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Abstract
The research work will focus on “The importance of supplier and buyers relationship in achieving organization objectives” a case study of Nigeria Bottling Company PLC, Ilorin. With the objective to examine the importance of suppliers and buyers relationship in achieving organizational goals or to determine the impact of strategic sourcing on organizational profitability and to evaluate the relationship between strategic sourcing and organizational performances. In line with the research questions as what are the relationship between supplier and the buyers in an organization, does supplier and buyers affect organization performance? I will support my proof with up-to-date scholar opinion with authentic empirical and collect a reliable data with the use of primary and secondary data using sample random sampling on the population of 120 employee and the sample size of 100 will be use to test my hypothesis using chi square to support my proof. Conclusion and recommendation will ascertain that suppliers and buyers contribute immensely towards organization survival in a manufacturing company.








CHAPTER ONE
INTRODUCTION
1.1 Background of the Study
Supplier relationship management (SRM) is the discipline of strategically planning for, and managing, all interactions with third party organizations that supply goods and/or services to an organization in order to maximize the value of those interactions. Supplier relationship management entails creating closer, more collaborative relationship with key suppliers in order to uncover and realize new value and reduce risk of failure. The immediate objective of SRM is to streamline and make more effective the sourcing processes between and enterprises and its suppliers. It is a strategic enterprises wide long term, multinational, dynamic approach to selecting suppliers of goods and services and managing them and the whole value network from raw material to final customer use and disposal to continually reduce total ownership cost, manage risk, and improve performance quality, responsiveness, reliability, and flexibility (Leftwich, Leptwich & Moore. 2017) Suppliers relationship management includes both business Practice and software and 1s part of the information flow Component of Supply Chain management (SIM). Supplier relationship management (SRM) practices create a Common frame of reference to enable effective communication between an enterprises and Suppliers who may use quite different lousiness practice and terminology.
As a result, Suppliers relationship management Increase the efficiency of processes associated with acquiring goods and Services managing Inventory and processing materials (Smith 2016) SCM (2018) also That SRM refers to any Suppliers facing business practice which are enable by collaborative software and which allow companies to work with their Supplier base For mutual Success primarily Suppliers relationship management tools have been developed to reduce the Total Cost OF Ownership (T1o).for procured goads while creating Competitive advantages for an Organization through deeper relationship with its Suppliers, There are five elements that must be Considered in Supplies relationship management (chen & paulraj, 2017) First, the Customers Should work with a limited number of qualified Suppliers. This actions provides multiple benefits Including: Jeer Supplier to Contact in case of order given on Short notice; reduced inventory management cost; volume consolidation and quality discounts, Increased economics of Scale base on order volume and the learning Curve effect; reduced lead times due to dedicated capacity and Work-In- Progress Inventory from the suppliers contract have Increasingly become long-term, and more and more suppliers must provide Customers with Information regarding Their processes, quality performance,. and even constructure, through close relationship, Supply Chain partners are more willing to share risk and reward and maintain the relationship over longer period of time (Chen  Paulraj, 2017) supply Chain relationship are typically Long-term and are required to achieve Strategic Coordination. The anticipation of Sharing risks and reward across the Chain affects Long-term Commitement of channels members (Lombent & Cooper 2015) There is need for two-way Inter-organizational Communication for Successfull Supplier relationship in order to jointly find Solution materials problem and designs Issues. buyers and suppliers must commit a greater amount of Information and be willing to share Sensitive design Information (Chen & Paulraj, 2017) with recent advances in Communication and Information’s technology, from have an opportunity for significant saving in logistics cast by coordinating the planning of the various stage of SCM Cross-Functional term have been Identifies as Important Contributors to the Success of such efforts as Supplier Selections and product design Expertise is required from various functions within and outside a form in order to address the wide range of product and process related problems so that team members can Interacts with their Suppliers counter-parts (Chen & Paulraj, 2007, According Lambert and Cooper (2015) The use of Cross-functional teams sound suggest more of a process approach: when these teams Cross organizational boundaries such as Implant Supplier personnel, the Supply Chain should be more Integrated Suppliers may be Integrated in the new product development process The Involvement may range from gluing miner design Suggestions to being responsible for the complete developments, design and engineering of a Specific part of a assembly extensive research has documented the benefit of Integrating Suppliers in the new product development process as well as business and Strategic planning. 
(Chen & Paulraj 2017).
According to world bank (2016) procurement performance of manufacturing sector in Nigerial has declined resulting to decline in GDP from 9.8% achieves In the 2085 to 9.6% achieves in the year 2020. The procurement cost as a percentages of total cost s 50-80% for manufacturing Companies That develop, manufacture trade and or distribute goods supplies relationship and the Impact on the Supply Chain Can be Sustained from the Integration and Implementation to the benefit and challenges procurement face today, one Thing 19 certain, Suppliers relationship will affect the future economy (Cordwell, Ilalker, Harlona, Kniglit, Zheng I Wakeley, 2005) together with Sustainability, Strategic partnering at the still make a significant differences (Cardwell et’ al 2015).
1.2	Statement of the Problems
Manufacturing sector is lost immensely due to lack of benefit from the research and development initiations conducted by the Suppliers Concerning the Supplies Mutia & Afande 2017). Effective Supplier relationship management requires an enterprises-aides analysis of what activities to engage in with each Supplier.
The common practice of implementing a "One size fits all approach to managing supplier can strength the resources and limit the potential. value that can be derived from Strategic Supplier relationship, managing Supplier relationship used to be Zero sum game (0%) most companies focused on Short-term goals where price vas the main focus. Bullying Suppliers were Common place in some organization employee took great pride in "Facing down Suppliers" and relationship was viewed on how much money we will make. However with the increased in outsourcing and violating in Commodities, SRM has moved to fore front of organizational Strategy Companies are spending increased time on their criteria and determining a clear best practice to manage partner relationship. However, per companies have master stopper relationship management SRM) is in its Infancy. Nigerian is the most industrially developed country in west African but it has not yet produced results to match its potential the government tertiary training Institution has to put in more effort to ensure that us poof form better and contribute more to the academic growth in the country for every procurement unit/department, Suppliers play a major vole on the performance of that unit. Therefore, a study on the level at which this sector has embraced the Concept of buyers-Suppliers and how these relationship affects procurement performance is Important.
A Close examination in to studies on buyer-Supplier relationship and procurement performance confirm That there is a research that has been carried out in this field, for example (Bart ans Akkerman, 201) Carried out a study on collaboration in buyer-suppler relationship. the study Concluded That there are five relationship variables Commitment, Conflict, economics & Mon-economics, satisfaction and trust that are the important in developing and maintaining good buyer-supplier relationship, However, the research did not look at the affect of these Collaboration improvement performance measurement strategic buyer supplies relationship performance measurement Strategic buyer-supplier relationship.
The studies establish that supplier performance measures alone are not Sufficient tenor2ate superior performance outcomes. Instead, the Influence of performance measures on relationship outcomes is influences by the extent of a firm buyer-Supplier socialization mechanism the best knowledge of the researcher, no study has been carried out on the effect of buyer-supplier relationship and The effect of Such relationship on procurement performance in Nigerian bottIing Company. This study Therefore seeks to bridge this gap by determining how buyer-supplier relationship affects the performance of procurement Therefore, this study seek to address whether There is any effect on buyer-Supplier relationship, answer the following question : To what extent 16 the adoption of buyer-Supplier relationship on procurement performance.
1.3	Objective of the study
The general objective was to investigate the positive effect of Suppliers and buyers relationship on Smooth operations of manufacturing Company.
Specific objectives are
i) To examine weather Strategic Souring affect organizational Profitability.
i) To identify Strategic during on organizational performance.
ii) To identify the relationship between the Suppliers Integration and organizational profitability.
iii) To evaluate the need for Supplier Integration on organizational performances.
1.4 Research Questions.
1. Does strategic sourcing affect organization profitability? 
2. what are the affects of Strategic Sourcing on organizational performances?
3. what are the relationship between Supplies integration and organizational profitability
4. Have can we evaluate Supplier Integration and organizational performances?
1.5 Formulation Of hypothesis
H01. Strategic Sourcing does not affect organizational Profitability.
H02.  Strategic Sourcing has no affect on organizational Performances.
HO3.There is no relationship between Supplier Integration and organizational profitability.
H04. There is no way to evaluate Supplier Integration and organizational performance.
Scholars: They will be able to enrich their knowledge in the areas of buyers-Supplier relationship also other researchers will be able to step in and fell the gaps that will have been left of by the researchers. They will also be able to recognize whether the buyer-supplier relationship adopted by various organizations has any relationship they can come up with the measure to overcome such negatives relationship.
