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Abstract— Traditionally in every company the procedural function of strategic purchasing is quite narrow. The key responsibility 

for purchasing usually is buying the parts that operator is needed on lowest possible cost, as such purchasing is most often a sub 

department of manufacturing and operations. However In present scenario purchasing plays a very important role from the usual 

shorter and opportunistic to integrated holistic and long term goals, further more purchasing strategy is no longer derivative from 

the operation strategy but is aligned to the business strategy. The result tested below a hypothesis on the strategic purchasing. The 

hypothesis tested with a survey of purchasing executives and the result were analyzed using a null hypothesis. 
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1. INTRODUCTION 

Every Organization looking and grabbing various purchasing 

technique to gain cash flow. Purchasing department needs to 

stay alert to minimize loss technique like changing nature of 

demand, seeking joint advantage with supplier, manage spend. 

The usage of various technique required knowledge about 

vendors, value about commodity for which organizations have 

experts. The drastic changes in market condition impact on the 

prices of the commodities. Purchase without any technique 

includes risk, arises due to ignorance towards factors that are 

internal or external. 

 

For any organization it is difficult to handle such critical 

situation to overcome this condition they needs not only 

experts but also strong purchasing techniques with proper 

explanation. 

But such technique are popular in western countries however it 

attract Indian industries after 2000 because arrival of company 

ARIBA in India. The various other companies like Accenture, 

zycus also provides such services to other organisation. But 

each organisation should understand how these works how it 

helps to save money and increase the cash flow. 

2. LITERATURE REVIEW 

Purchasing: 
 Purchasing may be defined as the function of 

acquiring goods from internal and external vendors to 

an Organisation, One of the important entity involved 

is purchasing department, Purchasing management can 

be defined as the concept of managing purchasing and 

related aspects in the organisation because of 

industries purchase presently 70% of their turnover, 

the purchasing management department ensures that  

 

 

 

all goods, supplies and inventory needed to operate are 

kept in stock. It is also responsible for controlling    

the cost of goods ordered, controlling inventory level 

and building strong relationship with customers.    

While supply chain was gaining attention in both 

practice and the academic literature, the concept of    

strategic purchasing has also been emerging. Just 

recently a definition of strategic purchasing was    

developed by Carr and Smeltzer (1997). By means of 

a literature review and empirical research, they    

found three factors to be indicators of strategic 

purchasing: (1) the purchasing function has a  formally    

written long range plan, (2) purchasing operation  

long-range plan is reviewed and adjusted to match    

changes in the company (3) purchasing operation 

long-range plan includes the kinds of materials or     

services to be purchased. From this definition, it may 

be said that the purpose of strategic purchasing    is to 

direct all purchasing activities toward opportunities 

consistent with the firms capabilities to     achieve its 

long-term goals. This perspective on strategic 

purchasing is consistent with the general strategy 

literature. In one of the more popular definitions of 

strategy, Quinn (1980) states that strategy     is the 

plan that integrates organizations major goals, 

policies, and action sequences into a cohesive    whole. 

As Certo and Peter (1994) state, strategy is the attempt 

to direct the firm’s activities toward a  long-term goal. 

The idea of strategic purchasing began to emerge in 

the 1980s. But historically top management tended to 

view purchasing as having a passive role in the 

business organization (Ammer, 1989). But during the 

1980s, purchasing began to hear that it was important 

to become involved in the    corporate strategic 

planning process (Spekman and Hill, 1980). By the 

1990s, both academics and     managers were giving 

much more attention to strategic purchasing. Articles 
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were written that indicated how the purchasing 

process could be linked to corporate strategic planning 

(Watts et al., 1992). A thorough review of the articles. 

Published on strategic purchasing was conducted by 

Ellram and Carr (1994). Based on the literature, a 

clear distinction between a strategic purchasing 

function and a clerical purchasing function was 

identified. Purchasing activities can be viewed along a    

spectrum which ranges from clerical to strategic. 

Pearson et al. (1996) indicate that at the clerical level    

the purchasing function will have low visibility, with a 

lengthy reporting relationship to top management. 

