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ABSTRACT  

The study’s primary goal was to establish the effect of supplier relationship management on 

organizational performance of Naivas supermarkets, Nakuru County. For companies to be well 

established, they must focus on creating closer connections with other organizations so as to attain 

competitive advantage and have a better place in the market. This has made organizations develop 

the urgency to have lasting relationships with suppliers with the intention of increasing SC 

performance. This research sought to understand whether information sharing, buyer-supplier 

trust, supplier collaboration and supplier commitment positively contribute to organizational 

success and how they affect performance. SRM practices are known to make organizational 

performance better however, there’s limited empirical evidence on their specific impact within 

supermarkets in Kenya, which presents a research deficiency that the research desired to fill. The 

investigation was directed by these specific objectives; to examine the effect of information 

sharing on the organizational performance of Naivas supermarket, to determine the effect of 

buyersupplier trust on the performance of Naivas Supermarket, to determine the effect of supplier 

collaboration on the organizational performance of Naivas Supermarket and to examine the effect 

of supplier commitment on the performance of Naivas Supermarket in Nakuru county. The 

theories adopted were social exchange theory, commitment trust theory of relationship marketing 

and resource-based theory. The method employed in this investigation was descriptive research 

design. The target population was 82 respondents working at the seven Naivas supermarket 

branches in Nakuru county. This study adopted random sampling method. The study made use 

questionnaires and interviews as methods of collecting data. The questionnaires were issued to 82 

respondents but only 70 were filled and returned. Interviews were conducted with top employees 

in the supermarkets. The data collected was according to each objective. Descriptive statistics i.e.  

standard deviation and mean as well as inferential statistics i.e., a Pearson’s correlation analysis 

as well as a regression analysis were employed in this study for interpretation of the findings and 

the results. Data analysis was done by the use of Microsoft excel Data analysis tool as well as 

SPSS.  

The results were displayed through tables. The first objective results showed that there’s a positive 

relationship between information sharing and organizational performance (r= .373, p  

value=0.001). According to the results of the second objective, it is implied that there’s a positive 

correlation between buyer-supplier trust and organizational performance (r=.369, p value= 0.001). 

The findings from the third objective indicated a significant positive relationship between supplier 

collaboration and organizational performance (r=.455, p value=0.000). The fourth objective’s 

results showed that there’s a strong positive correlation between supplier commitment and 

organizational performance (r= .489, p value= 0.000). The study concluded that Naivas 

supermarkets in Nakuru consider practicing the objectives as this will lead to increased 

performance. The study recommends that it is important to have training programs for all involved 

and the service users have to be informed about the practices and decisions that are related to 

supplier management. This study also recommends that the supermarkets should work more 

collaboratively with logistics providers.  
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CHAPTER ONE    

INTRODUCTION  

1.0 Introduction  

This introductory chapter focuses on the study’s background, statement of the problem, 

purpose, study’s objectives, the research questions, significance, the study’s scope, limitations 

and operational definition of terms.  

1.1. Background to the study  

Global competition has driven and led companies to prioritize more on supplier relationship 

management. Supplier relationships are referred to as the process of interacting with suppliers 

and vendors that supply goods, works and services to their clients. Suppliers and clients have 

a major goal which is to form and develop lasting connections. Supplier relationship 

management is a structured technique in which vendors and suppliers are evaluated and 

organizations are making efforts to partner with them. These suppliers supply goods, materials 

and services to organizations. Supplier relationship management assesses each supplier’s role 

in formulating and developing strategies to enhance organizational performance and success.   

Therefore, the sourcing procedures that relate to supplier relationship management are most 

likely different from one organization to another. A study conducted globally found that “when 

organizations form working relationships with suppliers, they are more likely to gain a 

competitive edge in the supply chain environment which has proved to be very competitive in 

the recent years”, (Lii & Kuo, 2016). SRM is relevant in a global context as seen through the 

various global trends that have been noted throughout the years. Some of these global trends 
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include; digital transformation, sustainability, risk management and innovation. Globally, 

many business organizations are adopting these trends due to the various benefits they provide.  

Companies are adopting digital tools for SRM in order to boost efficiency and collaboration. 

Sustainable practices in the SRM context have been emphasized among members of the SC 

globally and this involves ethical sourcing and reducing carbon footprints. Global SC has 

enabled organizations focus on how they manage risks such as disputes during trade and 

currency fluctuations. The other global trend is innovation which comes as a result of 

collaboration with suppliers.    

SRM has also been adopted in various regions over the past few years. In a regional context, 

economic conditions, cultural factors, regulatory environment and technological adoption are 

considered.  It has been noted that various regions have differing economic conditions that 

affect SRM practices. These can include market demands, cost considerations and suppliers’ 

availability. Differences in culture also affect how companies interact with suppliers through 

communication styles, negotiation practices and relationship building approaches.  It is also 

important to mention that legal and regulatory structures that control SC activities can be 

different across regions and therefore impact SRM. The rate at which different regions adopt 

technology in SRM also varies and this affects the effectiveness of SRM.   

SRM in a local perspective involves; market dynamics which discuss how local market 

conditions e.g. competition among supermarkets influence SRM. Another local perspective is 

supplier capabilities which involve the capabilities and challenges of local suppliers. Cultural 

practices also affect buyer-supplier relationships as well as regulatory framework which looks 

into how local regulations affect procurement processes and SRM.  A supply chain (SC) is an 

interconnected system of organizations that transfer products, services, funds and information 
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both forward and backward from a supplier to the final customer. This is different from supply 

chain management, which focuses on overseeing and optimizing these flows to ensure 

efficiency and effectiveness. Supplier Relationship Management (SRM) is the proactive 

administration of the two-way relationship between a purchaser and a vendor. It's designed to 

be beneficial for both parties involved, aiming to enhance the operational capabilities of each 

party. (Scoot, 2011). Research conducted regionally in Ghana by Kwasi et al., (2019) on SRM 

and firm performance found that flexibility of operations mediates the connection between 

SRM and the performance of an organization. Additionally, the study stated that SRM 

influence on the performance of the organization is stronger for organizations locally owned 

compared to organizations that are foreign.  

Over the past few years, businesses have had to accept the various constant changes that have 

been taking place and they have to adapt to these changes because the business environment 

has been very competitive and globalization of markets has become the new norm. “Therefore, 

it is very essential to understand supply chain management in order to maintain 

competitiveness in today’s rapidly growing market and profitability”. (Stefan et al., 2010).  

 Supply chain management has been described as the systematic and structured coordination 

of business operations and the strategies both inside a company and throughout the entire SC, 

aimed at improving individual performance and overall long-term efficiency. Supply chain 

management is a fundamental and core aspect of business strategies. Therefore, the plans of 

supplier relationship management should be highly considered when an organization comes 

up with its business strategy from the beginning. Supplier relationship management has also 

been discovered to be a way of interacting with suppliers and other third parties (Calvianto et., 
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al 2019). Hence this leads to development of better relationships and closer ties among 

everyone involved because communication is also made easier and a smooth process.  

Buyer and supplier relationships involve commercial transactions from one organization to 

another for purchasing as well as supplying goods and services. While transactions between 

organizations have long been significant in purchasing and marketing, recent engagement in 

buyer-supplier relationships have expanded across various fields of management. This shows 

the changes in ways of production and work organization during the late 20th century 

emphasizing the importance of managing external relationships to comprehend modern 

organizational practices and performance. Organizations that partner in businesses are more 

likely to share resources, market their products and services together and also conduct technical 

trainings jointly, (Zhang & Cao, 2018). SRM has become very crucial when it comes to 

buyersupplier relationships due to changes such as government policies, inflation as well as 

changes in demand patterns in the business world today, (Zhang & Cao, 2018).   

In the business environment today, there are already existing businesses that are up and 

running. These businesses tend to face challenges such as threats of entry by new businesses 

who are also termed as rivals. This has forced the already existing businesses to cope with the 

new changes in the business environment over the years, (Wangeci, 2013). Because 

globalization and increased competition have made it more difficult to deliver goods and 

services that meet customer requirements efficiently and effectively, organizations must make 

sure that they produce high-quality goods and services in order to achieve customer 

satisfaction, (McKinsey &Co 2016).  

Kosgei and Gitau (2016), state that SRM is an approach in which interactions between one 

organization and another organization that provide and supply goods, products and services 
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are managed. Supplier relationship management also encompasses creating a more 

collaborative, closer relationship with suppliers and vendors in order to reduce the risk of 

failure and realize new value. One of the major objectives of SRM is to ensure that sourcing 

processes between organizations and suppliers are more effective. Therefore, it is important 

that good relations with suppliers and vendors are maintained as it ensures that the best prices 

are achieved.   

A good buyer-supplier relationship is a mutually beneficial partnership over the long run. An 

organization should take it upon themselves to treat suppliers with courtesy, fairness and 

honesty. This will lead suppliers to deliver quality services and items at the best price and at 

the right time. Well treated suppliers & vendors will also respond to special requests and 

emergency situations. Dwyer et al., (2007), states that a supplier who receives professional and 

equitable treatment from your company is likely to tell his associates about his or her positive 

experiences. A study done by Kamau (2013), about key SRM models, deduce that effective 

relationships which significantly enhance organizational performance, are built on key 

objectives such as communication, commitment, trust, shared goals, and working in 

cooperation. According to his research, suppliers who failed to maintain accurate records paid 

more for goods and longer terms of service. Inadequate supplier relations management by 

businesses can also result in subpar organizational performance.  

Supplier relationship management practices help establish a shared understanding, facilitating 

effective communication between an organization and its suppliers, even when they have 

different business practices and terminologies, (Mwangi and Mwangangi, 2018). Kepher and 

Ismael (2015), examined how managing supplier relationships impacts the efficiency of 

procurement processes within Kenya's industrial sector. They carried out a study on EABL and 
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recommended that the company reassess its integration with suppliers to enhance procurement 

performance. The study also commented that in order to enhance communication there’s need 

for EABL to upgrade its Supplier Training programs. Furthermore, the research suggested that 

the company should strengthen collaboration with suppliers in strategic planning, adapting to 

changes, and crisis management. Additionally, the study advised EABL to adopt specific 

procurement strategies to better control product quality.  

Purchasing organizations and companies globally have been increasingly developing ever 

since the 20th century. It is evident that for buyer-supplier relationships to be successful, both 

parties need to have trust and an understanding of each other. The supplier needs to understand 

the buyer’s requirements perfectly and ensure that they fulfill them. Buyers also need to 

understand suppliers and treat them well in order to develop stronger ties with them. This will 

lead to a dependable and a more established relationship which will lead to competitive 

advantage.   

According to Tseng & Lee (2014), there are various factors that drive the performance of an 

organization. These include resources that are unique, resources of high value, challenging to 

replicate and resources that cannot be substituted by other resources. An organization’s 

performance is determined by how a firm produces goods i.e. whether they produce quality 

products, timely delivery, management of costs and customer satisfaction. Creating better 

relationships with suppliers will lead to the achievement of an organization’s goals and lead to 

organizations gaining competitive edge and a better market position. A study by Al- Abdalla 

et al., (2014), states that SRM is very important as it plays a major role in ensuring that products 

and services are frequently delivered. Their study also discovered that in order to find out how 
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SRM affects the performance of organizations in third world countries, more research must be 

done.  

When a supplier supplies another organization with goods and services, a relationship is 

formed and this relationship influences customer satisfaction and overall value. Supply chain 

management goes beyond mere financial transactions for goods and services. It also involves 

effectively managing the relationship between buyers and sellers, as highlighted by Leenders, 

et al. (2006). Building strong partnerships, trust and communication are essential components 

of a thriving supply management.  

1.1.1 Supermarket Chains in Kenya  

Over the years, Kenya has seen major growth and development in its retail sector which is 

majorly supermarkets. Many investors put their focus on starting businesses supermarkets and 

retail stores. Many supermarkets in Kenya like Tuskys and Naivas started off as small 

familyowned retail stores which have grown overtime into one of the biggest supermarkets in 

Kenya. It is also important to note that international supermarket chains such as Carrefour have 

also joined the Kenyan market. This has presented competition among the supermarkets in the 

country. SRM practices are very important for supermarkets to grow and gain competitive 

advantage. It is evident that when SRM exists and is practiced in the supermarkets, various 

benefits such as cost savings, improved S.C performance and customer satisfaction will be 

achieved.  

