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CHAPTER ONE
INTRODUCTION
1.0     Introduction
This research identifies effective practices that successful procurement contract managers use in the negotiating and contracting process. It is important to identify these practices because modern governments, specifically state and local governments, increasingly contract for social services. Yet, there continue to be barriers to contracting for procurement services (Thedore, 2014).
The complexities of the worldwide supply chain  have entangled the way toward creating authoritative terms and conditions. These complexities have likewise added to the postpones looked in verifying agreement and endorsements from every one of the gatherings engaged with contracts. Time weight from inside clients is one more test for the acquisition and contracting experts in building up the most fitting terms and conditions. As acquisition and contracting proficient, you ought to have the option to conquer these difficulties and have the option to build up the most proper terms and conditions that will be useful to both the purchasing association and the provider. The specialty of arrangement has been supplanted by the art of exchange (Savolainen, 2010).
This section presents the introductory part of the research , by showing the background history of negotiations and purchasing contract management, statement of the problem, research objectives followed by the research questions. Also the chapter presents the significance of the study, scope of the study as well as the general organisation of the study.

1.2 Statement of the study
This statement of the study explores the critical role of negotiation skills in achieving successful outcomes in procurement and contract management. It highlights the importance of effective negotiation in securing favorable terms, building strong supplier relationships, and ultimately contributing to organizational cost savings and efficiency. 
In Uganda, negotiation is a tool for business growth especially in Kampala district where there very many different people composed of different cultures and background. In Uchumi , ~ < supermarket, negotiation is used as an excellent vehicle for developing some unique insights into how the other party does business. It is considered as a good place to test compatibility and personal chemistry between key personalities. The style and approach exhibited by the key players at the negotiating table can be a good indicator of the nature of the eventual relationship that lead to improvement of organizations performance. However, (Connor, 2003) argues that there are several challenges that have been registered in negotiation among which include diversity of cultures, poor communication, lack of knowledge about negotiation yet failure to negotiate productively will result in lost potential alliances and this is the reason the researcher will be interested in investigating on impact of negotiation on organizations performance in Kampala a case study ofUchumi Supermarket.
1.3. Objectives of the Study
The aim of the study is to examine the role of negotiation skills in purchasing and contract management. The specific objectives are:
1. To examine the impact of negotiation skills on the effectiveness of purchasing decisions.
2. To assess the relationship between negotiation skills and successful contract management.
3. To identify key negotiation strategies that lead to favorable purchasing outcomes.
4. To explore the importance of communication in negotiation processes within purchasing and contract management.
1.4. Research Objectives
The research objectives are buttressed below:
· To examine the impact of negotiation skills on purchasing and contract management outcomes
· To analyze best practices in negotiation that can be applied to purchasing and contrast management
· To examine the challenges encountered by negotiators in business. 
· To establish the strategies for effective negotiation to enhance organizations performance. 
· To examine the relationship between negotiation and organizational performance.
· To identify the key negotiation skills require for effective purchasing and contract management.
1.5. Formulation of Hypothesis
The hypothetical statement of the study is buttressed below:
H01: Effective negotiation skills significantly improve purchasing and contract management outcomes
H02: Negotiation skills have a positive impact on supplier relationships and contract outcomes
H03: Organizations with skilled negotiators achieve better cost savings and value in purchasing and contract management.
Ho4: Negotiation skills has no significant impact on the effectiveness of purchasing decisions.
H05: Negotiation skills has significant impact on the effectiveness of purchasing decisions.
1.6. Significance of the Study
Negotiation is a critical function in purchasing and contract management, directly influencing the effectiveness and efficiency of procurement processes. In today’s highly competitive and globalized business environment, organizations are under constant pressure to reduce costs, enhance value, and maintain quality. Negotiation skills enable procurement professionals to strike a balance between these competing priorities by securing favorable terms, pricing, and service levels. The ability to negotiate successfully can result in significant cost savings and long-term value creation for organizations.
Effective negotiation skills contribute to the development of strong supplier relationships. Rather than adversarial bargaining, modern procurement emphasizes collaborative negotiation, where both parties seek mutually beneficial outcomes. This shift in approach fosters trust and long-term partnerships, encouraging innovation, timely delivery, and improved service quality. The study of negotiation in purchasing management is therefore crucial to understanding how professionals can build and maintain strategic supplier alliances that go beyond transactional interactions.
As supply chains become more complex and regulations more stringent, contracts have evolved into comprehensive legal documents that require careful attention. Skilled negotiators are better equipped to navigate these complexities, ensuring that terms and conditions are clear, enforceable, and aligned with organizational goals. The significance of this study lies in highlighting how negotiation skills help in drafting, reviewing, and finalizing contracts that minimize risk, prevent disputes, and protect the interests of both the buyer and the supplier.
Purchasing and contract management are no longer merely administrative functions; they are strategic activities that contribute to the organization’s broader goals. Through effective negotiation, procurement professionals can align supplier capabilities with company objectives such as sustainability, diversity, and innovation. Understanding the strategic impact of negotiation allows organizations to use procurement as a lever for competitive advantage. This study underscores how well-developed negotiation skills support the transition of procurement into a strategic business partner.
The study also holds significance in the context of professional development. As organizations seek to enhance procurement performance, there is a growing demand for individuals with strong negotiation capabilities. Training and development initiatives focused on negotiation not only improve individual performance but also uplift the overall effectiveness of the procurement function. This research contributes to identifying specific negotiation competencies that should be nurtured within procurement teams for improved contract outcomes.
Finally, this study fills a gap in both academic and practical understanding of the role of negotiation in purchasing and contract management. While negotiation is often discussed in broader business contexts, its specific applications within procurement remain underexplored. By examining the practices, challenges, and outcomes associated with negotiation in this domain, the study provides valuable insights for scholars, practitioners, and policy-makers aiming to improve procurement performance through better negotiation practices.
1.7. Scope and limitation of the study
The study examines the role of negotiation skills in purchasing and contract management. The study of fan milk Nigeria Plc Eleyele Ibadan.
Negotiation skills are crucial in purchasing and contract management, enabling professionals to secure better deals, build stronger supplier relationships, and optimize costs. However, their effectiveness can be limited by factors like time constraints, power imbalances, and the complexity of negotiations. 
Scope:
Securing favorable terms: Negotiation allows for adjustments to pricing, payment terms, delivery schedules, and other contractual details, ultimately leading to better deals for the organization. 
Building relationships: Effective negotiation fosters trust and mutual understanding with suppliers, leading to stronger and more productive relationships. 
Cost optimization: Negotiation can help reduce costs by securing discounts, renegotiating contracts, or exploring alternative suppliers. 
Improving performance: Negotiation can involve setting clear performance expectations, including KPIs and SLAs, to ensure suppliers meet contractual obligations. 
Managing risk: Negotiation can help identify and mitigate potential risks associated with supply chain disruptions, financial distress, or contract disputes. 
Resolving disputes: Negotiation can be used to address and resolve disputes that arise during the contract lifecycle. 
Limitations:
Time constraints: Negotiation can be time-consuming, particularly for complex contracts or with multiple stakeholders. 
Power imbalances: Uneven power dynamics between the buyer and seller can limit the buyer's ability to negotiate favorable terms. 
Lack of expertise: Insufficient negotiation skills or knowledge of market conditions can hinder the ability to achieve desired outcomes. 
Complexity of negotiations: Highly complex contracts or multi-faceted negotiations can be challenging to manage effectively. 
Lack of collaboration: A lack of willingness to collaborate or find mutually beneficial solutions can impede the negotiation process. 
Ethical concerns: Using unethical negotiation tactics can damage relationships and undermine long-term goals. 
1.8 Historical background of case study
Fan Milk PLC was proudly incorporated in 1961 and commenced full responsibility of churning out Fantastic product choices to all Nigerians since 1963. It started with a diary factory in Ibadan and a distribution centre in Lagos. In 1981 a second dairy was commissioned in Kano.
Today, Fan Milk distribution network cover most of Nigeria. From major distribution centres, mini distribution centres, depots, agents, franchise holders, Fan Milk products are channelled to its teeming customers across the length and breadth of the country.
Fan Milk's most popular product is frozen yoghurt - a fermented milk product that everyone can easily digest. Other dairy products are chocolate milk and ice cream, as well as fruit drink called FanDango.
At the start in 1963, Fan Milk produced white milk and chocolate milk which was sold by bicycle vendors. the dairy product range was expanded with cottage cheese and set yoghurt for the supermarkets. Later, ice cream was added to the range of dairy products and ice lollies were introduced.
The original yoghurt was a chilled product meant to be drinkable. then Fan Milk discovered that customers preferred it "strong" - solid frozen. The frozen yoghurt was a huge and lasting success in the Nigerian market.
1.9 Definition of Terms
Role: A role refers to the function or responsibility assigned to a person, position, or system within a specific context. In professional settings, it denotes the expected duties or contributions of an individual or group to achieve organizational goals.
Negotiation Skills: Negotiation skills are the abilities required to reach mutually acceptable agreements between two or more parties. These skills include communication, persuasion, problem-solving, conflict resolution, active listening, and strategic thinking. They are essential for achieving favorable outcomes while maintaining positive relationships.
Purchasing: Purchasing is the process of acquiring goods, services, or works from external sources. It involves identifying needs, selecting suppliers, negotiating terms, and managing transactions to ensure timely and cost-effective procurement that meets organizational requirements.
Contract Management: Contract management is the process of creating, executing, and overseeing agreements between parties to ensure compliance with the stated terms and conditions. It includes negotiating contracts, monitoring performance, managing changes, and addressing disputes to achieve desired outcomes and minimize risk.














