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ABSTRACT
This research critically analyzes negotiation as a vital tool for effective buying in manufacturing companies, with a specific focus on Bulletine Construction Company, Ilorin, Kwara State. The study explores how strategic negotiation practices influence procurement efficiency, cost management, and supplier relationships within the manufacturing sector. It highlights the importance of negotiation skills in achieving favorable purchase terms, ensuring timely delivery of quality materials, and enhancing overall organizational productivity. A combination of qualitative and quantitative research methods was employed, including interviews with procurement officers and analysis of procurement records within the company. Findings reveal that effective negotiation significantly contributes to cost savings, improved supplier performance, and streamlined procurement processes. However, challenges such as lack of professional training and poor communication were identified as barriers to optimal negotiation outcomes. The study recommends regular training for procurement personnel, adoption of modern negotiation techniques, and a structured procurement policy to improve buying efficiency. This research underscores the strategic role of negotiation in achieving competitive advantage and operational success in manufacturing firms.
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CHAPTER ONE
INTRODUCTION
By no means can all purchases and suppliers matter be dealt with by correspondence and telephone. It is therefore a necessity that face to face counters sometimes take place to resolve problems and differences which ID be overcome by negotiation.
This research work looks at negotiation as an important tool in ensuring effective buying in a construction company.
It is important to recognize that the primary task of purchasing manager in fulfillment his role of maintaining suppliers is through effective negotiation. 
THE Purchase manger should be a specialist in satisfying the needs of the company by seeking suitable sources of supply and negotiating to secure the best terms and service possible negotiation is necessary whenever it is require reconcile two or' more different opinion in order that action "may be initiated continued  in mutual  agreed condition.
It is very important that all buying and selling transaction leave both parties satisfied and hence negotiation is not forcing and unwilling acceptance.
Though negotiation is complex and costly, but it is use for primarily for naira value purchase. For high Naira value purchases, where five criteria which dictate competitive bidding prevail. Though competitive bidding is only used to narrow down the number of supplier which implies dealing with a few successful bidder.

1.2      STATEMENT OF THE PROBLEM
Negotiation with suppliers is one of the most important functions of purchasing department. The success or failure of an organization depends largely on the effectiveness and efficiencies of the buyers to negotiate with suppliers on terms and conditions of the contract such as price, quality, delivery services etc. However investigations have shown that the purchasing departments of the company are not given free hand to operate in the procurement of materials for the organization. Though the role of buyer in any organization is to contribute immensely to the profitability and realization of objectives of the organization. But during the economic recess the market becomes unsuitable a fluctuation in prices. A very good example is what is happening currently in Nigeria with reference to deregulation of Naira as a result of which purchasing power of Naira was drastically reduced.
The activities of buyer in this situation become need with 
i)  What Procurement procedure could be applicable for this situation? And this could include any of the following
a) Speculative purchase
b) Hand to mouth purchase
c) Spot purchase
d)  Time budgeting of purchase

ii) How to obtain the right quality and quantity of goods at the right times?
iii) How can (he right or fair price could he achieved? 
iv)  How could the right materials or goods he gotten from this right source or location?

1.3	OBJECTIVE OF THE STUDY
The main objective of this study is to critically analyze negotiation as a vital tool for effective buying in a construction company, using Bulletin Construction Company, Ilorin, Kwara State as a case study.
The specific objectives are to:
1. Examine the role of negotiation in the procurement process within Bulletin Construction Company.
2. Identify the negotiation strategies employed by the company during purchasing activities.
3. Evaluate the impact of negotiation on cost reduction, supplier relationships, and timely delivery of construction materials.
4. Investigate the challenges faced during negotiation in the procurement process.
5. Recommend strategies to improve negotiation practices for more effective procurement outcomes in the construction sector.
1.4	RESEARCH QUESTIONS
1. What role does negotiation play in the procurement process of Bulletin Construction Company?
2. What negotiation strategies are used by the company in its buying activities?
3. How does negotiation influence cost efficiency, supplier relations, and timely delivery in the company?
4. What are the major challenges encountered during negotiation in the procurement process?
5. What measures can be adopted to enhance negotiation practices for effective buying in construction firms?
.
1.5      RESEARCH   HYPOTHESIS
Hypothesis is a tentative guess postulated for the purpose of assisting the researcher in directing his thinking towards the solution to the research problem.
In carrying out the research, the researcher will use both null (Ho) and alternative (HI) hypothesis to find out whether negotiation is a vital tool to effective buying.
Ho, proper negotiation does not necessarily lead to effective buying in a construction company.
HI, proper negotiation is inevitable to effective buying.

