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ABSTRACT 

The study aimed at finding out the determinants of the purchasing function in the motor industry 

with special reference to Simba Corporation Limited in Nairobi, Kenya. The study dealt with four 

objectives which determine the effects of purchasing regulations on the purchasing function in the 

motor industry, to investigate the effects of information technology on the purchasing function in 

the motor industry, to examine how the purchasing ethics affects the purchasing function in the 

motor industry and lastly to determine how supplier management affects the purchasing function 

in the motor industry. The study employed a descriptive research approach because its goal is to 

identify the variables linked to certain events, results, circumstances, or behavioral patterns. The 

top level management, middle level management, and supportive staff constituted the study's target 

group. A stratified random sample strategy was employed by the researcher. Tables, charts, and 

graphs were used to display the data after it had been analyzed using both qualitative and 

quantitative methods. The research found out that 77% of the respondents in Simba Corporation 

Limited embraced purchasing regulations as a means to better management of purchasing activities 

in the motor industry. 87% of those surveyed said that technology for information had improved 

communication among employees and is a means of reaching the set goals of the firm in the 

purchasing function. 87% of the respondents were of the view that purchasing ethics has had a 

great impact on the improvement of performance in the purchasing function in the motor industry. 

73% of the respondents greatly believed that supplier management improves good service delivery 

to customers since the company is able to purchase their goods from reliable suppliers. The study 

recommended that purchasing regulations are vital in any organization that wants to ensure an 

improved management of the purchasing function, the use of IT in carrying out of purchasing 

activities must be embraced. Employees in the purchasing function must be encouraged to follow 

the purchasing code of conduct when carrying out purchasing activities. Supplier relationships 

must be well maintained to ensure the motor industry ability to purchase their products with ease. 
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OPERATIONAL DEFINITION OF TERMS 

Purchasing       This is an art of acquiring requirements for organizations. From the moment 

the requirement is determined until the supplies are received and finally 

accepted, it is a process that encompasses all the steps required. 

Respondents These are the people whom the researcher communicates to while collecting 

data. They will help in getting the information concerning factors affecting 

stores management. They help the researcher to know exactly what happens 

in the field of research. They act as the source of information to the 

researcher. 

Performance This refers to an achievement in relation to how well work is done.  

Procurement This is the act of buying goods and services for the government. 

It involves the bidding proces
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CHAPTER ONE 

INTRODUCTION OF THE STUDY 

1.0 Introduction 

This chapter contains the background of the study, statement of the problem which affects the 

purchasing function in the organization, objectives of the study, research questions, the importance 

of the research, its constraints, and its extent and the chapter summary. 

1.1 Background of the Study 

There are differences in the way the buying function functions in public and private enterprises. 

Unlike private companies, public companies spend their money on a variety of different objectives, 

such building a strong national supply base, in addition to acquiring all necessary goods and 

services. The goal of the buying function in the automotive sector, as stated by Norwell (2003), is 

to promote novel ideas and advancements like open markets and computerized bidding. To attain 

operational efficiency, the automotive industry must also lead by example in the areas of 

transparent processes, fair competition, and sustainability issues. Although the task of purchasing 

inside a company is complicated by all of these elements, the firm's purchase must ultimately be 

done correctly and effectively. This is a difficult condition to meet as an organization's purchasing 

is typically dispersed among a wide range of departments, organizations, and offices in several 

places, each with unique objectives, cultures, and practices. The purpose of the present 

investigation is to provide an overview of a major study that will be conducted to investigate the 

factors that influence purchasing operations in the automotive sector. It is often believed that the 

buying department of the authorities is less sophisticated than that of private companies. 

The ultimate goals of private companies, including financial stability and profit margins, don't 

appear to apply to administrations. This might help to explain, at least in part, why buying 

operations in government departments is thought to be underdeveloped. However, all 

organizations in the motor industry need to improve on the purchasing function in order to improve 

on efficiency of operations. One question that comes up is: How much of the presumption that the 

purchasing role in the company is undeveloped is true? The buying function, which highlights 

many crucial facets of that role and their impact on operational effectiveness in the motor sector, 

will serve as the basis for the present study. These aspects include purchasing policy, supplier 
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management, information technology, purchasing ethics and methods, organizational structures 

and their effect on the efficiency of the process of purchase in the motor industry, (Sheffi 2004). 

For the purpose of this research, the researcher will use Simba Corporation Limited, Motor 

Division to expound on the efficiency of operations in the organization due to improvement in the 

purchasing role. It is evident that the purchasing role is influenced by various elements and some 

of them are described as follows: A company's procurement procedure, which includes 

specification, choosing vendors, procurement, ordering, contractual surveillance, and purchasing 

activity follow-up, is a crucial component of the procurement function in the automotive sector. 

The way that each of these stages is integrated into the company as a whole is referred to as 

company in this context. Decentralized sequencing as well as centralized contract closure are two 

examples. 

There has been a great challenge for professionals working in the purchasing function to raise their 

performance in order to meet tough new efficiency targets in the organization. The purchasing 

department in Simba Corporation Limited, Motor Division works to ensure that their customers 

get best value for money. However, several key areas in the company have improved over the 

years; the purchasing department is the toughest challenge ever. The challenges facing the 

purchasing function in the company is the demand for efficiency and spends targets. Procurement 

function administration and improving productivity in the motor business depend heavily on 

controlling vendors and internal consumers. In the buying function, controlling suppliers includes 

assertive the vendor market inspection of portfolio administration, and growth of suppliers. On the 

other hand, handling internal consumers pertains to how well internal consumers participate in the 

purchasing procedure. The processes and strategies used in procurement are important components 

that must be taken into consideration when improving the purchasing functions in the motor 

industry. Burt, Donald and Stephen (2003) denote that the purchasing function requires methodical 

processes or techniques to guarantee the caliber of the procurement function's stages. 

Staff maintenance in the motor industry should have the required training to operate in the 

purchasing function. There is need to recognize the use and existence of information technology 

system for gathering, preserving, and accessing information needed for real purchasing. As an 

illustration, consider the application of computerized systems for overall buying functional 

management. This would ensure effective information systems in the motor industry that enable 

performance measurement in the purchasing function.  
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The buying function's policy should be closely watched to guarantee that it greatly aids in the 

accomplishment of the goals of the company. Furthermore, an organization's regulations regarding 

game morals and decisions about basic matters like make-or-buy, reciprocation, and inter-

company transactions are reflected in the buying policy (Chang, Harris, and Howard 2004). By 

ensuring these procurement elements are well maintained for the in order to enhance efficiency 

and efficiency of an organizations’ purchasing function in the automobile sector, organizations in 

the automobile sector are required to implement purchasing functions accountable for, amongst 

other duties, policy creation, supply collaboration, buying procedure reform and rationalization, 

supply activity evaluation, and guidance to the whole organization for improving efficiency in its 

operations.  

Departments that purchase comparable products and services—especially those that are connected 

to processes other than main operations—improve the buying function. Additionally, divisions 

inside the company could buy similar products or services for their main operations. Take 

transportation or computer technology (IT) as examples. When buying efforts are coordinated, 

savings can be substantial due to reduced costs and higher volume as well as uniformity, equal 

terms for all departments, and fewer suppliers. This might be used to establish the lead buyer idea 

while blending the benefits of collaboration with independent, decentralized divisions. According 

to this idea, departments making comparable purchases would designate one of them—the lead-

buyer—to seal a deal with the help of the others, resulting in the benefits of buying function 

coordination. Nevertheless, every division is free to employ the agreement, in contrast to a 

traditional central structure (Bichler, Kaukal, and Segev, 1999). 

Stated differently, there aren't any mandatory central contracts. This means that the common 

criticisms of coordination—which characterize it as a return to centralized contracts—do not hold 

true. This is significant because, while many divisions may be open to participating in unofficial 

cross-departmental meetings, certain larger departments have made it plain upfront that they do 

not believe in the value in any kind of mandated or formal cooperation. Nonetheless, among other 

factors, the lead-buyer concept's effectiveness depends on the knowledge of a company's 

procurement that is accessible. It necessitates a methodical examination of departmental 

expenditure data. These evaluations point up areas for collaboration and offer a framework for 
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assembling the pertinent buying functional units. Organizations in the motor industry must carry 

out supplier appraisal and contract management and human resource as strategies for improving 

the purchasing function, (Hohner, Rich, Reid and Davenport, 2003).  

It is crucial that the corporation's buying managers to conduct organizational raids to train 

employees in the purchasing department so as to impart knowledge and confidence in their work. 

Purchasing managers should do research in the relevant areas, customize them to meet the demands 

of each person, and then obtain better solutions for the purchasing function. Purchasing offices in 

the motor industry need to spend more time with the staff and have empathy with them, for happy 

employees deliver better services. This ensures that, employees have no difficulties in work, for 

their managers have the capability to completely observe employee’s behaviour and are 

approachable. Organizations need to acquire collaborative procurement and aggregate purchases 

in order to improve on annual savings, (Sheffi 2004). In order to achieve this, the office of the E-

Commerce, the firms’ purchasing arm should develop and agree on an e-purchasing policy for the 

organization which can be made available immediately. 

1.1.1 Purchasing Function in the Motor industry 

The purchasing process involves requirements, choosing a supplier or vendors, placing an 

order, keeping an eye on the purchase agreement, and following up of purchasing activities 

of an organization, it is an important element in the motor industry. According to Norwell 

(2003), the buying department in the automotive sector seeks to promote innovative ideas 

and advancements including open markets and computerized tenders. 

1.1.2 Purchasing regulations 

On an inter-departmental-level procurement in the motor industry has primarily been 

included in other policy domains. Policies pertaining to unemployment and innovation in 

industry, for instance may be integrated which may not be effective for the organization.  

However, an explicit, organization procurement policy as such does not exist. The 

procurement policy for any organization is based on the PPDA, (2005) in the constitution 

of Kenya. Every company inside the motor industry in Kenya are advised to implement 

their procurement activities according to the PPDA, (2005). This Act defines the processes 

and procedures involved in the purchasing function but most organizations in the motor 

industry have created their own purchasing guides, which differ greatly in both content and 

size. 
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1.1.3 Information Technology 

The type of technology utilized in the purchasing function's manufacturing has a significant 

impact on the effectiveness of the company. The dynamism and sophistication of 

technology aid in identifying the kind of technology used for manufacturing and the 

necessary level of innovation needed from the buying function of the business. Continuous 

and separate production are often used when an ordinary commodity is not buyer-specific 

and is acquired in a routine, repeating manner. The kind of strategy the business chooses 

is greatly influenced by the technology it chooses and the level of innovation that the 

purchasing function must possess. 

1.1.4 Purchasing Ethics 

Procurement authorities will be better able to fend off claims of actual or apparent conflicts 

of fascination, criminal activity, theft, or corruption if they are conscious of and 

comprehend their ethical responsibility as employees in the purchasing team. Better service 

delivery is the result of best practices, which are influenced by ethical considerations while 

making judgments. Offering staff training is a crucial and efficient approach to keep ethical 

consciousness high in a company. In addition to training in more specialized areas like 

responsibility and law regarding administrative keeping documents, handling records, and 

procurement processes, ethics workshops and conferences can be offered. Employees in a 

company should aim to acquire and retain information and skills appropriate to their roles. 