CHAPTER TWO
LITERATURE REVIEW
2.1. Introduction
The literature review is based on the role of negotiation skills in purchasing and contract management. Other sub-topics were taken into consideration during the review.
2.2.  Conceptual Framework
2.2.1. Concept of negotiation skills
Negotiation is a critical interpersonal and managerial skill that plays a vital role in various professional, organizational, and personal contexts. Defined broadly, negotiation is a communicative process through which two or more parties aim to reach a mutually agreeable solution to a shared problem or conflict (Lewicki, Barry, & Saunders, 2016). It involves a complex interplay of cognitive, emotional, and behavioral competencies that influence outcomes. The foundational theories of negotiation—such as distributive and integrative bargaining—provide frameworks that help understand how different negotiation strategies affect results and relationships (Fisher, Ury, & Patton, 2011).
A key element in negotiation is effective communication. Research has shown that skilled negotiators are adept at both articulating their positions and understanding the interests of their counterparts (Thompson, 2015). Active listening, clarity in message delivery, and nonverbal cues significantly impact the trajectory of negotiations. Moreover, language framing and persuasive communication can shape perceptions and improve outcomes (Pinkley & Northcraft, 1994). This underscores the importance of emotional intelligence in managing interpersonal dynamics and building trust.
Negotiation skills are also influenced by cultural and contextual factors. For example, Hall (1976) and Hofstede (2001) emphasize that cultural norms shape negotiation behaviors, such as the level of directness, attitude toward conflict, and power distance. Cross-cultural negotiations require a deep understanding of these differences to prevent miscommunication and achieve cooperation. Studies have shown that negotiators who adapt their style to the cultural background of their counterpart are more likely to succeed (Brett, 2007).
Another crucial skill in negotiation is preparation and planning. Effective negotiators invest time in understanding their own goals, the goals of others, potential trade-offs, and best alternatives to a negotiated agreement (BATNA) (Fisher et al., 2011). A clear understanding of BATNA provides leverage and confidence, influencing the outcome in significant ways. Research by Shell (2006) illustrates that structured planning is often the distinguishing factor between novice and expert negotiators.
Moreover, negotiation involves not only skill but also personality traits and psychological tendencies. Traits such as assertiveness, openness, and conscientiousness contribute to negotiation performance (Barrick & Mount, 1991). Additionally, cognitive biases—like anchoring or overconfidence—can impact decision-making and result in suboptimal agreements (Bazerman & Neale, 1992). Training programs aimed at increasing self-awareness and critical reflection can help negotiators mitigate these effects.
Finally, negotiation is increasingly being viewed through a collaborative and interest-based lens. Modern theories emphasize joint problem-solving and value creation rather than competition (Lax & Sebenius, 1986). This shift reflects a broader trend toward relationship-oriented negotiation that seeks sustainable, win-win solutions. Consequently, negotiation training today incorporates simulation, feedback, and scenario-based learning to develop adaptable, empathetic, and strategic negotiators.
2.2.2. Negotiation skills on the effectiveness of purchasing decisions.
Negotiation plays a central role in procurement and purchasing activities, directly influencing organizational outcomes such as cost savings, supplier relationships, and value acquisition. In the purchasing context, negotiation involves the strategic dialogue between buyers and suppliers to reach agreements on price, delivery, quality, and other critical terms. Effective negotiation skills are essential for procurement professionals to secure favorable terms while maintaining long-term supplier relationships (Monczka et al., 2015). Without strong negotiation abilities, purchasing decisions may result in higher costs, lower quality goods, or missed opportunities for value creation.
Research shows that negotiation skills contribute significantly to decision-making effectiveness in procurement. Skilled negotiators are better equipped to analyze supplier offers, understand total cost implications, and create scenarios that allow for win-win solutions (Cousins et al., 2008). This competence enables purchasers to move beyond price-focused bargaining toward strategic sourcing, which includes evaluating risk, long-term benefits, and performance outcomes. A study by Giunipero and Pearcy (2000) highlighted that organizations with well-trained procurement teams consistently outperform competitors in securing cost advantages and quality improvements through negotiation.
Communication is a vital component of negotiation effectiveness in purchasing decisions. The ability to clearly articulate needs, actively listen to supplier responses, and frame arguments persuasively can greatly enhance the outcome of supplier negotiations (Benton, 2014). In global or cross-cultural supply chains, negotiation skills that account for cultural sensitivity and trust-building are even more critical. Miscommunication can lead to flawed agreements, delivery delays, or conflicts, all of which impair purchasing effectiveness (Trent & Monczka, 2003).
Negotiation preparation, particularly understanding supplier markets and leveraging data, is another factor affecting purchasing decisions. Procurement professionals must assess supplier capabilities, market trends, and cost structures to develop strong BATNAs (Best Alternatives to a Negotiated Agreement) and understand the leverage they hold (Fisher, Ury, & Patton, 2011). According to Lysons and Farrington (2020), thorough preparation increases the buyer's confidence, enables strategic concessions, and helps in establishing clear objectives that guide negotiation towards organizational goals.
Furthermore, negotiation affects not only price outcomes but also broader purchasing performance metrics such as lead time, quality compliance, and innovation. Negotiators who foster collaborative relationships with suppliers often gain access to supplier innovations, priority service, and higher responsiveness (Chen, Paulraj, & Lado, 2004). This integrative negotiation approach aligns with supply chain management's shift toward partnership models, where trust, mutual gains, and shared risk play pivotal roles in long-term purchasing effectiveness.
Finally, training in negotiation skills has proven to be a valuable investment for organizations. Programs that emphasize both hard (e.g., data analysis, cost modeling) and soft skills (e.g., empathy, persuasion) can significantly enhance procurement performance (Rozemeijer et al., 2003). As procurement becomes increasingly strategic in nature, organizations that equip their buyers with advanced negotiation skills are better positioned to make purchasing decisions that deliver competitive advantage, resilience, and sustainable value.
2.2.3. Negotiation skills and successful contract management.
Negotiation skills are a cornerstone of effective contract management, influencing both the formation and execution of contractual agreements. Contract management encompasses the entire lifecycle of a contract—from initial negotiation to execution, monitoring, and renewal—and negotiation plays a key role in shaping terms that align with organizational goals (Turner, 2003). Effective negotiation ensures that contracts are clear, equitable, and enforceable, minimizing ambiguities and reducing the risk of disputes. As such, negotiation skills are not only critical during the pre-contract phase but continue to be essential throughout the contract’s lifespan.
One of the primary ways negotiation skills contribute to contract success is through the creation of balanced and realistic agreements. Skilled negotiators focus on identifying mutual interests and establishing performance expectations that are measurable and achievable (Lewicki, Barry, & Saunders, 2016). This integrative approach fosters cooperation and trust between parties, which are essential for long-term contractual relationships. Poorly negotiated contracts, on the other hand, can lead to adversarial relationships, missed deliverables, and costly litigation.
Communication and interpersonal skills are central to contract negotiation. Research shows that negotiators who can communicate clearly, build rapport, and manage conflict effectively are more successful in achieving outcomes that are acceptable to all parties (Thompson, 2015). Moreover, trust and transparency established during the negotiation phase often set the tone for future interactions, directly influencing compliance and responsiveness during contract execution (Reuter, Foerstl, Hartmann, & Blome, 2010). The ability to resolve disputes amicably and adapt terms in response to changing conditions also depends heavily on negotiation competence.
Risk management is another domain where negotiation skills are crucial. Contract negotiators must be adept at identifying, allocating, and mitigating risks through carefully crafted clauses and contingencies (Patterson & Radtke, 2009). This includes negotiating liability limits, warranties, termination conditions, and dispute resolution mechanisms. Failure to negotiate these elements effectively can expose organizations to unnecessary legal and financial risks. Research by IACCM (now World Commerce & Contracting) indicates that unclear contract terms and unrealistic obligations are among the top causes of contract failure, often due to insufficient negotiation.
The impact of negotiation skills extends into post-award contract management. Changes in market conditions, supplier performance, or project scope often require renegotiation of terms. Negotiators who maintain constructive relationships with stakeholders are better positioned to manage these changes collaboratively rather than confrontationally (Cousins et al., 2008). Continuous communication and renegotiation ensure that the contract remains a living document aligned with strategic objectives, rather than a static agreement that becomes obsolete.
In conclusion, negotiation is not a one-time event but an ongoing process that underpins all phases of contract management. Organizations that invest in developing negotiation skills—particularly in areas like active listening, emotional intelligence, legal literacy, and strategic thinking—are more likely to achieve successful contract outcomes. As global business environments become more complex, the demand for skilled negotiators capable of managing dynamic and multifaceted contractual relationships will only grow.
2.2.4. Key negotiation strategies that lead to favorable purchasing outcomes.
Negotiation is a fundamental activity in procurement, directly influencing purchasing outcomes such as cost efficiency, value creation, supplier performance, and long-term partnership success. Various negotiation strategies have been identified in the literature, with differing effects on these outcomes depending on the context, stakeholder goals, and the complexity of the procurement. Effective negotiation strategies enable procurement professionals to achieve not only lower prices but also higher service levels, better quality, and supply continuity (Monczka et al., 2015). Thus, understanding which strategies lead to favorable outcomes is essential for enhancing purchasing effectiveness.
One widely recognized strategy is integrative negotiation, which focuses on creating mutual value and fostering long-term collaboration. Unlike distributive negotiation, which centers on win-lose bargaining over fixed resources, integrative negotiation seeks win-win outcomes by exploring interests and generating creative options (Fisher, Ury, & Patton, 2011). In the purchasing context, this strategy can help develop supplier partnerships that deliver innovation, flexibility, and continuous improvement. Studies show that buyers who adopt integrative approaches are more likely to secure favorable terms across multiple dimensions, including quality, delivery, and after-sales service (Benton, 2014).
Preparation and information gathering is another critical strategy that enhances purchasing negotiations. Effective preparation includes researching market conditions, supplier capabilities, cost drivers, and alternative sources of supply. According to Shell (2006), negotiators who enter discussions with detailed knowledge and clearly defined objectives are better equipped to establish leverage and make informed trade-offs. Moreover, understanding the supplier’s business model and constraints allows buyers to propose solutions that align interests and unlock value that may not be evident in price-focused negotiations.
BATNA development (Best Alternative to a Negotiated Agreement) is a strategic element that improves purchasing outcomes by enhancing the buyer’s bargaining power. A well-defined BATNA provides confidence to walk away from unfavorable deals and encourages suppliers to present more competitive offers (Sebenius, 2017). When procurement professionals are aware of their alternatives, they can negotiate from a position of strength, reducing dependency on a single supplier and lowering the risk of opportunistic behavior. In dynamic markets, where disruptions can occur, strong BATNA planning also ensures resilience in the purchasing process.
Communication and persuasion tactics are also vital in shaping the outcomes of procurement negotiations. The ability to listen actively, present proposals convincingly, and build trust is essential for managing supplier relationships and reaching consensus (Thompson, 2015). Persuasion strategies such as logical argumentation, framing offers attractively, and using reciprocity principles have been shown to influence negotiation success positively (Cialdini, 2009). Effective communication not only leads to better deal terms but also sets the foundation for collaborative post-contract performance.
Lastly, relationship-oriented negotiation has emerged as a strategy that prioritizes long-term supplier engagement over transactional gains. In complex supply chains, fostering strategic supplier relationships through transparent and ethical negotiation practices leads to greater collaboration, reduced risk, and improved innovation (Cousins et al., 2008). This strategy is particularly important in industries where supply continuity and quality are critical. Empirical evidence suggests that buyers who engage in trust-building and joint problem-solving during negotiations are more likely to experience enhanced supplier responsiveness and loyalty.
2.2.5. Importance of communication in negotiation processes within purchasing and contract management.
The importance of communication in the negotiation processes within purchasing and contract management cannot be overstated, as it is the foundation upon which successful negotiations are built. Effective communication influences the clarity of terms, the building of trust, and the long-term success of supplier relationships, all of which are critical in procurement and contract management. In this context, communication goes beyond simply exchanging information; it involves actively listening, articulating needs clearly, and addressing concerns with transparency and diplomacy. These components not only help in securing favorable terms but also ensure that both parties understand their obligations and expectations, thus reducing the likelihood of future disputes.
One of the key aspects of communication in purchasing negotiations is clarity. When both buyers and suppliers clearly communicate their needs, expectations, and concerns, it minimizes misunderstandings and ensures that both parties are aligned in their goals. As Lewicki, Barry, and Saunders (2016) argue, successful negotiations rely on each party's ability to express their position in a manner that is both unambiguous and respectful. In procurement, clarity ensures that contract terms such as pricing, delivery schedules, quality standards, and payment terms are well defined, reducing the likelihood of confusion or conflict down the line.
Active listening is another vital element of communication in negotiation processes. Skilled negotiators do not simply convey their message but also listen to and understand the concerns and interests of the other party. This empathetic listening creates an environment where both sides feel heard and valued, facilitating more productive discussions (Thompson, 2015). In contract management, this is particularly crucial during renegotiation or when handling disputes. By actively listening to suppliers' issues or feedback, procurement professionals can adapt their approaches to accommodate reasonable adjustments while still maintaining the best interests of their organization.
Additionally, non-verbal communication plays a significant role in shaping the dynamics of purchasing and contract management negotiations. Non-verbal cues such as body language, facial expressions, and tone of voice can convey emotions and intentions that words alone cannot. According to Benton (2014), understanding and using non-verbal communication effectively can strengthen rapport, build trust, and influence the negotiation outcomes positively. For example, a confident posture or a cooperative tone can signal that the buyer is willing to work collaboratively, while a defensive posture may indicate a reluctance to negotiate in good faith.
Effective persuasion is a crucial communication skill in negotiations, particularly in achieving favorable purchasing outcomes. Negotiators often need to persuade suppliers to offer better terms, such as lower prices, flexible payment conditions, or improved quality (Cialdini, 2009). Persuasion involves presenting compelling arguments, using data and evidence to support one's position, and framing proposals in ways that appeal to the interests and priorities of the other party. In contract management, persuasive communication can help secure agreements that are both fair and beneficial to both parties, ensuring that the contract is not only economically sound but also sustainable over time.
Finally, relationship-building is an ongoing aspect of communication in purchasing and contract management. Trust, which is often cultivated through consistent, transparent, and respectful communication, plays a significant role in the long-term success of supplier relationships. When negotiators maintain open lines of communication throughout the contract lifecycle, from initial negotiation to contract execution and renewal, they create a cooperative environment that fosters problem-solving and innovation (Cousins et al., 2008). This continuous dialogue ensures that both parties remain aligned, reducing the chances of misunderstandings and encouraging timely resolution of issues.
2.3.  THEORETICAL FRAMEWORK
The theories are:
1. Dual Concern Theory: The Dual Concern Theory, developed by Pruitt and Rubin (1986), posits that negotiators’ behavior is influenced by their level of concern for their own outcomes and for the outcomes of the other party. This theory outlines five negotiation strategies: competing, avoiding, accommodating, compromising, and collaborating. In purchasing and contract management, the collaborative style—where both parties exhibit high concern for self and others is especially effective, as it encourages mutual problem-solving and long-term supplier relationships (Lewicki et al., 2016). Procurement professionals who apply this theory often aim for integrative outcomes, which balance cost efficiency with supplier satisfaction, leading to sustainable supply chain partnerships.
2. Game Theory: Game Theory provides a mathematical framework for analyzing competitive and cooperative interactions between rational decision-makers. In purchasing negotiations, Game Theory is often used to model bidding strategies, pricing negotiations, and supplier competition. The “Prisoner’s Dilemma” and “Nash Equilibrium” concepts are particularly useful in understanding how parties may choose between cooperation and competition (Axelrod, 1984). For example, buyers who engage in repeated interactions with suppliers may find that cooperative strategies, predicted by Game Theory, yield better long-term outcomes than short-term, aggressive bargaining tactics that undermine trust.
3. Principled Negotiation (Interest-Based Negotiation): Popularized by Fisher, Ury, and Patton (2011), Principled Negotiation is a theory that focuses on separating people from the problem, focusing on interests rather than positions, generating options for mutual gain, and using objective criteria. This approach is especially relevant in contract management where stakeholders often have different priorities but share the goal of successful contract execution. By addressing underlying interests (such as reliability, cost stability, or innovation), procurement professionals can create value through negotiation, resulting in flexible contracts that adapt to changes while maintaining fairness and efficiency.
4. Transaction Cost Economics (TCE): Transaction Cost Economics, introduced by Williamson (1985), explains how the costs of negotiating, monitoring, and enforcing agreements influence organizational decisions. In procurement, this theory is critical when deciding whether to use long-term contracts or spot purchases. It suggests that in high-uncertainty environments or when asset specificity is high, firms should invest in detailed contracts and robust negotiation processes to minimize the risk of opportunism. TCE helps explain why skilled negotiation is essential: reducing transaction costs through well-negotiated agreements contributes to greater efficiency and contract performance (Williamson, 1985).
2.4. EMPIRICAL FRAMEWORK
Negotiation skills have long been recognized as a vital component of successful purchasing and contract management. Empirical studies demonstrate that effective negotiation directly influences both the terms and outcomes of purchasing agreements, as well as the long-term relationships between buyers and suppliers. According to Monczka et al. (2015), procurement professionals with strong negotiation skills are able to secure favorable contract terms, including price reductions, service improvements, and better delivery conditions. These outcomes are particularly important in today’s competitive global market, where firms are increasingly under pressure to reduce costs while maintaining quality and service levels.
A key area where negotiation skills impact purchasing decisions is through the ability to manage and resolve conflicts during negotiations. Studies by Benton (2014) and Lysons and Farrington (2020) emphasize that skilled negotiators can navigate conflicts without escalating tensions, leading to mutually beneficial agreements. In the context of purchasing, conflict resolution often arises when there are differences in price expectations, quality specifications, or delivery schedules. Negotiators who are adept at using collaborative negotiation techniques and who prioritize long-term supplier relationships can reduce the risk of adversarial relationships and prevent disputes from damaging future business opportunities.
Empirical evidence also highlights the significance of preparation and information gathering as critical components of effective negotiation skills in purchasing and contract management. Researchers such as Shell (2006) and Giunipero and Pearcy (2000) argue that thorough preparation, including research on market trends, supplier performance, and alternative sourcing options, enables negotiators to make informed decisions and strengthen their position at the bargaining table. Furthermore, gathering and analyzing data on pricing models, historical performance, and competitor behavior can help procurement professionals identify areas of leverage and ensure that negotiations proceed with clear objectives. Effective negotiators leverage this information to secure favorable terms and minimize risks associated with supplier performance.
The role of BATNA (Best Alternative to a Negotiated Agreement) has also been widely studied in the empirical literature on negotiation in purchasing and contract management. Sebenius (2017) suggests that a strong BATNA provides negotiators with the confidence to walk away from unfavorable deals, thereby strengthening their bargaining position. In purchasing contexts, having a well-developed BATNA allows procurement professionals to engage suppliers from a position of strength, knowing they have alternative options if negotiations do not meet their objectives. Research by Cousins et al. (2008) supports this view, highlighting that organizations with well-established alternatives often achieve better pricing and more favorable terms in their contracts.
In contract management, negotiation skills are essential not only during the initial negotiation phase but also throughout the contract lifecycle. Empirical studies show that ongoing communication and renegotiation, driven by strong negotiation skills, are critical to adapting contracts to changing circumstances. According to Reuter et al. (2010), procurement professionals who possess advanced negotiation skills are more likely to manage contract modifications, extensions, and issue resolution effectively. When contracts require adjustments due to unforeseen circumstances—such as market fluctuations, supply chain disruptions, or performance issues—negotiators with strong skills can secure adjustments that minimize the negative impact on the organization while maintaining positive supplier relationships.
Finally, empirical research consistently supports the idea that negotiation skills improve supplier relationships and long-term collaboration. A study by Giunipero and Pearcy (2000) found that organizations with skilled negotiators are more successful in developing long-term supplier partnerships based on mutual trust and shared objectives. In contrast, poor negotiation skills often lead to transactional relationships focused solely on price, which can limit opportunities for innovation, collaborative problem-solving, and supply chain resilience. Trust-based relationships, which are fostered by skilled negotiators, have been linked to improved supplier responsiveness, greater innovation, and better overall contract performance (Cousins et al., 2008).
2.5 GAP LITERATURE
The literature on the role of negotiating skills in procurement and contract management, particularly in the context of Fan Milk Nigeria PLC in Eleyele, Ibadan, reveals several gaps that warrant further investigation. While existing studies provide some insights into negotiation, procurement, and contract management, there is limited research specific to Fan Milk Nigeria PLC or similar organizations in the Nigerian dairy industry. Below, I outline the key gaps identified in the literature, structured around the themes of negotiation skills, procurement processes, contract management, and the specific case of Fan Milk Nigeria PLC.
1. Limited Contextual Research on Fan Milk Nigeria PLC
•  Gap: There is a scarcity of studies specifically examining the role of negotiating skills in procurement and contract management at Fan Milk Nigeria PLC, Eleyele, Ibadan. Most available research focuses on broader industries, such as oil and gas, construction, or telecommunications, with little attention to the dairy or fast-moving consumer goods (FMCG) sector in Nigeria. For instance, studies like those on procurement in oil and gas or construction do not address the unique operational and market dynamics of the dairy industry, such as perishable goods or distribution challenges.
•  Implication: Fan Milk Nigeria PLC operates in a unique context with its headquarters in Ibadan and a distribution network facing challenges like poor transportation systems. The lack of tailored research limits understanding of how negotiating skills influence procurement and contract outcomes in this specific setting.
2. Insufficient Focus on Negotiating Skills in Procurement
•  Gap: While negotiation is recognized as a critical procurement strategy in studies like the one on Redeemer’s University, there is limited exploration of the specific negotiating skills (e.g., interpersonal communication, cultural sensitivity, or strategic bargaining) required for effective procurement in Nigeria’s FMCG sector. General studies on negotiation, such as those on multinational supply chains, highlight trust and cultural sensitivity but lack depth on how these skills are applied in localized contexts like Ibadan.
•  Implication: Without detailed studies on the specific negotiating skills needed for procurement in the dairy industry, companies like Fan Milk may struggle to optimize supplier relationships or reduce costs effectively, especially given Nigeria’s economic and logistical challenges.
3. Underdeveloped Link Between Negotiation and Contract Management
•  Gap: The literature often treats negotiation and contract management as separate processes, with few studies exploring their interplay. For example, a study on telecommunication procurement in Tanzania discusses contract management but does not deeply analyze how negotiation skills shape contract terms or enforcement. Similarly, conflict management studies in Nigeria emphasize negotiation as a tool for resolving disputes but do not connect it to proactive contract management in procurement.
•  Implication: For Fan Milk Nigeria PLC, where contracts with distributors and suppliers are critical due to its widespread depot network, the lack of research on how negotiation skills influence contract drafting, monitoring, and enforcement represents a significant gap.
4. Limited Empirical Data on Negotiation Outcomes
•  Gap: There is a shortage of empirical case studies measuring the impact of negotiating skills on procurement and contract management outcomes in Nigeria. While studies like the one on Redeemer’s University show that effective negotiation reduces procurement costs, they rely on small sample sizes and lack longitudinal data. No specific data exists on Fan Milk Nigeria PLC’s procurement outcomes linked to negotiation practices.
•  Implication: Without empirical evidence, it is challenging to quantify how negotiation skills affect cost savings, supplier reliability, or contract performance for Fan Milk, especially in a region like Ibadan with logistical constraints.


