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Abstract  

The purchasing function is becoming widely recognized as essential to strategic success, 

helping firms meet the challenges of an increasingly competitive and dynamic environment. The 

aim of this paper is to examine the impact of strategic purchasing on organizational performance 

and mediating the role of a limited number of suppliers and long-term orientation. Primary data 

was collected with the help of an adopted research instrument (questionnaire) with five Likert scale 

points. Manufacturing firms in Pakistan, a developing country, were targeted as the population of 

the study, and the sample size was 197 owners and employees. Confirmatory factor analysis and 

structural equation modeling (SEM) were applied in SmartPLS version 3. The present findings 

confirmed the impact of strategic purchasing on organizational performance, a limited number of 

suppliers, and long-term orientation. Our research suggests a direct effect of a limited number of 

suppliers and long-term orientation on organizational performance. Furthermore, we propose a 

partial mediation effect of these factors between strategic purchasing and organizational 

performance. These findings are not only valuable for the top management of firms and policy 

makers, but also have the potential to significantly influence future policies and strategies.   

Keywords: Strategic purchasing; limited number of suppliers; long-term orientation; 

organizational performance             
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Introduction 

Many organizations' purchasing roles have changed significantly over time to meet this 

strategic objective. It has separated from a tactical, clerical support function to a strategic, 

coordinated process (Patrucco et al., 2023). Strategic purchasing enables the function to be more 

involved in corporate planning, limits a firm's vulnerability to opportunistic behavior, and ensures 

that it achieves more positive collaborative partnership outcomes. Organizational performance, 

therefore, refers to the current position and a reference point against which decisions on investment 

and future business development can be made in the future apart from demonstrating the 

organizational performance in the sector (Alshammari, 2020). It is how an establishment can meet 

the intended market and financial targets and objectives. They adopt their organization's financial 

and non-financial performance indicators. This social determinant indicates that processes, 

structure, and the external environment affect organizations' performance and effectiveness 

(Garcia et al., 2021). 

Nevertheless, it is not easy to realize the gains from strategic purchasing, and it is 

mentioned in the literature that it is a capability. Extensive literature analysis is available in the 

specific area regarding how the organization's performance could be enhanced in supply chain 

management (Govindan et al., 2020) (Rad et al., 2022). With strategic purchasing functioning in 

the organization, the company has supported procuring the requisite resources to serve consumers 

(Z. Tarigan & Siagian, 2021). Strategic purchasing in an organization implies that the purchasing 

function is critical within the decision-making process of that organization. Therefore, Strategic 

purchasing effectively enhances the organization's performance and realizes better profitability 

with lower costs. Other research also pointed out that corporations today have come to appreciate 

the purchasing process of any material, including raw materials/parts required for the production 

process (Cimprich et al., 2023). Strategic purchasing is an activity that requires more than 70% of 

the company's revenue, for example, in the form of material or part cost (O’brien, 2024). The 

number of companies involved in any given industry is always on the rise, it consequently raises 

the level of activity, adds risk aimed at building a new competitive landscape, and calls for strategic 

purchasing (Horváth & Szabó, 2019).  

This study looks at how strategic purchasing impacts external relations, namely inter-

organizational relations with key suppliers. However, we have proposed that for a firm to establish 

a strategic purchasing orientation, they must also design conditions that enable the buyer and 

supplier to build up and nurture the relationship (Schmelzle & Tate, 2022). Although many studies 

have been conducted analyzing inter-firm relationship management, this paper expands knowledge 

by investigating how buyer performance can be improved through process and structural activities. 

