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ABSTRACT
This study was carried out to examine the importance of efficient purchasing in a manufacturing organization using Coca Cola, Port Harcourt, Rivers  State. Specifically, the study examined the caliber of    staff employ for the performance of purchasing function. The study also, ascertain the extend the purchasing important have been adopted. More so, the study  find out purchasing contribution of profitability and efficient running of the organization. Furthermore, the study  stress the importance of purchasing in a manufacturing organization. Lastly, the study find out the relationship between the purchasing and  other department. The study employed the survey descriptive research design. A total of 77 responses were validated from the survey. From the responses obtained and analyzed, the findings revealed that the role of the purchasing agents enhances the organizational needs for selecting suppliers, agreeing terms placing orders and also receiving service. Also,  the role of purchasing regarding to negotiation of the right price for the goods influences the productivity of the organization. Furthermore, the function of purchasing involve ensuring that goods arrived at the right time and place. Lastly,  effective purchasing power  is necessary for the purchase of raw materials used in the manufacturing industries. The study hereby  recommend that the purchasing department should have its own budget. Also the purchasing officer /executive should be involved in budgetary preparation and control especially as it concerns the purchasing department. The study also recommend that the organization should engage its employees (purchasing)training and development schemers. This is necessary because it is dynamic function and therefore those that perform the purchasing activities should work in accordance with the trends.


