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ABSTRACTS
Prior of the 2nd world, little organization was given to stock problem. It was not until after the war, when the management science and operation research emerged that detailed attention was focused on the nature of the stock problem. During the war a useful model called stock as is (probabilistic) inventory model. The problem of ineffective management and manufacturing companies. In general management is concern with planning and control exercise in order to achieve a plan for management to be effective. There must be existence in control in all aspect of the organization operation. The appraisal of stock taking in manufacturing companies present its peculiar problem. That is some organization does not value the profitable and viable work of stock taking. Some organization are financial handicapped. Stock taking therefore, is a system used by a firm to regulate its stock. It is a qualitative technique strong financial implications. Thereby not only preventing losses but, also ensuring that adequate inventory are maintained. The stock taking section or the appointment of stock taking. A great attention should be focused the operation of the stores, because of the general scarcity of material viz-a-viz, the higher cost of material and equipment for many organization. Stock taking is perhaps the single most important control technique having direct relationship with production, marketing, purchasing and financial policies. Stock taking problems does not relate to the manufacturing concern alone but, also occur in service organization. Thus, stock management has to decide on the level of stock that can be economically and efficiently maintained. In order to thoroughly explore the stated chapters, questionnaire we be administered in all and adequate research findings and conclusion is going to be drawn to make relevant recommendation for the research. Chapter one will be introduce the research topic and state the statement of the research problem, objective of the study, research hypothesis, significant of the study definition of key terms and plan of the study. Chapter two will contain the literature review while chapter three will has the research methodology  







CHAPTER ONE

1.1 BACKGROUND OF THE STUDY 
Negotiation skill is a means of ensuring timely material delivery as every institutions, large or small, private or public must buy resource for production or consumption at same point in its existence. Depending on the kind of material , it might be raw materials , completed commodities or even expensive equipment . Negotiation is necessary to ensure that the appropriate supplies are delivered at the right time and in the right location. [Olajuwon and adedoyin 2008]
The study will intends to identify buying and supply side negotiating strategies currently in use. The new methods will make it easier to get the resources you need at a lower cost and in the quickest amount of time feasible. Because of the importance of the timely delivery negotiation is critical when purchasing products or services.
Supply chain management , negotiation are critical and exciting The word negotiation is commonly mistaken with Haggling and price chiselling in the work place and in government . When it comes to government contracts negotiation are generally seen as an unethical way to bypass competitive bidding and secretly give the major contracts to favoured vendors. [Elliott 2004] 
According to websters dictionary ,Negotiation is the process of negotiating an agreement in a commercial transaction . Negotiation according to Herb cohen[2010] ,is a persuasion process in which individuals try to come to an agreement on issues of common interest not withstanding their initial disagreement .
Negotiation need the presence of both common goals and points in attempting to reach a solution. When negotiating a purchase, it is essential acceptable agreement or concessions, the buyer and seller must first prepare, assess and analyse the negotiating process to encompass all aspects of the business deal not just the price.
Negotiation is different from a game of basketball or a battle [Gerrad 2008]only one side can come out on top in these contests, while the other side must go down in defeat. There are many successful corporate negotiation that are called win win negotiation, but the winnings are seldom evenly distributed ; typically one party takes home more money than the other. This is how business should be done , it is only fair that those who have excelled in the world of business get rewarded accordingly
Negotiations are increasingly being done cross in order for these teams to work as in integrated entity, they must well coordinated.
  1.2     STATEMENT OF THE STUDY
           Impact of effective negotiation skills on the timely delivery of materials where proactive communication, compromise strategies and collaborative problem solving techniques employed during supplier interactions can mitigate potential delays and incentivize prompt fulfilment of  delivery schedules, ultimately enhancing overall supply chain efficiency. However, there are so many unclearance that may affects the performances of a firm while prioritizing negotiation as the best tools in achieving value added as it may results into conflict among the parties involved of interest, long time influence, financial wastages and inability to arrive at genius ad item which may adversily creates a set back in realizing the organization  goals and objectives.
1.3   OBJECTIVES OF THE STUDY
-To examine negotiating skills of just-in-time as a tool for enhancing timely delivery of material in Nigeria Bottling Company.
-To investigate the effect of negotiation as the means of achieving value for money.
-To examine the relationship between negotiating and optimal pricing in Nigeria Bottling Company.
-To justify the extent through which negotiation improve procurement strategies in a manufacturing industry.
1.4    RESEARCH QUESTIONS 
         The following questions will be asked in order to achieve stated objectives.
-To what extent does a negotiation skill enhance timely delivery of material 
-How does negotiation as the means of achieving the value for money.
-Is there any relationship between negotiating and optimal pricing in Nigeria Bottling Company.
-Does negotiation improve procurement strategies in a manufacturing industry.
1.5        FORMULATION OF HYPOTHESIS 
H01 Negotiation does not enhance timely delivery of material 
HO2 Negotiation does not achieve to value for money 
H03 There is no relationship between negotiating and optimal pricing in Nigeria Bottling Company 
HO4 Procurement strategies does not improve in a manufacturing industry.
1.6      SIGNIFICANCE OF THE STUDY 
         The study will be of benefit to the organization which study is being carried an investigation and also it will serve as guide for relevant organization which have similar department or problem also it will serve as reference to the similar topic and serve as reference for further studies.
Also, it will be beneficent to research in future, the organization also broaden the knowledge of the researcher, it will also assist the research especially in partial fulfilment of the requirements for the award of National Diploma in purchasing and supply kwara state polytechnic.
1.7     SCOPE AND LIMITATION OF THE STUDY
          The study on negotiation skills as a tool for enhancing timely material delivery would primarily focus on analysing how effective negotiation strategies can be used to secure timely delivery commitments from supplies, while considering limitation like the complexity of external factors. potential resistance  to change within the organization and the difficulty of quantifying the exact impact of negotiation on delivery times.