1.2.  Statement of the Problem  

Supermarkets in Kenya strive to be as efficient as possible, increase their market share, gain 

competitive advantage and build their brand image in order to make profit and stay in business, 

(Kanja and Mwangangi, 2017). Many supermarkets struggle to build a strong brand reputation 
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and gain significant market share over the years. This has led to the loss of customers to 

competitors and they also struggle to get competent and reputable suppliers.   

Nakumatt holdings was one of the largest and most successful supermarkets with branches all 

over East Africa until February 2017. One important thing to note is that Nakumatt was 

operating on debts such as bank loans, short term borrowings and letters of credit to its 

numerous suppliers. This clearly led to major losses to the point of the supermarket’s demise, 

(Cytonn, 2018). Uchumi supermarket on the other hand was experiencing major issues with 

paying its suppliers on a timely basis. Studies conducted by past researchers might not have 

sufficiently examined the long-term effects of SRM on organizational performance and how 

these relationships evolve over time. There is also a lack of insight into how robust SRM 

strategies contribute to organizational resilience and performance during crises, such as 

economic downturns or pandemics. SRM practices are known for their potential to make 

organizational performance better however, there’s limited empirical evidence on their specific 

impact within supermarkets in Kenya.   

This research aimed to address existing gaps by examining how supplier relationship 

management practices affect the organizational performance of Naivas supermarket in Nakuru 

county. The research focused on determining and also sought to understand whether 

information sharing, buyer-supplier trust, supplier collaboration and supplier commitment 

positively contribute to organizational success.   

1.3. Purpose of the Study  

The research was aimed at investigating how supplier relationship management practices 

impact the organizational performance of Naivas supermarket in Nakuru county.  
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1.4. Research Objectives  

The study was guided by four specific objectives.  

1.4.1. Objectives of the Study  

a) To examine the effect of information sharing on the organizational performance of Naivas 

supermarkets in Nakuru county.   

b) To determine the effect of buyer-supplier trust on the organizational performance of Naivas 

supermarkets in Nakuru county.  

c) To determine the effect of supplier collaboration on the organizational performance of  

Naivas Supermarkets in Nakuru county.  

d) To examine the effect of supplier commitment on the organizational performance of Naivas  

Supermarkets in Nakuru county.  

1.5. Research Questions  

a) How does information sharing affect the organizational performance of Naivas  

Supermarkets in Nakuru county?  

b) To what extent does buyer-supplier trust affect the organizational performance of Naivas 

in supermarkets Nakuru county?  

c) Does supplier collaboration affect the organizational performance of Naivas supermarkets 

in Nakuru county?  

d) What is the effect of supplier commitment on the organizational performance of Naivas  

Supermarkets in Nakuru county?    

1.6. Significance of the Study  

It is important and timely to carry out this study because businesses in the world today are 

dynamic and they also face challenges. Supermarkets must adapt SRM practices to remain 

competitive and resilient. This particular study will be relevant to supermarkets and the 
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management of the supermarkets. The study will also be significant to suppliers and vendors, 

students and future researchers. The study will be important to these parties in the following 

ways;  

1.6.1. Supermarkets and Management  

This study will assist supermarkets in developing an appropriate plan for managing their 

supplier-buyer relationship as effectively as possible. This will lead to many benefits such as 

the realization of value for money spent in each transaction and also the achievement of 

corporate goals. The management will be able to understand the nature and complexity of the 

relationship between suppliers and buyers thanks to the study.  

1.6.2. Suppliers and Vendors  

This study will be important to suppliers as they need to identify the areas that need 

improvement in their organizations in order for them to develop closer ties with the buyer 

organization. The suppliers will also understand that developing closer ties with the buyers 

will be beneficial to them.   

1.6.3. Future Researchers and Students  

This research will significantly inform other researchers about further knowledge in supplier 

relationship management and its effects in supermarkets at large. Future investigations into the 

complexities of supplier-buyer relationships in the supply chain will be well-founded on the 

findings of the study.   

1.7. Scope of the Study  

Using Naivas supermarkets in Nakuru county as one of the leading supermarkets in Kenya, the 

study investigated the effect of supplier relationship management on organizational 

performance of supermarkets, which is in the retail industry. The seven branches of Naivas 
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supermarket in Nakuru county served as the study’s locations and they are located in Nakuru 

town and Naivasha town. They include; Naivas safari center, Naivas Nakuru midtown, Naivas 

westside, Naivas downtown, Naivas supercenter, Naivas Naivasha ndogo and Naivas Naivasha 

Kubwa for a period of three months and the target respondents included the employees that 

were working within the supply chain and logistics department of the supermarkets.  

1.8. Limitations of the Study  

This study faced various challenges such as a lack of cooperation from some of the target 

respondents in the supermarkets. Another limitation is issues of confidentiality. A challenge 

was encountered whereby one of the branches respondents protected the privacy of the 

organization and therefore did not disclose some crucial information which was important and 

required in the research. Another limitation was also due to the small sample, results were not 

generalized beyond specific population from which the sample was drawn. Finally, the 

investigation was only limited to the Naivas supermarkets which are located in Nakuru county 

and this does not give a clear picture of the relationship between buyer-supplier relationship 

and the performance in other areas.   

1.9 Delimitations of the Study  

This particular study was confined to Nakuru county Kenya and is specifically focused on 

Naivas supermarkets in the county. The population of the study comprised of only employees 

and the management team of Naivas supermarkets. The study focused on specific SRM 

practices which included; information sharing, buyer-supplier trust, supplier collaboration and 

supplier commitment. The research methods used were; questionnaires and interviews as the 

data collection tools, the research design method was descriptive research design.  
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1.10 Operational Definition of key terms  

     - Supply Chain Relationship Management  

Supplier relationship management is an approach in which interactions between one 

organization and another organization that supply goods, products and services are managed.  

Kosgei & Gitau (2016).  

      -Supply Chain Management  

A process of organizing, carrying out and supervising the movement of products and services 

from the manufacturing location to a point of recovery or point of appropriate disposal is 

referred to in this definition.  

      -Information Sharing  

Information sharing in a SRM context refers to the process in which organizations and 

suppliers exchange data and information to foster long-term, collaborative relationships.   

      -Supplier Development  

The systematic process of Supplier Relationship Management (SRM) entails evaluating and 

forming strategic partnerships with suppliers who provide an organization with goods, 

materials, and services. It mainly focuses on understanding the role each supplier plays in the 

organization’s success and formulating strategies to enhance their performance and 

contribution.  

       -Supplier Collaboration  

This is the process in which two or more firms partner in order to band together to bring about 

supply chain milestones.  
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      -Supplier Base Optimization  

This is defined as a strategy employed to streamline the number of suppliers an organization 

collaborates with, particularly targeting those that are inactive or utilized infrequently. This 

approach allows organizations to dedicate more attention and resources to a smaller, more 

engaged group of suppliers.  

       -Organizational Performance  

Organizational performance is gauged by how efficiently an organization handles and 

enhances its relationships with suppliers to meet its strategic goals. It’s about the successful 

management and continuous improvement of these partnerships to drive the organization’s 

overarching ambitions.  
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CHAPTER TWO  

LITERATURE REVIEW  

2.0 Introduction  

The focus of this section is the literature review. It is composed of a theoretical and empirical 

analysis of past studies that other researchers have done on supplier relationship management  

 and  buyer-supplier  relationships.  This  chapter  provides  a  conceptual   

framework that describes the relationship between the independent and dependent variables. 

A chapter summary is also available. The information was sourced from published  books, 

academic websites, reports, and journals.   

2.1 Theoretical Review  

Previously there have been theories formulated concerning supplier relationship management 

and buyer supplier relationships that were essential to this study.  

2.1.1 Social Exchange Theory  

The theory of social exchange was initially formulated and identified by George Homans. In 

his study he examined the behavior of societies, communities and groups. He concluded that 

the three were best regarded as a social system. The social exchange theory is grounded on the 

belief that community behavior is as a result of the process of change. The theory has been 

adopted widely by people in their social relationships in order to gauge the potential risks and 

benefits of the said relationships. When the benefits are fewer than the risks the relationship is 

more likely to end. This particular theory of social exchange is connected directly to supplier 

relationships hence the importance of the supplier network within a business context is seen. 

A business network is an example of an exchange network as explained in the social exchange 

theory. In the context of supply chain partnerships, a supplier can form a working relationship 
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with the people in charge of distribution and contribute. It is expected that the distributor will 

have a sense of obligation to reciprocate to the supplier appropriately. A similar theory 

identified as market exchange theory was developed and it relies on the concept of organized 

behavioral system. This theory applies to information sharing in SRM by positing that the 

parties engage in information exchange with the expectations of reciprocal benefits. In SRM 

buyers and suppliers share information with the hope that this will lead to trust, long-term 

relationships and mutual gains like improved efficiency, innovation and competitive 

advantage. The theory tries to show that the suppliers and Naivas are in a contractual 

partnership. When the supermarkets work on building trust with their vendors through 

processes such as information sharing, collaboration occurs naturally. When both parties work 

together effectively cost benefits will be achieved as well as other benefits such as suppliers 

offering their best services and product, better coordination and long-lasting relationships.   

2.1.2 Commitment Trust Theory  

For a relationship to be effective and successful, there is need for trust and commitment to be 

present.   Morgan and Hunt coined the commitment trust theory. In the context of business 

relationships, bonds are formed between buyers and suppliers by ensuring that customers meet 

their needs and suppliers perform as expected. By meeting the needs of customers and honoring 

commitments buyers form bonds with customers, this is known as relationship marketing. 

Business organizations must ensure that they fulfill their promises in order to nurture trust and 

gain trust from suppliers. Commitment on the other hand requires businesses to maintain long 

term partnership with suppliers in order to attain their goals. Commitment trust theory of 

relationship marketing also postulates that relationships between buyers and suppliers happen 

with multiple partners for a lengthy period of time. These relationships ensure that products of 

better quality are produced and they are delivered on time. Communication, trust and 
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cooperation are very crucial when organizations are working together because they help 

organizations develop trust for each other. According to Doyle and Roth (2022), commitment 

trust model implies that in order for business relationships to work effectively trust must exist 

and there should not be any uncertainties or opportunistic behavior from both parties. One of 

the emphases of this study Is commitment and trust which are found to be very important in 

supplier relationship management and how they affect an organization and its performance.   

This particular theory applies to the supplier development variable in this study by emphasizing 

that trust between buyers and suppliers fosters a willingness to invest in each other’s 

capabilities. This leads to supplier development initiatives such as training, knowledge sharing 

and process improvements which will in turn lead to the growth of commitment and trust 

between the suppliers and the buyers. Commitment and trust are very important for SRM. This 

is because they are key to successful relationships and successful partnerships between the 

clients and supermarkets. When both are present it is clear that Naivas supermarkets and their 

suppliers cooperate and collaborate effectively. This means that information is shared and 

strategic plans are well coordinated. The supermarkets can greatly rely on their suppliers to 

perform and deliver quality products.  

2.1.3 Resource Based Theory  

The resource-based theory became dominant in the 90s. This theory is used as a basis of 

evaluating factors that can be deployed to lead to comparative advantage. The resource-based 

theory states that not all resources are of equal importance and they also do not have potential 

to be a source of competitive edge. In the context of SCM, supplier collaboration can improve 

and enhance an organization’s resource base. When organizations collaborate, they gain access 

to unique resources and this leads to improved performance.   
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The main idea of RBV is that the management of an organization should understand and 

organize resources in order to gain a sustainable competitive advantage. The resources include 

finances, information, human resources and many others. The resources of an organization 

need to be valuable, Rare, Inimitable and Not substitutable in order to achieve sustainable 

competitive advantage. Sustainability depends on how much these resources are sustainable 

and imitable. Organizations that have the capability to combine resources in a different way 

from the others have the benefit of achieving a competitive edge over other organizations. Both 

internal and external capabilities are important in enhancing performance. This theory applies 

to this study as it will show the capabilities that suppliers have on organizational performance.   

