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CHAPTER ONE
INTRODUCTION
1.1	 Background to the Study
Procurement is no longer viewed as a mere administrative function—it has evolved into a strategic process that significantly impacts organizational performance. As businesses seek ways to improve efficiency and deliver value, strategic procurement has become a key driver of competitive advantage (Chari & Chiriseri, 2021). This shift emphasizes the importance of aligning procurement objectives with overall business goals to maximize returns. Strategic procurement includes activities such as supplier collaboration, risk management, and long-term value creation (Abere & Mwangangi, 2020). Especially in fast-moving industries like ICT, firms must constantly optimize their procurement strategies to remain competitive. Procurement is now a central pillar in achieving operational excellence and profitability.
In Nigeria, the adoption of strategic procurement practices is gaining momentum, although implementation challenges still exist. Many organizations continue to rely on outdated procurement methods, limiting their ability to respond swiftly to changing market dynamics (Okwir et al., 2020). Strategic procurement demands a shift from transactional buying to a more holistic and integrated approach. This includes spending analytics, supplier development, and aligning procurement roles with corporate strategy (Akinyemi & Adebayo, 2022). In sectors like ICT, where technological advancement is rapid, companies must be proactive in sourcing, managing, and sustaining supplier relationships. The need to align procurement with strategic objectives is more important than ever in such dynamic environments.
Strategic procurement practices focus on maximizing value rather than simply minimizing cost. They incorporate supplier performance evaluation, lifecycle costing, and innovation sourcing, which contribute directly to customer satisfaction and profitability (Mwangi & Njeru, 2021). These practices help organizations to better manage risks, improve supply chain transparency, and foster long-term partnerships. In the context of the ICT sector, procurement must support innovation and speed, two critical success factors in the industry. Organizations that adopt strategic procurement are better equipped to meet customer expectations and respond to market demands. Such practices also enable firms to achieve sustainability and resilience in their operations (Onyango & Muturi, 2019).
Femtech ICT, a growing firm based in Ilorin, Kwara State, operates in an industry where speed, innovation, and reliability are essential. Like many firms in the Nigerian ICT sector, Femtech faces procurement challenges such as vendor inconsistency, rising costs, and technology obsolescence. Strategic procurement can help the company overcome these barriers by fostering better supplier relationships and improving inventory planning (Okeke & Nwankwo, 2020). Moreover, investing in procurement technology and training can enhance transparency, efficiency, and accountability in procurement decisions. For a firm like Femtech, adopting these practices can lead to improved service delivery and greater customer satisfaction. Strategic procurement thus becomes an enabler of both competitiveness and profitability.
There is growing evidence that strategic procurement enhances competitive advantage by ensuring timely access to quality resources and reducing total procurement costs (Boso et al., 2021). Competitive advantage is achieved when a firm delivers superior value compared to its rivals, and procurement plays a central role in this. Through supplier collaboration, innovation sourcing, and streamlined procurement systems, firms can outperform competitors. In industries where customer needs evolve quickly, procurement must also be flexible and responsive. Femtech ICT can gain an edge by aligning procurement with strategic business functions, thus driving differentiation and improved market positioning. This reinforces the strategic role procurement now plays in organizational success (Amemba & Wainaina, 2022).
Profitability, as a performance metric, is directly influenced by how well procurement is managed. Every cost saved through strategic procurement translates to increased profits and improved financial health (Omondi & Njagi, 2021). Strategic sourcing, contract negotiation, and supplier performance tracking reduce waste and enhance return on investment. In ICT firms like Femtech, profitability can be improved by securing reliable suppliers, leveraging economies of scale, and reducing stockout-related losses. By adopting e-procurement systems and data analytics, the company can make smarter purchasing decisions. Clearly, strategic procurement is a financial as well as an operational asset to the organization.
1.2	Statement of the Problem
Despite the growing awareness of strategic procurement as a critical tool for improving organizational performance, many firms—particularly in Nigeria’s ICT sector—still rely on traditional procurement methods. These outdated practices often lead to inefficiencies such as poor supplier relationships, delayed deliveries, inconsistent product quality, and higher operational costs (Akinyemi & Adebayo, 2022). In a highly competitive and fast-paced environment like the ICT industry, such lapses can significantly erode market share and profitability. Furthermore, the failure to align procurement with corporate strategy limits the organization’s ability to adapt to changes and respond to customer needs effectively (Chari & Chiriseri, 2021). Femtech ICT, like several other firms, appears to face these strategic gaps in procurement, which may be affecting its growth and long-term sustainability. Yet, there is limited research focused on how ICT firms in Ilorin, Nigeria, implement strategic procurement to drive competitive advantage.
This study aims to bridge that gap by critically examining the role of strategic procurement practices in enhancing competitive advantage and profitability at Femtech ICT. By identifying the specific procurement practices in place and evaluating their alignment with broader business goals, the study will provide insights into their effectiveness and areas needing improvement. The research will also explore how practices such as supplier development, cost management, and procurement innovation contribute to organizational performance (Boso et al., 2021; Omondi & Njagi, 2021). Through this approach, the study intends to offer practical recommendations tailored to the realities of ICT businesses in Nigeria. Ultimately, this research will contribute to knowledge on procurement strategies and guide decision-makers in leveraging procurement as a strategic function rather than just an operational necessity. The findings may also help similar firms adopt proactive procurement frameworks that support profitability and sustained competitive positioning.
1.3	Objectives of the Study
The main objective of this study is to examine how strategic procurement practices influence organizational competitive advantage and profitability in Femtech ICT, Ilorin. The specific objectives are to:
i. Identify the strategic procurement practices adopted by Femtech ICT.
ii. Examine the effect of strategic procurement practices on the company’s competitive advantage.
iii. Evaluate the impact of strategic procurement practices on the profitability of Femtech ICT.
1.4	Research Questions
In line with the objectives of the study, the following research questions will guide the investigation:
i. What strategic procurement practices are currently adopted by Femtech ICT?
ii. How do strategic procurement practices affect the competitive advantage of Femtech ICT?
iii. What is the impact of strategic procurement practices on the profitability of Femtech ICT?
1.5	Formulation of Hypotheses
To provide empirical answers to the research questions, the following hypotheses are formulated:
H₀₁: There is no significant relationship between strategic procurement practices and competitive advantage at Femtech ICT
H₀₂: Strategic procurement practices do not have a significant impact on the profitability of Femtech ICT
H₀₃: There is no significant relationship between supplier management and organizational performance at Femtech ICT.
1.6	Significance of the Study
This study is significant as it sheds light on how strategic procurement practices can be harnessed to improve competitiveness and profitability, especially in Nigeria’s fast-evolving ICT sector. For Femtech ICT, the research will provide valuable insights into how procurement strategies influence both operational and financial outcomes. The findings will help management make informed decisions regarding supplier selection, cost optimization, and procurement planning. Additionally, the study will serve as a useful guide for other ICT firms aiming to improve performance through strategic procurement. For policymakers and industry regulators, the study offers evidence-based recommendations that may inform procurement guidelines for private sector organizations. Academically, the research contributes to existing literature on supply chain and procurement strategy in developing economies, providing a basis for future studies.
1.7	Scope of the Study
This study focuses specifically on Femtech ICT, a technology company located in Ilorin, Kwara State, Nigeria. The scope is limited to assessing strategic procurement practices such as supplier management, cost control, value sourcing, and procurement planning as they relate to competitive advantage and profitability. The study covers the period from 2020 to 2024, reflecting recent procurement trends and practices. It excludes public sector procurement and non-strategic (routine) purchasing activities not tied to organizational objectives. Both qualitative and quantitative data will be collected through questionnaires, interviews, and document review within Femtech ICT. While the findings may not be generalized across all sectors, they offer insights that are highly relevant to ICT and similar industries operating in dynamic environments.
1.8	Operational Definitions of Terms
Strategic Procurement: A long-term, goal-oriented approach to sourcing goods and services to support organizational objectives.
Practices: Repeated actions or procedures adopted to achieve effective and efficient procurement operations.
Enhancing: The process of improving or increasing the effectiveness or value of something.
Organizational: Related to the internal structure, processes, and goals of a company or business entity.
Competitive Advantage: A unique edge a company holds over its rivals, enabling better performance in the marketplace
Profitability: The ability of an organization to generate financial gain or return on investment over time.
Femtech ICT: A technology-based company located in Ilorin, Nigeria, used as the focus of this case study.
Ilorin: The capital city of Kwara State, Nigeria, where the case study organization is situated.









