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ABSTRACTS
Purpose: The study sought to analyze the impact of cost reduction strategies on purchasing and procurement in Mozambique. Methodology: The research was conducted entirely on computers. Secondary data, or data that doesn't require actual observation in the field, are the focus of desk research. Because it requires little more than an executive's time, telephone rates, and directories, desk research is generally seen as a low-cost strategy in comparison to field research. As a result, the research used data that had already been collected and reported. This secondary data was readily available via the internet's digital library and scholarly articles. Findings: The results show that cost reduction strategies are effective ways of reducing costs associated with purchasing and procurement. Cost reduction strategies enables companies to reduce costs associated with materials, services, and labor, as well as reduce overhead costs. Additionally, strategic partnerships and the use of technology also help companies reduce costs and optimize their purchasing and procurement process. Overall, cost reduction strategies can be an effective way of reducing costs and improving efficiency. Unique Contribution to Theory, Practice and Policy: Future research in the field of purchasing and procurement may be grounded in the competitive advantage theory and the supply chain theory. Policymakers, researchers and academics from all across the world will all stand to gain from this study's findings. Executives in charge of national purchasing and procurement initiatives will also use the study's findings to boost the cost reduction strategies performance across the board. The research suggests that the purchasing and procurement sector should implement cost reduction policies to boost the effectiveness of their primary operations and activities.
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CHAPTER ONE
INTRODUCTION
1.1 BACKGROUND TO THE STUDY
Purchasing department contributes immensely to the successful functioning of any organization especially manufacturing organizations. It includes acquisition of raw materials, work in progress, spare part/consumable, finished goods and other related services, required to enhance operational continuity, some organizations argue that purchasing department is a service department because it only does what it is told to do. (Carter & Narasina, 1996). This organization pay much attention in marketing strategy and leadership (Carter, 2000). Argument does not take into consideration that if purchasing department is allowed to carry its assignment unhindered, the assignments would be better carry out. 
While considering its consulting to other department within the sector for example, the production department demands for accurate necessities to avoid production stoppages. The sales department similarly would demand for stocks in reserve to meet virtually every demand that comes. On the other hand, the finance department would always argue for minimum investment in stocks so that the funds could be used elsewhere for other better purpose. (Vohra 2010).    
The effective and efficient of a productive system requires the regular demand and supply if inventory at the input, transformation and output phases of the production process, purchasing management is the process of efficiency, utilizing the capital available for acquisition of relevant materials or related services require to enhance operational efficiency and optimizing the use of capital in a manufacturing sector. The primary needs of a good purchasing management are to contribute towards the profit of manufacturing activities (Harold T.A et al, 2015). He went further that another important objectives is to ensure the availability of materials so that another important objective is to ensure the availability of materials so that deficiency schedule can be maintained, thus keeping the customer satisfied.
Inventory represents an important decision viable at all stages of product manufacturing distribution and sales in addition to being a major portion of total current absents of many organization. Inventory often represents as much as 40% of total assets and as much as 90% of working capital. (Sawaya Jr and Giaugue, 2016) since inventory constitutes a major segment of total segment of total investment, it is crucial that good purchasing management can be practiced to ensure of organization growth and profitability.  
Purchasing management practices as the means of obtaining the right materials or services of the right quality in the right quantity, at the right time, at the right place, from the right source and to be delivered to the righy place. The functions that are responsible for obtaining by purchase lease or other legal means, equipment materials, supplies and services required by an undertaking for use in production.
Management of materials in flow from establishment of sources, purchases through inventor, stores to the ultimate delivery at production line as needed at every stages there are decision to be made at to quality, quantity, timing, source and cost these decision should be key to constantly hanging business and economic condition that after the immediate objectives of the sector. However, purchasing management has been a problem to may y business organization in Nigeria and managers have been relatively unsuccessful in continuing top management to give this area due ti consideration that is logically deserves.
Based on the above analogy, therefore this research work evaluates the impacts of purchasing management practices and techniques at a tool for capital optimization with respect to Dangote flour mill as a case study.
1.2 STATEMENT OF THE PROBLEMS
Irrespective of the nature of organization, either private of public manufacturing or service oriented and no matter their proposed or existing business either profit sales, organization growth, return on investment and cooperate responsibility e.t.c purchasing is the life blood for their productivity.
Problems of what, when and ho to buy have been around from the time immemorial, purchasing activities as at then were considered as clerical routine often of found uin a firm. Decentralization o purchasing unit then account for non-standard item which adversely jeopardized the entire activities of undertaking within the firm therefore creates bottleneck on the area of profitability. Nowadays organizations have considered the need to control the investment on inventory through prioritization of purchasing unit in other to achieve value added. 
Managers are aware of the vital roles purchasing plays in the activities of organization. In most organization direct material represent up to 50% of the total product cost, as a result of the money entrusted on inventory.
Thereby affecting the profitability of the organization at time do not consider the contribution of sourcing and supply chain in determining the inventory holding which may adversely affect the profitability of the form in the long-run therefore create relationship problems between purchasing management and value added, profitability, productivity and effectiveness.
Purchasing determined the need, selecting the supplier, arriving at proper price term and condition,  issuing of contract or order on following up to ensure proper delivery. The cost of acquiring these inventories is also important for the fact that too much of it will tie down organization working capital and risks of financial projection may ensued. To justify efficient investment on inventory is the concern of the researcher. 
1.3 RESEARCH OBJECIVES
The primary objective of the study is for researcher to fulfill one basic requirement for the award of National Diploma (HND) certificate in procurement and supply chain management and to examine the impacts of purchasing management practice as a cost saving device in manufacturing organization using Dangote Flour Mills Plc as a case study. Having choosing specification and sourcing as purchasing management, the specific objectives of the study are to:
· Examine the contributions of material specification and organizational performance.
· Determine the relationship between material specification an organization efficiency
· To evaluate the effect of sourcing on organizational performance.
· To explore and understand the extent to which sourcing can improve organization efficiency.
1.4 SIGNIFICANCE OF THE STUDY
Purchasing management make us of minimum investment in materials inventory consistent with safety and economic advantages. This research has both theoretical and practical significance. Theoretically, the study provides a theoretical framework for the understanding of he impact of inventory management practice and techniques as tool for capital optimization. Therefore, considering the major role of purchasing management in an organization in  achieving its goals. Such information will be of immense help for every organization.
On the practical significance, he study will try to educate both management whose interest are not centralized in purchasing management role on organization capital optimization and as well employee will appreciate the findings and recommendations of this research work for a successful day to day transaction.
1.5 SCOPE AND LIMITATIONS OF THE STUDY
This research work is limited to the impact of purchasing management practices as cost saving device in a manufacturing organization. The research could not cover every company but, Dangote Flour Mill, Ilorin is used as case study.
However, there cannot be any research of this nature that is 100% constraints free, certain problems were encountered in the process of conducting this study, these include:
Lack of cooperation from member of the staff of Dangote Flour Mill most staff contacted fro information about the company were not ready to divulge the information because of fear of exposing the company to the competitors. Consequently, the researcher found it extremely difficult to gather information required from the case study.
Another constraints was the limited time factor, the degree of time consumed at the expenses of lectures and other important academic assignment cannot be under estimated. 