Thus, purchasing decisions are routine in nature. The 

clerical level includes basic  purchasing activities such 

as order processing, expediting orders, following-up 

on orders, and  selecting suppliers based on price. At 

this end of the spectrum, purchasing performance is 

based efficiency measures (Reck and Long, 1988). 

Little interfunctional communication takes place 

because of purchasing operation low visibility. 

Purchasing operation  job is to keep the factory 

running and the buyer often has no relevant 

professional qualification (Keough, 1994). Freeman 

and Cavinato (1990) classify this level as basic     

financial planning.At the strategic level, purchasing 

activities are  integrative. Pearson et al. (1996) state 

that strategic purchasing has a proactive, long-term 

focus.According to Reck and Long (1988), the cross 

functional training of purchasing professionals occurs.    

Permanent lines of communication are establishedwith 

other functional areas. Professional development 

focuses on strategic elements of the competitive 

strategy. Purchasing performance is measured in terms 

of contributions to the firms success. At this level,    

supplier management is critical (Keough, 1994). 

Purchasing operations selects the right type of 

relationship with its suppliers and supplier 

relationships are strategically managed. While there 

was agreement on what constitutes strategic 

purchasing, Ellram and Carr (1994) concluded that the 

body of literature primarily consists of conceptual 

frameworks and exploratory findings based on 

empirical research. And, few of these   articles attempt 

to link purchasing to the strategic management 

process. Although few articles linked purchasing to 

strategic planning, a general theme seemed to be 

developing that purchasing was becoming more 

strategic. As a result of a comprehensive study on the 

future of purchasing, Carter and Narasimhan (1996) 

concluded that purchasing operation ability to impact 

strategic planning has   increased in a number of firms. 

Spekman et al. (1994) recently noted that purchasing 

professionals have new opportunities to become 

strategic due to the rapidly changing competitive  

environment. The conclusion can be made that 

purchasing as a strategic function has gained in 

importance. 

 

. 

 GENERAL PURCHASING CYCLE: 

Goods and service cannot be received without the liability  
being recorded, if this is possible then the liabilities could 
be understated  along with the expenses. Moreover only 
authorized goods and service are made. If this is not the 
case then the company would suffer from paying of 
unauthorized purchases and expenses will be overstated 
only authorized goods are expected on delivery this means 
there must check to the purchase order for agreement of 
quantities to be delivered, and only authorized payment to 
the supplier is possible if this is not the case then the 
company would end up paying for authorized purchase and 
understatement of the bank would result. All goods return 
to the supplier must be approximately would be death 
with.”. 
 

PURCHASING PRINCIPLE AND TECHNIQUE. 

            All procurement function essentially have the same goal: 

 

 

Obtaining maximum savings. In procurement  

professional attempts to obtain the goods and services at 

the lowest price and at the necessary quantity level, he/ she 

thrives to fulfil certain objectives in the day to day 

endeavour related to purchasing functions. What then 

objective in purchasing, the national institute of public 

purchasing maintains that the objective of purchasing are : 

        

          a)To obtain the right material or services meeting quality  

   requirement in the rigid quantity for delivering at the      

           right time to the right place from the right source with the 

      right service at right price. 

      b)To supply end user with an uninterrupted flow of goods  

         and services. 

          c)To purchase competitively. 

            d)To laid empaises on quality and best values . 

 

 

 

THREE PURCHASING TECHNIQUE: 

 

    CHANGE NATURE OF DEMAND                                            

The nature of demand does not remain same throughout  

the year, there are some other things like re specification, 

blanket po can be used in this technique which are as 

follows: 

  

Re specification is used when organisation not able 

to make saving if hard try so they need to go back 

to their requirement and needs to cheak about each 

specification that the particular things really  

 

 

 

required or not. Blanket po is the method when the 

organisation confirm about there future demand 

particularly commodity so they can directly raise po 

for entire rather raising several po for same 
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commodity and ask for discount for supplier. With 

this strategy organisation can purchase the raw 

material, semi-finished goods finished goods as per 

season of products with respect to quality and 

quantity. 