1.8    HISTORICAL BACKGROUND OF THE CASE STUDY 
       The Nigeria Bottling company [NBC] which is part of coca cola HBC, was incorporated in November 1951 to bottle and sell carbonated non-alcoholic beverages. The company has the sale franchise to bottle coca-cola product in Nigeria, product of coca-cola began in 1953 at a bottling facility in lagos and new plants at kano, port Harcourt and Ibadan were opened shortly after wards the company metta.
Nigerian Bottling Company [NBC] become a public company in 1972 with its shares casted on the Nigeria stock exchange NBC generated its own power and is self sufficient in carbondoxide and water product, coca-cola range of products in Nigeria includes the following beverages all of which are bottle in returnable glass, coca-cola, fanta in orange, lemon and black current flavours, sprite, eva bottle water, five alive juice, and Schweppes in bitter lemon, club soda and tonic water [These, mixers were previously bottled under the krest brand but NBC reacquire the Schweppes franchise in August 2001] .
However, the company has grown across the geographical blocks of Nigeria with about 16 bottling facilities [ plants ] around the country and it uses 82 distribution warehouses and 200,000 distribution outlet for instance, the Onitsha plant is one its plails and it began production in 1987 at the commercial nerve center of eastern region. It cover Anambra and Delta. The plant supplies four [4] major deports located in Nnewi, oba, Agbor and Ekwulobia with numerous retailers over than thousand currently its staff strength range between four hundred and fifty staffers. The success of the plant since its fourteen years of operation has put coca-cola product the ultimate in the eastern market.
1.1 DEFINITION OF TERMS 
   NEGOTIATION: This is a process of where people come together to reach an agreement 
   PROCUREMENT: This term is mostly used in the military organisations as well as the public setup mean purchasing it is activity which involve logistics, buying, transportation and distribution.
INSPECTION: This is a process whereby incoming items are examined so as to ensure that the quality and quantity confirm with specifications
QUALITY: This is the standard feature on an item that make it different from item of the same characteristics.
PRICE: This is the amount of money to be paid for obtaining.
TIMELY: This can be defined as appropriate at the right time convenient, judicious, opportune, prompt, propitious, punctual, seasonable, suitable well timed.
MATERIALS: This can be defined as the matter form which something can be made. Materials can include, but  is not limited to raw and processed materials component, parts assemblies and sub assemblies.
ENHANCING: This can be defined as to intensity or increase quality value, power etc to improve augment.
TOOLS: This can be defined as any item that can be used to achieve a certain goal, especially if the item is not consumed in the process.
DELIVERY: This is the responding to consumers needs by delivering products or making available services where they are needed and when they are need
BUYER: This is a person who buys goods at a particular price without the technicalities involved being taking into consideration.
VALUE: This is how much something is worth in money or other grounds for which it can be exchange.
	
































CHAPTER TWO
LITERATURE REVIEW
Introduction
This chapter two will focus on conceptual framework, theoretical framework, empirical framework and gaps in literature with other related sub topic as negotiation types, method of negotiation, negotiation techniques, advantages and disadvantages of negotiation etc
2.1	Conceptual Framework 
CORBETT (2007) views that negotiation as a strategic process were parties work together to reach a mutually agreeable out com that benefits all involve, especially focusing on delivery deadlines. This framework highlights the importance of effective communication, active listening, and problem solving to achieve win-win scenarios. 
Preparation and planning: before any negotiation through preparation is essential. This includes defining goods, understanding needs and priorities, researching the other party and developing alternative solutions according to indeed. Elmut (2008) view that communication is vital for conveying your position clearly and actively listening to other party’s concern. This involves understanding their perspective need and priorities and finding common ground. Elmos (2009) views that negotiation is about finding solution that satisfy both parties needs say study.com. It involve brainstorming , identifying alternative and ultimately reaching a mutually acceptable agreement. Good negotiation fosters trust and positive relationships between parties. By understanding each others needs and working collaboratively. Parties can create a strong foundation for future interactions. Gabriel (2010) views that once an agreement is reaches its crucial to document it clearly and implement it effectively as describe by gross archieve. This includes monitoring progress addressing any issues that arise and ensuring the agreed upon time-line is met. Taopheeq (2011) views that negotiation is a techniques required to achieve value added both private and public parastal. Adefunsho (2012) observed that the need for negotiation contributes imnesity towards achieving a long terms goals in an organization.
Margalin et el(2008) view that negotiation skill is a means of ensuring timely material delivery as every institutions large or small, private or public must buy resources for production or consumption at some point in its existence. Depending on the kind of material, it might be raw materials, completed commodities, or  even expensive equipment. Negotiation is necessary to ensure that the appropriate supplies are delivered at the right time and in the right location.

2.1.2       NEGOTIATION TYPES
Distributive Negotiation babalon (2007) view that focus, claiming values, dividing resources. Approach competitive, adversarial . Goal maximize own outcome. 
Integrative Negotiation blanze (2008) view that focus creating value, finding mutually beneficial solution. Approach collaborative, problem-solving. Goal maximize joint out come.
Principled Negotiation femtech (2009) view that focus separating people from the problem focusing on interest approach fair, objective and principle-based. Goal reach a mutually beneficial agreement.
Team Negotiation oando (2010) view that involves multiple individuals negotiating as a team. Challenges coordinating team members, managing internal conflicts 
Multiparty Negotiation Nephew (2011) view that involves multiple parties with different interests challenges managing complex relationships, finding common ground.
Gross-cultural Negotiation clark (2012) view that involve: Negotiating across cultural boundaries. Challenges understanding cultural differences avoiding misunderstanding 
Business Negotiation lanre (2013) view that focus negotiation business deals, contracts or partnerships goal reach a mutually beneficial agreement that drives business success. Each types of negotiation requires different strategies, skills, and approaches to achieve successful outcome.
2.1.3      METHODS OF NEGOTIATION 
In practice, there are nine major approaches to negotiation with different objectives and involving different levels of value.
1 Principled Negotiation 
-focus on interests, not positions 
-separate people from the problem 
-use objective criteria 
        2     Interest Based Negotiation 
 -	identify and understanding the underlying interests and needs  
 -	find creative solutions that meet both parties interests 
        3    BATNA ( best alternative to a negotiated agreement)
             -identify your BATNA before negotiating
             -use it as a benchmark to evaluate potential agreements 
         4    Anchoring 
             -make an initial offer that sets the tone for the negotiation 
            -use it to influence the other party expectation 
        5    Concession Making 
            -make strategies concessions to build trust and momentum
           -use concessions to trade for something of value 
       6    Active Listening 
            -listen carefully to the other partys needs and concerns
     7       Open-Ended   Questions 
            -Ask questions that encourage the other party to share information
           -use open-ended questions to build report and understanding their needs 
     8      Non –Defensive Communication 
          -communicate assertively without being aggressive
          -use I” statements to express thoughts and fellings 
     9     Build Report 
          -establish a positive relationship with the other party
         -use rapport-building techniques such as mirroring and  finding common ground.