1.6 RESEARCH QUESTIONS
In pursuance of the central problem in this research, a number of questions have been raised for this purpose. They are:
i. Does material specification contribute towards organization performance?
ii. What is the nature of the relationship between specification and organizational efficiency?
iii. To what extents does sourcing affect organization performances?
iv. Does sourcing improve organization efficiency? 
1.7 RESEARCH HYPOTHESIS
Hypothesis are tentative answers to research questions. They are often stated in term of dependent and independents variable. Hypothesis could be alternative or null. The alternative hypothesis give positive assumption while null hypothesis gives negative assumption for the purpose of their research.
The following hypothesis will be verified:
H0: purchasing management practice does not have impact in cost saving in a manufacturing organization.
H1: purchasing management practice has impact in cost saving in a manufacturing organization.




1.8 HISTORICAL  BACKGROUND OF THE CASE STUDY
Origins and Establishment
· Dangote Flour Mills (DFM) began operations in 1999 as a division of Dangote Industries Limited (DIL), a rapidly growing Nigerian conglomerate founded by Aliko Dangote Wikipedia+13financialtrust.com.ng+13researchwap.net+13.
· In January 2006, DFM was spun off and formally incorporated as Dangote Flour Mills Plc, after a court‑approved scheme transferring all assets and liabilities from DIL to the newly formed entity 
🚀 Expansion to Ilorin
· After establishing its flagship mill in Apapa (Lagos) in 1999 at 500 MT/day, the group expanded to Kano (2000), Calabar (2001), and Ilorin (2005), each beginning with an initial capacity of 500 MT/day 
· The Ilorin mill later expanded to reach 1,000 MT/day, aligning with growth at the other sites and contributing to a combined national capacity of approximately 4,800–5,000 MT/day across all DFM facilities 
· Operations and Strategic Model
· The Ilorin facility, like other DFM sites, was outfitted with state-of-the-art Buhler machinery from Switzerland, producing fortified branded flour products (e.g. bread flour, confectionery flour, semolina, wheat offal
· DFM imported hard red winter wheat No. 2 from the United States in bulk. Wheat was shipped to Apapa and then transported by Dangote‑owned trucks to inland mills, including Ilorin, ensuring internal distribution control 
Financial Turnaround and Growth
· After DFM was sold to Tiger Brands in 2012, it tracked into losses. Dangote Industries reacquired a majority stake in early 2016, injecting fresh capital, restructuring governance, and appointing new leadership including Halima Dangote to executive roles Wikipedia+3Businessday NG+3THISDAYLIVE+3.
· By 2016, DFM—including the Ilorin mill—returned to profitability: revenue surged to about ₦105.7 billion, and it posted a pre‑tax profit of ₦11.8 billion (versus a loss in 2015). Employee strength and operational efficiency also improved markedly financialtrust.com.ng+1THISDAYLIVE+1.
🔁 Divestment and Transfer to Olam
· In November 2019, Dangote Group completed the sale of Dangote Flour Mills to Crown Flour Mills Limited, a subsidiary of Olam International, for ₦120 billion. The acquisition was formally approved via a Scheme of Arrangement, and DFM was subsequently delisted from the Nigerian Stock Exchange.
· As explained by Aliko Dangote, the decision was driven by the company’s policy of adding value locally—since continued wheat importation meant employment creation overseas. Dangote opted to focus group resources on sectors where raw materials could be sourced domestically 
🏭 Ilorin Mill Legacy in Summary
	Phase
	Highlights

