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ABSTRACT

Themajorthrustoftheresearchwasonassessingtheimpactofbuyer-supplier

relationshiponorganisationalperformanceintheserviceindustry.Acasestudyof

ShamvaDistrictHospitalwasusedcoveringtheperiod2020to2021.Theresearcher

wasmotivatedtocarryouttheresearchduetopoorservicedelivery,latedeliveries

andalsowrongproductsdeliveriesatShamvaDistrictHospital.Thesesituations

indicatedpoorrelationshipswithsuppliersandpromptedtheresearchertocarryout

thestudy.Relevantliteraturewasreviewedinchapter2.Theinstrumentalcasestudy

researchdesignwasusedtocarryouttheresearch.Datawasgatheredfrom sample

of20employeesselectedusingthepurposiveandjudgementalsamplingmethods.

Therespondentswerefrom sevendepartmentsnamelyprocurement,accounting,

human resources,pharmacy,nutrition and stores.Afterdata collection,itwas

recordedusingpiecharts,graphs.Findingsindicatedthattherewasalow levelof

trustandcommitmentbetweenthebuyingandthesupplyingorganisation,thereare

nomutualgoalsbetweenthetradingorganisations,communicationwaspoor,there

wasaverylowrateofresponsetooneanother’sneedsandfinallytheorganisations

werenotcooperating well.Theresearcherconcluded thatsupplierrelationship

managementhadagreatimpactontheperformanceofanorganisation.Thestudent

researcheralsothatShamvaDistrictHospitalhadadoptedsupplierrelationship

managementpracticetoaverylowextentandlackoftrust,lackofcooperation,lack

ofmutualgoalsandpoorcommunicationwerethechallengeshinderingeffective

supplierrelationshipmanagementatthehospital.Inlightoftheaboveconclusions,

theresearcherrecommendedthatthecompanyshouldcommunicateregurlalyand

effectivelywithsuppliers,behaveethicallyandhonestlyandfinallyutilisetheuseof

purchasingsoftware.
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CHAPTERI

INTRODUCTION

1.0Introduction

The impact of buyer-supplier relationship on organizationalperformance is

discussedinthischapter.Itincludesinformationonthestudy'shistory,problem

statement,purpose,researchobjectives,researchquestions,andimportance,aswell

asassumptions,delimitations,andconstraints,studyorganization,anddefinitionsof

importantwords.

1.1Backgroundofthestudy

Suppliersareanimportantpartofthesupplychainandmayhaveabiginfluenceon

companysuccess.Oneofthekeydutiesofthebuyingdepartmentistoestablish

partnerships between buyers and suppliers,especiallyin this digitalage.Ifa

companywantstocontrolcostsandmaintainahealthysupplychain,goodsupplier

relationshipsareessential.Intoday'sworld,businessesbattleformarketshareand

positionwithotherbusinessesintheirfields.Becausetherelationshipbetween

buyers and suppliers is perceived as a win-lose scenario in such competitive

situations,buyersfrequentlytreatsuppliersasadversaries.Manysuppliersare

thrownoutofbusinessbecausetheycouldn'tmakeendsmeetundertheterms

establishedbythefirmswho werebuyingtheirgoodsand services.Extending

paymentterms bythe purchasing organization,forexample,would provide a

corporationmorecashonhandatthepriceofhavingitssupplierswaittogetpaid.

As a result,supplierrelationships may be viewed as a focus pointforthe

organization'soverallperformance.

Buyer-supplierrelationshipmanagementisnotanew ideathatcanbeappliedto



2

manyorganizations,andithaslatelybecomethemostessentialworryinvarious

organizations.AccordingtoBurtetal.(2003),supplierrelationshipmanagementisa

majorproblem sinceitisamajorfactorinthesuccessorfailureofmostbusinesses.

Asaresult,mostbusinessesarelookingforthebestwaystopreserveandmanage

theirrelationships.Mostserviceindustriesconcentratemoreontheircoreactivities,

asaresultleadingtoincreaseinnumberofsupplierstosupplynon-coreactivities.

Asaresult,anewstrategyorapproachfocusingonsupplierrelationshipsisrequired.

Buyer-supplierconnectionsarenotaquick-winsolutionthatcanbecompletely

implemented and successfulinashortamountoftime,butratheraslow-win

solutionthattakestimetoexecutesinceallrelationshipsrequiretrust,whichtakes

time.It'ssomethingthatcanbeintroducedwithoutamajorshiftinprocurement,the

organizationitserves,orthesuppliersinvolved.AccordingtoWilliam (2000),good

suppliersareacriticallinkinthesupplychain.Latedeliveriesofcomponentsof

materialsorfaultygoodswreakhavoconserviceproviders'workflows,upsetting

manufacturing schedules,driving up inventory costs,and causing end-product

deliverydelays.Mostbusinessesattempttoimplementinitiativesthatfosterdeeper

ties in orderto cutproductcosts,shorten time to market,enhance quality,

implementinnovativetechnology,orimproveserviceordelivery.

Buyersmustregardtheirsuppliersaspartners,andwhentheydo,theycanshare

strategicinformationwiththem,improveleadtimes,expandoperatingflexibility,and

developlong-term costsavings,allofwhichmayassistthesecompaniesimprove

value forthe end customer.According to Chin-Chun (2008),the benefits of

collaborativeconnectionscomeintheform ofacompany'scapacitytoengagein

mutuallybeneficialvalueexchangeswithitssuppliers.

1.2Statementoftheproblem

ShamvaDistrictHospital's(SDH)performancehasdeterioratedinrecentyears,

owingtomoreeasilydisruptedsupplychainsinvolvingdozens,ifnothundreds,of

vendors.BeforetheprocurementdepartmentwasestablishedatSDHin2019,allthe

buyingofgoodswasdonebytheadministrationandthepharmacydepartments.

Relationshipswerenotcreatedandthebuyingofgoodswerenotdoneproperly.Not

onlythat,butCovid-19alsocontributedtothehospital'spoorperformancebecause
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of the lockdown, in which numerous borders were blocked and most

pharmaceuticals were imported from outside the country,making importation

extremelydifficult.Thishasresultedinariseinmedicalandnon-medicalsupply

shortages,as wellas longerlead times and deliverydelays.The problem is

exacerbatedbytheglobalisationofmedicalandnon-medicalmarkets,aswellas

increasedoutsourcingofservices,whichhasresultedinsupplychainswithweak

links,obstructingthefreeflow ofnecessarymedicalandnon-medicalproducts.

Becauseoftheaforementionedissues,thehospitalmustform strategicagreements

withsuppliersinordertosecureacontinuoussupplyofmedications,especiallyin

thisCovidage.AtShamvaDistrictHospital,however,noresearchhasyetbeen

conducted to assess the impactofsupplierrelationships on organizational

performance.Asaresult,theresearcherdecidedtoinvestigatetheinfluenceof

supplierrelationshipsonhospitalperformance.

1.3Purposeofthestudy

TheprojectwasinspiredbytheissuesofunevendrugsupplyatShamvaDistrict

Hospital,and itintendsto assessthe impactofsupplierrelationshipson the

hospital'soverallperformance.

1.4Objectivesofthestudy

Theresearchaimedtoaccomplishthefollowinggoals:

i.Toassesstheimpactofthebuyer-supplierrelationshiponbusinessperformance.

ii.Determinetowhatextentthehospitalhasestablishedbuyer-supplierpartnerships.

iii.Tolearnaboutthechallengeswhichwereencounteredinformingconnections

betweenbuyerandsupplierorganizations.

1.5Researchquestions

Thegoaloftheresearchwastoaddressthefollowingquestions:

i.Howdobuyer-supplierinteractionsaffectorganizationalperformance?
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ii.HasShamvaDistrictHospitaldevelopedasupplierrelationshiptoanyextent?

iii.Whatarethechallengesthatorganizationsfacewhile establishing supplier

relationships?

1.6Significanceofthestudy

Thefollowinggroupsfoundthestudyextremelyuseful:

1.6.1ToShamvaDistrictHospital(SDH)

The research educated SDH management about the influence of supplier

relationshipsandhow toestablishthem,aswellastherelevanceofestablishing

strategicpartnershipswithsuppliersontheorganization'ssuccess.Thestudywill

alsohelptoboosttheimageofShamvaDistrictHospitalbyallowingthem toform

tieswithsuppliers.

1.6.2ToBUSE

Theresearchwillresultinarealisticcollectionofinvestigateddocuments.Itwillalso

assistBUSEinexpandingsecondarydatathatcanbeusedasastandardforother

studentsandasasourceofreference.

1.6.3Totheresearcher

Thestudywillhelptheresearcherincreaseherknowledgeandgainconfidenceand

appreciationforthefieldofstudy.Astheresearchcontinues,thestudywillalso

assisttheresearcherwithpracticalapplicationanddatapresentation.

1.6.4Tothesuppliers

Drugcompanies,surgicalequipmentcompanies,laboratoryandtheatreequipment

companies,and stationery companies are among the hospital's suppliers.

Organizations willsuccessfullyassure suppliers business through collaborative

relationships.Thiswillonlyincreaseasenseofbelongingamongthosechosen

providers,resultinginlong-term connections.

1.7Assumptions

Theresearcherassumed:
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i.Theresearcherwillhaveaccesstopertinentdata.

ii.Therespondentswillworkwiththeresearchertoprovidecorrectinformation.

iv.Theorganization'slowperformancewasattributabletostrainedtieswithits

suppliers.

1.8Delimitations

TheresearchwaslimitedtotheShamvaDistrictHospital.Thestudy'srespondents

wereShamvaDistrictHospitalemployees,anditcoveredthetimeperiodfrom 2020

to2021whilethestudentwasemployedthere.Thestudylookedathowsupplierties

affectedShamvaHospital'sperformance.

1.9Limitations

Theresearcheralsopredictedthattherewillbebiasindatagatheringresponses.

Becausethisisacasestudyononecompany,drawingoneconclusionthatapplies

toothercompaniesmaybeinsufficient.Becausepartofthedatawillbesecret,the

researcherexpectsthatthedatawillbelimited.Duetothelimitedtimeavailableto

completetheinvestigation,timeconstraintsproved to beakeylimitation that

requiredcarefulmanagement.Humansareunpredictablebecausetheirattitudes

andbehavioursareinfluencedbyavarietyoffactors.Regardless,theresearcherwas

abletopredictwithconfidencethattherepliesprovidedwereaccurate.Byanalysing

theemotiontrendsoftheresponses,thestudentresearcherwasabletoextract

usefulinformationandmakeeducateddecisions.

1.10Definitionofterms

Buyer-supplierrelationship-referstotheconnectionandlinkbetweensupplyside

and buyer’ssidewhichallow commercialmovementsand transactionbetween

entitiesforthesupplychainmovement(Morgan,2004)

Organisationalperformance-referstotheabilityofafirm tomeetitsgoalsand

missionstatementswhichwillbethroughqualitymanagementmostlyhenceachieve
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betterresultsasstatedbyManyuru,(2004).

Purchasing-according to Weele,(2002)itisacquiring from both externaland

internalsourcesall,skills,resourcesandknowledgewhichassiststhedaytoday

runningofthefirm inafavourablemanner.

1.11Structureoftheresearch

TherelevanceofChapter1isthatitdevelopsthebackgroundoftheentireresearch

aswellascrucialfactsofthestudyinordertoexplainwhytheresearcherundertook

astudyonthisissue.Theexactobjectives,delimitations,andassumptionsareall

examinedinthischapter.Themaingoalofchapter2istoanalyseandexplainthe

literatureinlightoftheresearchproblem andtheoreticalframework,whichallows

theresearcherto assessideasthatexplain thetopicunderinvestigation.The

chapteralsolooksatempiricaldata,inwhichtheresearcherexaminesobserved

resultsfrom otherresearchersontheissueandcomparesnewandcurrentstudies

todeterminethegap.Theresearcher'stechniqueofgatheringinformation,research

design,targetpopulation,datacollectingmethod,andsamplesizearealldiscussed

inChapter3ofthestudy.Thefindingsarediscussed,interpreted,andanalyzedin

Chapter4,andtheresearch'sconclusions,summary,andsuggestionsarepresented

inChapter5.

1.12Chaptersummary

Based onacasestudyatShamvaDistrictHospital,thechapterexaminesthe

influence of buyer-supplierrelationships on organizationalperformance.This

chapterdealtwith the introductions,problem identification,background,and

researchlimits.Theliteraturereviewwillbecoveredinthenextchapter.
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CHAPTERTWO

LITERATUREREVIEW

2.0Introduction

Thischapterlooksattheworkofnumerousauthorswhoarelinkedtothesubjectat

hand.Priortodoingtheresearchstudy,Anastas(1999)definedliteraturereviewas

thecriticalassessmentofextractedandevencontextualisedlinkedrelevantfacts

publishedbyotherresearchersthroughsummaryandcomparison.Accordingto

Webster(2012),aliteraturereview savesanumberofcrucialvariables,including

factsonwhethertheissuehasbeenexaminedpreviouslyorwhethermotheringhas

yettobedone.Thiscanevenaidindecidingwhetherornottopursueacertainpath

ofinquiry.Thischaptercoversrelatedliteratureontheimpactofbuyer-supplier

relationshipsonbusinesssuccess.

2.1Theconceptualframework

According to Camp (2001),a conceptualframework is a structure thatthe
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researcherfeelsbestdescribesthenaturalcourseofthetopicunderinvestigation.

