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                                                               ABSTRACT 

This study examined the contribution of accounting education to entrepreneurial success in 
Nigeria. The research identified business success factors as well as business obstacles, and 
ascertained the impact of accounting knowledge/skills on the competitive ability of the 
entrepreneurs in the South-east of Nigeria. Ex-post facto, and survey design were used for the 
study. The population was drawn from members of the National Association of Small Scale 
Industries (NASSI) in the South-east of Nigeria that registered with Corporate Affairs 
Commission (CAC). The sample size was obtained using Bill Godden’s method of sample size 
determination. Data were collected by means of questionnaire. Three hundred and ninety (390) 
questionnaire were administered to the two groups of the respondents, thereby making it a total 
of 780 questionnaire. Personal interview was equally used for data collection. Data were also 
extracted from the financial records of the organisations. Tables, charts, and percentages were 
used in data presentation and analysis.  Z – test statistic was used to test hypothesis 1, hypotheses 
2 and 4 were tested using analysis of variance (ANOVA), while hypothesis 3 was tested using 
multiple regression model. The result showed z-value of 8.659 (p = 0.000 < 0.05) for average 
annual turnover and z-value of 3.936 (p = 0.000 < 0.05) for average annual profit, both results 
indicating that there is a significant difference between business success level of entrepreneurs 
that acquired accounting knowledge/skills and those that do not acquire accounting 
knowledge/skills. The result also showed F – value of 0.008 < Fcritical of 4.35 and p(0.931) > 0.05 
revealing that there is no significant difference in perceived business success factors between 
entrepreneurs with accounting background and their counterparts that do not have accounting 
background. The study equally revealed (F(2,777) = 30.005, p < 0.05, with an R2 of .67 showing 
that there is a positive significant relationship between competitive ability and accounting 
knowledge/skills. Moreover, the result of the study showed (F(1,20) = 17.569, p < 0.05 
indicating a significant difference in perceived business obstacles between entrepreneurs with 
accounting background and their counterparts that do not have accounting background. The 
study provides an insight into accounting education indispensable role/value in entrepreneurial 
success and sustainability in Nigeria. It has shown that competitive ability of an entrepreneur 
significantly depends on the effective application of accounting knowledge/skills which 
ultimately results in business success. The study therefore recommends that organisations should 
deliberately imbibe the culture of maintaining adequate financial information. Also, clear 
accounting rules and steps in data recording should be established and adequate monitoring of 
the implementation and adherence to the policies should be ensured.  
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CHAPTER ONE 

INTRODUCTION 

1.1   Background to the Study 

An entrepreneur is one who undertakes to organize, coordinate, manage, and assume all the 

associated risks of a business. The 18th – century economist, Richard Cantillon, first used the 

word “entrepreneur” as an economic term (Davis & Gibb, 2007). The term meant an employer 

who assumes the risk and management of business, in contrast to a capitalist, who merely owns 

an enterprise and may choose to take no part in its day-to-day operations.  

 

Over time, scholars have defined an entrepreneur in different ways. Kennedy (2009) defines 

entrepreneur as an economic agent who unites all means of production:  land, labour, and capital 

and thus, produces a product. By selling the product in the market, he pays rent for land, wages 

to labour, interest on capital and what remains is his profit. He shifts economic resources out of 

the area of lower use into an area of higher productivity and greater yield. Myra, Patricia, and 

Candida (2010) indicated that entrepreneurs are innovators who use a process of shattering the 

status quo of the existing products and services to set up new products and services.  Charney 

and Libecap (2012) define an entrepreneur as a person who searches for change, responds to it 

and exploits change as an opportunity. For instance, a quick look at changes in communication 

medium from typewriter to personal computer, to the internet illustrates this idea. Innovation is 

no doubt a specific tool of an entrepreneur. Hence, an effective entrepreneur converts a source 

into a resource. 
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The economic importance of the entrepreneur to nations has been recognized for several decades. 

Many authors from different perspectives have discussed the importance of entrepreneurship to 

different countries. Bhattasali (1981) observes that India owes a lot of credit to her entrepreneurs 

in the realization of their self-reliant strategy of industrialization which resulted to development 

and utilization of local raw materials, development of new business ideas, and creation of 

employment. Owoalah (1989) points out that entrepreneurs play many roles in the economy such 

as contribution to gross domestic product, value added function, and linkage for big companies. 

Also, entrepreneurs are very important in areas such as ultimate utilization of unused               

raw materials and human resources, meeting of local needs, promotion of initiative, stimulating 

competition and encouraging good human relationship (Wadhwa & Vivek, 2010). Recently, 

some economists such as Nicoli and Robert argued that education as well as expansion of high-

grade personnel (such as entrepreneurs), rather than the increase of physical capital, is the major 

means and determinant of economic development (Kayode, 2006). Jones and English (2004) 

observed that the entrepreneurs play crucial role in the economy through the application of 

creative ideas in the production of various goods and services which empower the process of 

economic development. Furthermore, Gibb (2007) stated that entrepreneurs that passed through 

accounting education apply acquired accounting knowledge to the management of enterprises to 

achieve business progress and success. Gibb postulates that, to be successful, the entrepreneur 

should be able to estimate future demand, determine the appropriate quantity and timing of 

inputs, calculate production costs and determine selling prices, ensure proper documentation of 

business activities, and also possess the arts of superintending and administration. These are 

ways of application of accounting knowledge to the entrepreneurial venture. 
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Nigeria like her counterparts all over the world provides university education to its citizens. The 

primary challenge of a university is to develop quality human capital for every sector of the 

national economy (Okafor, 2012).  Accounting education is one of the courses being provided in 

the university. University accounting education was started by the University of Nigeria in 1961 

when it opened its door to the very first batch of university undergraduate accounting students in 

Nigeria (Okafor, 2012). One of the areas of dire need is the production of graduate accountants 

who are adequately prepared to meet the accounting challenges of modern businesses as well as 

other economic needs of government. Accounting education incorporates a package of 

instructional programmes designed to educate prospective accountants to make them efficient 

and effective in the discharge of accounting duties in any field of endeavour they may find 

themselves after graduation. 

Accounting education was introduced with the aim of achieving numerous goals. One of the 

goals was to inculcate in the trainees the ability to identify and solve problems using critical and 

creative thinking (McMullan & Long, 2003). Critical thinking involves logical thinking, 

reasoning skills such as comparison, sorting, classification, patterning, deductive and inductive 

reasoning, forecasting, planning, hypothesizing, and critiquing, while creative thinking involves 

creating something new or original (Busch, 2011).  This critical and creative thinking will help to 

stimulate curiosity and promote divergence in the students.  

Another goal of the accounting education was to train the students on how to work effectively 

and cultivate the ability to resolve conflicts and also structure solution to accounting problems. 