	Establishment
	Launch in 2005 with initial 500 MT/day capacity

	Operations
	Swiss‑equipped, fortified branded flour production

	Expansion
	Increased to 1,000 MT/day as part of national capacity expansion

	Integration
	Part of DFM’s national footprint alongside Apapa, Kano, Calabar

	Repositioning
	Reacquired by Dangote in 2016, returned to profit

	Divestiture
	Sold to Olam in Nov 2019, aligned with Dangote’s strategic refocus







1.9 DEFINITION OF THE TERMS 
in the Course of this research, certain words are used which maybe slightly different from the grammatical meaning in the real sense in order to understand these terms as used in this research work. A Brief explanation of its meaning will be presented for the reader to be able to link its meaning with topic of research these terms include: 
Supply Chain: Supply Chain is a network of all individual, organization, resource activities and technology involved in the creation and sales of a product from the delivery of source material from the Supplier to manufacturer through to its eventual delivery to the end user. 
Efficiency: this is the ability to avoid wasting materials, energy, efforts money and time in doing something or in producing and desired result. Productivity: Productivity is the measure of how specified resources are managed to accomplish objectives as stated in terms of quantity and quality. Profitability: profitability is the ability of a business to earn a profit. A profit is what is left of the revenue a business generates after it pays all expenses directly related to the generation of the business activities. Procurement: refers to all activities in a firm that involves getting a product or service from the supply to the final consumer. 
Inventory: Inventories are the stocks of raw materials work in progress, finished goods and supplies held by a business organization to facilitate operations into the production process. 
Sourcing: Sourcing is described as typical trade off that allows a certain buyer to offer poor quality goods at a reduced cost while another supplies often high quality items at an uncertain delivery. Re-order level: re-order level is a level of material at which an action should be takes for replenishment of stock.
Material Requirements Planning: is a Software based Solution that works backwards from customers order to determine when material will be needed for produc tion and initiate their Purchase to have delivery coincide with upcoming manufacturing runs and schedule pro duct delivery date.
CHAPTER TWO
LITERATURE REVIEW 
2.0	INTRODUCTION 
The literature review of this work will be based on conceptual framework, theoretical framework and empirical framework. The conceptual frameworks are purchasing management practices strategic purchasing, procurement cycle, purchasing functions.  
While theoretical framework are based on supplier evaluation theory, supplier development theory and many more and empirical review was included in the study.
2.1	CONCEPTUAL FRAMEWORK
Van Weele (2005) view purchasing management as an activities that evolve from the early stage to the current stage. He emphasized on the transformation of purchasing function to the strategic purchasing towards optimization of capital.
Hunja and Abelle, (2005) focused on investigating public procurement reforms while little effort were made in the private sector. In view of current global financial meltdown. It is imperative for private organization in Africa to adopt strategic approaches to purchasing in order to facilitate commercial gain.  
Msimangira (2003) capitalized ion the scope of purchasing activities on both developed and developing country. It expresses the extent through which tasks were recognized across the globe.
Quale & Quale (2007, page 7) sees procurement as purchasing contracting and logistics: where logistics is taken to be inventory control warehousing, transport, quality assurance and control.
Mclevoretal, (1997) defined purchasing as ability of a firm to compete through its impact on quality, cost technology, and supplier responsiveness.
Carr and Smeltzer (1997) emphasized on the need to control purchasing operations in order to achieve competiveness advantages to save current situation.

2.1.1	STRATEGIC PURCHASING
The strategic role of purchasing according to Van Weele (2000) refers to all activities in a firm that involves getting a product or service from the supplier to the final consumer.
Intense competitive pressures have forced companies to re-examine their approach to managing suppliers and their supply base. An increasing focus on core competencies and the concomitant increase in outsourcing of  components and services, has also placed greater emphasis on supplier management. In addition much of the traditional in-house development activities have been pushed unto suppliers. Purchasing is this increasingly regarded as a strategic weapon, centered on its ability to create collaborative relationship for firm advantage. Partnership with suppliers can have a strong positive influence on firm realize these benefits when they implement sourcing agreement at a lower negotiated price. They fail to follow through with the relational processes that capture benefits over the course of the contract. The ability to extract benefits from supplier relationship is linked to the way the relationship are managed. For example, those relationship characterized by close interaction are successful process integration between buyer and supplier are better able to create, coordinate and protect joint resources fro a sustained competitive advantages. Thus.  It is not enough for a firm to possess a strategic purchasing orientation, they must also create conditions which allow the buyer and supplier to contribute and develop the relationship. Various supply management practices facilitate this process. They will now be discussed.
· FORMAL SOCIALIZATION 
Socialization may be defined ass the level of interaction between and communication of various actors within and between firms, which leads to the building  of personal familiarity, improved communication and problem solving. Socialization may also be understood as the process by which an individual acquires the social knowledge and skills necessary to assume an organizational role (e.g, the process of “learning the ropes”). Supply chain socialization I the process by language, ideology that helps to edit a member’s everyday experience, standard of relevance of work, prejudices and models for social etiquette.
· SUPPLIER INTEGRATION
Integration with suppliers is an effective strategy for improving business performance. Suppliers are often included in the product devel;opment process, but here we discuss integration with suppliers at the operational level. Integration of suppliers at the operational level makes the supplier an extension of the firm’s factory, emphasizing continuity of supply and an end-to end pipeline. Mechanisms for facilitating this integration include the participation of suppliers in design, procurement and production stages, as well as the use of ordering systems and information  technology to exchange information. These linkages permit increased coordination with suppliers at a tactical level, enabling the firm to deal more oeffectively with the complexity and uncertainty  presents in their environment. The development of a strategic partnership approach is fundamental to the success of supplier integration efforts. This approach must rest on  a firm base of, supply market research: spend analysis, customer requirements knowledge, supplier selection criteria and other formal process. Ultimately, integrating suppliers into a well-managed supply chain is found to have a lasting effect on the competiveness of the entire supply chain.  
· SUPPLY BASE FLEXIBILITY
Supplier characteristics can have a large impact on the performance of the buyer firm. The supply base flexibility reflects the degree to which a firm’s key supplier are able to customize products, be responsive to delivery changes, and to accept late “mix” and volume change- that is, adapt to the needs of the buyer. This is similar to the concept of lean supply which advocates working collaboratively with fewer supplier to reduce costs, improve design cycle times and foster innovation development. In the next article, we cover the relationship between these elements based our study.
2.1.2	PROCUREMENTS CYCLE
	According to the journal published on the 22nd May, 2015. Below are the most common procurement steps you need to be familiar with.
STEP 1: NEED RECOGNITION
	The business must firstly identify the need for a new product. It could be sourced from either internal or external sources. The need from the company may be to reorder a product or it could be a new item completely. It is important to identify the need for a product so the process can be managed efficiently and effectively through the procurement cycle.   
STEP 2: SPECIFIC NEED
Finding the right product or market for the company is a highly important step in the cycle. There are often standards put in place in some of the industries in order to determine the specifications required, while others have no point of reference to look upon. There is the possibility that the company has ordered the product they want using identifying factors such as color, packaging and weight. Having specifications in place will make this process easier. Then there is the need for researching the market place scoping out the positioning of a product will identify potential competitors in the market place.
STEP 3: SOURCES, OPTION AND PLANS
The next steps in the process is finding out where the product can be obtained. The company may use a list of approved vendors to find somewhere that can source the product. If this is not the case, then the business will have to find a supplier using purchase order or research other sources, for example magazines, the internet or using sales representatives. The company will then develop a strategy and follow through with the supplier that gives product or services for the business, to fulfill their need.
STEP 4: PRICE AND TERMS
The business will then move on to determining the best price and terms for the product they require. This often depends on the needs of the company, the products they already have in stock or specialized materials they required. Following the process, it is normally recommended for the business to look at three different suppliers (market engagement) before they come to making a final decision. It is important for the company to look around to see of they can find a good deal for the products they require. Researching different brands will allow them to find the best deal and terms that match the product or service they are looking to acquire.
STEP 5: PURCHASE ORDER
	The purchase order is put in place to allow for materials to be purchased from the seller to the buyer. It will specifically define the process and all the specifications of the product. The purchase order will also feature all of the terms and conditions of the product and services, which must be read by the buyer. The purchase order will also show any additional obligation. It is vital this is read properly to identify any errors.
STEP 6: DELIVERY
The next step requires the purchase order to be delivered. This is typically done by fax, mail or personally by the supplier. Often the specific delivery method is written in the purchasing documents sent to the buyer. The buyer will then acknowledge the receipt of the purchase order and both parties will keep a copy of it in case of needing it in the future.
STEP 7: EXPEDITING
	This step in the procurement process addresses the timeliness of the service or materials that have been delivered to the company. This is a particularly important part of the process, especially if there are any delays in the delivery, issues often noted in the step of the process include payment dates, delivery times and completion of the work.
STEP 8: RECEIPT AND INSPECTION OF PURCHASE
	Once the products have been delivered, the buyer must accept or reject the items. If the items are accepted, it means the company is responsible for paying for them. It is important that the products are inspected thoroughly to check they are up the standard expected from them. If they are not happy with the quality then they must contact the supplier to rectify the issue.
STEP 9: INVOICE APPROVAL AND PAYMENT
	There are important documents, which must match the invoice request payment. These are the invoice itself, the receiving document and the original purchase order. These documents are agreed and confirmed from both the receiver and supplier in order to finish the process of buying new product is most typically through cases, credit letters, checks, bank transfer or other types of electronic transfers.
STEP 10: RECORD MAINTENACE
	It is vital that the company retains all proper records in the case of audits happening. These include any purchase records, which can be used to verify any tax information and purchase orders to confirm the warranty information for the future purchases such as if products want to be recorded. This means the procurement cycle will start from the beginning again.
As you can see, the cycle provides a clear structure and important steps to follow, identifying, conducting analysis, selecting, managing, performing and review and reviewing are highlighted throughout.