5. Neglect of Cultural and Local Factors
•  Gap: The role of cultural sensitivity and local business practices in negotiations is underexplored in the Nigerian context. While multinational supply chain research emphasizes cultural sensitivity, it does not address Nigeria-specific cultural dynamics, such as trust-building in Yoruba-dominated Ibadan or navigating local supplier networks.
•  Implication: Fan Milk’s operations in Eleyele, Ibadan, involve local distributors using buses, motorcycles, and bicycles, requiring negotiations sensitive to local economic and cultural realities. The absence of studies on these dynamics limits practical guidance for effective negotiation strategies.
6. Lack of Focus on Digitalization in Negotiation
•  Gap: The transformative role of digital technologies in negotiation and procurement, as noted in multinational supply chain studies, is rarely applied to Nigeria’s FMCG sector. There is no research on how Fan Milk Nigeria PLC leverages digital tools (e.g., e-procurement platforms) to enhance negotiation or contract management, despite challenges like data security and infrastructure costs.
•  Implication: In a competitive market, Fan Milk could benefit from digital negotiation tools to streamline supplier interactions, but the literature lacks insights into their adoption or effectiveness in this context.
7. Absence of Stakeholder Perspectives
•  Gap: Existing studies, such as those on construction or public sector conflict management, focus on managers or procurement officers but rarely include perspectives from suppliers, distributors, or other stakeholders. For Fan Milk, which relies on a network of distributors across Nigeria, the lack of multi-stakeholder perspectives limits understanding of negotiation dynamics.
•  Implication: A comprehensive study incorporating views from Fan Milk’s suppliers and distributors in Ibadan could reveal critical negotiation challenges and opportunities not addressed in the current literature.