 

 

SEEK JOINT ADVANTAGE WITH SUPPLIER: 

Where there is both high supply power and high demand 

power, the strategy aims at searching jointly with the 

supplier for advantages. The different variants of this basic 

strategy depends upon the scope and intensity of the 

partnership. Value partnership where goal is optimize 

growth and share business risk which leads win win 

situation for both the parties. Integrated operation planning 

where both party need to show trust on each other related  

to the operation and production. Meanwhile the intensity 

can range from project asked sharing of costs to the 

sharing of financial success and risk. 

 

 

      MANAGE SPEND: 

 Spend means expenditure for organisation, manage spend 

in the case of low supply and demand power basic 

technique involves professional steering of demand. 

Manage spend of all requires detailed knowledge of who is 

buying what from which supplier. Based on this one can 

then consider the possibility of offsetting low demand 

power by building demand, either within the company or 

across company boundaries, these consideration should be 

backed by an uncomprising analysis of whether the 

demand in question is really justified. The approaches for 

cutting costs and adding value within this basic strategy are 

demand management where organisation can analysis their 

requirement from particular vendor and procure only 

quantity which is exactly required, volume bundling is the 

concept which is similar to the economy of scale where 

organization can save the  money by producing the 

products in bulk for their customer and commercial data 

mining which includes the keeping the records of previous 

purchase which help in future purchase. 

 

     FUNDAMENTAL CONCEPT RELATED TO THE 

TOPIC 

 

PURCHASE ORDER: 

A Purchase Order Is Commercial Document and first 

official offer issued by a buyer to a seller, indicating 

types, quantities, and agreed price for products and 

services, acceptance of a purchase order by a seller forms 

a contract between the buyer and seller, so no contract 

exist until the purchase order is accepted. It is used to  

 

 

 

control the purchasing of products and services from 

external supplier. 

 

   

 

            BLANKET PO 
A blanket order is the purchase order the customer makes 

with its suppliers which contains multiple delivery date 

over a period of time,  Often negotiated to take advantage 

of predetermined pricing. It is normally used when there 

is a recurring need for expendable goods; blanket orders 

are often used when a customer buys large quantities and 

has obtained special discounts. Having a blanket order 

prevents the customer from having to hold greater than 

necessary amounts of stock and avoids the administrative 

expenses of processing frequent purchase orders, while 

favouring discount pricing through volume commitments 

or price breaks. A blanket order is set at fixed price 

contract for a period of time. The buyer looks for the best 

pricing among compeitator supply bid, after the best one 

is chosen the price of goods are fixed and also quantities 

of each product given to the supplier to prepare stocks for 

on request delivery. Forecasted quantity is provided by 

the buyer as full  usage quantity recorded historically few 

years or as  needed for quantitative analysis. The supplier 

may give a condition of quantity to supply for this 

contract  which may be done one or two years. 

 

 

The blanket order will charge the delay delivery if the 

supplier could not supply the products in the contract on 

time. Anyway since the suppliers has already kept the 

stock for ready delivery for the first year or agreed period, 

if the buyer could not fulfil the contracts. Conditions such 

as must buy 80% of forecast quantity within a year the 

contract may be extended, or the delay charge could be no 

more, or no other charges requested by the buyer. 

 

The blanket order is very useful for the buyer. The most 

difficult part of having a contract is determining the 

forecast quantity arranged by the user of the product. As a 

forecast quantity can be difficult to get, the supplier must 

be aware of the quantity to keep in stock. An easy way to 

do this is to discuss with the buyer what quantity to keep 

in stock. For example, they might keep only 20% in stock 

in the first six months so that the supplier and the buyer 

are able to review the quantity and adjust it appropriately, 

this reduces the stock burden of the supplier during the 

contract period and might help the buyer at the end of the 

contract if the stock doesn’t move as quickly as 

anticipated, the contract may be extended year after year 

but it can be adjusted each time as more relevant 

forecasting history will predicate the needs to decrease or 

increase stock requirements, alternatively some 

companies may utilize forecasted in formation via mrp  

 

 

 

system to determine appropriate stock quantities 

throughout the product life cycle. 
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VALUE PARTNERSHIP: 
For organisation looking to build a new business or 

expand an existing one, a strong partner can be key. For a 

company such as consumer product business seeking to 

launch products into new industry sector, partnering with 

the company already integrated into that sectors channels 

of distribution can make market entry easier and more 

realistic to achieve. 

