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ABSTRACT
Currently, there is a growing focus on procurement skills as one of the key variables in 
explaining crucial outcomes in public procurement. Despite such observations, the 
relationship between procurement skills and cross-functional coordination is not well 
articulated to concretize the claimed causal relationship. This study examined the 
influence of procurement skills on cross-functional coordination in public procuring 
entities in Tanzania. Data were collected through structured questionnaires from 177 
heads of departments found in 11 selected local government authorities in Tanzania. 
Data were analyzed by using structural equation modeling. The findings reveal that 
procurement skills in terms of strategic analytical skills, technical tactical skills, as well 
as interpersonal skills are positive and significant determinants of cross-functional 
coordination. The findings imply that procurement skills are critical in influencing 
cross-functional coordination in the procurement process among public entities. This 
study serves as a wake-up call for procurement managers to improve and update the 
skills of their staff, particularly procurement professionals. Also, this study fills a gap in 
the literature that emphasizes internal coordination in procuring entities by contributing 
to the understanding of the significance of procurement skills in the coordination 
approach for a more integrated public procurement process.

1.  Introduction

Public procurement is a function that assists the government in carrying out its responsibilities and 
attaining its goals (Matebese-notshulwana, 2021). It involves a process of acquiring goods, works and 
services through public funds for the benefit of the majority of public users. Procurement has been 
regarded as the most promising functions that contribute to the national economic development of the 
country (Changalima et  al., 2021). According to global statistics, the world’s total expenditures in public 
procurement account for more than 20% in 2017 and 17% in 2020 (Organisation for Economic 
Co-operation and Development [OECD], 2019, 2021). In developing countries specifically in Tanzania, 
public procurement expenditures account for more than 70% (Changalima, 2023; Matto et  al., 2021). 
Considering the highest portion of government funds in procurement operations, attention has been 
paid to the management of procurement processes for the achievement of users’ needs (Lyimo & Mrema, 
2022; Tinali, 2022). Thus, procurement practitioners have the responsibility of managing the procurement 
processes to ensure the timely and efficient acquisition of the right goods (Cornelius du Preez & 
Folinas, 2019).

Generally, the procurement process starts from identification of needs, selection and solicitation of 
sources, preparation and awards of contracts as well as management of contracts to their ends (Holma 
et  al., 2020). This indicates that public procurement not only focuses to deliver public goods but also on 
attaining value creation (Malacina et  al., 2022; Plantinga et  al., 2020). Not only that but also procurement 
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value is enhanced when there is strategic alignment between functions (Patrucco et  al., 2019). The 
departmental functions are considered key factors to be taken into consideration in the public procure-
ment process. That is to say, the productivity and efficiency of user departments rely on the effectiveness 
of procurement operations. Procurement professionals cannot work in isolation; they need to collaborate 
closely with users in each department to understand their needs and fulfill them on time (Tamarabra & 
Askia, 2020). This is because, the current procurement environment demands quality, timely delivery and 
an effective response, all of which require coordination among departments.

Cross-functional coordination means harmonization of all processes and functions within an organi-
zation from different units in order to create customer value (Tomaskova, 2018). It is more concerned 
with gaining and disseminating information, integrating knowledge, as well as responding to this 
information to achieve common objective. According to PPA (2011), with its amendment (PPA, 2016), 
section 38, Procurement Management Unit (PMU) is responsible to co-ordinate the procurement and 
disposal activities of all the departments of the procurement entity, furthermore, section 39, stipulates 
the responsibility of user department to liaise with procurement throughout the procurement process. 
Therefore, coordination in public procurement is vital (Uyarra et  al., 2019). Cross-functional coordina-
tion enables the achievement of common understanding, improves efficiency, creates new knowledge 
and improve performance acquisition which are both considered critical for the success of procure-
ment operations in terms of delivering quality products within a reasonable time (Malacina et  al., 
2022; Ruiz-Alba et  al., 2020).