Three supply management practices are identified that facilitate effective relationship performance 

with critical suppliers: socialization activities, process integration, and the dynamic supply base 

(Salimian et al., 2021). These variables support one another and facilitate the linkage between the 

foundations set by strategic purchasing and the returns received from a firm’s supplier 

relationships. Our contribution to the literature lies in defining an encompassing set of variables 

that have not been previously theorized in this regard and demonstrating that, while strategic 

purchasing unlocks consistency with long-term business strategy, it must be implemented into 

operational workstreams in order to generate advantage. Therefore, following research questions 

guided for the present study: 

Q1: To what extend strategic purchasing impact on organizational performance? 
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Q2: To what extend the long term mediates the relationship between strategic purchasing and 

organizational performance? 

Q3: To what extend the limited number of suppliers mediates the relationship between strategic 

purchasing and organizational performance?   

 This study makes a few contributions to the field of existing knowledge. Firstly, the direct 

effect of strategic purchasing was verified in the context of organizational performance in the 

service sector. However, in this study, the manufacturing sector was targeted. Secondly, based on 

the limited knowledge of the authors, two mediators, including a limited number of suppliers and 

long-term orientations, were not studied together in a developing country such as Pakistan. This 

study explains the serial mediation effect between strategic purchasing and organizational 

performance.           

Literature reviews and Hypothesis development  

Theoretical foundation 

The RBV is a classic strategic approach formulated to assert that supernormal earnings 

stem from resources owned by a single firm (Gueler & Schneider, 2021). Earlier, this focus was 

limited to business-to-business relationships. However, the growth of actual collaboration in many 

fields has broadened this perspective, and notices of scholars have started to pay attention to other 

resources that may be situated beyond the boundaries of a company (Beck et al., 2022). Resources 

complementary to those of the partner firms hold the potential for competitive advantage, mainly 

because the relational assets are usually unique, giving rivals a problem emulating them. Our study, 

therefore, aligns itself with the theme of collaborative advantage instead of what may be tagged as 

competitive advantage. Collaborative advantage is a resource that must be earned in the long run 

and can produce higher sums of gain than a zero-sum-based rivalry approach. In particular, the 

study uses the relational view, a development of the RBV that employs the tenets of social network 

theory (Xie et al., 2022). In this way, the partners can earn revenues that can only be obtained if 

they cooperate. In essence, the supply function’s efficiency in creating and exploiting strategic 

relationships with suppliers is a critical determinant of the ability of the firm to accrue these social 

fees. The constructs of the for example, elucidate that Toyota’s methods of generating and 

sustaining a high-performance KS production network create a significant amount of value for the 

firm and its suppliers. Subsequent works indicate that relational benefits pertain to the long term 

and are more sustainable than other models (Phonthanukitithaworn et al., 2023).  

 The natural resource-based theory of competitive advantage incorporates the firm’s 

interaction with natural resources (Nayak et al., 2023). It comprises three interconnected strategies: 

pollution prevention, product stewardship, and sustainable development. Organization-based 

theories put forth by Porter meant that competitive advantage is about the relationship between the 

resource that is differentiating or unique to a company or industry and the opportunities and threats 

that arise from the external environment. However, it has only been in the past decade that a proper 

theory has appeared that can be regarded as an integrative one, namely the resource-based view of 

the firm and the backgrounds that could help explain the utilization and, respectively, the 

development of resources, capabilities, and competitive advantage (Kruesi & Bazelmans, 2023). 

The latest environmental events affecting the entire world emphasized human undertakings in the 

economic aspect, particularly manufacturing (Dwikat et al., 2023). Companies worldwide are 

pumping up their production in the manufacturing industries. Manufacturing industries may be 

producing more than what is required in the market, but this affects the ecological system. This 
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kind of production overburdened the earth’s natural endowments to their breaking point. Hence, 

procurement practices applicable in manufacturing industries have to shift to green procurement 

to improve the manufacturing industry’s performance and conserve the earth’s basic natural 

systems.  