It is also Important to note that other Scholars wall greatly benefits from this Study for it will build a basis for Their an Studies and a source of research Information, thus it will be an empirical base for further studies in the area.
1.7	Scope and Limitations of the Study
The Study will be looking in to effect of buyers Suppliers relationship on procurement performance in manufacturing organization with specific reference to Nigerian Bottling Company. The Study targeted personnel in the procurement, administration accounts Finance, Internal audit, Information and communication and academics department at industries. This study will be conducted between November 2019.
A research work is never an easy work to overcome. There are occasions when the researchers could encounter numerous problems which are basic and unavoidable. This research work as not an exception the respondent were unwilling to participate In Filling the questionnaires for fear of victimization the researcher has to convince them that the Findings will be Confidential and will only be used for academic purpose.
The respondent was busy and It was difficult to have them Palling in the questionnaire. To overcome this, the researcher had to drop the questionnaire To overcome this, the researcher had to drop the questionnaire and leave them with the respondents to fill them of the own Convenient time and pace.
1.8	Historical background of the case study
The Nigerian Bottling Company PLC was established by a Greek, A.G. Leventis, who come to Nigeria as a trader and Settled in Abeokuta, Ho was granted the franchise to bottle Coca Cola product in Nigeria in 1950. He expanded his Operations In Nigeria, Forming the leventis group. The Companies Making up The Leventis Group as at then Included: Leventis Technical; Leventis Stores; Crown product; Beta Crovon division; Delta glass and Nigerian bottling Company Plc.
Nigerian Bottling Company became autonomous from the group In 1995, and in 1999, Joins the Coca Cola Helemi Bottling Company Group, the Second largest Coca Cola anchor bottler worldwide, It 1s interesting to note that the first bottle of coke was produced in what is now the Head office of the company at Oyingbo, and the first beverage plant was Cited at Apapa, Lagos. The Company presently has sixteen battling facilities, eighty-two Sales depots, and over 150,000 distribution outlets. It has staff population, about 6,300 employees as at January, 2013.
The overall objective of the company and its mission statement 18: To be a world-class selling organization, and the best battler in Africa.
Its business operations in Nigeria are managed from NBC House, Oyingbo, Lagos. The Company is beaded lay the managing director, with eight functions heads reporting to him, namely: Heads of Commercial; Production; Quality; logistics; Human resources; information Systems; Finance and External affairs.
The Product line Includes:
i. Coca-Cola- Classic, diet coke, and vanilla coke:
ii. Fanta-orange, apple, lemon, pineapple, and blackcurrant;
iii.  Sprite;
iv. Schweppes -bitter lemon, soda, and tonic water;
v. Eva water:
vi. Five Alive Fruit Juice-Citrus burst, berry blast and tropical hit Plavours;
vii. Limca; and
viii. Burn energy drink,
They continuously return opportunities to expands their product portfolio In order are to offer consumer un Nigerian and Increasing range of choices (WWWnbcltd.Com). Every measure is taken to ensure that their products are of the highest quality.
The Company's SWOT Analysis
The SWOT analysis is a concept that is use to evaluate an organizations' prospect. This concept actually helps an organization to know whether they need to re-strategize or to continue with The particular production line they are into, The word SWOT means
S = Strengths
W = Weakness.
O = Opportunities
T= Threats.
Strengths’: The Strengths of the organization are the below few points:
(i) The best global brand in the world in term of Value ($ 77,839 billion)
(ii) World’s largest Store Market Share in beverage 
(iii) Strong marketing and Advertising
(iv) Most extensive beverage distribution channel
(v) Customer loyalty.
(vi) Bargaining Power over Suppliers 
(vii) Corporate Social responsibilities.
Weaknesses 
1. Significant focus on carbonated drinks (that is Single line of production)
2. Un-diversible product port folio
3. High debt level due to acquisition
4. Negative publicity
5. Brand failures or many brands with Insignificant of revenues.
Opportunities
1. Bottled water Consumption growth
2. Increasing demand for healthy food and beverage
3. Growing beverages Consumption in emerging market.
4. Growth through acquisition
Threats
(i) Change in Consumer preferences 
(ii) Water Scarcity 
(iii) Strong dollar
(iv) Legal requirement to disclose negative information on product label
(v) Decreasing gross profit and net profit margins.
(u) Competition from PepsiCo
(v) Saturates Carbonates drinks market.
1.9 Definition of Terms
1.	PURCHASING: This Means buying of materials of the right quality, at the right price, in the right quantity, at the right time, from the right Suppliers, to be delivered to the right source. Purchasing also means procurement of goods and Services from some external agencies. The project of purchase department 1s to arrange the Supply of materials lay the organization to produce the desire product, from some agency or source outside the organization, purchasing is the organized acquisition of goods and Services on behalf of the buying entity.
2.	SUPPLIER INTEGRATION: Is the extent to which Supplies and manufacturers coordinate decisions related to inventory management, collaborative planning, forecasting, replenishment, and the plows of physical resources.
Suppliers Integration also can be defined is the combination of internal resources, and Capabilities of Selected key Suppliers through the meshing of intercompany business, processes to achieve - a competitive advantage.
Supplier integration occurs when a firm partners with its Suppliers to structure Inter-organizational Strategies, Supplied integration is Considered a key managerial Strategy for Improving buyer performances.
3.	PROCUREMENT PERFORMANCE: Is a measure of Identifying the extent to which a procurement function is able to reach the objectives and goals with minimum costs. It refers to the relationship between actual and planners performance of any human activity. In Contrast to Controlling Spending, which 1s purely cost oriented view on the procurement data, the procurement performance analysis set to focus on the purchase processes and their performance.
4.	SUPPLIER EVALUATION: This con be define as the process of assessing and approving the potential line of suppliers of the Company Although various quantitative and qualitative evaluation measures The main and vital purpose of the process is to ensure that the port folio of the top notch Suppliers is available at the disposal for the Company, The overall process and approach of the suppliers to measure and monitor their performance for the purpose of reducing cost of the goods required on the regular basis, mitigating the chances Of risk involved, and driving Continuous improvement in their performance.
Supplier evaluation also means a system for recording and ranking the performance of a supplier in terms of variety of issues, which may Include delivery performance and quality of the items.
5.	HUMANITARIAM SUPPLY CHAIN (HSC)
This is the process of getting aid in the form of goods and services to the beneficiary requiring the good.
Humanitarian Supply Chain also con be define as a Process of that integrates, Coordinates and controls the movement of materials, goods and related Information from Suppliers and donor to meet beneficiary requirements in a timely manners, humanitarian Supply Chain covers disaster relief as well as Continuous Support for developing various.
Humanitarian Supply Chain entails the process of planning, implementing and controlling the efficient cost effective flaw and Storage of goods and materials as well as relates information from the point of origin to point of consumption for the purpose of elevating the Suffering of Vulnerable people.
6.	Sourcing: This is a process through which longer seeks, sunny and evaluate Supplier and determine policies relating 10 those who will most suitably meet their requirement for the organizations.
Sourcing is all about pinding, evaluality and on boarding Suppliers that can provide the best goods and suppliers with the best terms for your business. It impacts most cost, quality and the availability of product or services. Sourcing are classified into many types
i.	Outsourcing
ii.	In-sourcing
iii.	Near-Sourcing
iv.	low-cost Country Sourcing CLCCS).
v.	Global Souring
vi.	Prime/subcontracting Arrangements
vii.	Captive Service operation
viii.	Proffessional Service
7.	Bidding: This is a purchasing procedure by which potentials Suppliers are mutes without Collusion to present to an organization. A Firm, a clear offer of price, terms and Condition which upon accept once shall be the bases of the Subsequent Contract for the Supply of the intended goods and services or the execution of project It is the process of offering or particular amount of money for something when competing against other people to buy it. It is also the process of submitting at proposal or an offer to provide goods, services, or work for a Specific project or Contract.
8.	Material: This can be anything that can be offered to the market for attention acquisition used fur consumption purpose which might be Capable of Satisfying needs.
Material is an important part of direct procurement as it helps to ensure that businesses Can Source and purchase the raw goods they need to Keep their operation running.
9.	Quality: These centers around ensuring goods and services meet predefined standards and requirement, ensuring they are fit for their Intended purpose. This involves a Systematic approach to evaluating, selecting, monitoring and Improving Supplier performance to consistently delivery quality.
Here's a more detailed look:
Key aspects Of Quality in Procurement 
i.	Meeting Requirements
ii.	Supplier performances 
iii. 	Quality Assurance (QA)
iv.	Supplier Quality Management (SQM)
v.	Continuous Improvement
In essence, procurement quality is about ensuring that the goods and Services acquires meet the organization's requirement, are for purpose, and Contribute to the Successful achievements of its goals.
10. Quantity:	This refers to the measurable, Countable amount or number of Hems being purchased. It signifies the Specific number of units, goods, or Services required fulfilling procurement need.
Quantity in procurement 1s the numerical expression of how many Hems are needed it is a key elements in procurement processes, from initial need Identification to purchase order Creations
CONTEXT:	Quantity is used in various procurement Contexts
- Needs Identification: Determining the quantity of items required for a project or activity.
- Supplier Selection: Providing a basis for Supplier to quote prices and delivery the Correct amount.
- Purchase Orders: Specifying the number of units to be purchased from Supplier.
- Inventory Management: Tracking the amount of stock on hand and ensuring sufficient quantities to meet demand.

