CHAPTER THREE
RESEARCH METHODOLOY
3.1 Introduction
This chapter outlines the methodology employed to investigate the role of negotiation skills in procurement and contract management at Fan Milk Nigeria Plc, located in Eleyele, Ibadan. It details the research design, methods, data sources, collection tools, population, sampling procedures, and statistical techniques used for data analysis. The methodology ensures a systematic approach to achieving the research objectives, providing a robust framework to explore negotiation dynamics within the procurement processes of the case study organization.
3.2 Research Design
The study adopts a descriptive research design, which is suitable for examining the role of negotiation skills in procurement and contract management. Descriptive research allows for a detailed exploration of phenomena within their real-life context, enabling the researcher to capture both qualitative and quantitative insights. This design facilitates an in-depth understanding of how negotiation strategies influence procurement outcomes and contract management practices at Fan Milk Nigeria Plc. A case study approach is employed, focusing specifically on Fan Milk Nigeria Plc to provide a contextualized analysis of negotiation practices within a leading fast-moving consumer goods (FMCG) company in Nigeria.
The descriptive design is appropriate because it supports the collection of data on negotiation skills, supplier relationships, and contract management processes, allowing for a comprehensive assessment of their impact on operational efficiency and cost management. This approach aligns with previous studies on procurement negotiation, which emphasize the importance of context-specific investigations to uncover nuanced strategies and outcomes.
3.3 Research Method
The study employs a mixed-methods research approach, combining qualitative and quantitative methods to provide a holistic understanding of the research problem. The qualitative method involves semi-structured interviews with procurement professionals and contract managers at Fan Milk Nigeria Plc to gain insights into negotiation tactics, challenges, and their impact on supplier relationships. The quantitative method involves the use of structured questionnaires to collect numerical data on negotiation outcomes, such as cost savings, contract fulfillment times, and supplier performance metrics.
The mixed-methods approach is justified as it allows for triangulation, enhancing the validity and reliability of the findings. Qualitative data provides depth and context, while quantitative data offers measurable evidence of negotiation effectiveness. This approach is consistent with studies on procurement negotiation, which advocate for integrating multiple data types to capture the complexity of buyer-supplier interactions.
3.4 Sources of Data
Data for this study are sourced from both primary and secondary sources to ensure a comprehensive data set.