SOURCING:
 (
Requisition
 
Is it regular purchase? 
Is there an annual contact for it? 
Was last supplier 
satisfactory
Is it time to check the 
market
Place Order
Yes 
Yes 
No
No 
No
Make short list of possible sources 
Obtain quotations and other information
Select supplier and agree 
price  and
 terms
No
Yes 
Evaluate performance
)




SPECIFICATION
A specification if an item is the description of the item its dimensions, analysis, performance or other relevant characteristics in sufficient details to ensure that ie will be suitable in all respect for the purpose for which it is intended. Specifications are detailed descriptions of the materials, parts, and components used in making a product. They are the verbal and quantitative descriptions of a product’s design. Because they are used extensively by engineering, production, and purchasing, optimum specifications help maximize the performance off all those departments (Gelderman, 2005)
When specifications are fixed, the final design of the product to be sold is also fixed. When final design id fixed, the product’s competitive stand and profit potential are also fixed. Hence, developing proper specifications is an important management task. The task is difficult because it involves many variables, including the problems of conflicting human sensitivities. Before the optimum in design can be achieved, major conflicting vies must be reconciled. Such natural department differences regarding design problems can be resolved only by perceptive and skillful management. Proper specifications and standardization can contribute significantly to a firm’s profitability (Melvor, 2003).
2.2	THEORETICAL FRAMEWORK
2.2.1	 SUPPLIER EVALUATION THEORY
	This theory focus on the process involved in supplier selection is lengthy and it utilizes different standards and criteria ranging from delivery time, pricing structure, service level and product quality.
These criteria are neither fixed nor standardized to evaluate suppliers. Their applications in the entire selection process vary across organizations. Therefore, the selection process has been described as a typical trade-off that allows a certain supplier to offer poor quality goods at a reduced cost while another supplier offer higher quality item at an uncertain delivery time (Bhuta & Huq, 2002). It is therefore a risk to minimize cost, and maximize quality with the wrong supplier (Araz & Ozkarahan, 2006). 
Furthermore, Burke et al., (2006) asserted that the sourcing strategy of a firm is characterized by three key decisions, firstly criteria for establishing a supplier base. Secondly, criteria for selecting suppliers who will receive an order from the firm and thirdly the quantity of goods to order from each selected supplier.   
In  order  to  overcome  supply  chain  disruptions,  excessive  downtime  of  production and  eventually  a  loss  in revenue, firms apply effective evaluation process to select their suppliers (Cebi & Bayraktar, 2003; Burke et al, 2006). Supplier evaluation can be conducted based on price, quality, delivery, flexibility, warranties, technical capability, financial position, performance history and several others factors (Cebi & Bayraktar, 2003; Demirtas & Ustun, 2006; Weber &  Ellram, 1993; Bhutta & Huq, 2002). A recent publication on the supplier selection method of a Nigerian bank shows that “the bank has consistently relied on referral employee contacts to identify and on-board local suppliers” (Business Day 2011). This depicts an informal sourcing practice which ends up in driving poor quality goods and services into the financial services supply chain. 
2.2.2 	SUPPLIER DEVELOPMENT THEORY
Supplier development has been an attractive concept to managers and the academic community since the early 90s (Celly, Spekman, and Kamauff, 1999; Dyer and Singh 1998; Madhok and Tallman, 1998). This is typified by the fact  that an  organization can at  times  decide to  invest in  their  suppliers to  achieve  certain benefits.  Supplier development programmes can be deployed in various forms. Buyers may share their business information with their suppliers, provide financial assistance and involve suppliers in new product development (Zajac and Olsen, 1993). It requires companies to invest in their suppliers in order to accumulate substantial benefits, and improve the performance or capabilities of their suppliers. Interestingly, the debate on supplier relationship management practices is now admired by academics and practitioners. As a result of this, managers have realized the need to move from the traditional adversarial relationship to a more strategic partnership with their providers (Morrissey & Pittaway, 2004;  Veludo  et  al.,  2004).  Thus, effective supplier  development  and  supplier  relationship management are vital to achieving competitive advantage (Quayle 2002).   
According to Ellram (1995) firms faced with problems of deficient supplier performance and capabilities usually implement a wide range of supplier development practice, which could be deployed to upgrade the capabilities of suppliers purported to be the weak link in the firm’s supply chain. Also, firms can achieve efficiency through risk within the supply  chain (Handfield et al., 2000). This has encouraged firms to increase investment in their supplier’s skills and competence so as to be able to achieve a world class supply chain (Liker & Wu, 2000). The diagram in figure 1 describes various level of supplier development programme.
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adapted from: Sanchez- Rodriguez et al., 2005; Krause & Ellram 1997; monckza & Trecha 1988)