CHAPTER ONE
INTRODUCTION
1.1     BACKGROUND OF THE STUDY
Purchasing is concerned with the “process of defining the organization needs, selecting suppliers, agreeing terms, placing order and receiving goods and services. It is by it’s nature of service” function oriented to providing a complete supply service for users within the organization. Purchasing according to Oyeoku (1993) is referred to as function of business that enters into contracts with the organization suppliers and the final places orders with them. Where the function of procurement is emerged with that of store, the receive and pay for the goods and service in other to receive on behalf of the organization. purchasing can also be define according to oyeoku (1993) as the act of accomplishing through identifying and comparing the suppliers as well as their supplier  that are  available to organization through the process of negotiation with the sources available to  them with sole intention of arriving at an agreed term in order to limit cost and  improve the organization profit.
According to Lyson (1984) he defines organizational purchasing as that function that is responsible for obtaining by purchase, equipment, material, lease or other legal means, supplies and service required by an undertaking for production use. In this definition, the word purchasing has been used in an economic sense of definition the function of creating utilities goods and service that satisfy human wants.
Purchasing does not confined to manufacturing output but also applied to even distributing, and services organization. The importance of efficient purchasing  to manufacturing  organization cannot be over- emphasized, ‘that is’ it is to created efficient supply of  equipment, fuel raw materials, component, power and other consumable service for use by industries.
Long ago buyers where employed to buy production material without a proper research on market to obtain the right quality at the right price, and with a high increase of profit to organization. Today purchasers are trash to have organization need in an efficient economical and wiser from for equipments to organization. This approach was only successful when services or goods are not many substitutes, when there was an abundant material and when many managers took resources for granted.
According to Baily (1987) organizational purchasing is the  process by which organization  define the needs for  goods and services, and  compare  the supplies and suppliers available for them, and  arrive at agreed terms of trading and make contracts and place orders, also accept, revise and pay for the goods and service supplied. The numerous diverse item that are constantly needed and when the quality of material influences the cost of manufacturing the final product, then an organization  purchaser function becomes particularly very important and this demand close attention. Therefore manufacturing organization should realizes the fact that the buyers is the custodians of organization purser and hence economists are derived purchasing provide direct saving on cost and contribute to cash increase flow According to the institute for supply management purchasing is defined as a major function of required material service and equipment.
1.2          HISTORICAL BACKGROUND OF THE STUDY AREA
A case study of Nigeria bottling companying coca-coca plot 82 industrial layout transamdi PH  The Nigeria bottle company also know as coca-coca situated at 82 plot industrial layout transamdi (ph) manufacture  training of soft drink generally called coca-coca product and produce Eva water ,the soft drink are in both cans and bottle. the company are manager by professionals and expertriates with wealth of experience, the class range of the company is from professional to the casual workers, the product from the company have been approved by NATIONAL AGENCY FOR FOOD,DRUGS ADMINISTRATIVE AND CONTROL(NAFDAC) the company have varieties of  product in the Nigeria market.
1.3     STATEMENT OF PROBLEMS
In recent years, it been notices that purchasing has not been accorded the statue which it deserve in organization. The major problem lies on the fact that in an organization everybody wants to buy in purchasing decision. It is also surprising that departmental manager or heads contract for the purchase of raw material even as furniture and the general manager apart from the part he  play when capital items are concerns is interested to know the particular vendor to whom the contract is awarded to the selfish interest. Company executives are not convincing of the procurement or service of an efficient and effective service render by purchasing department and the full benefit through purchasing department. In some manufacturing the purchasing departments is not constituted with qualified people and therefore are not competent enough to tackle the trends in purchasing function.     
1.4          OBJECTIVES OF THE STUDY
The researcher undertaking the study of the importance of efficient purchasing in manufacturing organization.
It highlight the functions of purchasing which centers on the co-ordination and control of material costs and maximizing profit therefore the purpose of the study with special interest and the manufacturing organization is narrowed down in the following point .
1.     To examine the caliber of    staff employ for the performance of purchasing function.
2.     To ascertain the extend the purchasing important have been adopted
3.     To find out purchasing contribution of profitability and efficient running of the organization.
4.     To stress the importance of purchasing in a manufacturing organization
5.     To find out the relationship between the purchasing and  other department
1.5     SIGNIFICANCE OF THE STUDY
The  importance of the study lies on the profitability contribution of the purchasing function to a firms operation especially in a manufacturing organization where material and service account for about 85% of its total input as it know that 4%saving in purchasing  can contribute the same amount and mark-  up of  20% on sales.
The significance of the study derives the usefulness in the following ways.
1.     To the company, it will highlight them on the impact of purchasing in profitability.
2.     Students or anybody that does not have an idea of the role of purchasing function and it’s contributions to profitability. If come across this project will also gain and have the knowledge as well. And also use this project as a research book
3.     Finally, It is hoped that the findings and recommendation will help other organization to begin to accord purchasing and supply function recognition if they must make profit.
1.6     RESEARCH QUESTION
In the bid to achieve the objectives of this research work, the following research questions will be treated, thus;
1.     Does the role of the purchasing agents enhances the organizational needs for selecting suppliers, agreeing terms placing orders and also receiving service?
2.     Does the role of purchasing regarding to negotiation of the right price for the goods influences the productivity of the organization?
3.     Does the function of purchasing involve ensuring that goods arrived at the right time and place?
4.     Is effective purchasing power necessary for the purchase of raw materials used in the manufacturing industries?
5.     Does efficient purchasing ability promote the profitability and productivity of a manufacturing organization,
6.     Does purchasing ensure good source of supply?
7.     Do purchasers help in the evaluation of potential supplier before dealing with them for agreement into continuous supply of material to the organization?
1.7     RESEARCH HYPOTHESIS
In the course of this research work, the following hypothesis will be tested, thus
Ho:    There is no significant relationship between effective and efficient purchasing ability and the profitability of manufacturing industries.
HA:    There is significant relationship between effective and efficient purchasing ability and the profitability of manufacturing industries.
1.11SCOPE OF THE STUDY
The scope of this researcher work comprises all the factors that ensures efficient purchasing within the manufacturing organization. For the sake of coherency, specification, and distinctive, the study has chosen as a case study the Nigeria Bottling Company coca cola plot 82 industrial layout trans -amadi Port Harcourt though the findings can vividly and validly be applied to all the business organization at large.
1.12LIMITATION OF THE STUDY
The important limitation on this research factor is the time involvement in gathering facts and compilation especially the examinations the researcher are having other factors include financial problem, lack of text books and as well as the attitude of respondents in dividing information term as “classified”
1.13DEFINITION OF TERMS
It is pertinent to state here that words have meanings and there meanings are different according to their usage either directly or indirectly
SPECIFICATION
This show the details description of service materials, parts and components to be used in manufacturing organization
PURCHASE REQUISITION NOTE
This is a document used by an authorized person in a company requesting the purchasing department to order or purchase particular items, materials stating the require quantity and quality
LOCAL PURCHASING ORDER [LPO]  
A document used by a buyer to the supplier for ordering the supply of specified goods and service are generally specifying the quantity required and the price.
QUALITY ASSURANCE SCHEME
This means the process involved in ensuring that right quality materials are obtain in carrying out purchasing activities.
VENDOR APPRAISAL
 This is act of assessing the supplier capability to comply with organization specification.
QUOTATION CHART
 This is a chart that shows supplier quotations on how they are evaluated and in most cases it also show the supplier that won the contract.
GOODS RECEIVE NOTE [G.R.N]
This represents a document that shows the receipts of goods from a supplier
SUPPLY MARKET
This show the means on how different sources of supplier desire can be selected
SUPPLY MARKEY RESEARCH
The process of examining the actual and potential sources which constitute a supply market.
SOURCING
This entails a proper identification of suitable source of supply or supplier
CONTRACT
This refers according to the study that show the agreement reached by an organization purchaser and the supplier for supply of material component.