It is concept where two parties working together for 

developing and refining the business concept and crafting 

the business plan. But both parties might not be a partners 

but simply working together. 

 

          Overtime, successful  value partnership confirmed that  

          parties skill complemented   each others well and specific  

         contribution  towards getting the business get funded. 

 

  

INTEGRATED OPERATIONS; 

To produce product from raw materials, it needs to move 

out from various processes where various operations gets 

perform on it. However in integration operations the 

operation gets divided between two parties based on each 

other competencies also each party knows about processes 

done in each other production house but they not disclose 

out to anyone thus integrated operation totally based on 

trust on each other. 

 

 

VOLUME BUNDLING 

This concept is similar to economies of scale, economies 

of scale are the cost advantages that enterprise obtain due 

to size, output or scale of operation, with the cost per unit 

of output generally decreasing with increasing scale as 

fixed cost are spread out over more units of output. Often 

operational affiance is also grater with increasing scale, 

leading to lower variable cost as well. Economies of scale 

apply to a variety of organisation and business enterprise. 

For example, a large manufacturing facility would be 

expected to have lower cost per unit of output than a 

smaller facility all the factors being equal, while a 

company with many facilities should have a cost advantage 

over a competitor with fewer. 

Some economies of scale, such as capital cost of 

manufacturing facilities and friction loss of transportation 

and industrial equipments, have a physical re engineering 

basis. The economics concept dates back to adam smith 

and the of obtaining large production returns through the  

 

 

use of division of labours. Diseconomies of scale are the 

opposite. Economies of scale often have limits, such as  

 

 

 

passing the optimum design point where cost per 

additional unit begin to increase. Common limits include 

exceeding the nearby raw material supply, such as wood 

in the lumber, pulp and paper industry. A common unit for 

low cost per unit weight commodities is saturating the  

 

 

 

regional markets, thus having to ship product un 

economical distance. Other limits include using energy  

 

 

less efficient or having a higher defect rate. Large 

producers are usually efficient at long runs of a product 

grade and find it costly to switch grade frequently. They 

will therefore avoid speciality grades even though they 

have higher margins, often smalles manufacturing 

facilities remain viable by changing from commodity 

grade production to speciality products. 

 

DATA MINING: 

Data mining is used to understand previous purchase 

patterns, materials, customer record setting up 

computational process of discovering patterns  in large 

data sets involving methods at the intersection of artificial 

intelligence, machine learning, statics and data base 

system. The overall goal of the data mining process is to 

extract information from a data set and transform it into an 

understandable structures, visualization and online 

updating. 

The term is the buzz word and is frequently misused to 

mean any form of large scale data or information 

processing (collection, extraction, ware housing analysis 

and statistics) but is also generalized to any kind of 

computer decision support system, including artificial 

intelligence. In the proper use of the word the key term is 

discovery commonly defined as detecting something new 

often the more general terms(large scale) data analysis or 

when referring to actual methods, artificial intelligence and 

machine learning are more appropriate. 

The actual data mining task is the automatic or semi 

automatic analysis of large quantities of data to extract 

previously unknown interesting patterns such as group of 

data records(cluster analysis) unusual records(anomaly 

detection) and dependencies(association rule mining), this 

usually involves data base techniques such as spatial 

indices. These patterns can then be seen as a kind of 

summary of the input data, and may be used in further 

analysis or for example, in machine learning and predictive 

analytics, for example data mining set up might identity 

few multiple groups in the data, which can then be used to 

obtain more accurate prediction results by a decision 

support system.  