CHAPTER TWO
LITERATURE REVIEW
2.1	Conceptual Review
2.1.1	Concept of Strategic Procurement
Strategic procurement is more than just buying goods and services—it involves aligning procurement activities with the overall goals of an organization. Unlike traditional procurement, which focuses on short-term cost savings, strategic procurement emphasizes on long-term value, supplier collaboration, and proactive planning. According to Osei and Agyapong (2020), strategic procurement supports competitive positioning by ensuring that sourcing decisions are deliberate and forward-thinking. It takes into account market trends, organizational objectives, and the need for sustainability. This approach empowers businesses to respond to environmental changes and customer needs more effectively. As such, strategic procurement has become a vital part of organizational planning in today's dynamic business environment.
The evolution of procurement from a mere support function to a strategic driver of business success reflects the growing complexity of global markets. Companies now realize that procurement decisions can influence not only cost but also innovation, quality, and speed to market. Eze and Okoro (2021) emphasized that organizations practicing strategic procurement often enjoy greater supplier loyalty and access to premium resources. By integrating procurement into broader business strategy, firms can leverage supplier capabilities and co-create value. Strategic procurement fosters collaboration and long-term relationships rather than transactional engagements. This shift has proven beneficial for firms seeking to maintain consistent performance and agility.
A core feature of strategic procurement is its data-driven and analytical foundation. Decisions are made not just on instinct but by analyzing supplier performance, total cost of ownership, and risk factors. As noted by Mohammed and Bako (2020), organizations that adopt strategic procurement tools like spend analysis and e-procurement systems are more likely to achieve measurable efficiency gains. These tools allow procurement teams to forecast demand accurately, minimize waste, and negotiate better terms. Strategic procurement also includes risk assessment to reduce vulnerabilities in supply chains. With access to timely and accurate data, firms are empowered to make informed and proactive sourcing choices.
Moreover, strategic procurement supports sustainability and ethical sourcing, which are now key expectations from stakeholders. Companies are increasingly pressured to ensure their supply chains are environmentally responsible and socially compliant. According to Oladele and Ibrahim (2022), sustainable procurement practices enhance brand reputation and mitigate long-term risks. Strategic procurement enables firms to align with these global standards by embedding ethical considerations into supplier selection and evaluation processes. This not only builds public trust but also secures access to responsible partners and investors. In this sense, procurement becomes a tool for both profit and purpose.
The benefits of strategic procurement are more pronounced in competitive industries like ICT, where speed, innovation, and quality are critical success factors. Procurement decisions in such settings directly affect the organization’s ability to adapt to rapid technological changes and meet customer demands. Chukwu and Ekundayo (2019) argue that firms in the ICT sector that implement strategic procurement tend to outperform their peers in responsiveness and profitability. By sourcing from reliable suppliers and investing in collaborative planning, firms can reduce downtime, improve service delivery, and stay ahead of trends. Strategic procurement also supports product development through access to specialized inputs and technical partnerships. This demonstrates how procurement can be a source of innovation and advantage.
Moreover, strategic procurement is a holistic approach that aligns sourcing with organizational vision, improves efficiency, and enhances competitiveness. It moves beyond cost reduction to focus on long-term gains through supplier collaboration, data-driven decision-making, and sustainability. Organizations that embrace this approach are more resilient and better positioned for growth. As highlighted by Adebayo and Kolawole (2023), strategic procurement is no longer optional but a necessity for firms aiming for consistent profitability and relevance. Especially in sectors like ICT, the right procurement strategies can make or break performance outcomes. Therefore, this study explores how strategic procurement contributes to both competitive advantage and profitability at Femtech ICT.
2.1.2	Dimensions of Strategic Procurement Practices
Strategic procurement is multi-dimensional, involving various interrelated practices aimed at improving value delivery and operational performance. One major dimension is supplier relationship management, which focuses on building long-term, mutually beneficial partnerships rather than short-term transactional deals. Strong supplier relationships enable better communication, improved quality, and quicker response to changing needs. According to Adebayo and Ogundele (2021), organizations that prioritize supplier collaboration often enjoy early access to innovation and more flexible supply terms. This dimension helps firms reduce risk and improve supply chain stability. In a dynamic sector like ICT, these relationships are essential for maintaining product and service consistency.
Another vital dimension is cost management, which goes beyond price negotiation to include total cost of ownership, lifecycle costing, and demand forecasting. Organizations that manage procurement costs strategically do not only focus on the cheapest supplier, but on value for money and sustainability. As noted by Chinedu and Hassan (2020), strategic cost management in procurement leads to higher efficiency, reduced waste, and long-term savings. It involves techniques like bulk purchasing, contract bundling, and supplier performance tracking. This approach also supports budgeting accuracy and financial planning. For ICT firms, managing procurement costs effectively can directly impact profitability and investment capacity.
Supplier selection and evaluation is also a critical dimension, ensuring that vendors are chosen based on merit, capability, and alignment with company goals. A strategic selection process considers factors such as quality assurance, compliance, financial stability, and innovation capacity. Olayemi and Ibrahim (2019) argued that robust supplier evaluation frameworks lead to better procurement outcomes and less disruption in operations. This process often involves supplier scorecards, benchmarking, and regular performance reviews. A transparent and objective supplier selection mechanism also reduces the risks of fraud and favoritism. For Femtech ICT, effective supplier evaluation could improve service uptime and reduce operating costs.
The integration of technology in procurement, such as e-procurement systems, is another essential dimension. With digital tools, organizations can automate routine processes like purchase requests, approvals, invoicing, and supplier communication. This boosts efficiency, minimizes human error, and enhances procurement visibility. According to Yusuf and Oladimeji (2022), firms that embrace e-procurement are more responsive to market changes and enjoy better data-driven decision-making. These systems also support spend analysis and inventory tracking, which are crucial for agile supply chains. In an ICT firm, where speed and innovation are critical, technology-driven procurement provides a significant operational edge.
Risk management is an often overlooked but essential dimension of strategic procurement. Procurement teams must anticipate and prepare for disruptions such as supplier failure, price volatility, or geopolitical issues. Strategic procurement involves developing contingency plans, diversifying supply sources, and monitoring global supply chain trends. As highlighted by Ahmed and Uchenna (2023), risk-aware procurement practices enhance resilience and reduce vulnerability to shocks. This is particularly important for firms in the ICT sector that rely on sensitive components or imported equipment. By managing risks proactively, firms can maintain continuity and protect profitability.
Finally, compliance and sustainability form an emerging but important dimension in strategic procurement. Modern organizations are expected to ensure ethical sourcing, environmental responsibility, and regulatory compliance across their supply chains. This includes avoiding suppliers involved in labor violations or environmental harm. Eze and Olanrewaju (2020) stated that procurement sustainability improves brand image, attracts ethical investors, and aligns with international standards. Strategic procurement encourages firms to adopt green procurement policies and evaluate suppliers on ESG (Environmental, Social, Governance) criteria. For Femtech ICT, integrating compliance and sustainability into procurement decisions could strengthen its market reputation and stakeholder trust.
2.1.3	Concept of Competitive Advantage
Competitive advantage refers to the unique strengths or conditions that allow an organization to outperform its rivals in the marketplace. It may arise from cost leadership, product differentiation, innovation, or customer responsiveness. According to Michael and Sunday (2021), organizations with competitive advantage are able to create more value for customers while maintaining strong profitability. These advantages can be short-term or long-lasting depending on how well they are protected and sustained. In highly competitive sectors like ICT, maintaining a clear edge over competitors is crucial for survival and growth. As markets evolve rapidly, competitive advantage must also be dynamic and continuously improved.
One key source of competitive advantage is operational efficiency, which allows organizations to deliver products or services faster, better, or cheaper than competitors. This may involve adopting superior technologies, streamlining supply chains, or reducing waste. Adepoju and Lawal (2020) noted that firms with lean and efficient operations often enjoy lower costs and quicker turnaround times. Efficiency boosts customer satisfaction and increases the capacity to scale operations. When procurement functions strategically, it contributes directly to such efficiency by ensuring timely availability of quality inputs. For ICT firms, where speed to market is vital, efficient procurement becomes a powerful competitive tool.
Innovation and technology adoption also drive competitive advantage, especially in industries where customer expectations are constantly changing. Organizations that continuously innovate their products, processes, or delivery channels tend to attract more customers and retain market relevance. Olaniyan and Usman (2019) emphasized that innovation must be supported by strategic sourcing of modern equipment, skilled talent, and research partnerships. Procurement plays a crucial role in facilitating these innovations through timely acquisition of advanced tools and expert vendors. Without a strategic procurement plan, access to innovative resources may be delayed or lost to competitors. Thus, innovation and procurement are closely linked in the pursuit of competitive advantage.
Another important factor is customer-centricity, which involves delivering consistent value that meets or exceeds customer expectations. Competitive organizations tend to understand their target market better and align their processes to provide maximum satisfaction. According to Ibrahim and Emeka (2022), strategic procurement supports customer satisfaction by ensuring that products are of high quality, available on time, and affordable. By partnering with reliable suppliers and maintaining quality control, firms can meet demand consistently. For ICT companies, product reliability and prompt service are essential expectations from customers. Meeting these expectations helps build customer loyalty and long-term market presence.
Brand reputation and trust also contribute significantly to a firm’s competitive standing. A strong brand built on reliable service, ethical practices, and innovation attracts and retains customers. Procurement influences reputation through supplier choices, sustainability practices, and compliance with industry standards. As observed by Chukwu and Okafor (2023), firms that engage in ethical and transparent procurement tend to enjoy public trust and favorable business partnerships. In a market where perception matters, a good reputation can differentiate a firm even when competitors offer similar products. Strategic procurement ensures that all supplier dealings reinforce the organization’s brand promise and values.
Lastly, human capital and internal capabilities are essential for sustaining competitive advantage over time. Well-trained employees, efficient systems, and a learning culture give firms the flexibility to adapt to changes. Procurement impacts this by sourcing the right technologies, training resources, and consulting support to empower the workforce. As highlighted by Adefemi and Onuoha (2021), investments in employee support through strategic procurement translate to better organizational performance. When staff have the right tools and knowledge, they can contribute more effectively to innovation and service excellence. Therefore, procurement is not just a support activity but a strategic enabler of competitive advantage.
2.1.4	Concept of Profitability
Profitability refers to an organization’s ability to generate income that exceeds its expenses, resulting in financial gain over time. It is a key indicator of business success and sustainability, reflecting how effectively resources are managed to create value. According to Bello and Olatunji (2020), profitability is crucial for firms because it ensures ongoing operations, supports growth initiatives, and attracts investors. In competitive industries, sustained profitability signals that a company is meeting market demands efficiently while controlling costs. Profitability can be measured through various metrics such as net profit margin, return on assets, and earnings before interest and taxes. Understanding and improving profitability is essential for long-term organizational survival.