This is because an effective team member goes beyond self and personal desires and goals. He or 
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she recognizes that the immediate challenge is to proffer solution first, thereby, recognizing the 

benefits of working efficiently, learning to resolve differences as well as maximizing his/her 

contributions to help the team/group accomplish its purpose (Samovia, 2012). Furthermore, it is 

equally aimed at educating the students on how to organise and manage their activities. This goal 

consists of helping students to identify their main activity, break them down into tasks, prioritize 

them effectively, relate tasks to time and make plan of action (Vesper, 2012). This will go a long 

way in educating trainees on effective time management, accounting and business planning.  

The programme was targeted at equipping students with the skills required for efficient 

collection, analysis, organisation and critical evaluation of accounting and non-accounting 

information for effective decision making purposes. Accounting information that is widely used 

in the business community for decision making includes financial information, management 

information, and tax information (Deakins & Freel, 2009). The non-accounting information that 

may be required includes information on employee skills, suppliers, stock out, and equipment 

failures which equally assist in business decision making.  

 

Moreover, other goals of the accounting education includes to instill in the students the skills and 

ability to interpret and communicate accounting information effectively, to reflect on experiences 

and explore strategies for effectiveness and efficiency in any field of endeavour, to become more 

curious which can lead to readiness to co-ordinate and evaluate financial information, and to 

consider adequate employment as an accountant as a viable option upon graduation from their 

institutions (Ulrich & Cole, 2007). 
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The expectations were that accounting education in Nigeria will adequately produce accountants 

that will meet the accounting challenges of businesses for entrepreneurial success. 

1.2    Statement of the Research Problem      
 

Accounting education seeks to provide students with the knowledge and skills needed to be 

effective accountants for the benefit of the enterprise they may find themselves upon graduation 

and for economic growth (Scott, 2012). Given the prevailing business failure rate in Nigeria 

which currently stands at 52% (Nigerian National Bureau of Statistics, 2012) accounting 

education has become crucial to enable business sustainability and entrepreneurial success to be 

achieved since business survival highly depends on effective accountability.  

One area of expectation from accounting education is the production of knowledgeable and 

skilled accountants who will effectively meet the accounting challenges of various businesses as 

well as economic needs of government. Whereas this is general expectation, there is insignificant 

basis (if any) to believe that accounting education in Nigeria has impacted significantly on the 

ability of accountants to structure and provide proper financial management techniques/ 

information for entrepreneurial success in Nigeria (Olajumoke, 2012). There is no basis also to 

believe that such education has impacted on the performance/success of businesses, hence the 

rate of business failures in Nigeria (Sola & Gregory, 2009). But, the question is why, inspite of 

accounting education, companies in Nigeria are still experiencing ineffectiveness in their 

accounting and financial management activities, as experienced by the former Lever Brothers 

Nig. Plc. (now Unilever Plc.), the confectionary giant, Cadbury Nigeria Plc., some commercial 

banks, many small and medium scale businesses (Okafor and Onwumere, 2012). The results 
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obtained by previous researchers on impact of education on business performance are either 

reporting positive or negative results, thereby showing a contradictory situation. For instance, 

Bates (1990) research work that was carried out in United State of America revealed that 

education level is a key determinant of firms’ success, specifying that highly educated 

entrepreneurs are most likely to create firms that will remain in operation for a longer period of 

time.  On the other hand, Nafziger and Terrell (1996) in their study in India reported that firms 

founded by first set of entrepreneurs in higher castes are most likely to survive, but that increased 

education of the founding entrepreneurs reduces survival of the firms. They went further to say 

that this research finding was supported by the Indio-American Foundation, the National Science 

Foundation, and Andhra University’s Department of Economics. Moreover, findings from earlier 

studies do not show the impact of accounting education on entrepreneurial success using 

turnover and profit as business success determinants. The situation aroused the researcher’s 

interest in ascertaining if accounting education has any impact on entrepreneurial success in 

Nigeria.  

1.3   Objectives of the Study 

The main objective of this research was to ascertain the impact of accounting education on 

entrepreneurial success, while the specific objectives were to: 

1. Determine business success level of entrepreneurs that acquired accounting education and 

their counterparts that did not receive accounting education over the 5year period (2008 – 

2012).  
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2. Determine if there is significant difference in perceived business success factors between 

the entrepreneurs that acquired accounting education and those that did not acquire 

accounting education. 

3. Examine the competitive ability of the two groups of entrepreneurs (those with 

accounting background and those without accounting background), whether it has any 

significant relationship with accounting education. 

4. Determine if there is significant difference in perceived business obstacles experienced 

by the entrepreneurs that acquired accounting education and those that did not have 

accounting education. 
 

1.4   Research Questions 

The following research questions are raised for the study: 

1. To what extent is the success level of entrepreneurs influenced by acquisition of 

accounting education and non- acquisition of accounting education? 

2. What business success factors do entrepreneurs that acquired accounting education and 

those that did not acquire accounting education perceive as necessary for business 

excellence? 

3. Is there any significant relationship between the competitive ability of the two groups 

(entrepreneurs who have accounting background and those that do not have accounting 

background) and accounting education?                                                                                                                           

4. What business obstacles do entrepreneurs that acquired accounting education and those 

that did not acquire accounting education perceive as setbacks for business excellence? 



 
 
 

21 
 

1.5    Research Hypotheses 

To achieve the above objectives and also to provide answers to the research question, the 

following null hypotheses were formulated: 

1. There is no significant difference between business success level of entrepreneurs that 

acquired accounting education and those that do not acquire accounting education. 

2. There is no significant difference in perceived business success factors between 

entrepreneurs that acquired accounting education and those that did not acquire 

accounting education.  

3. There is no significant relationship between the competitive ability of the two groups 

(entrepreneurs who have accounting background and those that do not have accounting 

background) and accounting education. 

4. There is no significant difference in perceived business obstacles between entrepreneurs 

that acquired accounting education and their counterparts that do not acquire accounting 

education.  
 

1.6   Scope and Limitations of the Study 

This study focused on the impact of accounting education on entrepreneurial success in Nigeria, 

particularly in the South-east. It determined business success level of entrepreneurs that have 

acquired accounting education and their counterparts that did not acquire accounting education 

over 5 year period (2008 – 2012). It also determined business success factors, business obstacles, 

as well as competitive ability of the two groups of entrepreneurs being studied. In doing that, 
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some variables such as turnover level, management report, budgeting and profit level were 

examined.  

The choice of the enterprises (small scale industries) was because of the value added function(s) 

entrepreneurs play in the economy and the need to ensure entrepreneurial success in the South-

east of Nigeria. The sample of this study was restricted to entrepreneurs who are members of 

National Association of Small Scale Industries (NASSI) in the South-east of Nigeria that 

registered with Corporate Affairs Commission (CAC).  

Also, the result of the study could not be generalized for all entrepreneurs in Nigeria due to the 

fact that data collected represents the effect of accounting education on entrepreneurial success 

only for entrepreneurs who are members of NASSI and have registered with Corporate Affairs 

Commission (CAC). Entrepreneurs who are not members of NASSI are not represented and 

members of NASSI who are not registered with Corporate Affairs Commission (CAC) are 

equally not represented. Furthermore, the probability sampling design was used because the total 

population may not be reached within the time limit of the study. 