Most procurement proceedings experience lead-time issues that cause delays, independence of 
departments and conflicting goals (Plantinga et  al., 2020), which hinder efficiency and effectiveness in 
procurement (Elhag et  al., 2020; Matto, 2017). This has been caused by a lack of a structured communi-
cation framework, differences in departmental priorities, as well a lack of common understanding, (Kang 
et  al., 2021). Therefore, managing interactions and creating a better understanding of needs of users 
requires sufficient skills and capabilities (Nguyen et  al., 2018). The required skills include, but not limited 
to, strategic analytical skills, technical tactical skills and interpersonal skills, which are more related to 
human competence. Therefore, through these skills, practitioners obtain information from both internal 
and external environments. With a cross-functional coordination strategy, they can respond to the derived 
information which enables the organization to achieve its objectives (Tomaskova, 2018).

According to Schütz et  al., (2020), procurement value is determined when procurement professional 
knowledge and skills are combined with other functional processes, such as procurement coordination. 
Additionally, procurement objectives are achieved when department functions interact (Mukhtar & Azhar, 
2020). Moreover, procurement success necessitates cross-functional coordination efforts and the integra-
tion of work, diverse ideas and diverse viewpoints across different functional divisions (Ashenbaum et  al., 
2020; Kang et  al., 2021; Omoruyi & Ntshingila, 2021). Therefore, procurement skills are key drivers toward 
cross-functional coordination (Ruiz-Alba et  al., 2020).

Past studies have approached procurement coordination from various perspectives. For example, 
Mukhtar and Azhar (2020) examine how cross-functional coordination influences the creation of value 
and enhances the competitiveness of the supply chain. Ashenbaum et  al. (2020) focus on the coordina-
tion between procurement and engineering in a competitive business environment and the impact of 
cross-functional coordination in moderating claims and disputes in procurement (Elhag et  al., 2020). Also, 
Breitling (2019) assessed the impact of cross-functional coordination between purchasing and logistics 
on supply chain performance. However, there is a gap in the literature regarding the exploration of pro-
curement skills about coordination, especially, in the context of public procurement. Therefore, this study 
examines the influence of procurement skills on cross-functional coordination in public entities. To 
achieve this objective, this study seeks to gain a better understanding of the following general research 
question:

Research Question 1 (RQ1): Do procurement skills influence cross-functional coordination in public 
procurement?

By answering this research question, the study makes an empirical contribution by examining the 
influence of procurement skills on cross-functional coordination in public procurement. The study 
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investigates the relationship between procurement skills and coordination between different functional 
departments within an organization. Also, the theoretical contribution of this study lies in bridging the 
gap in the existing literature regarding the exploration of procurement skills about cross-functional coor-
dination. By investigating the influence of procurement skills on coordination, the study enhances our 
understanding of the factors that contribute to effective coordination within public procurement entities. 
This is crucial for practical contributions in enhancing procurement skills to improve cross-functional 
coordination in public entities. The study’s findings can contribute to the development of theoretical 
models and frameworks that emphasize the importance of procurement skills in achieving successful 
coordination in public procurement settings.

2.  Literature review and hypotheses development

2.1.  Resource based view (RBV)

According to the RBV, an organization is considered to have resources and capabilities that enable it to 
execute its tasks (Barney, 1991). Resources are regarded as tangible or intangible resources owned by 
organizations that allow them to achieve their purposes (Kozlenkova et  al., 2014). The theory believes 
that the resources and capabilities that are owned within an organization are valuable, rarity, imitability 
and organization, (how organizations operate and design for organizational performance) (Karia & Wong, 
2013). RBV emphasizes that organizational performance depends on the integration of unique resources 
and competencies in terms of human, social and financial resources (Barney et  al., 2021). Therefore, 
resource-based theory adds a range of capabilities that come from a complicated pattern of interaction 
and coordination between resources (Changalima et  al., 2023; Mahonda, 2022). In this notion, the ability 
to coordinate procurement activities is regarded as an intangible resource, such as strategic analytical 
skills, technical skills and interpersonal skills. This implies that internal coordination is required for pro-
curement professionals to function well. This is because functional units that heavily rely on each other’s 
resources are more prone to rely on coordination mechanisms. Furthermore, high resource interdepen-
dence can result in interactions between functions.