Both buyers and suppliers in the supply chain benefit from collaboration since it gives them 

access to superior resources. Organizations can achieve a sustainable competitive advantage 

by identifying, developing and deploying important resources through partnerships. This 

theory applies to the supplier base optimization variable by advocating for the strategic 

selection and management of suppliers based on the unique resources and capabilities that they 

bring to the buyer. By optimizing the supplier base, firms can focus on partnerships that offer 

the most strategic value such as quality and innovation. Suppliers provide Naivas with valuable 

resources that are not easily replicated by competitors. Stronger relationships between Naivas 

supermarkets and their suppliers lead to sustainable competitive advantage. This theory 

therefore states that unique and hard to acquire resources and capabilities lead to success.  

Better product quality, reduced costs and increased efficiency are a s a result of leveraging 

supplier relationships as strategic resources.  
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2.2 Empirical Review  

An empirical review systematically examines existing empirical studies to address a specific 

research topic. Unlike theoretical or belief-based approaches, empirical research relies on 

actual observations, data, and measurements to draw conclusions. It’s also referred to as a 

systematic literature review.   

2.2.1 Information Sharing  

Information sharing is referred to as the exchange of data and information between different 

organizations and firms throughout the supply chain. Sharing crucial information and data in 

the right way among buyers and suppliers will likely lead to benefits such as reduction of costs 

and better service delivery which will in turn boost customer satisfaction. Members of the 

supply chain share information regarding; purchases and sales, inventory levels, future plans, 

the costs of production, sales and marketing plans, product development, order tracking and 

technological processes that are involved. Cooper (2009), coined the definition of information 

sharing as the process in which information is updated frequently among all associates of the 

supply chain for effective and efficient supply chain management. Previous studies conducted 

by various researchers regarding the importance of information sharing while carrying out 

business activities has proven that proper sharing of information reduces uncertainty and 

greatly improves visibility. Sharing information efficiently and effectively enables 

organizations have access to important information and thus allows them to form close ties and 

partner up in various supply chain activities. According to Krause & Ellram, (2007), 

communication between organizations is regarded to be effective if it involves regular physical 

contact between the buyer and supplier, if the communication is genuine and if it happens from 

time to time.  



 

19  

  

Suppliers and supplier management are very important in the supply chain and in any 

organization. Organizations cannot operate without people or other organizations that supply 

them with their needs, they therefore need suppliers and they need to know how to manage the 

suppliers properly.   

According to Kearney (2013), it is very important for organizations to have the right 

information on suppliers and their performance. Tasnia & Ramachandran (2019), undertook a 

study on Information sharing in SCM where they focused on cooperate partners in the 

manufacturing industry. This particular study sought to understand the extent to which 

information sharing between the SC cooperative members enhances performance within the 

business.   

The paper’s findings were presented from a systematic literature review that examines the link 

between information sharing among the cooperative partners in the supply chain, business 

performance and product quality in the production industry in Malaysia. Three hundred 

companies were sampled where 200 out of those gave out responses. The data collection 

methods used were Pearson’s correlation analysis, cluster analysis and structural equation 

modelling. The data collection instrument that was used in this research was a structured survey 

questionnaire, which was structured to assess the companies in terms of the described 

dimensions. The study’s findings emphasize the critical role of information sharing among 

cooperative SC partners. Specifically, effective information exchange significantly impacts 

both product quality performance and the overall performance of the business. This 

underscores the importance of implementing robust information sharing practices within the  

Malaysian manufacturing industry to enhance organizational performance.    

Imam &Amrik (2013), conducted research on the impact of information sharing in supply 

chain on organizational performance, looked through various factors that influenced the degree 
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of information sharing in the supply chain. The factors that were discovered by this study 

included; information quality, information technology (IT), cost benefits sharing and internal 

integration. The study conducted a test on the relationship between the extent of information 

sharing and organizational performance. Data was acquired from 150 manufacturing 

organizations. The method that was used to collect data was structural equation modelling. The 

results of the study found that the information quality and information technologies positively 

influence the strength of information sharing. The study also discovered that there was no 

correlation between the degree of information sharing and internal integration or cost benefit 

sharing. Information sharing and organizational effectiveness are not directly correlated 

according to the study’s findings. The supply chain participants' partnerships mediate the 

interaction. This demonstrates that, although being extremely vital and significant, knowledge 

exchange does not significantly boost performance. Nevertheless, trust, commitment, and 

teamwork are examples of qualities that this study neglected to examine and impact 

organizational performance.  

A study about the “effect of Information and Knowledge Sharing on Supply Chain  

Performance”, which was done by Chourdhury et al. (2016), explored the impact of 

information and knowledge sharing within buyer-supplier relationships on supplier operational 

performance. The development of a conceptual model was predicated on an earlier thorough 

literature review. The data was collected using a structured survey questionnaire. Data was 

collected from 30 Bangladeshi Readymade Garments Industry. This was done via interviews 

and surveys through the mail. The validity type used was construct and content validity, and 

reliability was also tested. The study employed path Analysis in order to validate their 

conceptual model. The results highlighted that effective information sharing serves as a 
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necessity for successful knowledge sharing. Additionally, maintaining a close supplier-buyer 

relationship significantly contributes to escalating supplier operational performance.   

Otieno et al. (2022), conducted research on the “effects of supplier information sharing practice 

on supply chain performance of Kenyan selected county governments of the Nyanza region”. 

This study primarily focused on examining how supplier sharing of information affects the 

performance of county governments in the Nyanza region and whether it has an important 

effect on the SC performance. A descriptive research design and correlation analysis were the 

methods used for data analysis in this study. A total of 112 procurement staff and 9 lead 

prequalified suppliers of the selected county governments of Nyanza region were the target 

population of the study. Stratified, simple random and purposive techniques were the sampling 

techniques used. The use of closed ended Likert scale questions was employed as well. The 

information gathered from the conducted interviews was examined using content analysis. The 

study’s conclusions show that, among some Nyanza County governments, supplier  

information exchange improves the supply chain performance in Nyanza.   

Effective communication and collaboration among suppliers contribute to better overall supply 

chain outcomes. The study findings emphasize the importance of suppliers sharing information 

to create realistic supplier relationships. In addition to that, fostering trust among county 

governments in Kenya is very important in order to ensure that procurement activities are 

flowing smoothly. The implementation of these recommendations can enhance supplier 

relationships and improve overall supply chain performance The study also mentions that poor 

relationships between buyers and suppliers paired with negative tendencies and distrusts lead 

to the loss of value.  
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A study carried out by Otieno & Getuno (2017), evaluated how “information sharing and 

procurement regulations impacts the performance of public secondary schools in Nairobi”. The 

study’s main focus was to examine the effects of information sharing and procurement 

regulations on the organizational performance of these schools. The investigation adopted a 

census survey where data was collected form 6 public secondary schools. The primary data 

collection method was the se of questionnaires that were distributed to the 6 schools. The 

research design used was descriptive research design. The link between inspections, 

procurement reforms, transparency, professionalism, tendering and organizational 

performance was evaluated using Pearson’s correlation coefficient analysis. The study’s 

findings indicated that the previously mentioned had significant influence on the performance. 

On the downside, this study did not look further into buyer-supplier trust, collaboration and 

commitment as factors that might affect buyer-supplier relationships.  

Raghunathan, S. (2001), challenged an article that stated that “investment in information 

sharing is always necessary”. Instead, when manufacturers have sufficient historical order data, 

they can make the right decisions without additional investment. Lee and Tang (2000), 

quantified the benefits of demand information sharing to obtain inventory and cost reductions. 

Raghunathan (2001), argued that investment in information sharing between retailers and 

suppliers, highlighting significant cost and inventory reductions achievable through such  

initiatives.   

2.2.2 Buyer-Supplier Trust  

Trust is a situation where both partners believe in each other’s full commitment to shared goals. 

In the context of supplier relationships, trust plays a very important role. For buyers and 

suppliers to collaborate in any business venture, they are required to develop trust between 

each other. When buyers and suppliers trust each other, they collaborate effectively, leading to 
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better performance and mutual benefits and this will eventually lead to an efficient and 

effective supply chain. In buyer-supplier relationships, trust is cultivated through effective 

communication, mutual respect, being direct and honest, practicing loyalty between the parties, 

fairness and demonstrating expertise and reliability. Over the years trust has been known to be 

a crucial predictor of positive procurement performance in business relationships. Trust can be 

beneficial to the procurement performance in that it leads to things being done in an efficient 

and effective way. It was also noted that significantly influences effective cooperation and 

positively predicts performance outcomes.   

Akhilesh (2016), conducted a study on the” effects of trust, satisfaction and other relationship 

dimensions on supplier relationship management”. This paper aimed to focus on how trust and 

satisfaction will impact supplier relationship management. Other dimensions like benevolence, 

communication and commitment were studied. In this study, a questionnaire was prepared and 

then a survey was conducted among 28 organizations in India to determine the effects of these 

relationship dimensions. The study’s findings indicate that despite the intense global 

competition, a sense of contentment with their supplier’s overall performance, which leads 

them to cultivate long-term relationships.     

A study about trust and SC relationships was conducted in South African Breweries by 

Tregurtha and Vink (2009). Their study findings noted that the effectiveness of the process of 

the production of barley Taung determines whether the relationship that is trust based between 

the farmers and South African Breweries will continue. In their paper they state that trust 

doesn’t turn a poor economic relationship into a positive one, but it can enhance an already 

positive relationship.   

The South African Breweries (SAB) emphasized that efficient and effective economic 

principles shape the long-term engagement of farmers. The small-scale farmers who are 
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involved in this supply chain indicated that they will continue barley production as long as 

they achieve maximum profit, considering their low-risk preference. The small-scale farmers 

also noted that their trust-based partnership with SAB helps to increase their profit margins by 

reducing their transaction costs. While trust contributes to relationship benefits, it doesn’t fully 

compensate for inefficiencies. The study, being qualitative, didn’t quantify trust’s importance. 

These findings indicate trust is indeed a critical factor in supply chain management. that trust 

is a result of the benefits the individuals realize in the relationship.   

A study on the impact of trust innovativeness and supply chain performance was conducted by 

Photis et al. (2009). The major focus of this study was to investigate how trust affects supply 

chain performance when it comes to innovation. The mode used for this study is survey data 

analyzed using structural equation modelling. A questionnaire was issued for this study for the 

purposes of primary data collection. The study’s findings indicate that trust positively affects 

supply chain performance. Trust and innovation paired together lead to the improvement of 

supply chain performance. A study by Kosgei (2016), examines the effects of supplier 

relationship management on organizational performance at Kenya Airways analyzed how trust 

and similar goals between the organization and the suppliers affects the organizational 

performance at Kenya Airways (KQ). A total of 82 staff members from the departments at KQ 

were sampled.   

The study design used was cross-sectional, and data collection was conducted through the use 

of questionnaires that were distributed across various departments. The research findings 

indicated that the management needs to show trust and commitment while dealing with SRM 

in order to implement SRM strategies successfully in the organization.   
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Locally, Tangus (2015), conducted a study on the effects of supplier relationship management 

practices on the performance of manufacturing firms in Kisumu County. A comprehensive 

survey aimed at supply chain professionals was employed in the study. The results of the study 

suggested that trust should be mutual in all the supply chain partners and organizations. The 

study’s findings indicated that in order to develop commitment among members of the supply 

chain, trust is crucial. The study also noted that in order to improve and have a successful 

supply chain, trust needs to be present. When the members of the supply chain don’t have trust 

for each other, supply chain performance will not be as efficient and effective. The study 

however failed to make clear how trust and commitment relate. The studies mentioned above 

primarily focus on trust in buyer-supplier relationships and they fail to look at other factors 

that may affect the relationship between suppliers and buyers such as collaboration and 

information sharing.  

2.2.2.1 Supplier Development  

This is a strategic process whereby companies work together and form partnerships with 

suppliers and vendors to enhance their capabilities and output. Supplier development works 

towards improving the organization’s supply chain operations and simultaneously providing 

benefits to both supplies and customers. In addition to promoting improvement, supplier 

development aims to prevent suppliers from making rash decisions in their proceedings and to 

increase improvement. A study conducted by Khuram et al., (2016) connects supplier 

development to organizational performance in the following ways; customer satisfaction, order 

fulfillment, quick delivery and reduction in costs. Organizations with well-structured and 

organized programs regarding supplier development have an upper hand when it comes to 

competitive advantage due to the level of trust with their suppliers. It is therefore evident that 
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supplier development is very important when it comes to SRM as it enhances buyer-supplier 

trust and performance.   