1.7    Significance of the Study 

Amongst the significance of this study is that the policy makers (government) will understand 

the usefulness of accounting education for entrepreneurial success. It will also help government 

to know the problems that hinders effective entrepreneurship development/success in Nigeria 

and the need to address the issue for efficient reduction in business failure, and ensure business 

friendly environment and economic growth.   
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It will help educators to have an insight into business success determinants/variables and their 

relationship with accounting education. Thus, bringing to light the need to evaluate and enhance 

accounting education for more effective inculcation of accounting skills on the trainees so as to 

achieve business sustainability and success. 

Furthermore, this study will make it possible for the entrepreneurs /business community to assess 

accounting and financial management skills need, thereby, reducing pre-mature death of 

businesses and promoting business survival rate for the benefit of the economy. 

It will also add to the body of literature in relation to the impact of accounting education on 

business survival, thus serving as a reference material and basis for further research on the 

related field. Moreover, students as well as researchers will find this work very useful in their 

quest to know the importance of accounting education for entrepreneurial success/business 

sustainability. 

 

1.8   Operational Definition of Terms 

Accounting Education 

Anao (2009) as cited in Okafor (2012) defined accounting education as a field of study that 

incorporates a package of instructional programmes designed to educate “would be” accountants, 

to make them versatile and capable to handle effectively any accounting roles they may be called 

upon to play after graduation. It is also a professional discipline that fortifies the trainees with the 

basic knowledge and skills to be able to prepare and communicate financial information about 

the performance of business organisation to information users. This accounting information 
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when properly prepared has specific characteristics which includes reliability, objectivity, 

understandability, consistency and comparability. 
 

Entrepreneurship 

This is an undertaken that involves the task of creating and managing an enterprise for a purpose 

which may be personal or developmental (Garavan & O’Cinneide, 2004). This task entails 

planning, organizing, and coordinating activities and resources necessary to manage an 

enterprise.  

Entrepreneurship Education 

Entrepreneurship education is a specialized field of study that seeks to prepare the trainees to be 

responsible enterprising individuals who become entrepreneurial thinkers or entrepreneurs, 

thereby contribute to business sustenance and economic development. The education does not 

only base on a textbooks/courses, but students are also immersed in real – life learning 

experiences where they have an opportunity to take risks, manage the results, and learn from the 

outcomes (Olajumoke, 2012). 

 

Skill 

Klandt (2003) defined skill as an ability and capacity acquired through deliberate, systematic, 

and sustained effort to smoothly and adaptively carry out functions or complex activities which 

involve ideas (cognitive skills), things (technical skills), and/or people (interpersonal skills). In 

the field of accounting, skills required are recording and analytical skills which help finance or 

accounting professional to record and review financial data, and also detect trends in a business 

setting. With the accounting skills, one will be able to prepare and review an organisation’s 
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income/financial statement, analyze revenue, and trends of various business activities. Also, 

accounting skill helps a professional to synthesize large volumes of accounting data into concise 

reports (Henry, Hill, & Leitch, 2003). 

Competitive Advantage/Ability 

This can be defined as an advantage gained by an organisation when it can provide the same 

value as its competitors but at a lower price, or can charge higher price by providing greater 

product value through differentiation (Greenley, 2004). The differentiation-based advantage 

tends to be associated with the most innovative enterprises, and the advantage may be in a form 

of reduced price, product size, product effectiveness, customer satisfaction, and user friendliness. 

According to Greenley, effective competitive advantage is the one that results from matching 

core competencies to the opportunities. For this study, competitive advantage/ability consists of 

ability to budget business activities effectively, apply financial management techniques 

strategically, and to prepare useful management reports for effective business decision making. 

Business Transaction 

Business transaction is any activity that involves exchange of goods and services for value 

(Okafor, 2010). Money comes in and goes out of enterprise through business transaction. 

Enterprises mainly receive money by selling goods or services, and incur expenses by paying for 

goods, raw materials, labour, utilities, such as water and electricity. 
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Management Report 

This is a report prepared by an organisation showing financial information about business 

activities. It is mainly meant for in-house business decisions (Adeniji, 2011). 

Entrepreneurial Success 

This is defined as the accomplishment of business set goals. Success means different things to 

different people. For some people, it’s about controlling time, innovation, or press hits. For 

others, it’s about money. But, entrepreneurial success is mostly determined by the achievement 

of objectives and goals being set by an organisation. In a business setting, accomplishment of 

revenue and profit targets are obvious indicators of entrepreneurial success (Davis & Gibb, 

2007).   

Business Success 

Business success is an excellence achieved by an organisation in its business endeavour. It is 

mainly defined with financial or economic measures, and can be associated with profit, sales 

volume, return on assets, and business sustainability (Masuo, Fong, Yanagida, & Cabal, 2001).  

For the purpose of this study, business success is determined using annual turnover and annual 

profit levels of an organisation that is higher than the annual turnover and profit made by other 

organisations in the same line of business. 

Business Success Factors 

Business success factors are essential things that should be observed if an organisation wants to 

achieve the mission, objectives or goals of the business (Yusuf, 1995). In this study, business 
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success factors refer to the important ingredients that are very necessary for achievement of 

business success/excellence. In other words, success factors are variables (such as 

innovativeness, hardwork, charisma, good customer service, problem solving, flexibility, and 

honesty) that have direct impact on effectiveness of a business.  

Innovation  

This is the process by which the entrepreneur creates new wealth-producing product or enhance 

existing product with potential for creating wealth. Innovation involves deliberate application of 

imagination and initiative in creating product(s) with a greater value from available resources. It 

also includes all processes by which new ideas are generated and converted into useful 

product(s) for customer satisfaction (Jim, 2012). In business, innovation often results when new 

ideas are applied by a company in order to further satisfy the needs and expectations of its 

customers. 

 

Business Obstacle 

This is defined as those things/factors that impede, stand in the way of, or hold up business 

progress. This obstacle can be in the form of lack of managerial skill, insufficient capital, lack of 

accounting knowledge and skills, and lack of good financial management (Hughes, 2009).  
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CHAPTER TWO     

 REVIEW OF RELATED LITERATURE 

2.1    Introduction 

This chapter presents the review of related studies carried out in areas relating to this study. The 

review of related literature focused on four major headings: Conceptual Review, Theoretical 

Review, Empirical Review and Review Summary. Amongst the literature that were theoretically 

and conceptually reviewed are historical development of entrepreneurship; accounting concepts 

and conventions; ways in which entrepreneurs can be classified; accounting education and 

business enterprises; financial management practices and business organisation; entrepreneur and 

business success factors; obstacles to entrepreneurial excellence/success, as well as new 

emphasis and challenges in accounting. Empirical review dealt with studies which are done by 

scholars such as Okafor and Onwumere (2012); Ezedum and Odigbo (2011); Kayode (2006); 

Chu, Kara, and Benzing (2008); Kader, Mohamad, and Ibrahim (2009); Muhamat, Jaafar, Rosly, 

and Manan (2013) in the related field of study. Also, the summary review dealt with the vital 

points/issues that were reviewed for this study.   