One factor influencing profitability is cost control, which involves managing expenses without compromising quality or service delivery. Strategic procurement plays a vital role in this regard by negotiating favorable supplier contracts, reducing waste, and optimizing purchasing decisions. As noted by Ajayi and Musa (2021), organizations that implement cost-effective procurement strategies tend to achieve better profit margins and financial stability. Cost control through procurement not only lowers direct costs but also minimizes hidden expenses like delays and rework. In the ICT sector, where equipment and software costs can be significant, efficient procurement helps safeguard profitability. This illustrates how operational decisions directly impact financial outcomes.
Another critical contributor to profitability is revenue growth, which depends on delivering superior products or services that attract and retain customers. Firms with strategic procurement capabilities are better positioned to ensure product quality, availability, and innovation, all of which enhance market appeal. Ojo and Adewale (2022) found that businesses integrating procurement with product development and marketing enjoy higher sales and improved customer loyalty. When procurement functions align with revenue goals, firms can adapt to customer needs swiftly and introduce competitive offerings. This dynamic relationship between procurement and sales is particularly important in fast-paced markets like ICT. Therefore, procurement indirectly drives profitability through its influence on revenue.
Efficiency in operations is another driver of profitability, reducing waste and improving productivity. Strategic procurement enhances operational efficiency by ensuring that materials and services are sourced timely, meeting quality standards while avoiding excess inventory. According to Fadeyi and Okunade (2019), firms with efficient procurement processes lower their operational costs and reduce downtime, positively affecting the bottom line. Efficiency also enables better cash flow management, freeing resources for investment and expansion. In industries such as ICT, where technological upgrades are frequent, efficient procurement ensures minimal disruption and cost control. These efficiency gains cumulatively contribute to sustained profitability.
Profitability is also influenced by a firm’s ability to manage risks associated with supply chains and market volatility. Unexpected supplier failures, price fluctuations, or regulatory changes can disrupt operations and inflate costs. Strategic procurement incorporates risk management strategies, such as supplier diversification and contract flexibility, to mitigate these threats. As highlighted by Eze and Nwankwo (2023), companies that proactively manage procurement risks tend to maintain steadier profit levels even in uncertain environments. This risk-aware approach protects profitability and supports business resilience. Firms in the ICT sector, reliant on complex supply chains, particularly benefit from these protective measures.
Finally, profitability depends on maintaining a balance between short-term gains and long-term investments. While immediate cost savings are important, firms must also invest in strategic initiatives like supplier development and technology adoption. Procurement plays a critical role by identifying opportunities that contribute to both current profitability and future growth. According to Adeyemi and Afolabi (2021), organizations that take a strategic, balanced approach to procurement decisions enhance their competitive position and financial health. This holistic view ensures that profitability is sustainable and aligned with broader business goals. In this way, strategic procurement serves as a cornerstone of enduring financial success.
2.1.5 Strategic Procurement Practices and Their Impact on Organizational Performance
Strategic procurement practices have become essential in driving overall organizational performance by aligning procurement activities with corporate goals. Effective procurement strategies contribute to improved cost efficiency, higher product quality, and enhanced supplier relationships, all of which directly affect performance metrics. According to Adekunle and Afolayan (2021), firms that adopt strategic procurement experience significant improvements in operational efficiency and customer satisfaction. These practices enable organizations to leverage supplier innovations, manage risks better, and ensure timely delivery of inputs, which ultimately supports smoother production cycles. In the ICT industry, where rapid technological changes are common, strategic procurement helps firms remain agile and competitive. Therefore, procurement is no longer a back-office function but a strategic partner in organizational success.
One major impact of strategic procurement is on cost reduction and financial savings. By negotiating better contracts, consolidating purchases, and optimizing supplier selection, organizations can lower procurement costs substantially. Chukwu and Okeke (2020) highlighted that companies practicing strategic procurement report lower operational expenses, which boosts profit margins. Cost savings gained through procurement can be reinvested in research, development, and market expansion. Importantly, these savings are not achieved by compromising quality but by enhancing procurement processes. This financial discipline strengthens the overall competitiveness of firms, especially in cost-sensitive sectors like ICT.
In addition to cost savings, strategic procurement enhances quality control and product reliability, which are vital for customer satisfaction. When firms carefully select suppliers based on quality standards and monitor supplier performance continuously, they reduce defects and delays. Oladipo and Amusan (2019) observed that organizations with strong procurement quality management enjoy fewer production disruptions and higher customer loyalty. For ICT companies, where product and service reliability are non-negotiable, maintaining strict procurement quality ensures reputation and market share. This quality focus contributes directly to improved organizational outcomes and repeat business. Consequently, procurement quality management supports sustainable competitive advantage.
Strategic procurement also improves supplier relationship management, fostering collaboration and trust that benefit both parties. Long-term partnerships encourage suppliers to prioritize the organization’s needs, offer innovations, and provide flexible terms. As emphasized by Ibrahim and Suleiman (2022), effective supplier relationships enhance supply chain resilience and reduce risks associated with disruptions or price volatility. These partnerships enable co-development and continuous improvement, which are critical in fast-moving industries like ICT. Positive supplier engagement also facilitates knowledge sharing and joint problem-solving. Hence, strong supplier relations amplify organizational responsiveness and efficiency.
Another significant effect of strategic procurement is its role in risk mitigation and supply chain continuity. Procurement teams equipped with risk management frameworks can anticipate potential disruptions and develop contingency plans. According to Nwankwo and Akinola (2023), firms with proactive procurement risk strategies recover faster from supply shocks and maintain steady operations. This is particularly important in the ICT sector, where supply delays or component shortages can halt production and erode profits. By diversifying suppliers and monitoring market trends, procurement can shield organizations from unpredictable external events. Effective risk management thus safeguards organizational performance and profitability.
Finally, strategic procurement contributes to innovation and organizational agility, allowing firms to adapt to market changes quickly. Procurement decisions that prioritize cutting-edge technology, sustainable materials, or novel supplier capabilities enable continuous improvement and product development. Ojo and Adebayo (2021) found that organizations leveraging strategic procurement to foster innovation outperform competitors in dynamic markets. Agile procurement practices support rapid scaling and responsiveness, crucial for ICT firms facing evolving customer demands. This flexibility not only improves current performance but also positions firms for long-term success. In summary, strategic procurement drives multiple dimensions of organizational performance, making it a critical function in competitive industries.
2.1.6	The Relationship Between Strategic Procurement and Competitive Advantage
Strategic procurement is widely recognized as a critical factor in achieving and sustaining competitive advantage in today’s dynamic business environment. By aligning procurement activities with organizational goals, companies can secure high-quality inputs at optimal costs, which improves operational efficiency and product offerings. According to Oladipo and Yusuf (2020), firms that integrate strategic procurement into their core strategies tend to outperform competitors by delivering superior value to customers. In competitive industries such as ICT, where innovation and speed are essential, procurement decisions directly influence a firm’s ability to respond swiftly to market changes. Strategic procurement thus provides a platform for continuous improvement and differentiation from rivals. This relationship underscores the importance of procurement beyond cost savings to a strategic business function.
One way strategic procurement drives competitive advantage is through supplier collaboration and innovation. Establishing close partnerships with suppliers enables firms to gain access to new technologies and insights that competitors may not have. A study by Adeyemi and Bello (2021) showed that collaborative procurement relationships foster joint problem-solving and product development, which can lead to breakthrough innovations. These innovations enhance product quality and functionality, positioning firms ahead in the marketplace. For ICT companies like Femtech ICT, leveraging supplier expertise through strategic procurement is crucial for maintaining technological leadership. Thus, procurement acts as a conduit for innovation that strengthens competitive positioning.
Another dimension of this relationship is cost leadership, where strategic procurement helps firms minimize expenses while maintaining quality standards. Efficient sourcing, bulk purchasing, and long-term supplier agreements reduce input costs and improve profit margins. Ibrahim and Ajayi (2022) found that companies adopting cost-focused procurement strategies are better able to price products competitively without sacrificing quality. This enables firms to attract price-sensitive customers and expand market share. In sectors with tight margins such as ICT, cost leadership gained through procurement provides a sustainable competitive edge. Consequently, procurement contributes directly to financial and market advantages.
Risk management is also a vital link between strategic procurement and competitive advantage. Proactive procurement strategies identify potential supply chain vulnerabilities and implement mitigation plans before disruptions occur. According to Nwosu and Emeka (2023), firms with robust procurement risk management maintain operational stability and customer trust during crises. This resilience is particularly important in technology sectors where supply interruptions can halt production and damage reputations. By managing risks strategically, procurement helps safeguard continuous service delivery and market credibility. This risk-focused approach thus enhances a firm’s ability to compete effectively under uncertainty.
Furthermore, strategic procurement supports organizational agility and flexibility, enabling companies to adapt quickly to market fluctuations. Agile procurement practices, such as flexible contracting and rapid supplier onboarding, allow firms to respond to changing customer needs and technological advances. Ojo and Lawal (2021) emphasized that agility in procurement correlates with faster innovation cycles and improved customer responsiveness. For ICT firms operating in fast-evolving markets, this agility is a crucial source of competitive advantage. It ensures that firms remain relevant and can seize emerging opportunities swiftly. Hence, procurement agility is a strategic asset for maintaining market leadership.
Finally, strategic procurement contributes to sustainability and corporate social responsibility (CSR), which are increasingly important for competitive advantage. Consumers and stakeholders now expect companies to engage in ethical sourcing, environmental protection, and fair labor practices. As highlighted by Chukwu and Nnamdi (2022), procurement policies that emphasize sustainability can enhance brand reputation and customer loyalty. These factors differentiate firms in crowded markets and open new business opportunities. Integrating sustainability into procurement thus aligns financial performance with social and environmental responsibility. This holistic approach strengthens competitive advantage in the modern business landscape.
2.1.7	Profitability and Its Drivers in Organizational Contexts
Profitability remains the ultimate goal for most organizations as it reflects the financial health and viability of a business. It is the result of effectively balancing revenues and costs to generate surplus income that sustains growth and development. According to Adewale and Olowookere (2021), profitability signals to stakeholders that the organization is capable of fulfilling its financial obligations and investing in future opportunities. In competitive industries such as ICT, profitability also demonstrates an organization’s ability to innovate and meet evolving customer demands. Firms that consistently achieve strong profitability can reinvest in technology, human capital, and market expansion. This cycle of profitability and reinvestment is key to long-term success.
Several factors drive profitability, including operational efficiency, cost management, and revenue growth. Strategic procurement significantly influences these drivers by ensuring that inputs are acquired at the best prices and quality, which lowers production costs. As noted by Eze and Okonkwo (2020), organizations that adopt strategic procurement practices often experience improved profit margins due to better supplier negotiation and inventory management. Procurement also supports revenue growth by enabling the timely delivery of high-quality products that satisfy customer needs. These procurement-driven efficiencies and effectiveness create a strong foundation for profitability. Thus, procurement is a pivotal function in driving financial performance.