 The related term data fishing and data snooping refers to 

the  use of data mining methods to sample parts of a larger 

 

 

 

 population data set that are too small for reliable  

statistical    inferences to be made about the validity of any 

patter  discovered. These methods can, however be used in 

http://www.ijrmee.org/


International Journal on Recent Technologies in Mechanical and Electrical Engineering (IJRMEE)                                  ISSN: 2349-7947 
Volume: 2 Issue: 6                                                                                                                                                                            068 – 076 

_______________________________________________________________________________________________ 

72 
IJRMEE | June 2015, Available @ http://www.ijrmee.org                                                                 

_______________________________________________________________________________________ 

creating new hypothesis to test against larger data  

population.  Various erp system such as SAP, SAS, Oracle 

databases can  be used for such techniques. 

 

RESEARCH DESIGN AND HYPOTHESIS 

 
To carry out the research effectively the understated research 

methodology shall be adopted for the purpose. 

 

 

 

Preliminary investigation 

All old literature, studies, website books used to get 

acquainted with the topic of study. 

The hypothesis of the study shall be as under. 

Ho: Null Hypothesis- The null hypothesis is terms used 

in statistical tests, which are formal methods of reaching 

conclusions or making decisions on the basis of data. 

The hypotheses are conjectures about a statistical 

model of the population, which are based on a sample of 

the population. The tests are core elements of statistical 

inference, heavily used in the interpretation of scientific 

experimental data, to separate scientific claims from 

statistical noise. 

The statement being tested in a test of [statistical] 

significance is called the null hypothesis. The test of 

significance is designed to assess the strength of the 

evidence against the null hypothesis. Usually the null 

hypothesis is a statement of 'no effect' or 'no difference 

. It is often symbolized as H0. 

Statistical significance test: "Very roughly, the 

procedure for deciding goes like this: Take a random 

sample from the population. If the sample data are 

consistent with the null hypothesis, then do not 

reject the null hypothesis; if the sample data are 

inconsistent with the null hypothesis, then reject the null 

hypothesis and conclude that the alternative hypothesis 

is true. 

 Null hypothesis is applied in analyzing the Purchasing 

technique performing lower than traditional purchasing. 

The sampling technique to be used for theproposed 

study shall be judgmental sampling. Primary data will 

be collected from the interview of people coming to 

purchasing department, secondary data shall be used for 

the proposed study. 

          

 

 

 

 

 TOOLS AND TECHNIQUE ANALYSIS: 

 

The organisation purchasing tool or database 

(purchasing) records can be used to compare the 

performance. 

 

STATISTICAL ANALYSIS; 

Statistical analysis method to evaluate the drastic 

change. Through above information null hypothesis can 

be tested by using F test 

 

F TEST 

An F Test is an statistical test in which the test statistic 

has an f distribution under the null  hypothesis. It is 

most often used when comparing statistical model that 

have been fitted to a data set, in order to identify the 

model that best fits the population from which the data 

where sampled. Exact f test mainly arise when the 

models have been fitted to the data using least squares.  

 

 

The name was coined by George wS nedecor in honour 

of sir Ronald A Fisher. Fisher initially developed the 

statistic as the variance ratio in the 1920s.  

 

In F TEST  

F= σ
2

s1 / σ
2

s2 
 

Where  σ
2
s1 and σ

2
s2 represents the variance of two 

normal population. 

 
                           

                       Σ(x1i-  x1)
2
 

         σ
2
s1     =   ---------------                                                 

                          (n1-1) 
                                                                                    

                                         

                       Σ(x2i-  x2)
2
 

         σ
2
s1     =   ---------------                                                 

                          (n2-1) 

 
              x1i    = frequencies of first sample  

              x2i    = frequencies of second stage                          

                      x1i   = mean of first sample  

                      x2i   = mean of second sample 

              n1   =  number of frequencies of first sample 

              n2     = number of frequencies of second sample. 

 

Where The calculated value of F is smaller than in table 

below. We conclude that F ratio is not significant. 

If  F ratio is considered non significant, we accept the 

null hypothesis, but if F ratio is considered significant we 

than readjust Ho. 

 

When we use F test we presume that 

 

 

 

 

1. the population is normal, 
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2. samplies have been drawn rapidly 

 

3. observations are independent 

 

4. there is no measurement error 

. 