Theresearcher'sdescriptionofhowtheresearchproblem willbeinvestigated.The

two factorsto beclarifiedinthisstudyarethebuyer-supplierrelationshipand

organizationalperformance.Inorderforacompanytosucceed,itmustimproveits

connectionswithitssuppliers.Ifthereistrustbetweenthebuyerandthesupplier,

strongcommunicationbetweenthebuyerandthesupplier,collaborationbetween

thebuyerandthesupplier,acommonpurpose,andtopmanagementbacking,an

organizationmayfunctionsuccessfully.Strategicitems,forexample,necessitate

collaborative ties with suppliers.Ifthese goods are missing,there willbe no

manufacturingandthecompanywillbeunabletofunction.Long-term partnerships

with suppliers provide advantages such as economies ofscale,supply chain

consolidation,reducedpricingvolatility,andcontinuousoperationimprovement.

2.2Theoreticalframework

Thefollowingtheoriesunderpinthestudy:

2.2.1Agencytheory

Whenoneormoreprincipals(owners)hireanotherindividualtoactastheiragent(or

steward)toperform aserviceontheirbehalf,theycreateanagencyrelationship

(InstituteofCharteredAccountants,2005).Asaresultofprovidingthisservice,the

agentis given some decision-making authority.The principal's delegation of

responsibilityandtheresultantdivisionoflaboraidinthepromotionofanefficient

and productive economy.The Principal-Agentmodel's core notion is thatthe

Principalistoobusyorlackstheknowledgetoexecuteaparticulartask,therefore

theAgentishired.However,beingtoobusyalsoimpliesthatthePrincipalcannot

overseetheAgentcorrectly(HancoxandHackey,2000).A simpleagencymodel

suggeststhatprincipalslackreasonstotrusttheiragentsasaresultofinformation

asymmetriesandself-interest,andwillseektoaddresstheseconcernsbyputtingin

placemechanismstoalignagents'interestswithprincipalsandreducethescopefor

informationasymmetriesandopportunisticbehavior.

ThePrinciplecantrytomotivatetheAgentinavarietyofways,oneofwhichis

through incentivecontracts.However,such delegating requirestheprincipalto

investfaithinanagenttoworkintheprincipal'sbestinterests(HancoxandHackey,
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2000).Thebuyer-supplierconnectionistreatedasaprincipal-agentrelationshipin

this scenario,with the buyeras the principaland the supplieras the agent.

Information systems,uncertainty of outcomes,conflicting aims,relationship

duration,adverseselection,andmoralhazardareallfactorsthatimpactthebuyer-

supplierrelationshipmodel(ZsidisinandEllram,2003).Dependingonhow these

featuresareintegrated,differentbuyer-supplierrelationshipmodelswillemerge.

Gibbons(1992)usestheprincipal-agentparadigm toinvestigatethebuyer-supplier

interaction,inwhichthetwopartiesareinterdependentandmaypursuedistinct

interests.

Inthecasestudy,ShamvaDistrictHospital(SDH)isthePrincipalwhoisinterested

withestablishingalong-term connectionwithsupplierswhothenbecometheagent

andmustcommenceacontract.Asmentionedintheagencytheory,information

shouldfloweasilybetweenthetwoparties,andtrustmustexistbetweenthem.Ina

principal-agentrelationship,bothpartiesmustfulfilltheirobligations,whichinclude

theprincipal'sobligationtopaytheagentfortheworkperformed,aswellasthe

principal'sobligationtoprovidetheagentwithallnecessaryinformationforthe

agenttocarryouthisduties.Inabuyer-supplierrelationship,thebuyermustspecify

exactlywhathewantswithoutambiguity.Therearemanydifferentsortsofsuppliers

onSDH,suchasmedication,surgical,bedding&linen,andhospitalbedvendors.

Thesevendorsexecutevarioustasks,andifthesupplierdoesnotgetadequate

requirements,thecontractmaybecanceled.

2.2.2Resourcedependencytheory

Aresourcedependencetheory(RDT)outlineshowanorganization'sperformanceis

influencedbyitsexternalresources(Hillmanetal,2009).AccordingtoPfefferand

Salancik (1978),businesses can gain competitive advantages by obtaining

uncommon,precious,non-substitutablematerialsfrom theoutsideworld.Thekey

premiseoftheRDTregardingorganizationsisthatorganizationsexistbyacquiring

andmaintainingresourcesfrom theirenvironment,andthatfirm performancewill

failiftherequired resourcesarenotobtained.Organizationsgaincontrolover

resourceprovidersbyformingallianceswithotheragencies,accordingtoHillmanet

al,(2009).



10

PfefferandSalancik(1978)proposedthatorganizationscannotfunctioninisolation,

andthattheymustbuildrelationshipswithexternalresourcessuchassuppliersto

receiveessentialresourcesinordertoimproveorganizationalperformanceandfulfill

theirgoals.Asaresult,asdemonstratedintheRDT,buyer-supplierrelationshipsare

vitaltoorganizationsbecausetheyallow them getuncommon,valuable,andnon-

substitutableresourcesfrom theirkeysuppliers.

2.2.3TransactionCostTheory

Itanalyzes the many mechanisms thatmay be used to structure exchange

interactions,identifyingthecircumstancesinwhichonemechanism ismoresuited

than another.Given this,Williamson (1985)stated thateveryproblem maybe

studiedusingthistheoryifitcanbedescribedasacontract,eitherdirectlyor

indirectly.Asaresult,wemaysaythatTransactionCostTheorycanbeusedtostudy

inter-companyverticalinteractions,suchasthebuyer-supplierrelationship.Whena

companybuyscomponentsinsteadofmakingthem,oneorbothsidesmaybehave

intheirownbestintereststoboosttheirshort-term positionatthedetrimentofthe

other.Whenthesupplymarketiscompetitiveandassetsaren'thighlyspecialized,

thecustomercanrapidlyendtheconnectionwiththeproviderifitfailstosatisfyits

obligationsorifitsresourcesarenolongerrequired(John,1984).

Inthissituation,weuncoverautonomousprocessesthatclearlydistinguishthe

partiesbasedonthefactthatoneofthem isinapositionofpower(Heide,1994).

Firms,ontheotherhand,mayseektoreduceopportunisticconductbyrecognizing

thebenefitsofworkingformutualbenefitandputtinginplaceconsensualmeasures

(Williamson,1985).These techniques strengthen the relationship between the

partiesand,asaresult,protecttheassetsthathavebeeninvestedin.Dependingon

thenatureoftheassets,thelevelofuncertainty,andtheparties'willingnesstotake

onrisk,thissortofmechanism canbeutilized(WalkerandPoppo,1991).While

theseprocessesincludeinvestmentcoststhatarenotpresentinotherformsof

relationships,itisimportanttorememberthatthesecostsareprimarilyincurredat

thestartoftheconnection,whenchangesmustbemadeorcommunicationmustbe

encouraged.Theriseininvestmentcostswillbeoffsetbyareductioninother
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expensessincetheconnectionentailsahighdegreeofspecificityandsignificant

exchangevolumes(recurringtransaction)andenhancestherelationshipbetween

theparties(González-Benitoetal.,2000).

According to Transaction CostTheory,there are expenses associated with

conductingtransactionsthroughthemarket;thesecostscanbeloweredusing

meansotherthanmarkets(Coase,1937;Williamson1985).Thereareexpenses

associatedwith"drafting,negotiating,andpreservingeachexchangeortransaction,"

whichfunctionas"friction"inthetransaction(Williamson,1985:20).TCTasserts

thattransactioncostsareasessentialas,ifnotmoreimportantthan,production

costs in driving economic organization.While production costs are easierto

calculatethantransactioncosts,transactioncostsareasignificantcomponentofan

organization'soverallexpenses.Theex-anteexpensesofdiscoveringandgathering

information,creatingandnegotiatinganagreement,andpreservingtheagreement

areallincludedintransactioncosts.Theexpensesofassessingtheinput,measuring

theoutcome,andmonitoringandenforcementareallex-postcosts(Williamson,

1985).

The transaction costtheory (Coase,1937;Williamson,1975)sheds lighton

institutionalframeworksforinterorganizationaleconomicconnections.Thefocusof

transactioncosttheoryisonthecircumstancesinwhichatransactionislikelytobe

carried outeitherinside (hierarchicalorganization)oroutside (market)(in the

market).Inordertosavemoneyontransactioncosts,buyersandsellersmustadopt

a coordination mechanism thattakes into accountcharacteristics such asset

specificity,uniqueness,uncertainty,andcomplexityoftheexchange,aswellas

opportunisticbehavior.AccordingtoWilliamson(1975),whentransactioncostsare

high,companies choose verticalintegration to betterregulate the transaction

process through tightermonitoring.When itcomes to simple,non-repetitive

transactionswithnotransaction-specificinvestments,marketsorganizedbypricing

mechanisms are the bestoption.Organizations,on the otherhand,mayuse

electronic technologies like Electronic Data Interchange and VendorManaged

Inventorytominimizetransactioncostsandenhanceinformationflows,allowingfor

betterplanningandcoordinatedactionstoreduceuncertainty.Theabilitytocreatea

sustainedcompetitiveadvantagerequirestrust,adesireto collaborate,andan
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efficientflowofinformation.

2.3Impactofbuyer-supplierrelationshipsonorganisationalperfomance

Tostaycompetitive,manycompaniesstriveforgoods,technologies,andprocedures

thatboostthevalueofconnectionsbycreatingtiesandothermeanssuchas

mergers.Thebenefitsarethemostimportantaspectofrelationshipmaintenance

andchoosing.Partnerbusinesseswillbemoredevotedtodeveloping,building,and

keepingrelationshipswiththoseorganizationswhoproducedistinctivegoods(Hunt

andMorgan,1994).Thosecompanieswhodonotaddvaluetothealliancerisk

losingtheirpartner'sstrength.Asaresult,failuretooffervaluemayleadtosupplier

developmentinordertoimprovetheotherpartner'sperformance.

Tangus (2015)defines supplierdevelopmentas the process ofimproving the

performanceandcapabilitiesofsuppliersinordertosatisfythedemandsofbuyers.

Whenthepurchasingorganizationconsidersotheraspectssuchasthesupplier's

capabilities,geographicallocation,andconsistencyinincreasingperformance,the

buyer-supplierconnectionshaveanimpact.AccordingtoLi-LingYea(2006),most

government-owned businesses now recognize the importance ofboth sides'

performanceandareworkinghardtoestablishlong-term relationships.Ontheother

hand,Moncka(2000)suggestedthatsupplierdevelopmentcanimprovetheoverall

performanceoftheorganization.

Theinfluenceonperformanceismeasureddifferentlydependingonthetypeof

organization:marketingorganizationsmeasureitbysalesvolume,manufacturing

organizationsevaluateitbycostsavings,andserviceprovidersassessitbythe

numberofclientsserviced.Allofthesemetricscan'tbeveryusefulbecauseevery

organizationwillbelookingtomaximizeallofthefactorsthatcontributetooverall

success.Inthisexample,buyersandsuppliersdevelopawin-winpartnershipthat

willbemeasuredtodetermineiftheconnectionhasaninfluenceonperformance.

2.4Winloserelationship

Thepartiesthatjoinintosuchapartnershiphaveacommontheme:resourcesare

finite,thuseachpartymusttaketheirfairportion.Bothsidesmayseekformorethan
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the othercan deliver.According to Wynn (2005),this sortofconnection can

undermine confidence and hinderquality performance.According to Shamva

Hospital,thislinkresultsinhigherexpensesandlongerleadtimes,whichhasan

impactonthehospital'soverallperformanceintermsofservicedelivery.Despite

thesedisadvantages,somescholarsbelievethatthisconnectioniscriticaltothe

organization'seffectiveness.Accordingto Rubin,thisconnectioniscritical,and

organizationsshouldnotdiscardit.Purchasingcorporationsmustparticipateinboth

win-winandwin-loseinteractions..

2.5Win-winrelationship

Thistypeofpartnershipisalsoknownasacollaborativeorsharedconnection.It's

uniqueinthatitfocusesonthefutureofbothorganizationsandthosewhousethis

partnershiptoconsiderwhattheywantfrom theirorganizationandhowtogetthere.

Thispartnershipisbuiltontrust,dedication,andasharedcommitmenttolong-term

success.Thispartnershipdoesnotdesireanycompromise,includingthelossofa

prizedasset,butitdoeswantbothsidestodiscussideasthatbenefitallcompanies

andimproveperformance.Therelationship'simpactonperformancecomesinto

play when the traits offlexibility and adaptability are incorporated into the

relationship;iftheindustrychanges,therelationshipwillallow forthetransition

owingtothecharacteristics(Sako,2000).ShamvaHospitalwasabletoseethe

impactonperformancewhenuserdepartmentsdeclinedtoutilizethethingsthat

werepurchasedduetoinadequatebuyingservices(poorWi-Fiservices).However,

becausethewin-winrelationshipistimeconsumingandinvolvesmanyparticipants,

the factors employed to supportitare ineffective,giving the impression that

discussionshavebecomeself-centred.

According to the study,performance mightbe significantlyimpacted when a

companylacksexperiencedindividualsandtopmanagementassistanceintryingto

alignandadapttotherelationship.Itisalsonotalwaysassuredthatthepartnership

willhaveabeneficialinfluenceonperformance,asadjustingcorporatecultures

towardasharedaim isalwayschallengingduetodifficulties.
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2.6Buyer-supplierrelationshipsonadaptation

Theterm adaptationreferstoanorganization'sattempttofulfilallofthestandards

ofan exchangepartner(Francisand Mukherj,2008 and Hallen,1991).Thisis

consistentwith whatFord (1998)defined as a strategybywhich a company

demonstratesitsabilitytobetrustedbyrespondingtotheneedsofitspartners.