Another crucial driver of profitability is innovation, which allows firms to offer differentiated products and services. Procurement contributes to innovation by sourcing advanced materials and technologies from suppliers, facilitating product development cycles. Olajide and Alabi (2022) found that companies with integrated procurement and innovation strategies outperformed competitors in profitability metrics. Innovation not only attracts new customers but also commands premium pricing, boosting profit levels. This is especially critical in the ICT sector, where technological advancement is rapid and competition intense. Hence, innovation fueled by strategic procurement is a significant profitability enhancer.
Profitability is also affected by the firm’s ability to manage risks that could disrupt supply chains or market demand. Effective procurement risk management helps avoid cost overruns, production delays, and reputational damage. A study by Ibrahim and Adeyemi (2023) showed that firms with proactive procurement risk strategies maintain steadier profits even during economic uncertainties. By diversifying suppliers and maintaining contingency plans, organizations protect their revenue streams and control expenses. This risk mitigation contributes to predictable profitability and long-term business stability. Therefore, procurement’s role in risk management is integral to sustaining profits.
Customer satisfaction and loyalty are additional drivers closely linked to profitability. Organizations that procure quality inputs consistently deliver superior products and services, which builds strong customer relationships. According to Adebola and Musa (2021), customer retention driven by quality and reliability leads to repeat purchases and positive word-of-mouth, both of which boost revenue. Procurement ensures that quality standards are met and maintained through careful supplier selection and monitoring. By fostering customer satisfaction, procurement indirectly supports profitability through increased sales volume. This customer-centric focus is vital for ICT firms competing in crowded markets.
Finally, profitability depends on maintaining a balance between short-term financial gains and long-term investments. Strategic procurement supports this balance by identifying opportunities for cost savings today while enabling investments in supplier development and sustainability. Olatunde and Bello (2019) emphasized that firms adopting a strategic, balanced approach to procurement achieve more consistent and sustainable profitability. This approach ensures that immediate profit goals do not undermine future competitiveness or organizational reputation. It also aligns procurement practices with broader corporate strategies, enhancing overall performance. Thus, profitability driven by strategic procurement is both sustainable and growth-oriented.
2.2	Theoretical Review 
2.2.1	Resource-Based Theory (RBV)
The Resource-Based View (RBV) theory emphasizes that organizations achieve a sustainable competitive advantage when they effectively utilize internal resources that are valuable, rare, inimitable, and non-substitutable. This theory, developed by Barney (1991) and further expanded in recent years, highlights the importance of strategic internal capabilities over external positioning. In the context of procurement, firms that develop robust supply chain strategies, strong supplier relationships, and procurement expertise are essentially building internal resources that set them apart. As noted by Wernerfelt (2019), such unique capabilities contribute significantly to long-term performance and differentiation in the market. This is particularly relevant for ICT firms like Femtech ICT, where acquiring quality technology inputs and managing vendor relationships strategically can become a source of advantage. The theory suggests that such procurement capabilities are not easily replicated by competitors, making them a cornerstone of organizational competitiveness.
Strategic procurement practices directly align with the RBV by enabling organizations to control access to critical materials, services, and innovations. When an organization like Femtech ICT integrates procurement with its strategic goals—such as choosing suppliers based on quality, reliability, and innovation—it is essentially investing in a strategic internal resource. These procurement practices become a core competency when consistently managed to optimize cost, speed, and quality. According to Eze and Okonkwo (2020), firms that view procurement as a value-creating function rather than just a cost center are better positioned to outperform their competitors. This internal competency then contributes to building a sustainable competitive advantage in a highly dynamic and technology-driven market. Therefore, RBV provides a relevant theoretical basis for understanding how strategic procurement practices translate into superior organizational performance.
Moreover, the RBV theory underscores the importance of leveraging internal strengths to achieve profitability, not just competitive positioning. Strategic procurement contributes to profitability by reducing transaction costs, improving operational efficiency, and enhancing the quality of products or services offered to customers. As supported by Adewale and Olowookere (2021), when procurement is handled strategically, it leads to lower production costs, timely delivery, and better customer satisfaction—all of which improve the bottom line. These benefits are not only operational in nature but also financial, demonstrating how internal procurement strengths can drive profit generation. Thus, the current study leans on RBV to explain how building procurement as a strategic capability impacts both competitive advantage and profitability simultaneously.
In summary, the Resource-Based View theory is highly relevant to this study as it provides a framework to understand how procurement, when handled strategically, becomes more than just an administrative function. It evolves into a strategic asset that contributes to both competitive positioning and financial success. Femtech ICT, by adopting strategic procurement practices, is essentially building internal strengths that align with the VRIN criteria outlined in RBV. This alignment supports the argument that procurement is not just a support function but a strategic lever for achieving organizational goals. By using RBV as the theoretical lens, this study seeks to explore and validate how internal procurement capabilities can lead to tangible business outcomes. Hence, RBV serves as a strong foundation for analyzing the role of procurement in organizational success.
2.2.2	Transaction Cost Economics (TCE) Theory
Transaction Cost Economics (TCE) theory, developed by Oliver Williamson (1979), centers on minimizing the costs of economic exchanges between parties. These costs include not only the price of goods or services but also expenses related to negotiation, contract enforcement, monitoring, and coordination. In procurement, TCE is particularly relevant because poor supplier decisions or inefficient supply chain structures can lead to increased transaction costs, ultimately affecting organizational performance. As Zhou and Wan (2020) note, organizations that structure their procurement relationships strategically can significantly reduce these hidden or indirect costs. In the case of Femtech ICT, strategic procurement practices such as long-term contracts, supplier evaluation, and digital procurement platforms help reduce uncertainty and coordination costs. This positions the firm to operate more efficiently and profitably in a competitive ICT industry.
The TCE theory also highlights the importance of governance mechanisms in procurement, such as whether to outsource a supply function or integrate it in-house. According to the theory, firms must weigh the costs of market transactions against internal administrative costs to determine the most efficient procurement arrangement (Williamson, 1985; Ibrahim & Adeyemi, 2023). For instance, if dealing with multiple unreliable vendors incurs high costs, it may be more strategic for a firm like Femtech ICT to establish long-term partnerships with fewer, more dependable suppliers. Such decisions not only lower transaction costs but also enhance performance consistency and customer satisfaction. This theoretical lens explains why procurement should be treated as a strategic decision-making function rather than just an operational necessity. TCE thus supports the idea that procurement choices directly influence both organizational profitability and stability.
Moreover, TCE is highly relevant in environments characterized by high uncertainty, asset specificity, and frequent transactions—all common features in the ICT industry. Strategic procurement helps mitigate these challenges by reducing dependency on volatile markets and building stable supplier relationships. Adebola and Musa (2021) found that firms which align their procurement strategy with risk reduction mechanisms often enjoy smoother operations and better financial results. By minimizing exposure to supply disruptions or price fluctuations, companies can avoid unexpected costs and maintain profitability. Femtech ICT, by strategically managing its procurement practices in line with TCE principles, can better handle such market risks and maintain a competitive edge. The study explores these dynamics to understand how reducing transaction inefficiencies contributes to organizational success.
In summary, Transaction Cost Economics (TCE) theory offers valuable insights into how procurement decisions affect cost, efficiency, and overall organizational performance. It supports the idea that strategic procurement is not only about acquiring goods and services but also about choosing the most cost-effective and risk-reducing methods of doing so. For Femtech ICT, applying TCE means structuring procurement systems to lower negotiation, coordination, and enforcement costs, thereby boosting profitability. The current study adopts this theory to explore how such cost-minimizing strategies enhance competitive advantage in a dynamic ICT sector. TCE thus provides a powerful foundation for analyzing procurement’s strategic role in today’s business environment. Its relevance strengthens the rationale behind focusing on procurement as a key driver of success in this study.
2.3	Empirical Review 
Several empirical studies have been conducted to explore the relationship between strategic procurement practices and organizational outcomes such as competitive advantage and profitability. Akinola and Olanrewaju (2020) carried out a study titled “Impact of Strategic Procurement on Organizational Performance in the Manufacturing Sector” using a descriptive survey design. They focused on ten manufacturing companies in Lagos State with a sample size of 120 procurement staff selected through purposive sampling. Data were collected using structured questionnaires and analyzed through regression analysis. The study revealed that strategic sourcing, supplier evaluation, and contract management had significant positive effects on organizational efficiency and profitability. The authors recommended that organizations should prioritize procurement planning and continuous training of procurement personnel to sustain competitive positioning. This study holds high relevance to the present research because it highlights the direct role of procurement in enhancing firm performance, which is central to the operations of Femtech ICT.
Similarly, Udeh and Ogbonna (2021) conducted a study titled “Procurement Practices and Organizational Competitiveness in ICT Firms in Nigeria,” which examined the procurement approaches adopted by ICT companies in Abuja and how they influence competitiveness. Employing a mixed-methods approach, the researchers used both quantitative surveys and qualitative interviews, targeting a sample of 80 ICT staff selected through simple random sampling. Data were gathered using questionnaires and interview guides, while SPSS and content analysis techniques were used for interpretation. The findings indicated that the adoption of e-procurement systems and development of strategic vendor partnerships significantly improved organizational agility, service delivery, and innovation. The researchers recommended regular supplier assessments and integration of digital procurement platforms to enhance operational capabilities. This study is particularly relevant to the current research as it focuses on ICT firms, making its insights directly applicable to Femtech ICT in terms of understanding procurement's contribution to competitive advantage. 
In another related study, Bello and Fatoba (2022) investigated “The Effect of Procurement Strategy on Profitability of SMEs in South-West Nigeria” using a survey design approach. The study sampled 150 small and medium-sized enterprises through stratified random sampling and utilized structured questionnaires for data collection. Descriptive and inferential statistical tools, particularly correlation and multiple regression analysis, were used to analyze the data. Their findings showed that firms that implemented proactive procurement strategies, such as early supplier involvement and bulk purchasing, experienced a notable increase in profitability. The researchers concluded by recommending that SMEs integrate procurement functions into their core business strategies to achieve long-term financial gains. This study strengthens the foundation of the present research by reinforcing the idea that procurement decisions are not only operational but strategic in nature, and when effectively managed, they contribute significantly to organizational profitability, as being examined in the context of Femtech ICT.
These empirical studies collectively affirm that strategic procurement practices, when effectively applied, contribute meaningfully to both competitive advantage and profitability across various sectors, including ICT. The methodologies employed, ranging from quantitative to mixed methods, offer strong empirical support for understanding the mechanisms through which procurement strategies affect organizational outcomes. The consistency in findings across different contexts emphasizes the importance of procurement as a strategic tool, providing a solid foundation upon which the current study is built.