2.1.4        NEGOTIATION TECHNIQUES 
          Ali (2009) view that prepares thoroughly, Research the other partys need and interests. Set clear goals and limits , Anticipate potential issues and responses.
Muhammed (2010) view that Build Rapport, Establish a positive relationship, Find common ground, use active listening 
Elmos (2011) view that use open-Ended Questions, Encourage the other party to share information, Gain insight into their needs and interests 
Guhans (2012) view that Anchor the Discussion, make a strong initial offer, set the tone for the negotiation 
Forth (2013) make strategies concessions, Trade concessions for something of value, use concessions to build momentum.
Mathins (2014) view that use time to your advantage, Take time to think before responding, use deadlines to create pressure 
Uman (2015)view that focus on interests, Not positions, understanding the underlying needs and interests, find creative solutions that meet both parties interests
Abdul (2016) view that use non-Defensive communication, communicate assertively without being aggressive, use I” statements to express thoughts and feelings.
Galiu (2017) view that look for mutually Beneficial solutions, seek solutions that benefit both parties, use collaborative problem-solving
Nunize (2018) view that know when to walk away, know your BATNA( best alternative to a negotiated agreement ), Be willing to walk away if the terms are not favourable .
These techniques can help you negotiate more effectively and achieve better outcome
2.1.5         ADVANATAGES OF NEGOTIATION
1. Mutually beneficial outcomes. Negotiation can lead to solution that benefit both parties 
2. Increased creativity: Negotiation can lead to innovative solutions that might not have been possible otherwise.
3. Improved relationships: Negotiation can help build trust and strengthen relationships.
4. Cost-effective: Negotiation can be a cost effective way to resolve disputes or reach agreement
5. Flexibility: Negotiation allows for flexibility and adaptability in finding solution.
2.1.5.2           DISADVANTAGES OF NEGOTIATION
1. Time Consuming:  Negotiation can be a time consuming process, especially if multiple parties are involved.
2. Emotional Involvement: Negotiation can be emotionally challenging, especially if parties have strong fellings or biases.
3. Power Imbalance: Negotiation can be affected by power imbalance, where one party has more influence or control.
4. Cultural or Language barriers: Negotiation can be complicated by cultural or language differences.
5. Risk of failed Agreement: Negotiation may not always result in a successful agreement.
Overall negotiation is a valuable tool for resolving disputes, building relationships and finding mutually beneficial solutions, However, its essential to be aware of the potential challenges and limitation.
2.2	Theoretical Framework 
NEGOTIATION THEORY 
Negotiation theory, rooted in game theory, decision analysis and behavioural decision theory, provides a framework for understanding and optimizing negotiation outcome. Instead of solely focusing on positions or demands ,Negotiation should center on identifying and addressing the underlying interests of all parties involved. Reliance on objective criteria (e.g market data, industry standards) helps establish a fair and justifiable basis for agreements reducing the risk of disputes over timeline or delivery conditions. A well crafted agreement should be designed to be self-enforcing ,meaning that it is clear, unambigious and encourages compliance without relying on constant monitoring or enforcement. Negotiations should incorporate a proactive approach to identifying and mitigating potential risk related to timely delivery, such as supply chain disruption or unforeseen delays. Building strong collaborative relationship with suppliers or stakeholders can foster trust and improve communication, ultimately leading to smoother and timelier deliveries.
SYSTEM THEORY
Systems theory views the world in terms of collections of resources and processes that exist to meet super ordinate goals. A system may be constituted by material, people, information and financial resources; Configured into organizational or technical processes intended to deliver goods and services that enable the system to achieve some desired  level of performance (meister 2016). The central concept system embodies the idea of a set of elements connected together, which form a whole, this showing properties which are properties of the whole, rather than properties of its component parts (meister 2016) in SCM context system theory (ST) brings together various components of a complex supply chain (that is the human, capital, information, materials and financial resources etc) to form a subsystem which is then part of a larger system of supply chain or network. The theory argues that for a holistic perspective ST must be employed to understand the internal and external factors that shape an organization supply chain performance. This system has a coordination function whose main task is to assure that the various manufacturing departments and or suppliers of a production system act in harmony, damping their collections so that common resources and support services are run smoothly(meister 2016)
TRANSACTION COST ANALYSIS THEORY
Transaction cost theories basic premise is that the cost of doing transactions could be too high under certain condition (Grover & Malhotra 2020) Transaction cost theory is an economic approach (Williamson 2008) and reflects different types of transaction costs (Coordination, contracting deals and information sharing) (Eiriz & willson 2006).Thus, this economic perspective needs to take into account the economic rationality of supply chain relationship. This perspective provides explanations for transaction dimensions (asset specificity, uncertainty and frequency) between firms and their relationships. Transaction cost theory explains how information advantage in a relationship is enjoyable and beneficial for firms and information sharing in business is a transaction cost (Eiriz & Wilson 2006) Transaction cost  theory contributes to the study of supply chain relationship and networks and the efficiency of economic activities in transaction cost theory, the unit of analysis is the transaction used to describe the economic activity and the transaction costs include coordination, monitoring contracting deals opportunistic behaviour risk and information sharing. williamson (2008) defines a transaction as a basic unit of analysis in organizational structure rather than production, one where the main dimensions of transaction cost theory are asset specificity, uncertainty and frequency. The behavioural assumptions are bounded rationality and opportunism, which forces firms to make self enforcing promises to behave responsibly in terms of increasing their profit. Bounded rationality is accepting the limits of the human ability to process information comprehensively.
2.3	Empirical Framework
I will research reviewed empirical studies touching on Negotiating skills as a tools for enhancing timely delivery of material. The studies are reviewed in tendem with the study variable which captures the study objective
Negotiating skills is the processes were several purchasing activities are streamlined to support a total supply chain vision focusing on the ultimate customer. The following sections provided a review of negotiating skills in term of the chain elements of enhancing timely delivery of materials: a) negotiation styles b) timely delivery c)supplier relationship d)contract management, internal coordination between supplier and purchasing.
	The interdependence between negotiating and other functions is becoming stronger. Negotiation increasingly takes part in activities that have been traditionally assumed to be other functions responsibilities, such as product design and development . in return, the traditional negotiating decision of which vendor to negotiate is expanding to involve departments other than procurement, Especially when longterm relationship and outsourcing are utilized (Cavinato, 2008). According to (Nichguch,2008) negotiation skills for enhancing timely delivery of materials are comprises of the following processes. Assessments of the company of the company current spending (what is bought where), Assessment of the supply market (who offers what), Total cost analysis (how much does it cost to provide those goods or services), Identification of suitable suppliers, Development  of a Negotiating skills (where to buy what considering demand and supply situation , while enhancing timely delivery of material. Negotiation with suppliers (product, services levels, price and geographic coverage). Implementation of new supply structure and track results and restart assessment (continuous cycle) strategic material sourcing was initiated by general motor  in the 1980’s , strategic sourcing was later formulized into a methodology and implemented at other large scale blue chip companies with support of consulting companies like A.T Kearny, price water house coopers, KPMG and many others. This mythology became a norm for procurement department and is today considered to be a standard working process (Nichiguchi, 2008). It comprises of the following processes. Assessment of the company current spending ( what is bought where) Assessment of the supply market (who offers what) Total cost analysis (how much does it cost to provide those goods or services) identification of suitable suppliers , development of a sourcing strategy (where to buy, what considering demand and supply situation while minimizing risk and costs). Negotiation with suppliers (products, service levels, price geographic coverage) implementation of new supply structure and track results and restart assessment ( continuous cycle)
2.4	GAPS IN LITERATURE
A study by Song(2010) on the other hand found out, that rapid expansion of companies’s programmes and decentralization of their functions are as a result of foreign of some of their functions to a third part which leads to maintaining good supplier relationship, effective and efficient internal operation flexible production processes which is not mentioned in the past research
This study are however noted to be limited to the service performance when foreign sourcing in minimize inn an organisation. The study by mutual (2012) found out that foreign sourcing among Nigeria supply chain firms has enhanced the performance on cost reduction. Company growth elimination of waste, focusing on strategic course e.t.c However, this study has not touched on services performance in relation to outsourcing. Early research on foreign and performance mainly focused on transactional costs but later on strategic themes were addressed in the overall organization context.