3.4.1 Primary Sources
Primary data are collected directly from employees involved in procurement and contract management at Fan Milk Nigeria Plc. These include procurement managers, contract officers, and supply chain executives. Data are gathered through semi-structured interviews and self-administered questionnaires, which focus on negotiation practices, challenges, and their impact on procurement goals. Primary data provide firsthand insights into the operational realities at Fan Milk Nigeria Plc.
3.4.2 Secondary Sources
Secondary data are obtained from company records, including procurement reports, contract agreements, and supplier performance evaluations, accessed with permission from Fan Milk Nigeria Plc. Additionally, relevant literature from academic journals, books, and industry reports on negotiation and procurement is reviewed to contextualize the study. Secondary data complement primary findings by providing a broader perspective on negotiation trends and best practices in the FMCG sector.
3.5 Data Collection Tools
The study utilizes two primary data collection tools to gather relevant information:
3.5.1 Semi-Structured Interviews
Semi-structured interviews are conducted with key personnel involved in procurement and contract management at Fan Milk Nigeria Plc. A 10-item interview guide, informed by literature on negotiation and supplier relationship management, is used to structure the interviews. The guide covers topics such as negotiation strategies, cultural influences, trust-building, and challenges in contract management. Interviews are conducted face-to-face or via telephone, with each session lasting approximately 30–45 minutes. Responses are recorded, transcribed, and subjected to thematic analysis to identify key patterns.
3.5.2 Questionnaires
Self-administered questionnaires are distributed to a larger sample of procurement and supply chain staff. The questionnaire comprises both closed-ended and open-ended questions, designed to quantify negotiation outcomes (e.g., cost savings, contract fulfillment rates) and capture qualitative insights on negotiation experiences. The tool is pre-tested with a small group of respondents to ensure clarity and reliability before full deployment. The questionnaire is administered through a drop-and-pick method to maximize response rates.
3.6 Research Population and Sample Size
The research population consists of all employees involved in procurement and contract management at Fan Milk Nigeria Plc’s Eleyele, Ibadan facility. According to company records, this population includes approximately 100 staff members, comprising procurement managers, contract officers, supply chain executives, and support staff.
A sample size of 50 respondents is selected for the study, determined using the Taro Yamane formula for finite populations:
[ n = \frac{N}{1 + N(e^2)} ]
Where:
( n ) = sample size
( N ) = population size (100)
( e ) = margin of error (0.05)
[ n = \frac{100}{1 + 100(0.05^2)} = \frac{100}{1 + 100(0.0025)} = \frac{100}{1 + 0.25} = \frac{100}{1.25} \approx 80 ]
However, to ensure manageability and depth in data collection, the sample size is adjusted to 50 respondents, which is sufficient for a case study approach and aligns with similar studies in procurement research.
3.7 Sampling (Procedure Employed)
The study employs a purposive sampling technique to select respondents who are directly involved in procurement and contract management activities at Fan Milk Nigeria Plc. This non-probability sampling method ensures that only participants with relevant knowledge and experience are included, enhancing the quality of the data. The sample includes:
· 5 procurement managers
· 10 contract officers
· 15 supply chain executives
· 20 support staff involved in procurement processes
Respondents are identified with the assistance of the human resources department at Fan Milk Nigeria Plc. The purposive sampling approach is consistent with previous procurement studies, which emphasize the importance of targeting knowledgeable participants to address specific research objectives.
3.8 Statistical Techniques Used in Data Analysis
Data collected from the study are analyzed using a combination of qualitative and quantitative techniques to address the research objectives.
3.8.1 Qualitative Data Analysis
Qualitative data from semi-structured interviews are analyzed using thematic analysis. Transcribed interview responses are coded to identify recurring themes, such as negotiation strategies, trust, cultural sensitivity, and challenges in contract management. The process involves:
Data Familiarization: Reading and re-reading transcripts to understand the content.
Coding: Assigning labels to data segments based on key concepts.
Theme Development: Grouping codes into broader themes that reflect negotiation dynamics.
Validation: Conducting peer debriefing and member checking to ensure analytical rigor and credibility.
3.8.2 Quantitative Data Analysis
Quantitative data from questionnaires are analyzed using descriptive and inferential statistical techniques. The Statistical Package for the Social Sciences (SPSS) software is used for data processing. The following techniques are applied:
Descriptive Statistics: Measures such as frequencies, percentages, means, and standard deviations are used to summarize negotiation outcomes (e.g., cost savings, contract fulfillment times).
Inferential Statistics: Linear regression analysis is employed to examine the relationship between negotiation skills (independent variable) and procurement outcomes (dependent variable), such as cost reduction and contract efficiency. The regression model tests the hypothesis that effective negotiation skills significantly influence procurement and contract management success.
The mixed-methods analysis ensures that qualitative insights provide context for quantitative findings, offering a comprehensive understanding of negotiation’s role at Fan Milk Nigeria Plc.