2.2.3 Supplier Collaboration  

In the scheme of supply chain management, supplier collaboration, also referred to as 

cooperative strategy is regarded as two or more firms partnering in order to collaborate to 

achieve supply chain goals. Collaboration has been adopted over the years as it has proven to 

be advantageous to the partners. When two or more supply chains participants collaborate to 

make choices, share successes and exchange information, they are creating a competitive 

advantage. This will contribute to the achievement of profit and customers’ needs will be 

achieved. It is very evident that the most successful organizations in the world practice 

teamwork and collaboration and this has made them achieve major milestones rather than 

working by themselves. It is also important to note that the success of any organization id 

brought about by how it maintains long-lasting good relationships with buyers and suppliers.    

Chin et al. (2015), carried out a study about green SCM practices and sustainability 

performance. The study included literature about environmental collaboration and found that 

manufacturers opt to collaborate with suppliers in order to enhance sustainability in the 

environment. When manufacturers and suppliers collaborate in the environment, organizations 

will support the environment prowess of their supply chain partners. Kinai (2017), carried out 

research on the role of supplier collaboration on organizational performance of Kenya Urban 

Roads Authority.   

The study adopted a descriptive research design which described the phenomenon that was 

studied. A total of 141 staff members across the various departments at the organization were 

selected for this study. Data was collected from the members using a census approach.  
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Questionnaires were prepared and were issued to the members of the departments. The study’s 

findings indicate that supplier collaboration links buyers and suppliers and hence they 

collaborate to meet the organization’s objectives. Arusei (2020), studied the “effects of 

supplier collaboration on the procurement performance of the county government of Elgeyo 

Marakwet”. The main purpose of the study was to establish how supplier collaboration affects 

procurement performance. The research utilized descriptive research design and targeted 140 

employes from the procurement department. A total of 104 employees were sampled and a 

structured questionnaire was issued to them. The findings of the study establish that lengthy 

relationships, resource sharing, partnerships & information sharing have major influence on 

the performance of procurement of the county government of Elgeyo Marakwet. The 

recommendations of the investigation stated that the governing policies should be utilized 

effectively.   

A study about “the collaborative supply chain practices on the performance of food and 

beverage companies, a case study of Delmonte Ltd Kenya”, was conducted by Gichuru et al.  

(2015). Examining Delmonte Limited’s collaborative supply chain strategies was the primary 

goal of the research report. Stratified random sampling and a descriptive case study research 

methodology were employed in the study. The researchers found that cooperatively sharing 

information and resources between the company and its suppliers significantly improves the 

performance of the latter. The downside of the study was that it only focused on a single food 

and beverage firm which doesn’t clearly represent all the food and beverage firms. Hoegl 

&Wagner (2005) undertook a study about buyer-supplier collaboration in product development 

projects. According to various researchers that have been conducted in the past, the 

involvement of suppliers in projects regarding supplier development, has had contradictory  
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results.   

Data was collected from 124 project managers, project leaders, buyers and suppliers. The 

study’s findings indicate that collaboration between buyers and suppliers positively affects the 

quality of the product, product costs, budget as well as schedules of development. Their study 

also states that communication frequency has influence on the product costs and development 

budget.  

A study conducted locally by Nyamasege and Biraori (2015), analyzed the factors that “affect 

supply chain management effectiveness at the Central bank of the Kenyan government”. A 

descriptive case study method was used in this study. Data was gathered from a total of 60 

managers in the ministry. The research’s findings implied that there was lack of SRM practices 

in the ministry. The ministry should therefore have a strategy that will help them put SRM into 

practice. The study recommended that the ministry should put programs in place that promote 

collaboration among their suppliers. It’s evident that supplier collaboration indeed positively 

affects organizational performance and procurement performance as seen in the studies above. 

The studies however, did not delve into other factors such as information sharing, trust and 

commitment among the members of the supply chain.   

2.2.4 Supplier Commitment  

Supplier commitment has been defined as the extent to which suppliers and vendors feel 

compelled to continue doing business with a particular buyer. “Supplier commitment is a very 

important aspect in any buyer-supplier partnership”, (Tanskanen & Aminoff, 2018). Supplier 

commitment is when both parties of a business transaction work together to create a long-term 

relationship. All buying organizations should know that having committed suppliers is crucial 

in order for them to achieve their goals. This is because their success is highly dependent on 
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the commitment of all the members in the supply chains and this includes suppliers. For supply 

relationships to be successful in the long run, commitment is very essential.  

According to Kwon and Suh (2005), every business transaction that takes place between 

partners of the supply chain requires commitment so that the common objectives will be 

achieved. Commitment levels between a buying organization and suppliers increases when the 

company confirms that suppliers will work towards ensuring the supply chain is running 

effectively in the long run. A study carried out by Patrucco et al. (2024), about sustaining 

commitment in preferred buyer-supplier relationships, focuses on how buying organizations 

can sustain supplier commitment is a highly competitive market. Primary data was collected 

from 215 strategic buyer-supplier partnerships. This was made possible by the use of structural 

equation modelling.   

The data analysis revealed that when suppliers are involved and when supplier development 

takes place, they will commit to the buyers. The study also indicated that knowledge sharing 

will also contribute to supplier commitment positively. Buyers therefore do their best to attain 

supplier commitment. An essay about Global perspectives on supply chain collaboration by 

Wachuma and Shalle (2016), highlighted some key things that are regarded as crucial in the 

maintenance of cooperative arrangements among partners in the supply chain. The length of 

the relationship, the ability to perform and loyalty were found to be key in building confidence 

and obtaining commitment from the supply chain members. Karungani (2021), carried out a 

research study on the determination of buyer-supplier commitment and performance of foreign 

based development agencies in Kenya. The purpose of this study was to examine whether 

buyer-supplier commitment has any effects on the performance of foreign based development 

agencies in Kenya. Data obtained from 111 respondents from the management, accounts and 
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procurement offices was collected and sampling was done from 37 foreign based agencies in 

Kenya. SPSS i.e. the Statistical package for social sciences was employed in this investigation 

for further analysis of the data. The study’s results imply that the factors that determine the 

commitment between the buyers and suppliers have a significantly positive influence on firm 

performance in this study. The studies mentioned above agree that supplier commitment 

positively impact organizational performance. However, they did not show how these 

relationships evolve overtime.    

2.2.4.1 Supplier Base Optimization   

Supplier Base Optimization is a method that is used to minimize the number of supporters.  

This is a strategy used by organizations to minimize the number of suppliers they work with. 

This is in order to make it easier for the organizations to focus on specific suppliers who have 

more benefits than others in terms of productivity, efficiency, cost reductions and better 

performance. Organizations are more likely to consider suppliers that show more commitment 

to their work because this means that a long-term relationship will be cultivated. A study by 

Luthubua (2014), states that when large manufacturing firms in Nairobi optimize their supplier 

base, their supply chain performance will be positively impacted. An efficient, effective and 

well-structured supplier network can make these organizations be in a better place in the 

market.    

2.3 Conceptual Framework  

Making conceptual distinctions and structuring ideas are two uses for a conceptual framework, 

an instrument for analysis that many forms and applications. Effective conceptual frameworks 

capture real phenomena and do this in a manner that is easy to remember and utilize. However, 

if one variable relies on or is a consequence of the other variable, it is termed as a dependent 
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variable, while the variable that precedes and influences the dependent variable is known as an 

independent variable. In this study the performance of Naivas supermarkets in Nakuru county 

depends upon the effective supplier relationship management, and hence the performance of 

the supermarkets is the dependent variable and the independent variables are effect of 

information sharing, effect of buyer-supplier trust, supplier collaboration and effect of supplier 

commitment. As illustrated in Figure 1, the relationship between the dependent and the 

independent variables of this study.  

2.4 Summary of the Variables   

This study has both the dependent variable and independent variables. The dependent variable 

is organizational performance of the supermarkets which includes the following sub variables; 

increased performance, reduced costs and increased organizational growth. The independent 

variables are; Information sharing, supplier development, supplier collaboration and supplier 

base optimization. The sub variables for information sharing include; information flow and 

increased performance. For supplier development include; better communication and supplier 

integration, for supplier collaboration include; joint decision making and coordination of 

contracts and finally the sub variables for supplier base optimization include; order fulfillment 

and performance monitoring.   

  

  

  

  

  
 
Independent variables  
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      2.5 Summary and Research Gap  

This chapter has basically explained the empirical review and the theories that relate to this 

study. It clearly defines the researchers’ independent variables its advantages and  

disadvantages. It also includes a clear explanation of the existing literature that is relevant to  
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the researchers’ independent variables. Additionally, it has been helpful in distinctly 

highlighting the gaps in the earlier research or studies in order to enhance the effectiveness of 

SC management performance inside an organization through this study. This study has a goal 

to plug the existing gaps and to provoke more critical thinking and research in the areas of 

effects of supplier relationship management on organizational performance of supermarkets.   

There were apparently gaps in the previous studies as seen in the empirical review. Imam and 

Amrik (2013), in their study about information sharing in the SC on organizational 

performance failed to look at factors such as trust, commitment and collaboration. Another 

study on information sharing and procurement regulations impact on performance of public 

secondary schools by Otieno and Getuno (2017), solely focused on information sharing and 

failed to look into other factors such as buyer-supplier trust, collaboration and commitment.  

This study aims to fill that gap as well. Another apparent gap was seen in an investigation done 

by Tangus (2015), about the effects of SRM practices on the performance of manufacturing 

firms. This study however failed to make clear how trust and commitment relate. SRM 

practices are known for their potential to make organizational performance better however, 

there’s limited empirical evidence on their specific impact within supermarkets in Kenya. This 

study therefore aimed to fill the research gaps by investigating how supplier relationship 

management practices affect the organizational performance of Naivas supermarket in Nakuru 

county. The research sought to understand whether information sharing, buyer-supplier trust, 

supplier collaboration and supplier commitment positively contribute to organizational 

success.   
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CHAPTER THREE  

RESEARCH METHODOLOGY  

3.1 Introduction  

This chapter goes into great detail about the research methodology that was employed while 

carrying out this research. This study addressed the following subtopics: location of the study, 

target population, sampling procedures and techniques, sample population, data collection 

instruments, validity and reliability of the instruments, procedures for data collection, data 

analysis techniques and ethical considerations.   

3.2 Research Methodology  

In addition to using interviews and questionnaires to gather data, this study used a descriptive 

research design. The questionnaires were issued to supply chain managers, distribution service 

managers, logistics personnel and store supervisors. Interviews were conducted with the 

managers and the heads of the procurement department.  

3.3 Research Design  

The steps that will be taken to collect the data needed to provide answers are outlined in the 

research design. This study utilized descriptive research design which aimed to provide a 

systematic and accurate portrayal of a population, situation, or phenomenon, Taherdoost 

(2022). It addressed questions related to what, where, when, and how. Researchers can 

employ various methodologies to explore one or more factors. For instance, surveys, 

observations, and content analysis are common methods used in descriptive research.   

3.4 Location of the Study  

The study took place in Nakuru County targeting all branches of Naivas supermarket in the 

county. The branches are 7 total and they include; Naivas safari center, Naivas Nakuru 
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midtown, Naivas westside, Naivas downtown, Naivas supercenter, Naivas Naivasha ndogo 

and Naivas Naivasha Kubwa.  

3.5 Target Population  

The target population according to Kothari (2019), is a universal set of the study that includes 

every member of a real or hypothetical group of people, events or objects to which a researcher 

aims to generalize their result. The target population of this study included staff working in the 

supply chain and logistics departments at the 7 branches of Naivas supermarket in Nakuru 

county which include Naivas safari center, Naivas Nakuru midtown, Naivas westside, Naivas 

downtown, Naivas supercenter, Naivas Naivasha ndogo and Naivas Naivasha Kubwa. The 

study therefore, targeted the supply chain managers, distribution service managers, logistics 

personnel’s and the store supervisors. The target population of the investigation was as shown 

in Table 1.  
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Table 1: Target Population  

Supermarket  Supply 

chain 

managers  

Distributio 

n service 

managers  

Logistics 

Personnel  

Store 

supervisors  

Total No of  

Employees  

Naivas safari center   3  3  5  5  16  

Naivas Nakuru midtown  3  3  4  3  13  

Naivas westside  3  4  3  3  13  

Naivas downtown  2  3  4  2  11  

Naivas supercenter  3  2  5  2  12  

Naivas Naivasha ndogo  2  1  3  2  8  

Naivas Naivasha Kubwa  
2  3  2  2  9  

 Total  18  19  26  19  82  

 
Source: Naivas LTD  

3.6 Sampling Procedures and Techniques  

Scribbr (2023), defines a sample as a representative of individuals from a bigger population.  