CHAPTER THREE
 METHODOLOGY
Introduction
The purpose of the study was to analyze on negotiating skills as a tools for enhancing timely delivery of materials.
This chapter focused on the research methodology to me applied in respect of the research philosophy, research approaches, research design, population of the study, sample size determination, Research reliability, research validity and ethical consideration.
3.1	Research Philosophy
This study is focus on the underlying belief system that influence how i was been able to research to see the world and engage with it. It is essentially the lens through which i interpret reality, generate knowledge, use theory to support my methodology, ontology, it refers to your beliefs about the nature of reality. Dr, Vivash, Sharma (2008) is there a single objective reality, is there a single objective reality or is reality constructed through human experience and perceptions. Do you believe in an external, measurable world or that reality is believe in an external, measurable world or that reality is subjective and changes based on social interactions, epistemology; Sharma (2009) it questions how we come to know what we know. How do we gather valid question how we come to know what we know. How we gather valid knowledge? Is knowledge objective discoverable through observation and measurement (as in positivism) or is it subjective, constructed through interactions and interpretation (as in interpretivism). What theory should i use research philosophy also influences the theoretical frameworks, i choose to interpret data. A positivist research might select a theory that predict observable behaviour or outcome, while an interpretive would choose a theory that helps explain the subjective meanings behind those behaviours. Critical theorist may adopt framework that focus on uncovering power imbalances and postmodernist often prefer theories that highlight multiple, fragmented realities. Methodology, Vivash, (2010) is the practical application of your ontological and epistemological beliefs. It guide how i collect data, analyse it and apply finding to solve problem or develop theories.

3.2	Research Approaches
This study is focus on the strategies and method used to investigate a research question. The three main approaches are quantitative, qualitative, and mix methods, each approach has its own strengths and weakness and the choice of approach depends on the research question, the goals of the study and the nature of the data being collected.
Quantitative Research Ganiu (2007) view that, it focus: numerical data, statistical analysis and the objective measurement of variables. Method: surveys, experiments, statistical analysis and large scale data collection.
Qualitative Research Walcot (2008) view that, it focus: in delph exploration of complex social phenomena, interpretation of meanings and understanding of individual experiences, method interviews, focus groups, observation, case studies and textual analysis.
Mixed Method Research Nunu (2009) view that, it focus combining both quantitative and qualitative data and methods to provide a more comprehensive understanding of a research problem. Methods: using surveys to gather quantitative data and then conducting in depth interviews to explore qualitative data.
3.3	Research Design
This study is focus on the strategy and structure conceived in a bid to acquire solutions to research problem: it is also defined as a blueprint for collection, measurement and data analysis (Blumberg Cooper, & Schindler 2008) The research design that was employed in this study is the descriptive research design which according to Saunders, Lewis and Thornhill (2012) is a design meant to demonstrate a preference for commencement with and utility of theory in research. Descriptive design requires researches to gather, present and interpret information  for purpose of  clarification. Descriptive research involves collecting data in order to test hypothesis or answer questions regarding the participants of the study.
Descriptive study is undertaken to ascertain, explain and describe characteristics of variables associated with a subject population. It seeks to answer questions such as who, what, when, where, and how of any provided topic in its work (Blumberg et al 2008). This design was chosen because it was more effective in investigating the negotiating skills as a tool for enhancing timely delivery of materials. The dependent variable was organizational performance as measure by sales growth, profitability and market share while the independent variable are negotiating skills (cost-driven, innovation-driven or focus-driven).
3.4	Population of Study
The research study encompasses the Onitsha south local government areas of anambra state. Statistics shown that the entire population of Onitsha south local government areas is 50(fifty) and it is made up of five districts namely.
1 FEGEE
2 ODAKPU
3 OCHAWUJA
4 WOLIWO
5 HOLISING 
The population of Nigeria Bottling Company plc Onitsha plant which is made up of the entire work force of 50(fifty) staff, they include both senior and junior staff. It is expedient to state that NBC plc is over 50(fifty) but for the purpose of this study the population of the distributors included is 34 redemption centres used during sales promotion targeted finally refreshment promotion and direct distributors of NBC Onitsha.
3.5	Sample Size Determination
The essence of sampling is to determine how sample procedure would be obtained from the study population. The population of study has been carefully divided into three strata namely.
*The consumers
*The management of NBC
*The dealer or distributors 

Simple random sampling method was applied in selecting the number of respondents to be sampled among the consumers and the dealer or distributors. This is because the population is extremely large and sample random sampling method ensures that every member of each population have equal chance of being selected. Therefore, a sample procedure or size of 50 was randomly taken to represent the interest of consumers in Onitsha south local government based on the entire population of the area. The sample procedure or size selected at random was shared in equal proportion among five districts within Onitsha south local government area. Thus, it implies that to 10 persons were sample to each district. In the same vein, a total 10 was selected randomly to represent the interest and responses of the dealer or distributors that was sampled. To obtain or determine the sample size for the management of NBC plc, sample statistics was used, the reason being that it was a finite population whose composition is considerable not too large. Likewise, the characteristics of the population which is the staff strength of NBC plc, Onitsha has been revealed by previous study. The sample size will then be determined by using the formula below.
              	           S2      
             n=E2      +    S2
               Z2              N
Where 
n = sample procedure or size to be determined
       z = statistics corresponding to the desire confidence level
s= estimated values of the standard deviation of the sample statistics 
E= the maximum acceptable magnitude of error
N = entire population which is the staff strength of NBC plc Onitsha which is 50 staffs.
In  applying the above formular to arrive at the number of questionnaire that will be sampled. I choose 95% as my confidence level as 5% as the significance level or allowance error and a standard derivation of 14.5
	(14.5)2
    n = (52) +    (14.5)2
          (1.96)2   450
               210.25
 n =      6.51 + 0.47
                 210.25
n =             6.98
              n= 50
by this a total of 50 questionnaire were administered to management of NBC plant Onitsha
3.6	Research Instrument
         The research instrument use a variety of research instruments including questionnaires, interviews and observations together both quantitative and qualitative data. The choice of instruments would depend on the specific research question and objectives.
Elaboration:
Questionnaires, structured and unstructured questionnaires can be used together data from staff, customers, or distributors, for example, a questionnaire could be used to assess employee satisfaction or customer perceptions of the company’s products and services.
Interviews, can be conducted with key personnel, such as managers or executives, together in depth information about company strategies, decision making processes or challenges.
Observations, can be used to document specific behaviours, processes, or interactions within the company, for example an observer might document the operations of a distribution center or the interactions between sales representative and customers.                                                                                                                  
                                             
3.7	Method of Data Collection
	The use of primary and secondary source of data collection was instituted.
Primary source of data collection, due to the exploration nature of this research, the main method of primary research is the study through oral interview and the administering of questionnaire, however, primary source of information enhance the collection of data through use of observation, survey, experience and focus group. The research approach is survey method; Dichotomous types of closed ended questions which offer two answers choice to respondents were used.
Secondary source of data collection, available relevant literature was reviewed, the researcher made use of textbooks, journals note supplied by Nigerian Bottling Company plc, local government directory in Onitsha south of anambra state as well as unpublished materials of other research and authors relevant to this study. This source of data formed the bedrock on which the theoretical work in this project was based.