2.1.1 Profile of National Association of Small Scale Industries (NASSI) 

NASSI came into being in 1978 from the initiative of the Centre for Management Development.  

The Centre organized a national workshop on the promotion of small scale industries in Nigeria 

in December, 1978 in Ibadan. The aim of the workshop was to sensitize the public on the 

importance of small scale business in Nigeria, and to lay the foundation for the formation of the 

association (NASSI).  
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Currently, the association consists of members who own small scale industries that are producing 

different kinds of goods/products. The objectives of the association include to establish and 

maintain an association whereby small scale industrialists can meet and exchange ideas on 

matters common to members; to ease and solve various problems confronting the small scale 

industrialists in Nigeria; to provide a means of communicating with governments, financial and 

other relevant institutions for the purpose of obtaining necessary assistance for business 

operation and progress; to promote business enlightenment/awareness programmes through 

conduction of seminars, workshops, trade fairs, and other relevant programmes; to consult, 

maintain contact, and co-operate with organisations and institutions established in Nigeria or 

outside the country that have similar objective(s) with the association for production 

advancement.  

 

Since its formation in 1978, the association has been contributing to business progress and 

economic development by encouraging its members to engage in joint production, utilization of 

local raw materials, extensive distribution of products, creation of employment, research on new 

methods of production, and development of new business ideas.  

 

2.2    Conceptual Review 

Entrepreneur as a term originated from the French word ‘entreprendre’ which means to 

‘undertake’. In the business world, entrepreneur means to undertake a business venture 

(Kennedy, 2009). Oshagbemi (as cited in Okwoli and Anyanwu, 2010) describes entrepreneurs 

as “the group of people who perceive business opportunities, possess the abilities to take 

advantage of them, and have the willingness to assume non-insurable risk”. Entrepreneurs are 



 
 
 

33 
 

identified from the functions they perform which contribute to economic development. Some of 

these functions are business planning, coordination of factors of production, and innovation. The 

entrepreneurial zeal is linked to economic situation, innate qualities or exposure of the business 

owner.  Based on this, Kayode (2006) classified entrepreneurs into two major groups as follows:  

 

2.2.1     Classification of Entrepreneurs  

Entrepreneurs are classified into two major groups. Firstly, classification based on economic 

development and secondly, classification based on entrepreneur’s behavior (Kayode, 2006). 

Danhof’s study (as cited in Kayode, 2006) classified entrepreneurs in a manner that showed 

entrepreneurial stages along economic development. According to Danhof, initially, 

entrepreneurs had less initiative and drive, but as economic development progresses, they 

became more innovative and enthusiastic. Based on this submission, entrepreneurs were 

classified into four groups under economic development perspective.  

 

2.2.1.1   Classification Based on Economic Development 

Innovative Entrepreneur 

An innovative entrepreneur is one who introduces new goods, inaugurates new method of 

production, discovers new markets and re-organises the enterprise. According to Danhof, it is 

important to note that such entrepreneur can work only when a certain level of development has 

already been achieved and people look forward to change and improvement.  
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Imitative Entrepreneur 

This class of entrepreneur is characterized by readiness to adopt successful invention inaugurated 

by innovative entrepreneur. Imitative entrepreneur do not bring about the changes themselves, 

rather they only imitate techniques and technology introduced by others. This type of 

entrepreneur is particularly prevalent in developing nations. They imitate new combination of 

factors of production already in existence.  

Fabian Entrepreneur  

Fabian entrepreneur is characterized by application of very great caution and skepticism in 

experimenting any change in the business field. He imitates only when it becomes extremely 

clear that failure to join in the product line will result to the loss of his position in the industry.  

Drone Entrepreneur  

This class of entrepreneur is known for refusal to make changes in production formulae even at 

the cost of reduced returns relative to the returns of other producers in the same line of business. 

Such entrepreneur may even suffer losses but he is not ready to make changes in his existing 

production method(s).  

2.2.1.2   Classification Based on Entrepreneur’s Behaviour 

Entrepreneurs have different personalities which made it almost impossible for them to exhibit 

similar behaviour in the course of business endeavours. Based on this, some behavioural 

scientists such as Frank Young, a sociological theorist and John Kunkel, a behavioural theorist 
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submitted that entrepreneurs can be grouped according to their attitude to business (Kayode, 

2006). It is classified as follows:   

Solo Operators  

These are the entrepreneurs who essentially work alone. They organize and manage the business 

activities without any assistance for a long period of time.  They may employ few hands in the 

later life of the business if the need arises. This is commonly found in new established 

businesses. Most of the entrepreneurs started their organisation as a solo operator. 

Active/silent Partners  

Active partners are entrepreneurs who contribute capital and jointly participate in the operations 

of the enterprise as a joint venture. They prefer managing an enterprise as a group. But, 

entrepreneurs who only contribute capital to the enterprise, and do not actively participate in the 

business activities are simply called silent partners.  

Inventors 

These are entrepreneurs whose basic interest is on research and innovative activities. They have 

competence and initiative qualities which enable them to create new products. 

Challengers 

Challengers are those entrepreneurs who plunge into industry because of the challenges it 

present. They are attracted by the existing difficult situation at hand, seeing it as an opportunity 

for a business. When the existing challenge seems to be met, they seek for new challenges in the 
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industry. For instance, it is the scarcity of tap water that led to the introduction of pure water 

business.  

Buyers  

This type of entrepreneurs prefers acquiring an existing enterprise in order to avoid the risk 

involved in setting up a new business. These entrepreneurs do not like engaging in a high risk 

business ventures.  

Life Timers  

These are entrepreneurs that take business as an integral part of their lives. They equally involve 

their children in their enterprise activities. A family business is a good example of this category 

of entrepreneur. Their business ideas depend mainly on the knowledge/skills of the family 

members.  

2.2.2   Entrepreneur and Entrepreneurial Ideas 

There is a general believe that someone cannot engage in business unless he/she has large 

capital. While this may be true for medium and large scale businesses, it is not necessarily true 

for small-scale businesses which one can embark upon in the comfort of his/her home. Many 

people think about money needed to start a business even before the business itself. But, since 

money is not always very easy to come by, such people never come close to actually initiating 

any business.  It is very essential to note that the first thing that is needed is business ideas and 

not capital (Okwoli & Anyakwu, 2010). Then, the question is, how do one identify a business 

idea? According to them, getting business ideas can be tricky, even though they are all around 

us. Some business ideas can come from a careful analysis of market trends, opportunities and 
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consumer needs while others can come from dreaming and visioning. Business ideas can also 

come from entrepreneurial education because the moment one develops an entrepreneurial frame 

of mind through entrepreneurial education, then it will be discovered that finding business ideas 

is just as easy as finding leaves on trees (Bird, 2008).  

