The extent in which supplier optimization affects procurement strategies at Olam Grains? (A) Yes (	) (B) No (	)
9. Does your company procure locally or internationally?
(A) Yes (	) (B) No (	)
10. Is procurement a unit under a department or a department on its own? (A) Yes (	) (B) No (	).
11	Your organisation use procurement strategies standard?
(A) Yes (	) (B) No (	)
12	Does procurement strategies have any effects in the operations of Olams? (A) Yes (	) (B) No (	)
13	How are orders been placed in your company?
 (A) Yes (	) (B) No (	)
14	Is incoming goods are inspected by who? (A) Yes (	) (B) No (	) 