1.6 SIGNIFICANCE OF THE STUDY 
	This study is significant for several reasons, especially considering the pivotal role negotiation plays in procurement processes within the construction industry. The findings from this research will contribute to both theoretical knowledge and practical application in the following ways:
1. To Construction Companies: The study will provide valuable insights into how effective negotiation strategies can enhance procurement outcomes, reduce costs, improve supplier relationships, and ensure timely delivery of materials—all of which are critical to the success of construction projects.
2. To Procurement and Supply Chain Professionals: The research will serve as a practical guide for procurement officers and supply chain managers by highlighting best practices in negotiation and identifying common pitfalls that can be avoided.
3. To Bulletin Construction Company: As the focus of the case study, Bulletin Construction Company will benefit directly from the analysis and recommendations, which can lead to more efficient procurement processes, better resource management, and improved project execution.
4. To Policy Makers and Industry Stakeholders: The study may inform policy decisions and industry standards related to procurement practices and negotiation frameworks within the construction sector in Nigeria.
5. To Academic Research: The research will contribute to the existing body of literature on negotiation and procurement, particularly within the Nigerian construction context. It will also serve as a reference for future researchers and students interested in procurement, negotiation, and construction management.
6. To the General Public and Clients: By improving procurement efficiency in construction companies, the study indirectly benefits clients and the general public through more timely and cost-effective project delivery

1.7  SCOPE AND LIMITATION  OF THE STUDY
    The research work will cover a broad area in purchasing operation and procurement procedure in organization.
It entails the following specific area which the research would like to emphasize upon in the course of writing the project. These include contract negotiation supplier relationship and others, buyer’s role in negotiation, objective of negotiation, creating conducive environment during the course of negotiation. In consolidation with the above areas the research or will give various definition of terminology used in the course of the project work.
The researcher encountered numerous problems during the course of carrying out this research work; some of the problems include the following. The uncooperative attitude of personnel of the commercial department of the organization who felt reluctant in the first instance in providing necessary and required information to the researcher not until a letter of identification was produced.
Among other limitation and constraint, to this research work includes financial .constraint, limited text book and journal related to the topic and time available for the research work which hard compelled the researcher to combine academic programme and at the same time carry out the research
1.9       DEFINITION OF TERMS
1) Purchase   order:   -   This   is   the   document   used   by   purchasing department to request for the supply of certain items from the vendor
or supplier.
2) Competitive bidding: - This is used for standard items in which the quotation will requested from the vendor.
3) Negotiator: - Is a person authoritatively appointed to represent a company for negotiation he must be skilful and have a broad business experience.
4) Negotiation: - Is a process of planning reviewing and analyzing used by   a   buyer   and   a   seller   to   reach   acceptable   agreement   or compromise. These agreement and compromise include all aspect of the business transaction not just price.
5) Vendor:   -   An   outside   supplier   of  raw   material   who   suppliers equipment or services needed in operation of an organization
6) Purchasing: - U is a continuous managing process that is responsible for the anticipation, identification and the provision of goods and
services that are required by an organization with the objective of helping it to increase its profitability.
7) Specification: - This is the document which describes in details the requirements to which the supplier or services must conform.
8) Spot purchase: - Is the purchase that is made on 
	 Impulse.
9) Hand to mouth purchase: - The buying of the exact quantity of materials needed only with out stocking.
1.8     HISTORICAL BACKGROUND
Bulleting Construction Company limited is a duly registered company. In corporate in Nigeria in 2019, the company which is owned by both indigenous and foreign partners has operated responsibility with the lanes of Nigeria.
The company's head office is in Ilorin the Kwara State Capital with branch offices all over the Federation from Kogi State to Deltal State, from River State to Bauchi state and making further rapid cursion into other state of the Federation.
As a responsible specialized corporate entity with a group of highly responsible indigenous and foreign technical crew, the company has had the honour of handling numerous construction Works both within and outside the state. The company future is very promising as this can readily be assessed through its many tangible and intangible assets.
Despite the present economic downturn in the country which has forced many organizations out of the business the company still forging a head with work force about (679) six hundred and seventy nine workers, of this number (674) six hundred and seventy four are Nigerians.
However, the staffs of the company are well pay and motivated hence the company has contributed into small measure to social economic development 'Nigeria.
This analysis has become imperative to show the Nigerian government that Bulletine Construction Company is a well established responsible corporate body operating with in the frame work of the Nigeria law.

CHAPTER TWO
2.1       INTRODUCTION 
According to Peter Rally and David Farmar,2012 negotiation forms a substantial part of the purchasing job. Like salesman, buyer need to be proficient in such skill as asking good question listening, interpret ting, trends in the negotiation, pre-planning a negotiation and ensuring that what is agreed is implemented.
They need to be able to analyze and interpret information and to be aware of the danger of making unwanted assumption, since negotiation is an interpersonal process the purchaser needs to develop interactive skills
Negotiation process can be considered as a three phase process as shown below.