Identifying business idea is the beginning of a venture. For the idea to yield positive result, it 

must be well conceived, carefully articulated, analyzed and appraised before venturing into the 

business. Kayode (2006) pointed out that, if you are interested in starting a business but do not 

know what product or service to offer, exploring many sources of business ideas will be of great 

assistance. Scholars suggested various sources from where a would-be business owner can 

generate ideas from, choose and develop the idea. These sources are:  

Personal Sources  

This includes ideas that are originated by the would-be business person himself, or from his 

personal experiences in life. Also, one can convert a present hobby into a full-time business. 

Hobbies like photography, sewing, soap production, artistic work, and equipment servicing can 

be converted into a viable personal business (Kayode, 2006). Moreover, one can obtain business 

ideas from his/her work experience, perhaps a need identified in the present or former place of 

work. 

Formal Search for Investment Opportunity  

Entrepreneurial ideas may spring up from an organised seminar on business venture 

establishment and management. Such seminars can be organised by non-governmental agencies, 

higher institutions, or even by private consultants. Also, trade fair and Symposia are another 
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source of business idea generation and development (Williams, 2011).  One can search for a 

business idea through studying of research outcome, and development activities of business 

enterprises.  

Being a Dreamer 

Developing a good business idea that would be a success can be deep-rooted in dreaming (Jim, 

2012). According to Jim, anyone that fears or hates to dream runs the risk of hindering his/her 

entrepreneurial ideas. Positive dreaming and visioning are the fundamental premises for most 

sources of good business opportunities.  

Current Events   

This is one of the most effective means of obtaining modern business ideas. Ideas can be 

achieved by keeping up with current events and being ready to take advantages of business 

opportunities. If one reads newspapers, magazines, and watch educative programmes in 

television with conscious intent of finding business ideas, one will be amazed at how many 

business opportunities the brain can generate. According to Garavan (2004) keeping up with 

current event will help to understand market trends, identify people’s need and most times new 

ideas that have market possibilities.  

New Product or Service  

This involves observing one’s environment and asking oneself, how can a situation at hand be 

improved upon? Ask people what product or additional service do they think that will make a 

difference compare to what already exists? Once a product or service is identified, it becomes a 
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viable business idea. Also, one can focus on a particular target market and brainstorm business 

ideas for service/product that particular market segment will be interested in (Block & 

Macmillian, 2005). The clamour for ever-increasing security, for instances, has led to an 

explosion of new security products and services. Also, think back, thirty years ago, was there a 

huge demand for anti-virus software, internet service providers, or lap top computers? The 

answer is No! Therefore, the key to inventing a new product or service is identifying a market 

need that is not being met at that point in time.  

Addition of Value to an Existing Product/Service  

Adding value to an existing product/service is another important means through which business 

can spring up. The difference between raw wood and finished lumber is a good example of 

passing a product through additional process which increases its value. It is worthy to note that, 

additional process is not the only way through which value can be added. One might also add 

service too, or combine the existing product with other products (Kiggundu, 2002).  For 

instance, an accounting firm that offers only auditing service, can also offer tax consultancy 

service and forensic accounting service and in addition deliver quality services to customers at 

relatively lower price. What is important is to focus on the product or service one can 

handle/deliver in other to create a profitable venture.    

Furthermore, Mair and Marti (2006) pointed out the following small-scale business 

opportunities one can harness: packaging of food, meat retailing, rental service (Canopies and 

Chairs), restaurant service, small scale poultry raising, organising labour squads, home laundry 

service, designing and making wears, distilling and bottling water for laboratories and petrol 
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station, sign writing and portrait painting, raising of flowers, production of conference bags, 

homemade bread and cakes, photography, car washing as well as GSM business such as making 

calls, selling recharge cards and phone accessories. 

Also, some of the  medium-scale business opportunities one can engage in are production of 

soap, insecticide, nylon, concrete block, hair/body cream, furniture making, commercial 

poultry/farming, professional practice (law, accountancy, and estate management), food and 

beverage, paint, event planning, writing books/novels, cyber café operation, video rentals/ 

snacks bar, and aquaculture/fish farming (Olagunji, 2004).  

2.2.3   Features of a Successful Entrepreneur 

There are certain distinguishing features which make it possible for an individual to become 

entrepreneur while others are not. Often times, these features are embedded in the individual’s 

character which make up the innate qualities that contribute to that vital confidence needed to 

step out and start a business. According to Kayode (2006) willingness to work hard is a 

favourable indicator of a successful entrepreneur. Hard work distinguishes a ‘would be’ 

entrepreneur from others.  He emphasized that entrepreneurs should be dedicated in other to 

ensure successful operation and survival of their business. Branson (2010) also observed that 

most of the successful entrepreneurs work hard endlessly from the beginning and throughout 

their business life.  

Leadership is another essential quality of an entrepreneur. This requires that an entrepreneur 

should be able to inspire confidence and loyalty among the employees and business associates. 

He/she should also be tolerant of errors, because in so doing, the employee will learn by example 
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accordingly. Moreover, it is worthy to note that a good leader is one who does a thing through 

others. He should equally have the power of speech because great entrepreneurs are always great 

orators/public speakers. Delegation is also a notable quality of a successful entrepreneur. It 

involves giving others the authority to act on your behalf, accompanied with responsibility and 

accountability for the result/outcome. According to Allinson (2000) three basic and major skills 

are needed to be an effective delegator. They are trust, honesty, and communication. 

A good and successful entrepreneur possesses effective supervision quality. Seeing that a task is 

carried out through to the end is a feature of good supervision. This is an important characteristic 

of an entrepreneur because the ability to supervise work and ensure its completion is highly 

required in a business setting (Kayode, 2006).  Also, a successful entrepreneur is calculative, 

creative, resourceful and innovative.  Ability to take initiative is a very important characteristic 

due to the fact that it will make the entrepreneur to be progressively ahead in his/her business 

line. Attentiveness is another worthy features of a successful entrepreneur. This consists of 

ability to concentrate and give sustained attention promptly and fully to the task(s) of the 

moment. It also enhances the ability to think clearly, that is, learning things with precision, 

analysing ideas, and making prompt decision. Entrepreneur like a well-oiled machine turn 

promptly from one problem solving to the next (if need arises), analyze data swiftly, reach 

decision unhesitatingly, and take appropriate action accordingly (Kayode, 2006). Also, team 

work is a quality of an effective entrepreneur. This involves having the spirit of team work so as 

to build an efficient team amongst the workers. Praises and appreciation of colleagues/staff help 

to ensure and sustain a better team work.  Moreover, an entrepreneur has a positive outlook 

towards people, showing a friendly interest in a pleasant and polite manner. A good entrepreneur 
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remains steadfast in working towards his/her business goal(s) and not be easily discouraged by 

obstacles (Branson, 2010). 