2.2.3	SUPPLIER PERFORMANCE RATINGS THEORY
	After suppler have been selected their performance have to be evaluated. Evaluation provides the buyer with objectives information to use in subsequent negotiations and in making future sources selection decisions. 
There are various ways in which a supplier can be evaluated. Some companies design their own evaluation plans. Some adopt the combination of the following four most popular methods.
1. The weighted point plan
2. The categorical method/plan
3. The cost-ratio method/plan
4. Matrix analysis
Note: each a competition supplier is evaluated on quality, price and service. Quality evaluation is simply the suppliers record with respect to meeting required specification and is measured as the percentage of rejections to total material supplied. The quality control function often keeps factual data that can be used directly.
Price evaluation in it simplest form is the figure coated in each instance from conforming materials as compared with the price coated by others. Consistency of success and integrity in price behavior would provide measurement criteria. In short evaluation is based on the delivered total cost to the receiving organization.
Service evaluation includes prompt submission of data, response to enquiries, delivery performance, special services rendered and other intangibles. Apart from delivery performances other criteria for measuring services are quit subjective, but they are never the less valuable.
2.3	EMPIRICAL REVIEW
	The empirical analogy of the research work seeks the opinion of various journals in line with the projects under study.
Temidayo Olawale and Oluseyi A. (2012), published a journal on the purchasing and supply management practices in co-operation Koto Karfi. These research work reveal that practices relating to marketing, financial and customer management are given higher priority than purchasing management activities. It shows that purchasing and supply activities in the co-operation are not strategic but mostly transactional. However, in the view of the rising demand for effective control over spends on goods, services, contract and acquisition processes, Nigeria Water Co-operation origination need to adopt strategic purchasing practice.
Trent (2004) in the Journal titled “Effective organization Design” stress the need to provide foundation upon which firm can pursue progressive supply strategies. If efforts are made to facilitate strategic approaches to purchasing the financial service company in Nigeria can enjoy continuous cost savings, effective services and value for money. 
Msimagira 2002 in his book titled impacts of strategies purchasing on operate organization using polytechnic of New Zealand as a case studies stated that the value of purchasing and supply management has recognized as adding value to the organization and this recognition has often given it place in the bor room. Therefore most organization now develops purchasing and supply strategies that help support and implement overall co-operate strategies.
2.4	GAP IN LITERATURE
	The attention given to purchasing and supply management in Nigeria public sector are vey unique while considering thee journals and review of different theorists in the case study with little consideration to the manufacturing sector as the key area that worthwhile commendation in the area of cost efficiency and effectiveness that enhances operational continuity.
	Also, it suggested on the contents trends that there should be decentralized of work which seek to hindered the effectiveness of the unit. This shows that if the department are not given a due recognition the entire activities can be jeopardized. However, it depends on the nature of the organization and policy making which may consider the need for such activities.
	In conclusion, most of the journal treated as a public activity where little effort were made in the private sector. 


CHAPTER THREE
RESEARCH METHODOLOGY
3.1	INTRODUCTION
	For the purpose of this research works this chapter is concerned with the method of collection of information which is of great importance to the achievement of the goals, and objectives of this dissertation. Also, the sampling processes including the population and sample size that will be used in this study are discussed together with the technique that will be employed in analyzing the data collected. 
3.2	RESEARCH METHOD USED 
The researcher aims to adopt questionnaire, observation and survey model as the method of data collection. This approach has made it possible for the researcher to capture the situation occurring in a particular organization. 
3.3	SOURCES OF DATA 
In the course of conducting this research work, two sources of data were adopted, they are: primary and secondary data. The primary data comprises those data collected from the source directly that is, the first time from the source to solve a specific and current problem. Concisely, primary sources constitute raw data.
Moreover, the secondary parts of this research contains he consulted text books, and journals. This means that, secondary data are original data i.e. previously researchable work. 
3.4	DATA COLLECTION TOOLS 
The researcher made use of various forms of instruments to gather data towards effectives and successful completion of this study, thus, the tools include the questionnaire and observation. Questionnaire is one of the most important tools employed by researcher for the collection of data, it enables the researcher to obtained reliable and detailed information on the subject matter. The questionnaire was designed in such a way that all the necessary information will be obtained with
Observation entails watching a particular events as they occur and thereby recording the result. The researcher in the course of this study watched some of the value analysis and engineering activities as they are being carried out in the company understudy and thereafter recording the result.
3.5	RESEARCH POPULATION AND SAMPLE SIZE 
The research population for this study covers the whole of the manufacturing organization in the field of food making, the sample size is however the Dangote Flour Mill Plc, Lagos and it consist of 58. While the sample size is 50 as it will be determined via a model referred to as Taro Yamane and it is illustrated as follows.
n = 	N       .
        1+N(e)2
Where; 
	n = Sample Size 
	N = Total population 
	e = Level of significance 
Thus, 
n = 	      58        .
	1+58(0.05)2
	n = 50
	The above shows that the sample size was derived from the total population (58) via Taro Yamane model and was given as 50.  	
3.6	SAMPLING PROCEDURE EMPLOYED
In the course of this research, the research divided the population of Dangote Flour Mill Plc, Lagos into similar units, sample were selected from each unit randomly but independently, samples in this way all the member of population has an equal opportunity of being selected into sample size.