This study adopted random sampling which is makes it possible to produce population 

estimates from the data obtained from the units included in the sample. In this case a census 

was used whereby 82 respondents. Only 70 of the respondents were able to cooperate and 

respond and this included the employees who work at the supermarkets. Customers or any 

other outside members were not required to participate.  

3.7 Sample Population  

 A sample population is defined as a subset of the target population. Sampling allows us to 

generalize findings from a single group to the entire population.   
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3.8 Construction of Research Instruments  

Research instruments are referred to as tools which are used to collect, measure and analyze 

data. This study used questionnaires and interviews. Questionnaires were constructed 

according to the particular objectives of the study and a Likert scale was utilized to answer the 

questions. Interview questions were also created based on the study’s objectives. Interview 

guides were also utilized.  

3.9 Data Collection Instruments  

A structured questionnaire was designed taking into consideration the specific objectives of 

the study. The data was collected during working hours, the questionnaires were issued to the 

selected respondents and interviews were used to corroborate the data that was in the 

questionnaires. The questionnaires were distributed to the employees in the procurement 

departments and the interviews were conducted with the managers and heads of procurement 

department in the supermarkets.  

3.10 Testing for Validity and Reliability  

According to Mugenda and Mugenda (2003), a significant factor influencing the accuracy of 

the data collected was the validity and reliability of the data collection instruments. The degree 

to which an instrument accurately measures what it is supposed to measure is known as its 

validity. The validity of the questionnaire was assessed using construct validity. Construct 

validity refers to the extent to which an assessment accurately represents the theoretical 

concept it is intended to measure. Convergent validity was employed to test whether the 

questionnaires correlated well with the other measures. Reliability refers to a measure of 

degree to which a research instrument yields consistent results or data after repeat trials. 

Testretest was used to determine correlation in this study. By conducting a pilot test, the 
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questionnaires’ reliability was tested and evaluated. The piloting was conducted at Naivas 

supermarket in Kapsabet Town.   

3.11 Data Analysis and Presentation   

This study employed both qualitative and quantitative analysis so as to achieve the objectives 

of the study. Descriptive statistics was employed in this study. The general information and 

demographic profiles of the respondents was examined using descriptive statistics and the 

results were presents in tables and figures.   

Data analysis was done using Microsoft Excel data analysis tool as well as the SPSS software. 

The relationship between the dependent variables and the independent variables was 

determined using a Pearson’s correlation analysis and a regression analysis which were done 

in order to determine the findings. An ANOVA analysis was also conducted and the 

coefficients of the data collected were also determined. The results were then presented by the 

use of tables and figures.   

3.12 Ethical Considerations  

Any research project must take ethical issues into account. Every research subject was asked 

for their informed consent. An introductory letter was also issued to the organization. Obtaining 

permission to conduct the study was considered and confidentiality and anonymity of the 

respondents was considered as well. A research permit form NACOSTI was also presented to 

the respondents in order to prove that the research is valid and genuine. Questionnaires did not 

have names nor contacts of respondents to maintain confidentiality. All data concerning this 

research project was stored by the use of thorough documentation which means that only 

authorized parties can access the work.  
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CHAPTER FOUR  

RESEARCH FINDINGS AND DISCUSSIONS  

4.0 Introduction  

This chapter contains the findings of the research results, analysis and presentation. The chapter 

clearly provides and explains the processes that were used to conduct data analysis, present, as 

well as to interpret the data that was gathered by the use both questionnaires and interview guides.   

4.1 Reliability and Validity Analysis  

A pilot study was carried out in order to verify the validity and reliability.  Construct validity was 

used in this study and it refers to the degree to which an assessment accurately represents the 

theoretical concept it is intended to measure. Test-retest was used to determine correlation in this 

investigation.  A test-retest reliability is used to measure the consistency of a test overtime. A  

Pearson’s correlation was used for both methods. It was established that the questions were reliable 

and also had a positive validity. The results are presented in the tables below;   

Table 2: Construct Validity  

  Correlation  

Information Sharing  0.91  

Buyer-Supplier Trust  0.84  

Supplier Collaboration  0.88  

Supplier Commitment  

Average  

0.81  

0.86  

Source; Researcher 2024.  
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Table 3: Reliability Analysis  

    Correlation  Verdict  

Information Sharing    0.735  Reliable  

Buyer-Supplier Trust    0.843  Reliable  

Supplier Collaboration    0.911  Reliable  

Supplier Commitment    0.737  Reliable  

Source; Researcher 2024.  

4.2 Response rate and Background Information  

4.2.1 Response Rate  

A sum of 82 questionnaires were issued to the respondents across all the Naivas Supermarket 

branches in Nakuru County. Out of 82 questionnaires, 70 of them were filled and returned. This 

resulted in an 85% response rate which is deemed sufficient for data analysis. According to 

Mugenda & Mugenda (2003), a response rate of 50% is considered appropriate, while a rate of 

more than 70% is considered excellent.   

Table 4: Response Rate  

Variable  Frequency  Percentage  

Filled and returned  70  85%  

Not Filled  12  15%  

Total  82  100  

Source; Researcher 2024.  

4.2.2 Background Information of the Respondents  

4.2.2.1 Level of Education of the Respondents  

This study sought to find out the levels of education of the respondents. The results established 

that the employees with university (undergraduate) level education were the majority representing 

47%. This was followed by employees with college level education at 30%, then followed by the 

employees with high school level education at 14% then finally the employees with postgraduate 
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education level at 9%. This implies that a significant number of the employees in the organization 

held impressive educational credentials.   Table 5: Level of Education of Respondents  

Level of Education  Frequencies  Percentages  

Primary level  0  0  

Highschool level  10  14%  

College level  21  30%  

University (undergraduate)  33  47%  

Postgraduate level  6  9%  

Total  70  100%  

Source; Researcher 2024.  

4.2.2.2 Working Experience of the Respondents  

The research also sought to determine the length of time that the respondents had worked at the 

supermarket in years. The results indicated that 36% had 9-5 years’ experience, 33% had 1-4 years’ 

experience, 20% had 10 years and above experience and finally 11% had less than 1 year 

experience. The results are shown in table 6 below. Table 6: Working Experience of the 

Respondents  

Number of years  Frequencies  Percentages  

Less than 1 year  8  11%  

1-4 years  23  33%  

5-9 years  25  36%  

10+ years  14  20%  

Total  70  100%  

Source; Researcher 2024.  

4.2.2.3 Level of Employment of Respondents  

The research also looked into the levels of employment of the respondents which included 

employees (non-managers), lower management level, middle management level, and top 

management level. The results indicated that 36% are the employees (non-managers), 23% 

represented the respondents at the lower management level, 21% represents the respondents at the 
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middle management level and finally 20% are at the top management level. The results are 

presented in table 7 below.   

Table 7: Level of Employment of Respondents.  

Level of Employment  Frequencies  Percentages  

Top management  14  20%  

Middle management  15  21%  

Lower management  16  23%  

Employees (non-managers)  25  36%  

Total  70  100%  

Source; Researcher 2024.  

4.3 Information Sharing and Organizational Performance  

Examining the effect of information sharing on organizational performance of Naivas 

supermarkets in Nakuru County was the first objective of this study. A Likert scale-based 

questionnaire was prepared and issued to the respondents across all the 7 branches of Naivas 

supermarket in Nakuru County. Data analysis for this specific objective was conducted and is 

shown below.   

4.3.1 Descriptive Statistics for Information sharing  

Information sharing is the first objective of the study and the research focused at investing the 

effect of information sharing on organization performance of Naivas Supermarkets in Nakuru  

County. The respondents were required to fill a Likert scale ranging from 5-1 where 5= Strongly 

Agree, 4= Agree, 3= Neutral and 1=Strongly Disagree. The mean and standard deviation are 

shown in the table below. According to the results, it is apparent that a large number of the 

participants agreed that sharing information with suppliers will lead to increased performance 
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with a mean of 4.39 and standard deviation of 3.892. It was also noted that most of the 

respondents agreed that the supermarkets communicate their organization’s future strategic plans 

to suppliers (mean= 4.21, standard deviation= 3.762. The participants somewhat agreed on the 

sentiment that integrated information technologies and the quality of information positively 

influence the intensity of information sharing investment in information sharing (mean= 3.71, 

standard deviation= 3.394). There was also a bit of uncertainty on whether investment in 

information sharing will lead to inventory and cost reductions (mean= 3.56, standard deviation=  

3.207).   

Table 8: Descriptive statistics for Information Sharing  

Variable  N  Mean  SD  

We usually communicate our organization’s future strategic plans to 

suppliers  

70  4.21  3.762  

Sharing Information with suppliers will lead to increased performance   70  4.39  3.892  

Investment in information sharing will lead to inventory and cost 

reductions  

70  3.56  3.207  

Integrated information technologies and information quality have 

positive influence on the intensity of information sharing.   

70  3.71  3.394  

  

4.3.2 Correlation Analysis for Information Sharing and Organization Performance  

To ascertain whether a relationship exists or not between variables, statisticians utilize the 

correlation analysis technique.  The study used a Pearson’s correlation analysis in order to 

demonstrate the connection between the organization performance of Naivas supermarkets in 

Nakuru Count and the first objective which is information sharing. Information sharing and 

organizational performance were found to have a moderately positive correlation (r=.373, p value  

= 0.001). Table 9 below displays these results.  

Table 9: Correlation analysis for information sharing and organizational performance   
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    Organizational  

Performance  

Information Sharing  

Information sharing  Pearson Correlation  .373**  1  

  Sig. (2-tailed)  .001    

  N  70  70  

**. Correlation is significant at the 0.01 level (2-tailed)  

  

4.3.3 Regression Statistics for Information Sharing and Organizational Performance  

The study examined the connection between information sharing & organizational performance of  

Naivas supermarkets in Nakuru County. The findings showed that the adjusted R square value was 

0.126 hence 12.6% of the variation in supermarket performance was explained by the variations 

in buyer-supplier trust. These results are as shown in table 10 below.  

Table 10: Regression analysis for Information sharing and Organizational Performance  

       Model    Summary          

  

Model  
R   R Square  

Adjusted R 

Square  

Standard  

Error  
df1  

  

df2  
Sig. F  

1        .373a   .139  .126  .710  1  68  .001  

a. Predictors: (Constant), for Information Sharing  Source; 

Researcher 2024.  

4.3.4 ANOVA for Information Sharing and Organizational Performance  

ANOVA analysis was also conducted between information sharing and organizational 

performance at a confidence level of 95%. The level of significance was (0.001) and is therefore 

statistically significant because it is less than 0.05. The F critical was 10.984. These results are 

presented in table 11 below.  

  

Table 11: ANOVA for Information Sharing and Organizational Performance  
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      ANOVAa        

Model    df  SS  MS   F  Sig  

1  Regression  1  5.541  5.541  10.984  .001b  

  Residual  68  34.302  .504      

  Total  69  39.842        

a. Dependent Variable: Organizational Performance  

b. Predictors: (Constant), Information Sharing Source; Researcher 2024.  

4.3.5 Coefficients for Information Sharing and Organizational Performance  

The results in the table below show that, with all other factors held constant, information sharing 

leads to a positive change of 0.475. Additionally, with all other variables set to zero, a one-unit 

increase in information sharing leads to a 2.189-unit improvement in performance. Since all 

variables are significant (p<0.05), it is clear that information sharing plays a crucial role in 

determining the organizational performance of Naivas Supermarkets in Nakuru County. The 

results show that information sharing has a positive effect on organizational performance of Naivas 

supermarkets (β= 0.455, p<0.05). The equation (Y= β0+ β1X1) becomes; Y= 2.189+ .475X1.  