Kenya's motor sector must also maintain proper keeping documents and record-keeping 

practices, as well as make sure that ethics and accountability are adequately handled in 

procurement procedures. To make sure probity is taken into account and accomplished, 

procurement procedures might undergo routine reviews or assessments. 

1.1.5 Supplier Management 

The typical approach with the organization towards suppliers is old fashioned in the sense 

that, its foundations include distrust, a legalistic mindset, and transient connections. The 

purchasing function in Simba Colt Motors Limited is characterized by differentiated 

purchasing and portfolio management, an uncommon approach, for suppliers. This 

contention aligns with the organizational division of procurement procedures into those 

associated with the other, facilitating processes and those linked to the primary processes. 

The shortage of qualified and experienced procurement staff in these circumstances may 
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lead to the failure to take the appropriate diversified strategy toward vendors in those 

regions. 

1.1.6 Profile of Simba Corporation Limited 

The researcher will use Simba Corporation Limited, Motor Division in Nairobi, Kenya to 

carry out the resercher on examining the determinants of the buying role in the automotive 

sector. Simba Corporation's flagship company is Simba Colt Motors Limited. The late 

Abdul Karim Popat started the Group as a small used automobile sales company in 1948. 

Today, the Group's commercial activities include banking, property management, the 

hospitality industry, automobile manufacturing and transportation, and spare parts 

marketing. Founded in 1968, Simba Colt Motors Limited is currently a prominent player 

in Kenya's new car distribution industry. Furthermore to a large dealer network throughout 

the nation, the firm conducts its sales and servicing operations out of locations in Nairobi, 

Mombasa, Kisii, Nyeri, Narok, and Kisumu. Located in Nairobi along Mombasa Road, the 

Simba Corporation Headquarters serves as the center of the business's activities. Simba 

Corporation Limited, Motor Division has a dealer network that has expanded to nearly all 

regions of the republic of Kenya. The company has dealer branches in Mt. Kenya region 

in the towns of Meru and Nanyuki and is also represented in the Rift valley in the towns of 

Nakuru and Eldoret. 

Customers of Simba Holdings Limited, Motor Division can choose from a full line of light, 

medium, and heavy-duty trucks and buses from Mitsubishi Fuso Truck and Bus Companies 

and passenger automobiles from Mitsubishi Motors, Mahindra passenger vehicles and 

Pick-up models and Proton passenger and commercial vehicles. The organization 

guarantees that everyone's motoring needs, whether business or personal, may be satisfied 

with its lease and trade-in solutions. Simba Corporation Limited, Motor Division goes on 

to say that in addition to selling automobiles, it also provides the whole motoring the 

container, which includes first-rate servicing, servicing, and supplies for all models in 

addition to top-notch customer support. Customers can expect state-of-the-art equipment, 

such as an automated engine diagnostic bay, at the business's garage and service facilities. 

This guarantees that every car is maintained and maintained to the highest possible levels 

of dependability and quality. The firm has a sizable inventory of authentic parts and 

accessories to ensure that owners of Mahindra, Proton, and Mitsubishi automobiles have a 
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positive experience.  The mission of Simba Corporation's Motor Division is to be the top 

automotive firm in the East African area and to offer its clients the best possible automotive 

experience. The company is devoted to being on the cutting edge of technology and to 

giving its employees, who are its most important assets, top-notch training 

(www.simbacorp.com). 

1.2 Statement of the Problem 

The well-known issue of central vs decentralized purchasing in the automotive sector is similar to 

the challenge of coordinating across departments of purchasing. Experience has often 

demonstrated that strict mandatory purchase though a central unit would ultimately prove to be 

ineffective. It does not appear to be ideal to have total lack of interdepartmental cooperation, 

nevertheless. The majority of companies in the automotive sector have made it abundantly evident 

that they lack precise buying policies, both within departments and between departments. Simba 

Corporation Limited, in particular, Motor Division has not been left out. From a preliminary 

research some provisional problems can be drawn in the organization. Firstly, there is no much 

data on purchasing records in Simba Corporation Limited, Motor Division. The department 

officials have paid relatively little attention to the buying function of the organization thus far. 

Furthermore, the company lacks a clear understanding of its buying role. However, given the 

limited quantity of information now accessible, one might argue that there are still numerous ways 

in which Simba Company Limited, Motor Division's buying function's efficacy and efficiency may 

be raised. The following areas required to be enhanced: purchasing operations, supplier 

management, staff availability, purchasing function organization, and purchasing processes and 

methodologies. Nonetheless, it's critical to understand the necessity of controlling the purchasing 

function and its potential. The buying function appears to be undervalued by the organization, 

despite its potential to improve efficiency and serve as a foundation for professionalization that 

would make it a potent weapon supporting every division and policy domains. Therefore this study 

aimed at examining the determinants of the purchasing function in the motor industry. 

1.3 Objectives of the Study 

1.3.1 General objective 

 

The main objective of the study was to examine the determinants of the purchasing function in the 
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motor industry with special reference to Simba corporation limited motor division. 

 

1.3.1 Specific Objectives 

The study’s specific objectives were; 

a. To assess the effect of purchasing regulations on the purchasing function in the motor 

industry in Kenya. 

b. To investigate the effect of information technology on the purchasing function in the motor 

industry in Kenya. 

c. To examine the effect of purchasing ethics on the purchasing function in the motor industry 

in Kenya. 

d. To establish the effect of supplier management on the purchasing function in the motor 

industry in Kenya. 

1.4 Research Questions 

a. What is the effect of purchasing regulations on the purchasing function in the motor 

industry in Kenya? 

b. How does information technology affect the purchasing function in the motor industry in 

Kenya? 

c. To what extent do purchasing ethics affect the purchasing function in the motor industry 

in Kenya? 

d. In what ways does the supplier management affect the purchasing function in the motor 

industry in Kenya? 

1.5 Justification or Significance of the Study 

1.5.1 Management of Simba Corporation Limited 

The management of Simba Corporation Limited, Motor Division have realized that they are 

responsible not only to shareholders, but also to the community and environment. Therefore, this 

study should be of great importance to organizations in the motor industry in the future, to give 

them knowledge on how to deal with external stakeholders in the purchasing function. 

1.5.2 Purchasing Managers in the Motor Industry 

Purchasing managers are highly targeted in this project. All purchasing departments are chaired 

by purchasing officers where the skills of purchasing are vital for any manager. These managers 
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are responsible for purchasing contracts that take place in their organizations. Hence good 

purchasing function skills and solutions to deal with challenges that come with poor management 

of purchasing process are necessary. This research should be useful to individuals since it gives 

guidance on how to face challenges that occur in the purchasing function. Good management of 

the purchasing process in an organization would ensure that an organization’s purchasing policy, 

production technology as well as supplier management are well monitored for the best results in 

the purchasing function in the motor industry in Kenya. 

1.5.3 Government Institutions 

Leaders in government institutions need to be taught about purchasing function management skills. 

This study provided guidelines for challenges that are faced by the purchasing managers in 

achieving the efficiency required by a firm. For example, leaders in the business world need to 

research and develop on latest and most sustainable ways of purchasing in institutions. This study 

provided the solutions to the challenges faced by purchasing managers trying to achieve efficiency 

of an organization through maintaining the purchasing function. 

1.5.4 Future Researchers 

The data in this study will be useful to future academics in their quest to learn more about effects 

of the purchasing function in achieving efficiency in the motor industry in Kenya. In addition, 

future researchers would be able to improve purchasing function in any organization by developing 

this study further. 

1.6 The Scope of the Study 

The study was to examine the determinants of the purchasing function in the motor industry in 

Kenya with special reference to Simba Corporation Limited, Motor Division in Nairobi, Kenya. 

The organization is located along Mombasa Road directly opposite Panari Hotel in Nairobi. The 

study took into consideration four variables which are purchasing regulations, information 

technology, purchasing ethics, and supplier management. The study targeted a population of 300 

respondents from Simba Corporation Limited. The study was carried out within a period of five 

months from October 2023 to February 2024. 

1.7 Chapter Summary 

The study's background on the purchasing function's operations, Simba Corporation Limited's 

profile, the problem statement that impacts the purchasing function within the organization, the 
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study's objectives, research questions, the study's significance to Simba Corporation Limited's 

management, purchasing managers in the motor industry, government institutions, and future 

researchers, the study's limitations, confidentiality of information, accessibility, and scope are all 

included in this chapter. 
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CHAPTER TWO 

LITERATURE REVIEW 

2.0 Introduction 

A thoughtful paper's content, a literature review combines current data with theoretical and 

practical commitments to a particular issue. This chapter contains the various literatures that exist 

on matters concerning purchasing regulation, information technology, purchasing ethics as well as 

supplier management and their effect on the purchasing function in the motor industry in Kenya. 

The literature found in this section was sourced from a variety of books and the internet. 

2.1 Theoretical Literature Review 

The resource-based view, stakeholder theory, institutional theory, transaction cost theory, and 

resource dependence theory are some of the ideas that will serve as the foundation for this study. 

2.1.1 Resource based view (RBV) 

According to the resource-based view (RBV) of a business, the desire for competitive advantage 

motivates corporate action. Supply chain participants seek to influence production factors in a 

competitive market to give themselves an edge over rivals. In the literature on strategic 

management, the RBV is important. When a business faces capacity or existing competition and 

does not follow a value-creating strategy, it may lose out to competitors who do. As long as no 

viable or existing competitor replicates the company's total performance position, this advantage 

may be maintained. 

According to the RBV of companies, ownership of resources or skills is a necessary component 

of advantageous resource diversity, but resource immobility explains why it is difficult to acquire 

or use resources because of their high cost. These presumptions underpin sustainable competitive 

advantage, which offers a framework for figuring out whether a method or technology actually 

gives an edge over competitors. 

A company's RBV shows how innovation, R&D methods, technology control, and human capital 

management all play a major role in preserving competitive advantage and are difficult to replicate. 

Thus, the development of sustained competitive advantage creation and enhancement is 

encouraged by the adoption of resource diversity (intellectual human capital and skills) and 

resource stagnation (complex technique of constructing/attaining). 

Relationships in the supply chain can be complicated since materials handled or held by various 
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numbers may serve distinct purposes. According to the Resource-Based Value (RBV) idea, supply 

chain relationships may be shaped by implementing real, cooperative value-based asset pooling. 

Immobility, uniqueness, and sustainability are examples of resources that may strengthen supply 

chain partnerships and provide value. Equity joint ventures, minority equity alliances, bilateral a 

contract-based alliances, and autonomous contract-based alliances are the four categories of supply 

chain alliances that Das and Teng (2000) distinguished. 

Resources may benefit a company by adding value, lowering input costs, and improving outputs. 

They could be organization-specific, inaccessible to anyone other than the developing firm, or less 

expensive if kept outside from the actual business. Furthermore, resources are probably asset-

based, meaning they cannot be developed all at once and must accumulate over time. 