3.7	STATISTICAL TECHNIQUES USED IN DATA ANALYSIS 
For better understand of this project work, the researcher employed some statistical techniques to analyse the data collected from the respondents, the researcher used tabulations and percentages to analyze the data collected from the respondents. The tabulations represent a primary means of summarizing vast amount of data. This will makes it possible for the reader to understand quickly and accurately the analysis of data collected.


CHAPTER FOUR
DATA PRESENTATION AND ANALYSIS 
4.0	INTRODUCTION 
This chapter is concerned with data presentation and analysis. The aim of this chapter is to present the results of findings collected from the Dangote Flour Mill Nigeria Plc, Ilorin. Data were collected with the help of questionnaire. 
Having explained and examined the methodology adopted in conducting this study in previous chapter, it is necessary to present the analyzed data collected.  
However, the presentation and analysis of data are shown in the administration of questionnaire. Precisely, fifty (50) copies of questionnaire were distributed to respondent to complete out this number, only fifty (50) copies were duly completed and returned to the researcher. 
4.1	DATA PRESENTATION AND ANALYSIS 
Question 1: Please kindly indicate your gender 
	Options
	No of respondents
	Percentage of respondents (%)

	Male
	32
	64

	Female
	18
	36

	Total
	50
	100


Source: Researcher’s survey 2025
From the table above, thirty two (32) of the respondents were male representing 64% of the total number of respondents, while the remaining respondents were female representing 18 (36%). It can be deduced from the table above that male respondents were more than female respondents. 
Question 2: What is your education background? 
	Options
	No of respondents
	Percentage of respondents (%)

	O’ level
	10
	20

	OND/NCE
	30
	60

	HND/BSc
	10
	20

	Total
	50
	100


Source: Researcher’s survey 2025
The table above, show that respondents representing 10 (20%) of the total number of respondents were holders of either National Diploma (ND) or NCE certificate, while 30 representing 60% of the total respondents were holders of either HND or BSc certificate, none of the respondents were holder of O’ level certificate and none of the respondents were holders of other qualifications. The significance of this result was that respondents with higher qualifications and thus better knowledge and experience were used for the study. This will enhance the reliability of the result and findings obtained from the study. 
Question 3: Please kindly indicate your marital status 
	Options
	No of respondents
	Percentage of respondents (%)

	Single 
	4
	8

	Married 
	46
	92

	Total
	50
	100


Source: Researcher’s survey 2025
The table above shows that workers who are married constitutes the largest group 46 (92%) of the total number of respondents, while the unmarried staffs represent 4 (8%) of the total number of the respondents. 
Question 4: Please kindly indicate your age
	Options
	No of respondents
	Percentage of respondents (%)

	18-30 years 
	21
	42

	31-40 years 
	27
	54

	41-50 years 
	2
	4

	Total
	50
	100


Source: Researcher’s survey 2025
From the table above, we can deduce that 27 (54%) of the respondents has the highest population belongs to 31-40 years, 2 (4%) respondents have the lowest population while 21 (42%) respondents, were between 18-30 years. 
It can be deduced that respondents were 31-40 years of age.
Question 5: What is your work status?
	Options
	No of respondents
	Percentage of respondents (%)

	Management 
	30
	60

	Senior staff 
	15
	30

	Junior staff 
	5
	10

	Total
	50
	100


Source: Researcher’s survey 2025
The analysis of the table above shows that 30 (60%) of the total number of the respondents were management staffs. 15 (30%) of the respondents were senior staffs. Also 5 (10%) of the respondents were junior staffs workers. 
It can be deduced that there were more management staff than other categories of staff. 
Table 4.7
Reliability Statistics
	Crobanch’s Alpha 
	N of items 

	.710
	11


Table above shows the reliability test at .710 this according to priori expectation of 0.7 norm of Cronbach Alpha. 
Question 6: what is your year of working experience in the company?
Table 6 
	Options
	No of respondents
	Percentage of respondents (%)

	Below 10 years
	5
	10

	Between 10-20 years 
	25
	50

	20-30 years 
	20
	40

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 5 (10%) respondents have working experience below 10 years, 25 (50%) have working experience between 10-20 years, while 20 (40%) of the respondents having working experience between 20-30 years. 
Question 7: Does your organization have work enough purchasing staff?
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	25
	50

	No 
	25
	50

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above indicate that 25 respondents (50%) agree that the organization have enough purchasing staff while the remaining, 25 (50%) disagreed. This creates a doubtful assertion on the subject matter. 
Question 8: What is the scope of operations of purchasing and supply department? 
	Options
	No of respondents
	Percentage of respondents (%)

	Purchasing of operational items and services 
	30
	60

	In charge of procurement of raw materials 
	15
	30

	Purchase of organization needs 
	5
	10

	Total
	50
	100


Source: Researcher’s survey 2025
	From the table above, 30 (60%) of the total number of respondents indicated the purchasing of operations materials, 15 (30%) respondents indicated the procurement of operational materials while the remaining 5 (10%) respondents indicates the procurement of organizational needs. 
	It can be deduced that there were more procurement of operations items and services. 
Question 8: Who is responsible for negotiation and purchasing functions? 
	Options
	No of respondents
	Percentage of respondents (%)

	Material & logistics manager 
	30
	60

	Admin department 
	15
	30

	Production management 
	5
	10

	Total
	50
	100


Source: Researcher’s survey 2025
	 From the table above, 30 (60%) of the total number of respondents indicated the material and logistic manager initiate purchase of materials, 15 (30%) respondents agreed that admin department was responsible, remaining 5 (10%) were of view that production department initiates the procurement of materials. 