CHAPTER TWO:
Literature Review
2.0. Introduction 
This Chapter focuses on the Literature review Conducted by The researcher. It includes a review of the various Studies that have been conducted by other researcher on buyer - Supplier relationship variables organization performance, the Chapter also provide group research gap indentify and a conceptual frame work shows the relationship between le dependent and Independent.
2.1	Conceptual Framellork
Owvor, Muna, Kikuri and Kavanja (2019) studied the "pittance of Strategic Supplier relationship management and internal operational performance of a manufacturing firm by focusing on CABL, Myamasege and Biraori,
Oyando, kiber and musiega (2019) study the Importance of Supplier relationship management on the effectiveness of supply Chain management in Kenya public Sector- ministry of finance.
Chiwmani, Iravo ana Trimba (2018) Analysed the factors that affect the performance of procurement department in public sector by Considering Country government of kakamega.
Cherviyor (2017) Study the factors Influencing procurement performance in the kenya public sector with a special focuses on State law office.
Smith, (2015) also avers What Supplier relationship managements refers to any Supplier facing business practice with are enable by Collaborative software which allows companies to work with their Supplier base for mutual Success, Primarily Supplier relationship management tools have been developed to reduce the Total cost of Ownership (TCO) for production of goods, While Greeting competitive advantages for an organization Through deeper relationship with Suppliers, there are five (5) elements that must be considered in Supplier relationship (chen & paulray, 2017), Firstly, the customer should work with a limited number of gualified Suppliers. This action provide multiple benefit Including fewer Suppliers to Contact in case of orders given on short notice reduced inventory management cost: volume consideration and quantity discount increased economies of scale based on order volume and the learning curve effects: reduced lead time due to dedicated capacity and work in progress inventory from the suppliers (chen & paulry, 2017) the creation of the links involves effort and trust.
Bank (2017) observed that procurement performance of manufacturing sector firm in Nigeria has declined resulting to a decline in GDP from 9.8% achieved in the year 2014 to 9.6% achieved in the year 2017.
2.1.2 Supplier Relationship Management (Srm)
Supplier relationship management (SRM) is the approach used for connecting with supplier on a level that reflects the need of the customer organization and how bet this need can be achieved through maintaining the relationship. Supplier relationship management process identify that all supplier are not the same and therefore buyer-supplier relationship should be dealt with through different strategies. True SRM cannot be achieved through the procurement function acting alone but with engagement of the organization with their strategic suppliers. Top procurement leaders strategy guide (2015).
Lee’s (2017) supplier relationship management is a discipline of functioning collaboratively with the supplier that are essential to the success of an organization so as to maximize the potential value of the relationship. Supplier relationship management concerns with developing two-way, mutually beneficial relationship with the most strategic supplier that deliver greater level of innovation and competitive advantages that could be achieved by operating independently.
Gartner (2014,p,2) Supplier relationship management is a set of practices and methodologies used for interacting with suppliers of product and services which are essential to the prosperity of particular organization with potential supplier in order to realized an and uncover new value and reduce risk.
Supplier relationship management (SRM) is the process of engaging in activities of setting up. Developing stabilizing and dissolving relationship which suppliers as well as observations of out supplier to create and enhance value within relationship “by (moeller,fassnacht & klase, 2016.p.686.
2.1.3 Types of Supplier Relationship
Taking about supplier relationship management, we cannot forget mentioning different type of relationship between buyers and suppliers despite the fact that the buyer supplier relationship is important. One should notice that not all relationship are equal (Trent, 2015).
Trent (2015), there are various views and model on how relationship with supplier should be categorized based on the value they bring to organization. This part will introduce some of the models as most relevant to the research. Trent (2015) has introduced the four C” of supplier relationship (figure 7) in his opinion. There are four different type of buyer and supplier relationship which consist of counter-productive (lose-Lose), competitive (win-lose), cooperative (win-win), and collaborative (win-win). The following explanation is based on both studies of trent (2015) and Zambim (2019). 
COUNTER PRODUCTION
Each part focus exclusively on maximizing its benefits to the extent that put the other at a advantages. Each organization (buying and supplying) focus on getting what is best for and that each puts the other at a disadvantage. This type of relationship is not recommended and also know as lose-lose relationship.
COMPETITIVE OR TRANSACTIONAL
This is a relationship based on power. The most powerful organization tries to capture advantage over the other without considering the well being of that other part (Tier-three supplier). Both the buyer and supplier strive to get the very best arrangement possible in their negotiate and fails to see the benefits of both organizations (buying and supplying) obtaining their goals and objectives.
COOPERATIVE
In this both parties recognize the needs or strong relationship between them (Tier-two supplier) cooperative relationship are aware of the potential value of both organization (buyer and suppler) getting what they want and maximize the potential of having a long term relationship.
COLLABORATIVE
Both parties have cooperative team work and they work together so as to develop strategies that will deliver long term benefits for both parties and its often characterized by sharing of information and resources. Mostly found with the buying firms strategic supplier/tier-one suppliers and includes the team components which is missing in a cooperative relationship.
2.1.4. Supplier Development
Krause (2015), supplier development broadly refers to any effort by a buying firm to improve a suppliers performance and or capabilities to meet the buying firms short-term and/or long-term supply needs purchasers can make use of a wide range of supplier development practices to improve a supplier performance composed of such activities from a buying firm as a goal setting, supplier evaluation, supplier technical support, performance measurement supplier training, and other related activities. This set of practices encompassing direct involvement indicates a multi dimensional nature of supplier development (page 11 & curkovicy, 2018). Supplier development should lead to improvement in the total added value from the supplier in question in term of quality of product or services offered. Business process and performance, improvement in lead time and delivery to overall performance of the buying firm.
(muhkerji && francies 2017). However there are such direct investment  in supplier development that are more specific, advanced and time and resources consuming as well as complex to implement by the buyer. Although academic elaborates on a number of construct in the context of supplier development, and immense majority of literature focuses only at a few of them.
Wuyts and Geyekens (2015) investigated the role of detail contract drafting and close partner selection on the form actions of strong supplier-buyer relationship which eventually translated into great firm performance.
2.1.5. Organization Structure
While there is no one correct model for deploying supplier relationship at an organizational level, there are sets of structural elements that are relevant in most contexts a formal supplier relationship management team or office at the corporate level. The purpose of such a group is to facilitate and coordinate supplier relationship management activities across functions and business units. SRM is inherently cross-functional, and require a good combination of commercial, technical and interpersonal skill. A formal relation manager or supplier accounts manager role such individual often sit within the business unit that interacts most frequently with that supplier or maybe filled by a categories manager in the procurement formation. These roles can be full-time, dedicated position, although relationship management responsibility may be part of broader roles depending on the complexity and importance of the supplier relationship. SRM managers understand their supplier business and strategic goals, and are able to see issues from the supplier point of view while balancing their own organizations equipment and priorities. An executive sponsor and for complex, strategic supplier, relationship, then a cross-functional steering committee will do. These individuals form a clear link between supplier relationship management strategic and overall business strategies, serve to determine the relative prioritization among the company’s varying goas as they impact suppliers and acts as a dispute resolution body. The SRM office and supplier chain function and typically responsible for defining the supplier relationship management governance model, which include an clear and joining agreed governance frame work in place for some top-tier strategic suppliers. Effective governance should comprise of a face-off model connecting personal in different department such as procurement, logistic, engineering, quality and operational with their suppliers counter parts regular operational and strategic planning and review meeting and well-defined escalations producers to ensure speedy resolution of conflicts at the appropriate organizational levels.
2.1.6. Suppliers Relationship and Value Measurement
“You cannot improve what you can’t measure” measures include quality, cost, delivery and flexibility and are used to evaluate how well a suppliers is doing information provide by the suppliers performance will be used to improve the entire supply chain. Thus the goal of any good performance evaluation system is to provide metrics that are understandable, easy to measure and focus on real value added result for both the buyers and suppliers(Tan leong, 2017) by evaluating suppliers performance organization hope to identify suppliers, with exceptional performance or developmental needs, improve suppliers communication, reduce risk and manage the partnership based on analysis of reported data (Tan leong, 2017) supplier relationship management deliver a competitive advantage by harnessing talent and ideas from key supply partner and translate this into product and service offering for end customers one tool for monitoring performance and identifying area for improvement is the joint. Two- way performance score card, a balanced score card include a mixture of quantitative and qualitative measures, including how key participant perceive the quality of the relationship. These KPLS are shared between customers and suppliers and receive jointly, reflecting the fact that the relationship is two-way and collaborative and that strong performance on both sides is required for it to be successful.