Pre-negotiation The meeting post negotiation Phase and  phase
The first of the three phases is the preparatory stage. When the information is analyzed, the objectives are set and strategically developed. The meeting phase is concerned with the process of discussion, further information collection and analysis and with the reaching of agreement between the parties
Final involves the implementation of agreement within and between the organizations represented in the previous phase.
According to Larma Lee Jr. Donald W. Bobler, a buyer plays one of the two distinct roles in negotiation. In the first role he or she is a company's sole negotiator. In the second role the buyer heads a teams of specialist who *    collectively negotiate for their company.
The buyers invariably act alone for recurring purchases of standard items, regardless to their naira or dollar amounts.
Typically, for this type of purchase a new negotiation conference is held in the buyer's office with the supplier's sale manager (the seller's negotiate). These two persons in turn negotiate all the important terms and condition of contract.
A buyer's (sole negotiations arc not limited to periodic negotiation session) Rather, such negotiations continue on a daily basis with both current supplier and visiting vendors who wish to be supplies. For example, a supplier calls on the telephone and informs the buyer that prices are to be increased by 20 percent within sixty days. The buyer will like to know reason for the increment of the price he will think that there is drop in production and that a price rise as high as twenty percent will encourage "make decision" in lieu of buy the sellers product.
The buyer explains that his company is financially broke at this time to must in the required machine.
Further, he conjectures that if the salesman's company were agree to purchase the machine, then the buyer with out doubt could get his company to consider the rejected long-term contract the seller proposed last year. Informal, unplanned negotiations are being conducted.
A sales woman calls, and the buyer says I have been thinking about your contract with us, under the contract our purchase now amount to roughly fifteen thousand (#l5, 000) per year. But your company also manufactures a number of fitting that we use. From your company with the purchase value, what benefits would your company grant us? Another informal negotiation is occur.
Lamar Lee Jr. and Donald W. Dobler (2019) the proceeding year a buyer purchased N200, 000 worth of liquid oxygen in different cylinder from a single supplier. Because of it high Naira value the buyer began to analysis oxygen usage requirement thoroughly in doing so he discovered an interesting fact. By installing buck storage think at the buyer's plant (at a cost of N 10,000) and having his store personnel deliver the required liquid oxygen to the shops N40,000 per year could be saved when the suppliers salesman called he was informed of the buyer's study and was given the buyer's worksheets for his review and study. Negotiations were under way, and the price of liquid oxygen would be reduced.
These examples are just a few typical illustration of how buyers negotiate continually on motivation to recede mutual cost and improve services, establish limit that exist.
On the other way round, buyer may act as a leader of a team for high value, contract such as these developed for the purchase of high technological products, capital equipment, and research and development work. The buyer's role therefore, shifts from that of negotiator to that of the leader of a negotiating team. The team is constituted in Constance with the complexity and importance of the purchase to be made. It traditionally consist of a combination of specialist from fields such as design, engineering, cost analyst and estimating, finance, price analysts production, traffic purchasing and lane.
In the team approach to negotiation the purchasing manager traditionally serves as the leader of the team (called negotiation). In this capacity, he or she function as the coordinator of the heterogeneous group of different specialists, who can he expected to view similar matter differently as head of team, negotiator must weld it into an integrated whole. By careful planning, he must drawn on the specialized knowledge of each team member and combine this specialized with his own. Thus he develops a sound unified approach to uncovered, analyzed and resolved (prove a company wide point of view) all the problems applicable to the contract being negotiated. 