2.1.2 Stakeholder theory (ST) 

The supply chain creation reasoning based on stakeholder management views businesses as a 

"nexus of contracts" including a variety of parties, such as rivals, suppliers, workers, investors, 

and regulatory bodies. Due to their respective positions of power over corporate resources and 

ability to reach consensus with participants, top managers serve as the organization's key 

contractual marketing. Relationships with stakeholders are important because they enable a 

business to accomplish its goals. Stakeholder relationships are constantly in jeopardy, though—

either intentionally or unintentionally. Businesses must take into account the legitimate interests 

of all pertinent stakeholders when making critical operational and strategic decisions in order to 

practice effective stakeholder management. 

Regarding the shareholder principle, a prevalent misperception is that all stakeholders are created 

equal. Understanding which groups of stakeholders are most memorable and addressing "moral 

dilemmas"—situations in which the interests of multiple stakeholders conflict—are key 

components of efficient stakeholder handling. Based on the idea that organizations are systems of 

cooperation, corporations frequently take the lead in harmonizing the needs of stakeholders. In 

order to accomplish shared goals, organizations frequently build coalitions—also referred to as 

celestial bodies, relationships, and strategic networks—with stakeholders. These relationships of 

cooperation have the potential to be an effective tool for bringing stakeholder interests into line 

and assisting a business in lowering the uncertainty surrounding the environment. 
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2.1.3 Institutional theory( IT) 

According to institutional theory, firms under pressure from their institutional contexts to conform 

to existing social standards and look legitimate. Within the framework of an enterprise, 

organizations are driven by institutional constraints to seek objectives that enhance their legitimacy 

and conform to the rules, regulations, and standards of their business environment. Corporate 

involvement in supply chain connections is one approach to do this. For instance, by forming 

alliances with bigger, more established companies, a small business might improve its recognition, 

standing, image, and prestige. This tactic has the potential to yield large rewards, like elevated 

prestige and credibility in professional environments. 

More importantly, increased legitimacy can lead to additional connections that provide a business 

access to vital resources and knowledge. Institutional forces also push businesses to engage in 

supply chain partnerships for other purposes, such affiliation with prominent philanthropic groups 

or organizations that advance socially relevant objectives. Empirical studies that establish a 

connection between institutional concept and supply chain interactions have verified the 

significance of image. Schermerhorn and Shirland (1981) discovered that hospital supply chain 

control cooperation levels were correlated with image situations. 

Institutional theories play a useful role in describing business behavior in the context of supply 

chain relationship building. Businesses are driven to comply in order to remain appealing and to 

survive; they frequently copy or duplicate established business practices. This idea aligns with the 

theory of mimetic isomorphism, which postulates that managers of businesses either intentionally 

or inadvertently imitate the strategies of prosperous enterprises. As demonstrated by Powell et al.'s 

(1996) study of the biotechnology sector, where businesses without relationships have become rare 

and generic firms have multiple partnerships, the prevalence of relationships within the supply 

chain in some industries may be excessive. This finding suggests a population ecology explanation 

for the development of partnerships in the supply chain. 

2.1.4 Transcaction cost theory (TCT) 

A popular idea in supply chain management is transaction cost theory (TCT), which focuses on 

how businesses may set up their supply chains to cut down on both production and transaction 

costs. Production costs can differ depending on a number of factors, including area advantages, 

scale of activities, knowledge of outcomes, and private impacts like proprietary information and 
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patents. The expenses associated with planning, organizing, and overseeing cross-market 

transactions are included in the range of transaction costs. Transaction costs are increased by trade 

associates' ability to behave opportunistically. 

Markets and hierarchies are the two kinds of structures that Williamson (1985) recognized; he 

subsequently included the importance of supply chain interactions. TCT is predicated on the idea 

that every transaction a firm does will have the greatest chance of success. The main use of TCT 

is in make or purchase choices. In a free market, purchasing an ordinary good from a skilled 

manufacturer is usually less expensive for a firm than producing the product internally. A business 

could, however, construct an other marketplace if the current one collapses and transaction 

expenses are too high. 

An alternative to a market or organizational hierarchy is a supply chain relationship, which 

includes a supply chain network structure. The option to "make or buy" is expanded to "make, buy, 

or partner." Through ownership incentives, joint ventures, for instance, assist businesses in 

avoiding the expenses associated with opportunism and monitoring that are inherent in 

marketplace transactions. They also enhance the probability that partners would refrain from 

opportunistic behavior in the interest of preserving the partnership. These are the reasons why 

global supply chains are so popular. 

TCT, however, is restricted to the cost-minimizing and efficiency justifications for partnerships, 

which can be established for a variety of reasons, such as authority and mastery. Other important 

factors for supply chain alliance development, such as the perceived equality of an ability alliance 

associate, are overlooked by TCT's emphasis on both performance and value. Furthermore, the 

natural TCT structure assumes that everyone in an association will get together and that the 

business environments of the members would merge seamlessly, which leaves out a lot of 

organizational and "people" difficulties. 

2.1.5 Resource dependence theory (RDT) 

A strategic method for comprehending how firms become reliant on other people for materials, 

products, and substances is called resource dependency hypothesis, or RDT. It focuses on how 

businesses may lessen environmental uncertainty and successfully manage these interactions. RDT 

is especially important in the setting of supply chains, as participants cooperate to accomplish 

shared objectives and grow more reliant on one another. 
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By emphasizing the employer's desire to utilize and integrate resources outside the company's 

environment, RDT enhances the Resource-Based Business Model (RBM). While small businesses 

look for access to funding and sales channels, giant pharmaceutical organizations and small 

biotech companies frequently employ this strategy to leverage their study and entrepreneurship 

energies. Trade groups and other types of partnerships serve distinct resource demands. 

RDT is not a perfect explanation for supply chain alliance development, though. It doesn't explain 

why companies would look for alternative ways to make up for perceived resource shortages than 

collaborations. Alternatively, tactics such as mergers and acquisitions, hiring top talent from rival 

companies, and obtaining fresh funding through market purchases are frequently selected. 

Furthermore, no company can operate in a vacuum; in order to obtain the resources they require, 

businesses must engage with their surroundings. 

Rather than concentrating on the more intricate theoretical undertaking of explaining skill growth 

and inter-company exchanges of abilities, RDT emphasizes the necessity of essential resources 

and social interchange. To sum up, RDT offers a more thorough grasp of how businesses create 

competences, but it does not go into great depth on how skills are created or how talent is 

transferred across companies. 

2.2 Empirical Literature Review 

It is considered that when an organization purchases a set of goods, it wants to maximize the overall 

amount of money made. However, while making a purchase, the buyer wants to get it for the least 

amount of money. Previous investigators on this project did not offer any insights into the optimal 

approach for estimating costs. Creating auctions with the goal of lowering expenses or generating 

income is challenging due to the complexity of identifying equilibrium tactics. This research has 

not stated any mechanism that purchase officers can go about to reach at the equilibrium strategy. 

Hence they are highly challenged on how to deal with such issues of reaching equilibrium. This 

research denotes that, new and easy mechanisms can be used to arrive at considerable agreements 

but it does not give clear information on these mechanisms that can be used. It is evident that each 

and every purchasing officer would like to ensure Low Transaction Costs on all purchases done 

for the organization. Furthermore, both the suppliers and the consumer want to keep the expenses 

associated with purchasing as low as possible. Postponing the acquisition's completion incurs 

transaction costs as well there is need for purchasing officers to be fair when making procurement 
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decisions. 

Purchase specialists must manage opposing forces as a result of the interaction between different 

demands on the acquisition function, which are not continuous factors. This research does not 

explain how these forces interact and conflict with each other. For example, It is clear that there 

are compromises between environmental influences, and these experts need to look for the best 

possible outcome. 

In order to fulfill the professional growth requirements of the procuring personnel inside the 

business, lawmakers as well as leadership must conduct a thorough examination of this component 

of the labor force. It is crucial because institutions to get concerned with the shortage of a 

procurement workforce for the purpose of filling the available gaps in this department. This 

ensures that activities in the procurement department are carried out without delays and deliveries 

to customers are made within the required period. This study has not provided ways of ensuring 

that there are no gaps in the workforce. It is important for purchasing officers to realize that this 

shortage of workforce is real and has been experienced through many institutions at all levels 

recognizing the impending loss, via accusations and retirements of an important number of its 

seasoned workers in the buying department. In both the government and private sectors, getting is 

a very complex job that calls for a broad understanding of several academic fields, including 

politics, economics, government management, financial management, marketing, law, business 

analysis, technology, and building design. Still, it is very difficult for purchasing managers to 

integrate these disciplines and this requires a lot of training for the procurement staff in the 

organization. 

 

 

2.2.1 Purchasing Regulation and purchasing function 

All organizations in the motor industry are advised to implement their purchasing and procurement 

activities according to the PPDA, (2005). The purchasing regulations for any organization are 

based on the PPDA, (2005) in the constitution of Kenya. This Act defines the processes and 

procedures involved in the purchasing function which are to promote efficiency and effectiveness 

in purchasing and to make sure the buying processes are carried out in a fair, open, and inclusive 

a way, helping to create an a noise economy in Kenya. However, the majority of motor sector 
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groups have created their own acquiring guides, which differ greatly in content and dimensions. 

According to Caridi, Sergio, and Cristina (2004), comparison is an essential tool and strategy that 

can be used to assess a company's achievements and assure effectiveness in various areas of the 

company's operations. According to Naylor, comparing is the process of identifying and analyzing 

the globe's or sector's best companies and procedures, then using this information as the foundation 

for development across the board in all facets of the firm (Lysons and Farrington 2006). Many 

firms have stressed the value of comparing in achieving improved buying department 

performances and general business success. Companies in Kenya's automotive sector should pay 

close attention to how benchmarking is used in procurement and how it affects both the buying 

process and the company as a whole. It is clear that comparisons improves procurement 

productivity significantly and positively affects company profitability indirectly. The majority of 

the time, interdepartmental level procurement has been a component of additional policy fields in 

several Kenyan automobile industry associations. For instance, integrating workforce and 

technological innovation approaches into purchasing may not be beneficial to the firm.  

In the framework of procurement discussions, a number of regulations are necessary to control 

contract auctioning, the factors and characteristics that should be taken into account to identify the 

recipient or winners of the agreement, the selection of the successful vendors, and the sum of 

money that must be paid. Purchasing regulations must look at various issues that constitute 

effective purchasing function in an organization. This study described some intuitive properties 

that a purchasing officer should look for while designing a purchasing mechanism. Such a 

procurement mechanism need to be Resolution Equilibrium, in which the ideal state of the 

procurement technique's solution occurs when no actor desires to modify its offer in light of the 

knowledge it possesses about other actors. Assuming certain facts regarding rationality, 

accessibility of knowledge, and agent inclinations (buyers as well as sellers), a wide variety of 

equilibria may be calculated. These consist of weakly prevailing equilibrium, then Probabilistic 

Nash Equilibrium, and Nash homeostasis. A buying mechanism's overall evaluation should be 

based on its efficacy (Hohner et al 2003). The predicted effectiveness in such a system is known 

as Pareto efficacy, which states that no actor may increase the distribution without impairing the 

situation of an additional individual. Allocative productivity, which is attained when the combined 

happiness of each of the recipients exceeds the maximum, is an additional efficiency statistic that 

may be applied. The assets or things are distributed to the agents that value them the highest when 
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the total efficiency of allocation is reached. In reality, there is a close relationship between these 

two ideas when the utility values take on a certain shape. 