2.1.7.1 Collaboration
In practice, supplier relationship management expands the scope of interaction with key suppliers beyond traditional buy-sell transaction to compass other joint activities which are predicated on a shift in perspective and a change in how relationship are managed, which may or may not entail significant investment, such activities includes, joint research and development, more disciplined, systematic and often expanded, information sharing and finally join demand forecasting and process + re-engineering.
The strategic focused outcomes model (SFOM) categories collaboration into three. These are marketing collaboration which include activities such as sharing merchandising, co-branding, joint selling and distribution channel management, operational collaboration which include shared operational planning information developing and sharing of forecast, link order management system and join capacity management system. Strategic collaboration which includes aligning customer requirement, sharing basic technologies, sharing production engineering, developing joint market entry strategies and develop joint capital expenditures (Tan leong, 2017).
2.1.7.2 Technology
Supplier relationship management compasses a broad suite of capabilities that facilitate collaboration, sourcing transaction execution and performance monitoring between an organization and its trading partner. Suppliers relationship management leverages the latest technology capability to integrate and enhances supplier oriented process along the supplier chain such as design to source. Source to contact and procure to pay supplier relationship management involve streamline the processes and communication between buyer and supplier and using software application to enable these processes to be manage more efficiently and effectively (Tan leong, 2017). Supplier relationship management software varies by vendors in capability offered five key tenets of supplier relationship management system include automation, integration, visibility, collaboration and optimization. Automation of transactional process between an organization and its suppliers integration that provide a view of the supply chain that spares multiples department processes and software application for internal use and external partners. Visibility of the information flow and process flow within and between organization view are customized by the role and aggregate via a single portal. Collaboration through information sharing and supplier ability to input information directly into an organization supply chain information system optimizing process of making decision through enhanced analyzing tool i.e warehousing and analytical processing (Lionel Tan leong, 2017).
2.2 Theoretical Framework
Previous study has illustrated various theories use to explain the relationship between buyer. Supplier relationship on procurement performance. This study anchored on the organizational theory, resources depending theory, transaction cost economies theory, and resources based view theory.
2.2.1. Organizational Theory 
An organizational by its most basic definition, is an assembly of people working together to achieve common objectives through a division of labour. An organization provides a means of using individual strength such as suppliers expertise within a group to achieve more than can be accomplished by the aggregate effort to a group members working individual. This theory therefore support supplier collaborative relationship with buy to achieve customer satisfaction for example. Reduced cost and improved quality. Business organization are form to deliver goods/ services to customer in a such a manner that they can realize a profit at the conclusion of the transaction as Jeffery (2015) summarized in new directions for organization theory. Organizational theory studies provides an inter disciplinary focus on the effect of social organizational on the behavior and attitudes of individuals within them, the effect of individual characteristics and action on organization, the performance, success and survival of organization the mutual effect of environment, including resource and task, political and cultural on organization. Different organizations adopt difference strategies such as internal academic journal, supplier integration in reaction to its changes in its competitive circumstances, structural design and experiences. 
2.2.2 Resources Dependent Theory
The procurement of external resources is an important talent of both strategic and tactical management of any company. Resource dependence theory has implication in the procurement effectiveness of the buying firm especially in taping into the relationship with suppliers as their important and dependence partners. Thus this theory props the motion supplier development and proposes that actor lacking in essential resources will seek to establish relationship with others in other to obtain the resources needed (Hillman withers and Collins, 2018) just like buyer will depend on supplier for external resources and sellers on buyers per previous market. Also, organization attempt to alter their dependence relationship by minimizing their own dependence or increasing the dependence of other organization on them, within this perspective, organization are view as condition alerting their structure and pattern of behavior to acquire and maintain needed external resources. Acquiring the external resources needed by organization comes by decreasing the organizations dependence on others and/ or by increasing others dependency on it, that is modifying an organizations power with other organizations (davis and cobb, 2016).
2.2.3 Transaction Cost Economics Theory
The vital commitment of transaction cost economics to organization theory, resulted in wide range empirical contributions. Transaction cost economics (TCE) inspect how business partners who collaborate with each other shield one another from harmful subsidiary with differing relationship. It has been the most important new institutional theory which puts the accentuation on the decision on the sourcing predicaments, if to outsource or not, the sourcing situation of a firm is like wise described as the make-or-by decision of a firm(Christopher 2017), the two primary drivers of a transactions cost economies are uncertainty caused by the external environment and costs, which consist of coordination cost and transaction costs (Fink 2017).
2.2.4 Resources Based View Theory
Resources based view as in organization theory that emerged during 2010 and 2020 after majors works published by Werner Felt B. (The resource based view of the firm), Barney J. (Firm resources and sustained Competitive advantage) and others  (RBV) resources Based View is similar to ICT but is more concerned with the economic aspects in organizations. Resources based view sees resources as the key to firms performance and classified resources as tangible and intangible resources Barney .JB (2018).
Tangible resources are these that can be seen and touched. For instance; building, land, and capital (have little advantage to the firm as can be bought from market by competitors), While the intangible resources are those which connect be seen or touched. For instance, brand names, trademarks and firms reputation (main source for competitive advantage) from the figure below, for achievement of competitive advantages, resources must be heterogeneous, that means must be different from organization and immobile do not move from firm to firm in short-run. Also resources should posses four resources criteria’s (VRIO). The value, revity (not available to other competitors), Imperfectly limitable (not easy to implemented by others) and organization.
FIGURE 1: Showing relationship between resources homogeneity immobility VRIO and substances competitive advantage.
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2.3. Empirical Frame Work 
Florence (2019) investigated the influence of suppliers relationship or performance of procurement function at teaching and referral hospital, kenya. The study used grey system theory, learn supplier competence model and fuzzy set theory. Descriptive research design was 120 employee from MTRH procurement function, simple random techniques was used to select the sampling size. Sampling unit for the study cutailed senior management office. Procurement officer and warehouse staff. The study used questionnaire with both open and closed ended questions in collecting data and pilot study was conducted as Kissi teaching and referral hospital to test validity and reliability of the questionnaire. Data analysis was facilitated using (SPSS) software reliability was tested using both descriptive statistical (frequencies, standard deviation, mean deviation and percentages) and inferential statistic using multiple regression model and correlation. The study used person correlation model to determine the existing relationship between the study variables. The study findings received revealed that all study variables. The segmentation B= 0.32g, P(0.05, supplier evaluation B= 0.182, p(0.05, and supplier development B= 0.663, p(0.05. positively and significantly influence the performance of procurement function of MTRH. The study tested regression model assumption of normality, linearity, hormosedasticity, multi collinearity and independence of errors. Result of the study established that all assumption were not violated by the study.
In merilian, sarah and lobua (2017) investigated that extent to which supplier relationship management is implemented in manufacturing firm in Egypt and its impact on firms performance. The research followed an exploratory methodology through the use of multiple case studies to gain through understanding of how suppliers relationship management is practiced and to determined the potentials for further development semi-structured interview were conducted with purchasing managers from eight companies belonging to different industrials sectors to provide diverse point of view and enable the researcher to explore differences within and between cases.
(Kilpatric, 2016) many manufacturing lack a proper understanding of supplier relationship management. Techniques consequently manufactures experienced a wide range of procurement and overall business problems which erode the supplier confidence and that business relationship. As a result of such challenges, a mismatch between suppliers relationship and procurement performance is eminent.
(Delotites procurement performance survey (2017) found increasing level of supplier collaborations and restricting of existing relationship among the top procurement levels. While in some industries 77% of procurement performance maybe activities driven from innovation with suppliers, the vast majority rates the effectiveness of their strategic supplier collaboration as poor or mixed. 
2.4	Gap In Literature 
Literature review confirms that a lot has been done on buyer supplier relationship, but little has been done on the effect of positive effect of supplier relationship particularly the manufacturing economy. Perhaps, previous studies on buyer supplier relationship were mostly carried out on developing country (see Mariam  et al 2018, kariu, 2018) Carolyne et al , 2018) its therefore become empirically important to carry out a research on the effect of buyer supplier relationship on organizational performances.