3.8	Research Reliability
	This study focus on ensuring that research findings are consistent and dependable, meaning the same results would be obtained if the study were repeated. This involves methods like internal consistency testing, test-retest reliability and inter rater  reliability, depending on the type of data collected. In essence its about minimizing errors and biases to ensure that the research conclusions are valid and trustworthy.
Elaboration:
Internal consistency- for questionnaires or survey, this measures how well different items within the instruments are related to each other.
Test-Retest Reliability- This involves administering the same instrument to the same group of participants at two different points in time. If the results are similar, it suggests the instrument is reliable in measuring the same construct consistently.
Inter-Rater Reliability- This is relevant when multiple observers or raters are involved in collecting or interpreting data. It assesses the degree of agreement between different raters.
Minimizing Errors and Biases: Research reliability also encompasses strategies to minimize errors and biases that can affect the results. This includes careful sample selection, standardized procedures for data collection and training of researchers or raters.
Why reliability is important- ensuring research reliability is crucial for the validity of findings, as it allows researchers to have confidence in the accuracy and consistency of their results. Reliable research findings are more likely to be accepted and used in decision making.
3.9	Research Validity
This research validity regarding the Nigerian Bottling Company (NBC) can be established through various methods, including assessing the methodology used in studies, evaluating the reliability of findings and ensuring the studies relevance to the specific context of NBC.
Methodology and Validity:
Research Design-studies should employ appropriate research designs, such as case studies, mixed methods or statistical analysis, to address the research questions effectively.
Data Collection-Researchers should utilize reliable and valid data collection methods, including surveys, interviews ,document analysis and observation together relevant information 
Data Analysis-The data should be analyzed using appropriate statistical techniques or qualitative analysis  methods to ensure the findings are valid and reliable.
Sample Selection- if a sample is used, it should be representative of the population under study to ensure the findings can be generalized.
Reliability and Validity of findings:
Inter-Rater Reliability- if multiple raters are involved in data collection their agreement should be high to ensure the reliability of the findings.
Internal Consistency- Researchers should assess the internal consistency of their measure, ensuring that different items within a measure are related to each other.
External Validity- The findings should be generalizable to other context and populations beyond the study sample.
Credibility- The findings should be credible and consistent  with the data collected and researchers should be transparent about their methods and findings.
Relevance and Context:
Study objectives- The study objectives should be clearly defined and relevant to the specific aspects of NBC that are being investigated.
Organizational Context- The research should consider the organizational context of NBC, including its history, structure and culture.
Industry Context- The research should also consider the broader industry context of the beverage industry in NIGERIA.


3.10	ETHICAL CONSIDERATION
	These encompass various aspects, including responsible sourcing, fair labour practices, environmental stewardship and community engagement. NBC, as a member of coca-cola Hellenic Bottling Company, also adheres to a global code of business conduct and various policies related to bribery biodiversity climate change and environmental protection. In essence, NBC ethical considerations are multifaceted, encompassing responsible business practices, environmental protection, community engagement, and fair treatment of stakeholders. By adhering to these principles, NBC aims to build a strong reputation and contribute positively to society.














CHAPTER FOUR
Introduction
        This chapter will focus on the presentation and analysis of data, Testing of hypothensis, Analysis of data. Findings and interpreting of results are summarized in this chapter .Data collection came from the financial and supply chain department at the Onitsha south local government of (NBC) Nigeria Bottling Company. Data was entirely gathered from questionnaire as the instrument for research, so as to determine the Negotiation skill as a tool for enhancing timely delivery of material in Nigeria.
4.1	PRESENTATION AND DATA ANALYSIS 
	After careful administration of the research instrument, seventy copies of the questionnaire were distributed and only fifty (50) questionnaires were successfully completed and returned back to the researcher. 
The data collected as indicated below are presented under two (2) sections. Section A being the Bio Data of respondents and section B being the research Question analysis.
4.1.2	DATA ANALYSIS
The fifty (50) questionnaires are thus analyzed as shown below:
SECTION A :BIO DATA OF RESPONDENT 
	TABLE 1: SEX OF RESPONDENTS 
	
SEX
	
NO OF RESPONDENT
	
PERCENTAGE %

	
MALE
	
15
	
30

	
FEMALE
	
35
	
70

	
TOTAL
	
5
	
100%


Source: Researchers survey, 2025
Table 1 shows that 15 respondents representing 30% of the total respondents were male while 35 respondents representing 70% of the total respondents were female. The significance of this result was that more women are involved in this survey than men.










TABLE 2: EDUCATIONAL QUALIFICATION OF RESPONDENTS 
	
QUALIFICATION 
	
NO OF RESPONDENT
	
PERCENTAGE %

	
O’LEVEL 
	
-
	
-

	
OND/NCE
	
14
	
28

	
BSC/HND
	
36
	
72

	
OTHERS
	
-
	
-

	
TOTAL
	
50
	
100%


Source: Researchers Survey, 2025
Table 2 shows that 14 respondents representing 28% of the total respondents were holders of either National Diploma (ND) Certificate or NCE Certificate while 36 respondents representing 72% of the total respondents were holders of either BSC or HND Certificate, None of the respondents were holder of O’LEVEL Certificate and none of the respondent were holder of other qualifications. The significance of the result was that respondent with higher qualifications and thus better knowledge and experience were used for the study. This will enhance the reliability of the result and findings obtained from the study.
	