The object of f test is to test the hypothesis whether the 

two samples are from the same normal population with 

equal variance or from two normal populations with 

equal variances test was initially used to verify the 

hypothesis of equality between two variances, but is now 

mostly used in the context of analysis of variance. The 

following example illustrates the use of f test for testing 

the equality of variance of two normal populations. 

 

Judgmental sampling:  

Judgmental sampling is non probability sample technique 

where the researchers selects units to be sampled based on 

their knowledge and professional judgment. This type of 

sampling technique is also known as purposive sampling 

and authorities sampling. 

Purposive sampling is used in cases where an specialty of 

an authority can select a more representative sample that 

can bring more accurate results than by using other 

probability sampling technique. The process involves 

nothing but purposely handpicking individuals from the 

population based on the authority or the researchers 

knowledge and judgement. 

When to do judgmental sampling: 

Judgmental sampling design is usually used when a 

limited number of individuals posses the trait of interest. 

It is only viable sampling technique in obtaining 

information from a very specific group of people. It is 

also possible to use judgmental sampling if the 

researchers  knows a viable professional or authority that 

he thinks is capable of assembling a representative 

sample. Setback for judgmental sampling: The two main 

weakness of authorities samplings are with the authority 

and in the sampling process both of which pertains to the 

reliability and the bias that accompanies the sampling 

technique. Since it comes to the sampling process it is 

usually biased since no randomization was used in 

obtaining the sample. It is also worth noting that the 

members of the population did not have equal chances of 

being selected. The consequences of this are the 

misinterpretation of the entire population which will then 

limit generalization of the results of the study. 

 
 

METHOD OF DATA COMPLITION, TABULATION 

AND GRAPHICAL PRESENTATIONS. 

 

Data collection is important aspect of any type of 

research study. inaccurate data collection can impact the 

result of a study and ultimately leads to invalid 

result,Data collection methods for impact evaluation 

vary along a continuum. At the one end of this 

continuum are quantative methods and at the other end 

of the continuum are qualitative methods for data 

collection. 

Out of the various method researchers has used 

interview as data collecting method which comes under 

qualitative method. 

 

 

The purpose of research interview: 

 

The purpose of research interview is to explore the 

views , experiences, beliefs and motivation of 

individuals on specific matters, qualitative methods such 

as interview are believed to provide deeper 

understanding of social phenomena than would be 

obtained from purely quantative methods, such as 

questionnaires. Interviews are therefore most 

appropriate where little is already known about the 

study phenomena or where detailed insights are required 

from individual participation. They are also particularly 

appropriate for exploring sensitive topics, where 

participant may not want to talk about such issues in a 

group environment,Process followed for interview: 

Researchers designed some questions related to 

purchasing technique asked same to employee of the 

firm who were closely related to purchasing related 

activity by visiting the company . 

                 

          SCALE: 
Arbitary Scale to measure the result. Arbitrary scales are 

developed on adhoc basis and are designed largely 

through the researchers own subjective selection of 

items. The researchers first collect few statements or 

items which he believes are unambiguous and 

appropriate to a given topic. Some of these are selected 

for inclusion in the measuring instrument and then 

people are asked to check in a list the statement with 

which they agree. The scale which is used in this project 

to prove hypothesis is as follows: 
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      CASE STUDY:  
Objective of Case Study : To verify whether the 

relationship established is valid through the responses 

from the industries. The major aim of the case study is 

to provide a practical example of performance 

improvement of the Indian manufacturing 

COMPANIES.  One of the objectives of case study was 

to assess the STRATEGIC PURCHASING 

implementation practices and performance improvement 

of the organization The case study helps in evaluating 

the company’s overall business performance. 

 

               Following questionnaire researchers used: 

 

 

               

1. Have you ever used blanket order concept?                                                                                                                                                                                                                                                              

  a) Not known b) No  c) Occasionally  d) Yes  

 

2. Does concept of respecification worked/ working for 

you? 

  a) Not known b) No  c) Occasionally  d) Yes 

 

3. Does value partnership working for you? 

  a) Not known b) No  c) Occasionally  d) Yes 

                                                                                                                            

4.Is integrated operation doing better? 

  a) Not known b) No  c) Occasionally  d) Yes 

 

5. By equalising the credit policies is cash polices is cash 

flow goes  up? 

a) Not known  b) No  c) Occasionally  d) Yes 

 

6, is volume bundling helping you? 

    a)Not known  b) No  c) Occasionally  d) Yes 

 

7. Is  data mining tool used? 

  a) Not known  b) No  c) Occasionally  d) Yes 

 

 

 

Mathematical and statistical analysis and interpretations. 