CHAPTER THREE
Research Methodology
3.1 Introduction
This chapter described the research methods that were employed in generating data for the research project. The research methodology adopted for the research project is an experimental research methodology which explains the research design based on sampling of respondents opinion concerning the research subject matter.
The chapter will also adopt the methodology to examine the study population, sampling method and procedures data collection procedure and instruments and finally present the data analysis procedure.
3.2	Research Design 
The research design was an analytical surveys. Analytical surveys also reffered to as diagnostic studies attempt to described and explain why certain situations exisit. in this approach two or more variables are usually examined to test research hypothesis. The results allows researcher to examine the interrelationship among variable and to draw explanatory inferences.
3.3	Sources of Data
Sources of data employed for this research project include primary and secondary data collection.
(1) Primary data: this consist the raw data collected in the course of study with the aid of questionnaire interview and observation.
(2) Secondary data: this consist data previously collected by other researchers. The secondary data were obtained through magazines, journal and internet web pages. 
3.4	Data Collection Tools 
Data collection for this research project will be done using two research instrument or data collection tools. The main instrument of data collection in this study was questionnaires.
(1) Questionnaire: A questionnaire is a research instrument consistency of a series of questions for the purpose of gathering information from respondents. It could be in terms of mailed questionnaire or delivered personally by the researcher, especially where the respondent could be easily reached. 
The questionnaire has two parts: part A and part B.
(2) Interview: this involves a face to face contact between the researcher and the respondent is posed with question which he/she is expected to respond to.
3.5	Research Population and Sample Size
In this study, the population of interest are selected staff of Nigerian bottling company. Selected staff from these organization represent the main population for the project research. An estimated population of the staff present at each unit of the organization is expected to participate in the survey. To avoid over representation of either the junior or senior staff, population are therefore at random. The total population for this study will be one hundred (100). The sample size for this study comprises of one hundred(100) selected from the sample frame. The research therefore wishes to carefully select  sample size of one hundred (100) staff from the Nigerian bottling company.
3.6	Sampling Procedure Employed 
The sampling procedure employed for this study is a systematic random sampling procedure where a meutral start point was identified by the researcher and where the first respondent was identified randomly within premises of the Nigerian bottling company consist of random sampling procedure. The sampling demand the breakdown of population into different units from which samples are randomly but independently selected within the premises of the Nigerian bottling company.
3.7	Statistical Technique Used in Data Analysis
The main statistical technique used in the data analysis in this study was through simple percentage embedded in a tabular format. This consist of tabulations and simple percentage presentation of data. In the course of the study, the data obtained were broken down to their constituent point and the statistical calculations apply to the raw data.
According to miles and huberman (2017) data analysis is an iterative process. Data analysis consists of the activities, data reduction, data display and conclusion drawing/ verification.
Data reduction this process is applied to qualitative data and focus remain on selection implications and transportation of data in this continuous process the data is organized throughout the research to draw and finalize a conclusion (miles and huberman 2017) in this research to draw was reduced to showcase significance of quality control in industrial establishment while t.test statistical analysis will be adopted in testing the formulated hypothesis the chi-square statistical analysis will be adopted in testing the formulated.