RESPONSE
	
NO OF RESPONDENT
	
PERCENTAGE%

	
SINGLE
	
10
	
20

	
MARRIED
	
40
	
80

	
OTHERS
	
-
	
-

	
TOTAL
	
50
	
100%


TABLE 3: MARITAL STATUS OF RESPONDENTS
Source: Researcher’s Survey, 2025
Table 3 shows that 10 respondents representing 20% of the total respondents were single while 40 respondents representing 80% of the total respondents were married, no result respondent indicate other status. The significance of this result was that more married personnel thus responsible people were involved in the research work.
TABLE 4: WORKING STATUS OF RESPONDENT
	
RESPONSE 
	
NO OF RESPONDENT
	
PERCENTAGE%

	
MANAGEMENT
		
10
	
25

	
SENIOR STAFF
	
40
	
75

	
JUNIOR STAFF
	
-
	
-

	
TOTAL
	
50
	
100%


Source: Researcher’s Survey, 2025
Table 4 shows that 10 respondents representing 25% of the total respondents were management while 40 respondents representing 75% of the total respondents were senior staff, No respondent indicate junior staff. The significance of this result was that respondent from senior status and thus better knowledge and experience were used for the working. This will enhance the reliability of the result and findings obtained from the study.
SECTION B: RESEARCH QUESTIONS
QUESTION 1: NEGOTIATION DOES NOT ENHANCE TIMELY DELIVERY OF MATERIALS?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES 
	
40
	
80

	
NO
	
10
	
20

	
TOTAL
	
50
	
100


Source: Research’s Survey, 2025
From the table above, 40 respondents representing 80% of the total respondents strongly agreed that Negotiation enhance timely delivery of materials while 10 respondents representing 20% of the respondents strongly disagreed to this question.
QUESTION 2: NEGOTIATION DOES NOT ACHIEVE TO VALUE FOR MONEY?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
45
	
90

	
NO
	
5
	
10

	
TOTAL
	
50
	
100%


Source Researcher’s Survey, 2025
From the table above, 45 respondents representing 90% of the total respondents strongly agreed that Negotiation achieve to value for money while 5 respondents representing 10% of the total respondent strongly disagreed to the question.
QUESTION 3: IS THERE NOT ANY RELATIONSHIP BETWEEN NEGOTIATING AND OPTIMAL PRICING IN NBC?
	
CHOICE 
	
NO OF RESPONSES 
	
PERCENTAGE %

	
YES
	
50
	
100

	
NO
	
-
	
-

	
TOTAL
	
50
	
100


Source: Researcher’s survey, 2025
This question was asked and the all 50 respondents representing 100 of the total respondents strongly agreed that there is relationship between negotiating and optimal pricing in NBC
QUESTION 4: DOES NEGOTIATION IMPROVE PROCUREMENT STRATEGIES IN A MANUFACTURING INDUSTRY?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
45
	
90

	
NO
	
5
	
10

	
TOTAL
	
50
	
100


Source: Research’s survey, 2025
This table shows that 45 respondents representing 90% of the total strongly agreed that   Negotiation improve procurement strategies in a manufacturing industry while 5 respondents representing 10% of the total strongly disagreed.
QUESTION 5: IS THERE ANY WAY YOU RECEIVED TRAINING OR DEVELOPMENT IN NEGOTIATION SKILLS?
	
CHIOCE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
50
	
100

	
NO
	
-
	
-

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
This table shows that all the 50 respondents representing 100% of the total strongly agreed that there is a way they received training or development in negotiation skills while there is no response for no.
QUESTION 6: DOES YOUR ORGANATION PRIORITIZES NEGOTIATION SKILLS IN IT’S PROCUREMENT OR SUPPLY CHAIN MANAGEMENT PROCESSES?
	
CHOICE 
	
NO OF RESONSES
	
PERCENTAGE %

	
YES
	
35
	
70

	
NO
	
15
	
30

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
From the table above, 35 respondents representing 70% of the total respondents indicated Yes that the organization prioritizes negotiation skills in it’s procurement or supply chain management processes while 15 respondents representing 30% of the total respondents chose No.

QUESTION 7: IS THERE PRATICES OF EFFECTIVE FOR USING NEGOTIATION SKILLS TO ENSURE TIMELY DELIVERY OF MATERIAL IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
50
	
100

	
NO
	
-
	
-

	
TOTAL
	
50
	
100


 Source: Researcher’s Survey, 2025
These tables shows that all the 50 respondents strongly agreed that practices of effective for using negotiation skills to ensure timely delivery of material while No respondent disagreed to this question.
QUESTION 8: IS THERE NON-CHALLANT ATTITUDE OF MANAGEMENT SUPPORT TO THE EFFECTIVE OF ENHANCING TIMELY DELIVERY OF MATERIAL IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
45
	
90

	
NO
	
5
	
10

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
From the table above, 45 respondents representing 90% of the total respondents strongly agreed that Non challant attitude of management support to the effective of enhancing timely delivery of material while 5 respondents of the 10% total chose No.




QUESTION 9: DOES NEGOTIATION SKILL CAN BE USED TO IMPROVE TIMELY DELIVERY OF MATERIAL IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
50
	
100

	
NO
	
-
	
-

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
This table above shows that all the respondents claimed that Negotiation skill can be used to improve timely delivery of material which is 50 respondents representing all the total respondents of 
QUESTION 10: DOES NEGOTIATION ENHANCE THE REDUCTION OF DAMAGE EXPERIENCE WITH TIMELY OF MATERIAL IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
50
	
100

	
NO
	
-
	
-

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
This table above shows that all the respondents claimed that Negotiation enhance the reduction of damage experience with timely delivery of material in NBC which is 50 respondents representing all the total respondents of 100% while no respondents disagreed to the posed question.



QUESTION 11: DOES EFFECTIVENESS OF NEGOTIATION SKILL WITH THE AID FOR ENHANCING TIMELY IS ASSOCIATED TO THE DELIVERY OF MATERIAL IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
40
	
80

	
NO
	
10
	
20

	
TOTAL
	
50
	
100


  Source: Researcher’s Survey, 2025
From the above table, 40 respondents representing 80% of the total respondents strongly agreed that effectiveness of negotiation skill with the aid for enhancing timely is associated to the delivery of material in NBC while the remaining 10 respondents representing 20% of the total disagreed to the posed question.
QUESSTION 12: DOES NEGOTIATION OF SKILL ENHANCE THE EFFICIENT MONEMENT OF TIMELY DELIVERY OF MATERIALS IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
50
	
100

	
NO
	
-
	
-

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
From the table above, one can clearly see that all the 50 respondents representing 100% of the total number of the respondents decleared that Negotiation of skill enhance the efficient movement of timely delivery of materials in NBC.



QUESTION 13: DOES NEGOTIATION SKILLS ARE ESSENTIAL FOR ENSURING TIMELY DELIVERY OF MATERIALS IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
35
	
70

	
NO
	
15
	
30

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
This table above shows that 35 respondents representing 70% of the total respondents agreed that Negotiation skills are essential for ensuring timely delivery of materials in NBC while 15 respondents representing 30% of the total chose No.
QUESTION 14: DOES NEGOTIATION SKILL ARE CRITICAL FOR ACHIEVING TIMELY DELIVERY OF MATERIALS IN NBC?
	