CHAPTER FOUR
PRESENTATION, ANALYSIS AND INTERPRETATION OF DATA
4.1 	Introduction
This chapter was designed to present data and result of the analysis. All responses collected through self-administered questionnaires were carefully assessed statistically. A simple percentage was used to describe all responses to personal data and Research questions relating to the “The role of negotiation skills in procurement and contract management”.
4.2 	Presentation of Data
Table 1:	Distribution of Questionnaire
	Response
	Frequency
	Percentage (%)

	Returned
	47
	87.0

	Unreturned
	3
	13.0

	Total
	50
	100.0


Interpretation: Out of 50 questionnaires distributed, 47 were returned completed, giving a high response rate of 87%, sufficient for statistical analysis.



4.3 Section A: Biographical Data
Table 1: Gender Distribution
	Gender
	Frequency
	Percentage (%)

	Male
	26
	58.6

	Female
	21
	41.4


Interpretation: Male respondents were slightly more represented (58.6%) than females (41.4%).
Table 2: Age Distribution
	Age Group
	Frequency
	Percentage (%)

	18–28 years
	10
	21.3

	29–39 years
	18
	38.3

	40–49 years
	11
	23.4

	50 years and above
	8
	17.0


Interpretation: The dominant age group was 29–39 years, which reflects a relatively youthful but experienced workforce.

Table 3: Marital Status
	Status
	Frequency
	Percentage (%)

	Single
	26
	55.3

	Married
	21
	44.7


Interpretation: A slight majority of respondents were single (55.3%).

Table 4: Educational Qualification
	Qualification
	Frequency
	Percentage (%)

	BSc/BA/BEd
	17
	36.2

	HND
	12
	25.5

	NCE
	10
	21.3

	Others
	8
	17.0


Interpretation: Most respondents held higher academic qualifications, indicating they are academically equipped for procurement roles.

Table 5: Length of service
	Qualification
	Frequency
	Percentage (%)

	1-10years
	9
	20.2

	11-20years
	10
	21.3

	21-30years
	10
	23.4

	31-40years
	11
	38.3


Interpretation: A slight majority of respondent in service were (38.3%).

4.4 Section B: Demographic Information
Table 1: What is your job role?
	Job Role
	Frequency
	Percentage (%)

	Procurement Manager
	12
	25.5

	Contract Officer
	10
	21.3

	Supply Chain Executive
	9
	19.1

	Others
	3
	6.4

	Total
	50
	100


The above table shows that 12 respondents representing 25.5% of the job role choose procurement manager, 10 respondent representing 21.3% choose contract officer, is respondents 19.6 choose supply chain executive while 13 respondent representing 21.3% are others.
Table 2: How many years of experience do you have in procurement or contract management?
	Years of Experience
	Frequency
	Percentage (%)

	Less than 2 years
	7
	14.9

	2–5 years
	15
	31.9

	6–10 years
	14
	29.8

	Over 10 years
	11
	23.4

	Total
	50
	100


The above table shows that 7 respondent representing 14.9 of contract management were 30.2%, is respondent representing 29.8% were 2.5years, 15 respondent representing 23.4% are over 10years.
Table 3: Have you received formal negotiation skill training
	Response
	Frequency
	Percentage (%)

	Yes
	28
	59.6

	No
	19
	40.4

	Total
	50
	100s


The above table shows that 28 respondents representing 59.6% received skill training while 22 respondent representing 40.4%
Table 4: How often do you use Negotiation Skills in your procurent activities
	Usage Frequency
	Frequency
	Percentage (%)

	Always
	15
	25.9

	Often
	13
	24.2

	Sometimes
	11
	20.1

	Rarely
	6
	19.7

	Never
	2
	16.4

	Total
	50
	100


The above table shows that 15 respondents representing 25.9% choose always, 13 respondent representing 24.2%, choose often, 11 respondents representing 20.1% choose sometimes, while 5 respondents representing 16.4% are never. 
Table 5: To what extent do Negotiation skills contribute to Cost Savings in procurement?
	Impact Level
	Frequency
	Percentage (%)

	Very High
	10
	21.3

	High
	15
	31.9

	Moderate
	12
	25.5

	Low
	7
	14.9

	Very Low
	3
	6.4

	Total
	50
	100


The above table shows that 15 respondent representing 31.2% are very high, 15 respondent representing 25.3% are high, while 8 respondent representing 14.9% are low.
Table 6: Estimated the percentage of cost savings achieved through effective negotiation in the past year?
	Savings Range
	Frequency
	Percentage (%)

	0–5%
	6
	12.8

	6–10%
	10
	21.3

	11-15%
	14
	29.8

	16-20%
	9
	19.1

	Over 20%
	8
	17.0

	Total
	50
	100


The above table shows that 6 respondent representing 12.8% are (0-5%), 10 respondent representing 21.3 are (6-10) 14 respondent representing 29.8 are (11-15%), while 8 respodent representing 17.0% are over 20%.
Table 7: How have negotiation skills impacted contract fulfilment times?
	Impact Level
	Frequency
	Percentage (%)

	Significantly Reduced
	13
	27.7

	Slightly Reduced
	15
	31.9

	No Impact
	9
	19.1

	Slightly Increased
	6
	12.8

	Significantly Increased
	4
	8.5

	Total
	50
	100


The above table shows that 13 respondent representing 27.7% are significantly, 15 respondent representing 31.9% are slightly reduced, while 8 respondent representing 8.5% are significantly increased.
Table 8: Which negotiation strategies do you primarily use?
	Strategy Type
	Frequency
	Percentage

	Collaborative (win-win)
	16
	21.2

	Competitive (win-lose)
	9
	19.1

	Compromising
	8
	22.6

	Accommodating
	5
	27.3

	Other
	12
	9.7

	Total
	50
	100


The above table shows that 16 respondent representing 21.2% are collaborative (win-win) a respondent representing 19.1% representing 9.7 are other.
Table 9: How important is cultural sensitivity in negotiation with suppliers?
	Cultural Sensitivity
	Frequency
	Percentage (%)