Objective of negotiation
a) To obtain a fair and reasonable price for the quality specified.
b) To get the supplier to perform the contract on time.
c) To exert some control over the manner in which the contract is performed.
d) To persuade the supplier to give maximum co-operation to the buyer's company
e) To   develop   a   sound   and   continuing   relationship with competent suppliers.
Furthermore, for the buyer to obtain preferential treatment and obtain the best possible agreement for his organization during negotiation it will be necessary for him to sell the benefit of an agreement to a potential supplier and to extent it will be necessary as in any marketing exercise to clearly identify the benefit to be gain by the suppliers organization from entering the agreement and to make them clearly known to him.
When negotiating with suppliers, buyer should always bear in mind that list prices usually represent what the supplier would ideally like to obtain, but in reality will frequently settle for less, and it is up to the buyer to use his negotiating skills to obtain discounts on those price listed rather than possibly accepting them.
In (he contribution of F.O Giwa Asaju in his text book, principle and practice of purchasing he submitted rightly that learning curve provides a basis for the introduction manufacturing progress as a factor in price negotiation. As can be learning curve is a mathematical device that can be used for predicting manufacturing progress. Hence, analyses in various sophistical industries have shown a reduction indirect labour hours as a greater number of units are produced. These studies reduce to mathematical statement define this relationship called the learning curve. Learning curve are sometimes called improvement curve. The concept is based on the premise that a learning factor is injected into repetitive production of a new and that a worker gains in speed and efficiency as he acquire experience in (he operation with this technique of evaluation both buyer and seller derive advantage such as
i)        To supplier
ii)       Better scheduling
iii)      High quality
iv)      More efficient overall management
v)       To buyer
Develop, information needed in make or buy decisions give data necessary to make or buy decisions give data necessary to make progress payment in purchase contract, suppliers buyer with knowledge of delivery to time. Act as a bargaining tool in negotiations with suppliers, assist buyer in establishing estimated cost to be used in future products.
Percentages are often used to refer to learning curve such as 90% learning rate; 85% or 80% what is referred to as the determination that when labour cost decline 10% on a particular item each time production is doubled. The learning curve rate is 90%. The rate is always expressed as a percentage calculated on a basis of units produced. The learning curve can be produced graphically as shown below:
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As shown above, one of the instruments to be considered for effective negotiation is through the use of learning curve to determine the relationship of labour hour to the number of units produced.
Weakness of bid system (Tender) can be shown as below:
 (a)       Unless the bid contains a right specification the winning bidder will provide a project that meets specification but docs not always provide.
The performance that buyer expects
(b)	The winning bidder often is the one who cuts quality to cut his price. The quality produce cannot afford to be competitive and is driven out of the market.
(c) In industries like aircraft and ship building which depends heavily on government orders, the bidder also is good enough to get all or   most of the governments business may drive
competitors out of the field. He is the in the position to raise price at will.
(d) Many economists hold that when an industry is dominated by two or three producers, the result can be a monopolistic practice structure even with out collision products behave in a rational manner on price and follow the leader pattern develops. 
Those factors that are in favour of negotiation are:
a) By negotiation, the buyer takes the necessary initiative to optimize his position in any given purchase with out negotiation he is merely
accepting the best offer given to him.
b) Vigorous price competition is an essential ingredient of the enterprises system. To retrain from seeking cost advantages through negotiation is to assume that the item 'price' is priced right that is the best for all concerned.
c) Much of the criticism of negotiation is directed at the method used. But within the limits of law and the ethics of good business, the buyer is obligated by his position to aggressively so after the best price that will mean the least cost under the favorable condition available to his firm d) Unspoken criticism of negotiation is more likely to be level by suppliers who would like to find refuge for price protection where they would not be touch by the result of sound aggressive and ethical negotiation. They want to protect their weakness of limited sales ability. If a question was asked as to when is negotiation used? The following answer can be provided.
(i) Where the purchase involves a requirement of unique or complicated nature which has not been purchased before, and on which there is little cost information. A conveyor line for construction company (Bulletine) would be a good example. Detail of construction, performance and cost of such project would require technical discussions before a purchase is actually made.
(ii) Where prices of items are fixed either by custom, "trade" law or actual collision among suppliers, if there are many contractors in the field, good negotiation tactics are generally success full in winning concession from one construction that is anxious to get project.
(iii) Where there are few contractors or only one in the field, but the project in question can be made in the buyer's own plant or brought from abroad, or substitute for it is readily available.
(iv) Where a number of suppliers have bid an item but none of the quotations are completely satisfactory. Buyers could notify suppliers in advance that bids may be subjected to negotiation,
(v)   When an existing contract is being change and the amount of money involved is substantial enough to warrant discussion, major price changes on high volume. Item, for example are subjected to negotiation.
Negotiation may have a past and micro certainly a future in addition to a present. The past is important in negotiation for at least two reasons. Firstly, past experience governs expectations of the most likely reaction by the other side on a particular issue which determines whether the bargaining situation is perceived as perceived as predominately interactive or distributive.
In integrative or co-operative negotiation, both parties recognize the need to resolve one or more issues and the approach is one problem solving. Thus in industrial relations we have attempt to satisfy the approach advocated by Taylor (1) in which both sides take their eye off the division of the surplus (profit) as the important matter and together concentrate on increasing the size of the surplus. In procurement, a small sub-contractor's request for price increase might be met by providing facilities to use his purchasing power to buy materials cheaper so that the profit margin are increased at no cost the purchases.
Alkinson G, The effective negotiator. Negotiating system publication 2013. Here as Follet says a solution is found in which both desire have found a place and neither side has had to sacrifice anything.
The second way in which the past influences negotiation is that previous encounter usually produce precedents, conventions, custom and practice and case law which become identified with a particular relationship and influence the behaviour of the negotiating parties.
Where there is no previous history of negotiation and therefore no existing relationship as may apply in a 'new-buy' situation, the past will have no direct influence when, however, the present negotiation becomes past, it will obviously influence the expectation of both parties in future negotiations. The aim of both industrial relations are purchasing negotiation should therefore be to promote trust, confidence and reliability that will create a climate for future co-operation rather than conflict.
According to Lamar Lee, in his book purchasing and materials management he said negotiation begins with the origin of a firm’s requirement for specific materials or service. The ultimate in purchasing value is possible only if design, production, procurement and sales are able to reconcile their differing views with respect to materials specifications buyers must always think in terms of total cost and total value, not in terms of price alone. Actually two-party negotiation begins with the buyer's request for proposal from potential suppliers. It develops as the negotiator, carefully evaluates these proposals and prepares for discussion of the important issue that may arise in the impeding negotiation conference. The negotiation process ends with the resolution of all issues that actually do arise during negotiation conference.
A negotiator's most important single responsibility in preparing for negotiations is to appraise his own strengths and weakness accurately in relation to the, sellers strength and weakness. The ability with which the negotiator executes these responsibilities in large measure influences the actual outcome of the negotiation.
In the book of Lamar Lee, and Donald W. Dobler, purchasing and materials management emphasize on the techniques of negotiation. They make it understood that negotiation techniques (tactics) are the negotiator's working tools. The negotiator uses them to achieve his or her strategic goals. In the hand of a skillful negotiator, these tools are very powerful weapons. In the hand of novice, they can be dangerous body traps competent negotiators, therefore spend a great deal of time studying and perfecting the use of there technique.
According to Lyson, he defined negotiation as any form of verbal communication in which the participants seek to exploit the relative strengths of their bargaining positions to achieve explicit or implicit objectives within the overall purpose of seeking to resolve the identified areas of disagreements.
He went further that negotiation is sometimes regarded as synonymous with bargaining. A bargaining is define by the concise oxford Dictionary as 'haggling over terms of give and take. Bargaining is a process of incremental conveyance in which the parties gradually move towards each other from initial positions at opposite ends of the continuum. While bargaining is always part of negotiation it is a more restricted term since negotiation include debating aspects such as posturing, persuasive appeals and coercive behaviour e.g. warnings, threats, ultimatums. From Lyson, purchasing, M&E hand book. Business and management 2nd Edition.
According to A.K. Data, Integrated materials management. A functional approach practice, hall of India private limited. New Delhi 11001   2016, Negotiation was defined as an art and a very skilled art at that like navigator; it can be learnt only through practice and experience. Once prices are in, negotiation starts. He said that there are three kinds of negotiation which are as follows:
(i) Establishing a contract price 
(ii) Changing prices to meet costs and profits 
(iii)  Setting problems not covered in the original contract. 
There are many types of purchase contract which breakdown into three categories.
(a) Fixed price contracts: - This is the most common type and can be applied to many situations with variations.
(b) Cost plus contract: - Since there is no definite limit to cost, it is difficult to control. As such, it is not a very desirable type of contract.
(c) Blanket Order: - Under this type the buyer places one order for one item per year. It is a time saver. It releases the buyer
from routine work, giving him more time for other responsibilities.