SousaandBradley(2008)describeadaptationintermsofdisruption,marketing,

product,andpricing,arguingthatbuyer-supplierrelationshipadaptationdecisions

variesfrom businesstofirm sinceeachcollaborativegrouphasuniquedemands.

Product,pricing,distribution,andpromotionadaptationaredefinedbyTheodosious

and Leonidou (2003)as the degree to which a productmeets collaborative

relationshiprequirements,theleveltowhichpricingmethods,suchasretailand

wholesalepricing,meetcollaborativeinitiatives,adjustmentsofpromotionstomeet

the needs ofthe otherparty,and even adjusting terms and conditions to a

relationshipspecific'

Inordertoproperlydeploytacticaltacticsinbuyer-supplierinteractions,efficientand

productive partnerships require constantadaptability.Annda and John (2008)

examinedamodelofelementsinfluencingbuyer-supplierorganizationadaptability,

includingcollaborativeactivities,reliance,andtrust.Theygottotheconclusionthat

bothdimensions(economicandsocial)haveaninfluenceontheorganization,but

notinthesameway.Thevariabletheyutilizedrevealedthattrustbetweentheories

hadanegativeinfluenceonsupplieradaptability,whereascooperationactivitiesand

supplierdependencyhadagoodimpact.AnndaandJohn(2008)proposedthatthe

poortestresultwasdueto deeperissuessuch assupplierculture,which he

recommendedneededtobeaddressed.

AccordingtoTurnbullandBrennan(1995),adaptabilityisasignificantissue,butonly

becauseameaningfulconnectionisalwaysbasedonamatchbetweenbuyer-

supplierprocesses.Adaptationcanbeasformalasbeingalignedwithday-to-day

operationsanditwillbespelledoutinthecontractbetweenthecustomerandthe

supplier.However,otheradaptations are more informaland are agreed upon.

AccordingtoJohnsonandZineldin,thisisdoneasaprecautiontoavoidanyissues

intherelationship(2008).Adaptationhasabehaviourthatchangesthroughoutthe

courseofarelationship;inthebeginning,itisaprimarymethodoflearningtotrust

eachother,andlateron,itisaboutsolidifyingandexpandingthepartnership.When
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allaspectsofadaptabilityaremastered,itstrengthensbothparties'bondsandeven

createsobstaclestoentranceforrivalproviders(WilsonandHan,1993).

Adaptationisacriticalcomponentofawin-winpartnership,whichaimstoimprove

theefficacyandefficiencyoftradeactsbyaligningtheoperationsoftheparties

involved (Easton and Exelsson,1992).While Swartand Kinnie (2003)defined

adaptationas"makingalterationstoanentity'sday-to-dayoperationprocessinorder

toaccommodatethedemandsoftheselectedsupplier,"Hallen(1991)believesthat

adaptationoccurssymbolicallyinwin-wininteractions.Otherwritersmerelydemand

thesuppliertoadapttothebuyer'sneedsandthecustomertoadapttothesupplier's

capabilities.Whilesuch modificationswould normallybedriven byconsumers,

adaptationmaynotbeone-sidedinthesensethattheotherpartymayalsoneedto

adjustitsactivesystemsatthesametime.

Theresearcherbelievesthatadaptationrelationshipsdifferfrom oneorganizationto

thenext,makingitdifficulttoproduceastandardliteraturebecausethevariables

used byauthorscandifferandproducedifferentresults,asshownunderthis

heading,soadaptationandrelationshipsgohandinhand.

2.7Challengesonimplementationofthebuyer-supplierrelationship

2.7.1Lackofadvancedtechnology

Lackofsophisticatedtechnology,accordingtoChoy(2001),isadifficultyinsupplier

partnerships.Manyorganizationsdevelopbuyer-supplierpartnershipsthroughthe

useofcurrenttechnology,suchasintegration,whichisemployedbyorganizations

tofunctionasalinkbetweensuppliersandtheorganization.Whentwoorganizations

usedifferenttechnologies,itcanbedifficulttoform supplierpartnershipssincethe

supplychainnetworkmaybedisruptedowingtoincompatibilitybetweenthem,

making itdifficultto operate (Michael,2008).According to Johnson (1999),

technologyplaysanimportantroleinbuyer-supplierrelationships.Becauseitis

easiertodeterminewhenanorganizationisoutofstockbyintegratingsystems,

companieswithsimilartechnologycanform buyer-supplierconnections.Thesupply

firm receivesanalarm system thatremindshim todelivergoodsandservicestoits

clients,whichhelpstoshortencycletimes(Kim,1999).



16

2.7.2Maintainingbuyer-supplierrelationship

AccordingtoWaithaka(2010),anorganizationfacesaproblem inmaintainingan

efficientbuyer-supplierrelationship,whichresultsincustomerdissatisfactionowing

to inefficiencyand extended lead time.Inefficiencyin goodsprocurementand

tenderingisevidentinanorganizationthatbiasespartsofitsbiddingprocedures,

resultingintheselectionofunqualifiedbiddersthatdistributesub-standardgoods

andservices.Asaresult,thecompanywillpaymoreexpenditure.Themajorityofthe

employeesinthecompanyareunderpaid,whichdemotivatesthem from working

toward the organization'sgoals.Lackofknowledge regarding marketdemand,

consumerpreferences,ortrendsraisesthebuyer's/levelsuppliersofuncertaintyin

their purchase/supply decision. (Johnston 2006) believe that in higher-risk

purchasingcircumstances,buyer-supplierconnectionsbecomeincreasinglycrucial,

andthatdevelopingarelationshipwithadependablesuppliermayassistminimize

perceivedambiguityandrisk.Whenthetwopartiesengagedareonopposingterms

oronesideentersthepartnershipoutofnecessity,implementingthebuyer-supplier

connectionbecomesproblematic(Dwyer,Schurrandoh,2007).

2.7.3Lackoftrust

AccordingtoChoyandMichael(2008),anotherobstacletothecreationofbuyer-

supplierrelationshipsisalackofconfidence.Mostorganizationsarecautiousto

develop supplieragreements because theirsuppliers lack confidence.Supplier

relationshipsdevelopasaconsequenceoftimelydeliveryofgoodsandservices,

resultinginincreasedproductivity.AccordingtoFlynn,communicationisespecially

importantforcompanies who wantto maintain good relationships with their

suppliers(2002).Tosustainasuccessfulbuyer-supplierrelationship,afirm needs

consistentlydevelopexcellentcommunicationamongstitssupplychainpartners.

2.7.4Lackofcapacityandfunds

LackoffinancesisaffectingShamvaHospital'sabilitytocompleteprojectssuchas

kitchenrenovations.ThisbarriertoimplementationexistsbecausetheDMOwillnot

supportconnectionsbasedonthefactthatmostprojectsareleftunfinishedowing

toalackoffinances.Thisisbecausethemajorityoftheprojectsaresupportedby
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thegovernmentandalsorelyoncontributions.BecauseofZimbabwe'spresent

economicstate,mostsuppliersandevencustomerslackthecapacityandfundingto

makethepartnershipwork,whichisanimpediment.

2.7.5Lackofknowledgeandskill

AccordingtoAckerman(2002),alackofknowledgeandexpertiseonthepartof

eitherthesupplierorthebuyerisasignificantbarrierforthepartnershipsinceit

impedes some aspects of implementation and hence has an impact on

organizationalperformance.Bolton,(2006),Thai,(2005),and Miller,(2006)

discoveredthatrelationshipobjectivesandgoalsareweakandnotconsistently

followed,resultinginpoorperformance.EventhoughtheZimbabweanCIPSboard

usuallyadvisespurchasersaboutconnections,someareneverthelesstrappedinthe

bad side offailing to meetcriteria.The otherissue is failing to conform to

organizationalculturetosuittheconnection,whichhasanimpactonperformance

sinceitleadsbuyingcommitteeresistancetoshift,accordingtoJunchenhuetal

(2012).

2.7.6Uncleardefinedgoals

Marry,Anny,Judith,andJerry(2012)identifiedavarietyofobstaclesthatbusinesses

facewhenattemptingtoassistoneanotherviapartnershipsandsuppliercostand

performanceimprovementsformutualbenefit.Anumberoforganizationsfailto

definetheirobjectivesandresponsibilitiesclearly(Maryetal,2012).AtShamva

DistrictHospital,thepurchasingfunctionisoverseenbytheDistrictMedicalOfficer

(DMO),who has ultimate controloverwhateverthe purchasing department

undertakes.Becausethefunctiondoesnothavethelastword,itisdifficulttocome

upwithclearobjectivesandaims.Asaresult,implementationishampered.The

person who has the ultimate saylacks procurementknowledge.Mostsenior

executives and business owners in most companies are unaware of their

involvementintheimplementationofbuyer-supplierinteractionsintheirjobs.Mary

etal.(2012)also noted thatresourcesmaybeinsufficientbecausethiswork

necessitatesa large numberofpeople to dealwith connections.Furthermore,

ambiguousgoalshaveanimpactonimplementationsincethefunctionmayassign
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inexperiencedpeopletocarryoutatask,butbuyer-supplierinteractionsnecessitate

workersofhighqualityandexpertisetocarryouttheinitiatives.Becausetheyarethe

oneswiththekeystoaligningthepurchasingaim withthatoftheentirecompany,

seniormanagementmuststep in to help the purchasing function to make

implementationeasier.AsindicatedbyMaryetal.,thiswillbeonesolutionto

addressthisdifficulty(2012).

In conclusion,environmentalelementssuch aslegal,commercial,political,and

largely socio-economic concerns influence the application of these linkages

(Mathew,2005).The challenge willbe how to overcome them now without

jeopardizingthedevelopmentofaglobalcommunityfunction.

2.8Empiricalevidence

Severalstudieshavebeenconductedontheinfluenceofsupplierrelationshipson

organizationalperformance,withvaryingoutcomesthatwillbepresentedinthis

topic.

Madzorera,(2016)usedAlminMetalsasacasestudyinZimbabwetoinvestigate

howbuyer-supplierinteractionsinfluenceprocurement.Themaingoalsofthisstudy

weretolookintothefactorsthatweretakenintoaccountintherelationshipbetween

AlutechInvestments(thebuyer)andAlminMetals(thesupplier)inordertoimprove

procurementfunction performance,to see ifearlysupplierinvolvementwould

improveproductquality,andtolookintothechallengesthatcomewithestablishing

andmaintainingthatrelationship.Thedescriptiveresearchandexplorativeresearch

designswereemployedinthisinvestigation.Accordingtothefindings,havingatight

relationshipwithasupplierboostsprocurementperformance.Inordertoenhance

procurement function performance, Alutech should supply precise product

specificationsandpayontime,whileAlminshouldshortenleadtimesandmake

timelydeliveries.ItwasdiscoveredthatthemajorityofAlutechpersonneloppose

earlysupplierengagementinproductqualitydecision-making.Theconclusionwas

reachedthatthebuyer-supplierrelationshipdoesdefinitelyincreaseprocurement

functionperformance,butonlyviahardworkandeffort.Thebuyershouldweigh

available alternatives and considerothersuppliers,as wellas be technically

equippedwithrelevantskillsforthealuminium industryand,ifpossible,adopte-
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procurementandinternationalpurchasing,accordingtotheresearcher.

Madondo(2016)performedstudyinZimbabweonbuyer-supplierinteractionsand

howtheyaffectorganizationalperformance.Thegoalofthisstudywastoseehow

buyer-supplierinteractions affected organizationalperformance in the Kariba

Municipality.Thegoalsofthisstudyweretoassesstheimpactofbuyer-supplier

connectionsonorganizationalperformance,theobstaclesthatbuyersandsuppliers

confront,andwhetherornotbuyer-supplierinteractionsimprovedtheMunicipality's

corporateimage.Thestudywasconductedusingadescriptiveresearchapproach.

Accordingtothefindings,theindependentbuyer-supplierrelationshipfactorsof

mutualobjectives,commitment,trust,satisfaction,andlong-term partnerships,as

wellascommunicationandcooperation,boostorganizationalperformance.Non-

commitment,alackofcommongoals,alackofcooperation,andpoorperformance

areallseveredifficultiesinKaribaMunicipalitybuyer-supplierinteractions,according

tothereport.Improvedbuyer-supplierpartnershipsalsoboostanorganization's

overallimage.Thestudyindicatedthatakeyconstraintandinfluenceofbuyer-

supplierinteractionsorganizationalperformancewasalackofcharacteristicssuch

ascommunication,trust,and collaboration in the organization.The researcher

advisestheorganizationtomaintainexcellentrelationshipswithitssupplierssince

thisallowsthesuppliersto do theirjobssuccessfullywhile also allowing the

MunicipalityofKaribatoachieveitsobjectivesandimproveitscorporateimage.

InPakistan,Azeem (2015)studiedtheimpactofbuyer-supplierinteractionson

organizationalperformanceinthebeveragebusiness.Thegoalwastodetermine

how widely the conceptofbuyer-supplierrelationships has been adopted by

beveragemanufacturingindustries,thechallengesthathavebeenencounteredin

implementingtherelationships,andtheeffectsofbuyer-supplierrelationshipson

beverage manufacturing companies'performance.The researcheremployed a

quantitativestudydesignandanalysedallofthedatawithSPSSsoftware.The

study's findings revealed thatthese manufacturing enterprises in Islam have

embraced buyer-supplierrelationship characteristics to a modestlevelby the

beveragemanufacturingfirms.Buyer-supplierconnectionswereshowntohavea

favourable influence on organizationalperformance.Itwas suggested thatall

manufacturingcompaniesandotherorganizationsimplementthebuyer-supplier

relationship modelin orderto fulfiltheirobjectives and improve theiroverall
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performance.