Hypotheses development arguments  

Strategic purchasing  

Strategic purchasing enables firms to readily cultivate multiple, cooperative, and value-

adding forms of communication and supplier responsiveness. While other aspects, including the 

organizational structure and management, the institution of transactions, and transaction cost 

economizing (Adebayo, 2023), form the background to strategic purchasing and its relation to 

supply management, they are not part of this study.  Strategic purchasing is essential in establishing 

and enabling a favorable relationship with many highly valued suppliers, hence optimal utilization 

of the firm’s supply base (Patrucco et al., 2023). Survey findings on firms indicated that those that 

sought and cultivated positive working relations with their suppliers saw their revenues increase 

and costs reduced (Wang et al., 2023). Authors using transaction cost theory have postulated that 

lateral differentiation may increase the firm’s transaction-related risk associated with supplier 

opportunism and concomitant loss of flexibility due to high-level investments in specific 

relationships. However, the relational competency perspective points out that intimate 

relationships with a few suppliers, on the one hand, and the accumulation of more and more 

investments in relationship-specific assets, on the other hand, help to build greater trust, 

dependability, and cooperation amongst members of the supply chain (Rungsithong & Meyer, 

2024). Trust and trustworthiness are resources that attain strategic importance precisely when there 

is potential for the partner’s opportunistic behavior. However, the partner fails to implement such 

a move as the move will be advantageous towards achieving mutual benefits (Aulia et al., 2023). 

Other scholars have pointed out that the ‘‘relational’’ perspective of business is more likely 

to be conducive to creating and sustaining strategic partnerships than a ‘‘transactional’’ one (Hou 

et al., 2023). Therefore, in cases where alliance partners embrace a relationship orientation, they 

can concentrate more effort on knowledge development and knowledge exchange and thus 

enhance the accumulation of ‘‘relationship-specific assets’’(Ngah et al., 2024). Since these assets 

are ‘‘socially constructed ‘’, stemming from the inter-organizational relationships that are built 

over a long time since they are relations-based assets and need recurrent investments and 

interaction between the partners, and because they cannot be bought and sold in strategic factor 

markets, they can certainly provide sustained economic (as well as social) rents to the alliance 

partners (Zhang et al., 2024). Therefore, strategic purchasing can facilitate relationship marketing 

and management because of its emphasis on long-term relationships between the focal firm and 

its suppliers. Academic scholars have provided real-world evidence of how commitment and trust 

facilitate and improve cooperation, decrease functional conflict, improve decision-making, 

especially in uncertain and ambiguous contexts, and decrease the tendency of partners to exit the 

exchange relationship. Since exchange parties with a strategic long-term perspective for relations 

depend on the ‘‘understandings and conventions involving fair play and good faith’’ (Siegfried, 

2023), any governmental relations between them are also enforceable internally but not through 

arbitration or the courts (Alanzi, 2023). Therefore, one can conclude that when the purchaser acts 

in a way that makes the behavior between the firm and its supplier long-term oriented, strategic 

purchasing supports proper supply management (Alhammadi et al., 2023). 
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H1: SP positively related to OP.  

H2: SP positively related to LNS. 

H3: SP positively related to LTO. 

Mediation effect of limited number of suppliers  

Companies seek to cultivate sound cooperation relationships with a restricted and trusted 

band of suppliers instead of sustaining many arm’s length relationships (Yeung, 2024). It is 

acknowledged that close working relationships enhance and strengthen trust and cooperation 

(Vieira et al., 2023), knowledge creation and transfer (Tinh, 2023), enable the exchange partners 

to identify and resolve operating problems at an early stage of the production process (O’Dwyer 

et al., 2023), and other related advantages. The above relationships can also help improve a firm’s 

capacity to meet customers’ needs in a competitive way. This means that nurturing a few suppliers, 

when appropriately and cautiously applied, has been positively associated with customer response 

and financial outcomes(Agarwal & Agarwal, 2024). It is now possible for many companies to reap 

significant benefits in this area as they learn to cut the number of their suppliers to the barest 

minimum before establishing long-term relationships with such remaining suppliers (Johnson et 

al., 2021).  