The purchasing function should consider Individual Rationality where allocations in the 

purchasing mechanism do not make any agent worse off than the other. That is, participation in 

the process confers a non-negative benefit on each actor. Purchasing officers should ensure that 

there is a Budget Balance in the purchasing function. According to Chang et al (2004), If the total 

of the financial transfers involving the seller of the product and the buyer is not unfavorable the 

payment mechanisms is said to be highly budget controlled; if it is zero, it is considered to be 

moderately budgetary managed. Stated differently, the financial balance protects against losses for 

the bidder or the purchase method. To guarantee that there are no failures in the company, it is 

crucial that buying technologies function as planned in all but the worst circumstances. 

Transparency is also crucial since it makes it easier for bidders to grasp the circumstances and 

make decisions. Furthermore, it strengthens their confidence in the bidding procedure by enabling 

them to confirm that the purchase guidelines have been adhered to. 

Incentive Compatibility is one of the major regulations that must be followed when suggesting a 

purchasing mechanism. If the buying officers bid according to their real assessments of the items, 

then the system is incentive compliant. An incentive consistent mechanisms is classified as 

Probabilistic Nash incentives compatibility or the most dominant motivation compatible based on 

the point of equilibrium reached via honest bidding. The latter scenario refers to the method as 

strategy proof. When an arrangement is approach proof, every officer's choice is based only on 

local data, and there is no benefit to spending time and energy modeling the assessments of other 

agencies. The company's buying department has to have Solution Reliability as well. If no specific 

group of individuals could have reached a decision independently of the process and done better 

than expected, then the system's result is permanent. They should have a configurable 

bidding/purchasing system, (Mehra and Anthony, 2004). 

2.2.2 Information Technology and purchsing funtion 

Information technology, as defined by Baltzan and Phillips (2009), is any computer-based tool that 

humans use to interact with knowledge and assist with its processing, including data gathering and 

storage. The internet, a desktop computer, a smartphone with online connectivity, and PowerPoint 

are examples of the use of IT. Every technology listed above aids in the completion of particular 
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information processing tasks. The way buying functions is carried out in the automobile business 

is being significantly altered by the World Wide Web and e-commerce. Terms like "e-purchasing" 

and "e-procurement" have become commonplace as a result of internet-based procurement. The 

type of technology utilized in the purchasing function's manufacturing has a significant impact on 

the effectiveness of the company. In a competitive marketplace, buy order placing, order 

monitoring, and follow-up all require effective communication, which is made possible by the 

speed and convenience of building online platforms. Reverse auctions and improved negotiating 

are possible additional benefits. With auctions in reverse, purchasing companies can post 

requirements, invite bids from providers, and select the lowest-priced bidder. E-procurement is 

regarded as one of the qualities of a top-tier purchasing company. The dynamism and 

sophistication of technology aid in identifying the kind of technology required for manufacturing 

and the necessary level of innovation needed from the purchasing portion of the business (Vries 

and Vohra 2005). Continuous and autonomous production are typically used when a standard 

commodity is not buyer-specific and is acquired in a repetitive, routine manner. 

Some businesses have seen price reductions for items and services, shorter processing of orders 

and completion times, lower administrative expenses and hassles, increased oversight over off-

contract expenditure, and enhanced management of stocks as a result of using e-purchasing 

systems. It enables businesses to grow into virtual entities and exchange information. Using a 

single, connected to the internet online assistance system, e-buying or electronic purchasing entails 

addressing all requirements for both produced (direct) and non-production settings (indirect) 

purchases. Delivering an adaptable catalog strategy, offering resources for in-depth analyses and 

reporting, assisting with strategic sourcing, and improving supply-chain teamwork and 

coordination among partners are all part of it. The kind of strategy the business chooses is greatly 

influenced by the technology it chooses and the level of innovation necessary in the purchasing 

department. Due to the buying department's increased involvement in supply chain management, 

many businesses now view it as a crucial component of their success. Good buying performance 

thus becomes essential to the company's continued profitability (Sheffi, 2004). 

A buying organization is constrained by certain less manageable aspects, such as the firm's 

dimension, technological advances, and the outside world. Appropriate structures and tools must 

be implemented for the purchasing department to function effectively and successfully in such an 

intricate setting. When implemented properly, IT may provide several key benefits, including 
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simpler and quicker process flow, effective information dissemination, democratization of 

activities and decision-making, increased openness, and improved control. IT also supports 

business partner procedures in alongside internal ones, which contributes to its increasing 

significance in purchasing administrators' day-to-day operations. 

There has been a lot of excitement in using the use of EDI and other technological tools to improve 

the efficiency of the goods acquisition process. Numerous firms within the Kenyan auto sector 

have acknowledged the possibility of cost reductions as well as prospects for enhanced 

profitability. Nevertheless, the buying function still uses EDI communication relatively little in 

practice, even with the business's enthusiasm for it and years of research effort (Davenport, 

Bichler, Hohner, and Kalagnanam 2005). Lead times are shortened as purchasers and vendors 

collaborate in real-time; storage expenses are decreased and productive capital is released; Just-

In-Time concepts are promoted; satisfaction is improved; marketing, buying goods manufacture, 

and finance are integrated; paper-based agreements are discouraged; order cycles are shortened; 

inventory is decreased; and immediate data about what is available and inventory is provided. 

Modern electronic contracting systems are relying more and more on computerized processes 

because they offer a potential means of automating negotiating with vendors and accomplishing 

the ideal objectives of cost reduction, agent-based implementation, and procuring productivity. A 

growing number of buying administrators and purchasing specialists are beginning to doubt that 

the Internet can completely transform their companies' purchase procedures. One benefit of IT is 

its ability to provide the right items, at the proper moment, at the correct level of excellence, and 

in the proper amount, from the proper vendor to the right customer (Bailay 2005). Because more 

information is easily accessible and can be shared with stakeholders more easily as a component 

of the process of deciding, IT has had a substantial impact on purchasing. The primary benefit of 

this kind of arrangement may be that those in authority may exploit the client by gaining access to 

more data about them than they would have in a traditional procurement control situation. Simba 

Colt Motors' capacity to make material purchases more quickly has significantly risen because to 

its utilization of computer technology. 

The significance of purchasing appears to be increasing due to the development of worldwide 

purchasing networks and the rising prevalence of freelancing in numerous industries, according to 

recent developments in business circles. The act of buying has changed significantly at the same 
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time. The researchers have collaborated with a sizable multinational corporation where consistent, 

centrally controlled purchasing methods have replaced decentralized, fragmented buying 

procedures. A single, centralised entity oversees all worldwide buying choices. The use of ICTs 

have reshaped purchasing procedures both inside and across enterprises, which is partially 

responsible for these developments. A first level breakdown of the process of purchasing produces 

four separate stages: supplier discovery and analysis, choice of suppliers, mechanized transactions 

the platform, and supplies chain scheduling and oversight. The process of buying itself may be 

broken down systematically. Discussions, a critical component of the selecting suppliers the 

platform, have historically depended on human-based procedures with minimal assistance from 

technology, even though numerous facets of procurement in each of the other three phases have 

profited from the deployment of ICTs and decision technology. 

This has altered with the latest developments in information and communication technologies, 

notably the Internet's explosive expansion. The use of the behavioral sciences, mathematical 

frameworks, and software programs utilized in the process of buying is having an additional impact 

on this vector of change. According to Mehra and Anthony (2004), the web's enhanced capacity 

for computation and communication has made it possible to streamline provider choices in 

purchasing. Computer science and procurement technology perspectives must be incorporated into 

the development of such computerized discussions in order to inform procurement models and 

processes. Three closely linked methods to computerized purchase systems have benefited from 

these multidisciplinary studies: the creation of purchasing assistants, software for purchasing 

representatives, and web-based auctions sites and economics process design. Integrative and 

dispersed purchasing refers to what is needed of a broad range of purchasing situations, which are 

addressed by each of these techniques. Furthermore, a lot of big businesses have already 

implemented computerized auction-based negotiating techniques or are in the beginning stages of 

doing so for their procurement departments. For several of its purchasing processes, Simba Colt 

Vehicles Limited, for example, has embraced online bidding. 

2.2.3 Purchasing Ethics and purchasing function 

The moral standards of behavior or ideals that inform authorities of what is either positive or 

negative and right or improper in all facets of their employment are known as ethics. The ideas of 

openness, honesty, honesty, care, equitable treatment, confidence, reverence, and continuity are 

all included in ethical behavior. Eliminating problems with personal interests and abusing one's 
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position are two examples of ethical conduct. One of the main preconditions that interact to affect 

people's and organisations' moral norms is standards of morals. A key component in elevating an 

organization's ethical standing is its code of conduct. The following are some advantages of ethical 

codes: they give people a foundation for cooperation; most codes demand that individuals treat 

one another with respect; they establish limitations for what is considered ethical behavior based 

on managerial human rights and commercial principles, such as statements of interest, knowledge 

anonymity, rivalry, business gifts, and the hospitality sector; and they offer a widely accepted set 

of guidelines that make it possible to judge what is right or wrong in a particular situation 

consistently, so they help to eliminate ethical inconsistencies. Since government purchasing 

includes the use of taxpayer funds and is open to public inspection, responsible conduct is crucial. 

Officials in a corporation, such as buying managers, ought to conduct themselves morally and 

equitably, even when conducting business (Norwell 2003). Ethical conduct encourages 

accountability as well as disclosure in the procurement process and provides suppliers with 

assurance to engage in the market. In addition to lowering the expense of controlling risks related 

to theft, dishonesty, dishonesty, and other inappropriate behavior, ethical behavior may also boost 

trust in the management of a business. 

Scandals pertaining to purchasing among authorities in automobile industry groups have become 

a regular occurrence, adversely affecting the caliber of services meant to assist employees. 

According to Michael and William (2002), corruption has resulted in major losses of public monies 

due to improperly managed procurement processes and blatant thievery. The finding mentioned 

above may be explained by the reality that representatives from the company appear to have 

neglected their main duty of guardianship. They are custodians of a particular trust that the 

company has bestowed upon them and custodians of the assets belonging to the company. They 

must agree to put the interests of the business ahead of their own in exchange for this respect. The 

prevention of unethical behavior, such as nepotism, pervasive favoritism, and dishonesty, to name 

a few, necessitates expertise in organizational purchasing. Achieving equality, openness, 

responsibility, and justice, as well as rivalry, secrecy, economy, and efficacy in ethics, is the goal 

of purchase professionals. When there is little regard for procurement ethics, even if the great 

majority of the buying managers may be morally upright, at least in their everyday lives, they all 

suffer from diminished organizational trust as well. Events including the acquisition of trash 

equipment, fake medications, air supply, and the delivery of subpar work at the local and national 
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levels lend credence to this. 

The Public Procurement and Disposal Act of 2005 established Procurement Policies and 

Procedures (PPP), which regulate sourcing, contracting, and spending within an organization. 