CHAPTER FOUR
Data Presentation Analysis and Interpretation 
4.0 Introduction
In this chapter, data collection using the instrument of data collection were presented and analyzed. The data such presented were based on the responses from the respondents through the uses of carefully administered questionnaire which was completed and returned to the researcher.
4.1 Data Presentation
After carefully administration of the research instrument one hundred and twenty copies of the questionnaires were distributed and only one hundred (100) questionnaires were successfully completed and returned back to the researcher.
	The data collected as indicate below and presented under two (2) sections, Section A being the bio data of the respondents and Section B being the research questions analysis. 
4.2 Data Analysis
The one hundred (100) questionnaires are thus analyzed as shown below:
SECTION A: BIO DATA OF REPONDENT
TABLE 4.1: SEX OF RESPONDENTS
	SEX
	NO OF RESPONDENT
	PERCENTAGE %

	MALE
	65
	65

	FEMALE
	35
	35

	TOTAL
	100
	100


Source: Researcher survey, 2025
Table 4.1 shows that 65 respondent representing 65% of the total respondents were Male while 35 respondent representing 35% of the total respondents were Female. The significance of this result was that, more men are involved in this survey than women.


TABLE 4.2: EDUCATIONAL QUALIFICATION OF RESPONEDNTS
	QUALIFICATIONS
	NO OF RESPONDENT
	PERCENTAGE %

	O’Level
	-
	-

	OND/NCE
	33
	33

	BSC/HND
	67
	67

	Others
	-
	-

	TOTAL
	100
	100


Source: Researcher’s Survey, 2025
Table 4.2 shows that 33 respondent representing 33% of the total respondents were holders of National Diploma (ND) certificate or NCE certificate while 67 respondent representing 67% of the total responded were holder of either BSC or HND certificate. None of the respondents were holders of O’level certificate and none of the respondent was holders of other qualification. The significance of this result was that respondent with higher qualifications and this better knowledge and experience were used for the study. This will enhance the reliability of the result and finding obtained from the study.
TABLE 4.3 MARITAL STATUS OF THE RESPONDENT
	RESPONES
	NO OF RESPONDENT
	PERCENTAGE %

	Single
	25
	25

	Married
	75
	75

	Others
	-
	-

	Total
	100
	100


Source: Researcher survey, 2025
Table 4.3 shows that 25 respondents representing 25% of the total respondents were single while 75 respondents representing 75% of the total respondent were married. No respondent indicate other status. The significance of this result was that more married personal this responsible people were involved in the research work.




SECTION B: RESEARCH QUESTIONS 
QUESTION 1: DID BUYER-SUPPLIER RELATIONSHIP DO NOT AFFECT ORGANIZATIONAL PROFITABILITY.
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	85
	85

	NO
	15
	15

	TOTAL
	100
	100


Source: Researchers survey, 2025
From the above table, 85 respondents representing 85% of the total respondent claimed that Buyer-Supplier relationship does not affect organizational profitability while 15 respondent representing 15% of the total respondent did not agree to the posed question. This shows that Buyer-Supplier relationship does not affect organizational profitability.
QUESTION 2: DOES SUPPLIER RELATIONSHIP AS ANY EFFECT ON ORGANIZATIONAL PERFORMANCE?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	90
	90

	NO
	10
	10

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 90 respondent representing 90% of the total responded strongly claimed supplier relationship has no effect on organizational performance while 10 respondents did not agree to the question. This shows that supplier relationship has no effect on organizational performance.
SECTION B: RESEARCH QUESTIONS
QUESTION 1: DID BUYER-SUPPLIER RELATIONSHIP DOES NOT AFFECT ORGANIZATIONAL PROFITABILITY?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	85
	85

	NO
	15
	15

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 20 respondent representing 20% of the total respondent strongly agreed that buyer-supplier relationship does not affect organizational profitability while 65 respondents represent 65% also agreed to the question. On the other hand, 5 respondents representing 5% of the total respondent strongly disagreed while 10 respondents representing 10% of the total respondent also disagree that buyer-supplier relationship does not affect organizational profitability.
QUESTION 2: DOES SUPPLIER RELATIONSHIP AS NO EFFECT ON ORGANIZATIONAL PERFORMANCE?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	90
	90

	NO
	10
	10

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 65 respondent representing 65% of the total respondent strongly agreed that buyer-supplier relationship does not affect organizational profitability while 25 respondents represent 25% also agreed to the question. On the other hand, 2 respondents representing 2% of the total respondent strongly disagreed while 8 respondents representing 8% of the total respondent also disagree that buyer-supplier relationship does not affect organizational performance.
QUESTION 3: IS THERE ANY RELATIONSHIP BETWEEN SUPPLIER INTEGRATION AND ORGANIZATIONAL PROFITABILITY?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This question was asked and the total shows that all 100 respondents representing 100% of the total respondents claimed that there is relationship between supplier integration and organizational profitability.