2.2.4   Entrepreneurial Education  

Entrepreneurial education is an aspect of the education programme that is being offered in 

various Institutions of higher learning in Nigeria. Students in different fields of learning such as 

management, banking and finance, and accounting undergo the programme in other to acqiure 

business creation / management ideas.  In otherwords, entrepreneurial education is a programme 

that creates an environment which affects students learning experience that instills in them the 

desire/mindset to create ventures, and expand the platform which the entrepreneurial business 

community can access accounting and financial management skill needs (Okafor & Onwumere, 

2012). They pointed out that this type of education is very important for economic development 

of a nation because it is a viable means towards encouraging job creation thereby reducing 

unemployment among university graduates. 

 

Nigerian Institutions of higher learning in its own part provide the platform on which effective 

entrepreneurship programme can be developed, such as Entrepreneurial Research Centres and 

Knowledge/Innovative Centres. According to Okafor and Onwumere, a good entrepreneurial 

platform should incorporate various components in entrepreneurship development and 

management, such as knowledge base courses, skill sets, facilities for running the programme, 

and community ties which includes alumni, business enterprises, government agencies, and 

professional accounting bodies. It should also include innovative centres that house business 
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incubators that demonstrate revenue yielding activities. Figure 2.1 below explains the platform 

for entrepreneurial education programme. 
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implies that the knowledge and skills impacting education must not come from the formal 

institutions of higher learning environment alone, but could also be supplemented from the 

community through networking with innovative centres. Students learn knowledge base courses 

from different departments in business discipline such as financial management, quantitative 

techniques, small business creation and growth including accounting and use facilities provided 

through innovative centres for practical/skill training purposes. Amongst the skills to be imparted 

are human relations, planning and goal setting, critical thinking, venture launching, problem 

solving, creativity, leadership, time management, negotiation/pricing, and business assessment. 

Also, through networking, the community can assist in certain areas such as provision of fund, 

real training facilities, and human resources to help in training the students.  

Furthermore, with the help of knowledge based courses, skill sets and other components of 

entrepreneurship education students’ mindset are built for the future business 

development/management. It also helps students to filter and identify their personality make up 

and capabilities such as leadership, initiative, hard work, optimism and perseverance which are 

in line with entrepreneurial qualities. Through identifying and ranking of these entrepreneurial 

personality traits in the students, they will realize the entrepreneurial tendencies in them. This 

realization will then be a source of motivation for the students to target being a prospective 

entrepreneur upon graduation.       

2.2.5   Entrepreneurial Education and Job Creation 

Entrepreneurial education is a programme that fosters entrepreneurial activity among the 

trainees. It equips the beneficiaries with the knowledge and needed skills required to pursue their 
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dreams. Job creation through entrepreneurial education as observed by McClain (2011) dates 

back to the early 90’s in Colorado, United States when a Certified Public Accountant (CPA), 

Joans Cleveland organized a workshop/seminar for Accountants. The essence of the seminar was 

to increase accountant’s service rendering opportunities and client’s satisfaction.  It dwelt on the 

idea that accountants should optimize their services like people in the business world. It was 

emphasized that accountants rely mainly on client’s readiness to seek accountant’s services, 

rather than stepping out on their own to reach prospective customers thereby marketing their 

skills.  Therefore, in other to expand the job opportunities and service rendering capacity, 

accountants were encouraged to enroll in entrepreneurship programmes.  

 

Stowe (2002) reported a study by the Kauffman Research Center in 2000 on Entrepreneurial 

Leadership in United State. The study showed that the University of Arizona’s Berger 

Entrepreneurship Programme had resulted in more alumni starting new businesses, developing 

new products and more likely to be involved in high-technology endeavors . Also, a study by two 

researchers on the impact of the Eller College of Business and Public Administration, and the 

Berger Entrepreneurship Program revealed a startling comparison between Business and Public 

Administration graduates and those who were graduates of the Berger Entrepreneurship 

programme. The survey of 2,484 alumni revealed that entrepreneurship graduates were three 

times able to start their own businesses, had annual incomes that was 27 per cent higher, and 

owned 62 percent more assets than graduates of College of Business and Public Administration 

that didn’t go through entrepreneurship programme (Charney & Libecap, 2002).  
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Job creation through entrepreneurial education expanded to other areas of the United States, 

Western Europe and India.  As a result of this awareness, many accountants started marketing 

accounting services thereby increasing job opportunities, individual earnings and clients’ 

satisfaction. The knowledge of entrepreneurial education as exemplified by Cost and 

Management Accountants in England has enabled accountants diversify into many 

entrepreneurial fields such as production of conference bags, seminar brochures, and fashion 

designing.  In India, observed Khan (2012) entrepreneurial education started in 1996 when a 

group of chartered Accountants of India held a conference to solve unemployment menace of 

accountants. It was observed that accountants were encouraged to go into respective 

entrepreneurial businesses using knowledge of accounting concepts to succeed.  According to 

Khan, to date there are more than two hundred thousand entrepreneurial education graduates that 

started private entrepreneurial business all over India. 

In Canada, entrepreneurial education took a foothold in late 1993, when International Conference 

for accountants on entrepreneurship was held in Toronto (Frenchard, 2011). It was agreed that 

one way of curbing unemployment among graduates of accounting was for the accountants to go 

into private business using their accounting knowledge to excel. Frenchard observed that more 

than three thousand accountants in Canada had established flourishing private businesses. 

Furthermore, Awal (2012) pointed out that entrepreneurial education in Egypt started in 2004, 

when National Accountants of Egypt in a workshop implored entrepreneurial business centres to 

assist in the arrest of unemployment arising from piling up of too many graduates waiting on 

government parastatals for employment.  He noted that the call has yielded more than 50 percent 

success in less than 10 years with more than one hundred thousand accountants fully established 
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in private businesses. Also, in South Africa, entrepreneurial education started in 1998 when 

Chartered accountants of South Africa re-grouped to sensitize people on self-employment. As at 

2012, noted Winnipeg (2012) more than one hundred and fifty thousand accountants have well 

established businesses throughout South Africa.  
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Figure 2.2 below depict the extension of job creation scenario through entrepreneurial education.                  
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FIGURE 2.2    Entrepreneurial Education and Job Creation 

Source: Adapted from Okafor and Onwumere (2012)   
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consequent implications on youth restiveness.  Ojo pointed out that many accountants have gone 

into private businesses, and their accounting knowledge and skills served as an advantage. 

According to Hisrich and Shepherd (2011) the benefit of entrepreneurial education to 

accountants is bicameral. They said that it is either that the accountant expands the scope of his 

clientele base by rendering accounting services such as tax consultancy and auditing services to 

his clients, or he ventures into other businesses using his accounting knowledge/skill to succeed. 