CHAPTER THREE

3.0	RESEARCH METHODOLOGY
This chapter deals with methods used in the collection of data. For this research work, Research methodology is to a large extent, the process of obtaining and correctly interpreting the information required to reach a decision in regard to what should be done about a condition that is considered unsatisfactory.
3.1	RESEARCH METHOD USED
Selecting the approve method of investigation into a problem is a key consideration for research for this simple reason; this project is based on exploratory research and descriptive research.
Exploratory research includes analysis of selected case, historical method, survey method and observational
Descriptive research on the other hand consist of a set of gathered data or information analyses, summarized and interpreted along certain lines of thought for the pursuit of specific purpose op study.
3.2	INSTRUMENT USE FOR DATA COLLECTION
The research use both primary and secondary sources of data. The instruments for collection of primary data are:
 i.     Personal interview and
ii.     Questionnaires
A documentary (going through files) source is the secondary source of data collection which the research also uses.
PERSONAL INTERVIEW
This method of data collection involved face to face contact between the research or and the respondent.
Both structure and in structure types were employed structure interview consist of planned question which were in sequentially asked by the interviewer/researcher.
Unstructured interviews in the process of the interview.
QUESTIONNAIRE
The researcher used a close or structure questionnaire consisting of prepared list of specific question with a choice of possible answers. This structure questionnaire was quite easy to fill, the question are simple, clear and straight forward without difficulties. Also the intellectual and academic maturities of the respondent were also put into consideration.
DOCUMENTARY SOURCE
The research had the opportunity to make use of relevant magazines, journals and also went through some documents of the company under study. These include local purchase order, store requisition form e.t.c
3.2     RESEARCH POPULATION AND SAMPLE SIZE
The research base the population of this research work on all the construction companies in Nigeria while the sample size is base on purchasing department of bulleting Construction Company limited Ilorin.
This is not unconnected with the fact that other department of the organization claimed to ignorant of the procedure of the organization and some of them even emphasized that they know little or nothing as out the term negotiation.
This procedure is an investigative study of negotiation as tool for effective procurement or buying in Construction Company with special reference to Bulletine Construction Company limited Ilorin.
3.3      SAMPLING PROCEDURE EMPLOYED
In the course of the conduct of the interview and distribution of questioners, the population was divided into strata or sub population, after which samples were selected randomly but independently from each stratum which proved very useful for comparison, probability for the whole population.
This sampling method was employed in the distribution of the questionnaire because here every number of a parent population has an equal probability of been selected. This in effect means that no number is deliberately omitted expect by chance.
3.4 STATISTICAL METHOD USED IN ANALYZING THE 
DATA.
The analysis and interpretation of the data of this investigation are the means by which the research problems were answered and stated hypothesis tested.
This is breathing down the data into constitution parts. It consists of the statistical calculation performed with the raw data to provide answers to question initiating the research.
The statistical techniques used in presenting data in this research study are literary tabular and percentage forms. The bulk of the project will inevitably be in the literary form. It is the form in which research or principal are described and explained.

CHAPTER FOUR
4.1 PRESENTATIONS OF DATA AND ITS ANALYSIS
This research is carried out to examine, importance of negotiation as a means of effective buying in the construction company with special reference to BULLETIN CONSTRUCTION COMPANY LIMITED ILORIN.
The questionnaire were distributed to the staff of company their respect will be analyses and presented as follows [25] question, The first five question covered personal data while the remaining twenty question cover various aspect of subject matter as regards the importance of negotiation and how it can be used as a means for effective buying in an organization.
Twenty (20) copies of the questionnaires were distributed to personnel's of purchasing department of the Bulletine construction company at Ilorin. All the copies of the questionnaires were completed by the respondents and collected back by the researcher. This figure represents one hundred percent (100%) of the total respondents.
The respondents were asked in the first five question their age, sex, marital status, academic qualification and their designation in the company while the rest of the question cover negotiation and related purchases activities in an organization.