These include approval, discrimination, and limitations on comparable and unrivaled purchasing, 

purchasing goods, agreements awarding, and disagreement of interest. PPP's goal is to guarantee 

that procurement, contracting, and sourcing processes inside companies are morally, effectively, 

and responsibly done (Chang et al 2004). Through an emphasis on value for money, the elimination 

of redundant activities, the creation of clear pathways for supply activities, the reduction of 

conflicts, the assurance of quality service delivery, and the enhancement of vendor relationships, 

the PPP achieves financial conservation, process efficiency, client service, risk management, staff 

involvement, and vendor relationships. Due to the intricate nature of procurement, the magnitude 

of the money that that the company creates, and the tight relationship between both the private and 

public industries, the majority of procurement operations in the automotive industry are susceptible 

to waste, fraudulent activity, and mismanagement. 

According to Michael and William (2002), the present crisis in many companies in the automobile 

sector has drawn special attention to acquisition integrity, since faster procurement processes and 

stimulus funding worth billions of dollars have increased risks. In order to ensure a robust and 

orderly recovery, the Kenyan motor industry must aggressively work to provide fair competition 

and equal opportunity for contractors. Policy makers can improve integrity in the buying function 

within Kenya's motor sector by following the guidelines outlined in the guidelines for increasing 

integrity in government tendering. Four pillars serve as their anchors: ownership for and oversight 

in procurement operations, transparency, competent leadership, preventing wrongdoing, and 

adherence and surveillance. When conducting purchasing operations inside a company, purchasing 

officials need to keep the notion of probability in mind. The proof of moral behavior in a certain 

procedure is called probability. The definition of probity is total and verified integrity, morality, 

and truthfulness. It helps ensure that purchase and procurement procedures are fair and provide all 

parties involved equal chances. When common sense is combined with probity, good results are 

obtained. 

Rather than being a stand-alone factor, probability need to be taken into account in all aspects of 

purchasing strategy. In order to facilitate mutual trust, openness, and respect between providers 
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and buyers, procurement must be done with truthfulness in mind. Conducting business in a fair, 

reasonable, and honest manner is made possible by using an ethical and open attitude. 

Additionally, responsible conduct makes it feasible for procurement to be done in a way that 

promotes fair competition among all providers who participate. The guidelines governing the 

process of purchasing must be transparent, easily understood, and implemented equitably to all 

involved parties. The company's purchasing executives shouldn't try to profit from supplier 

behaviors that are dangerous, immoral, dishonest, or unacceptable (Norwell 2003).  When 

procuring services, it is important to remember that buying managers have the same level of 

accountability for the goods or services they get as if they had performed the service personally. 

In the course of conducting business, problems of interest can occur, particularly in the 

procurement process. There are a plethora of potential conflicts, such as financial interests, 

regulatory interests, affiliations with other organizations, and indirect private interests. 

Procurement authorities must avoid letting personal, professional, or familial ties unduly affect 

them while performing their duties. 

Value for money, which emphasizes the significance of moral conduct and resource utilization, is 

the fundamental tenet of Simba Colt Motors' buying function. By guaranteeing the greatest 

possible purchasing what happens, ethical standards improve the company's image in the 

community and boost corporate trust in the procurement procedures. Procurement employees have 

access to sensitive or private information; thus, they should not abuse the position they hold. Using 

insider knowledge that was given to the company during a tender procedure, whether for one's 

own gain or the advantage of another, is immoral. Such actions are punishable by law. Workers in 

the buying department should be aware of any possible conflicts of interest and refrain from taking 

use of their position to obtain or pursue benefits. They also need to steer clear of conflicts relevant 

and impressions of excessive influence. Employers should have faith that hiring managers make 

judgments that are fair and equal, compliant with legal requirements, organizational policies, and 

contractual terms, and that their selections are unbiased and competent. 

2.2.4 Supplier Management and purchasing function 

One of the most important parts of buying is procurement, which is mostly affected by supplier 

management. It entails having to take care of the procurement of goods, services, and materials. 

Within Kenya's automotive sector, procurement is becoming more and more recognized as a 

professional role. This position is filled by buyers, buying agents, or supply managers, with varied 
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levels of seniority according on the size of the company. Four elements define the significance of 

purchasing: the types of goods that are bought, the dollar amount of purchases, the proportion of 

product cost accounted for by products in order and the availability of supplies. When acquiring 

materials, purchasing must take into account whether they are purchased in unstable markets with 

constraints and unstable prices, or if they are easily accessible in a marketplace that is competitive. 

To solve these problems, expert purchasing specialists must do creative analysis. 

Sheffi (2004) argues that companies that spend a large percentage of their capital on materials may 

save a lot of money by using effective procurement practices. Material cost reductions of even a 

modest amount can boost profit margins considerably. It is critical to have authority over the the 

availability, quality, pricing, and services of goods by purchasing and supply staff. Big businesses 

employ a variety of materials, which makes it possible for innovative procurement practices to 

have a big impact on terms of service and cost. On the other hand, tiny businesses employ few 

conventional manufacturing or supply materials, which means that even skilled purchasing staff 

make little money. Close cooperation on specifications, information flows, and product 

development is required in just-in-time (JIT) buying partnerships. 

Studies reveal that linkages pertaining to just-in-time (JIT) purchasing have a major influence on 

the company's decentralization because it design, and performance assessment. Better 

performance, less incoming inventory, and better financial and economic outcomes follow from 

this. The purchase operation, nevertheless, is still in place. The antiquated, short-term, and 

distrusted old method for dealing with suppliers is being used. One possible explanation for this 

might be the lack of qualified and experienced procurement staff. The buying function is in charge 

of ascertaining the needs of the company, choosing the best source of supplies, guaranteeing 

reasonable rates, and forging advantageous connections with suppliers. This entails deciding what 

to buy, where to acquire it, how much to put down, and using negotiation of contracts and solid 

supplier connections to guarantee its availability. 

In the automobile businesses, the purchasing division is in charge of organizing purchase 

requirements with user departments, finding possible suppliers, analyzing proposals, choosing 

providers, issuing orders for goods, meeting with representatives from sales, negotiating, 

managing contracts, addressing purchasing-related issues, and keeping purchasing records. 

Procurement staff are taking on more duties as purchasing becomes an increasingly important part 
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of the automotive industry. These duties include developing material and service needs, managing 

recovery activities such as surplus and scrap salvage, overseeing inbound journeys, and performing 

important and value-analysis research studies. 

Within a company, purchasing procedures are separated into main and collaborative operations. 

Purchasing, the inventory, taking in, stores, warehouses, materials interacting with, planning of 

production, scheduling, and control are just a few of the many facets that make up supplier 

management. The buying function and efficiency in operations are enhanced by this division. All 

tasks related to the acquisition of raw materials, final delivery, and handling clients are included 

in managing materials. Strategic planning, which includes partnership agreements, threat and 

opportunity identification, long-term purchase planning, and ongoing buying function 

improvement, is the responsibility of procurement managers. Establishing deep ties with suppliers, 

encouraging candid communication, and creating a long-term strategic partnership orientation for 

shared objectives are all benefits of strategic procurement. 

In order to create value for the function of purchasing and to establish partnerships and information 

exchanges that add value between a company and its vendor partners, strategic buying is essential. 

Procurement managers participate in cross-functional teams, choose and qualify suppliers, and 

make sure that suppliers are included as early as possible in the creation of specifications and 

products. Procurement managers in Kenya need to think about ways to maintain a steady supply 

of goods and services to support operations in order to guarantee efficiency in the automotive 

sector. To reduce inventory loss and expenditures, they must make prudent, competitive purchases 

that strike a balance between price, quality, and service. To achieve maximum integration and 

efficient collaboration, it is important to maintain positive ties with active customers and the 

manufacturing community. Standardization, simplicity, and keeping up with market developments 

are all part of supply management. 

According to Bichler et al. (1999), in order to prevent duplication, garbage, and obsolescence, the 

buying function must educate, foster, and inspire professionally qualified staff. They have to be 

able to evaluate and document the long-term costs as well as accessibility of the a company's main 

purchases. In order to increase efficiency and earnings, it is necessary to conduct ongoing research 

for novel and alternative concepts, goods, and materials. Proactive, moral, and effective 

management of the buying process is also necessary. The buying function is ultimately responsible 
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for keeping an eye on and managing the efficiency of the providers until contract negotiations are 

completed after finding suitable vendors and obtaining contracts. Every procurement organization 

in Kenya's automotive sector needs a vehicle to evaluate supplier efficacy. In order to properly 

monitor provider performance in several categories such as quality, quantity their delivery, on-

time delivery, prompt delivery or just-in-time, cost, and intangible items, many companies have 

formal supplier-evaluation processes in place. For certain businesses, certification is the outcome 

of reliable supplier performance. 

The certification of a supplier often indicates—or in certain situations expressly states—that the 

supplier has completed an official educational program, has established constancy in his 

operations, and has exhibited a dedication to quality and delivery. Businesses in the automotive 

sector can often accept deliveries from approved suppliers and avoid the receiving and inspections 

process entirely. In terms of supplier oversight, the consumer is also in charge of keeping cordial 

connections with the company's suppliers. Future business transactions may be jeopardized if the 

buyer is an uncompromising negotiator and prevents the supplier from earning a sufficient profit 

(Michael and William 2002). The supplier may decide not to work with the customer again or 

sharply raise the cost of a good that the buyer could not get elsewhere. Additionally, if a customer 

persistently requests preferential treatment, such expediting or frequently altering the delivery 

timetable for a certain item, the relationship may become strained. 

2.3 Summary and Research gaps 

This section has provided the literature review and has analyzed several variables which are the 

determinants of the purchasing function in the motor industry. Due to the continuous changing 

environments and globalization of various aspects in the purchasing field, the purchasing 

departments of various purchasing organizations need to change their ways of conducting 

purchasing activities so as to get in line with the changing and modern purchasing environments. 

From the review we have been able to see how purchasing regulation is a crucial component of 

attaining effectiveness in the purchasing function in an organization as it lays various rules that 

govern bidding of contracts. 

This review has also addressed the importance of information technology in creating efficiency in 

the purchasing function as communication is required in competitive bidding which has resulted 

to reduced prices and buyers obtaining the appropriate goods at the appropriate time from the 
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appropriate providers. 

It is also evident that professionalism is a very delicate and important factor that should be carefully 

executed in ending unethical behaviors in the purchasing function. 

Finally the review analyzed the purpose of supplier management in light of achieving efficiency 

in the purchasing function and noted that it has a significant impact in selecting the best and 

reasonable suppliers in the purchasing of goods. 

The study consequently endeavors to fill the gaps found in earlier research that looked into every 

conceivable angle thought to be a determinant of the purchasing function with respect to achieving 

efficiency in the motor industry in Kenya. This allowed for the identification of attempts or 

solutions for resolving the issues that the study had shown. 

2.4 Conceptual Framework 

The independent and dependent variables were the primary subjects of the conceptual framework. 

Characteristics of the procurement function in the automotive sector are the variable that is 

dependent in this study, whereas purchasing regulation, technological advancements, shopping 

ethics, and the management of suppliers are the independent factors. 

 

 

Figure 1: Conceptual Framework 
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Source: Author (2024) 

 

2.5 Operationalization of Variables 

In this section the researcher shall be expected to define and measure the variables of the study so 

that they can be understood by the readers. The variables in this case shall be the purchasing 

regulations, information technology, purchasing ethics and supplier management. 