InKenya,Serem andJones(2015)studiedtheimpactofbuyer-supplierinteractions

onbuyingfirm competitivenessinmedium andlargesizehotelsandrestaurantsin

theNakuruMunicipality.Themajorgoalofthisstudywastolookattheimpactof

buyer-supplierinteractionsoncommitmentandtrustinmedium andbighotels.The

researchwasguidedbytheresource-basedapproach,whichpromotesorganizations

to share resources and develop long-term partnerships between buyers and

suppliersinordertogainacompetitiveedgeforbothsides.Theresearcherutilized

an explanatorystudydesign to examine the cause-and-effectconnection,and

descriptive and inferentialstatistics to analyse the data.The study's findings

revealed thatin buyer-supplierinteractions,both commitmentand trusthave

favorablebenefitsonafirm'scompetitiveness.Theycametotheconclusionthatthe

purchasingfirm'sconnectionwithitskeysuppliersanditscompetitivepositioninits

clientmarketareinextricablylinked.Itwassuggestedthatapurchasingorganization

buildandmaintainstrongtieswithitskeysupplier.

Mutio(2015)investigatedthebuyer-supplierrelationshipandtheperformanceof

Kenyanpharmaceuticalmanufacturingenterprises.Accordingtothefindings,the

majorityofpharmaceuticalmanufacturingbusinessesinKenyahavebeenusing

buyer-supplier partnerships for more than 10 years. These pharmaceutical

manufacturingcompanieshaveimprovedtheirperformancethankstobuyer-supplier

interactions.Thisisbackedupbythefindingsoftheregressionanalysis,which

show a significantlinkbetween buyer-supplierrelationships and organizational

success.

In a research done in Kenya byLoice (2015),the influence ofbuyer-supplier

relationshipsonprocurementperformanceinKenyasupermarketswasinvestigated.

Thestudy'sgoalwastoseehowbuyer-supplierrelationshipsaffectedprocurement

performance.Theresearcherswerewell-versedinsocialexchangetheory.Thestudy

usedanexplanatoryresearchapproachanddescriptivestatisticstoanalysethedata.

Thefindingsrevealedthatprocurementperformanceisinfluencedbydedication,

trust,cooperation,andcommunication.Itwasestablishedthathighlevelsoftrust,

commitment,andcooperationimproveprocurementperformanceandprovidea

sustainedcompetitiveadvantage.Thestudyconcludesthatlong-term connections
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betweenbuyersandsuppliersareessential,andthatorganizationsshouldfocus

theireffortsonmaintainingandimprovingsupplierrelationshipsinordertopreserve

andimprovecompetitiveadvantage,whichwillimproveprocurementperformance.

InKenya,Wachira(2013)studiedsupplierrelationshipmanagementandsupply

chainperformanceinthealcoholicbeveragebusiness.Thestudy'sparticulargoals

weretoevaluatethedegreeofSRM inthealcoholicbeveragebusiness,theinfluence

ofSRM onsupplychainperformanceinthealcoholicbeverageindustryinKenya,and

theobstaclesofadoptingSRM inthealcoholicbeverageindustryinKenya.To

explaintheinfluenceofSRM onorganizationalperformance,thestudyused a

descriptiveresearchapproach.Regressionanalysiswasperformedtoinvestigate

theassociationsbetweenthevariables.Thetargetdemographicandsamplewas

procurementprofessionalsfrom thealcoholicbeverageindustries.Accordingtothe

findings,alcoholicbeveragecompaniesareformingcollaborativeconnectionswith

theirsuppliersinordertoimprovesupplychainperformance.Asaresult,SRM is

heavilyreliantonfourprimaryfactors.Thepreviousstudyconcentratedonthe

beveragebusiness,butthepresentstudyconcentratedontheserviceindustry.

Furthermore,Wachira(2013)onlycollecteddatafrom procurementstaff,which

limitsthestudy'sreachintermsofconfirmingresults.However,thecurrentstudy

includeddatafrom representativesfrom throughouttheorganization,allowingthe

researcherstogeneralizethefindingstothefullpopulation.

John (2013)conducted research into the difficulties ofimplementing supplier

relationshipmanagementinfinancialinstitutions.From atotalof23,theresearcher

used15repliesfrom theuserdepartment,sourcingemployees,andsomefavoured

suppliers.Accordingtothesurvey,problemsforsupplierrelationshipmanagement

includealackofprofessionalstaff,poorteamwork,atinySRM base,alackoftop-

levelsupport,and a high risk levelofservices.The studywas successfulin

presentingthechallengesthatSRM faces,butitdidnotillustratehow SRM may

improveanorganization'sperformance,andtheresearcherusedalimitedsampleof

respondents,whichcouldleadtoinaccurateconclusionsfortheresearchproblem.

Mwasamila(2013)conducted research into thechallengesofmanaging buyer-

supplierrelationshipsinsmallenterprises.Theresearcherusedasampleof40

respondentsfrom CRDBBANKPLC'stotalof56employees.Thestudycametoa
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conclusionbydescribingtheissuesandchallengesofBSRasdescribedbythe

respondents.Thelackofwin-winprinciplesbetweensuppliersandcustomersisone

oftheissues(bank).Latepaymentstovendors,aswellasunfavourablepricing

imposedbysupplierswithoutconsiderationforthequalityoftheproductsand

services theyprovide to theirclients,were a concern forBSR throughoutthe

procurementprocess.Inaddition,theresearcherwasabletoproposeanswerstothe

challengesthatwerepresented.Fareratescharged,qualitygoodsandservices

delivered,earlypayments,promotionofthe7R'S,andwin-winprincipleswouldall

helptoboostbusinessintheprocurementprocess.Thestudyfocusedonfinancial

institutionsandfailedtodemonstratehowBSRmayboostcompanyperformance.

InNairobi,Kenya,Kamau(2013)conductedresearchonbuyer-supplierrelationships

and organizationalperformance among large manufacturing firms.The study

identified fivefactorsthatcontributeto successfulbuyer-supplierrelationships.

Trust,commitment,mutualgoals,cooperation,and communication were the

variables.Accordingtothefindings,thedevelopmentofbuyer-supplierrelationships

hasresultedinimprovedorganizationalperformanceinKenya,andbuyer-supplier

relationshipshavebeeninuseformorethantenyears.AccordingtoKumau(2013),

thereisastronglinkbetweenthebuyer-supplierrelationshipandorganizational

success.Otherthanindustrialcompanies,thestudywasunabletodemonstratethe

impactofthislinkontheirperformance.Asaresult,theresearchsolelylooksat

manufacturingcompaniesandignoresotherssuchasserviceandconstruction

companies.

Inayatullaretal.(2012)conductedresearchinIndiaonbuyer-providerinteractions

andconfidenceinhierarchicalexecution.Accordingtotheirfindings,aneffective

relationshipisoneinwhichthereisasharedriskandreward,aclearunderstanding

ofeachother'spartsandresponsibilities,anabnormalstateofresponsibilityand

trust,long-term introduction,datasharing,genuinedesiretowin,andresponsiveness

to each otherand end client's needs.Theyassumed thatclose and personal

correspondencewithprovidersandreasonabletreatmentofprovidersbypurchasers

isemphaticallylinkedtoincreasedtrustandinfluencesproviderstatustodevote

resourcestothespecificneedsofpurchasers,thatastrongrelationshipbetween

purchaserandproviderdecisivelyinfluencesproviderexecution,andthatprovideris

emphatically linked to hierarchical execution. Interviews were conducted,
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conceptionsandmodelswereestablished,andasocialtheorywasappliedtothe

buyer-supplierinteraction.

Prior(2012)conductedaresearchinAustraliathatfocusedontheimplicationsof

buyer-supplierinteractionsonacompany'scompetitiveness.Thestudyinvestigates

theimpactoftheidentifiedbuyer-supplierrelationshiponfourvariablesofbuyerfirm

relative competitive advantage.The conclusions in this article were based on

information acquired from 216 keyinformantsin theAustralian manufacturing

industry.Therelationshipbetweenthebuyingbusinessanditsmajorsupplierwas

discovered to beasourceofcompetitiveadvantagein thisstudy,resulting in

improvedcustomersatisfaction,innovation,marketefficiency,andeffectivenessfor

thebuyerfirm.Thefindingsshow thatdifferentaspectsoftheconnectionhave

varyingimplicationsonthebuyerbusinesses'competitivecomponents.Through

assetutilization,informationsharingbetweenthecompanyanditsmajorsupplier

leadsinhigherrelativefinancialreturns.

Mwirigi(2011)investigatedtheimportanceofsupplychainlinksinthesuccessof

smallbusinessesinKenya.Thestudystudiednumerousinteractionsinorderto

understandtheroleperformedbyrespondentorganizationsinthesupplychain,with

atargetdemographicofFAULUloanconsumersinKenya.Theresearchrevealed

thattherateoffinancialgrowthandriseintransactionisdeterminedbyafirm's

strong,long-term relationshipswithitsclientsandsuppliers.Thestudyindicated

thattheprocessofformingsupplychainrelationshipsshouldbedonemorecarefully

inordertoimproveitsimpactinsmallbusinessgrowth.

Mugarura(2010)investigatedthecollaboration,adaption,trust,andrelationship

continuityofselected privatemanufacturing enterprisesinKampala.Thestudy

employedasampleof268privatemanufacturingenterprisesfrom atotalpopulation

of877.Thefindingsofthestudyonbuyer-suppliercollaborationdimensionsof

incentivealignment,jointdecisionmaking,andinformationsharinginrelationto

adoption,commitment,trust,and relationship continuityshow thatinformation

sharingappearstobethebestpredictorofrelationshipcontinuityoverjointdecision

making and incentive alignment.The study,however,did notaddresswhether

businesscontinuityresultingfrom buyer-suppliercollaborationhadaninfluenceon

overallorganizationalperformance.
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Paivaetal.(2008)didanotherstudyinUnisinosonthebuyer-supplierrelationship

andserviceperformanceutilizingexportingorganizations.Thestudy'smajorgoal

wastolookatthefactorsthatinfluencedthebuyer-supplierrelationshipinthe

execution of such services using operationalmethods.Transparency,trust,

communication,andcooperation,theystated,arerequiredfortheconnectionto

operate well(Paiva,2008).Hsia (2012) supported the factors that ensure

relationshipsuccess,suchastrustandcommunication,andthatperformanceis

dependentonthebuyer-supplierconnection.Theystatedthatiftheotherpartyfails

to fulfilits obligations,performance may be jeopardized.This performance,

accordingtoFynesandVoss(2002),isbasedonacleareffectivenessbusiness-

orientedconnectionwithinterdependenceamongtheactorsinvolved.

DoranandThomas(2005)conductedanotherstudyatKingstonBusinessSchoolin

the United Kingdom.Theylooked atbuyer-supplierconnections in the service

industry.Thegoalofthisresearchwastolookatbuyer-supplierconnectionsinthe

serviceindustry.Theyemployedbothquantitativeandqualitativemethods,including

aquestionnairesenttoaselectsetofbuyersandsuppliers,aswellassemi-

structuredinterviewswithbuyersandsuppliersacrosseachexpenditurecategory.

Thefindingsofthestudysuggestthatthereareconsiderablegapsbetweenbuyer

andsupplierexpectationsabouthowrelationshipsshouldproceed,andthatissues

oftrustandauthoritywillneedtobethoroughlyinvestigatedifrelationshipsaretobe

improved.Theresearch findingswerebased on abuyer'sviewpointevaluation

acrosseachofthefourspendcategories,followedbyasupplier'sperspective

assessmentacrosseachspendcategory.

Anderson and Narus (2000) did research on a modelof distributor and

manufacturingcompanycollaboration.Theagreedthattheamounttowhicheach

business recognizes and understands thatthe success ofthe otherfirm is

dependentonthesuccessoftheotherfirm,witheachfirm thenadoptingactivities

todeliveracoordinatedeffortfocusedonjointlymeetingthecustomer,marketplace

needs.Theystartedwithasocialexchangetheoryandbuiltandtestedinterviews,

constructs,andamodelthatcouldbeusedtoboththeproviderandthecustomer.

Despitethefactthattheirmodelrequiredbeingre-specified,theydiscoveredthatthe

amountofcomparisonofalternatives,relativedependency,andcommunication

were crucialin describing working relationships between manufacturers and
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distributors.Understandingmarketingpracticeandexpectationsforpartnerswasa

keyoutcomeoftheirresearch.

2.9Gapanalysis

Theimpactofthebuyer-supplierrelationshiponbusinessperformanceiscrucialto

understand.A lotof studies on manufacturing,pharmaceuticals,and small

businesseshavebeendone.Mostresearchhasonlyfocusedonbuyer-supplier

relationships,butlittle has been done on the effectofthese buyer-supplier

relationshipsonorganizationalperformance.Inthisstudy,theresearcherseeksto

bridge the gap by researching the effectofbuyer-supplierrelationships on

organizationalperformance.Furthermore,nopreviousstudyontheinfluenceof

buyer-supplierinteractionsonorganizationalperformancehasbeenconductedon

ShamvaDistrictHospital,andtheresearcherhopestofillthatgap.