H4: LNS positively related to OP. 

H6a: LNS mediates relation between SP and OP.   

Mediation effect of long-term orientation 

One crucial aspect that firms are turning to their suppliers to provide them is achieving a 

better competitive position, which can only be attained by creating a sustainable competitive 

advantage that only long-term relationships with their suppliers can provide (Kahupi et al., 2021). 

Scholars have anticipated that these companies will benefit if they thrust a greater volume of 

business with few suppliers through long-term contracts (Woo & Suresh, 2022). This way, the 

supplier will become an asset to a sound managed chain and therefore bring the long-term aspect 

of influencing the competitiveness of the whole supply chain. Empirical and theoretical findings 

marked by and respectively suggest that buyers' and suppliers' relationships may be positively 

affected by the length of the relationship between buyers and suppliers regarding the degree of 

buyer-supplier communication (Kim & Choi, 2021). Also, it is stated that long-term relationships 

with the purchasing organization or buyer and supplier firms lead to increased communication 

between the two firms once a certain level of trust is attained (Blome et al., 2023). From the above-

controlled variables, long-term cooperative relationships enhance a firm's competitiveness, 

especially when the level of uncertainty is relatively high (Sun et al., 2023). On the second brace, 

supply-chain integration and supplier capability management (Schmelzle & Mukandwal, 2023), 

with the noticeable characteristics of long-term orientation in relations, were determined to impact 

customer responsiveness positively. Moreover, current studies indicate that more trust and 

cooperation, characteristic of long-term partnerships, result in better responsiveness to customers 

and other firm performance indicators (Alshurideh et al., 2022), (Andalib Ardakani et al., 2023).  

H5: LTO positively related to OP.   

H6b: LTO mediates relation between SP and OP.   
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Methodology 

Data collection procedure  

The research epistemology embraced in this study was positivism. It was fixed in nature as 

it tested and developed theoretical concepts, and the study aimed to generalize the findings (Kabak 

et al., 2024). Multi-method and mixed-method studies aligned with this study philosophy aim to 

evaluate a hypothesis developed from the literature (Amadi, 2023). The study used the descriptive 

research method to determine the extent of strategic purchasing and the mediating variables, 

namely, limited number of suppliers and long-term orientation on organizational performance.  

Mail questionnaires were used, and they were delivered through first-class mail. Each mail 

contained a cover letter to the respondent and a postpaid envelope for the return of the survey. 

Postcards were resent two weeks later to remind all potential respondents who had yet to respond 

to the initial mailing. For those who did not return the questionnaires, the second wave of the 

surveys, cover letters, and postage-paid return envelopes were sent after 28 days of the first 

mailing. From 350 distributed questionnaires, 49 could not be delivered due to problems with the 

address; out of the responses, 205 were received, but 8 of them were excluded from the study 

because the information in them was incomplete; thus, the effective response rate was 58%. Prior 

researchers have noted that the analysis of response rates using electronic surveys is low (Krieger 

et al., 2023), (Goodrich et al., 2023). 

Scale development  

In every organization, the respondent has to be a manager or director of the purchasing 

department since they are usually aware of the top management's decisions. Had the respondents 

been willing to express themselves more quantitatively, all the indicators requested in the 

questionnaires would have been answered using a five-point Likert scale whose horns ranged from 

Figure 1. Conceptual Framework  
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1: strongly disagree to 5: strongly agree. The questionnaires were physically handed over to the 

respondent and emailed to the respondent.  

Strategic purchasing 

A concept of strategic purchasing is understood as a plan, evaluation, implementation, and 

control over the sourcing decision (Goodrich et al., 2023). Strategic purchasing is the matter related 

to how organizations can source materials or parts to meet their customer’s needs. Strategic 

purchasing seven items were adopted from the study of (Chen et al., 2004). 

Limited number of suppliers  

Few suppliers mean that only some companies or persons offer a specific good or service 

to the market.  The limited number of supplier five research items were taken from (Chen et al., 

2004)).  