QUESTION 4: IS THERE ANY WAY TO EVALUATE SUPPLIER INTEGRATION AND ORGANZATION PERFORMANCE?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	95
	95

	NO
	5
	5

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table shows that there is a way to evaluate supplier integration and organization performance with 95 respondents (95%) positive response which the constitute 5 (5%).
QUESTION 5: IS THERE ANY WAY YOU RECEIVED TRAINNING OR DEVELOPMENT ON BUYER-SUPPLIER SKILLS?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table shows that all the respondent representing 100% total respondents claim that there is a way you received training or development on buyer-supplier skills there is no response for NO.
QUESTION 6: DOES YOUR ORGANIZATION PRIORITIZE BUYER-SUPPLIER RELATIONSHIP SKILLS IN THE PROCUREMENT AND SUPPLY CHAIN MANAGEMENT PROCESSES? 
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	75
	75

	NO
	25
	25

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 75 respondent representing 75% of the total respondent  claim that their organizations prioritizes buyer-supplier relationship skills in the procurement and supply chain management processes while 25 respondent representing 25% of the  respondents did not agreed to the posed question, this shows that organizations prioritizes buyer-supplier relationship skills in the procurement and supply chain management processes.
QUESTION 7: DOES BUYER-SUPPLIER RELATIONSHIP IMPROVE PROCUREMENT STRATEGIES IN A MANUFACTURING INDUSTRY?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table shows that all the 100 respondents claim that buyer-supplier relationship improve procurement strategies in a manufacturing industry while no respondents disagreed to the question, this shows buyer-supplier relationship improve procurement strategies in a manufacturing industries.
QUESTION 8: IS THERE PRACTICES OF EFFECT FOR USING BUYER-SUPPLIER SKILLS TO ENSURE EFFECTIVE BUYING?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	87
	87

	NO
	13
	13

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 87 respondents representing 87% of the total respondents agrees that there are practices of effective for using buyer-supplier skills to ensure effective buying while 13 respondents of the total respondent did not agree to the question. This shows that practices of effective for using buyer-supplier skills to ensure effective buying.



QUESTION 9: DOES BUYER-SUPPLIER ENHANCES THE REDUCTION OF DAMAGE EXPERIENCE WITH TIMELY DELIVERY OF MATERIAL?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
The table above shows that all the respondents claims that buyer-supplier enhances the production of damage experience with timely delivery of materials which is 100 respondent representing all the total respondents of 100, while no respondent disagree to the posed question. This shows that buyer supplier enhances the production of damage experience with timely delivery of material.
QUESTION 10: IS THERE ANY NON CHALLANT ATTITUDE OF MANAGEMENT SUPPORT TO THE EFFECT OF ENHANCING TIMELY DELIVERY OF MATERIAL?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	92
	92

	NO
	8
	8

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 92 respondents representing 92% of the total respondents agreed that there is non challant attitude of management support to the effect of enhancing delivery of materials while 8 respondent representing 8% of the total respondent disagreed to posed questions.
QUESTIO 11: DOES EFFECTIVENESS OF BUYER-SUPPLIER SKILLS WITH THE AID OF ENHANCING TIMELY ASSOCIATED TO THE DELIVERY OF MATERIAL IN NIGERIAN BOTTLING COMPANY (NBC)?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	95
	95

	NO
	5
	5

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This question was asked to confirm if buyer-supplier skills has effectiveness with the aid of enhancing timely associated to the delivery of material in Nigeria Bottling Company and the table shows that 95 respondents representing 95% of the total respondent agreed to the question while 5 respondent representing 5% of the total respondent disagreed with the posed question. This shows that buyer-suppliers has effectiveness with the aid of enhancing timely associated to the delivery of material in NBC.
QUESTION 12: DOES BUYER-SUPPLIER RELATIONSHIP OF A SKILL ENHANCE THE EFFICIENT MOVEMENT OF TIMELY DELIVERY OF MATERIAL IN NIGERIA BOTTLING COMPANY (NBC)
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table above shows that all the respondents claimed that buyer-supplier relationship skill enhance the efficient movement of timely delivery of material in Nigeria Bottling Company which is 100 respondents representing all the total respondents of 100% while no respondents disagree to the posed question. This shows that buyer-supplier relationship of a skills enhance the efficient movement of timely delivery of material Nigeria Bottling Company (NBC).
QUESTION 13: DOES BUYER-SUPPLIER SKILLS ARE ESSENTIAL FOR ENSURING TIMELY DELIVERY OF MATERIAL IN NIGERIAN BOTTLING COMPANY?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	85
	85

	NO
	15
	15

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table above shows that 85 respondent representing 85% of the total respondent accepted that there is full support on buyer-supplier skills which are essential for ensuring timely delivery of material in Nigeria Bottling Company while 15 respondents representing 15% of the respondents did not agree to the posed question.
QUESTION 14: DOES BUYER-SUPPLIER SKILLS ARE CRITICAL FOR ACHIEVING TIMELY DELIVERY OF MATRIAL AIN NIGERIAN BOTTLING COMPANY?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	90
	90

	NO
	10
	10

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above, 90 respondent representing 90% of the total respondents agreed that buyer-supplier skills are critical for achieving timely delivery of material in Nigerian Bottling Company while 5 respondent representing 5% of the total respondent did not agree to the question. This shows that buyer-supplier are critical for achieving timely delivery of Nigerian in NBC.
QUESTION 15: IS THEIR ANY SIGNIFICANCE IN DELIVERY DELAY AFTER IMPLEMENTING EFFECTIVE SOURCING STARTEGIES?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	75
	75

	NO
	25
	25

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table above shows that 75 respondent representing 75% of the total respondents claimed that there is significance in delivery delays after implementing effective sourcing strategies and 25 respondent representing 25% of the total respondent did not agree to the question. This shows that there is significance in delivery delays after implementing effective sourcing strategies.
QUESTION 16: CAN BUYER-SUPPLIER ENHANCE MOVEMENT OF MATERIALS TO IMPROVE OPERATIONAL ACTIVITIES?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This question was asked to confirm if buyer-supplier could enhance movement of materials to improve generational activities and the shows that all the 100 respondents representing 100% agree to the question, while no was left blank. Which means no one disagree this shows that buyer-supplier enhance movement of material to improve operational activities.
QUESTION 17: IS THERE ANY WAYS BUYER-SUPPLIER RELATIONSHIP IS IMPORTANTE IN A MANUFACTURINF INDUSTRY? 
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	100
	100

	NO
	-
	-

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table above shows all the 100 respondent representing 100% of the total respondent claimed that there is a way buyer supplier relationship is importance in a manufacturing industry while no one disagree to the question. This shows that buyer-supplier relationship is importance in a manufacturing industry.
QUESTION 18: IS THERE ANY WAY BUYER-SUPPLIER CONTRIBUTES IN ACTIVITIES OF ORGANIZATIONAL OBJECTIVES?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	97
	97

	NO
	3
	3

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table above shows that 97 respondent representing 97% of the total respondents agree that buyer-supplier contribute in achieving of an organizational objective 3 respondent representing 3% did not agree to the question. This shows that buyer-supplier contributes in achieving of an organization objectives.