Obtained frequencies after asking question for traditional 

purchasing    

                                                                                                                                                 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

                            

 

 

 

 

 

 

 

 

                 

SR NO 
A1 

1 11 

2 12 

3 11 

4 12 

5 11 

6 13 

7 11 

8 11 

9 11 

                                                                                                                                                                                                                                                         

Answers Rating 

Not know 1 

No 2 

Occasionally 3 

Yes 4 

SR NO A1 

1 11 

2 12 

3 11 

4 12 

5 11 

6 13 

7 11 

8 11 

9 11 

SR NO A2 

1 27 

2 27 

3 25 

4 28 

5 26 

6 26 

7 24 

8 27 
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   Obtained frequencies after asking question from new 

purchasing technique 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

         Calculation 
 

              N1= 9, N2=13 

 

                σ
2

s1   =36.22/8=4.52 

 

                σ
2

s2  = 15.74/12=1.21 

 

               F= σ
2

s1 / σ
2

s2 
 
               σ

2
s1   =36.22/8=4.52 

 

                 σ
2

s2  = 15.74/12=1.21 

    

               F=4.52/1.21 

 

               F=3.74 (CALCULATED) 

 

              BUT F=3.28 (TABULAR) 

 

             As calculated value is greater than the tabular value  

             so reject null hypothesis and accept alternative,. 

 

              

            CONCLUSION:   
             From study it is clear that purchasing is important  

             activity at organization and it needs to be done 

             carefully and logically. 

 

             It is obvious that quantity of raw material will be   

             differ month by month hence to achieve maximum  

             profit for bulk order company goes for concept   

             called blanket po so it is confirmed that change  

             nature of demand is technique where organization 

             can change their demand of raw material with  

              respect to the   demand. 

 

             Joint venture advantage with supplier is again helps   

            organization to save their spend, venture with local  

            vendors helps to reduce transportation cast, trust 

between both party leads excellent operation 

planning and joint venture helps to share the risk for 

Organization. Manage spend is the technique of 

includes economy of scale where organisation can 

produce the products in bulk so that they can 

benefit from suppliers, data mining where all 

previous purchase can be saved and reviewed for 

future purchase. There are other good purchasing 

techniques available for purchasing over traditional 

purchasing. Traditional purchasing is weaker 

compare to various purchasing technique like 

change in demand, joint venture with suppliers, 

managing spend in terms of cost 

 

                  

 

 W Z  

SR 
NO 

E1 E2 ẽ1 ẽ 2 E1-ẽ1 E2-ẽ2 
W*
W 

Z*Z 

1 11 27 13.33 25.79 -2.33 1.21 5.43 1.47 

2 12 27 13.33 25.79 -1.33 1.21 1.77 1.47 

3 11 25 13.33 25.79 -2.33 -.79 5.43 .62 

4 12 28 13.33 25.79 -1.33 2.21 1.77 4.90 

5 11 26 13.33 25.79 -2.33 .21 5.43 .05 

6 13 25 13.33 25.79 -.33 -.79 .11 .62 

7 11 26 13.33 25.79 -2.33 .21 5.43 .05 

8 11 24 13.33 25.79 -2.33 -1.79 5.43 .62 

9 11 26 13.33 25.79 -2.33 .21 5.43 .05 

10  26  25.79  .21  3.19 

11  26  25.79  .21  .05 

12  26  25.79  .21  .05 

13  24  25.79  -1.79  3.19 

SUM 103.0 336.0    SUM 36.22 15.74 
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 Each and every purchase must have right  

justification. Companies can adopt and continue with this 

purchasing technique in future so that they can manage 

their spend in efficient way. 
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