It is worthy to mention that as at 2006 few universities in Nigeria have started entrepreneurial 

education. They are the University of Nigeria, Nnamdi Azikiwe University, University of Lagos, 

University of  Portharcourt, to mention but a few.  It goes by several names such as: Centre for 

Entrepreneurial Studies; Entrepreneurial Studies; and Business Entrepreneurial Centre. The 

programme is not only for accounting students, but for students offering other courses. The 

essence is to expose undergraduates that are in their penultimate year to the rudiments of 

entrepreneurial activities (Frenchard, 2011).  

2.2.6   Accounting Education and Business Enterprises 

Accounting education is a specialized discipline that fortifies the trainees with the basic 

accounting knowledge, skills and attitude that will enable them to communicate financial 

information about the performance of business organisation to information users (Okafor & 

Onwumere, 2012). Many Institutions of higher learning in Nigeria offer accounting education. It 

incorporates a package of knowledge designed to educate future accountants to make them 

versatile and adaptable to any field of endeavour they may be called upon to work after 

graduation. It seeks to develop concepts, procedures, and theories for solving accounting 
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problems. Some of the courses that are being taught under accounting education include financial 

accounting, cost and management accounting, international accounting, financial management, 

taxation, introduction to small scale businesses, quantitative techniques and environmental 

accounting.  

Accounting education has its own peculiarities in that it is a specialized discipline with peculiar 

learning process and teaching approaches (Okafor & Onwumere, 2012). The techniques of 

learning in accounting undergoes the process of acquiring essential basic knowledge and skills 

such as recording of economic transactions, classifying, summarizing, analyzing and reporting 

financial activities that took place within an organisation. Accounting knowledge/skill is very 

essential in any form of organisation for an efficient and effective business to be achieved 

especially in the areas of business records management, cash management, financial statement 

preparation, and tax management. According to Boman (2010) accounting education has 

extensively aided business enterprises in the following ways: 

Business Records Management 

Accounting education has gone a long way in inculcating the need to maintain proper 

documentation of economic activities. Proper business records helps to identify product 

behaviour, and to determine what changes are needed to be made in relation to the product in 

other to facilitate progress of a business. Also, effective record management helps in easy 

preparation of accounting information needed for business decisions, keeping a good track of the 

costs of inventories and other business activities. It helps to determine easily the business areas 

where problem may arise such as production and sales point so that proper action can be taken. It 

assists in prompt provision of information required by bank or any interested party when needed 
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and provides adequate and detailed information for future sale of the business if such need arises. 

Maintaining valuable and accurate business records can accelerate the possibility of business 

success. According to Boman, businesses must realize that accurate record keeping/management 

is one of the most important management tools that should be accorded due attention.  
 

Fund Management 

Organisations generate and raise funds for the day to day running of their business activities. 

They equally incur expenses on daily basis for effective business flow. Considering this 

situation, there is great need to strike a balance between holding excess fund and not holding 

sufficient fund (Bee, 2005). This is because excess or insufficiency of fund has adverse effect on 

business. Excess fund bring about situations such as over stocking of goods, irrelevant expenses, 

and improper allocation of fund, while insufficient fund leads to under stocking of needed 

materials/products, inability to meet up with product supplies and immediate business needs such 

day to day expenses for the progress of the business thereby hindering business success. 

Therefore, effective cash management is very essential for the achievement of business goals.   

 

Preparation of Financial Statements  

Financial Statements is a document that contains financial information of an organisation. It 

gives relevant information as regards income generation, position of assets and liability, cash 

flow, owner's equity or retained earnings of the organisation and value added. 

Organisations use financial statements to make important business decisions especially long-term 

decisions such as whether to continue or discontinue part of a business; whether to make or to 

buy certain products; and whether to sale or to rent/lease production equipment. Prospective 



 
 
 

52 
 

investors  also use financial statements to carry out financial analysis that will assist them in 

making investment decisions. Lending institutions determine the credit worthiness of an 

organisation through its financial statements to decide whether to extend credit or not. 

Government entities (tax authorities) utilize financial statements to ascertain the appropriateness 

and the accuracy of taxes and other duties paid by an enterprise. Also employees use the 

statements in ascertaining their benefits from the organisation. 

Tax Planning and Management 

Ability to plan and manage tax is a knowledge/skill that can be obtained through accounting  

education. The main difference between tax planning and tax management is the time frame in 

which each is conducted. The tax planning takes place ahead of time before the tax payment is 

due. That is, an action that is taken in the present but relates to the future, while the tax 

management is the implementation of the plan (Rhan, 2011). Every business is required to plan 

and manage tax, which include filing the appropriate State and Federal tax returns accordingly. 

Garavan (2004) pointed out that tax planning involves making effort to minimize the tax liability 

of the entity by planning purchases and expenses ahead of time, while tax management involves 

making sure that when the tax plan is implemented that it is according to the tax laws and 

regulations. Garavan went further to say that, when an organisation is in the process of tax 

planning, they should take into account all of the aspects of tax management, including tax 

deductions, proper auditing of the accounting files and records, putting together and filing the tax 

return documents on time and planning for tax scenarios that may come up during that particular 

tax year. With the knowledge of allowable and non-allowable expenses and other relevant issues 
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in taxation which are obtained through accounting education, businesses will be able to control 

their expenses, prepare tax returns accordingly and timely (Bartle, 2010).   

2.2.7   Financial Management Practices and Business Organisation 

Financial management is the process of managing the financial resources of an organisation. It 

covers areas such as capital investment appraisal and working capital management. Business 

organisations are being established with a purpose in mind. There is an agreement in the 

literature as to what the objective(s) of firms are or what it ought to be. However, most authors 

on financial management opined that the primary goal of most orgainsations is to maximize the 

market value of a firm, hence the value of equity. According to Wayne (2005) manager of a firm 

can increase market value of the company by increasing the size of earnings before interest and 

tax, and by making weighted average cost of capital (WACC) smaller. Wayne went further to 

say that the increase in earning size can be done by making appropriate investment decisions 

such as investment in fixed assets which involves capital budgeting using appropriate investment 

appraisal techniques such as pay back period (PBP), accounting rate of return, net present value, 

internal rate of return, or profitability analysis, and also investment in current assets which 

involves working capital management. The other aspect for maximization of the market value of 

a firm involves judicious combination of debt and equity finance to achieve a lower WACC and 

then achieve a higher total value for a given level of operating earnings, which is earning before 

interest and taxes (EBITs). 

Also, to achieve firm’s objective, there are financial management practices that are essential in 

carrying out business activities, such as creation and management of financial resources (funds); 
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managerial planning and control; working capital management; capital investment appraisal; and 

utilization of financial statements.   

2.2.7.1    Creation and Management of Financial Resources  

Creation of financial resources is the most challenging task in the life cycle of an organisation. 