QUESTION 19: DOES BUYER SUPPLIER RELATIONSHIP SKILLS IMPORTANCE TO TIMELY DELIVERY OF MATERIALS?
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	68
	68

	NO
	32
	32

	TOTAL
	100
	100


Source: Researchers Survey, 2025
From the table above 68 respondent representing 68% of the total respondent agree that buyer-supplier relationship skills is importance to timely delivery of materials while 32 respondent representing 32% of the total respondent did not agree to the posed question. This shows that a buyer-supplier relationship skill is importance to timely delivery of materials.
QUESTION 20: IS THERE ANY WAY BUYER-SUPPLIER RELATIONSHIP SKILLS ADD OR IMPROVE ORGANIZATION OBJECTIVE.
	CHOICE
	NO OF RESPONDENTS
	PERCENTAGE %

	YES
	92
	92

	NO
	8
	8

	TOTAL
	100
	100


Source: Researchers Survey, 2025
This table above shows that 92 respondent representing 92% of the total respondent claim that buyer-supplier relationship skills add and improve to an organizational objective while 8 respondent representing 8% of the total respondent did not agree to the question. This shows that buyer-supplier relationship skills add and improve organizational objective.
4.4 TEST OF HYPOTHESIS
Testing 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 the variances of two normal distributions are unknown and when an experiment uses a small sample size.
The Chi-Square formula is (x2) = E (o-e)2
E = Summation
O = Observed
E = Expected frequency
HYPOTHESIS TESTING: Hypothesis One
H0: There is no relationship between buyer and suppliers
H1: There is a lot of relationship between buyer and suppliers
H1: There is a lot of relationship between buyer and suppliers
H1: There si a lot relationship between buyer and supplier using the chi-square (x2) analysis thus.
(x2) = E (o-e)2
CHI-SQUARE TABULAR CALCULATIONS
	CHOICE
	O
	E
	(O-E)
	(O-E)2
	(O-E)2/E

	YES
	7
	80
	73
	5.329
	66.6125

	NO
	3
	20
	17
	289
	14.45

	
	
	
	
	
	X281.0625


Decision Rule
Based on the result obtained as shown in the table above, the calculated result (x2)81.0625 > xtab(2.0)
We will therefore reject the null hypothesis (H0) that state that there is no relationship between buyers and supplier and accept the alternate hypothesis (H1) which state that: there is a lot of relationship between buyers and the suppliers
HYPOTHESIS TWO
H0: Suppliers as no essence and usefulness on buyer
H1: Suppliers as essence and usefulness on buyers. Using the chi-square (x2) analysis thus
Formula is: (x2) = E (o-e)2
CHI-SQUARE TABULAR CALCULATION
	CHOICE
	O
	E
	(O-E)
	(O-E)2
	(O-E)2/E

	YES
	93
	50
	43
	1849
	36.98

	NO
	7
	50
	-43
	1849
	36.98

	
	
	
	
	
	73.96


Decision Rule
The calculated chi-square value (x2) 73.96 is greater than xtab (2.0) we will therefore reject the null hypothesis (H0) that state that: suppliers has no essence and usefulness on buyer and accept the alternate hypothesis (H1) which state that: suppliers has essence and usefulness on buyers











CHAPTER FIVE
SUMMARY, CONCLUSION AND RECOMMENDATION
5.0 SUMMARY OF FINDINGS
	The researcher during the course of the study made the following observations as regards the importance of buyer and supplier of Nigerian Bottling Company (NBC).
	This problem arises from the fact that almost all the buyer and supplier staff are not professional. Lack of interdepartmental relationship between the buyers and supplier and other departments. Promotion to higher position were based on political factors rather than experience and qualification.
	The buyers and suppliers department were not regarded as vital functioning and consequently. Clerical role were assigned to those department. The model techniques in inventory management were not existing, this was attributed to conservative attitude on management of the company.
	For staff on the part of the organization, most of the machines and tools use were absolute, it was discovered from the study conducted that the buyer supplier relationship has positive effect on the organization.
5.1 CONCLUSION
	From the research conducted so far, the researcher would like to conclude that buyers supplier activities of Nigerian Bottling Company is not far from the usual system and also the problem encountered elsewhere in other companies.
	It was discovered that the organization befitted from buyer-suppliers operation. The importance of effective and efficiency buyers and suppliers system, it ensured the success manufacturing organization cannot be emphasized such detailed research should always be conducted in the area of buyer-supplier system without the fear, doubt or contradiction. The researcher is undoubtedly sure that if the recommendation given below can be strictly adhere to and the improvement and expansion of the organization and other industries in the country.
5.2 RECOMMENDATION
	Based on the observation made during the course of carrying out this research study. The researcher hereby recommends the following measurement to check mate the problem encountered by the organization in their buyer-supplier skills. 
	The company should employ professionals in the field of purchasing and supply so as to ensure effective and efficient system of buyer-supplier relationship skills in other to achieve desire objective as contained within the cooperation objective.
	Appointment of personnel to high position should be based on experience and qualification. The researcher is of the opinion that for the company to be able to withstand the competition from the companies, the management of the company is strongly advice to change its conservation approach and introduce model and better method of inventory management.
	The management of the company most try and ensure good working relationship not only between the buyer and supplier but also other section of the company.
	The management of the company should see the buyer and supplier as vital functions major contributed to organization profit consequently, these function should be view as strategic functions.
	From the researcher’s point of view, staff and personnel of any company constitute its labour force and that effective functioning of labour force is as importance as material resources of the organization, the management of the company most established effective training schemes for its staff to enhance their performance. The absolute machine should be replaced with model ones. 





QUESTIONNAIRE
SECTION A     
Please tick the appropriate option and  full the space provided .
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
1. Did buyer- supplier relationship does not affect organizational profitability? Yes (	       ), 
No (	   ), undecided (	).
2. Does supplier relationship has no effect on organizational performance? Yes (	), 
No (	    ), undecided (	).
3. Is there any relationship between supplier between supplier integration and organizational profitability? Yes (	), No (	   ), undecided (	).
4. Is there any way to evaluate supplier integration and organization performance?
Yes (	), No (	   ), undecided (	).
5. Is there any way you received training or development on buyer supplier skills? 
Yes (	  ), No (	   ), undecided (	).
6. Does your organization priorities buyer – supplier relationship skills in the procurement and supply chain management processes? Yes (	), No (	   ), undecided (	).
7. Does buyer supplier relationship improve procurement strategies in a manufacturing industry? Yes (	), No (	   ), undecided (	).
8. Is there practices of effective for using buyer supplier skills to ensure effective buying? Yes (	), No (	   ), undecided (	).
9. Does buyer supplier enhance the reduction of damage experience with timely delivery of material? Yes (	), No (	   ), undecided (	).
10. Is there any non-challant attitude of management support to the effective of enhancing timely delivery of material? Yes (	), No (	   ),undecided(     ).
11. Does effectiveness of buyer supplier skills with the aid of enhancing timely associated to the delivery of material  in Nigeria bottling company (NBC)? Yes (	), No (	   ), undecided (	).
12. Does buyer supplier relationship of a skills enhance the efficient movement of timely delivery of material in Nigerian bottling company (NBC)? Yes (   ), No ( ), undecided (	).
13. Does buyer supplier skills are essential for ensuring timely delivery of material in Nigerian bottling company (NBC)? Yes (  ), No (  ), undecided (  ).
14. Does buyer supplier skills are critical for achieving timely delivery of materials in Nigerian bottling company (NBC)? Yes (	), No (	   ), undecided (	).
15. Is there any significant in delivery delays after implementing effective sourcing strategies? Yes (	      ), No (	   ), undecided (	).
16. Can buyer supplier enhance movement of materials to improve operational activities? Yes (	), No (	   ), undecided (	).
17. Is there any way buyer supplier relationship is important in a manufacturing industry? Yes (	), No (	   ), undecided (	).
18. Is there any way buyer supplier relationship contributes in achieving of an organizational objective? Yes (	), No (	   ), undecided (	).
19. Does buyer supplier relationship skills importance to timely delivery of material? Yes (	), No (	   ), undecided (	).
20. Is there any way buyer suppliers relationship skills add or improve organizational objectives? Yes (	     ), No (	   ), undecided (	).
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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
									AGBOOLA FARUK
									ND/23/PSM/FT/0010																						
1