2.10ChapterSummary

Thechapterdiscussedthenumerousperspectivesthatexistinthebusinessworld

addressingbuyer-supplierinteractions.Buyer-supplierconnectionsandthevarious

characteristicsthatcreatestronganddurablebuyer-supplierpartnershipshavebeen

developedbyseveralresearchandtheories.Thenextchapterexaminestheresearch

techniqueaswellasthemethodologiesthatwillbeemployed to conductthe

investigation

CHAPTER3

RESEARCHMETHODOLOGY
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3.0Introduction

Thischapterfocusedonageneralreviewofresearchmethodologies.Asaresult,the

chapterconcentratedontheresearchinstrumentsusedtogatherdataandtheir

reasons,thedatacategoriesused,andthemethodologyusedfordatapresentation

andanalysisoperations.Attheendofthechapter,thereisasummaryofthechapter.

3.1ResearchDesign

AccordingtoSaunders(2009),researchdesignisthespecificationofthemethods

andproceduresforobtainingtheinformationneededtostructureorsolveproblems,

anditisgenerallytheoveralloperationalpatternorframeworkoftheprojectthat

specifieswhatinformationistobecollectedfrom whichsourcesandhow.

Theresearcherutilizedacasestudyresearchstrategysinceitrequiredathorough

examinationofthephenomenon,whichinthiscasewasSDH.Dul(2008)describesa

casestudyasanempiricalinvestigationintoaphenomenoninitsnaturalsetting.

The student researcher choose case study research over other research

methodologies such as surveys and field tests to acquire a more complete

understanding oftheinfluenceofbuyer-supplierrelationshipson organizational

performanceatShamvaDistrictHospital.Questionnairesandinterviews,onthe

otherhand,wereutilizedtosupplementthecasestudyresearchapproach.

Becausecasestudyresearchfocusedonunderstandingthedynamicsoccurring

withinspecificsettings,itmadedatagatheringandcomprehendingthesubject

underinvestigation easierforthe researcher.In simple terms,itallowed the

researchertoconductathoroughexaminationofthesubjectunderinvestigation,

reducing the dangerofgeneralization from the study's findings.The student

researcherchoosecasestudyresearchoverotherresearchmethodologiessuchas

surveysandfieldteststoacquireamorecompleteunderstandingoftheinfluenceof

buyer-supplierrelationships on organizationalperformance atShamva District

Hospital.Questionnaires and interviews,on the otherhand,were utilized to

supplementthecasestudyresearchapproach.

Becausecasestudyresearchfocusedonunderstandingthedynamicsoccurring
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withinspecificsettings,itmadedatagatheringandcomprehendingthesubject

underinvestigation easierforthe researcher.In simple terms,itallowed the

researchertoconductathoroughexaminationofthesubjectunderinvestigation,

reducingthedangerofgeneralizationfrom thestudy'sfindings.

3.2TargetPopulation

Employeesfrom SDHwerechosenasthetargetpopulationbytheresearcher.SDH

hasfifty-fiveemployees,howeverasampleoftwelvewaschosenbasedonthe

departmenttowhichthepersonbelongs.Everyoneintheprocurementandstores

departmentsisincludedinthepopulationmixsincetheyaretheoneswhowork

directlywithsuppliersonaregularbasis.Individualsfrom theaccountsdepartment,

pharmacy,andadministrativedepartmentareamongtheothers.

3.3Sampling

Samplingistheactofpickingafewindividualsfrom alargergrouptoserveasthe

foundationforpredictingtheresultfortheentiregroup.Asaresult,Line(1982)

definesasampleasasmallnumberofitemsfrom whichgeneralizationsaboutthe

fullnumbermaybeestablished.AccordingtoAlreckandSettle(1985),onlyatiny

percentageofthepopulationcangivesufficientrepresentationofthegroupasa

whole and enough accuracyto make confidentchoices based on the results.

According to Pattern (2004),the sample qualityis influenced bythe research

generalizations'quality.AccordingtoNesbary(2000),thelargerthesamplesize,the

morelikelythesamplewillreflectthebroaderpopulationandreflectthegenuine

image.

Aspreviouslystated,thestudyemployedasamplesizeoftwelvepeople.Thewhole

buyingdepartmentwasemployedinthesamplesincetheydealwithsuppliersona

dailybasis,aswereothersfrom thestoresdepartmentwhoalsomanagesupplier

deliveriesandothersfrom theadministrativedepartment.Clerks,purchasers,and

stafffrom theaccountsdepartmentwhomakepaymentstosupplierswereamong

theresponses.Thevalidityandtrustworthinessoftheacquireddataarelargely

assuredbysampling.
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3.4Samplingtechnique

Theresearcherusedthepurposivesamplingapproachtocollectdata,andthe

justificationfordoingsowaspresentedandexplained.AccordingtoKumar(2005),

thesamplemethodologyisamethodofselectingasubsetofthepopulationthat

mightreact.

3.4.1Conveniencesamplingtechnique

Theresearcherusedthisstrategyofchoosingrespondentsbasedontheproximity

ofthesampling factorsto theissueunderinvestigation.Theresearcherused

seventyemployeesfrom thehospital,outofwhichonlytwentyweresampled.Asa

result,conveniencesamplingwasusedtopicktheemployeestorepresentthe

samplesize.

3.4.2Justificationoftheconveniencesamplingtechnique

Themainadvantageofthisstrategyisthatitislessexpensiveintermsoftravel,

resources,andtimebecausethestudyvariablesareknownandeasilyavailable

(Tukuta,2010).Thesecondgreatestreasonwasthatalloftheresponderswereon

onewebsite,makingiteasierfortheresearcher.Tukuta(2010),ontheotherhand,

statedthatemployingthisconveniencetechnique,thereisariskofthepopulation

beingmisrepresentedandbiased.Thisisbecausetheconvenienceapproachwill

mostlikely be the determining elements in unitselection.Because itis not

uncommonforacquiredoutcomestodivergefrom thosepredictedbytheories,

resultsmightbeskewed,compromisingintegrity(Tukuta,2010).Thisflawinspired

the studentresearcherto combine convenience sample with judgmentalor

purposivesampling.

3.4.3Judgementalorpurposivetechnique

Thisstrategyassiststheresearcherindeterminingthesignificanceofdataacquired

using the convenience methodology.In a circumstance where the population

consistedofinseparableaspectsofsuitingandnon-suitingnature,therespondents

werepickedusingtheresearchersownjudgmentontheessenceofgivenelements
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(Tukuta,2010).Thisaided in therecruitmentoflivelyand engaged healthcare

employees.

3.4.4Justificationofjudgementalorpurposivesamplingmethod

Thisjudgmentalapproachoffersthebenefitofallowingtheresearchstudytoselect

respondentswhofulfilthestudy'sneeds;inthissituation,theresearcherselected

activestaffmemberswhileexcludinginactiveemployees.Theworkerswerechosen

from avastpoolbytheresearcher,andonlycurrentemployeesparticipatingin

buyingfunctionswereincludedinthesample.Tukuta(2010)arguesthatthiswas

permissibleandcarriedoutinordertoassurehighinformationordataintegrity,

whichiswhyinactiveemployeeswereexcluded.

3.5Researchinstruments

Aresearchinstrumentisatoolforgatheringdatathatwillbeutilizedtosupporta

findingordiscovery.Questionnairesandinterviewswereusedasdatagathering

tools by the researcher.The questionnaire saved time because mostofthe

questionswereansweredinmypresence.Thepresumptionwasthatworkershad

sufficientexpertisetocomprehendthequestionnaire'slanguageandsubstance.The

preliminaryquestionnairewasdesignedwithbothopenandclosedquestions,andit

wasgiventothesupervisorforreview andapprovalbeforebeingpre-tested.The

primarygoalofpre-testingwastoidentifyandcorrectanyoffensive,ambiguous,or

awkwardquestions.Alistofclosedquestionswaspreparedandpresentedtothe

supervisorforreview andapproval,afterwhichitwaspre-testedtoidentifyand

correctanyambiguous,awkward,oroffensivequestions.Allofthequestionswere

basedonthestudy'sresearchgoals.

3.5.1Questionnaire

Oneofthedevicesemployedbytheresearchertocollectdatafrom theselected

samplesizewasaquestionnaire.Thequestionnairewasdividedintothreeportions,

eachofwhichwascreatedinaccordancewiththestudyobjectivesandresearch

questions.Thefirstcategorycontainsquestionsthatexaminethebuyer-supplier

interactioninthecontextofadaptationatShamvaDistrictHospital.Thesecondset
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ofquestionsexaminestheimplicationsofbuyer-supplierconnectionsonhospital

performance,andthequestionnaireconcludesbyidentifyingtheproblemsofthe

buyer-supplierrelationship.

Thestudywasconductedusingbothstructuredandunstructuredquestionsfrom the

paper.Thepartswereintroducedtoworktowardacertaingoal.Allofthequestions

askedmadeitextremelysimpletoacquireinformation,analysecostsavings,and

evenmakeefficientuseoftime.Toobtainafairpictureofeachrespondent'sviews

andtheresearchquestionsasked,allrespondentsweregivenequaltimetoreactto

thequestioner.Someofthequestionswerenotdesignedinsuchamannerthatthe

fullsamplechosetheirownwordsandpointsofview toanswer.Oneofthemost

importantthingsthestudentresearcherdidwasasktheDistrictMedicalOfficerfor

permissiontocollectdata,withthegoalofensuringthatproductionwasnotharmed

andthatsensitiveinformationwasprotected.

3.5.2JustificationofQuestionnaire

The strategy ensures respondentconfidentiality,increasing the likelihood of

receivingdatafrom thesamplethatisfreeofbias.Questionnaireswereareasonably

inexpensiveandquicktechniquetocollectdataforthestudy(Eiselen,2005).He

goesontosaythatprovidingrespondersampletimetoreacttothequestionsis

important.

3.5.3Interviews

TheresearcherconnectedwiththeDMO,whohasultimateresponsibilityatSDH,and

heinstructedallpeoplewhohadbeenchosentobequestionedtocomplyandassist

withrepliesduringtheinterviews.Twomembersoftheprocurementdepartment,

threemembersoftheaccountsdepartment,twomembersoftheshopsdepartment,

twomembersoftheadministrationdepartment,andonememberofthepharmacy

departmentwerechosenforinterviews.Therewereatotaloftenpeoplethatwere

interviewed.Followingthat,theresearchersetupmeetingsoverthephoneand

verifieddatesandtimes.Interviewswiththesememberswereconductedafter

previousagreementsweremade,althoughatdifferenttimesduetotheirmobility
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and hectic schedules.The interviews were conducted in severalprofessional

locationsbecausetheresearcherhadtoworkaroundthesepeople'sschedulesand

adheretotheirpreferences;someofthelocationswerethestoreroom,offices,and

pharmacy.Therespondentswerechosenstrategicallyinaccordancewiththestudy's

goalandobjectives.Asaresult,theresearcherselectedemployeeswithexperience

inmedical,publicrelations,andprocurement.

Therewerenointerruptionsintheroomsduringtheinterviewprocedure.Interviews

werebeingconducted,accordingtoanoticeonthedoor.Theresearcherthankedthe

informantsfortheirtimeandwillingnesstoparticipateinthestudybeforebeginning

theinterview.Theresearcherreiteratedthatinformantsshouldspeakfreelybutgive

eachothertimetospeak,thattherewerenorightorincorrectresponses,andthatall

information would be accepted as is with no adjustments made.Face-to-face

interviewswerechosenoverothersortsofinterviewsbecausetheresearchercould

studytherespondents'bodylanguage.Theinterviewsweresemi-structuredand

includedopen-endedinquiries.Thisimpliesthatthedialoguemightbedirected

towardtherespondent'sexpertiseandinterests,encouragingthem tothoroughly

describehowtheycomprehendedissues,events,andbehavioursofconsumersand

suppliers,aswellashowtheirconnectioninfluencedtheorganization'sperformance.

Inaddition,thisform ofinterview allowedresearcherstotrackstudytopicsand

objectives.Duringtheinterviews,theresearcheradvisedtheparticipantsnotto

spendtoomuchtimeontopicsthatwereunrelatedtothetopic.Tomakethe

interview process go well,the researcherutilized straightforward English and

avoided theoreticaljargon.She also avoided asking leading questions.The

researcherlistenedintentlytotherespondents'thoughtsandmeticulouslyrecorded

them;whentheanswerswereunclear,theresearcherprobedextraquestionsto

follow up on ideas.The researcherwould make carefulnotto interruptthe

respondentsinordertomakethem feelatease.

Theresearcherutilizedaninterview guidetoaskrespondentsabouttheeffectsof

havingornothavingaclosebuyer-supplierconnection,aswellastheimplications

fortheentireorganization.Theresearcherwoulddelvedeeperintowhatprompted

thecompanytoform atightrelationshipwithitsbuyerorsupplier.Theinterview

wentwellastheresearchersoughtclarityonwhetherthebuyer-supplierrelationship
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hadanyimpactontheorganization'sperformance,whetherbadorpositive,and

whetheritsobjectivesweremet.Theresearcherthankedtherespondentsfortheir

timeandurgedthem toprovideanyfurtherinformationabouttheissueunder

investigationattheendoftheinterview.Directinterviewslettheresearchergetfirst-

handknowledgeinordertocollectmeaningfulandtrustworthydata.Theresearcher

receivedagreaterresponserateandclearedareasofuncertaintythroughinterviews.

Aftercollectingtherawdata,itwasreadandprocessedforanalysis.