2.2.  Strategic analytical skills and cross-functional coordination

Strategic analytical skills are vital skills needed in procurement operations to analyze complex procure-
ment situations and develop creative solutions (Cho et  al., 2019). With strategic skills in place, procure-
ment managers can mitigate the risks associated with procurement operations (Mwagike & Changalima, 
2022), save costs and foster collaboration (Rane et  al., 2020). This is because, in the dynamic and 
ever-evolving world of procurement, the ability to effectively manage strategic skills and coordination is 
paramount for achieving procurement success (Allal-Chérif et  al., 2021). Therefore, procurement plays a 
strategic role in managing cross-functional relationships to ensure quality and prompt delivery (Cornelius 
du Preez & Folinas, 2019). The notion may be considered relevant even for the development of procure-
ment employees in different contexts (Bunea, 2021).

Various authors have studied strategic analytical methods using various parameters (Cho et  al., 2019; 
Mwagike & Changalima, 2022; Santos & Cabral, 2022; Schütz et  al., 2020). It has been observed that 
procurement professionals with negotiation ability to provide the best deal in the organization, but also 
provide an easy way of properly implementing the specifications provided in the contract, thus reducing 
conflict between functions (Mwagike & Changalima, 2022). Santos and Cabral (2022) focused on assess-
ing cross-functional collaboration in the buyer-supplier relationship aspect and found that procurement 
capability, such as relationship management with stakeholders, influences collaborative trust with suppli-
ers in complex procurement. Evidence in public procurement contexts is missing on the link between 
strategic analytical skills and cross-functional coordination, given the importance of strategic analytical 
skills towards organizational outcomes. Therefore, the following hypothesis is worth investigating:

Hypothesis 1 (H1): Strategic analytical skills significantly influence cross-functional coordination.
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2.3.  Technical tactical skills and cross-functional coordination

Technical tactical skills or purchasing technical knowledge refer to the specific abilities and knowledge 
required to effectively carry out tactical procurement activities (Bals et  al., 2019). These skills are focused on 
knowledge and practices that enable procurers to meet organizational objectives (Omoruyi & Ntshingila, 
2021). They include knowledge of the product required, market conditions, every product that should be 
purchased, the quality required and the manufacturing process (Cho et  al., 2019; Elias & Changalima, 2023). 
The possession of these skills bridges the gap between departments, promotes collaboration and ensures that 
procurement activities are well-coordinated with other functions, unfortunately enhancing overall organiza-
tional performance (Mahamadu et al., 2018; Omoruyi & Ntshingila, 2021). Furthermore, Omoruyi and Ntshingila 
(2021) emphasize that technical skills are important antecedents for effective public procurement management.

Previous studies have elucidated how technical purchasing skills influence performance in the restaurant 
industry (Belo et  al., 2020; Cho et  al., 2019; Elias & Changalima, 2023). According to Belo et  al. (2020), organiza-
tions that purchase technical knowledge can develop better procurement strategies, such as coordination strat-
egies, as an opportunity to enhance procurement performance. This is because the achievement of procurement 
objectives relies on networks and good relationships among functions, that is, purchasing knowledge becomes 
valuable when combined with other functions (Schütz et al., 2020). However, despite the importance of purchas-
ing technical knowledge toward organizational strategy, little attention has been paid to the link between tech-
nical knowledge and cross-functional coordination. Therefore, we propose the following hypothesis:

Hypothesis 2 (H2): Technical tactical skills significantly influence cross-functional coordination.