Table 12: Coefficient for Information Sharing and Organizational Performance  

Model  

   Coefficients  

Standard  

Error  

  

Beta  
t Stat  Sig. F  

1  (Intercept)  2.189  .634    3.454  .001  

  Information  

Sharing  
.475  .143  

  

.373  
3.314  .001  

Source; Researcher 2024.  
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4.4 Buyer-supplier Trust and Organizational Performance  

Determining the effect of buyer-supplier trust on the organizational performance of Naivas 

supermarkets in Nakuru County was the study’s second objective. A Likert-scale based 

questionnaire was issued to the respondents and then data analysis was conducted as shown below.  

4.4.1 Descriptive Statistics for Buyer-Supplier Trust and Organizational Performance  

The study also aimed to determine the impact of buyer-supplier trust on the organizational 

performance of Naivas Supermarkets in Nakuru County. Table 13 displays the data below. The 

respondents were required to complete a Likert scale with the following choices; 5= strongly agree, 

4= Agree, 3= Neutral and 1=Strongly Disagree. The findings determined that most of the 

respondents, (mean= 4.30, standard deviation= 3.8) agreed that supplier integration is practiced.  

The respondents also concurred that the there’s better communication with suppliers (mean= 4.13, 

standard deviation= 3.6). The respondents also concurred that the supermarkets trust the 

information that their major suppliers provide them (mean= 4.06, standard deviation=3.5). It 

appeared that the respondents somewhat agreed or were uncertain that the supermarket trust their 

major suppliers to keep their best interests in mind (mean= 3.60, standard deviation= 3.3).   Table 

13: Descriptive Statistics for Buyer- Supplier trust and Organizational Performance  

Variable  N  Mean  SD  

There’s better communication with suppliers  70  4.13  3.6  

Supplier integration is practiced   70  4.30  3.8  

We trust the information that our major suppliers provide to us  70  4.06  3.5  

We trust our major suppliers to keep our best interests in mind  70  3.60  3.3  

Source; Researcher 2024.  

4.4.2 Correlation Analysis for Buyer-Supplier Trust and Organizational Performance  

For this specific objective, a Pearson’s correlation analysis was carried out to ascertain the 

association between relationship between buyer-supplier trust and organizational performance of 

Naivas Supermarkets in Nakuru County. As presented in the table below, the correlation between 
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buyer-supplier trust and organizational performance was shown to be positive (r= .369, p value= 

.001).  

Table 14: Correlation between Buyer-Supplier Trust and Organizational Performance  

    Organizational  

Performance  

Buyer-Supplier  

Trust  

Buyer-Supplier Trust  Pearson Correlation  .369**  1  

  Sig. (2-tailed)  .001    

  N  70  70  

**. Correlation is significant at the 0.01 level (2-tailed)  

Source; Researcher 2024.  

4.4.3 Regression Analysis for Buyer-Supplier Trust and Organizational Performance  

The study examined the connection between organizational performance of Naivas supermarkets 

in Nakuru County and buyer-supplier trust. The modified R-squared value according to the data, 

was 0.123, meaning that 12.3% of the variation in supermarket performance could be explained 

by the changes in buyer-supplier trust. Table 15 below displays these findings.  

  

  

  

Table 15: Regression Analysis for Buyer-Supplier Trust and Organizational Performance   

       Model    Summary          

  

Model  
R   R Square  

Adjusted 

R Square  

Standard  

Error  
df1  

  

df2  
Sig. F  
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1       .369a   .136  .123  .821  1  68  .001  

 
a. Predictors: (Constant), for Buyer-Supplier Trust   

Source; Researcher 2024.  

4.4.4 ANOVA for Buyer-Supplier Trust and Organizational Performance  

ANOVA analysis was also conducted between buyer-supplier trust and organizational 

performance at a confidence level of 95%. The level of significance was (0.001) and therefore is 

significant statistically due to it being less than 0.05. The F critical was 10.713. These results are 

shown in the table 16 below.  

Table 16: ANOVA for Buyer-Supplier Trust and Organizational Performance  

      ANOVAa        

Model    df  SS (Sum of  

Squares)  

MS (Mean  

Square)  

F  Sig  

1  Regression  1  7.225  7.225  10.713  .001b  

  Residual  68  45.861  .674      

  Total  69  53.086        

a. Dependent Variable: Organizational Performance  

b. Predictors: (Constant), Buyer-Supplier Trust  

Source; Researcher 2024.  

  

4.4.5 Coefficients for Buyer-Supplier Trust and Organizational Performance  

The results in the table below show that, when all other variables are controlled, information 

sharing leads to a positive change of 0.502. Furthermore, a unit increase in information sharing 

leads to a 6.272-unit improvement in performance when all other variables are zero. Given that all 

of the variables have significant values (p<0.05), it is evident that information sharing is a key 
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factor in determining the organizational performance of Naivas Supermarkets in Nakuru County. 

The results show that buyer-supplier trust has a positive effect on organizational performance of  

Naivas supermarkets (β= 0.369, p<0.05). The equation (Y= β0+ β1X1) becomes; Y= 6.272+ 

.502X1  

Table 17: Coefficients for Buyer-Supplier Trust and Organizational Performance  

  

Model  
   Coefficients  

Standard  

Error    

  

 Beta  
t Stat  Sig. F  

1  (Intercept)  6.272  .667    9.411  .001  

  Information  

Sharing  

.502  .153  

  

.369  

3.273  .001  

Source; Researcher 2024.  

4.5 Supplier Collaboration and Organizational Performance  

The third goal of this study was to determine how supplier collaboration affects the organizational 

performance of Naivas supermarkets in Nakuru County was the third objective of this study. A 

survey utilizing a Likert scale was created and issued to the participants in each of the 7 branches 

of Naivas supermarket in Nakuru County. Data analysis for this specific objective was conducted 

and is shown below.  

4.5.1 Descriptive Statistics for Supplier Collaboration  

 The participants in this particular study were required to fill a Likert scale which ranged from 51 

where; 5= strongly agree, 4= Agree, 3= Neutral and 1=Strongly Disagree. The mean and standard 

deviation were described and tabulated. It is clear that majority of the participants agreed that 

information is shared among suppliers with a mean of 4.3 and a standard deviation of 3.82. The 
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participants were split on whether coordination of contracts takes place (mean= 3.9, standard 

deviation= 3.45), whether joint quality management takes place (mean= 3.89, standard deviation=  

3.42) as well as whether they communicate the organization’s future strategic plans to suppliers  

(mean= 3.87, standard deviation= 3.45)   

Table 18: Descriptive Statistics for Supplier Collaboration  

Variable  N  Mean  SD  

Joint decision-making is practiced  70  3.87  3.45  

Coordination of contracts takes place   70  3.90  3.45  

Joint quality management takes place  70  3.89  3.42  

Information is shared among suppliers  70  4.30  3.82  

Source; Researcher 2024.  

4.5.2 Correlation Analysis for Supplier Collaboration and Organizational Performance  

The relationship between supplier collaboration and organizational performance of Naivas 

supermarkets in Nakuru county was investigated using a Pearson’s correlation analysis (r= .455, p 

value= 0.000). This demonstrates that supplier collaboration and organizational performance have 

a significant positive relationship. The outcomes are shown in table 19 below.  

  

  

Table 19: Correlation Analysis for Supplier Collaboration and Organizational Performance  

    Organizational  

Performance  

Supplier  

Collaboration  

Supplier 

collaboration  

Pearson Correlation  .455**  1  
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  Sig. (2-tailed)  .000    

  N  70  70  

**. Correlation is significant at the 0.01 level (2-tailed)  

Source; Researcher 2024.  

4.5.3 Regression Analysis for Supplier Collaboration and Organizational Performance  

The study examined the relationship between supplier collaboration and organizational 

performance of Naivas supermarkets in Nakuru County. According to the data 19.5% of the 

variation in the supermarket performance was explained by the adjusted R square value of 0.195 

by the differences in supplier participation. The table 20 below shows these outcomes.  

Table 20: Regression Analysis for Supplier Collaboration and Organizational Performance  

       Model    Summary          

  

Model  
R   R Square  

Adjusted 

R Square  

Standard  

Error  
df1  

  

df2  
Sig. F  

1       .455a   .207  .195  .702  1  68  .000  

 
a. Predictors: (Constant), for Supplier Collaboration   

Source; Researcher 2024.  

4.5.4 ANOVA for Supplier Collaboration and Organizational Performance  

An ANOVA analysis was also conducted between supplier collaboration and organizational 

performance. Because the p value was (0.000) and the F critical was 36.654 at 95% confidence 

level, the result is therefore statistically significant because it is less than 0.05. These results are 

illustrated in table 21 below.  
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Table 21: ANOVA for Supplier Collaboration and Organizational Performance   

      ANOVAa        

Model    df  SS (Sum of  

Squares)  

MS (Mean  

Square)  

F  Sig  

1  Regression  1    8.746  8.746  36.654  .000b  

  Residual  68  33.554    .493      

  Total  69  42.300        

a. Dependent Variable: Organizational Performance  

b. Predictors: (Constant), Supplier Collaboration  

Source; Researcher 2024.  

4.5.5 Coefficients for Supplier Collaboration and Organizational Performance   

The results in the table below show that, with all other factors held constant, supplier collaboration 

leads to a positive change of 0.396. Additionally, when all other variables are zero, a unit increase 

in information sharing results in a 2.368 unit increase in performance. Since all variables are 

significant (p<0.05), it is clear that information sharing plays a crucial role in determining the 

organizational performance of Naivas Supermarkets in Nakuru County. The findings indicate that 

supplier collaboration has a positive effect on organizational performance of Naivas supermarkets  

(β= 0.455, p<0.05). The equation (Y= β0+ β1X1) becomes; Y= 2.368+ .396X1  

Table 22: Coefficients for Supplier Collaboration and Organizational Performance  

Model  

   Coefficients  

Standard  

Error  

  

Beta  
t Stat  Sig. F  

1  (Intercept)  2.368  .373    6.340  .000  
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  Supplier  

Collaboration  

.396  .094  

  

.455  

4.210  .000  

4.6 Supplier Commitment and Organizational Performance  

Examining the effect of supplier commitment on the organizational performance of Naivas 

supermarkets in Nakuru County was the study’s fourth and final specific objective. A Likert-scale 

based questionnaire was issued to the respondents and then data analysis was conducted as shown 

below.  

4.6.1 Descriptive Statistics for Supplier Commitment and Organizational Performance  

The respondents were required to fill a Likert scale ranging from 5-1 where 5= Strongly Agree, 4= 

Agree, 3= Neutral and 1=Strongly Disagree. The mean and standard deviation are also tabulated. 

With a mean of 4.41 and a standard deviation of 3.939, the data clearly show that most respondents 

believed that suppliers’ performance is reviewed. Additionally, it was also observed that most of 

the respondents agreed that the relationship that the firm has with their major suppliers is 

something the firm really cares about (mean of 4.1 and a standard deviation of 3.625). The 

respondents somewhat agreed that the supermarkets are always committed to listening to their 

suppliers’ complaints (mean= 3.7, standard deviation= 3.330). There was also uncertainty on 

whether order fulfillment is achieved (mean= 3.29, standard deviation= 2.877).   

  

  

Table 23: Descriptive Statistics for Supplier Commitment   

Variable  N  Mean  SD  

Order fulfillment is achieved  70  3.29  2.877  

Supplier’s performance is monitored   70  4.41  3.939  
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The relationship that our firm has with our major supplier is 

something our firm really cares about  

70  4.10  3.625  

We are always committed to listening to suppliers’ complaints  70  3.70  3.330  

Source; Researcher 2024.  

4.6.2 Correlation Analysis for Supplier Commitment and Organizational Performance  

The association between supplier commitment and organizational performance of Naivas 

supermarkets in Nakuru County was found using a Pearson’s correlation analysis (r= .489, p 

value= 0.000). This demonstrates that there is a significant positive correlation between supplier 

commitment and organizational performance. The table 24 below displays the findings.  