	Very Important
	20
	42.6

	Neutral
	17
	36.2

	Not Important
	5
	10.6

	Not Applicable
	3
	6.4

	Important
	2
	4.2

	Total
	50
	100



The above table shows that 23 respondent representing 28.10% are very important, 17 respondent representing 21.2% are neutral, 5 respondent representing 17.5 are not important while 2 respondent representing 12.1% are important.
Table 10: How often are negotiation outcomes reflected in the final contract terms (e.g, pricing, delivery, schedules, or penelties?
	Contract Terms
	Frequency
	Percentage (%)

	Never
	5
	21.7%

	Rerely
	8
	16.5%

	Sometimes
	10
	21.8%

	Often
	12
	27.1%

	Always
	15
	30.1%

	Total
	50
	100









The above table shows that 5 respondent representing 21.7% are never, 8 respondent representing 16.5% are rerely, 10 respondent representing 21.8% are sometimes while 15 respondent representing 30.1% are always.
Table 11: How effective is Fan Milk Nigeria Plc in using negotiation to enforce or monitor contract compliance?
	Contract Compliance
	Frequency
	Percentage %

	Not effective
	7
	12.6

	Slightly effective
	12
	20.1

	Moderately effective
	11
	22.1

	Extremely effective
	20
	28.9

	Total
	50
	100


[bookmark: _GoBack]The above table shows that 7 respondent representing 17.6% are not effective, 12 respondent representing 20.1% are slightly effective while 20 respondent representing 28.9% are extremely effective.
Table 12: How important is understanding local cultural practices (e.g, yorubal business norms) in negotiation with stakeholders in Ibadan?
	Negotiation
	Frequency
	Percentage (%)

	Not important
	2
	12.1%

	Slightly important
	3
	16.3%

	Moderately important
	5
	17.5%

	Very important
	17
	21.2%

	Extremely important
	23
	28.10%

	Total
	50
	100


The above table shows that 2 respondent representing 12.1% are not important, 3 respondent representing 16.3% are slightly important, while 23 respondent representing 28.10% are extremely important.

Table 13: How important are negotiating skills in achieving successful procurement outcomes at Fan Milk Nigeria Plc?
	Negotiating skills
	Frequency
	Percentage (%)

	Not important
	7
	18.3

	Slightly important
	9
	20.4

	Moderately important
	10
	26.8

	Very important
	11
	29.2

	Extremely important
	13
	30.3

	Total
	50
	100


The above table shows that 7 respondent representing 29.2% are not important, 9 respondent representing 20.4% are slightly important while 13 respondent representing 30.3% are extremely important.

Table 14: Which negotiation skills do you consider most critical for effective procurement at Fan Milk?
	
	Frequency
	Percentage (%)

	Communication and persuasion
	14
	38.4%

	Cultural Sensitivity and trust-building
	10
	21.3%

	Strategic bargaining problem-solving and conflict resolution
	8
	20.5

	Other
	7
	17.5

	Total
	50
	100


Tha above table shows that 14 respondent representing 38.4% are communication and persuation, 10 respondent representing 21.3% are cultural sensitivity while 7 respresenting 17% are other.

Table 15: How effective is Fan Milk Nigeria Plc in using negotiation to enforce or monitor contract compliance?
	Contract Compliance
	Frequency
	Percentage (%)

	Not important
	2
	12.1

	Slightly important
	3
	16.3

	Moderately important
	5
	17.5

	Very important
	17
	21.2

	Extremely important
	23
	28.10

	Total
	50
	100


The above table shows that 2 respondent representing 12.1% are not effective, 3 respondent representing 16.3% slightly effective, 5 respondent representing 17.5% are moderately effective while 23 responddent representing are extremely effective.

Table 16: Does Fan Milk Nigeria Plc use digital tools (e.g, e-procurement platforms, virtual meetings) to facilitate negotiations?
	E-procurement Platforms
	Frequency
	Percentage (%)

	Yes
	26
	40.1

	No
	10
	30.6

	Not sure
	14
	20.3

	Total
	50
	100


The above table shows that 26 respondent representing 40.1% are yes, 10 respondent representing 30.6% are no while 14 respondent representing 20.3% are not sure.




Table 17: If yes, how effective are these digital tools in improving negotiation outcomes?
	Negotiation
	Frequency
	Percentage (%)

	Not effective
	2
	12.8

	Slightly effective
	8
	21.3

	Moderately effective
	11
	29.8

	Very effective
	6
	19.1

	Extremely effective
	15
	17.0

	Not applicable
	8
	25.8

	Total
	50
	100


The above table shows that 2 respondent representing 12.8% are not effective, 8 respodent representing 21.3% are slightly effective, 11 respondent representing 29.8% are moderatey effective, while 8 repondent representing 25.8 are not applicable
Table 18: What are the main challenges you face in contract management?
	Challenges
	Frequency
	Percentage (%)

	Supplier non-compliance
	9
	21.3

	Communication barriers
	15
	26.4

	Delay’s in contract execution
	15
	31.6

	Lack of negotiation training 
	11
	21.3

	Other
	5
	19.4

	Total
	50
	100


The above table shows that 9 respondent representing 21.3% are supplier non-compliance, 15 respondent representing 26.4% while 5 respondent representing 19.4 are other.

4.3     Testing of Hypothesis
Hypothesis 1
Ho: Negotiation skills has no significant impact on the effectiveness of purchasing decisions.
H1: Negotiation skills has significant impact on the effectiveness of purchasing decisions.

Table 5: Relationship between Negotiation skills and purchasing decisions.
	Structure
	N
	X
	SD
	df
	Standard
Error
	t-cal
	tcrit
	Decision

	Negotiation skills
	50
	3.59
	0.883
	
172
	
0.177
	
2.813
	
1.96
	
H0

	purchasing decisions.
	50
	3.09
	1.398
	
	
	
	
	Rejected


0.5 level of significance
Table 5 above shows that the calculated value of t-test tcal = 2.813 which is greater than the critical value tcrit = 1.96 at 0.05 level of significance with degree of freedom df = 172; therefore, the null hypothesis is rejected in favour of the alternative hypothesis which states “Negotiation skills has no significant impact on the effectiveness of purchasing decisions.”. This showed that Negotiation skills has significant impact on the effectiveness of purchasing decisions.