2.4.  Interpersonal skills and cross-functional coordination

Interpersonal skills refer to individuals’ ability to communicate, interact and build relationships with others 
(Abdelmasseh et  al., 2022). It is regarded as in-depth knowledge of human interaction that facilitates effective 
service delivery (Omoruyi & Ntshingila, 2021). In this respect, human interaction becomes a source of trust, 
which in turn nourishes organizational performance (Kimario & Kira, 2023; Moshtari et  al., 2021). Procurement 
operation by its nature focuses on solving problems; thus, making any decision regarding procurement pro-
ceeding requires interpersonal intelligence to understand end users’ needs (Ugoani, 2020). Hence, strong inter-
personal skills are likely to have a significant impact on the overall coordination process (Omoruyi & Ntshingila, 
2021). This is because effective communication, working well with the user, effective listening and maintaining 
a good relationship with users all contribute to successful procurement outcomes (Lyimo & Mrema, 2022).

Earlier studies have indicated how interpersonal skills enable organizations to manage procurement prob-
lems (Ugoani, 2020), enhance buyer-supplier relationships (Anin et  al., 2021) and improve sales and marketing 
relationships (Le Meunier-Fitzhugh & Massey, 2019). It has been suggested that in situations where internal 
conflict and ineffective communication prevail, coordination and internal relationships within an organization 
are likely to suffer (Le Meunier-Fitzhugh & Massey, 2019). This is attributed to the notion that organizations 
consist of individuals and that effective communication plays a crucial role in comprehending individual ideas 
and behaviors (Santa et  al., 2023). Therefore, there is a need to explore the influence of interpersonal skills 
toward cross-functional coordination in the context of public procurement, because procurement profession-
als with higher interpersonal skills are more likely to connect with other departments and likely to influence 
organizational performance. Additionally, interpersonal skills are deemed necessary as the current future 
requirement for purchasing and supply chain management (Bals et al., 2019). So, the following is hypothesized:

Hypothesis 3 (H3): Interpersonal skills significantly influence cross-functional coordination.

3.  Methodology

3.1.  Study area, research design

This study examines the relationship between procurement skills and cross-functional coordination in a 
public procurement context. Data were collected from the heads of departments found in 11 selected 
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Local Government Authorities (LGAs). The selection of these LGAs considered the outcomes of procure-
ment performance from previous audit reports (National Audit Office of Tanzania, 2020; PPRA, 2021). The 
study adopted a cross-sectional research design, as long as data were collected once from the surveyed 
LGAs. In this study, data were collected between February – December 2023. Furthermore, to ensure a 
higher response rate, the questionnaires were distributed physically using drop and pick technique 
(Allred & Ross-Davis, 2011). The intention behind this technique was to give enough time to respondents 
and encourage the likelihood of receiving enough completed questionnaires.

3.2.  Population, sampling procedure and data collection

Concerning the 11 selected LGAs, all heads of user departments were involved during data collection. 
First, by considering the coordination of procurement processes, most complaints related to public pro-
curement are raised from the user departments. Second, the heads of the user departments have 
received necessary information regarding the complaints of users concerning the coordination of pro-
curement processes and the heads of the user department act as a link between end users and the PMU. 
Therefore, the PMU, as a coordinator of procurement operations, should ensure proper coordination 
within a procuring entity. Furthermore, structured questionnaires were used and issued to all heads of 
the user departments. Before data collection, the study obtained ethical clearance from the ethical com-
mittee of the University of Dodoma with reference number MA.84/261/02/’A’/58/34. Also, the involved 
participants provided verbal consent. Out of 180 issued questionnaires, 177 were returned and used for 
the final data analysis.

3.3.  Measurements and data analysis

To measure the constructs in this study, previous scales were adopted and used, as shown in Table 1, 
previous validated measures were used in this study procurement skills such as strategic analytical skills 
(SAS) were measured in six items adopted from (Oke et  al., 2018), technical tactical skills (TTS) measured 
in five items adopted from (Cho et  al., 2019; Omoruyi & Ntshingila, 2021) and interpersonal skills (IPS), 
which were measured using four items adopted from (Cho et  al., 2019; Omoruyi & Ntshingila, 2021). To 
measure inter-departmental coordination, five items were adopted (Pellathy et  al., 2019).