Table 24: Correlation Analysis for Supplier Commitment and Organizational Performance  

    Organizational  

Performance  

Supplier  

Commitment  

Supplier  

Commitment  

Pearson Correlation  .489**  1  

  Sig. (2-tailed)  .000    

  N  70  70  

**. Correlation is significant at the 0.01 level (2-tailed)  

Source; Researcher 2024.  

4.6.3 Regression Statistics for Supplier Commitment and Organizational Performance  

The study examined the relationship between supplier commitment and organizational 

performance of Naivas supermarkets in Nakuru County. The findings showed that the adjusted R 
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square value was 0.228 meaning that differences in supplier commitment accounted for 22.8% of 

the variation in supermarket performance. The table 25 below shows the findings.  

Table 25: Regression Statistics for Supplier Commitment and Organizational Performance  

       Model    Summary          

  

Model  

R   R Square  

Adjusted 

R Square  

Standard  

Error  

df1  

  

df2  

Sig. F  

1       .489a   .239  .228  .649  1  68  .000  

 
a. Predictors: (Constant), for Supplier Commitment   

Source; Researcher 2024.  

4.6.4 ANOVA for Supplier Commitment and Organizational Performance  

An ANOVA analysis was also conducted between supplier commitment and organizational 

performance. Because the p value was (0.000) and the F critical was 21.455 at the 95% confidence 

level, the result is statistically significant because it is less than 0.05. Table 26 below provides an 

illustration of these results.  

  

  

  

  

  

Table 26: ANOVA for Supplier Commitment and Organizational Performance   

      ANOVAa        
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Model  

    

df  

SS (Sum of  

Squares)  

MS (Mean  

Square)  

    

F  

  

Sig  

1  Regression  1    9.059  9.059  21.455  .000b  

  Residual  68  28.712    .422      

  Total  69  37.771        

a. Dependent Variable: Organizational Performance  

b. Predictors: (Constant), Supplier Commitment   

Source; Researcher 2024.  

 4.6.5 Coefficients for Supplier Commitment and Organizational Performance  

The results in the table below demonstrate that supplier commitment resulted in a positive change 

of 0.410 when all other parameters are maintained constant. In addition to that, when all other 

variables are zero, a unit increase in information sharing results in a 2.601 unit increase in 

performance. Since all variables are significant (p<0.05), it is evident that the organizational 

performance of Naivas supermarkets in Nakuru County is greatly influenced by information 

sharing. The outcomes indicate that supplier commitment has a positive effect on organizational 

performance of Naivas supermarkets (β= 0.489, p<0.05). The equation (Y= β0+ β1X1) becomes; 

Y= 2.601+ .410X1.  

  

  

  

  

  

Table 27: Coefficients for Supplier Commitment and Organizational Performance  
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Model  

   Coefficients  

Standard  

Error    

  

 Beta  
t Stat  Sig. F  

1  (Intercept)  2.601  .299    8.672  .000  

  Supplier  

Collaboration  

.410  .089  

  

.489  

4.632  .000  

Source; Researcher 2024.  

4.7 Chapter Summary  

The study’s outcomes and conclusions have been elucidated and illustrated in detail in chapter 4.  

The chapter’s first section examined the study participants’ demographic data and information. 

The results of the first objective, which looked at how information sharing affected organizational 

performance, are presented in the second half of the chapter. Descriptive statistics, correlation 

analysis and regression analysis were used to analyze the data in this case. In the third section, data 

was analyzed using regression analysis and descriptive statistics to examine the impact of 

buyersupplier trust on organizational performance. The fourth section presents research on how 

supplier collaboration affects organizational performance. Regression analysis, correlation 

analysis and descriptive statistics are used for analysis. The final segment of the chapter offers the 

findings on the effects of supplier commitment on organizational performance, just like the other 

objectives, descriptive statistics, correlation analysis as well as regression analysis was used to 

ascertain the results. Chapter five presents the study’s discussion, the study’s conclusion and the 

study’s recommendations.    
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CHAPTER FIVE  

SUMMARY, CONCLUSIONS AND RECOMMENDATIONS  

5.1 Introduction  

This section includes a summary of the study and the findings, conclusion and the  

recommendations of each research objective in the research. The first part of the chapter provides 

the summary, the second part contains the conclusions then final part provides the 

recommendations of the study.  

5.2 Summary  

Examining the effects of supplier relationship management on organizational performance of 

Naivas supermarkets in Nakuru County was the main goal of this study. Additionally, the research 

was also lead by four specific goals that include; to examine the effect of information sharing on 

the organizational performance of Naivas supermarkets in Nakuru county, to determine the effect 

of buyer-supplier trust on the organizational performance of Naivas supermarkets in Nakuru 

county, to determine the effect of supplier collaboration on the organizational performance of 

Naivas Supermarkets in Nakuru county and lastly to examine the effect of supplier commitment 

on the organizational performance of Naivas Supermarkets in Nakuru county. The research 

methodology used in this study consisted of descriptive research design and data was collected by 

the use of questionnaires and interviews. The target population was 82 respondents but only 70 of 

them were capable of participating in this investigation from all the 7 branches of Naivas 

supermarket in Nakuru County. After the data was collected, the data was analyzed through 

descriptive statistics by the use of mean and standard deviation, as well as inferential statistics 

where a Pearson’s correlation and regression analysis were employed.  The outcomes were shown 

in figures and tables.   
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5.2.1 Information Sharing and Organizational Performance  

This study sought to determine the effect of information sharing on organizational performance of 

Naivas supermarkets in Nakuru County. The findings of this study showed that there appears to be 

a positive connection between information sharing and organizational performance (r=0.373, p 

value= 0.001). It is therefore evident that information sharing highly influences organizational 

performance. Most of the respondents agreed that sharing information with suppliers will lead to 

increased performance in the supermarkets. This supports Lamming R (1993) who mentioned in 

his book that information sharing has a role in fostering closer supplier relationships and improving 

organizational performance. Evidence from other research documents imply that information 

sharing is important in enhancing organizational performance (Spreen et., al 2022). The study also 

revealed that the supermarkets communicate their organization’s future strategic plans to their 

suppliers. This is supported by Faruquee et., al (2021) where the study emphasizes the importance 

of sharing information in building resilient supply chains. The study also mentions that sharing 

strategic plans with suppliers will lead to solving problems jointly and resilience. Sheu et., al 

(2006), mentioned that effective supplier- retailer collaboration involves sharing of strategic 

information with suppliers because this will lead to increased supply chain performance and overall 

organizational performance.  

The study’s findings also suggest that to some extent, the participants somewhat agreement that 

integrated information technologies and high-quality information have a beneficial impact on the 

volume of information sharing. Technological capacity is a crucial factor that influences 

information shared. Advanced technology will most likely lead to better communication and 

information sharing among stakeholders (Chau et., al 2021). According to Perlin et., al (2016), 

information that is of high quality is relevant, timely and accurate and this type of information will 

enhance the ability of an organization to share information. The study also revealed that investment 
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in information sharing will lead to inventory and cost reductions. Unlike the other sentiments the 

findings on this particular sentiment indicated that there was a bit of uncertainty amongst the 

respondents although most of them agreed with the sentiment. According to Cachon and Fisher 

(2000), Sharing information among members of the supply chain will greatly reduce inventory 

levels and costs as well. In their study they also mention that efficient inventory management and 

accurate demand forecasting will be achieved with better information sharing. When organizations 

invest in sharing information effectively, production planning and demand forecasting can be 

improved. This will reduce overproduction which will in turn lead to lower inventory levels and 

lower costs.  

5.2.2 Buyer-Supplier Trust and Organizational Performance  

The study also aimed to investigate how buyer-supplier trust affects the organizational 

performance of Naivas Supermarkets in Nakuru County. Most of the respondents were in 

agreement that supplier integration is practiced in the supermarkets. Supplier integration is 

important as it enhances supply chain and organizational performance. Evidence shows that 

supplier integration will most probably improve efficiency and innovation (Molinaro et., al 2022). 

Evidently, supplier integration aids firms in reducing production costs, shortening cycle times, as 

well as enhancing the quality of the product. This will lead to an enhancement in production 

efficiency and customer satisfaction. (Shou et., al 2022). The study also revealed that there’s better 

communication between the supermarkets and their suppliers. It is very important for supermarkets 

and suppliers to have better communication so a to have efficient supply chain management and 

organizational performance. Mwangi et., al (2021), mention that effective and efficient 

communication is a very important factor for organizations and suppliers to work together. This 

will lead to improved performance. When suppliers and organizations trust each other, there will 
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be better communication with suppliers. Supermarkets should be transparent with their suppliers 

in order to increase efficiency and have better communication (Marcus et., al 2019).  

According to the aftermath of the investigation, the respondents also agreed that the supermarkets 

trust the information that their major suppliers provide them. It is very crucial for supermarkets to 

develop trust for their suppliers in order to have effective organizational performance. Trust is a 

fundamental factor of successful relationships in the supply chain. According to Chen et., al 

(2023), supermarkets highly depend on the reliability and accuracy of the information from their 

suppliers in order to make the right decisions. Trust between supermarkets and suppliers is worked 

on and built overtime through reliability and consistency of information sharing. Trust is important 

as it enhances collaboration (Munubi et., al 2017). The respondents somewhat agreed that the 

supermarkets trust their major suppliers to keep their best interests in mind. In support of this 

statement, Dion et., al (2023) mention that supermarkets count on their major suppliers to work on 

their needs and interests. This will lead to a joint working relationship and improved organizational 

performance. Evidently, trust makes certain that suppliers have the supermarkets’ best interests 

and goals in mind (Hobelsberger, 2021).  

To confirm the relationship between buyer-supplier trust and organizational performance, a 

Pearson’s correlation analysis was conducted. The results established a positive connection 

between the two variables (r=0.369, p value= 0.001) It is therefore evident that buyer-supplier trust 

is very crucial in the supermarket’s performance.  

5.2.3 Supplier Collaboration and Organizational Performance  

Determining the effect of supplier collaboration on the organizational performance of Naivas 

Supermarkets in Nakuru county was the third objective of the study. The majority of the 

respondents concurred that suppliers exchange information with one another. It is crucial for 
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information to be shared with suppliers for effective supply chain management. In support to this 

statement, Colicchia et., al (2019), indicates that sharing information with suppliers will lead to 

enhanced performance, SC visibility and collaboration. The findings of this study also indicate that 

coordination of contracts takes place in the supermarkets. The respondents were however a bit split 

on this sentiment but they were still in agreement. Supermarkets commonly undertake coordination 

of contracts so as to make sure that collaboration and supply chain management are efficient. It is 

evident that having contracts will lead to long-term stability in supply chain coordination. This is 

likely to be beneficial to all members involved due to improvements in profit (Liang et., al 2022). 

The findings of this study also concur that joint quality management takes place in the 

supermarkets. Joint quality management is done in supermarkets in order to ensure that products 

of high quality are produced and this will eventually lead to customer satisfaction. According to 

Suresh et., al (2019), in support of this statement, it is evident that supermarkets focus on practices 

such as joint quality management in order to enhance customer satisfaction and achieve 

competitive advantage.  

Additionally, the findings imply that joint decision-making is practiced in the supermarkets. The 

respondents were also split on this sentiment, however some of them agreed with the statement. 

Joint decision making is a very important practice in supermarkets as it enhances efficiency and 

leads to better collaboration. In support to this statement, most supermarkets engage in joint 

decision-making practices in order to improve the processes of inventory management. This 

practice aids in achieving goals and improving organizational performance as well as supply chain 

performance (Kalanite et., al 2013). To determine the connection between supplier collaboration 

and organizational performance, a Pearson’s correlation analysis was done. The findings 

demonstrate that there’s a strong positive correlation between supplier collaboration and 
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organizational performance (r=0.455, p value= 0.000). According to Autry (2013), supply chain 

collaboration is among the leading factors for future SCs.   