Table 1: Operationalization of Variables 

 

VARIABLE INDICATORS MEASUREMENT 

Purchasing Regulation Efficiency rating 

Empoyee engagement 

Risk management 

Vendor relationship 

Enhance ethics 

Very high 

High 

Fair 

Low 

Very Low 

Information Technology Efficiency rating 

Effect on price 

Proceesing time 

Inventory controll 

Adminstrative costs 

Very high 

High 

Fair 

Low 

Very Low 

Purchasing Ethics Efficiency rating 

Enhance confidence 

Managing risks 

Customer service 

Financial stewardship 

Very high 

High 

Fair 

Low 

Very Low 

Supplier Management Efficiency rating 

Supplier performance 

Supplier availability 

Supplier relationship 

Value for money 

Very high 

High 

Fair 

Low 

Very Low 
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2.6 Chapter Summary 

This chapter provides an overview of the study's theoretical literature review. It highlights the 

pertinent challenges that are being looked at, demonstrating exactly how the literature review 

relates to the research questions. It also provides an empirical literature review that describes the 

work of other researchers, identifies gaps in the literature, and details the methodology they 

employed. It also provides further information on the research gaps and summary, which specify 

the methodology of the study. It includes the conceptual framework and provides further 

information on the operationalization of variables, providing a narrative explanation of the 

chapter's diagram.  
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CHAPTER THREE 

RESEARCH DESIGN AND METHODOLOGY 

3.0 Introduction 

The method used in the study, research design, population of interest, sample, and sampling 

strategies that were employed to determine the sample size are all presented in this chapter. It also 

explains the tools that were employed to gather and examine the data. 

3.1 Research Design 

This is the study problem introduction, strategy, or program that will be utilized to provide 

solutions. It is essentially the inquiry's plan and framework. The primary of a research design it 

helps a researcher in better management of the available resources. It establishes the plan for the 

assortment, dimensions and examination of information collected, Kothari (2014). In this 

investigation, a qualitative method was employed. The goal of descriptive research is to identify 

the variables linked to certain events, results, circumstances, or behavioral patterns. In order to 

characterize the existing circumstances, terminology, or connections pertaining to an issue, data is 

gathered and evaluated as part of the scientific process of study known as descriptive analysis. 

This approach was chosen because it allows for a thorough analysis of the situation.  

3.2 Target Population 

According to Mugenda & Mugenda (1999), the target audience is a universal set to be investigated 

that includes each component of an actual or imagined group of people, events, or things for which 

the researcher wants to generalize the findings. Support personnel, middle managers, and upper 

management all constituted the study's target group. This may be found in table 3.1; 
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Table 2: Target Population  

Population Category Target Population Percentage (%) 

Top Level Management 5 2 

Middle Level Management 10 3 

Support Staff 285 95 

Total 300 100 

Source: Author (2024) 

3.3 Sample and sampling technique 

Sampling, as defined by Bailay (2005), is the act of choosing and examining a fairly small sample 

of people, things, or events in order to learn more about the population as a whole which is why it 

will be chosen. A sample is a tiny subset of the intended population that has been chosen in a 

methodical manner. The examiner employed a stratified random selection approach because of the 

purpose of the investigation. This sampling strategy is used because it allows for the analytically 

determined generalisation of a larger sample and ensures that all workers have an equal chance to 

take part (Mugenda & Mugenda, 1999).  

3.3.1 Sample Size 

In this research study, a sample size of 54% of employees out of the target population of 65 were 

selected through stratified random sampling method. This represented 35 respondents that were 

going to participate in the study. This is illustrated in table 3.2; 

Table 3: Sample Size 

Population Category Target 

population 

Sample Size (of 

12%) of target 

population 

Percentage (%) 

Top Level Management 5 3 9 

Middle Level Management 10 7 20 

Support Staff 285 25 71 

Total 300 35 100 
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Source: Author (2024) 

3.4 Instruments 

3.4.1Questionnaires 

The primary tools for gathering data in the present investigation were questionnaires. After a few 

days, the hand-delivered surveys were collected. There were both closed-ended and open-ended 

questions. To make sure the responses provided are pertinent, closed-ended questions were 

employed. Respondents were given the opportunity to freely express their thoughts by answering 

open-ended questions with provision for pertinent justification. The research deemed this approach 

beneficial as it established secrecy. Through the use of survey forms, the investigator was able to 

obtain a variety of information and viewpoints from those who took part. 

3.5 Pilot Study 

The first research conducted to pretest the data gathering tools and so confirm their validity and 

reliability is known as a pilot study. The purpose behind the pretest is to check whether the 

questions are clear to respondents. This study used 15% of the sample size for the pilot which is 

in line with recommmendations of Mugenda and Mugenda (2013). The draft overview was 

restricted to 7 respondents with varying work levels in one of the principles overall as a pilot 

research. In order to obtain the desired information, the pilot test participants were asked to 

complete the survey and provide general feedback on the survey tools. 

3.5.1  Validity 

A measure of a study's predicted outcomes is called validity. To identify the constituents of the 

exploratory population and the unit of research, an experiment was conducted. Draft questions 

were tested beforehand to eliminate doubt and achieve a high level of accuracy during the study. 

The boss then experienced the surveys to ascertain their validity. Queries that failed to provide the 

necessary information were ignored. The subject matter as a whole and each and every 

investigation unit were taken into account. 

3.5.2 Realiability Test 

Realiability test is a test that which measures the accuracy of the procedures used in the research 

study under comparative circumstances. Alternatively, legitimacy might be defined as the 

boundary between truth and lie (Kvale 2103; Neuman, 2014). The researcher plans to use the test-

retest method of reliability testing before beginning the study. First, she will interview seven 
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respondents to confirm the validity and reliability of the exploration instruments. She will also 

seek to ascertain whether the target population was able to understand and provide the data that 

the researcher needed. 

3.6 Data Collection Procedure 

For this study, questionnaire-based surveys were used since they are more capable of collecting 

data from a wide range of respondents in less time, with more moderation required (Ordho, 2013). 

The autonomous nature of the surveys allowed the investigator to build rapport with the intended 

audience and therefore promote an excellent rate of response. This made it possible for the 

researcher to discuss with the participants the significance of the questionnaires and the aim of the 

study. Because it is low-cost and enables respondents to complete the questionnaires at their 

simplicity, the researcher selected the self-administration approach for all respondents. 

Additionally, the researcher employed a structured questionnaire consisting of a number of generic 

questions that allow respondents to go deeper into their answers to those deemed noteworthy. The 

respondents were handed the questionnaires and given the chance to fill them out, with predefined 

questions. 

3.7 Data Analysis Methods and Presentation 

Data analysis, according to Bailay (2005), is the act of organizing the gathered information, 

assessing it, organizing it, and organizing its major ideas such that conclusions are readily shared. 

First, the data was modified to ensure that all the data was complete, consistent, and clear. Both 

qualitative and quantitative methods were utilized to examine the data: theoretical analysis was 

used for open-ended questions in the qualitative method, while statistical analysis was employed 

for closed-ended questions. Tables, charts, and graphs were used to analyze and communicate the 

data, which was reported in terms of occurrences and percentages. 

3.8 Ethical Consideration 

Ethics are principles or norms of behavior that direct moral decisions about our actions and 

interactions with other people. Ensuring that no one is hurt or has unfavorable effects from research 

operations while yet achieving the goal is the aim of academic ethics. Nonetheless, unethical 

practices are widespread and include ignoring legal ramifications, falsifying results, breaching 

participant confidence, billing irregularities, and breaching confidentiality contracts (Dr. Tripura 

Sundari Pasupuleti et al, 2023). Schrunik (2013) posits that ethical challenges arise from concerns 
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about the appropriate method of doing research, with a particular focus on avoiding creating undue 

suffering for the objects of the request—that is, people—during the exploration process. 

3.8.1 Declaration of intent 

In order to perform valid studies, the investigator must possess student identity, national 

verification, and a letter from the university confirming this. Given that the respondents had the 

trust of the researcher who has been given permission to continue the study, it was helpful to get 

accurate and useful information regarding the investigation. 

3.8.2 Voluntarily parctipation 

The participants in the research were allowed to leave at any time, without having to provide a 

reason. Participants were informed explicitly that there was no pressure or force involved in their 

participation. 

3.8.3 Confidentiality 

Given that the material gathered touches on private information, the researcher will be expected to 

treat it all with confidentiality. In order to maintain the interviewees' anonymity, the investigator 

followed the necessary study ethics, which included advising them not to put their names or any 

other identifying information on the surveys. 

3.8.4 Informed consent 

Participants were asked for their agreement before filling out the surveys, and the investigator told 

them the data was being collected, so they were not forced to do so. 

3.8.5 Privacy 

By not putting their names on the survey forms and by keeping their identities secret from other 

people and places, the respondents' privacy was protected. Similarly, the researcher made sure that 

the respondents' lifestyle, working environment, and timetable were all honored. 

3.9 Chapter Summary 

This chapter describes the methodology of the study, such as the target population, sample and 

sampling techniques, validity and reability tests, data collection procedures, and the statistical 

approach used to analyze and present the results while taking ethics into account. 

  



36 

 

 CHAPTER FOUR 

RESEARCH FINDINGS AND DISCUSSION 

4.0 Introduction 

This section covers the study's conclusions as well as the data's examination, presentation, and 

interpretations. Tables, charts, and bar graphs were used in the analysis and presentation of the 

gathered data. Notes were used in the interpretation process. 

4.1 Presentation of Findings 

4.1.1 Response Rate Analysis 

Table 4: Response Rate 

Category Frequency Percentage (%) 

Response 30 86 

Non- Response 5 14 

Total 35 100 

Source: Author (2024) 

Figure 2: Response Rate Analysis 

 

 

 

 

 

 

 

 

Source Author (2024) 

 

86%

14%



37 

 

 

The surveys that were answered were utilized to perform a data evaluation after the study was 

carried out and information gathered from different individuals inside the firm. The questions were 

divided into two categories: 86% of the responses were in response, and 14% were not. It is clear 

that the majority of respondents took part in the survey from Table 4.1 and Figure 4.1. 

4.1.2 Gender Analysis 

Table 5: Gender 

Gender Frequency Percentage (%) 

Male 20 67 

Female 10 33 

Total 30 100 

Source: Author (2024)  

Figure 3: Gender Analysis 

 

Source: Author (2024) 

Table 4.2 and Figure 4.2 present an examination of gender. According to the analysis, thirty-three 

percent of those surveyed were female, while 67% of respondents overall were male. This 

demonstrates that the bulk of employees at their jobs were men. It is evident from the 

Male, 67%

Female, 33%

Gender
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aforementioned data that the buying function personnel have not been given equal job prospects. 

The proportion of male staff members is larger than that of female employees. Participants felt 

there weren't enough female workers because they thought there weren't many qualified women 

who could handle employment in purchasing operations. 

4.1.3 Age of the Respondents 

Table 6: Age of the Respondents 

Age group in Years Frequency Percentage (%) 

20 – 25 Years 4 13 

26 – 30 Years 6 20 

31 – 34 Years 8 27 

Above 35 Years 12 40 

Total 30 100 

Source Author (2024) 

Figure 4: Age of Respondents 

 

Source Author (2024) 

From Table 4.3 and Figure 4.3 it is clear that the ages between 20 – 25 years was of low percentage 

at 13% because the employees in the organization are required to have a certain level of experience 

in the purchasing function. The ages between 26 – 30 years was also of low percentage at 20% 

because of qualification capablilities and experience in procurement activities in the purchasing 
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department. The responders who ranged in age from 30 – 34 years were of high percentage at 27% 

since at this age, employees are able to get enough experience and qualifications required. 