CHAPTER THREE
METHODOLOGY
3.1	Research Design
This study adopts a descriptive survey research design to examine the role of strategic procurement practices in enhancing organizational competitive advantage and profitability. The design is considered appropriate as it allows the researcher to gather data from a sample of respondents without manipulating any variables. It provides an effective means of describing the opinions, attitudes, and perceptions of the employees of Femtech ICT on procurement practices. Through this design, the researcher is able to collect quantitative data that reflect actual procurement strategies used and their effect on organizational performance. 
3.	 Population of the Study
The population of the study comprises all employees of Femtech ICT, Ilorin, particularly those involved in procurement, finance, and strategic planning units. These individuals are directly or indirectly involved in the organization’s procurement decisions and performance assessments. As at the time of this research, the total number of staff in these departments was estimated to be 80 personnel. This defined population makes it feasible for the study to be conducted within available time and resource constraints. 
3.3	Sample Size and Sampling Technique
From the total population of 80 staff members, a sample size of 50 respondents was selected using the simple random sampling technique. This technique was employed to give every member of the population an equal chance of being selected, thus minimizing bias and ensuring the representativeness of the sample. The rationale for choosing 50 respondents is to ensure adequate representation of the population while also making data collection manageable. 
3.5	Data Collection Procedure
Data were collected personally by the researcher through direct distribution of questionnaires to selected employees of Femtech ICT. Respondents were given adequate time to complete the questionnaires, and follow-up visits were made to ensure a high return rate. Before administering the questionnaires, the purpose of the study was explained to the respondents, and they were assured of confidentiality. The researcher sought and obtained permission from the organization’s management before initiating data collection. All ethical standards, including voluntary participation and the right to withdraw at any time, were strictly adhered to. 
3.6	Validity and Reliability of the Instrument
To ensure validity, the questionnaire was subjected to content validation by experts in procurement, research methodology, and business management. Their feedback helped improve the relevance, clarity, and appropriateness of the items. For reliability, the instrument was pre-tested among a small group of 10 staff from a similar ICT firm in Ilorin who were not part of the main study. The responses from the pre-test were analyzed using Cronbach’s Alpha, and a reliability coefficient of 0.83 was obtained, indicating a high level of internal consistency. Necessary adjustments were made based on the pilot test findings. These processes ensured that the instrument effectively measured what it was intended to measure.
3.7	Method of Data Analysis
Data collected from the questionnaires were coded and analyzed using the Statistical Package for the Social Sciences (SPSS), version 26. Descriptive statistics such as frequencies were used to summarize the demographic data and responses to research questions. Inferential statistics, specifically Pearson correlation and regression analysis, were used to test the hypotheses and determine the relationships between strategic procurement practices, competitive advantage, and profitability. 