Question 9: Does purchasing function set in motion the entire procurement process in the organization?  
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	30
	60

	No 
	10
	20

	Undecided 
	10
	20

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above indicated that 30 (60%) respondents agree that purchasing function set in a motion the entire procurement process in organization, 10 (20%) respondents said no while the remaining 10 (20%) were undecided.  
Question 10: Do market capability analysis is carried out to determine where to procure or not?
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	30
	60

	No
	10
	20

	Undecided 
	10
	20

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above indicated that 30 (60%) respondents agreed that market capability analysis is carried to determine where to procure in the organization, 10 (20%) respondents said no while the remaining 10 (20%) were undecided. 
Question 11: Does budget approval is obtained for the required items before purchase in the organization? 
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	45
	90

	No
	5
	10

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 45 (90%) respondents agreed that budget approval is obtained for the required items before purchasing function in organization while just only 5 respondents (10%) disagreed. 
Question 12: Do delivery schedules that fit in the organization requirements are drawn with the suppliers?
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	40
	80

	No
	10
	20

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 40 (80%) respondents agreed that delivery schedules fit in the organization requirement is drawn to suppliers while 10 respondents (20%) disagree. 
Question 13: Do the organization periodically review the existing purchasing function policies? 
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	43
	86

	No
	7
	14

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 43 (86%) respondents agreed that the organization periodically review the existing purchasing function policies while 7 respondents (140%) said no. 



Question 14: What are factors to be considered before awarding contract to supplier?
	Options
	No of respondents
	Percentage of respondents (%)

	Quality 
	10
	20

	Quantity 
	10
	20

	Service 
	5
	10

	Price 
	5
	10

	Delivery 
	5
	10

	All of the above 
	15
	30

	Total
	50
	100


Source: Researcher’s survey 2025
	From the above 10 (20%) respondents stated quality, 10 (20%) choose quantity, 5 (10%) respondents supported services, 5 (10%) respondents indicated price, 5 (10%) support delivery, while 15 (30%) respondents indicated all of the above. 
	Therefore, it can be deduced that institution considered quality before awarding a contract a supplier. 
Question 15: Who is in charge of suppliers and purchasing function in your company?
	Options
	No of respondents
	Percentage of respondents (%)

	Junior staff `
	10
	20

	Senior staff 
	40
	80

	Total
	50
	100


Source: Researcher’s survey 2025
	From the table above, 40 (80%) respondents agreed that senior staff were in charge of supplier and purchasing function, while 10 (20%) respondents indicated that the junior staffs were in charge. 
	It can be deduced that the senior staffs are usually in charge of supply materials to the institution. 
Question 16: Does purchasing management practice have impact in cost saving of manufacturing organization? 
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	48
	96

	No
	02
	04

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 48 (96%) respondents agreed that purchasing management practice have impact in cost saving of manufacturing organization, while the remaining represent 2 (4%) disagreed with the statement. 
Question 17: What purchasing methods do you adopt in procuring materials in Dangote Flour Mill Plc?
	Options
	No of respondents
	Percentage of respondents (%)

	Online bidding  
	30
	60

	Blanket order 
	15
	30

	Cash purpose 
	5
	10

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 30 (60%) of the total number of respondents choose competitive bidding, 15 (30%) of the respondents indicate blankets order, while the remaining 5 (10%) choose cash purchased. 



Question 18: Do purchasing function have effect of costs reduction on organizational efficiency?
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	48
	96

	No
	02
	04

	Total
	50
	100


Source: Researcher’s survey 2025
	Table 18 indicates that 48 respondents (96%) agree that purchasing function have effect on costs reduction on organization efficiency while 2 respondents (4%) said no. 
Question 19: Does effective materials procurement affect maintenance efficiency in Manufacturing Company like Dangote Flour Mill Ilorin?  
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	44
	88

	No
	06
	12

	Total
	50
	100


Source: Researcher’s survey 2025
	The table above shows that 44 (88%) agreed that indeed materials management affect sales improvement of organization while 6 respondents which represents 12% said no. 
Question 20: Does purchasing function contribute to profitability of the Dangote Flour Mill Industry?  
	Options
	No of respondents
	Percentage of respondents (%)

	Yes 
	50
	100

	No
	00
	00

	Total
	50
	100


Source: Researcher’s survey 2025
	From the above table, it could be deduced that all the respondents, 50 (100%) agree that indeed purchasing function contribute to profitability of the company. 
4.2	TEST OF HYPOTHESIS 
	The portion of the research work was meant to test the validity of the earlier hypothesis formulated so that decision can be taken as to whether to accept or reject according to the hypothesis that was formulated in chapter one. 
Null hypothesis (Ho): Purchasing management practice does not have impact in cost saving in a manufacturing organization.
Alternative hypothesis (Hi): Purchasing management practice have impact in cost saving in a manufacturing organization.
	From the data collected through the question 16 of the questionnaire 48 (96%) respondents agreed that purchasing management practice have a great impact in cost saving in manufacturing organizations greater than those respondents that disagreed. 
	Null hypothesis (Ho) was rejected while alternative hypothesis (Hi) was accepted.  
	It shows that public procurement is very relevant to the attainment of the organization objectives.
	Testing of the hypothesis formulated for this study will be done by using the chi-square method. Using the chi-square (X2) analysis thus: 
(y2) = Ʃ (o-e)2/e
Question 16: Does purchasing management practice have impact in cost saving in a manufacturing organization.   
Using the chi-square (x2) analysis thus:\
(y2) = Ʃ (o-e)2/e
Where:
Ʃ = summation
O = observation frequency 
E = expected frequency 
Table 4.2.1: from the mathematics analysis for further explanation of the hypothesis 
	Options 
	O
	E
	O-E
	(O-E)2
	(O-E)x2