Question 1: Who is responsible for negotiation in your company?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A) purchasing department 
	30
	30%

	B) Design and engineering dept.
	_
	0%

	C) All of the above
	20
	20%

	Total
	50
	50%


Sources-field survey, 2025 

From table 1. It can be clearly seen that most of the negotiation of the company has been carried out by purchasing department on behalf of the company. 30 (30%) of the respondent out of twenty supplied information that purchasing department is responsible for negotiation in the company while 20 (20%) agreed that both the purchasing and design and engineering department are the parties involved in negotiation for the company.
Question 2
Does your company negotiate before ordering for material?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes
	30
	30%

	B. No
	20
	20%

	Total
	50
	50%


Sources-field survey, 2025 
Table 2: Indicated 30% of the respondents say yes, that the company negotiates before ordering for material. While 20% of  respondents say no. This signifies that though the organization negotiate before ordering for material not withstanding some purchasing are still carried out by the uses of other price determination like published price list or competitive bidding.
Question 3
Have you got any special material which has to be purchased strictly through negotiation?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A) Yes
	25
	25%

	B. No
	25
	25%

	Total
	20
	50%


Sources-field survey, 2025 

Table 3: above 25% of the respondents that are some special materials which has to be purchased strictly through negotiation while the rest 25% answer no-interview with the purchasing
 manager revealed that some materials re strictly on negotiation not only because of their quality naira value but also because of the quality requirement of the project
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Eternally
	15
	15%

	B. Internally
	10
	10%

	C. Both
	25
	25%

	Total
	50
	100%


Sources-field survey, 2025 





Table 4:
Investigation shows that the company got its suppliers from foreign countries and also locally. 50% of the respondents answer that suppliers are both from internal and external sources while 50% admitted that material are obtain for both sources are from external.
Question 5:
Does the economic recession affect your company's purchases?

	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes
	30
	30%

	B. No
	20
	20%

	Total
	50
	50%


Sources-field survey, 2025 
Table 5: as presented above
Investigation revealed that the company was greatly affected by the economy recession. 30% that is, 30 respondents supported that the company was affected by the economic recession while only 20 person that is 20% of respondents believed that the organization was not affected. From the 100k of things, we can see that the company was affected because of the fact that for over seven years in operation, they were unable to meet their target even up till today. This was connected with the economic recession of the country. 






Question 6:
Is there any law bidding the use of negotiation in your company?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes
	35
	35%

	B. No
	15
	15%

	Total
	50
	50%


Sources-field survey, 2025 
From the table it can be observed that (16) of the respondents i.e. 35% agreed that there is law for bidding the use of negotiation in the company, while 15% of the respondents answered no to any law for bidding the use of negotiation in the company.
 Question 7
From your own perspective has your company really achieved the negotiation process in procuring material?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	25
	25%

	B. No 
	25
	25%

	Total
	50
	50%


Sources-field survey, 2025
Table 7:
The based on the information we can see that 25% of the respondents that is 25 respondents ensured that the company really achieved negotiation process in procuring her materials. But 25% respondents, 25 respondents still believe that the companies have not really achieved this negotiation process in procuring her materials. Personal interview with the personal from the purchasing department revealed that some people who not qualified to negotiate are at times called upon to negotiate on behalf of the company. And as a result in most cases, negotiations don't really achieve the expected aims or objectives.
Question 8
Does the exchange rate have any adverse affect on the procurement of the materials?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	20
	20%

	B. No
	30
	30%

	Total
	50
	50%


Sources-field survey, 2025 
Table 8
According to the information supplied above by the respondents. 20% supported that exchange rate has adverse effect on the procurement of the materials in the company; while the rest 30% respondent submitted that it has not effect. But personal investigation through interview with the personnel in the purchasing department revealed that their organization purchase budget were really affected and subsequently the procurement of the material for the organization. Because of the dividing naira, the company finds it difficult in most of the time to meet target.







Question 9
Has the process of material negotiation failed in your company before?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	45
	45%

	B. No
	5
	5%

	Total
	50
	50%


Sources-field survey, 2025 
Table 9
According to the above table 45% agreed that the process of materials negotiation has failed in the company before while 5% says no
Investigation revealed that the failure in negotiation was as a result of untrained personnel's been involved in negotiation on behalf of the company. But drastically a change has taken place in the organization as regards putting the right personnel to the right position in the work place.
Question 10
Have you -ever noticed any changes in the quality of the materials purchased before and during economic recession?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	40
	40%

	B. No
	10
	10%

	Total
	50
	50%


Sources-field survey, 2025 
TABLE 10:
The above information shows that the economic recession have affect on the quality of material purchased especially during this economic recession. 40 respondents that is 40% of the respondents supported while 10% of the respondents voted No. Question 11
Does buyer's skill and knowledge influence supplier in negotiation process.
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	45
	45%

	B. No
	15
	15%

	Total
	50
	50%


Sources-field survey, 2025
From the table above it can be clearly seen that the buyer skills and knowledge actually influence supplier in negotiation. 45% or the respondent, while 15% of the respondents believed that buyer skills and knowledge do not influence supplier in negotiation process.
 Question 12
What are the critical used when negotiating in your company?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. quality 
	30
	30%

	B. price
	15
	15%

	C. service
	-
	0%

	D. all of the above
	5
	5

	Total
	50
	50%


Sources-field survey, 2025 

Table 12
From the above table, one can see that quality price as well as service is the three major things taken into consideration during the course of negotiation for an organization.30% voted for that assumption while 15% agreed that quality is the only critical to be taken into consideration, yet some respondents, that is 5% responded that price is the major thing for negotiation. Question 13
Is there other means by which your company can get fair price than negotiation?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	20
	20%

	B. No
	30
	30%

	Total
	50
	50%


Sources-field survey, 2025 
Table 13
It can be seen from the above table that 20% of the respondents agreed that there are other means by which fair price could be obtained other than negotiation, while 30% disagreed. 