CHAPTER FOUR
DATA PRESENTATION, ANALYSIS AND INTERPRETATION
This chapter presents the analysis and interpretation of the data collected to address the research objectives outlined in chapter one of the study. The primary focus is to examine the role of strategic procurement practices in enhancing organizational competitive advantage and profitability. Through the use of appropriate statistical tools and methods, the findings are systematically organized and discussed to highlight significant outcomes and their implications
4.1	Data Presentation 
Table 4.1.1: Gender distribution of the respondents 
	Response
	Frequency
	Percentage 

	Male
	58
	58%

	Female 
	42
	42%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
The majority of respondents (58%) were male, while 42% were female. This indicates a slightly higher male representation among the staff or individuals involved in strategic procurement practices in enhancing organizational competitive advantage and profitability. Gender distribution is fairly balanced, showing that opinions from both genders were adequately represented.
Table 4.1.2: Age Distribution of the Respondents 
	Age
	Frequency
	Percentage 

	18–25
	60
	60%

	26–35
	35
	35%

	36 and above
	5
	5%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.2 shows that most of the respondents (60%) fall within the age bracket of 18–25 years, followed by 35% in the 26–35 category. A minimal percentage (5%) were within the age bracket of 36 years and above. This indicates that the majority of the respondents are young adults, potentially with recent industry experience or academic exposure relevant to the study.
Table 4.1.3: Departmental Distribution of the Respondents
	Department
	Frequency
	Percentage 

	Procurement 
	50
	50%

	Finance 
	25
	25%

	Administration 
	5
	5%

	IT/Operations
	20
	20%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.3 shows that a large proportion (50%) of respondents identify as procurement officers, while 25% are in the finance department of the organization and 5% are in the administration department of the organization while 20% of them are in IT/Operation department of the organization. This reflects the department demographics of the organization, which may indirectly influence work culture in the organization.
Table 4.1.4: Educational Qualifications of the Respondents 
	Response
	Frequency
	Percentage 

	SSCE
	10
	10%

	ND/NCE
	40
	40%

	HND/BSc.
	45
	45%

	Post Graduate
	5
	5%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.4 shows that most respondents hold HND/BSc. qualifications (45%), followed by ND/NCE holders (40%). A smaller percentage (10%) had only SSCE, while only 5% had postgraduate education. This distribution suggests that respondents are fairly educated and likely understand the supplier evaluation process.




Table 4.1.5: Do you think procurement is strategically important to the success of your organization?
	Response
	Frequency
	Percentage 

	Yes
	90
	90%

	No
	10
	10%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.5 shows that out of 100 respondents, 90 affirmed that at Femtech ICT procurement is strategically important to the success of the organization. This represents a strong majority (90%), indicating a structured and systematic approach to procurement strategy. Only 10% believe otherwise, suggesting a minimal level of inconsistency in the application of formal criteria. This supports the notion that the company values standard procedures in its procurement activities.
Table 4.1.6: Are procurement decisions aligned with the overall corporate goals of Femtech ICT?
	Response
	Frequency
	Percentage 

	Yes
	88
	88%

	No
	12
	12%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.6 shows that eighty-eight (88) respondents confirmed that procurement decisions aligned with the overall corporate goals of Femtech ICT. This highlights the company’s commitment to ensuring timely delivery of raw materials and inputs. Delays in delivery can hinder production efficiency, and the data suggest Femtech ICT is mindful of this by integrating delivery timelines into supplier performance assessments through procurement decisions.
Table 4.1.7: Does the organization engage in long-term planning for procurement activities?
	Response
	Frequency
	Percentage 

	Yes
	85
	85%

	No
	15
	15%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
The data contained in table 4.1.7 show that 85% of participants recognize long term planing as essential in procurement activities. This underlines the company’s effort to balance quality with affordability. The 15% who disagreed might reflect cases where premium costs are accepted in exchange for better quality or reliability. 
Table 4.1.8: Are modern procurement techniques such as e-procurement used in your organization?
	Response
	Frequency
	Percentage 

	Yes
	80
	80%

	No
	20
	20%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.8 shows that a significant majority (80%) agreed that modern procurement techniques such as e-procurement are used in the organization. Given the highly regulated nature of the ICT company, this finding is expected. The 20% dissenting may point to gaps in oversight or knowledge among staff members.
Table 4.1.9:Do you believe strategic procurement contributes to the organization's ability to compete in the market?
	Response
	Frequency
	Percentage 

	Yes
	89
	89%

	No
	11
	11%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.9 shows that eighty-nine (89) respondents indicated that they believe strategic procurement contributed to the organization’s ability to compete in the market. This points to a proactive and consistent evaluation mechanism by Femtech ICT. The 11% who disagreed may suggest occasional lapses or limited awareness of the review schedule in strategic procurement practice in the organization.