	Agree
	48
	10
	38
	144
	144.4

	Disagree 
	2
	10
	-8
	64
	6.4

	Total 
	50
	
	
	
	150.8


Source: compiled by the researcher, 2025
e 	no of columns – 1 = 5 -1 = 4
Degree of freedom = Df2
Critical value (x2) 4 d.f 0.05 – 150.8 > x2 (9.488)
Decision Rule: Since the test statistics X2 (150.8) is > 9.488 from the distribution table, the Ho (Null hypothesis) which states that purchasing management practice does not have impact in cost saving in a manufacturing organization. While the Hi (Alternative Hypothesis) which state that purchasing management practice have impact in cost saving in a manufacturing organization. 


CHAPTER FIVE 
SUMMARY OF FINDINGS, CONCLUSION AND RECOMMENDATIONS 
5.1	SUMMARY OF FINDINGS 
	At the end of the data analysis and presentation, it was discovered in the findings that the impact of purchasing management practice in manufacturing company cannot be overemphasized when one realize the role it plays in ensuring the cost saving. 
	It was also discovered that the company undergoes proper monitoring and supervising of production process in order to arrive a creative deduced result. 
	Other findings includes that the case study encounter certain challenges in the course of establishing an effective quality control system. 
	And also that there were qualified and adequate number of staff in quality control department. 
5.2	CONCLUSION 
	Although different research proposed different findings on the issue of purchasing practice in a manufacturing industry, yet, one cannot actually establish the particular factor that will determine centralization of purchasing unit, where it was assumed to be administrative function (Msimagira, 2003). One of the major determinants of organizational profitability due to efficiency cost minimization. Thus, it prioritized the needs of individual and organization as a whole to ensure of provision of materials as at when due. 
	Furthermore, the research indicates the important of sourcing for better performance cannot be over-emphasized due to the fact that it ensure of continuous provision of the right materials that guarantee operational continuity. This is because supplier developments in any organization helps in meeting up with likely contingency that can hindered the performance in the long run. 
	Conclusively, from the foregoing research, it was noted that the specification of materials enables the supplier to know what to supply and for the buyer to know what to buy therefore enhance cost efficiency. More than 70% of the studied population asserted that specification of material correlate with organizational performance. As such, material specifications in an organization enhance operational efficiency and improve quality standard.   
5.3	RECOMMENDATIONS 
	From the foregoing research after data have been collected and analyzed, the following recommendations can be deduced;
· First, management should organize a close and periodic check and examine the needs of purchasing in order to discover what actually enhance cost improvement. This is important because, cost minimization of a firm leads to profit maximization. 
· The management should also device means of improving/deepening the interrelationship with other departments. This will improve purchasing contribution towards organizational efficiency. 
· The management should also create an effective vertical communication network of supplier to guarantee steady flow of materials. 
· The management should ensure of effective matrials specification in purchasing unit to provide communication to either internal or external supplier. 
· Lastly, the management should improve on welfare of purchasing officer in order to guarantee strategic procurement. 
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QUESTIONNAIRE
1. Kindly indicate your gender? Male  (   )	Female (  )
2. What is your education background? O’level (  ) OND/NCE (  ) HND/Bsc (   ) MBA/MSC (  )
3. Kindly indicate your marital status? Single (  )  Married (   )
4. Kindly indicate your age? 18-30 years (  ) 31-40 (  ) 41-50 years (  )
5. Kindly indicate your work status? Management (   )   Senior Staff (  )  Junior Staff (   )
6. What is your year of working experience in the company? Below 10 years  (  )  between 10-20 years (  ) 20-30 years (   )
7. Does your organization have enough purchasing staff? Yes (  ) No ( )
8. What is the scope of operations of purchasing and supply department?
9. Purchasing of operational items and services (  ) in charge of procurement of raw materials (  ) purchase of organization needs (  )
10. Who id responsible for negotiation and purchasing functions? Material & Logistics Manager (  ) Admin Department (  ) Production Management (  ).
11. Does purchasing function set in motion the entire procurement process in the organization? Yes (  ) No (  )
12. Do market capability analysis is carried out to determine where to procure or not? Yes (  ) No (  )
13. Does budget approval is obtained for the required items before purchase in the organization? Yes (  ) No (  )
14. Do delivery schedule that fit in the organization requirement are drawn with the suppliers? Yes (  ) No (  ).
15. Does the organization periodically review the existing purchasing function policies? Yes (  ) No (  ) 
16. What are factors to be considered before awarding contract ton supplier? Quality ( )  Quantity (  ) Service (  ) Price (  ) Delivery (  ) All of the above (  ).
17. Who is in charge of supplies and purchasing function in your company? Junior staff (  ) Senior Staff (  ) 
18. Does purchasing management practice have impact in cost saving of manufacturing organization? Yes (  ) No (  )
19. What purchasing methods do you adopt in procuring materials in Dangote Flour Mill Plc? Online bidding (  ) Blanket Order (  ) Cash  purpose (  )
20. Do purchasing function have effect of costs reduction in organizational  efficiency? Yes (  ) No (  ) 
21. Does effective materials procurement affect maintenance efficiency in manufacturing company like Dangote flour Mill, Ilorin? Yes (  ) No (  )
22. Does purchasing function contribute to profitability of the Dangote Flour Mill Industry? Yes (  ) No (  )  
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