CHAPTER TWO
REVIEW OF LITERATURE
[bookmark: _Toc43312039]INTRODUCTION
Our focus in this chapter is to critically examine relevant literature that would assist in explaining the research problem and furthermore recognize the efforts of scholars who had previously contributed immensely to similar research. The chapter intends to deepen the understanding of the study and close the perceived gaps.
Precisely, the chapter will be considered in three sub-headings:
· Conceptual Framework
· Theoretical Framework
[bookmark: _Toc43312040]2.1	CONCEPTUAL FRAMEWORK
MEANING OF PURCHASING
The meaning of purchasing in any organization has been subjected to various interpretations by various authors and even students has, this research will strive clearly what purchasing is all about in any organization by integrating the idea of various authors. According to carter (1982) in his definition mentioned that purchasing is the department which is concerned with the process of defining the need, selecting supplies agreeing terms, placing order, receiving good and services. Purchasing is seen as a “service” function for providing the complete supply for users with the organization and the materials supplied must be according to the users requirement and they must be supplied on time to meet the production schedule. In relating this definition to what the meaning of purchasing should be in an organization. It then see that is mainly concerned with placing order, sources, source of material, negotiating with supplier and receiving goods, all these must be done bearing cost in mind because the aim of purchasing is cost reduction a providing “the right quality, right quantity, from right source, at the right price and at the right time”. The above definition is a broad generalization indicating the scope of purchasing function, which involve policy decision and analysis of various alternative possibilities prior to the act of purchase.
Purchasing also describes the process of buying. It is the learning of the requirement, identifying and selecting a supplier, negotiation price. Purchasing is an element of the wider function of procurement and it includes many activities such as ordering, expediting, receipt and payment. Purchasing is responsible for obtaining the materials, parts, supplies and services needed to produce of a product or provide a service. (Joyce, 2006) Purchasing can be divided into two broad categories, large and small purchases, based on seven characteristics of purchased product – volume, specificity, technological complexity, essentiality, fragility, variability, and economic value. (Parikh, 2005).
TYPES OF PURCHASE
Bulk Purchase
 In case of bulk purchases there are high volume items, large amount, and more frequent utilization with more specific use. Bulk purchases are handled in large organizations and multinational organizations with the standardized purchasing process, where as some other organizations use separate purchasing process. There are frequent misuse and lack of control in purchasing process in those organizations in which same standardized process is used for both bulk and small purchasing. Large purchases are typically non-urgent in nature. Large-volume, continuous-usage items can be covered by blanket purchase orders, which often involve annual negotiation of prices.
Small Purchase 
In case of small purchase there are low volume items, small amount, less frequency of utilization, high variety and low technical complexity. Mainly small purchases include machine parts, auto parts, machine repairs, in frequent sullies of offices and miscellaneous goods. Small purchases are urgent in nature. There are two basic types of purchasing in the business world: purchasing for resale or purchasing for consumption or conversion. (Dobler, 1984) Purchasing for resale or resale purchasing is mainly performed by retailers and wholesalers (called merchants). Purchasing for internal consumption or conversion is called industrial buying. The industrial buyers generally face different and complex problems with comparisons of merchandise buyers or resellers. For instance, the industrial buyers have to spend time to anticipate in determining what products should be produced or manufactured and what product should be purchased from outside or suppliers. They also correlate their purchasing 4 with sale forecasts and production schedules. In some books, you will find the terms like purchasing, procurement, supply chain, materials management, supply material and logistics interchangeably. But there is a hair-line difference in all these terms.
PURCHASING MANAGEMENT 
Purchasing management is concerned with the planning and controlling of the acquisition of suppliers' goods and resources, to fulfill the administrative and strategic objectives of the organization. In practice, purchasing managers have to deal with both customers internal as well as external. He/she has to respond creatively to internal customers' need on the one hand and to maintain a mutually profitable relationship with suppliers on the other. This dual-role perspective of purchasing management has, in recent years, been increasingly recognized as comprising complex tasks in the integration of internal/external and upstream/downstream supply chain management activities. (Fung, 1999) The part of supply chain management that focuses on the management of inbound goods and services into a firm.  
IMPORTANCE OF PURCHASE MANAGEMENT 
For Cost Effective Production 
Purchasing is responsible for learning of the internal requirements, locating and selecting suppliers, obtaining the materials, parts, supplies and services needed to produce a product or provide a service. A purchase manager is responsible for negotiation of price with suppliers too. You can get some idea of the importance of purchasing when you consider that in manufacturing industry more than 60 percent of the cost of finished goods comes from purchased parts and materials. Furthermore, the percentages for purchased inventories are even higher for retail and wholesale companies, sometimes exceeding 90 percent. Nonetheless, the importance of purchasing is more than just the cost of goods purchased; other important factors include the quality of goods and services and the timing of deliveries of goods or services, both of which can have a significant impact on operations. (Joyce, 2006) The industries like construction, petroleum refineries, sugar, automobile have more than 75 percentages of materials cost as an input percent cost. 
For Strategic Purpose 
Purchasing is a strategic issue. The manufacturers have to procure capital items like plant and machinery for manufacturing facilities. It requires heavy investment. So, purchasing is an important function. But in some organization, especially small scale, purchasing is considered as a clerical activity. They assign this job to the persons simply who are loyal to the organization. But it is a wrong way. In purchasing, the executives must by dynamic, innovative, creative and must have analytical decision making. The emergence of the supply chain management concept has enlightened managers about the strategic role played by purchasing. Purchasing helps to determine a firm's cost structure through negotiations with suppliers. If the executives are efficient in bargaining then they can save for the organizations and this will help the organizations to cut costs and helpful in getting competitive advantage in the market. Purchasing initiatives can lead to reducing inventory and improving the quality of incoming parts and components through vendor selection and supplier development. Purchasing also supports new product development by encouraging supplier involvement in product development. 
PURCHASING ACTIVITIES
There are two major forms of purchasing activities that take place in an organization:
i. Tactical purchasing
ii. Strategic sourcing
Tactical Purchasing 
The organization require some materials for the smooth flow of production. The day to day management of materials flow is called tactical purchasing. These activities generally ensure that products and services are delivered to the right internal people at the right time but are often not carried out using a long term horizon. (Monczka, 2002) 
Strategic Sourcing 
The purchasing which affects the long-term profitability is called strategic purchasing. Strategic sourcing is a part of purchasing activities but in a border sense. In the strategic sourcing process there may includes members from other than purchasing department like from engineering, quality, design, manufacturing, marketing and accounting department for managing, developing and integrating with supplier capabilities to achieve competitive advantages like cost reduction, technology development, quality improvement and cycle time reduction. 
PURCHASING CYCLE 
The purchasing cycle begins with a request from within the organization to purchase material, equipment, supplies, or other items from outside the organization, and the cycle ends when the purchasing department is notified that a shipment has been received in satisfactory condition, and managerial accounting is actively involved in each step. (Joyce, 2006) The main steps in the cycle are as under: 
·  Recognition of need
·  Description of need
·  Selection of suppliers
·  Determination of prices 
·  Preparation of purchase order
·  Placing the order with a selected supplier
·  Monitoring and follow up the order
·  Receiving the ordered materials
·  Checking and approving for payment to supplier.
THE IMPORTANCE OF EFFICIENT PURCHASING IN A MANUFACTURING ORGANIZATION
There is a gain saying the fact the important performed by purchasing department in an organization is just based on buying alone but it also depend on the type of business being undertaking by the organization. For instance, in manufacturing organization, the purchasing personnel are regarded as services for industrial or manufacturing for the sole purpose of converting the raw material into in finished goods. More so the importance performed by purchasing unit in much concern on defined the organization needs selecting suppliers, agreeing terms placing orders and also receiving service. In most manufacturing organization producing consumer goods purchasing is of primary importance and must be considered alongside with one of the major function of marking. In a case of manufacturing organization were material account for about 75percent of its total input, it is very important for purchasing department to create or provide a high saving of lost and much of an organization. The importance carried out by the purchasing department  are determine in consideration of the following factors. 
i. need identification 
ii. identification of high quality
iii. ordering the right quantity
iv. negotiating on right price 
v. ensure of goods arrived at right time and place 
vi. ensure of good source of supply
NEED IDENTIFICATION