Additionally, a multivariate data analysis technique was used, and structural equation modeling was 
adopted purposively as an important attribute for analyzing latent variables and their relationships (Hair 
et  al., 2021), The current model is adequate and is mostly used to analyze relationships between vari-
ables (Hooper et  al., 2008). To test the theory in the current study, covariance-based structural equation 
modeling (CB-SEM) was employed in AMOS software, as described by Dash and Paul (2021). It is a robust 
technique that is suitable for examining the theoretical constructs and relationships in business and 
social science research (Hair et  al., 2020). By utilizing CB-SEM, the researchers were able to analyze and 
validate the proposed theoretical model effectively. About the model, confirmatory factor analysis (CFA) 
was done to confirm latent and observed variables, as well as to assess the measurement model indices. 
In addition, a structural model was used to test the formulated hypotheses to assess the influence of 
strategic analytical skills, technical tactical skills and interpersonal skills on inter-departmental 
coordination.

4.  Results

4.1.  Common method variance

Because of self-reported questionnaires, the study poses some bias as a matter of fact data were col-
lected from the heads of the user departments in the selected LGAs. The action taken to control bias 
was based on assuring anonymity by reporting data in general rather than case by case, and the main 
purpose of the study was also included when designing the questionnaire. Therefore, a statistical proce-
dure was used to assess the possibility of potential bias. Through the Harman single-factor test for 
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common method bias, only 40.92% was found to be the major variance, which came from a single factor 
in the unrotated factor analysis. Thus, it was concluded that common method bias was not potential, as 
long as 50% less of the variance was explained by a single factor (Podsakoff et  al., 2003).

4.2.  Measurement model results

In assessing the achievement of internal consistency reliability, Cronbach’s alpha coefficients and com-
posite reliability for all variables were above 0.7; hence, reliability was justified, while convergent validity 
was achieved given the square root of AVE being above 0.5. The discriminant validity was assessed using 
the Fornell-Larcker criterion, as shown in the results presented in Table 2, that the square root of AVE 
values is greater than the value of inter-correlation between constructs. Also, the HTMT matrix as pre-
sented in Table 2 supports the achievement of discriminant validity as values are below 0.85 (Ab Hamid 
et  al., 2017; Hair et  al., 2019). Furthermore, the statistical relationships among the variables used in the 
study were established by assessing the structural model (path analysis). As presented in Figure 1, The 
factor loadings in the measurement model are 0.6 and above which presents a strong relationship of 
latent variable on each item. CFA results show that the model fit indices for the measurement model are 
CMIN = 251.557, df = 164, p < .001 and CMIN/df = 1.534. also, CFI = 0.961, IFI = 0.961, TLI = 0.554, SRMR 
= 0.047, RMSEA = 0.055 and PCLOSE = 0.266. within acceptable thresholds (Hair et  al., 2021; Hooper 
et  al., 2008).

Table 1.  Measurements, reliability, validity and factor loadings.
Variables Items Factor loadings

Strategic analytical skills (SAS)
(Cronbach’s alpha = 0.901, CR = 0.903, 

AVE = 0.611, MSV = 0.317)

•	 Procurement department can manage time 
and meet your demand

0.835

•	 The procurement department is aware of the 
main supplier of the product required

0.836

•	 The procurement department can negotiate 
during the contract negotiation process

0.810

•	 The procurement department can follow 
global skills in procurement

0.599

•	 The procurement department is able to 
effectively manage their own time

0.834

•	 The procurement department is able to 
develop supplier relationship

0.748

Technical tactical skill (TTS)
(Cronbach’s alpha = 0.857, CR = 0.859, 

AVE = 0.552, MSV = 0.317)

•	 The procurement department is familiar with 
the quality requirement of the products

0.604

•	 Procurement staff are knowledgeable about 
the product required

0.821

•	 Procurement staffs continues to develop their 
professionals

0.727

•	 Procurement staff have good understanding 
of every product that should be purchased

0.779

•	 Procurement staff are knowledgeable about 
the market condition of the required product