5.2.4 Supplier Commitment and Organizational Performance  

Examining the effect of supplier commitment on Naivas supermarkets in Nakuru County 

organizational performance was the fourth and last objective of the study. Majority of the 

respondents agreed that suppliers’ performance is monitored in the supermarkets. Monitoring the 

performance of suppliers is a very important practice in supply chain management. This is because 

reliability, efficiency and quality will be ensured. Some evidence that supports this statement is 

that monitoring supplier performance will lead to securing good performance from the suppliers 

(Zou et., al 2019).  The respondents also agreed that the relationship that the supermarkets have 

with their major suppliers is something that the supermarkets really care about. Supermarkets do 

care about the relationships they have with their major suppliers. This is because having a good 

relationship with suppliers is important for having a reliable supply chain and achieve 

organizational performance in the long run. This is supported by a study done by Lees et., al 

(2020), where it was mentioned that “relationships of higher quality result to positive performance 

outcomes. This shows that supermarkets highly value the relationships”. Other findings of the 

study were that the respondents somewhat agreed that the supermarkets are always committed to 

listening to supplier complaints. It is very important for supermarkets to be committed to listening 

to their suppliers’ complaints. This will lead to strong supplier relationships and this will ensure 

that operations run smoothly and organizational performance is achieved. Scholarly evidence 

suggests that effective SRM involves listening to their suppliers’ complaints. This is effective in 

establishing trustworthy relationships and partnerships that last long. The findings of this study 

also imply that order fulfillment is achieved. The respondents were however split about this 

sentiment but some of them agreed with the statement. Order fulfillment is another important 
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aspect of SCM. According to some scholarly evidence, order fulfillment is achieved by conducting 

risk management and ensuring that long-term relationships are maintained (Heydari et., al 2020).  

An examination using Pearson’s correlation analysis revealed a strong positive association 

between supplier commitment and organizational performance (r=0.489, p value= 0.000). This 

means that supplier commitment influences organizational performance in the supermarkets in a 

positive way.    

5.3 Conclusions   

5.3.1 Information sharing and Organizational Performance  

Based on the findings, the study concluded that there is a favorable positive correlation between 

organizational performance and information sharing. It was concluded that Naivas supermarkets 

in Nakuru county consider sharing information with their suppliers as this will lead to increased 

performance. The study also concluded that the supermarkets communicate their organization’s 

future strategic plans to suppliers. This is because information sharing is very crucial in order to 

improve organizational performance. Additionally, it was determined that the intensity of 

information sharing is positively impacted by integrated information technology and high-quality 

information. The study also found that spending on information exchange will increase inventory 

and expense reductions in the supermarkets. This is significant because it demonstrates how 

important information sharing is in the effectiveness of the organization. Without information 

exchange with its suppliers, the supermarkets cannot function as doing so is essential to the 

operation of the supermarkets.     

5.3.2 Buyer-Supplier Trust and Organizational Performance  

Determining how buyer-supplier affected Naivas supermarkets in Nakuru county organizational 

performance was the second objective. In conclusion, the study it was established by the study that 
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supplier integration is practiced in Naivas supermarkets in Nakuru County. The study also 

concluded that the supermarkets have better communication with their suppliers. It is evident that 

better communication with suppliers increases the organizational performance of the 

supermarkets. Additionally, the study came to the resolution that they trust the information that 

their major suppliers provide them. Trust is very important between suppliers and supermarkets in 

order for their relationships to last long and in order to have positive organizational performance. 

This research also concluded that Naivas supermarkets in Nakuru county trust that their major 

suppliers will keep the supermarkets best interests in mind. Therefore, organizational performance 

and buyer-supplier trust are positively correlated.  

5.3.3 Supplier Collaboration and Organizational Performance  

 Determining the effect of supplier collaboration on the organizational performance of Naivas 

supermarkets in Nakuru county was the third objective of this investigation. Naivas supermarket’s 

organizational performance was found to be influenced by the practice of sharing information 

among their suppliers. The study also concluded that the coordination of contracts takes place in 

the supermarkets. It is essential for the supermarkets to coordinate contracts with suppliers so as 

to develop long term effective relationships with them. This research also concluded that joint 

quality management takes place in Naivas supermarkets, working together with suppliers benefits 

both the supermarkets and the suppliers. The study further concluded that joint decision-making is 

practiced. The supermarkets consider suppliers as a crucial part in their organizational success and 

they therefore include them in decision making. It was therefore concluded that supplier 

collaboration has a significant influence on organizational performance on Naivas supermarkets.  

5.3.4 Supplier Commitment and Organizational Performance  

The study concluded that the supermarkets monitor the supplier’s performance, this will enable the 

supplier to perform as expected with accuracy and reliability. The study also concluded that the 
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relationship that the supermarkets have with their major suppliers is something that the 

supermarkets really care about. The study also concludes that the supermarkets are always 

committed to listening to their supplier complaints, as this will enable them to work well with their 

suppliers and have a committed relationship. The study further concludes that order fulfillment is 

achieved in the supermarkets. In conclusion, supplier commitment significantly affects the 

organizational performance of Naivas supermarkets in Nakuru county.  

5.4 Recommendations    

5.4.1 Recommendations for Practice to the Authorities for Implementation  

This research study recommends that the authorities should enforce SRM guidelines as well as 

develop them. Some of these guidelines include; communication, how to resolve disputes, and 

performance metrics in order to make sure that the relationship between the supermarkets and the 

suppliers is reliable and consistent.  The research also recommends that the supermarkets should 

keep on using integrated information technologies as this will lead to benefits such as real-time 

data access, improved communication, reduced risks of errors, increased productivity, cost 

efficiency as well as customer satisfaction. Investing in information sharing will definitely lead to 

inventory and cost reductions and therefore the supermarkets are recommended to invest greatly 

in information sharing as this will help in managing relationships with suppliers effectively.  

The study also recommends that it is important to put in place training programs for all members 

involved, i.e. the staff, the suppliers and the supermarket as well. The training programs should 

emphasize on joint quality management, joint decision making as well as effective communication.  

The study also recommends that SRM practices should be monitored so as to assess the 

effectiveness of SRM. Creating platforms for collaboration between supermarkets and the 

suppliers is also very important and is recommended by this study. This study further recommends 
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that in order for Naivas supermarkets and suppliers to maintain a trust-based relationship with each 

other, practices such as supplier integration should be taken seriously.  

5.4.2 Recommendations for Service Users/Beneficiaries  

This study recommends that customers need to actively participate in providing feedback so as to 

enable the supermarkets identify the areas for improvement. The study also recommends that the 

service users/ beneficiaries have to be informed about the practices and decisions that are related 

to supplier management. This will be very beneficial in aiding the customers make the right choices 

and help the supermarkets manage supplier relationships better. It is also recommended that the 

customers should utilize customer service channels so that they can report any issues that might 

occur and concerns that might occur as well. This will be very important because Naivas 

supermarkets will be able to solve problems with suppliers in a fast pace. It is also recommended 

that the supermarkets should ensure that they maintain better interactions with their customers as 

this will lead to great feedback which will in turn enable the supermarkets to work properly with 

their suppliers.  

5.4.3 Recommendations for other Stakeholders  

-Suppliers and vendors  

The research recommends that Naivas supermarkets in Nakuru county should ensure that better 

communication should be maintained and shared with suppliers and vendors in order to have an 

improvement in the performance of the supermarkets. Including the organizations future strategic 

plans, all important information should be made accessible to the supplier so that the organizational 

processes can flow effectively. In order to ensure that suppliers are providing trustworthy 

information to the supermarkets, it is recommended that supplier evaluation is carried out 

rigorously, quality control measures are established, ensuring that suppliers have the relevant 
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certifications and ensuring that regular communication and feedback is followed through.  There’s 

also a need for coordination of contracts to take place as this helps in risk management, legal 

requirements and compliance, monitoring of suppliers’ performance as well as solving any 

disputes that may arise. The study recommends that supplier performance should be continuously 

monitored in order to ensure that the suppliers are providing the best products and services. The 

study also recommends that the supermarkets should build good relationships with their suppliers 

that are based on trust. Once trust is achieved, commitment will be easily formed. It was also 

recommended that training programs should be pt in place for order fulfillment practices.  

-Logistics Providers  

This study recommends that the supermarkets should work more collaboratively with logistics 

providers as this will help in the smooth running of operations and can as well implement SRM 

practices. Sharing information with logistics providers will also help in enhancing organizational 

performance and improving the relationship between the supermarkets and the logistics providers.  

5.5 Recommendations for further research   

The purpose of the current study was to ascertain how supplier relationship management practices 

affect Naivas supermarkets’ organizational performance in Nakuru County. Similar studies must 

be carried out in additional Naivas supermarket locations throughout all of Kenya’s other counties 

in order to generalize the results.   
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APPENDIX I: Questionnaire  

The questions below are for the purposes of investigating the effect of supplier relationship 

management on Organizational performance of supermarkets; a case study of Naivas supermarkets 

in Nakuru County. Your opinion as reflected in this questionnaire is important to this study and 

will be held in confidentiality. Therefore, you are requested to fill this questionnaire in the most 

free and honest way possible.  

  

SECTION A: Background Information  

1. What is your level of education?  

 University (Postgraduate)        University (Undergraduate)          College   

                High school level                     Primary level   

2. How long have you worked with the supermarket?  

Less than 1 year 1- 4 years  

 5-9 years     10 years and above years          

3. Which level of employment do you belong to in the supermarket?  

 Employees (non-managers)             Lower management   

 Middle management             Top management    

SECTION B: INFORMATION SHARING  

4. Please respond to the following statements by ticking in the appropriate column. The 

different columns indicate Strongly Agree (SA); Agree (A); Neutral (N); Disagree (D); and 

Strongly Disagree (SD) represented by 5,4,3,2 and 1 respectively. How do you agree with 

the following statements about information sharing among buyers-suppliers?  
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SECTION C: BUYER-SUPPLIER TRUST  

Information Sharing  5  4  3  2  1  

We usually communicate our organization’s future 

strategic plans to suppliers  

          

Sharing information with suppliers will lead to 

increased performance  

          

Investment in information sharing will lead to 

inventory and cost reductions.  

          

Integrated information technologies and information 

quality have positive influence on the intensity of 

information sharing.  

          

5. Please respond to the following statements by ticking in the appropriate column. The 

different columns indicate Strongly Agree (SA); Agree (A); Neutral (N); Disagree (D); and 

Strongly Disagree (SD) represented by 5,4,3,2 and 1 respectively. How do you agree with 

the following statements about trust between the buyer and supplier?  

Buyer-Supplier Trust  5  4  3  2  1  

There’s better communication with suppliers            

Supplier integration is practiced            

We trust the information that our major suppliers 

provide to us  

          

We trust our major suppliers to keep our best 

interests in mind  

          

SECTION D: SUPPLIER COLLABORATION  

6. Please respond to the following statements by ticking in the appropriate column. The 

different columns indicate Strongly Agree (SA); Agree (A); Neutral (N); Disagree (D); and 

Strongly Disagree (SD) represented by 5,4,3,2 and 1 respectively. How do you agree with 

the following statements about supplier collaboration?   
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Supplier collaboration  5  4  3  2  1  

Joint decision-making is practiced            

Coordination of contracts takes place            

Joint quality management takes place            

Information is shared among suppliers             

SECTION E: SUPPLIER COMMITMENT  

7. Please respond to the following statements by ticking in the appropriate column. The 

different columns indicate Strongly Agree (SA); Agree (A); Neutral (N); Disagree (D); and 

Strongly Disagree (SD) represented by 5,4,3,2 and 1 respectively. How do you agree with 

the following statements about supplier commitment?  

Supplier Commitment  5  4  3  2  1  

Order fulfillment is achieved             

Supplier’s performance is monitored            

The relationship that our firm has with our major 

supplier is something our firm really  

          

cares about       

We are always committed to listening to supplier 

complaints  

          

  

Thank you for your co-operation  
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APPENDIX II; INTERVIEW GUIDE  

Focus Area  Specific questions  
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Information Sharing  

  

  

How do you ensure that critical information is shared 

with all your suppliers?  

How do you ensure that communication is transparent 

and timely with your suppliers? Are there any barriers to 

effective communication?  

  

Buyer-supplier trust  

  

 What are some of the factors that influence your trust in 

a supplier? How important is trust in your decision 

making?  

b) Can you share an instance where trust impacted your 

relationship?  

Supplier collaboration  What factors contribute to successful collaboration with 

suppliers in your opinion?  

 Could you describe a recent collaboration with one of 

your suppliers? What issues did you encounter and what 

worked well?   

Supplier Base  

Optimization  

What basis do you use when selecting your suppliers?  

 What challenges and issues have you faced during 

supplier selection?  
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