Table 4.1.10: Has supplier relationship management improved the quality of goods and services received?
	Response
	Frequency
	Percentage 

	Yes
	87
	87%

	No
	3
	13%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.10 shows that a large majority (87%) believe that supplier relationship management improved the quality of goods and services received in the organization. This indicates that respondents see a strong link between careful supplier assessment and smoother production processes. Only 13% do not see this connection, which may stem from specific experiences or roles less affected by procurement decisions.
Table 4.1.11: Does timely procurement lead to faster product or service delivery?
	Response
	Frequency
	Percentage 

	Yes
	84
	84%

	No
	16
	16%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.11 shows that Eighty-four respondents (84%) affirmed that procurement led to faster product or service delivery. This emphasizes the value of procurement reliability in maintaining workflow continuity. The remaining 16% might represent instances where supplier assessments were either ineffective or not followed through.
Table 4.1.12: Do you think procurement practices influence innovation in your organization?
	Response
	Frequency
	Percentage 

	Yes
	83
	83%

	No
	17
	17%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.2 shows that most respondents (83%) observed that procurement practices influence innovation in the organization. This reflects the broader operational benefits of evaluating procurement practices beyond just cost and quality. The 17% who responded negatively could indicate areas for improvement in applying procurement outcomes effectively.
Table 4.1.13: Has your organization experienced cost reduction as a result of strategic procurement?
	Response
	Frequency
	Percentage 

	Yes
	86
	86%

	No
	14
	14%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
From table 4.1.13, with 86% positive responses, it’s clear that organization experienced cost reduction as a result of strategic procurement. This could result from timely deliveries and accurate demand forecasting made possible through reliable supplier partnerships. The 14% dissent might suggest inefficiencies that still exist in the inventory management system.
Table 4.1.14: Do you think procurement delays affect the financial performance of the company?
	Response
	Frequency
	Percentage 

	Yes
	78
	78%

	No
	22
	22%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.14 shows that a significant portion of the respondents (78%) acknowledged that procurement delays affect the financial performance of the company This indicates that while supplier evaluation is prioritized, procurement delays remains a bottleneck. The 22% who did not see data issues suggest that improvements or automation might already be in place in some departments.
Table 4.1.15: Are vendor performance evaluations regularly conducted to minimize financial losses?
	Response
	Frequency
	Percentage 

	Yes
	74
	74%

	No
	26
	26%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.15 shows that seventy-four respondents (74%) believe that vendor performance evaluations regularly conducted to minimize financial losses in the organization. This reveals an organizational issue that could impact consistency and fairness in supplier assessments. The 26% who disagreed might belong to departments with well-defined evaluation frameworks.
Table 4.1.16: Do you believe effective procurement planning contributes to increased profitability?
	Response
	Frequency
	Percentage 

	Yes
	79
	79%

	No
	21
	21%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.16 shows that a clear majority (79%) see effective procurement planning to have contributed to increased profitability. This highlights the importance of procurement planning  in contributing to increased profitability in the organization. The 21% who disagreed may reflect a perception of independence or low reliance on top-level backing in their roles.
Table 4.1.17: Are there challenges in implementing strategic procurement in your organization?
	Response
	Frequency
	Percentage 

	Yes
	90
	90%

	No
	10
	10%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.17 shows that out of 100 respondents, 90 affirmed that there are challenges in implementing strategic procurement in the organization while 10% of them had different opinion.
Table 4.1.18: Do you think procurement officers need more training on strategic sourcing?
	Response
	Frequency
	Percentage 

	Yes
	87
	87%

	No
	13
	13%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 4.1.18 shows that a large majority (87%) believe that procurement officers need more training on strategic sourcing. This indicates that respondents see a strong link between training and improved strategic sourcing. Only 13% do not see this connection, which may stem from specific experiences or roles less affected by procurement decisions.
Table 4.1.19: Is top management committed to improving procurement strategies?
	Response
	Frequency
	Percentage 

	Yes
	84
	84%

	No
	16
	16%

	Total 
	100
	100%


Source: Researcher’s Fieldwork, 2025
Table 19 shows that eighty-four respondents (84%) affirmed that top management committed to improving procurement strategies. This emphasizes the value of procurement strategies in maintaining workflow continuity. The remaining 16% might represent instances where procurement assessments were either ineffective or not followed through.
4.2	Hypotheses Testing
Hypothesis One:
H₀₁: There is no significant relationship between strategic procurement practices and competitive advantage at Femtech ICT
Model Summary
	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate

	1
	.678
	.460
	.455
	1.01345


ANOVA
	Model
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	Regression
	45.23
	1
	45.23
	23.45
	.000


Interpretation: The result (r = 0.652, p = 0.000) shows a strong, positive, and statistically significant relationship between strategic procurement practices and competitive advantage at Femtech ICT

Hypothesis Two:
H₀₂: Strategic procurement practices do not have a significant impact on the profitability of Femtech ICT
Model Summary
	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate

	1
	.732
	.536
	.531
	.95124


ANOVA
	Model
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	Regression
	53.12
	1
	53.12
	29.87
	.000


Interpretation: A significant moderate to strong positive correlation (r = 0.601, p = 0.000) is observed. Therefore, the null hypothesis is rejected.
Hypothesis Three:
H₀₃: There is no significant relationship between supplier management and organizational performance at Femtech ICT.
Model Summary
	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate

	1
	.695
	.483
	.477
	.99854


ANOVA
	Model
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	Regression
	49.89
	1
	49.89
	26.71
	.000


 
Interpretation: A strong negative correlation (r = -0.711, p = 0.000) was found. Since the result is statistically significant, the null hypothesis is rejected and it is concluded that there is significant relationship between supplier management and organizational performance at Femtech.

4.3	Discussion of Findings 
The findings from this study demonstrate a significant understanding among respondents at Femtech ICT regarding the critical role of strategic procurement practices in enhancing organizational performance. As seen in Table 4.1.5, a vast majority (90%) affirmed that procurement is strategically important to the organization's success. This underscores the organization's structured approach to procurement management and reflects a culture where procurement is integrated into the overall business strategy. The high percentage of respondents in agreement indicates that Femtech ICT has moved away from a traditional transactional procurement model to a more strategic function that aligns with its corporate goals. This was further affirmed by the 88% of respondents (Table 4.1.6) who stated that procurement decisions are aligned with the organization’s broader objectives, confirming procurement’s position as a key strategic function in achieving organizational effectiveness and competitiveness.
Furthermore, the organization’s adoption of modern procurement techniques, such as e-procurement, was acknowledged by 80% of respondents (Table 4.1.8), suggesting that Femtech ICT is leveraging technology to improve efficiency, transparency, and data-driven decision-making in procurement. This aligns with global trends, where digital procurement is increasingly adopted to enhance agility and responsiveness in supply chains. The results also highlight that 85% of respondents believed the organization engages in long-term procurement planning (Table 4.1.7), which is essential in managing cost, ensuring continuity, and forecasting future needs. When respondents were asked about the impact of procurement practices on innovation, 83% affirmed its positive influence (Table 4.1.12), suggesting that strategic procurement is not only about cost savings but also about sourcing innovation through collaboration with suppliers.
The statistical analysis of the hypotheses strongly supports the role of procurement in enhancing both competitive advantage and profitability. Hypothesis One revealed a strong and significant relationship between strategic procurement and competitive advantage (r = 0.652, p = 0.000), indicating that effective procurement contributes to the firm's ability to compete in the ICT industry. Similarly, Hypothesis Two tested the impact of procurement on profitability and yielded a strong correlation (r = 0.601, p = 0.000), supporting the view that strategic sourcing and supplier management contribute directly to cost savings and improved financial performance. This is further substantiated by 86% of respondents in Table 4.1.13 who agreed that strategic procurement has led to cost reductions. The third hypothesis revealed a significant relationship between supplier management and organizational performance (r = -0.711, p = 0.000), highlighting the importance of supplier evaluation and collaboration in maintaining operational efficiency and product/service quality.
Moreover, the data shows a strong consensus that supplier relationship management plays a pivotal role in improving the quality of goods and services received (Table 4.1.10), with 87% of respondents supporting this view. This finding complements the result from Table 4.1.11, where 84% of respondents agreed that timely procurement ensures faster product or service delivery, thus affirming that procurement practices are directly linked to operational performance. The findings also shed light on internal challenges, as 90% of respondents (Table 4.1.17) indicated that the implementation of strategic procurement still faces obstacles, such as inadequate training and top management involvement. However, the majority also affirmed that procurement officers require further training (87%) and that top management is showing commitment to improving procurement strategies (84%), reflecting ongoing efforts to address these issues. Altogether, the findings support the conclusion that strategic procurement, when properly executed, can serve as a critical tool for boosting competitive positioning, driving profitability, and sustaining organizational performance at Femtech ICT.