Question 14
Can any other method procurement be effective during inflation period?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	15
	15%

	B. No
	35
	35%

	Total
	50
	50%


Sources-field survey, 2025 

Table 14
From the above table information supplied by respondents shows that any other methods of procurement like competitive bidding and published price list can be effective for procurement during inflation period. This was supported by 15% of the respondents while 35% of the total respondents believed that any other form or method(s) of procurement cannot be effectively used during inflation period.
QUESTION 15
Does inflation have any effect on the negotiation of the company?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	15
	15%

	B. No
	35
	35%

	Total
	50
	50%


Sources-field survey, 2025 



Table 15
From the table above investigation revealed that persistent rise in price of general commodity substantially have effect on the negotiation of the company. 15% of the total respondent supported this motion while only 35% disagreed that believe that inflation have any effect on the negotiation of the company.
Has the company over experience delay in supply of the materials and subsequently loading to the project stoppage?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	30
	30%

	B. No
	-
	0%

	C. Yes but not always
	20
	20%

	Total
	50
	50%


Sources-field survey, 2025 
Table 16
From the table above on e can vividly see that the company has been experiences delays supply of the project stoppage through not always 30% of the total respondents agreed to this submission while 20% of the responds maintained that they have actually been experiencing delays in supply of the materials.
Question 17
Does negotiation affect the procurement or buying materials in your company?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	35
	35%

	B. No
	15
	15%

	Total
	50
	50%


Sources-field survey, 2025
Table 17
Based on the above information 35% of the respondent agreed that negotiation affects the procurement of materials in the company positively. While 15% of the respondents believed that negotiation have no effect on the procurement of materials in the company. Question 18
Is it possible for purchasing department to negotiate solely?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	25
	25%

	B. No
	25
	25%

	Total
	50
	50%


Sources-field survey, 2025 

Table 18
Based on the above data collection we can see that purchasing department can negotiate solely, but not always 25% of the respondents agreed that purchasing department can negotiate solely while the rest 25% says No. one can see that normally purchasing department can negotiate solely but in some cases other departments may be involved in negotiate organization. This normally occurred in the case of procurement of technical equipments and some other high value materials which have not been purchased before in the organization. Question 19
Does foreign exchange rate have any effect on the procurement of the organizations equipments?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	45
	45%

	B. No
	5
	5%

	Total
	50
	50%


Sources-field survey, 2025 
Table 19
We can see from the above table that the organization was heavily affected by the foreign exchange rate. 45% of the total respondents agreed that the company was affected while only 5% of the respondents believed that the company was not affected.
Investigation revealed that the Bulletine construction company was readily affected by the recent deregulation of the currency. They were forced to increase the unit price of their project by 40% each in other not to be mining the organization at a loss. Also investigation revealed the research and development section of the organization is working a modality to ensure that if possible all the materials for the production would be get locally. 
Question 20
Do you derive any benefit through negotiation in your company?
	Suggested answer
	Number of respondent
	Percentage of respondent

	A. Yes 
	30
	30%

	B. No
	20
	20%

	Total
	50
	50%


Sources-field survey, 2025 
Table 20
From the above table, we can see that the company enjoys various benefits through negotiation as 30% of the respondents continued this while the remaining 20% disagreed.
4.1      PROOF OF HYPOTHESIS
In chapter one certain hypothesis were formulated about the research topic. However this part of research will proof the formulated hypothesis and therefore accept or reject the hypothesis formulated.
The hypotheses formulated are as following:
Ho: proper negotiation does not necessarily lead to effective buyi9ng in the organization.
Hi: proper negotiation is in evitable to effective buying in the organization. 
PROOF
From the data collected through question number (17) seventeen of the questionnaire where respondent were asked whether negotiation affect the procurement or buying of materials in the company. Seventeen (17) of the respondents which represents twenty five percent answered that proper negotiation affects procurement of materials positively maximization.
Base on this response the alternative hypothesis i.e. (Hi: proper negotiation is in evitable to effective buying in the organization is accepted and null hypothesis [Ho: proper negotiation does not necessary lead to effective buying in the organization] is rejected.
Furthermore in question twenty (20) the questionnaire respondents were asked "whether the company benefit through negotiation ?" sixteen out of twenty respondents representing thirty percent (30%) answered positively that the organization benefited from the application negotiation technique, while four (4) respondents representing twenty percent (20%)( of the total respondents disagreed with the statement. Based on this response the alternative hypothesis [Hi: proper negotiation is inevitable to effective buying in the organization] is accepted while the null hypothesis [Ho: proper negotiation does not necessarily lead to effective buying in the organization is rejected.