Apersonalinterview,accordingtoNachmiasandNachmias(1991),isaface-to-face

ortelephoneinterviewinwhichaninterviewerasksrespondentsquestionsinorder

toelicitresponsesrelevanttothestudyhypothesis.It'satwo-wayinteraction.Direct

interviewswerealsoemployedtogatherdatabytheresearcher.Thisentailsasking

relevantemployeesabouttheirfeelingsontheissuessurroundingtheresearch

challenge.Directinterviewshelpgetfirsthandknowledge..

3.6Datacollectionprocedures

Theresearcher'sregularactionsinapplyingtoolsandacquiringinformationfrom the

suppliedsampleofrespondentsareknownasdatacollectionprocedures(Brown,

2006).Theresearchercalledthestorecontrollerandrequestedauthorizationto

gatherandusehealthcaredata.Onlytenquestionnaireswerehandedinpersonto

thememberswhowereanswering,andtheresearcherhadtheresponsibilityoffirst

notifyingeachresponderofthestudy'spurpose.Therespondentsweregivenone

weektocompletethesurvey.

3.7Validityandreliability

Since a pilottesting wasdone with the purpose ofovercoming difficultiesof

confusingquestionsintheentireresearchinstrumentemployed,datagathering

approachesweredependable.Themeasurementofconsistencyacquiredfrom the

informationgatheringprocessisreferredtoasreliability.Whenrepeatingthesame

studyatdifferenttimes,researchinstrumentsareconsideredtobedependable,and

inordertoattaindependability,theidenticalquestionswereposedtoallsampled

respondents.Validity,accordingtoFlagg(1990),isthecapacityofdatatorepresent
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theunderlyingattributeofinterest.Thecontentandstructuralvalidityofresearch

instrumentsweretestedbyverifyingthatthequestionsweregeneratedfrom the

study'sobjectivesandthatthequestionswereclearenoughfortheresponderto

understandwhatwasintended.

3.8Datapresentationandanalysisprocedures

Dataanalysisisdescribedastheactofanalysing,cleansing,manipulating,and

modelling data with the objective ofuncovering usable information,providing

recommendations,andassistingindecision-making.Becausethedatacollecting

techniqueyieldedalargeamountofqualitativedata,itwasrequiredtoextract,code,

collate,andquantifydatainto percentagesforanalysisandinterpretationafter

respondentscompletedthequestionnairesandinterviews.Codingwasrequiredto

makefindingpatternsandthemesindataeasier(Patton,1990).Thedatawas

analysedandpresentedusingtables,graphs,andpiechartsinordertoclassifydata

basedonsimilaritiesorcorrelationsbetweencomponentsunderinvestigation.This

attemptedtoclearlydescribethestudy'sconclusionandfindings.

3.9Ethicalconsiderations

Toguaranteethatnothingbadhappenedtothehospital,alloftheinformation

gatheredwaskeptprivate.Therespondentsprovidedvoluntaryresponses,andthe

surveyswereconstructedinsuchawaythatnosensitivequestionswereposedto

eithertheindividualortheinstitution.Theresearchisintendedforacademicreasons,

accordingtothefirstleafofthequestionnaire.

3.10Chaptersummary

Thischapterprimarilyfocusedontherationaleandexplanationofavarietyof

researchtechniquesthatwereemployedandfollowed.Validityandreliabilityissues

werealsowelldescribed,asweretheinstruments'analysesanddescriptions.Allof

thedatagatheringproceduresweredescribed,withafocusondatadissemination

andcollection.Thefindingsfrom thetoolsinChapter3willbepresentedand

analysedinChapter4.
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CHAPTER4

DATAPRESENTATION,ANALYSISANDDISCUSSION

4.0Introduction

Thestudentresearchernowdiscussesandanalysesthefindingsoftheresearchon

theinfluenceofbuyer-supplierrelationshipsonorganizationalperformanceafter

discussing the research's foundation,literature review,and methodology.The

researcherexplained allofthe data collection procedures in Chapter3.As a

consequence,thischapterpresentstheresearchstudy'sfindingsaswellasan

analysisofthedata.Someoftheresultsaredisplayedaschartsandgraphs,while

othersaresummarizedintables.Therepliesareanalysedquestionbyquestion,and

theresultsaredescribedhere.

4.1ResponseRatefrom researchinstruments

TheresponserateisdefinedbyRubinandBabbie(2009)asthenumberofpersons

whoparticipateinastudydividedbythenumberofpeoplewhoarerequestedto

reply,expressedasapercentage.Thelessresponsebiasthereis,thegreaterthe
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responserate.Theresponserateinfluencestheresults'dependabilityandisa

measureofhowmuchtrustmaybeplacedinthestudyfindings.

4.1.1QuestionnairesResponserate

Thedistributionandresponsesfrom self-administeredquestionnairesprovidedto

researchparticipantsareshowninthetablebelow

Table4.1QuestionnaireResponses

N=15

Questionnaires Frequency Percentageoftotal

Returned 12 80

Unreturned 3 20

Total 15 100%

Source:Primarydata

Table4.0showsthat15questionnaireswereissued,12ofwhichweresuccessfully

completedandreturned,andthreeofwhichwerenot,resultinginan80percent

responserate.Asaresult,theresearcherreliedontheresultsofthesurveys,asthe

vastmajoritywerecompletedandreturned.Despitethefactthattheresearcher

delivered15questionnaires,threeofthem werenotreturned,thishadnoinfluence

ontheresultsbecausethebulkoftherespondentscompletedandreturnedthe

surveyssatisfactorily.Duetotheirhecticschedules,twooftherespondentswere

unabletofinishthequestionnaire,whichwasallowedbecauseitisthenatureoftheir

professions.Theotherhad damaged thepaperand had thrown itaway.This

revealedtotheresearcherthatsomeemployeeshaveanegativeattitudetoward

communicationbeforetakingaction.Thisprovidedanopportunitytoexplainand

demonstratetothoseindividualshow effectivecommunicationamongco-workers

improvesproductivityandcreatesapositiveworkingenvironment.Shealsourged

stafftoworktogetherasateam.
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4.1.2InterviewResponse

Thetabledisplaysthenumberofinterviewsthatwereplannedandthenumberthat

wereactuallyconducted.

Table4.2InterviewResponse

N=10

Class(department) Targetedinterviews Actualinterviews Responserate%

Procurement 2 2 100%

Accounting 3 3 100%

Stores 2 1 50%

Administration 2 1 50%

Pharmacy 1 1 100%

Total 10 8 80%

Source:PrimaryData

Accordingtothedataintable4.1,8interviewswereconductedinsteadofthe

intendedinterviews,resultinginan80%responserate.Theresearcherhadplanned

toconduct10interviews,someofwhichincludedrespondentswhohadalready

completedthequestionnaire,butowingtotimerestrictions,thestudentresearcher

wasonlyabletodo8.Thiswasintendedbytheresearcherinordertomaximizethe

likelihoodofaccurateandtrustworthyresults.Thetworespondentswhodidnot

engageininterviewshadgonetoaworkshop,andtheresearcherwasunableto

completetheinterviewduetotimeconstraints.

4.2Personalattributes

Itwascriticaltodeterminetherespondents'personalcharacteristicssinceknowing

theirgender,age,educationalqualifications,jobexperience,andoccupationhelped

tobuildtheirbackgroundinformation.
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4.2.1Demographiccharacteristicsofparticipants

The study discovered male dominance.Five ofthe eightresponders to the

questionnaireweremalesandthreewerefemales,whereassevenweremalesand

fivewerefemales.Therewere12malesand8femalesthatparticipatedinboththe

interview andthequestionnaire.Asaresult,thefindingsinthissurveyprimarily

reflectedthethoughtsandopinionsofmen,with60%ofmalerespondentsand40%

offemalerespondents.Thisindicatedthatthereweremoremalesthanfemalesthat

tookpartinthestudy.

Figure4.1Genderofrespondents

Source:PrimaryData

Accordingtothegraphicabove,60%oftherespondersweremalesand40%were

females.ThestudentresearcherdiscoveredthatinShamvaDistrictHospital,there

weremorementhangirls.

4.2.2Age

Thestudentresearchertooknotesontheparticipants'agesduringtheinterviewand

onthequestionnaire.Theageswerecategorizedinascendingorder,startingat18

yearsandendingat25years,resultinginranges,suchas18-25years,whichwere

recordedasapercentageofthetotalresponses.Thefindingsoftherespondents'

agesasapercentageareshowninthegraphbelow.
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Figure4.2Agerangeofrespondents

Source:Rawdata

Accordingtotheabovegraphic,theagegroup35-44yearsaccountsfor40%ofthe

population,while45-54yearsaccountsfor20%.The18-24yearoldsaccountedfor

10%,the25-34yearoldsfor15%,andthoseaged55andolderaccountedfor15%.

Theinferencewasthatmostpersonsbetweentheagesof35and44werephysically

fitandmuscular.Theothergroup,ranginginagefrom 18to24,wasmadeupof

collegestudentsonattachmentinvariousareas.Thegroupof55andupwere
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peoplewhohadbeenhiredbecauseoftheirexperience,butthesecompanieswere

now lookingforcredentialsratherthanexperience,whichthisgrouplacked.Asa

result,theyconstitutedupatinyfractionofthemiddle-agedgroup.Peoplebetween

theagesof35and44arematureinbothmindandexperience,whichaffectshow

theyhandlebuyer-supplierrelationshipsbecausetheycanhandleproblemswith

patience,impartiality,andprofessionalism.ThisisconfirmedbyMacmillan(1997),

whoclaimsthatahumanbeingpassesthroughthreestagesinlife:beingababy,

becominganadult,andthenreturningtobeingababy.Andhebelievesthatahuman

isanadultandmaturebetweentheagesof35and44.

4.3Distributionofrespondentsbyacademicqualification

Figure4.3Academicqualifications

Source:Primarydata

Thepiechartrevealsthatthebiggergroup,whichaccountsfor50% oftheoverall

sample,had a diploma as theirhighestqualification,followed by those with

Advancedlevelanddegreelevelqualifications,eachaccountingfor15%,andthose

withordinarylevelqualificationsaccountingfor10%.Themajorityoftheemployees

had a diploma astheirhighestqualification,which wasowing to the nation's
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economictroubles(the2008-2014timeframe),whichcausedmostoftheemployees

toabandontheirstudiesandjobsearch.Thepercentageofpeoplewithadvanced

andordinarylevelswaslow,ataround15%and10%,respectively,duetothefactthat

therequirementforhiringworkerspossessedarelevantqualification,andsothere

wererelativelyfew employeeswithoutthosecredentials.Dealingwitheducated

personnelissimplerthandealing withuneducatedones.Theeducatedhavea

greateraptitude forreasoning and comprehending than those who are not.

Accordingtothestatistics,themajorityoftheemployeeshaveearnedadiploma,

whichprovidesthem withbothprofessionalandacademicadvantages.Asaresult,

ShamvaDistrictHospitalhasateam oftrainedstaffthatcanefficientlymanagethe

hospital'sconnectionwithitssuppliers.

4.4Distributionofrespondentsaccordingtooccupation

Table4.3Occupations

Occupation=20

Department Numberofrespondents Percentage of total

sample

Procurement 2 10%

Stores 2 10%

Accounting 4 20%

Administration 5 25%

Pharmacy 3 15%

HumanResources 3 15%

Nutrition 1 5%

Total 20 100%

Source:Primarydata
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Theprocurementandstoresdepartmentseachaccountedfor10% oftheoverall

sample,withadministrationaccountingfor25%ofthetotalsample,pharmacyand

humanresourcesdepartmentseachaccountingfor15%,andnutritionaccountingfor

5%.Thisindicatesthattheadministrativedepartmenthadthemostparticipantsof

allthedepartmentsusedbytheresearcher.Theprocurementdepartmenthasonly

two employees,a procurement officer and procurement assistant,and the

researcheremployed both ofthem to participate in the questionnaireand the

interview.Becausetherewasabalanceofrespondersfrom alldepartmentsinthe

tableabove,theresearcherwasabletogetimpartialresultsbecauseallofthe

criticalinformationcamefrom allofthecasestudy'skeydepartments,resultingina

trustworthyconclusion.

4.5Employmentexperience

Figure4.4Employmentexperience

n=20

Source:Primarydata
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Thegraphaboveillustratesthattheorganizationsarereasonablyevenlydistributed,

withthreemajorgroupsrangingfrom 20% to50%.Thosewith4to6yearsof

experiencearethemostnumerous.Thosewith11yearsormoreareuncommon,

accounting foronly10% ofthewholesample.Looking atthedataabove,the

researchercansafelyconcludethatthegroupsarebalancedandthattheresearcher

canderivereliableinformationfrom them becausetheyofferdifferentperspectives

basedonyearsofexperienceandthusmakereasonableconclusionsbecausethe

researcherwillbeusingdatageneratedfrom allanglesandtheoutcomemaygivea

truepictureofthetotalpopulationinthehospital.Accordingtotheresearcher's

observations,havingamixofdiverserespondentswithdifferentworkingexperience

givesabetterimageoftheactivitiesdonebetweenasupplierandacustomer,which

isconsistentwiththefindingsofthequestionnaireandinterviews.Theimportance

ofthebuyer-supplierconnectionisgrowingasindividualswithmoreexperiencehave

abettergraspofwhysucharelationshipisimportant.Theirargumentisthatwhen

therewerefew buyersinthemarket,itdidnothaveasignificantimpactontheir

organizationbecausesupplierswereusedasandwhenneeded,andleadtimeswere

shorterbecausetherewasnointensecompetitionamongbuyersforthefewmajor

suppliers,butasthehospitalgrew,itbecameincreasinglyimportanttohaveaclose

buyer-supplierrelationshipbecauseitwouldhelptheorganizationbecomemore

competitivethanotherorganizationsanditwouldalsohelptheorganizationgrow.