In order to perform his importance efficient, a buy has to understand the range and variety of requirement as needed by his organization.  This is to ascertain the areas, which help a purchaser to be able to make competent decision on or as required by his organization.  These refer to capital need and they are classified into three groups.
1. Need which requires “capital expenditure, such as machines, vehicles, building and furniture 
2. Need for “miscellaneous supplies “which are supplies (order than production material to operate the business).
3. Need for production materials “which goes directly into the finished goods or product 
THE RIGHT QUANTITY 
This is the act taking a serious investigation of a right sourcing of supplier to create efficient and continuity of smooth running of organization. Right quantity her is the avoidance duplicate, take and obsolescence or enable. Right quantity is the provision of a purchasing to produce satisfied need in efficient and economical manner. It is also the expansibility of purchaser to challenge requisitions as far as the qualities demanded by the requisitions as far as the qualities demanded by the requisition is concerned. The factors that help to know the right quality are as follows.
a. The overall qualities in a given period. 
b. The frequency of change of the end product.
c. The extent of stay before deterioration takes place. 
d. The effect of quantity on the cost purchasing.
e. The pattern of usage 
f. The availability of the item on relation to the needs 
g. The willingness of suppliers’ co-operation in supplying the quantities called for 
h. The extend of co-operation between the purchasing organization and the supplier.
THE RIGHT QUALITY
In purchasing the quality represent the degree of grade or excellent that in appropriate at a particular time or purpose. It is also refer as set of specification governing it’s functional performance, strength, shape, composition, dimension workman ship and colour etc.  The right quality represent the act of been satisfied with a purpose of which it is to be served by the purchase materials. In organization purchaser are rested with responsibility to challenge specified quality standard where they are considered to be unrealistic but its right have to change them without consulting any member of the users department such as the customer or designer. To challenge here means to request for re-consideration of the quality stipulations in terms of cost, reliability and availability of the items. Buyers also have committee to be concerned with specifying needs advice a cost and also for alternatives material of suggestion. Purchasers must ensure that supply meet the requirement of organization, it sees to be appropriate with reference to quality made by enquiries, quotations, purchase orders and in general conditions of purchases. It should be on a continuous basis appraise renders with regard to quality and establishing a programmer of implementing quality assurance programmer scheme. Purchases quality assurance scheme stages have four processes that can be a little bit explains. Firstly, a need must be identified and after considering available alternatives, specification is prepared. Secondly after investigation of sources is elected. Thirdly, the requirement is communicated to the supplies and contract is drawn up lastly, the supplier produce the goods and summit them to the buyer for his inspection and certification before accepting them.
THE RIGHT PRICE
The price here means a lot of different meaning to different professional bodies in the economy to the buyer it represents the sum of money paid bug or small buyer to seller. While to organization purchaser represent that price are fair and reasonable. Since there is no stipulated amount to meet requirement  to all vendors. This also entails buying at the best price bearing in mind that the quality and service  required, and  sub sequent cost likely to be incurred . However ‘for standard items’ the buyer need only to check current listing to obtain the price.  Another method of obtaining price is through  negotiation according to Dobler and lee(1977). Negotiation is all about reviewing, planning and analyzing used by a buyer and a seller to reach acceptable agreement. This agreement includes all aspect of business transaction price. Price negotiation can be said as a rational process of arriving at a compromise through bargaining with reward to price between the buyer and the seller.
 THE RIGHT TIME AND PLACE
This entail ensuring that suppliers are not obtaining too early so increase cost or supplying too late by so causing delays, stoppage in production and chasing off, and customers.
· Also suppliers are to be delivered to the point off use so that double handing who is causes damages and increase in handing cost are not involved.
THE RIGHT SOURCE OF SUPPLY
When a need has been recognize or identified and described, the buyer must select the source of supply from where to solicit bids. This process is known as sourcing is therefore defined as the process by which a purchaser seeks survey and ultimately evaluates suppliers in order to determine polices, which relate to  those who can most suitably meet requirement of his undertaking (lysons1981).  Sourcing involve a critical and careful observation of supplier for continuous relationships both with preferred sources which hare actually supplying goods and services with the potential material to join the running of the organization. For it proper performance, sourcing requires carrying out supply market research, which is really a normal part of buying process and undertaken informally by buyers when they talk to representatives, visit exhibitions, trade fairs, journals and investigate the market before placing orders.
SUPPLIERS EVALUATION
This is another critical job perform by purchasers for evaluation of potential supplier before dealing with them for agreement into continuous supply of material to organization. Some of the factors consider in supplier evaluation are time, quality, services, financial strength and some cases good management. Good services by supplier help to reduce the buyers work load increase the usefulness or availability of the product and diminishing the uncertainty associated with making buying decision. Financial stability and time delivery is also very important for evaluating a supplier.  Buyer prefer dealing with profitable suppliers because the buyer ate so concern on continuity and on time  delivery of their goods .