Respondent’s aged over 35 years had the highest percentage at 40% because they have the best 

experience and qualifications in the buying department to improve the efficiency and effectiveness 

of the organization. 

4.1.4 Highest Level of Education Analysis 

Table 7: Highest Level of Education 

Level of Education Frequency Percentage (%) 

Primary level 0 0 

Secondary Level 6 20 

Diploma Level 20 67 

Degree Level  4 13 

Total 30 100 

Source: Author (2024) 

Figure 5: Highest Level of Education 

Source: Author (2024) 

The educational attainment of those polled is displayed in Table 4.4 and Figure 4.4. twenty percent 

of those polled had completed their schooling to the "O" level, compared to 67% who had just 

completed their diplomas and 13% who had completed their degrees and above, according to the 
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research. None of the respondents stated they had just completed their basic education or had no 

schooling at all.  From the statistics above it is evident that ‘O’ Level respondents were not many 

since the purchasing function requires high education level qualifications and due to the changes 

of the education system they are highly affected. Diploma level respondents were many because 

they have the required training and understand well the required technology to work in purchasing 

activities. Respondents who had attained Degree level and above were fewer compared to diploma 

level respondents because this level requires high remuneration rates. 

4.1.5 Marital Status Analysis 

Table 8: Marital Status 

Marital Status Frequency Percentage (%) 

Single 7 23     

Married 17 57 

Divorced 3 10 

Widowed 2 7 

Separated 1 3 

Total 30 100 

Source: Author (2024)  

Figure 6: Marital Status 

 

Source: Author (2024) 

Table 4.5 and Figure 4.5 present the respondents' marital status. Based on the data analysis, 57% 
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of the participants were married, 23% were single, 10% had divorced, 7% were separated, and 3% 

were widowed. Compared to the other respondents, the majority of respondents, or 57% of the 

organization, were married. 

4.1.6 Years Worked With the Organization Analysis  

Table 9: Years Worked Analysis 

No. of Years Frequency Percentage (%) 

Below 5 years 4 13 

6-10 years 17 57 

11-15 years 6 20 

16-20 years 3 10 

Total 30 100 

Source Author (2024) 

Figure 7: Years Worked Analysis 

 

Source Author (2024) 

Table 4.6 and Figure 4.6 show the number of years worked. Based on the analysis, the period of 

below 5 years was a small number which had a percentage of 13% because the organization rarely 

employs new workers within the first 5 years. However, it places workers on probation in order to 

keep an eye on how well they perform while under contract. Therefore, based on data from 
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individuals who had spent six to ten years working for the company  which constituted 57% and 

11 - 15 years which constituted 20% had the highest percentage as compared to the rest. These 

workers are perceived as being more engaged, and their productivity inside the company is higher. 

The period of 16 - 20 years which constituted 10% had few employees that have worked with the 

organization since some employees having employed for a long time in the company time 

experience monotony and may want to leave their positions. 

4.1.7 Level of Management Analysis 

Table 10: Level of Management Analysis  

Level of Management Analysis Frequency Percentage (%) 

Top Level Management 6 20 

Middle Level Management 8 27 

Support Staff 16 53 

Total 30 100 

Source Author (2024) 
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Figure 8: Level of Management Analysis 

 

Source Author (2024) 

Based on Table 4.7 and Figure 4.7, the majority of participants were the support staff  and this had 

the highest percentage of 53% in the purchasing department. Twenty percent of those polled were 

from the top level administration, whilst twenty percent of the participants were from the medium 

level administration. 

4.1.8 Effects of Purchasing Regulations on the Purchasing Function 

Table 11: Effects of Purchasing Regulations 

Purchasing Regulations Frequency Percentage (%) 

Yes 23 77 

No 7 23 

Total 30 100 

Source: Author (2024) 
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Figure 9: Effects of Purchasing Regulations 

 

Source: Author (2024) 

Figure 4.8 and Table 4.8 display the analysis of purchasing regulations. Based on the analysis 77% 

of the responders stated that purchasing regulations had an impact on the purchasing function, 

while 23% indicated that purchasing regulations had little impact on the purchasing function. 

Conclusions from the investigation can be drawn that purchasing regulations had an influence on 

the purchasing function in the organization. 
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4.1.9 Purchasing Regulations Rating 

Table 12: Purchasing Regulations Rating  

Purchasing Regulations Frequency Percentage (%) 

Very High - - 

High 21 70 

Fair 7 23 

Low 2 7 

Very Low - - 

Total 30 100 

Source: Author (2024) 

Figure 10: Purchasing Regulations Rating 

Source: Author (2024) 

Table 4.9 and Figure 4.9 show purchasing regulations rating according to the respondents. The 

statistics above clearly indicate that the effects of purchasing regulations in the organization highly 

contribute to better management of the purchasing function. From the analysis seventy percent of 

those surveyed thought that the adoption of buying rules in the company high affects the 

purchasing function management while 23% indicated that purchasing regulations in the motor 

industry moderately affect purchasing activities. On the other hand, seven percent of those 
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surveyed stated that the usage of purchasing regulations in the motor industry had little effects on 

the purchasing function. 

4.1.10 Effects of Information Technology on the Purchasing Function 

Table 13: Effects of Information Technology   

Information Technology Frequency Percentage (%) 

Yes 26 87 

No 4 13 

Total 30 100 

Source: Author (2024) 

Figure 11: Effects of Information Technology 

 

Source: Author (2024) 

Table 4.10 and Figure 4.10 demonstrate the impact of information technology on the buying 

function. According to the findings, 87% of all respondents claimed that information technology 

had an impact on the purchasing function, while 13% said it had no effect. The research revealed 

that information technology influenced the process of buying. 
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4.1.11 Information Technology Rating 

Table 14: Information Technology Rating 

Information Technology Frequency Percentage (%) 

Very High - - 

High 7 23 

Fair 17 57 

Low 6 20 

Very Low - - 

Total 21 100 

Source: Author (2024) 

Figure 12: Information Technology Rating 

 

Source: Author (2024) 

Table 4.11 and Figure 4.11 show how the respondents rated the effects of information technology 

in the organization. The above information clearly points out that the effects of information 

technology in the motor industry highly contribute to better management of purchasing activities 

in the purchasing department. From the anaylsis 23% of the participants believed that the use of 

modern technology was useful in motor industry highly leads to efficient carrying out of 

purchasing activities while 57% indicated that the use of IT in the motor industry had moderate 
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effects on the execution of the purchasing function. However, twenty percent of those polled stated 

that the usage of information technology least improves on the efficiency of the purchasing 

function in the organization. The results of this research indicate that most respondents gave 

information technology a decent rating. 

4.1.12 Effects of Purchasing Ethics on the Purchasing Function 

Table 15: Effects of Purchasing Ethics 

Purchasing Ethics Frequency Percentage (%) 

Yes  26 87 

No 4 13 

Total 30 100 

Source: Author (2024) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 

 

 



49 

 

Figure 13: Effects of Purchasing Ethics 

 

Source: Author (2024) 

The impact of purchasing ethics on the purchase function is displayed in Table 4.12 and Figure 

4.12. 87% of those polled overall said that buying ethics had an impact on how shops function, 

according to the data, whereas 13% of participants overall said that procurement ethics had no 

impact at all. The study's findings indicate that the task of buying was impacted by purchasing 

ethics. 

4.1.13 Purchasing Ethics Rating 

Table 16: Purchasing Ethics Rating 

Purchasing Ethics Frequency Percentage (%) 

Very High - - 

High 14 47 

Fair 9 30 

Low 7 23 

Very Low - - 

Total 30 100 

Source: Author (2024) 
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Figure 14: PurchasingEthics Rating 

 

Source: Author (2024) 

Table 4.13 and Figure 4.13 show how the respondents rated purchasing ethics. From the statistics 

above, the researcher clearly found out that the effects of purchasing ethics in the organization 

highly contribute to better management of the buying agency's buying job. This is evident since 

47% of the participants thought that purchasing ethics in the organization highly contributes to 

good and improved execution of purchasing activities in the organization. In addition, 30% of the 

responders said that purchasing ethics moderately affect procurement activities in the organization. 

However, 23% of the respondents did not seem to be convinced that purchasing ethics in the motor 

industry leads to more perfection in carrying out purchasing activities. 

4.1.14 Effects of Supplier Management on the Purchasing Function 

Table 17: Effects of Supplier Management 

Supplier Management Frequency Percentage (%) 

Yes 22 73 

No 8 27 

Total 30 100 

Source: Author (2024) 
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Figure 15: Effects of Supplier Management 

 

Source: Author (2024) 

The effect of handling suppliers on the purchasing function is displayed in Table 4.14 and Figure 

4.14. Seventy-three percent of respondents said the management of suppliers had an impact on the 

buying function, according to the research, while only 27 percent of respondents overall said it had 

no influence.  The results of the investigation indicate that the buying function was impacted by 

the handling of suppliers. 
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4.1.15 Supplier Management Rating 

Table 18: Supplier Management Rating 

Supplier Management Frequency Percentage (%) 

Very High - - 

High 19 63 

Fair 8 27 

Low 3 10 

Very Low - - 

Total 30 100 

Source: Author (2024) 

Figure 16: Supplier Management Rating 

Source: Author (2024) 
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clearly points out that the effects of managing suppliers in the automotive sector highly contribute 

to improved management of the purchasing function. Based on the analysis 63% argued that 

0 10 20 30 40 50 60 70 80 90 100

High

Fair

Low

Percentage (%)

R
e

sp
o

n
se



53 

 

supplier management in the organization highly contributes to better and improved execution of 

purchasing activities while 27% of the respondents pointed out that supplier management in the 

motor industry moderately improves on the carrying out of purchasing activities in the purchasing 

department.  However, 10%  of the respondents believed that supplier management least 

contributes to the efficiency in managing the purchasing function in the motor industry. 

4.1.16 Summary of Data Analysis 

4.1.16.1 Purchasing Regulations 

The majority of responders knew about purchasing regulations and their impacts on the better 

performance of the company’s purchasing function. According to the respondents the use of 

purchasing regulations had produced large earnings to the organization. Several commenters 

emphasized that if there were no effective adherence to purchasing regulations in the purchasing 

activities in the organization, then no advancement or changes were to be enhanced in the 

company’s purchasing function.  

4.1.16.2 Information Technology 

The majority of workers unequivocally said that purchasing department managers were making a 

concerted effort to ensure that their staff members were instructed on the significance of 

automating purchasing processes inside the company.  This has led to more frequently transparent 

performance and accountability of employees in their work. In addition, information technology 

helps workers to enhance their abilities, comprehension, and mindset thus improving efficiency on 

the purchasing function. Well trained workers with new technology benefits not only in the motor 

industry purchasing function but also the entire the motor industry departments by exposing their 

ability of better performance. 