CHAPTER FIVE
5.1    SUMMARY OF FINDINGS
In the course of this research work, the researcher was able to know the importance of negotiation towards effective buying in the construction companies.
The researcher was able to gather valuable information with the use of Researcher  was  able  to  gather  valuable  information  with  the  use  of questionnaire and also through the aid of personal interview with some key personnel in the organization.
The researcher was able to know some problems confronting t5he purchasing department of the organization and other problems that hampered effectiveness of negotiation in the construction company.
Investigation revealed that the purchasing department was not a adequately staffed with skilled and knowledgeable personnel's, and required qualification. One can imagine a situation whereby the purchasing department is headed by a commercial manager who is an accounting by a professional. Hence, one always except a situation where by purchasing supervisor and commercial manager have to argue for several hours to arrive at an issue which is not supposed to have taken place where the two are matter between professional colleagues.
The researcher was able to identify that purchasing department are not given free hand to carryout its operation efficiently and effectively.
Also, investigation revealed that the organization understudy is affected by inflationary trends in their procurement activities. Also the effects of foreign exchange market make it impossible for the organization to meet target over some years. As a result of which the organization cannot extend its operation trend beyond nine states of the federation in order to satisfy those limited states without detriment to quality of the company's project and also to meet the demand of people satisfactory.
Also, one cannot overlook the effect of current deregulation of currently in this country over some years on the company's purchases and procurement activities. Some purchase order issued to company's vendor's shortly before deregulations were returned. This was as a result of the effect of this deregulation on the supplier and the materials to be subjected to recognition. And the organizations have to carryout purchase research so as to know current price of materials and the effect of deregulation of currency on such materials.
Further investigation revealed that the organization was able to achieved good quality of materials supplied to the organization and other supplies as a result of efficient and effective negotiation by the purchasing department of the organization, as a result of which the company was able to maintain its good name and image.
In the course of this research work, the researcher was made to realized that the use of negotiation helps for right helps to ensure that right materials are delivered at the right time from the right source to ensure continuity in project without delay to ensure that they confirm to the right quality and quantity as specified in the order.
5.2     CONCLUSION
The purchase department has operated under difficult situation, so far, but has nevertheless proved the important of negotiation as a vital tool in effective procurement activities. However level of achievement of the purchase department can be greatly enhance if an organization of the department is carried out as recommended and outline below. If the company take, seriously the recommendation and staff development and local spare parts production, it operation will be less dependent on foreign exchange.
Hence the company will be less worried about the adverse effect of a deregulation market or an unstable foreign exchange marked.
Furthermore, if the staff is given appropriate and proper training and well motivated, the company will certainly reap the fruit of higher productivity. Higher profit would also be assured
5.3     RECOMMENDATION
The problem confronting the construction company with regards to its procurement activities nave been highlighted above. So, also are the problems inherent in the negotiation activities of the company. It is my believe that the following recommendations, if followed will greatly help in the achievement of efficiency and effectiveness in the organization.
i 	Reorganization of the purchasing department. The department should be completely re-organized it should be headed by an experienced are qualified personnel. In particular he/she must hold a degree or HND in purchasing and supply from a reorganized institution of higher learning.
A minimum experience of five (5) years must be stipulated. Two (20) of those years must at least have been spent in a construction industry. He/she must be a member of chartered in institute of purchasing and supply management. (CISPM) or national institute of purchasing and supply management (NEPSM).
The head of purchasing department should be designated director of purchase and suppliers and should have wide power to enable him gain authority over the department. His status should be at part with directors like the technical director, the contract director e.t.c he should have the need to operate with freedom and independence, subject only to control checks. He should have the last say in price negotiations and be responsible directly to the managing director. The director of purchasing and supplies should have under him two (2) units: - the physical store unit and the ledger store unit. These should be headed by HND holders with a minimum of two (2) years of working experience assisted by a member of ND holder, store assistant (WASC holder) and store attendants.
ii 	Construction equipments and major spare parts are usually ordered for broad after initial negotiation by representative of the company who normally go abroad for this purpose. It is recommended that henceforth, such trips should include the director of purchasing and supply in its team to enhance the level of negotiation and ensure favorable pricing.
As regard spare and replacement parts the company should endeavor to set up a machine unit to carryout the production locally, of some of the spare parts needed. This suggestion if taken, will not only help develop indigenous technology, it will also result in the conservation of foreign exchange.
Moreover, the adverse effect of an unstable foreign exchange market and deregulation currency market will be greatly lessened. 
iii. MARKET SURVEY: - the purchasing and supply department should be encourage or directed, as part of its schedule of duties to undertake frequent periodic market survey alert the management according. The briefing of the management should be weekly or fortnightly.
iv.      METHOD OF PURCHASING:  - when purchasing materials other methods then negotiated should be considered. This is more important at this point in time when we have economic recession in the country. Such other methods include:
(a) competitive bidding
(b) published price list e.t.c
v        STAFF DEVELOPMENT:- it is recommended that staff development should be made an important policy at the company. The important of having well trained and properly qualified staff in position of responsibility cannot be over emphasized. The training could have any of the following forms:- 
   (b)  In service training
(c)  Seminars
(d)  Practical training etc.
There is no doubt that such well trained staff will be more belonging to the company and also be motivated to work to his best of abilities.
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