· Goods management is also important  as well supplier management improve the method by reduce cost, develop better products delivering on time, have fewer  defective products and build high moral in their work force 
VENDOR RATING
This is used when accumulating data about a supplier actual performance and presenting it in numerical form, it can be look at as a post purchase evaluation. The two method used for rating vendor here 
· In one method, supplier performance is measure on three criteria or conditions which are quality is rated by deducting the number of rejects as decimal fraction of the total quantity delivered. 
2.2 	THEORETICAL FRAMEWORK
Principal agent theory
Modern scholarship has produced more precise insights about when delegation benefits those who delegate. Many scholars now adopt the language of principal–agent models (i.e., agency theory) to describe the logic of delegation. The principal in principal–agent theories represents someone who delegates. The agent represents someone to whom authority is delegated. When a lawmaker delegates authority to an agency, for example, the lawmaker is the principal and the agency is the agent. Scholars use principal–agent models to determine when agents do (and do not) act in their principals' interests. Agency loss provides a common metric for their distinctions. Agency loss is the difference between the consequences of delegation for the principal and the best possible consequence. Agency loss is zero when the agent takes actions that are entirely consistent with the principal's interests. As the agent's actions diverge from the principal's interests, agency loss increases. When the agent does things that are bad for the principal, agency loss is high. Research on delegation (see, e.g., Lupia and McCubbins 1998) shows that agency loss is minimized when two statements are true. The first statement is that the principal and agent share common interests (Niskanen 1971, Romer and Rosenthal 1978). In other words, the principal and agent desire the same outcomes. The second statement is that the principal is knowledgeable about the consequences of the agent's activities. In other words, principals know enough about their agents' actions to determine whether or not these actions serve their interests.  If either of these two statements is false, then agency loss is likely to arise. Agency loss arises when the agent and principal do not have common interests because the agent gains an incentive to act against the principal's interests. If a liberal lawmaker delegates to conservative civil servants, for example, then the agents have less of an incentive to pursue the lawmaker's favored policies than they would if they were also liberals. Agency loss arises when the principal lacks knowledge about an agent's activities because the agent can act against the principal's interests without the principal being aware of the indiscretion. If, for example, lawmakers asks the police to enforce a restriction on public drunkenness, but lack information about agency activities, then the police may not fear retribution if they choose not to enforce the restriction (see Gerber et al. 2001 for examples). Agency loss is even more likely if neither of the two statements is true. In other words, when principals have conflicting interests with agents whose activities they cannot know, delegation is likely to be abdication. The threats are greatest in these situations because agents have both an incentive and an opportunity to act against the principal's interests without fear of retribution. When comparing the main themes of modern and early work on delegation, we see that many early scholars reached their dour conclusions because they presumed that the two statements described above were false. More recent work disputes this presumption, uncovering the many ways in which principals can induce their agents to have common interests and learn about their agents' activities. While the new work does not totally contradict the idea that delegation can become abdication, it is more precise about when this negative outcome occurs.  A central theme in recent literature shows how principals design political institutions to affect the incentives and future actions of their agents. McCubbins et al. (1987), for example, examine how legislative decisions about the structure of political institutions affect the extent of agency loss. Drawing on a wide array of actual administrative procedures, they show that lawmakers can and do set rules for agents that reduce agency loss by ensuring that people who share their policy interests are able to influence what agents do. For example, lawmakers often not only require agents to file extensive reports on their activities, but also invite interested parties from outside the agency to do the same. These interested parties are chosen because they are known to share the lawmakers' policy preferences—including them in the process makes agents more attentive to the lawmakers' policy desires. Many studies also show how lawmakers attempt to reduce agency loss by choosing agents who share their interests (i.e., by making civil service appointments on a strictly political basis: see Epstein and O'Halloran 1999 and Laffont and Tirole 1993 for reviews of such findings).