4.1.16.3 Purchasing Ethics 

Most of the participants believed that management had a lot to do to ensure purchasing ethics 

within the motor industry is maintained. This would ensure better flow of information through 

improved communication among employees. Most of the respondents argued that, purchasing 

ethics ensures that professional ethical code of conduct is maintained when undertaking purchasing 

activities in the motor industry purchasing function.  Good conduct of workers in the purchasing 

department ensures that all levels of management meet their demands on the interest of the 
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organization purchasing function. Everyone is able to perform their duties as required and at the 

right time, hence ensuring activities in the purchasing function are well coordinated for increased 

efficiency. 

4.1.16.4 Supplier Management 

The majority of those surveyed were of the view that inability of the arrangement to maintain good 

supplier management affected the purchasing function. The organization requires suppliers who 

can provide good services that would meet customer demands. The majority of those surveyed 

said that in order for a company to to be able to compete successful against their rivals, they should 

have proper methods of meeting customer demands to ensure good service delivery through good 

management suppliers. This will allow the company to achieve the best discounts from its suppliers 

through good relationships. 

4.2 Limitations of the study 

4.2.1 Confidentiality of Information  

Respondents expressed a strong need for confidentiality because they feared rivals may obtain 

important information. The investigator persuaded the participants that the data provided would 

be kept private and would only be used for scholarly study. With a letter from the organization, 

the researcher demonstrated to the responders that it was solely for scholarly purposes. 

4.2.2 Lack of Accessibility 

Accessing the property was challenging, particularly during business hours. This is a result of the 

organization enforcing security measures that prevent any researcher from entering the building. 

When the respondents were off duty, such as during lunch or in the evening when they were leaving 

the workplace, the researcher tried to get an audience with them. 

4.3 Chapter summary 

This chapter provides an overview of the studies findings and discussions for the sytudy. It includes 

the presentation of the research findings, a summary and the limitations of the study.
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CHAPTER FIVE 

SUMMARY, RECOMMENDATIONS  AND CONCLUSIONS 

5.0 Introduction 

The study effort is summed up in this chapter, which serves as the foundation for the conclusions 

and suggestions that follow. This chapter's goal was to assist in evaluating the extent to which the 

buying function has become more efficient in the automotive sector.  It also provides information 

on the areas that need more investigation in order to preserve the highest standards of buying 

activity management in Kenya's automotive sector. The investigator provides an overview of the 

different conclusions that have been made during the investigation. Future research groups 

interested in investigating the purchase function will find these findings beneficial.  

5.1 Summary of Findings 

5.1.1 What is the effect of purchasing regulations on the purchasing function in the motor 

industry in Kenya? 

The researcher found out that, due to the use of purchasing regulations in the purchasing 

department in Simba Colt Motors there has been enormous development in the management of the 

purchasing function in the organization. The majority of respondents (77%) who said that 

purchasing regulations are what propel good purchasing function management absolutely endorsed 

this. They went on to say that if buying managers followed the fundamental ethics of purchasing 

rules and the guiding principles of those laws, then purchasing regulations would work. 

5.1.2 How does information technology affect the purchasing function in the motor 

industry in Kenya? 

During the research, the researcher established that information technology in Simba Colt Motors 

has highly improved the transparency and accountability of employees in their work. This is 

confirmed by the support of the majority respondents (87%) who indicated   

that information technology was critical to the development and better performance of workers in 

the purchasing department. However, it was stated by majority of the respondents that the need for 

training workers the importance of information technology in carrying out purchasing activities is 

important. Employees in the purchasing department should be imparted with skills and knowledge 

requirements for effective purchasing management hence improving performance of the 

organization as a whole.   
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5.1.3 To what extent do purchasing ethics affect the purchasing function in the motor 

industry in Kenya? 

The use of purchasing ethics in Simba Colt Motors has led to greater developments in how 

purchasing activities are carried out in the purchasing department. Good ethical conduct in the 

purchasing function has improved communication and flow of information between departments 

and everyone in the organization. Majority of the respondents (87%) indicated that purchasing 

ethics in the organization has helped in managing purchasing activities better. 

5.1.4 In what ways does supplier management affect the purchasing function in the motor 

industry in Kenya? 

The researcher established that supplier management in the organization highly influences the 

purchasing function. Purchasing managers must ensure that supplier management relationships are 

well maintained to enable smooth carrying out of purchasing activities in the organization. 

Majority of the respondents (73%) greatly sustained and believed that supplier management 

improves good service delivery to customers since the organization is able to purchase their goods 

from reliable suppliers.  

5.2 Recommendations 

 

5.2.1 Purchasing Regulations 

Purchasing regulations are vital in any organization that wants to ensure an improved management 

of the purchasing function. Therefore, the motor industry in Kenya should embrace good use of 

purchasing regulations when carrying out their purchasing activities by all means to guarantee 

perfection in the purchasing function is achieved. The motor industry should continuously 

endeavor the use of purchasing regulations when purchasing their goods to reduce the chances of 

purchasing smuggled goods.  

5.2.2 Information Technology 

From the reserch it can be recommended that the use of information technology in carrying out of 

purchasing activities must be embraced. Information technology improves transparency and 

accountability of workers in their performance. Employees’ training on the importance of 

information technology and its benefits to the organization is necessary. The development of 

workers' working skills and understanding may be achieved by brief classes, seminars, lectures, 



57 

 

and reading the publications, journals, and manual of other businesses in order to increase the the 

company's competitiveness in the market.  

5.2.3 Purchasing Ethics 

Employees in the purchasing functions must be encouraged to follow the purchasing code of 

conduct when carrying out purchasing activities. The researcher recommends that, adhering to the 

required ethical conduct of purchasing ensures that excellent communication channels are 

achieved among employees in the purchasing department. This would increase efficiency and 

eliminate misunderstandings among employees. This improves performance of employees in their 

work since they are able to get the necessary information when required as well as ensuring that 

purchasing activities are carried out with transparency. 

5.2.4 Supplier Management 

Supplier management is one among the essential elements for success to the achievement of high 

profits by an organization. From this study it is clear that supplier management influences the 

management of purchasing activities in the motor industry. Therefore, supplier relationships must 

be well maintained to ensure organizations ability to purchase their products with ease. 

5.3 Conclusion 

The results of the study have unequivocally demonstrated that; the use of purchasing regulations, 

imparting employees with the technical know-how and new technologies in the market on how to 

carry out purchasing activities, ensuring that purchasing ethical code of conduct is adhered to and 

maintaining supplier management would go along way in enhancing efficiency on the purchasing 

function in the motor industry. Purchasing regulations embrace better management of purchasing 

activities in the motor industry. It is evident that the efficiency of the business's buying function is 

highly dependent on the use of information technology to carry out purchasing activities. Better 

employee communication has resulted from the use of information technology, which also helps 

the company achieve its goals for the buying function. Purchasing ethics and code of conduct has 

had a great impact on the improvement of performance in the purchasing function in the motor 

industry. Maintaining supplier relationships must be taken into consideration as it ensures that 

firms in the motor industry have the ability to purchase their products with ease. 

5.4 Suggestions for Further Studies 

The report suggests more investigation into the factors influencing the purchasing function in the 
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automotive sector. In order to explain and integrate best practice recommendations into the buying 

function, future researchers should investigate the broader application of attaining excellence 

principles on the composition and administration of purchasing operations. They should also draw 

from this and other expertise. The future researchers should conduct further studies on company 

policy, employee competence, finance and taxation. 
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APPENDIX I 

LETTER OF INTRODUCTION 

 

NICKY OMARIBA 

P. O. BOX 3716-00506, 

NAIROBI. 

 

Dear Sir/Madam, 

RE: LETTER OF TRANSMITTAL OF DATA COLLECTION. 

I am an undergraduate student at the Management University of Africa pursing a bachelor’s degree 

in management and leadership specializing in purchasing and supplies management. As part of the 

requirement for the award of the degree in bachelor of management and leadership from the 

university, I am undertaking research on examining the determinants of the purchasing function in 

the motor industry in Kenya. 

As a result, I respectfully ask for your assistance in terms of time in answering the questionnaire 

that is attached. Your accuracy and sincere response will be essential to guaranteeing the research's 

impartiality. 

We promise to keep any information you provide strictly confidential. 

Thank you in advance for your valuable time and participation. 

 

Yours faithfully, 

Nicky Omariba. 
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APPENDIX II 

Figure 1.1 The Organizational Structure  
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APPENDIX II 

QUESTIONNAIRE 

 

INSTRUCTIONS 

Please fill the questions by putting a tick in the appropriate box or by writing in the space provided. 

 

SECTION A: GENERAL INFORMATION 

1. Gender    Male [ ]  Female [ ] 

2. Age in years 

20 – 25    [ ] 

26 – 30    [ ] 

31 – 34    [ ] 

Above 35 Years  [ ] 

3. What is your highest level of education? 

Primary level  [ ] 

Secondary level  [ ] 

Diploma level   [ ] 

Degree Level  [ ] 

4. What is your marital status? 

Single   [ ] 

Married   [ ] 

Divorced   [ ] 

Separated   [ ] 



66 

 

Windowed   [ ] 

5. Years worked with the organization 

Below 5 years  [ ] 

6 – 10 years              [ ] 

11 – 15 years  [ ] 

16 – 20 years  [ ] 

6. Level of Management 

Top level management [ ] 

Middle level management [ ] 

Support staff            [ ] 

 

SECTION B: PURCHASING REGULATIONS 

7. According to you do purchasing regulations affect the efficiency of the purchasing function in 

your organization? 

Yes   [ ] 

No   [ ] 

8. How do you rate purchasing regulations and its effects on the efficiency of the purchasing 

function in your organization? 

Very High [ ] 

High  [ ] 

Fair              [ ] 

Low [ ] 

Very Low              [ ] 
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9. Describe the effects of purchasing regulations on the efficiency of the purchasing function in 

your organization. 

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

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

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

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

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

……………………………………………………… 

 

SECTION C: INFORMATION TECHNOLOGY 

10. In your own view does information technology affect the purchasing function in your 

organization? 

Yes  [ ] 

No   [ ] 

 

11. How would you rate information technology in your organization? 

Very High [ ] 

High  [ ] 

Fair  [ ] 

Low [ ] 

Very Low  [ ] 

12. Describe the effects of information technology on the efficiency of the purchasing function in 
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your organization. 

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

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

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

……………………………………………………………………… 

 

SECTION D: PURCHASING ETHICS 

13. According to you do purchasing ethics affect the procurement function in your organization? 

Yes  [ ] 

No   [ ] 

14. How would you rate the purchasing ethics as leading to efficiency of the purchasing function 

in your organization? 

Very High [ ] 

High  [ ] 

Fair  [ ] 

Low [ ] 

Very Low  [ ] 

15. Describe the effects of purchasing ethics on the efficiency of the purchasing function in your 

organization. 

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

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

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

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

 

SECTION E: SUPPLIER MANAGEMENT 

16. Does supplier management have an effect on the efficiency of the purchasing function in your 

organization? 

Yes  [ ] 

No   [ ] 

17. How would you rate supplier management and its effects on the efficiency of the purchasing 

function in your organization? 

Very High [ ] 

High  [ ] 

Fair  [ ] 

Low [ ] 

Very Low  [ ] 

18. Describe the effects of supplier management on the efficiency of the purchasing function in 

your organization. 

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

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

…………………………………………………………………………….... 
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