Thosewithlittlejobexperience,ontheotherhand,haveadifferentperspective,

believingthatthereistoomuchrelianceonthesupplier,whichlimitsopportunities

forinnovationviaexposurebecausebuyersarelockedintooneprovider.

4.6SupplierRelationshipManagementinthecontextofShamvaDistrictHospital

Therespondentswereaskedtodemonstratetheirunderstandingofwhatasupplier

relationshipcomprisesasdefinedbytheirorganization,and67percentsaidit

entailedthedevelopmentoflong-term relationshipswithsuppliersthatbenefitboth

partiesinvolved.Only33%ofrespondentswentontosaythatsupplierrelationship

managementisaprocess,notaone-timeevent,andthatitrequiresthededication,

confidence,and collaboration ofallparties involved in itto be effective.The

company'sconceptandknowledgeofsupplierrelationshipmanagement,according

to the researcher,was in line with Kleinbaum's (2008)definition ofsupplier
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relationship management as an all-encompassing approach of managing

relationshipswithsuppliersofgoodsandservices.

4.7Howbuyer-supplierrelationshipmanagementlevelatShamvaDistrictHospital

hasaffectedorganisationalperformance

Source:Researchfindings2021

Figure4.5:ImpactofpoorSRM onSDHperformance

Figure4.4showsthat56% ofrespondentssaidvendorshadgivensub-standard

itemsatexorbitantratesonmultipleoccasions,particularlytheatreequipmentand

laboratoryinstruments,compromisingservicedelivery.Supplierswerebeingtough

with theirbusiness conditions,requiring fastpayments on delivery,which the

hospitalfound difficultto complywith because itis a governmentinstitution,

accordingtotheremaining29%.Thelast15%statedthatsuppliersweredelivering

itemslate,causingthehospitaltobeunabletoadequatelyperform services,leaving

somepatientsunattended.

Accordingtotherespondents'findings,thehospitalhashadanegativeimpact,

whichisarealrepresentationofSDH'sunsatisfactoryconnectionwithitssuppliers.

Asaresult,thehospitalhasmissedoutonthebenefitsofagoodbuyer-supplier

relationship,asdemonstratedbyJohnstonetal.(2004),wholistfinancial,leadtime

performance,improved responsiveness,customer loyalty,innovation,quality

products,inventoryreduction,and improvementsin productorprocessdesign,

deliveryperformance,flexibility,productavailability,andcustomersatisfactionas
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benefitsofagoodbuyer-supplierrelationship.

4.8 Supplier relationship management variables and their effect on SDH

performance

Thestudentresearcherwanted to seehow differentbuyer-supplierrelationship

management factors affected SDH effectiveness.The findings revealed the

company'sinadequatesupplierrelationshipmanagement.

4.9Theexistenceofmutualgoalsbetweenbuyerandsupplierorganisationand

organisationalperformance

SOURCE:Researchfindings2021

Figure4.6:Existenceofmutualgoalsbetweenbuyerandsupplierorganisationand

organisationalperformance

When asked ifhaving common goalsin buyer-supplierinteractionshelpstheir

organization'ssuccess,48.7%saidyestoaverylargeamount,28.2%saidyestoa

considerableextent,and7.7%saidyestoamoderateextent.Theremaining15.4per

centthoughtitmadeaminordifference.

Theoverarchingimpressionwasthathavingasharedvisionbetweenbuyersand
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suppliersimprovesorganizationaleffectiveness.ZsidisinandEllram (2001)agreed,

statingthatagoodpartnershipisdefinedbyrisksharingbetweenthebuyerandthe

provider.Wilson,Soni,andO'Keeffe(1994)goontosaythattheavailabilityof

commongoalsbetweenpurchasingandprovidingorganizationshasabigimpacton

performancesatisfaction.

4.10Thelevelofcommitmentbetweenbuyerandsupplierorganisations.

Source:Researchfindings2021

Figure4.7:Thelevelofcommitmentbetweenbuyerandsupplierorganisations.

Respondentsalsoagreedthatcommitmentinbuyer-supplierrelationshipsleadsto

improvedorganizationalperformance,with10.3percentagreeingtoaverybiglevel

andtheremaining53.8percentagreeingtoaconsiderableamount.However,15.4

percentofrespondentsbelieved thattheinfluenceofboth buyerand supplier
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commitmentonorganizationalperformancewasmoderate,17.9percentbelieved

thatcommitmenthaslittleeffectonorganizationalperformance,and2.6percent

believedthatcommitmenthasaverysmallimpactonorganizationalperformance.

Theoverallconclusionwasthateffectivesupplierrelationshipmanagementrequired

bothbuyerandsuppliercommitment.MorganandHunt(1994)backedupthis

conclusionbystatingthatcommitmentwasanimportantfactorindeterminingthe

futureexistenceofarelationshipaswellastheperformanceofbothorganizations,

andthatanenduringdesiretomaintaintherelationshipreflectsacommittedpartner

whowantstherelationshiptolastindefinitelyandiswillingtoputintheefforttodo

so.

4.11. Impact of trust on Buyer-Supplier relationships and organisational

performance

Source:Researchfindings2021

Figure4.8:ImpactoftrustonBuyer-Supplierrelationshipsandorganisational

performance

Toaverysignificantandsubstantialextent,respectively,53.8percentand15.4
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percentofthetestedrespondentsagreedthattrustinbuyer-supplierinteractions

leadsinbetterorganizationalperformancefortheirorganization.A totalof25.6

percentsaidtheimpactwaslittle,whiletheremaining5.1percentsaiditwas

moderate.

Thismeantthatbuilding and maintaining effectiveand advantageousstrategic

relationshipsbetweenbuyersandsellersrequiredahighleveloftrust.Thisfindingis

consistentwithDyerandChu(2000),whofoundthattrust,ishighlycorrelatedwith

stable and consistent buyer processes or routines that represent credible

commitments to long-term interactions;thus,a high degree oforganizational

personnelstabilityonbothsidescouldbeadeterminantoftrust.

4.12Impactofco-operationonbuyer-supplierrelationshipsandorganisational

performance

Source:Researchfindings2021

Figure4.9:Impactofco-operationonbuyer-supplierrelationshipsand

organisationalperformance

17.9% agreedtoaverylargeextent,12.8% agreedtoaconsiderableextent,28.2%

agreedtoamoderateamount,12.8% agreedtoaminorextent,and30.8percent
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agreedtoaverysmallextent,accordingtothestudy.

Thestudy'sfindingsshow thatcollaborationwascriticaltotheeffectiveformation

and developmentofstrategicrelationshipsbetween buyersand suppliers.The

findingssupportLeeetal.,(1997),who statedthatinorderto earnandkeep

business,buyersandsuppliersmustworktogether,andthatadeeperandstronger

connection helpschannelmembers to increase qualitythrough improved links

betweenbuyerandsupplierorganizations.

4.13Impactofcommunicationonbuyer-supplierrelationshipandorganisational

performance

Source:Researchfindings2021

Figure4.10:Impactofcommunicationonbuyer-supplierrelationshipand

organisationalperformance

30.7 percent of respondents believed that communication in buyer-supplier

interactionswasextremelyimportantinimprovingorganizationalperformance,while

23percentagreedtoasubstantialextent.15.4percentagreedtoasmallerextent,

20.5percentagreedtoaverysmallamount,and11.3percentagreedtoasubstantial

extent.Communicationhasshowntobecrucialintheformationandmaintenanceof
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strategicpartnerships,anditisthefoundationuponwhichmutualunderstandingof

dutiesandresponsibilitiesisbuilt.Communicationprocesses,accordingtoMohr

andNevin(1990),underpinmostelementsoforganizationalbehaviourandare

crucialtoorganizationalsuccess.

4.14 Measuring the extentto which SDH has embraced Buyer– Supplier

RelationshipManagement

The goalofthe study was to see how farSDH had adopted buyer-supplier

relationshipmanagement,thereforerespondentswereaskedtosayhow fartheir

companyhadimplementedsupplierrelationshipmanagementmethods.Theresults

wereanalysedandareprovidedinpercentageformatsaswellasnarrativesbelow.

4.14.1.WhetherSupplierRelationship Managementform partofrespondent’s

responsibilities

Source:Researchfindings2021

Figure4.11:WhetherSupplierRelationshipManagementform partofrespondent’s

responsibilities

Supplierrelationshipmanagementwasnotpartofthemajorityofrespondents'

obligations(65%),whereassupplierrelationship managementwaspartoftheir

responsibilities for 35%. The main finding was that supplier relationship

managementwasnotahighpriorityattheorganizationduetothelimitedamountof
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supplychainworkerswhowereassignedthetasktomanagesupplierrelationships

(yes,35percent,no,65percent).Thenegativeconsequencesofsuchashiftinclude

thatthemajorityofemployeeswillbeunconcernedwithhow suppliersaretreated

since they do notunderstand orrespectthe relevance ofsuppliers in their

organization'sperformance.Alliancesareincreasinglyanimportantpartofpresent

operationsaswellasfutureplanningforbusinesses.

4.14.2:The proportion of employee’s time spent on Supplier Relationship

Management

Source:Researchfindings2021

Figure4.12:Theproportionofemployee’stimespentonSupplierRelationship

Management
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Figure 4.12 showsthat79 percentofrespondentsonlyparticipate in supplier

relationshipactivitieswhentheyareallocated,whereas21percentparticipatesona

dailybasis.Thefindingsshow thatthefirm doesnotempoweritsworkersto

manage supplierrelationships;as a result,the majority ofrespondents are

unconcernedandignorantaboutmanagingsupplierrelationships.Thismethodof

managingsupplierrelationshipsisnotbeneficialtothecompanysincethemajority

ofsupplychain staffwilllose interestin the activity,causing suppliersto be

neglected.

4.14.3.WholeadsSupplierRelationshipManagement(SRM)intheorganisation?

Alloftherespondentsstatedthattheprocurementdepartmentwasinchargeof

supplierrelationshipmanagement,whichattimesdelegatedtheresponsibilityto

administration,particularlyworksandservices,inwhom theorganizationhadgreat

faithbecausetheyareinchargeofallhospitalassets.AccordingtoJonathan(2010),

aformalSupplierRelationshipManagementteam orofficeshouldbeestablishedat

thecorporateleveltofacilitateandcoordinateSRM operationsacrossorganizational

rolesanddivisions.This,however,isconsistentwithwhatSDHhasbeenattempting

toachieve,suchasdelegatingSRM responsibilitiestocorporateworkers.

4.15.ChallengesfacingBuyer-SupplierRelationshipManagement

Table4.4:Challengesfacingbuyer-supplierrelationships

Strongly

agree

Agree Undecided Disagree Strongly

disagree

Lackofcommunicationleads

to poor buyer - supplier

relationships

44.2% 2o.9% 11.6% 14% 9.3%

Lack ofcommitmentcauses

failure of buyer- supplier

relationships

16.3% 48.8% 7% 2o.9% 7%

Lackoftrustbetweenbuyers 72.1% 9.3% 14% 4.7% _
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andsuppliersleadstofailure

of buyer – supplier

relationships

Lackofmutualgoalsbetween

the supplier and the buyer

leads to failure of buyer

supplierrelationships

25.6% 58.1% 7% 9.3% _

Lackofco-operationbetween

buyersandsuppliersleadsto

failure of buyer- supplier

relationships

27.9% 44.2% _ 11.6% 16.3%

Source:Researchfindings2021

The findings on the challenges that impede effective supplier relationship

managementarepresented in Table4.3,and respondentsagreed thatlackof

communication,commitment,trust,mutualgoalsandcooperation,aswellaspoor

supplierperformance,allnegativelyimpactbuyer-supplierrelationships.Lackof

communicationleadstoapoorbuyer-supplierrelationship,accordingto65.1percent

of respondents,indicating that much work needs to be done to improve

communicationbetweenthebuyingorganizationanditssuppliers,asthisisthe

foundation forthe creation ofmutualgoals and cooperation.The majorityof

respondents(81.4percent)thoughtthatthehospitalanditssuppliershadlow

confidenceineachother.Supplierrelationshipmanagementbecomestoughwhen

thereisnotrust,becausetheconnectionisafiduciaryoneinwhichtrustisessential

toitssuccess.Furthermore,83.7percentofrespondentsfeltthatbadrelationships

betweenbuyingandprovidingorganizationsarecausedbyalackofcommonaims.

Thisisbecauseeffectivesupplierrelationshipmanagementrequiresorganizations

tosharethesamegoalsandvisioninordertopullinthesamedirectionandfollow

coursesofactionthatresultinwin-winoutcomes.Anadditional72.1percentof

respondentssaidthatbuyer-supplierinteractionsfailduetoalackofcooperation

betweenthebuyingandprovidingorganizations.Organizationsthatshareshared

aimsandtrustoneotheraremoreinclinedtocooperate.
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According to the data,100% of the respondents agreed thatbad supplier

performanceleadstopoorbuyer-supplierinteractions.WhippleandFrankel,(2000)

agreedwiththepreviousresults,statingthatitiscriticalforsupplierstounderstand

theirconsumers'visionandaspirationsinordertosatisfythem andbuildmutually

beneficial partnerships with them. Coordination, collaboration, dedication,

communication,trust,adaptability,anddependabilityareallconsideredmorevitalin

theformationandmanagementofstrategicpartnerships.Theestablishmentof

mutuallybeneficialconnectionswillbelimitedifthesecharacteristicsarelacking.