CHOICE
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
45
	
90

	
NO
	
5
	
10

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
From this table above, 45 respondents representing 90% of the total respondents strongly agreed that Negotiation skill are critical for achieving timely delivery of materials in NBC while 5 respondents representing 10% of the total strongly disagreed to the question.




QUESTION 15: IS THERE ANY SIGNIFICANT REDUCTION IN DELIVERY DELAYS AFTER IMPLEMENTING EFFECTIVE NEGOTIATION STRATEGIES?
	
CHOICE 
	
NO OF RESPONSES
	
PERCENTAGE %

	
YES
	
35
	
70

	
NO
	
15
	
30

	
TOTAL
	
50
	
100


Source: Researcher’s Survey, 2025
This table above shows that 35 respondents representing 70% of the total respondents indicated yes that there is significant reduction in delivery delays after implementing effective negotiation strategies while 15 respondents representing 30% chose No.
4.2   TESTING OF HYPOTHESIS
                         Testing of the hypothesis formulated for this study will be done using the chi-square hypothesis testing method. It examines whether two samples are different and is commonly used when an experiment uses a small sample size.
The chi-square formular is (x2)=E(o-e)(
E=Summation
O=Observed
E=Expected frequency
HYPOTHESIS TESTING: Hypothesis one
HO: There is no relationship between negotiating and optimal pricing
H1: There is a lot of relationship between negotiating and optimal pricing.
Using the chi-square (x2) analysis thus
()=E (O-e)


Chi- square Tabular calculations
	
CHOICE
	
O
	
E
	
(O-E)
	
(O-E)
	
(O-E)/E

	
YES
	
7
	
40
	
33
	
1089
	
27.225

	
NO
	
3
	
10
	
7
	
49
	
49

	
	
	
	
	
	
X32.125


Decision Rule:
                Based on the results obtained as showed in the table above, the calculated result (x)32.125>Xtab (2.0) we will therefore reject the null hypothesis (HO) that states that: there is no relationship between negotiating and optimal pricing and accept the alternate hypothesis(H1) which state that : H1: There is a lot of relationship between negotiating and optimal pricing.
HYPOTHESIS TWO
HO: Optimal pricing has no essence and usefulness on negotiating
H1: Optimal pricing has essence and usefulness on negotiating 
Using The chi-square (x) analysis thus
Formular is :(x2)=E(0-e)
Chi-Square Tabular Calculation
	
CHOICE
	O
	E
	(O-E)
	(O-E)
	 (O-E)/ E

	
YES
	
43
	
25
	
18
	
324
	
12.96

	
NO
	
7
	
25
	
-18
	
324
	
12.96

	

	
	
	
	
	
25.96


Decision Rule:
                The calculated chi-square value (x2)25.92 1os greater than the table X tab (2.0) we will therefore reject the null hypothesis (HO) that states that: optimal pricing has no essence and usefulness on negotiating and accept the alternate hypothesis (H1) which states that : optimal pricing has a lot of essence and usefulness on negotiating skill.

CHAPTER FIVE
INTRODUCTION
This study will focus on Negotiation skill as a tool for enhancing timely delivery of materials. This chapter will focus on summary of finding, conclusion, Recommendations and References
5.1	Summary Of Finding
In the course of this research work, the researcher was able to know the importance of negotiation towards effective buying in the construction companies. Having gone through a rigorous exercise the researcher came up with the following findings
The researcher was able to gather valuable information with the use of questionnaire and also through the aid of personal interview with some key personnel in the organization.
The researcher was able to know some problems confronting the purchasing department of the organization and other problems that hampered effectiveness of negotiation in the construction company.
Investigation revealed that the purchasing department was not adequately staffed with skilled and the knowledgeable personnel’s and required qualification one can imagine a situation whereby the purchasing department is headed by a commercial manager who is an accounting by a professional.
Hence one always except a situation where by purchasing supervisor and commercial manager have to argue for several hours to arrive at an issue which is not supposed to be taken place where the two are matter between professional colleagues.
This researcher was able to identify that purchasing department are not given free hand to carry out its operation efficiently and effectively.
Also, investigation revealed that the organization understudy is affected by inflationary trends in their procurement activities, Also the effects of foreign exchange market make it impossible for the organization to meet target over sonic years. As a result of which the organization cannot extend its operation trend beyond nine states of the federation in order to satisfy those limited states without detriment to quality of the company project and also to meet the demand of people satisfactory.
Also, one cannot overlook the effect of current deregulation of currently in this country over  some years on the company’s purchases and procurement activities, some purchase order issued to company’s vendor’s shortly before deregulation were returned. This was as a result of the effect of this deregulation and the organizations have to carryout purchase research so as to know current price of the materials and the effect of deregulation of currency on such materials.
Further investigation revealed that the organization was able to achieved good quality of materials supplied to the organization mid other supplies as a result of which the company was able to maintain its goods name and image.
The finding indicate that effective negotiation is significant purchasing strategy in the organization with an overall means score of 3.88 which means that more respondents agreed with the questionnaires statement.
The findings reveal that there is a positive relationship between effective negotiation and realization of timely delivery of materials whose beta coefficient is 0.802.
The results also indicate that effective negotiation had a statistically significant in realization of timely delivery of materials as it had a probability of 0.000 which is lower that the probability conventional of 0.05.
In the course of this research work, the researcher was made to realized that the use of negotiation helps for right to ensure that right materials are delivered at the right time from the right source to ensure continuity in project without delay to ensure that they confirm to the right quality and quantity as specified the order.
5.2	CONCLUSION
The study concluded that preparation prior to negotiation impact positively on the outcome, pre-knowledge of suppliers costs, delivery and delivery time makes negotiation effective. Suppliers should be categorized based on their capacity for effective negotiation. Both parties must win in negotiation and negotiation workers better when focus is on agreement rather than differences and team based approach to negotiation is better that individual approach. Effective negotiation has an impact in realization of timely delivery of materials. From the result it is evident to conclude that timely delivery of materials are realizable with the effective negotiation strategy.      The purchase department has operated under difficult situation, so far, but has nevertheless proved the important of negotiation as a vital tool in effective procurement activities. However level of achievement of the purchase department can be greatly enhance if an organization of the department is carried out as recommended and outline below: if the company take seriously the recommendation and stall development and local spare parts production, it operation will be less dependent on foreign exchange.
Hence the company will be less worried about the adverse effect of a deregulation market or an unstable foreign exchange marked.
Furthermore, it the stall is given appropriate and proper training and well motivated, the company will certainly reap the fruit of higher productivity higher profit would also be assured.
5.3	RECOMMENDATIONS
The problem confronting the construction company with regards to its procurement activities have been highlighted above. So, also are the problems inherent in the negotiation activities of 11w company. It is my believe that the following recommendation, if followed will greatly help in the achievement of efficiency and effectiveness in the organization. Reorganization of the purchasing department. The department should be completely re-organized it should be headed by an experienced are qualified personnel, in particular he/she must hold a degree or HND in purchasing and supply from a reorganized institution of higher learning.
A minimum experience of five (5) years must be stipulated. Two (2) of those years must at least have been spent in a construction industry. He/she must be member of chartered in institute of purchasing and supply management, (CISPM)or national institute of purchasing and supply management (NFPSM).
The head of purchasing department should be designated director of purchase and suppliers and should have wide power to enable him gain authority over the department. His status should be at part with directors like the technical director, the contract director etc he should have the need to operate with freedom and independence, subject only to control checks. He should have the last say in price negotiations and be responsible directly to the managing director. The director of purchasing and supplies should have under him two (2) units: the physical store unit and the ledger store unit. These should be headed by ii ND holders with a minimum of two (2) years of working experience assisted by a member of ND holder,   store assistance (WASC holder)and store attendants.
i   Construction equipments and major spare parts are usually ordered for broad after initial negotiation by representative of the company who normally go abroad for this purpose, it is recommended that henceforth, such trips should include the director of purchasing and supply in its team to enhance the level of negotiation and ensure favourable pricing.
     As regard spare and replacement parts the company should endeavour to set tip a machine unit to carry out the production locally, of sonic of the spare jails needed. This suggestion if taken, will not only help develop indigenous technology, it will also result in lie conservation of foreign exchange.
      Moreover, the adverse effects of an unstable foreign exchange market and deregulation currency market will be greatly lessened.
ii       MARKET SURVEY : The purchasing and supply department should be encourage or directed as part of its schedule of duties to undertake frequent periodic market survey alert the management according. The briefing of the management should be weekly or part nightly.
v       METHOD OF PURCHASING: When purchasing materials other methods then negotiated should be considered. This is more important at the point in time when we have economic recession country such other methods include
a     Competitive bidding
b     Published price list e.t.c .
v      STAFF DEVELOPMENT: It is recommended that staff development should be made an important policy at the company. The important of responsibility control be over emphasized.
The training could have any of the following forms:
a     In service training
b     Seminars 
c      Practical training etc.
This is no doubt that such well trained staff will be more belonging to the company and also be motivation to work to his best of abilities. 
The organization should maintain continuous improvement on effective negotiation to allow for good structure for procurement management. This structure will reduce wastage MONCZKA et al (2008) noted that negotiation is an ultimate value to implement the procurement strategies that an organization developed. Negotiation will be used as a path to bridge the gaps between purchaser and the supplier (oguntola et al 2020).
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APPENDIX
Department Of Procurement And Supply Chain Management 
Institute Of Finance and Management 
Studies, 
Kwara Polytechnic, Ilorin.
Nigeria P.M.B 1375,
Kwara State.
May 2025