Long term orientation 

Exchange parties organized from a long-term strategic perspective imply understanding the 

conventions relating to codes of practice, such as fair and rightful behavior. The long-term 

orientation six items were taken from study of (Chen et al., 2004).  

Organizational performance 

Organizational performance is the realization of an organization’s goals and objectives to 

a certain level. This is a way of determining the efficiency of an organization’s management and 

the amount of success it has delivered to significant stakeholders; this includes the customers, 

employees, shareholders, and the society. five research items were taken from the research of 

(Mebrate & Shumet, 2024).  

Data analysis software  

Hence, using the survey data, we employed SEM to test the hypotheses developed below. 

Lastly, version 3 of SEM was used to analyze the gathered data. Of course, the relationships under 

discussion can only be studied with the help of particular research methods, structural equation 

modeling (SEM) being one of the most efficient techniques for studying highly complicated 

connections between multiple variables(Hair et al., 2021). SEM combines confirmatory factor 

analysis and exploratory factor analysis to organize test hypotheses concerning the correlation of 

certain variables. Then, it uses path analysis. Thus, SEM is carried out so that the researcher first 

formulates a set of latent and observed variables and then contrasts this model with how the data 

behaves in the real world.  

Results and Discussion 

Reliability and validity   

The measurement (outer) model seeks to establish the relationship between indicators and 

the respective latent variables (Hanafiah, 2020). The assessment of the outer model involved 

utilizing the four-step procedure that comprised indicators loading, internal reliability, convergent 

validity, and discriminant validity (Sarstedt et al., 2021). The item loadings were examined, and a 

recommended value .70 was used. The internal consistency of the constructs was evaluated using 

two measures, namely Cronbach's alpha (α) and composite reliability (C. R) (Tentama & Anindita, 

2020). A value of α and C. R above 0.70 indicates that change is beneficial and it is managers' 

responsibility to bring about change (Hair et al., 2021). All values are greater than recommended 

values. (See Table 1 and Figure 2) 

Last, we check and estimate the convergent validity with the help of the average variance 

extracted, which is equal to 0.50 and above, signifies construct validity, which is adequate to 
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proceed with the study (Hanafiah, 2020). As for most indicators, the loadings values were 

satisfactory and equaled 0. 7 marks, and the rest of the loadings complied with the criterion of 

being higher than 0. 5 thresholds. Moreover, the items of four study constructs were more than 0. 

5, represented in Table 1 by calculating AVE values.  

Table 1. Reliability and validity 

Variable Item coding Item 

loading 

Cronbach 

alpha value 

Composite 

reliability 

Average 

variance 

extraction 

Strategic 

Purchasing  

SP1 0.798 

0.913 0.930 0.656 

SP2 0.790 

SP3 0.824 

SP4 0.814 

SP5 0.802 

SP6 0.793 

SP7 0.847 

Limited 

number of 

suppliers  

LNS1 0.836 

0.910 0.933 0.736 

LNS2 0.816 

LNS3 0.853 

LNS4 0.903 

LNS5 0.879 

Long-term 

orientation 

LTO1 0.880 

0.911 0.931 
 

0.692 

LTO2 0.778 

LTO3 0.846 

LTO4 0.867 

LTO5 0.800 

LTO6 0.816 

Organizational 

performance  

OP1 0.846 

0.916 0.935 0.704 

OP2 0.846 

OP3 0.835 

OP4 0.822 

OP5 0.832 

OP6 0.853 
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Figure 2. Measurement Model  
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Direct effects  

First, the direct relationship between strategic purchasing and organizational performance 

is strong (β = 0.500, t = 7.506). This means that encouraging and positive strategic purchasing has 

a direct positive effect on organizational performance. Second, the direct relationship between 

strategic purchasing and a limited number of suppliers is strong (β = 0.723, t = 22.189). This means 

that encouraging and positive strategic purchasing directly affects a limited number of suppliers. 