0.765

Interpersonal skills (IPS)
(Cronbach’s alpha = 0.876, CR = 0.880, 

AVE = 0.650, MSV = 0.296)

•	 Procurement staffs work well with the user 
department

0.895

•	 The procurement department have good 
communication skills with user

0.747

•	 Procurement professionals are good at 
listening to users’ concern

0.847

•	 The procurement department maintains 
positive relationship with the user

0.723

Coordination (COD)
(Cronbach’s alpha = 0.917, CR = 0.918, 

AVE = 0.692, MSV = 0.296)

•	 there is always a joint agreement on 
procurement decisions

0.828

•	 We engage constructively in debate pertain 
the goal of the organization

0.856

•	 There is always an open and transparency 
procurement operation for establishing a 
common goal

0.939

•	 We support the procurement function in 
achieving common goals

0.811

•	 We establish a regular process for reviewing 
jointly agreed decisions

0.710

Source: Table by author.
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4.3.  Structural model and hypothesis testing

A structural model as presented in Figure 2 was used to test the study’s hypotheses using path coeffi-
cients and p-values. The results indicated that approximately 42% of the variance in cross-functional 
coordination resulted from procurement skills included in the current study, with a value of R2 = 0.42. 
On the other hand, the results in Table 3 show that SAS positively and significantly influences 
cross-functional coordination (β = 0.172 and p = .043), which supports H1. Thus, strategic analytical skills 
impact cross-functional coordination. Also, the structural model analyzed the influence of technical tac-
tical skills on cross-functional coordination (H2). The results show that TTS positively and significantly 
influences COD, as indicated by the level of significance and p-value (β = 0.329 and p = .004), which sig-
nifies that TTS is a positive predictor of cross-functional coordination; thus, H2 was supported. The last 

Table 2.  Discriminant validity (Fornell-Larcker criterion and HTMT).
Fornell-Larcker criterion

SAS TTS IPS COD

SAS 0.782
TTS 0.563 0.743
IPS 0.425 0.389 0.806
COD 0.479 0.502 0.544 0.832
HTMT

COD IPS SAS TTS

COD
IPS 0.577
SAS 0.492 0.438
TTS 0.506 0.395 0.572

Note: The bolded numeric value represents the √AVE.

Figure 1. T he measurement model. Source: Figure by author.
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hypothesis measured the impact of interpersonal skills on cross-functional coordination and found that 
IPS positively and significantly impacts COD (β = 0.324 and p = .001); hence, H3 was accepted.

5.  Discussion of findings and conclusion

The findings of this study revealed that procurement skills are a key component of cross-functional 
coordination; that is, working in coordination is beneficial; however, the relationship will be effective 
when skills are available (Ruiz-Alba et  al., 2020). The motives behind H1 were to assess the influence 
of strategic analytical skills toward cross-functional integration, and it was found that strategic ana-
lytical skills concerning (time management, supplier relationship management, negotiation skills and 
management of own time management) play an important role in cross-functional coordination. In 
this regard, it means that, by improving SAS concerning time management in meeting demand, users’ 
expectations and preferences will be coordinated accordingly. The findings concur with the study 
of Anin et  al. (2021) and Chenini et  al. (2021), that managing time, speed to market, and quicker 
responses becomes a mirror image of managing quality and improves coordination. Additionally, SAS 
with respect to negotiation ability, improves results to reduce departmental complaints regarding spec-
ifications provided. The findings are also supported by Mwagike and Changalima (2022), who argue 
that the ability of procurement to negotiate contracts serves as the best and essential for controlling 
misunderstandings as well as conflict with user departments. Furthermore, SAS improves trust and 

Figure 2. T he structural model. Source: Figure by authors.

Table 3.  Regression weights for testing relationships.
Estimate S.E C.R p

COD <— SAS 0.172 0.085 2.024 .043
COD <— TTS 0.329 0.115 2.862 .004
COD <— IPS 0.324 0.069 4.680 .001

Source: Table by author.
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collaboration concerning RM. According to Santos and Cabral (2022), building and managing relation-
ships with stakeholders activates coordination.