CHAPTER THREE
RESEARCH METHODOLOGY
3.1	INTRODUCTION
	In this chapter, we described the research procedure for this study. A research methodology is a research process adopted or employed to systematically and scientifically present the results of a study to the research audience viz. a vis, the study beneficiaries.
3.2	RESEARCH DESIGN
Research designs are perceived to be an overall strategy adopted by the researcher whereby different components of the study are integrated in a logical manner to effectively address a research problem. In this study, the researcher employed the survey research design. This is due to the nature of the study whereby the opinion and views of people are sampled. According to Singleton & Straits, (2009), Survey research can use quantitative research strategies (e.g., using questionnaires with numerically rated items), qualitative research strategies (e.g., using open-ended questions), or both strategies (i.e., mixed methods). As it is often used to describe and explore human behaviour, surveys are therefore frequently used in social and psychological research.
3.3	POPULATION OF THE STUDY
	According to Udoyen (2019), a study population is a group of elements or individuals as the case may be, who share similar characteristics. These similar features can include location, gender, age, sex or specific interest. The emphasis on study population is that it constitute of individuals or elements that are homogeneous in description. 
This study was carried out on the importance of efficient purchasing in a manufacturing organization , using Nigerian bottling company, Coca Cola, Port Harcourt. Rivers State as a case study. Staff of Coca Cola form the population of the study.
3.4	SAMPLE SIZE DETERMINATION
A study sample is simply a systematic selected part of a population that infers its result on the population. In essence, it is that part of a whole that represents the whole and its members share characteristics in like similitude (Udoyen, 2019). In this study, the researcher adopted the convenient sampling method to determine the sample size. 
3.5	SAMPLE SIZE SELECTION TECHNIQUE AND PROCEDURE
According to Nwana (2005), sampling techniques are procedures adopted to systematically select the chosen sample in a specified away under controls. This research work adopted the convenience sampling technique in selecting the respondents from the total population.
In this study, the researcher adopted the convenient sampling method to determine the sample size. Out of all the entire population of staff of Coca Cola Port Harcourt , the researcher conveniently selected 80 out of the overall population as the sample size for this study. According to Torty (2021), a sample of convenience is the terminology used to describe a sample in which elements have been selected from the target population on the basis of their accessibility or convenience to the researcher.
3.6 	RESEARCH INSTRUMENT AND ADMINISTRATION
The research instrument used in this study is the questionnaire. A survey containing series of questions were administered to the enrolled participants. The questionnaire was divided into two sections, the first section enquired about the responses demographic or personal data while the second sections were in line with the study objectives, aimed at providing answers to the research questions. Participants were required to respond by placing a tick at the appropriate column. The questionnaire was personally administered by the researcher.
3.7	METHOD OF DATA COLLECTION
Two methods of data collection which are primary source and secondary source were used to collect data. The primary sources was the use of questionnaires, while the secondary sources include textbooks, internet, journals, published and unpublished articles and government publications.
3.8	METHOD OF DATA ANALYSIS
The responses were analyzed using the frequency tables, which provided answers to the research questions. The hypothesis was tested using chi- square statistical tool.
3.9	VALIDITY OF THE STUDY
Validity referred here is the degree or extent to which an instrument actually measures what is intended to measure. An instrument is valid to the extent that is tailored to achieve the research objectives. The researcher constructed the questionnaire for the study and submitted to the project supervisor who used his intellectual knowledge to critically, analytically and logically examine the instruments relevance of the contents and statements and then made the instrument valid for the study.
3.10	RELIABILITY OF THE STUDY
The reliability of the research instrument was determined. The Pearson Correlation Coefficient was used to determine the reliability of the instrument. A co-efficient value of 0.68 indicated that the research instrument was relatively reliable. According to (Taber, 2017) the range of a reasonable reliability is between 0.67 and 0.87.
3.11	ETHICAL CONSIDERATION
he study was approved by the Project Committee of the Department.  Informed consent was obtained from all study participants before they were enrolled in the study. Permission was sought from the relevant authorities to carry out the study. Date to visit the place of study for questionnaire distribution was put in place in advance.