Third, the direct relationship between strategic purchasing and long-term orientation is strong (β 

= 0. 0.736, t = 25.354). This means that encouraging and positive strategic purchasing has a direct 

positive effect on long-term orientation. Fourth, the direct relationship between the limited number 

of suppliers and organizational performance is strong (β = 0.167, t = 2.694). This means that an 

encouraging and positive limited number of suppliers directly affects organizational performance. 

Fifth, the direct relationship between long-term orientation and organizational performance is 

strong (β = 0.225, t = 3.452). This means that an encouraging and positive long-term orientation 

has a direct positive effect on organizational performance. (See Table 2 and Figure 3) 

Indirect effects  

Sixth, a mediating effect of limited number of suppliers between strategic purchasing and 

organizational (β = 0.120, t = 2.687) and lastly, a mediating effect of long-term orientation between 

strategic purchasing and organizational (β = 0.166, t = 3.403). Therefore, in both cases partial 

mediation effect is confirmed. (See Table 2 and Figure 3) 

Table 2. Path Directions  

Path Direction (Direct effects) 
Beta 

value 

T-

value 
Remarks 

Strategic Purchasing -> Organizational 

performance 
0.500 7.506 Supported  

Strategic Purchasing -> Limited number of 

suppliers  
0.723 22.189 Supported  

Strategic Purchasing -> Long-term orientation 0.736 25.354 Supported  

Limited number of suppliers -> Organizational 

performance  
0.167 2.694 Supported  

Long-term orientation -> Organizational 

performance  
0.225 3.452 Supported  

Path Direction (Indirect effects) 
Beta 

value 

T-

value 
Remarks 

Strategic Purchasing -> Limited number of 

suppliers -> Organizational performance  0.120 2.687 

Partially 

mediation 

effect 

Strategic Purchasing -> Long-term orientation 

-> Organizational performance  0.166 3.403 

Partially 

mediation 

effect 
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Discussion on results  

Concerning this study's research questions, therefore the study shows that strategic 

purchasing can contribute to the following: The promotion of strategic and long-term relationships 

since there is best of times, close working relationship with a few selected suppliers, and finally, 

ease of flow of information in both ways between the focal firm and its supplier (Alghababsheh & 

Gallear, 2021). Also, in the last few years, operations management researchers have described and 

investigated the purchase and supply management activity and its consequences on business 

performance (Fu et al., 2022). Therefore, since strategic purchasing also promotes the formation 

of a distinctive combination of these practices and establishes multifaceted interactions concerning 

supply management capabilities, it can take on a more pivotal and profound part in creating and 

maintaining the kind of strategic advantage for the firm (Patrucco et al., 2023). This is done by 

creating a long-term perspective, keeping regular contact with the firm's suppliers, and establishing 

solid partnerships with a limited number of suppliers (Tarigan et al., 2021). In the long run, the 

market's invisible hand rewards those managerial behavioral organizations that maintain trust and 

cooperation instead of competition and shelling out (Gartenberg & Zenger, 2023). Behavioral 

repertoires enable manufacturers and suppliers to address design work jointly, which would 

enhance the quality of parts and reduce the cost of assembly and relationship-specific investments 

to enhance the probabilities of future interactions to increase cost reduction and quality 

enhancement (Ma et al., 2021).  

  

Figure 3. Structural model  
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Conclusion and Implications  

The results revealed an essential perspective in influencing the performance of the 

manufacturing sector in Pakistan through strategic purchasing. The analysis of the research model 

allowed for the explanation of the dynamics of the direct and indirect relationships between the 

key variables and the identification of the nature of the effects. Specifically, the primary hypothesis 

affirming a positive causal link between strategic purchasing and organizational performance. This 

implies that purchasing management in manufacturing firms in Pakistan can be optimal by 

adopting deep strategic purchasing practices. In this respect, the indicated firms can reach better 

operational results, including the growth of efficiency, cost reduction, and increased 

competitiveness due to aligning their procurement strategies with their organizational goals. 