CHAPTER FIVE
SUMMARY, CONCLUSION AND RECOMMENDATIONS
5.1	Summary of findings 
This study examined the role of strategic procurement practices in enhancing organizational competitive advantage and profitability, using Femtech ICT, Ilorin, as a case study. The research aimed to evaluate how strategic procurement decisions influence organizational success, including profitability, competitiveness, and overall performance. The data gathered revealed that procurement is no longer viewed as a mere clerical or transactional task but a strategic function that significantly contributes to organizational goals.
One of the key findings is that a large majority of respondents (90%) agreed that procurement is strategically important to the organization’s success. This underscores the belief that procurement decisions are made with long-term corporate interests in mind. Additionally, 88% of the respondents confirmed that procurement decisions are aligned with the overall corporate goals of Femtech ICT, indicating that procurement plays a central role in supporting the firm’s mission and vision. Also, 85% of the staff acknowledged that long-term planning is part of procurement activities, showing the company's readiness to proactively manage supplier relationships and anticipate future demands.
The study further found that modern procurement practices such as e-procurement are widely adopted, as shown by 80% of respondents. This suggests that technology is being effectively leveraged to streamline procurement processes, improve accuracy, and enhance speed. Importantly, 89% of respondents believed that strategic procurement contributes to the organization’s competitive advantage, while 86% reported that it had led to cost reductions. This affirms the direct link between procurement strategy and financial efficiency. In addition, supplier relationship management was found to significantly enhance the quality of goods and services delivered, according to 87% of the participants.
In testing the hypotheses, the study found strong and statistically significant relationships between strategic procurement practices and both competitive advantage (r = 0.652, p = 0.000) and profitability (r = 0.601, p = 0.000). Similarly, supplier management was found to significantly influence organizational performance (r = -0.711, p = 0.000), indicating that effective supplier evaluation and collaboration can drive better performance outcomes. However, despite these benefits, 90% of the respondents acknowledged that challenges still exist in implementing strategic procurement practices, including the need for further training of procurement officers and stronger commitment from top management.
In summary, the findings suggest that strategic procurement practices—when effectively implemented—can improve cost efficiency, foster innovation, ensure timely delivery of goods and services, and ultimately contribute to the competitive edge and profitability of organizations such as Femtech ICT. The results reinforce the importance of aligning procurement strategies with corporate objectives and investing in procurement capabilities to drive long-term organizational success.
5.2	Conclusion 
Based on the findings of this study, it can be concluded that strategic procurement practices play a critical role in enhancing the competitive advantage and profitability of organizations, particularly in the ICT sector. At Femtech ICT, procurement is not merely an operational function but a strategic tool aligned with the company’s broader goals. The strong positive relationships between procurement strategies and key performance indicators such as profitability and market competitiveness affirm that organizations that prioritize procurement planning, supplier management, and modern procurement techniques are more likely to achieve superior performance outcomes.
Furthermore, the study confirms that effective procurement contributes to innovation, timely delivery, cost savings, and overall organizational efficiency. While most respondents acknowledged the benefits of strategic procurement, challenges such as inadequate training and inconsistent evaluation frameworks remain. Therefore, it becomes necessary for organizations like Femtech ICT to continuously invest in procurement personnel development and maintain top management commitment. In doing so, procurement can serve not just as a cost-saving function, but as a core driver of value creation, operational excellence, and sustainable competitive advantage.
5.3	Recommendations 
At the end  of the study, the following recommendations are made:
i. Organizations should provide regular training for procurement officers on modern strategic sourcing techniques.
ii.  There is need for the alignment of procurement decisions with the organization's long-term strategic goals.
iii. Management of the organization should adopt and fully implement e-procurement tools to enhance efficiency and transparency.
iv. Management of Femtech ICT should strengthen supplier relationship management to improve quality and timely delivery.
v. Management of Femtech ICT should conduct regular vendor performance evaluations to reduce financial risks
vi. The organization should involve top management in procurement planning and execution for better outcomes
vii. There is need for integrating innovation goals into procurement strategies to boost competitive advantage.
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APPENDIX
QUESTIONNAIRE
Dear Respondent,
This questionnaire is designed to collect data for an academic study on the role of strategic procurement practices in enhancing organizational competitive advantage and profitability, using Femtech ICT, Ilorin, as a case study. Your responses will be treated with utmost confidentiality and used strictly for research purposes. Kindly answer all questions honestly.
Section A: Biographical Information
(Please tick [✔] as appropriate)
1. Gender: ☐ Male   ☐ Female
2. Age: ☐ 18–25  ☐ 26–35  ☐ 36–45  ☐ 46 and above
3. Educational Qualification: ☐ OND/NCE ☐ HND/B.Sc ☐ M.Sc/MBA ☐ Others (specify): ___________
4. Department: ☐ Procurement ☐ Finance ☐ Administration ☐ IT/Operations
5. Years of Experience in the Organization: ☐ Less than 1 year ☐ 1–3 years ☐ 4–6 years ☐ 7 years and above
Section B: Research Questions (Please respond by ticking [✔] either Yes or No for each question)
6. Do you think procurement is strategically important to the success of your organization? (a) Yes  () (b) No ( ) 
7. Are procurement decisions aligned with the overall corporate goals of Femtech ICT? (a) Yes  (   ) (b) No (    ) 
8. Does the organization engage in long-term planning for procurement activities? (a) Yes  () (b) No ( ) 
9. Are modern procurement techniques such as e-procurement used in your organization?(a) Yes  (   ) (b) No (    ) 
10. Do you believe strategic procurement contributes to the organization's ability to compete in the market? Yes  (   ) (b) No (    ) 
11. Has supplier relationship management improved the quality of goods and services received? Yes  (   ) (b) No (    ) 
12. Does timely procurement lead to faster product or service delivery? (a) Yes  () (b) No ( ) 
13. Do you think procurement practices influence innovation in your organization?(a) Yes  ( ) (b) No ( ) 
14. Has your organization experienced cost reduction as a result of strategic procurement? (a) Yes  (   ) (b) No (    ) 
15. Do you think procurement delays affect the financial performance of the company? (a) Yes  (   ) (b) No (    ) 
16. Are vendor performance evaluations regularly conducted to minimize financial losses? (a) Yes  (   ) (b) No (    ) 
17. Do you believe effective procurement planning contributes to increased profitability? (a) Yes  (   ) (b) No (    ) 
18. Are there challenges in implementing strategic procurement in your organization? (a) Yes  ( ) (b) No ( ) 
19. Do you think procurement officers need more training on strategic sourcing? (a) Yes  ( ) (b) No ( ) 
20. Is top management committed to improving procurement strategies? (a) Yes  (  ) (b) No (  ) 
21. Would you recommend integrating procurement more closely into strategic decision-making processes? (a) Yes  () (b) No ( ) 
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