CHAPTER FOUR
DATA PRESENTATION AND ANALYSIS
INTRODUCTION
This chapter presents the analysis of data derived through the questionnaire and key informant interview administered on the respondents in the study area. The analysis and interpretation were derived from the findings of the study. The data analysis depicts the simple frequency and percentage of the respondents as well as interpretation of the information gathered. A total of eighty (80) questionnaires were administered to respondents of which only seventy-seven (77) were returned and validated. This was due to irregular, incomplete and inappropriate responses to some questionnaire. For this study a total of 77 was validated for the analysis.
4.1	DATA PRESENTATION
Table 4.2: Demographic profile of the respondents
	Demographic information
	Frequency
	percent

	Gender
Male
	
	

	
	42
	54.5%

	Female
	35
	45.5%

	Age
	
	

	20-25
	15
	19.5%

	25-30
	19
	24.7%

	31-35
	23
	29.9%

	36+
	20
	25.9%

	Marital Status
	
	

	Single 
	10
	12.9%

	Married
	64
	83.1%

	Separated
	0
	0%

	Widowed
	3
	3.9%

	Education Level
	
	

	WAEC
	00
	0%

	BS.c
	35
	45.5%

	MS.c
	42
	55.5%

	MBA
	00
	0%


Source: Field Survey, 2021
4.2	DESCRIPTIVE ANALYSIS
Question 1:  Does the role of the purchasing agents enhances the organizational needs for selecting suppliers, agreeing terms placing orders and also receiving service?
Table 4.3	respondent on question 1
	Options
	Frequency
	Percentage

	Yes
	35
	45.45

	No
	20
	25.97

	Undecided
	22
	28.57

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 45.45% of the respondents said yes, 25.97% said no. While 28.57% of the respondent were undecided .
Question 2:   Does the role of purchasing regarding to negotiation of the right price for the goods influences the productivity of the organization
Table 4.4	Respondent on question 2
	Options
	Frequency
	Percentage

	Yes
	45
	58.44

	No
	15
	19.48

	Undecided
	17
	22.07

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 58.44% of the respondents said yes, 19.48% said no , while 22.07% were undecided. 
Question3:   Does the function of purchasing involve ensuring that goods arrived at the right time and place?
Table 4.5:	Respondent on question 3
	Options
	Frequency
	Percentage

	Yes 
	30
	38.96

	No
	20
	25.97

	Undecided
	27
	35.06

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 38.96% of the respondents said very adequately, 25.97% said not adequately, while 35.06% were undecided.
Question 4:  Is effective purchasing power necessary for the purchase of raw materials used in the manufacturing industries
Table 4.6:	Respondent on question 4
	Options
	Frequency
	Percentage

	Yes
	40
	51.94

	No
	15
	19.48

	Undecided
	22
	28.57

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 51.94% of the respondents said yes, 19.48% said no , while 28.57% were undecided. 
Question5: Does efficient purchasing ability promote the profitability and productivity of a manufacturing organization,
Table 4.7:	Respondent on question 5
	Options
	Frequency
	Percentage

	Yes 
	30
	38.96

	No
	20
	25.97

	Undecided
	27
	35.06

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 38.96% of the respondents said very adequately, 25.97% said not adequately, while 35.06% were undecided.
Question6:  Does purchasing ensure good source of supply?
Table 4.8:	Respondent on question 6
	Options
	Frequency
	Percentage

	Yes 
	39
	50.64

	No
	16
	20.77

	Undecided
	22
	28.57

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 50.64% of the respondents said very adequately, 20.77% said not adequately, while 28.57% were undecided.
Question7:   Do purchasers help in the evaluation of potential supplier before dealing with them for agreement into continuous supply of material to the organization?
Table 4.9:	Respondent on question 7
	Options
	Frequency
	Percentage

	Yes 
	35
	45.45

	No
	17
	22.07

	Undecided
	25
	32.46

	Total
	77
	100


Field Survey, 2021
From the responses obtained as expressed in the table above, 45.45% of the respondents said very adequately, 22.07% said not adequately, while 32.46% were undecided.
4.3	Test of Hypothesis
Ho:    There is no significant relationship between effective and efficient purchasing ability and the profitability of manufacturing industries.
HA:    There is significant relationship between effective and efficient purchasing ability and the profitability of manufacturing industries.
Table 4.10: Pearson Correlation Table showing the relationship between effective and efficient purchasing ability (EAEPA) the profitability of manufacturing industry(TPOMI)
	