Furthermore, the study revealed that the relationship between strategic purchasing and 

organizational performance is mediated by two key factors can be the limited number of suppliers 

and the long-term orientation of the suppliers. The results also show that when strategic purchasing 

is integrated with a strategic focus on the number of suppliers and building long-term orientation 

in the buyer-supplier relationships, the benefits of the organization’s performance increase.  

This implies that enhancing long-term vision in supplier relations is another process that 

can be facilitated by strategic purchasing and used to bring better organizational results. The partial 

mediation that was established for both the number of suppliers and the strategic orientation on 

the association of strategic purchasing with organizational performance strengthens the role of 

these factors on the total link between strategic purchasing and organizational performance. These 

findings can be pretty beneficial for manufacturers in Pakistan insofar as they focus on the proper 

handling of supplier relationships as well as the development of long-term visions in their 

procurement management. 

Managerial implications  

These results underline the significance of strategic purchasing activities as the critical 

factor influencing organizational goals and objectives. While configuring their overall business 

strategy, the owners and managers should consider strategic purchasing as one of the critical 

organizational priorities and guarantee that the purchasing strategies match the company’s goals 

and objectives. Based on the theoretical framework, the study also reveals that the number of active 

and managed supplier relations can help to amplify the effect of strategic purchasing on the 

organization’s performance. Here, owners and managers should concentrate on creating and 

sustaining close and cooperative partnerships with a few suitable suppliers. It may encompass 

supplier assessment, acquisition decisions, and supply management collaboration. As the findings 

of this study show, the perspective spanning more than two years of supplier relations is strategic 

to realizing the maximal gains in strategic purchasing. He argued that owners and managers must 

adopt a long-term perspective and pressure their procurement personnel to behave likewise when 

dealing with supplier relationships. Moreover, Suppliers need to gain explicit knowledge regarding 

manufacturing customers’ strategic purchasing objectives and future outlook in Pakistan. Based 

on these priorities, suppliers’ products and services are better placed to be considered strategic 

requirements necessary for qualification as potential stable sources of supply. 

Limitations and future research directions  

Although the current research presents significant findings regarding the relationship 

between strategic purchasing and performance in Pakistan's manufacturing environment, it is vital 

to recognize the specific limitations of this study to identify research directions for further 
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investigation. Firstly, this research was conducted on a sample of 197 manufacturing firms only. 

While this number was sufficient for the analysis, it might only represent some of the 

manufacturing firms in Pakistan. However, Future studies could secure a more diverse and 

extensive population sample to increase the findings' external validity. Furthermore, a cross-

sectional study design is another potential limitation regarding the ability to monitor the changes 

in the developing concepts of strategic purchasing, supplier relations, and organizational 

performance over time. It must be understood that other research designs, such as longitudinal 

research designs, could have offered a more comprehensive understanding of the causal 

relationship and the long-term causality of the studied variables. A limitation of the current study 

is a moderate response rate, which implies that the reported bias could affect the study results. 

Subsequent researchers could examine ways to increase the responses where the period assigned 

to the data gathering was too short, such as offering some reward or using more effective 

techniques to solicit the manufacturing firms. The study also did not include moderating variables, 

which could affect the relationships between the primary constructs examined in the study 

regarding limited supplier relationships and long-term orientation. Subsequent studies could 

examine contextual variables, including industry type, market conditions, or the organization's 

elements, as mediators and moderators that shed additional light on the nature of the strategic 

purchasing-performance relationship. Altogether, the current study was confined only to the 

manufacturing sector in Pakistan. Expanding the study to other fields or different cultures could 

be helpful for a better understanding of the generalization of the results and potentially different 

conditions influenced by the institutions and culture. 
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