4.16Strategieswhichthecompanyshouldputinplacetoimprovethenatureof

buyer-supplierrelationshipmanagement

Source:Researchfindings2021

Figure4.13:Strategieswhichthehospitalshouldputinplacetoimprovethenature

ofbuyer-supplierrelationshipmanagement

Theresearcherconcludedbyaskingrespondentsaboutstrategiesthattheybelieve

theircompanyshouldimplementtoimproveeffectivebuyer-supplierrelationships,

andrespondentsindicatedanumberofinitiatives,themostprominentofwhichwas

thedevelopmentoftrustandcommitmentbetweenthehospitalanditssuppliers,

whichwascitedby61percentofrespondents.Otherrespondents(27%)suggested

thattheorganizationenhanceitscommunicationwithitssupplierstoensurethatthe

buyerandsupplierhaveacleargraspofeachother'srolesandduties,aswellas
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reciprocalinformation sharing and increased responsiveness. Only 12% of

respondentssaidtheirorganizationneededtosetjointgoalswithsuppliersand

maintainrelationshipswiththem toguaranteethatbothpartiesintherelationship

werepullinginthesamedirection.

Theimportanceoftrust,communication,anddedicationinestablishingmutually

beneficialrelationshipswithsupplierswasemphasizedintheresponses.Thisidea

wasinlinewithChristopher's(2004)commitment-trusttheoryofrelationship,which

states thata successfulrelationship requires two essentialfactors:trustand

commitment.Communication processes,according to Mohrand Nevin (1990),

underpinmostelementsoforganizationalbehaviourandarecrucialtoorganizational

success.

4.17Chaptersummary

Thepresentationandanalysisofthestudyfindingsbasedonthedataobtainedwas

coveredinChapter4.Theconclusionsofthisresearchstudycorroboratedthe

findingsoftherelevantliteratureanalysis,whichstatedthatsupplierrelationship

managementwascriticalinassuringtheorganization'senhancedperformance.It

was established thattrust,commitment,common objectives,cooperation,and

communicationwerecriticalaspectsinthecreationandimplementationofstrategic

partnershipswithsuppliers,andthattheabsenceoftheseelementshamperedboth

employee and organization effectiveness.The following chapteris allabout

summary,conclusionsandofferingsuggestions.

CHAPTER5

SUMMARY,CONCLUSIONSANDRECOMMENDATIONS
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5.0Introduction

Thiswastheresearch'slastchapter,whichofferedasummaryofthefindingsfrom

chapteronethroughchapterfour.Thischaptercontainsthechapter'sconclusions

aswellasthestudy'ssuggestionsbasedontheresultsoroutcomesprovidedand

analyzedintheprecedingchapter.

5.1Summaryoffindings

ThegoaloftheresearchwastofindouthowwellSDHinZimbabwemanagedbuyer-

supplierrelationships.Accordingtothedemographicprofileoftherespondents,

femalesareemployedatalowerratethantheirmalecounterparts,andthedisparity

is considerable. Alldepartments were represented,with the administrative

departmenthavingthemoststaff.Themajorityofemployeeshadanordinarylevel

ofeducation orabove and found itdifficultto grasp the notion ofSupplier

relationshipmanagement.Intermsofjobexperience,thebulkoftherespondents

hadbeenwiththeorganizationfor4to6years.

Thestudyindicatedthatinadequatemanagementofconnectionsbetweenbuyerand

supplierorganizationshadanegativeimpactonthecompany'ssupplierrelationship

managementprocedures.EmployeesatSDHpointedoutthattheirorganisationand

itssuppliershadnojointaims.Employeesalsostatedthattherewasverylittle

commitmentbetweenbuyersandsuppliersattheircompany,andthatthenatureof

theconnectionbetweenthehospitalanditssuppliershadadetrimentalimpacton

thecompany'sperformance.Respondentsalsoemphasizedthatwhilecollaboration

betweenthecustomerandthesupplierhadminimalimpact,communicationwas

criticalinbuyer-supplierpartnerships.

Whenaskedabouttheextentofadoptionofbuyer-supplierrelationshipsatSDH,the

majorityofrespondentssaidthatSupplierrelationshipmanagementactivitiesare

notpartoftheireverydaytasksandresponsibilitiesandthattheyonlyparticipate

when theirsuperiors assign them.Supplierrelations were to be managed by

managers and directors. Respondents'responses to indicators of supplier

relationshipmanagementrevealedalackofmutualgoals,alackofunderstandingof
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roles and responsibilities between buyer and supplier organizations, low

commitment,short-term relationshipsbetweenbuyingandsupplyingorganizations,

low trust,no mutual information sharing,and poor communication. Poor

communication,lackoftrust,lackofcommitmentandcollaboration,aswellasa

lack ofmutualunderstanding between SDH and its suppliers are among the

problemspreventingefficientmanagementofrelationshipsbetweenSDH andits

suppliers,accordingtorespondents.

5.2Conclusions

TheresearcherfoundthatSDH anditssuppliershadabadworkingrelationship

basedonthefindingsoftheresearchstudy.Thisisduetothelackofcommitment

andmutualunderstandingbetweenSDH anditssuppliers,indicatingthatsupplier

relationshipmanagementisnotatopconcernforthecompany.

SDHhasalsosufferedasaresultofitsmainsuppliers'lackofstrategicrelationships.

Thecorporationhasnotreceivedspecialtreatmentfrom itssuppliersandisnot

meetingqualitycriteria.

Mutualgoals,buyerandsuppliercommitment,confidencebetweenpurchasingand

providingorganizations,cooperation,andfrequentandefficientcommunicationare

allcriticalinestablishingandmaintainingstrategicpartnershipswithsuppliers.

SDHanditssuppliershavenocommongoalsoraclearknowledgeoftheirrolesand

responsibilities.Furthermore,the SDH and its suppliers have no long-term

connection.

Between SDH and itssuppliers,trustwaslow and communication wasweak.

Furthermore,theorganizationswerenotparticularlyreceptivetooneother'sneeds

andconcerns.

Thehospitalwasfallingbehindintermsofadoptingandimplementingstrategic

supplierrelationships.Managersareinchargeofmanagingsupplierrelationships,

whereaslower-levelstaffmerelyparticipatesintasksasandwhentheyareallocated.

To enhance its strategic partnerships with suppliers,the organization should

increasecommunicationandinformationexchangewiththem,learntotrustthem,
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andcommittothebuildingandmanagementofmutualrelationshipswiththem.

5.3Recommendations

Theresearchersuggestedthefollowingtoform thegreatestsupplierpartnerships:

5.3.1Communicateregularlyandeffectivelywithsuppliers

Communicationistheessentialtoeveryeffectiverelationship,andthisisespecially

importanttorememberwhiledealingwithsuppliers.Becausesuppliersdealwitha

largenumberofclientswhomustbesatisfiedatthesametime,thefirststepSDH

shouldtakeindevelopingmutualrelationshipswithsuppliersistocommunicate

withthem onaregularbasis.Face-to-facemeetingswithsuppliersareanimportant

partofeffectivecommunication.SDHshouldalsohavetheappropriatetechnologies

inplacetoallowinternalandexternalteamstointeractandsharepapersandother

information.Effective communication would fostercommon understanding and

opennessonbothsidesofthechannel,allowingforamoreopen,even-handed

discourse.

5.3.2Developtrustwithsuppliers

Apositivebuyer-supplierrelationshiprequirestrust,andthegreatestwaytogenerate

trustis via openness.SDH shallguarantee thatits personnelcarryouttheir

responsibilitiesandobligationsinanethicalandhonestmanner.Professionalcodes

ofconductshouldbewrittentogovernworkers'behaviourwhendoingtheirtasksin

ordertoensureethicaldealingswithsuppliers.Purchasingsoftwarealsoimproves

purchasing efficiencyand makes iteasierforsuppliers to cooperate with the

purchasingdepartment.

5.3.3Avoidexcessivedemandwiththesuppliers

Becausesuppliersdealwithalargenumberofclients,SDH mustgivethem the

benefitofthedoubtifthecompany'sdemandsarenotsuppliedimmediatelyatall

times.Withoutovercommunicatingrequests,theprocurementdepartmentshould

assertprioritytosuppliers.Thisform ofmutualunderstandingwillbuildanatural

relationshipwithsuppliersandencouragethem tospendmoretimeworkingwiththe

organization.
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5.4SuggestionsforFurtherResearch

The researchersuggests thatmore study be done on the same problem in

organizationsotherthantheservicebusinessinthepublicsector.Thiswillaidin

determiningifthesameimpactswillbeobservedwhentheresearchisconductedon

variousprivatesectororganizations.Thiswillhelpprovidespecificinformationfrom

whichvalidconclusionsmaybedrawn.
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APPENDIXA

QUESTIONNAIRE

MynameisKudzaisheRutsinga,studentnumberB1851458.Iam astudentat

BinduraUniversitypursuingBachelorofCommerce(Honours)DegreeinPurchasing

andSupply.ItisarequirementofthedegreeprogrammethatIconductaresearch

studyandassuchIam carryingoutaresearchprojectentitled“TheimpactofBuyer-

Supplierrelationshiponorganisationalperformance:AcasestudyofShamvaDistrict

Hospital,(2020-2021).Mayyoupleaseassistbyansweringthefollowingquestions?

Allinformationyouaregoingtogivewillbetreatedasconfidentialinformationand

willbeusedforacademicpurposesonly.

SectionA:Demographicdata

1.Gender: Male [ ] Female [ ]

2.Age:Below20yrs[] 20-40yrs [ ] 40-60yr [] Above

60yrs

3.Forhow longhaveyoubeenworkingforShamvaDistrictHospital?Below 2yrs

2-5yrs [] 6–10yrs [ ] Above10yrs []

4.Whatisyourhighesteducationlevel? Secondarylevel[ ] Certificate

level [ ] Diplomalevel [ ] FirstDegree [ ] Post

graduatelevel[]

Section B: Measuring the effect of Buyer – Supplier Relationships and

organisationalPerformance

5.WhatdoesSupplierRelationshipManagementcomprise,inthewaythatyour

organisationdefinesit?………………………………………………………………………………………………………
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6.Inwhatwayshasyourorganisation’sperformancebeenaffectedbythenatureof

relationship that exists between it and its suppliers?

…………………………………………………………………………………………………………………………………………………

………………………………………………………

7.Pleaseindicatetheextenttowhichyouconcurwiththefollowingstatements

concerningthelistedvariablesandbuyer–sellerrelationships.Thescalebelowwill

beapplicable:1=Verylargeextent2=Largeextent3=Moderateextent4=Small

extent5=Verysmallextent.

Very

large

extent

Large

extent

Moderate

extent

Small

extent

Very

small

extent

Having Mutual goals in buyer –

supplierrelationshipsresultsinbetter

organisationalperformance for our

organisation

Commitment in buyer – supplier

relationships results in better

organisationalperformance for our

organisation.

Trustinbuyer–supplierrelationships

results in better organisational

performanceforourorganisation

Co-operation in buyer – supplier

relationships results in better

organisationalperformance for our

organisation.

Communication in buyer– supplier

relationships results in better

organisationalperformance for our

organisation.
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Ingeneral,buyer-supplierrelationships

havehelpedimproveperformancein

ourorganisation

Extent to which Shamva District Hospitalhas embraced Buyer – Supplier

RelationshipManagement

8.DoesSupplierRelationshipManagementform partofyourresponsibilities?

(i.)Yes()(ii.)No()

9.WhatproportionofyourtimeisspentonSRM?(i.)Itismydailyrole()(ii.)When

assigned()

10.WholeadsSupplierRelationshipManagement(SRM)withinyourorganisation?

…………………………………………………………………………………

11. How is the performance of the SRM team measured?

…………………………………………………………………………………

…………………………………………………………………………………

ChallengesfacingBuyer-SupplierRelationshipManagement

12.Pleaseindicatetheextenttowhichyouconcurwiththefollowingstatements

concerningchallengesfacingbuyersupplierrelationships.Usethescaleof:1=

Stronglyagree2=Agree3=Undecided4=Disagree5=Stronglydisagree

Strongly

agree

Agree Undecided Disagree Strongly

disagree

Lackofcommunicationleads

to poor buyer - supplier

relationships

Lack ofcommitmentcauses

failure of buyer- supplier

relationships
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Lackoftrustbetweenbuyers

andsuppliersleadstofailure

of buyer – supplier

relationships

Lackofmutualgoalsbetween

the supplier and the buyer

leads to failure of buyer

supplierrelationships

Lackofco-operationbetween

buyersandsuppliersleadsto

failure of buyer- supplier

relationships

Poorperformanceofsuppliers

leads to poorbuyersupplier

relationships
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APPENDIXB

INTERVIEW GUIDE

Questions

1.How wouldyoudefinesupplierrelationshipmanagementinyourorganisational

context?2.Inwhatwayshasyourorganisation’sperformancebeenaffectedbythe

natureofrelationshipthatexistsbetweenitanditssuppliers?

3.TowhatextenthasSDHhasembracedSupplierRelationshipManagement?

4.DoesSupplierRelationshipManagementform partofyourresponsibilities?

5.WhatproportionofyourtimeisspentonSupplierRelationshipManagement?

6.WholeadsSupplierRelationshipManagement(SRM)withinyourorganisation?

7.Inyourownopinion,whatdoyouthinkthecompanyshoulddotoimprovethe

natureofbuyer-supplierrelationships?

Thankyouverymuchforyourtime
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