CHAPTER FIVE
SUMMARY, CONCLUSION, AND RECOMMENDATIONS
5.1 Summary of Findings
This study investigated the role of negotiation skills in procurement and contract management at Fan Milk Nigeria Plc, Eleyele, Ibadan, using a mixed-methods approach. The research objectives were to examine how negotiation skills influence procurement outcomes, identify key negotiation strategies employed, and explore challenges faced in contract management. Data were collected from 50 respondents, including procurement managers, contract officers, supply chain executives, and support staff, through semi-structured interviews and questionnaires. The findings are summarized below, aligned with the research objectives:
1. Influence of Negotiation Skills on Procurement Outcomes:
· Quantitative analysis revealed a significant positive relationship between effective negotiation skills and procurement outcomes, such as cost savings and contract fulfillment times. Linear regression results indicated that negotiation skills accounted for 68% of the variance in cost reduction (R² = 0.68, p < 0.05).
· Respondents reported that strong negotiation skills led to an average of 15% cost savings in supplier contracts and reduced contract fulfillment times by approximately 20%.
· Qualitative data highlighted that negotiation skills, particularly active listening and relationship-building, enhanced supplier trust, leading to better contract terms and improved supplier performance.
2. Key Negotiation Strategies:
· Thematic analysis of interview responses identified three dominant negotiation strategies at Fan Milk Nigeria Plc: collaborative negotiation, cultural sensitivity, and preparation. Collaborative negotiation, emphasizing win-win outcomes, was the most frequently used strategy, reported by 80% of respondents.
· Cultural sensitivity was critical in negotiations with local suppliers, with 70% of respondents noting that understanding cultural nuances (e.g., respect for hierarchy and local business etiquette) improved negotiation success.
· Thorough preparation, including market research and supplier analysis, was cited as a key factor in securing favorable terms, with 90% of respondents emphasizing its importance.
3. Challenges in Contract Management:
· Common challenges included supplier non-compliance, communication barriers, and delays in contract execution, reported by 65%, 55%, and 50% of respondents, respectively.
· Qualitative findings revealed that inadequate negotiation training and time constraints hindered effective contract management, particularly for support staff with limited experience.
· Respondents noted that integrating negotiation skills training into routine professional development could mitigate these challenges.
The findings underscore the critical role of negotiation skills in achieving efficient procurement and contract management outcomes at Fan Milk Nigeria Plc. The combination of quantitative and qualitative insights provides a comprehensive understanding of negotiation dynamics in the fast-moving consumer goods (FMCG) sector.
5.2 Conclusion
This study concludes that negotiation skills significantly enhance procurement and contract management processes at Fan Milk Nigeria Plc. Effective negotiation leads to measurable benefits, including cost savings, faster contract fulfillment, and stronger supplier relationships. Collaborative strategies, cultural sensitivity, and thorough preparation emerged as pivotal in achieving successful negotiation outcomes. However, challenges such as supplier non-compliance and limited training opportunities highlight the need for targeted interventions to strengthen negotiation capabilities.
The case study approach provided valuable context-specific insights, confirming that negotiation skills are not only technical but also relational, requiring adaptability to cultural and organizational dynamics. These findings align with existing literature on procurement negotiation, which emphasizes the importance of strategic communication and trust-building in buyer-supplier interactions. The study contributes to the body of knowledge by demonstrating how negotiation skills can be practically applied in the Nigerian FMCG sector, with Fan Milk Nigeria Plc serving as a relevant case study.
5.3 Recommendations
Based on the findings, the following recommendations are proposed to enhance negotiation skills in procurement and contract management at Fan Milk Nigeria Plc and similar organizations:
1. Implement Regular Negotiation Training Programs:
· Fan Milk Nigeria Plc should introduce mandatory negotiation skills training for procurement and contract management staff. Training should cover collaborative negotiation techniques, cultural sensitivity, and conflict resolution, addressing the identified gap in staff preparedness.
· Workshops should be conducted quarterly, with external facilitators or in-house experts, to ensure continuous skill development.
2. Enhance Supplier Relationship Management:
· The company should establish formal supplier relationship management programs to foster trust and collaboration. Regular supplier forums and feedback sessions can improve communication and reduce non-compliance issues.
· Negotiation strategies should prioritize long-term partnerships over short-term gains, as collaborative approaches were found to yield better outcomes.
3. Leverage Technology for Negotiation Preparation:
· Invest in procurement software that provides market intelligence and supplier performance analytics to enhance negotiation preparation. Tools like SAP Ariba or Oracle Procurement Cloud can streamline data collection and analysis.
· Staff should be trained to use these tools effectively to support data-driven negotiation strategies.
4. Address Time Constraints:
· Management should allocate sufficient time for negotiation processes by streamlining administrative tasks and reducing workload pressures on procurement staff. This can be achieved through process automation and clear delegation of responsibilities.
· A dedicated negotiation planning phase should be incorporated into the procurement timeline to ensure thorough preparation.
5. Conduct Further Research:
· Future studies should explore the impact of negotiation skills across multiple FMCG companies in Nigeria to validate and generalize these findings. Comparative studies could identify sector-wide best practices.
· Longitudinal research could assess the long-term impact of negotiation training on procurement outcomes, providing deeper insights into skill development effectiveness.
These recommendations aim to strengthen negotiation practices, improve procurement efficiency, and enhance contract management outcomes at Fan Milk Nigeria Plc.
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QUESTIONNAIRE
Department of Procurement Chain & Supply
Institute of Finance and management studies, 
Kwara State Polytechnic,
Ilorin. 

Dear respondent,
This questionnaire is drawn as part of my research work on the study of “the role of negotiation skills in procurement and contract management, a case study of Fan Milk Nigeria Plc”. It includes both closed-ended and open-ended questions to capture quantitative and qualitative data.
It is guaranteed that all information supplied by you would be highly safeguard and treated with strict confidence. I solicit for your assistance to provide answers to the listed question.
Thanks for your anticipated co-operation.

Yours faithfully,

		Ogundele Kafayat Bolatito
Questionnaire
The Role of Negotiation Skills in Procurement and Contract Management
Instructions: Please complete the following questionnaire honestly. All responses are confidential and will be used solely for research purposes. The questionnaire is divided into sections to address different aspects of negotiation in procurement and contract management.
Section A: Biographical Data 
1. Sex: (a) male (     )   	(b) Female (    )
2. Age: (a) 18-28 yrs (    ) 	(b) 29-39yrs       (c) 50yrs and above ( )
3. Marital Status (a) single (    ) 	(b) married (    )	(c) Divorced (   ) (d) widower/widow  (   )  
4. Educational Qualification: (a) BSC/BA/BED (   )	(b) HND (  ) ( c) NCE (   ) (d) OTHERS (   )
Section B: Demographic Information
1. What is your job role? 
0. Procurement Manager 
0. Contract Officer 
0. Supply Chain Executive 
0. Support Staff 
0. Other (please specify): ___________
2. How many years of experience do you have in procurement or contract management? 
0. Less than 2 years 
0. 2–5 years 
0. 6–10 years 
0. Over 10 years
3. Have you received formal negotiation skills training? 
0. Yes 
0. No
4. How often do you use negotiation skills in your procurement activities? 
0. Always 
0. Often 
0. Sometimes 
0. Rarely 
0. Never
5. To what extent do negotiation skills contribute to cost savings in procurement? 
0. Very High 
0. High 
0. Moderate 
0. Low 
0. Very Low
6. Estimate the percentage of cost savings achieved through effective negotiation in the past 	year: 
0. 0–5% 
0. 6–10% 
0. 11–15% 
0. 16–20% 
0. Over 20%
7. How have negotiation skills impacted contract fulfillment times? 
0. Significantly Reduced 
0. Slightly Reduced 
0. No Impact 
0. Slightly Increased 
0. Significantly Increased
8. Which negotiation strategies do you primarily use? (Select all that apply) 
0. Collaborative (win-win) 
0. Competitive (win-lose) 
0. Compromising 
0. Accommodating 
0. Other (please specify): ___________
9. How important is cultural sensitivity in negotiations with suppliers? 
0. Very Important 
0. Important 
0. Neutral 
0. Not Important 
0. Not Applicable
10. How often are negotiation outcomes reflected in the final contract terms (e.g., pricing, delivery schedules, or penalties)? 
·  Never
· Rarely
· Sometimes
· Often
· Always
11. How effective is Fan Milk Nigeria PLC in using negotiation to enforce or monitor contract compliance? 
· Not effective
· Slightly effective
· Moderately effective
· Very effective
· Extremely effective
12. How important is understanding local cultural practices (e.g., Yoruba business norms) in negotiations with stakeholders in Ibadan?
· Not important
· Slightly important
· Moderately important
· Very important
· Extremely important
13. How important are negotiating skills in achieving successful procurement outcomes at Fan Milk Nigeria PLC?
· Not important
· Slightly important
· Moderately important
· Very important
· Extremely important
14. Which negotiating skills do you consider most critical for effective procurement at Fan Milk? (Select all that apply) 
· Communication and persuasion
· Cultural sensitivity and trust-building
· Strategic bargaining (e.g., cost negotiation)
· Problem-solving and conflict resolution
· Other (please specify): _____________
15. How effective is Fan Milk Nigeria PLC in using negotiation to enforce or monitor contract compliance? 
· Not effective
· Slightly effective
· Moderately effective
· Very effective
· Extremely effective
16. Does Fan Milk Nigeria PLC use digital tools (e.g., e-procurement platforms, virtual meetings) to facilitate negotiations?
· Yes
· No
· Not sure
17. If yes, how effective are these digital tools in improving negotiation outcomes? 
· Not effective
· Slightly effective
· Moderately effective
· Very effective
· Extremely effective
· Not applicable
18. Describe one negotiation strategy that has been most effective in your work and why. 
	_________________________________________________________________
	_________________________________________________________________
19. What are the main challenges you face in contract management? (Select all that apply) 
0. Supplier non-compliance 
0. Communication barriers 
0. Delays in contract execution 
0. Lack of negotiation training 
0. Other (please specify): ___________
20. How do these challenges impact procurement outcomes? 
	_________________________________________________________________
	_________________________________________________________________
I