Dear Respondent, 
RE: RESEARCH QUESTIONNAIRE
This questionnaire (attached) is designed to gather information on the negotiating skill as a tools for enhancing timely delivery of material. This being carried out for a management project paper as a requirement in partial fulfillment for award the national Diplomal (ND) in procurement and supply chain management, kwara State Polytechnic, Ilorin please note, this is strictly an academic exercise towards the attainment of the above purpose you’re hereby assured that the information will be treated with the strictly confidence. Your co-operation will highly Appreciated.

Thank you for your anticipated kind response.

									Yours Sincerely
									Jimoh Waris Ishola
									ND/23/PSM/PT/0049


QUESTIONNAIRE
SECTION A
Please tick the appropriate option and fill the space provide
        1 SEX: MALE( ), FEMALE( )
2 QUALIFICATION: BSC(), HND(), NCE/ND( )
3 MARITAL STATUS: SINGLE(), MARRIED( )
4 AGE: 18-30(), 31-40( ), 41-50(), 51 Above( )
5 WORKING STATUS: MANAGEMENT( ), SENIOR STAFF( ), JUNIOR STAFF( )
SECTION B
6 NEGOTIATION DOES NOT ENHANCE TIMELY DELIVERY OF MATERIAL? YES( ), NO( )
7 NEGOTIATION DOES NOT ACHIEVE TO VALUE FOR MONEY? YES( ), NO(  )
8 IS THERE NO ANY RELATIONSHIP BETWEEN NEGOTIATING AND OPTIMAL PRICING IN NIGERIA BOTTLING COMPANY? YES( ), NO( )
9 DOES NEGOTIATION IMPROVE PROCUREMENT STRATEGIES IN A MANUFACTURING INDUSTRY? YES(  ), NO( ), UNDECIDED( )
10 IS THERE ANY WAY YOU RECEIVED TRAINING OR DEVELOPMENT IN NEGOTIATION SKILLS? YES( ), NO(  ), UNDECIDED(  )
11 DOES YOUR ORGANIZATION PRIORITIZES NEGOTIATION SKILS IN ITS PROCUREMENT OR SUPPLY CHAIN MANAGEMENT PROCESSES? YES( ), NO( ), UNDECIDED( )
12 IS THERE PRACTICES OF EFFECTIVE FOR USING NEGOTIATION SKILLS TO ENSURE TIMELY DELIVERY OF MATERIALS? YES(), NO(), UNDECIDED( )
13 IS THERE NON-CHALLANT ATTITUDE OF MANAGEMENT SUPPORT TO THE EFFECTIVE OF ENHANCING TIMELY DELIVERY OF MATERIAL? YES( ), NO( ), UNDECIDED( )
14 DOES NEGOTIATION SKILLS CAN BE USED TO IMPROVE TIMELY DELIVERY OF MATERIALS? YES( ), NO( ), UNDECIDED( )
15 DOES NEGOTIATION ENHANCE THE REDUCTION OF DAMAGE EXPERIENCE WITH TIMELY DELIVERY OF MATERIAL? YES(), NO(),UNDECIDED( )
16 DOES EFFECTIVENESS OF NEGOTIATION SKILL WITH THE AID FOR ENHANCING TIMELY IS ASSOCIATED TO THE DELIVERY OF MATERIAL IN NBC? YES( ), NO( ), UNDECIDED( )
17 DOES NEGOTIATION OF SKILL ENHANCE THE EFFICIENT MOVEMENT OF TIMELY DELIVERY OF MATERIALS IN NBC? YES( ), NO( ), UNDECIDED( )
18 DOES NEGOTIATION SKILLS ARE ESSENCIAL FOR ENSURING TIMELY DELIVERY OF MATERIALS IN NBC? YES( ), NO( ), UNDECIDED( )
19 DOES NEGOTIATION SKILLS ARE CRITICAL FOR ACHIEVING TIMELY DELIVERY OF MATERIALS IN NBC? YES( ), NO( ), UNDECIDED( )
20 IS THERE ANY SIGNIFICANT REDUCTION IN DELIVERY DELAYS AFTER IMPLEMENTING EFFECTIVE NEGOTIATION STRATEGIES? YES(  ), NO( ), UNDECIDED( )
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