	EAEPA
	TPOMI

	EAEPA
	Pearson Correlation
	1
	.821**

	
	Sig. (2-tailed)
	
	.000

	
	N
	77
	77

	TPOMI
	Pearson Correlation
	.821**
	1

	
	Sig. (2-tailed)
	.000
	

	
	N 
	77
	77


Source: Survey data, 2021 
**. Correlation is significant at the 0.05 level (2-tailed)

The Pearson Correlation result in Table 1 contains the degree of association between EAEPA and TPOMI. From the result, the Pearson correlation coefficient, r, value of 0.821 was positive and statistically significant at (p< 0.000). This indicates that effective and efficient purchasing ability   (EAEPA)  will result in the profitability of manufacturing industry (TPOMI). 
Thus, EAEPA and TPOMI are correlated positively. 



CHAPTER FIVE
SUMMARY, CONCLUSION AND RECOMMENDATION
5.1	SUMMARY
In this study, our focus was the importance of efficient purchasing in a manufacturing organization  using Nigeria bottling company as a case study. The study specifically was aimed at highlighting the caliber of    staff employ for the performance of purchasing function. The study will further ascertain the extend the purchasing important have been adopted. More so, the study will find out purchasing contribution of profitability and efficient running of the organization. Furthermore, the study will stress the importance of purchasing in a manufacturing organization. Lastly, find out the relationship between the purchasing and  other department.   A total of 77 responses were validated from the enrolled participants where all respondent are drawn from staff of Nigeria bottling company.
5.2	CONCLUSION
Based on the finding of this study, the following conclusions were made:
1. The role of the purchasing agents enhances the organizational needs for selecting suppliers, agreeing terms placing orders and also receiving service
2.     The role of purchasing regarding to negotiation of the right price for the goods influences the productivity of the organization.
3.     The function of purchasing involve ensuring that goods arrived at the right time and place.
4.     Effective purchasing power  is necessary for the purchase of raw materials used in the manufacturing industries.
5.    Efficient purchasing ability promote the profitability and productivity of a manufacturing organization.
6.     Purchasing ensure good source of supply.
7.     Purchasers help in the evaluation of potential supplier before dealing with them for agreement into continuous supply of material to the organization.
5.3	RECOMMENDATION
Based on the responses obtained, the researcher proffers the following recommendations:
1. The purchasing department should have its own budget. Also the purchasing officer /executive should be involved in budgetary preparation and control especially as it concerns the purchasing department.
2. The organization should engage its employees (purchasing)traning and development schemers. This is necessary because it is dynamic function and therefore those that perform the purchasing activities should work in accordance with the trends.
3. Management should ensure that suppliers are paid promptly so that they will be more determined to business with them and with this it enhance production.
4. The organization should recruit professionally qualified personnel to man the various activities involved in the purchasing importance. It also ensures that to her sections that are material oriented in the organization have suitable qualified personnel in other to perform their duties creditable. Such qualification can be inform of possessing the following.
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APPENDIXE
QUESTIONNAIRE
PLEASE TICK [√] YOUR MOST PREFERRED CHOICE(S) ON A QUESTION.
SECTION A
PERSONAL INFORMATION
Gender
Male ( )
Female ( )
Age
20-25 ( )
25-30 ( )
31-35 ( )
36+ ( )
Marital Status
Single  ( )
Married ( )
Separated ( )
Widowed ( )
Education Level
WAEC ( )
BS.c  ( )
MS.c ( )
MBA ( )
SECTION B
Question 1:  Does the role of the purchasing agents enhances the organizational needs for selecting suppliers, agreeing terms placing orders and also receiving service?
	Options
	Please tick

	Yes
	

	No
	

	Undecided
	


Question 2:   Does the role of purchasing regarding to negotiation of the right price for the goods influences the productivity of the organization
	Options
	Please tick

	Yes
	

	No
	

	Undecided
	


Question3:   Does the function of purchasing involve ensuring that goods arrived at the right time and place?
	Options
	Please tick

	Yes 
	

	No
	

	Undecided
	


Question 4:  Is effective purchasing power necessary for the purchase of raw materials used in the manufacturing industries
	Options
	Please tick

	Yes
	

	No
	

	Undecided
	


Question5: Does efficient purchasing ability promote the profitability and productivity of a manufacturing organization,
	Options
	Please tick

	Yes 
	

	No
	

	Undecided
	


Question6:  Does purchasing ensure good source of supply?
	Options
	Please tick

	Yes 
	

	No
	

	Undecided
	


Question7:   Do purchasers help in the evaluation of potential supplier before dealing with them for agreement into continuous supply of material to the organization?
	Options
	Please tick

	Yes 
	

	No
	

	Undecided
	