The second proposed hypothesis (H2) was supported by the influence of technical tactical skills on 
cross-functional coordination. The findings revealed that technical skills contribute to cross-functional 
coordination. This indicates that TTS concerning knowledge of the product in the aspects of product 
detail, features and benefits, as well as the knowledge of the market conditions, improves interactions 
and builds trust among departments. These findings concur with those of Omoruyi and Ntshingila (2021), 
who suggested that one of the prerequisites for good procurement coordination and management is a 
solid knowledge and practical grasp of the product to be purchased, its market conditions, primary sup-
plier and quality requirements. Technical skills were identified as the most important skills required by 
any procurement specialist to coordinate procurement activities (Oke et  al., 2018).

Concerning the H3 results, interpersonal skills were found to be an important predictor of 
cross-functional coordination. This suggests that, under normal circumstances, improving IPS in terms of 
effective listening, working well with the user, communicating timely with users, and joint agreement is 
one of the attributes of trust development, which in one way or another influences cross-functional coor-
dination. This finding is supported by Ferreira and Ruiz-Alba (Ruiz-Alba et al., 2020), who stated that trust, 
information exchange and mutual understanding influence cross-functional coordination. Furthermore, 
cross-functional coordination requires a certain level of contact or information exchange (Breitling, 2019).

This study examines the relationship between procurement skills and cross-functional coordination in 
public procuring entities in Tanzania. Hence, it was concluded that strategic skills significantly influence 
cross-functional coordination among public entities. This implies that procurement professionals with the 
knowledge of negotiating procurement contracts, managing time and developing supplier relationships 
are capable of influencing cross-functional coordination. The study also concluded that technical skills 
significantly influence cross-functional coordination because users are currently more interested in a per-
son who looks knowledgeable about market conditions. Furthermore, the study concluded that interper-
sonal skills significantly influence cross-functional coordination, implying that good internal relationships 
create opportunities for knowledge integration (Schütz et  al., 2020). Therefore, well-equipped procure-
ment practitioners can positively improve cross-functional coordination, which in turn enables the 
achievement of organizational objectives.

6.  Study implications

6.1.  Theoretical implications

This study contributes to the body of knowledge regarding the influence of procurement skills on 
cross-functional coordination. Among the three dimensions of skills, namely, strategic analytical skills, 
technical tactical skills and interpersonal skills, which were identified as the top-most procurement skills 
needed by practitioners, its relationship with coordination was not covered. Hence, it is imperative to link 
these skills with cross-functional coordination within the organization. This has been supported by RBV, 
which states that organizations consisting of individuals with higher intangible resources, such as skills, 
can interact and influence better outcomes. To this end, the willingness of the functional interaction is 
influenced by the commitment shown by procurement in managing time, solving problems and effective 
listening and concern shown to the user department.

6.2.  Managerial implications

The managerial implication of this study is that the findings of the study can be used as inputs to the 
coordination efforts between departments within a procuring entity and inform the head of the user 
department within the organization of how procurement skills contribute to organizational effectiveness 
and thus could guide procurement managers to put efforts to improve and update the skills of their prac-
titioners. Furthermore, this is a wake-up call to the management that there is a need for openness and 
transparency in procurement, engaging users in the issues regarding organizational goals and joint agree-
ment in procurement decisions to enhance proper coordination and achieve organizational objectives.
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7.  Limitations and directions for future studies

As with any study, this one also has some limitations. The purpose of this study is to show the link 
between procurement skills and cross-functional coordination in public procuring entities in Tanzania, 
where a cross-sectional survey design was employed, in which questionnaires were only adopted and 
information was only collected from heads of user departments and not final users. External coordina-
tion, such as with suppliers, should be considered rather than internal coordination alone. However, the 
focus should also be on the procurement perspective and not only from the user perspective. Moreover, 
the suggested findings of the study should be generalized for contexts of LGAs (where study was con-
ducted) and limited for other entities such as Ministries, Department and Agencies (MDAs) and Parastatals 
Organizations (PAs).
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