Most companies face this situation in the early part of their business life when they are yet to 

acquire expertise needed to create sufficient funds for business activities. At this stage, 

estimation of the capital requirement, determination of capital composition and specification of 

sources of fund are the three most important aspects for successful creation of financial 

resources/assets (Mazumder, 2007). A solid business plan can tremendously help the 

organisation at this stage in ensuring regular and adequate supply of funds for consistent 

successful business operation. 

Also, management of financial resources involves issues relating to the allocation of the 

financial resources that is at the organisations disposal. Fund is required for a number of 

purposes like purchase of raw materials, payment of salaries, bills, rents, and stock 

maintenance. Ensuring that the funds obtained are utilized in a maximally possible way and that 

cost of transactions is brought to minimal level is very essential for business success. This is 

where a good financial manager (entrepreneur) exhibits his/her professional skills because of 

the need to make decision(s) for effective fund application/management (Ranbeer, 2005). A 

finance manager has to plan, procure and use the funds effectively for business goal(s) 

achievement and also maintain proper documentation of the fund application.  
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2.2.7.2    Managerial Planning and Control  

Managerial planning involves formulating a course of action or of drawing up plans, objectives, 

or strategic targets of an organisation. The plan can be directed towards selection of business 

products and/or markets, the required level of company profitability, the purchase or disposal of 

subsidiary business, and diversification of investment. On the other hand, managerial control 

involves governing/controlling of the affairs of the organisation to ensure efficient and effective 

use of organisation’s resources so as to achieve the stated objectives/ business target. Efficiency 

in the use of resources means that optimum output is achieved from the input resources, while 

effectiveness in the use of resources means that the output obtained is in line with the intended 

objectives/targets. The features of management control includes taking action in ensuring that 

budgeted targets are attained and improved upon when necessary as well as ensuring that  

performance are satisfactory or even better than planned (Gruber, 2007). Effective managerial 

planning and control will help in achieving successful business practice and sustainability. 

2.2.7.3     Working Capital Management 

Working capital is the fund required to meet the daily operational needs of an organisation. It is 

the net current asset which is the difference between current asset and current liabilities. 

According to Olajide (2010) in financial management, more emphasis is on the components of 

working capital which are Stocks, Debtors, Cash and Creditors. The management of these 

various components involves taking many decisions such as: what level should an organisation 

maintain for each component of working capital?, how can an organisation  finance each 
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component at an optimal level?, what ratio should an organisation  maintain between current 

asset and current liabilities?   

According to Saxena (2008) the following clue will assist management in making appropriate 

decisions for the questions raised above. These clues are: the nature of the product or service the 

company is rendering, the business practice in the industry in which the company operates, the 

sales pattern of the company’s product such as seasonal sales, the company’s relationship with 

its customers, suppliers and bankers, the short term investment opportunities available, and the 

financial management style of the company. These ideas will go a long way in planning the best 

method to operate and handle working capital the business effectively. Working capital 

management usually involves analysis of three ratios which will assist the organisation in its in-

house planning and decision making (Adeniji, 2011). These ratios are: Current Ratio which is 

current asset divided by current liability (Current Asset/Current Liabilities), 

Quick/Liquidity/Acid test  which is current asset less stock and then divided by current 

liabilities  [(Current Asset – Stock)/Current Liabilities], and Working capital Ratio/working 

capital Turnover which is sales divided by working capital (Sales/Working capital).  

Another important issue in working capital management is Working Capital Cycle which is 

equally known as turnover cycle or operating cycle. It is defined as the length of time between 

paying for raw materials and the revenue recovery date from the organisation’s customers. In 

other words, it is the length of time between expenditures on stocks and the inflows of cash 

from the sale of those stocks. The longer the cycle, the more borrowed funds the company will 

require for its daily operations. It is important to ensure that the turnover cycle is not long. 
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Efficient management of working capital is very essential in any business organisation that 

wishes to survive. Due to the importance of effective working capital management to an 

organisation, the management of its various aspects such as stock, debtors, creditors, and cash is 

discussed below: 

Management of Stock 

Management of stock requires striking a balance between the costs and benefits of stocks. It 

involves determining the stock quantity and timing of stock replenishment, as well as the action 

to take when supply orders are not met. A model known as economic order quantity (EOQ) has 

to be developed which enables the financial manger to calculate the optimal quantity to order. 

The model should have the objective of determining the quantity that should be ordered at any 

point in time such that the cost associated with stock will be reduced to the minimum (Ranbeer, 

2005). The costs associated with stock are purchase cost, ordering cost, holding/carrying cost, 

and stock out cost. In developing the economic order quantity (EOQ) model, the following 

assumptions should be made: purchase cost is constant, annual demand is certain and known, 

lead time is constant and there is instantaneous supply of stock, that is, no delay in supplying 

orders.  

Another important aspect in stock management is the determination of re-order level for each 

stock item. Once the level is determined, any stock that gets to the re-order level will be placed 

for purchase/re-order. For control purposes, three possible stock control levels can be entered on 

the stock card, namely: the re-order level which is the point at which new orders will be placed, 

the minimum level which is the level at which stock should not be allowed to fall below, and 
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the maximum level which is the level at which stock must not be allowed to be over (Adeniji, 

2011). It is also important for all the items of stock to be reviewed at fixed intervals, may be, 

every week, every month or as management decides. Where necessary, a replenishment order is 

placed based on the current stock level, estimated demand and Lead time. 

Management of Debtors 

In management of debtors, the key factor is taking decision on the optimal level of debtors to 

maintain. This involves striking a balance between the benefit of increasing sales and profit 

through credit sales, and the administrative costs, finance cost, the risk of bad debts and legal 

cost of taking action against the debtors if he/she defaults (Wayne, 2005). In considering this, it 

becomes essential for an organisation to set credit policies so as to ensure business efficiency. In 

setting the policy, the following points should be addressed: Who do we sell to on credit? Here, 

the terms of the trade will include the credit period, credit limit depending on the rating of the 

customer, penalty for late payment, cash discount for early payment. In terms of debt collection 

policy, techniques such as letter of reminder, use of debt collection agency, and taking legal 

action where necessary will be considered for effective debt collection. Financing of book debt 

is another way of managing debtors. This includes all actions that may be taken by the company 

to obtain money faster. Such actions include invoice documenting, factor financing (factoring), 

and use of bill of exchange (Osmond, 2009). 
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Management of Creditors 

Management of creditors is also very important in any business setting. It is highly essential to 

manage credit facilities effectively so that it won’t lead to abuse. It is possible to take as much 

credit as possible so long as the organisation appreciates the cost of the facilities and also be 

determined to avoid the credit cost. It is equally important to note that trade credit is an 

expensive form of business financing. This is because suppliers may include their own finance 

cost as hidden prices of supplies, and damaged or inferior goods may be supplied since it is a 

credit supply. It is better to consider critically the credit facilities before embarking on it so as to 

minimize its costs. 

Management of Cash 

Another important aspect of working capital management is management of cash. The basic 

objectives of cash management are in two folds: to meet the cash disbursement needs, and to 

minimize cash holding (Leire, Txomin, & Amaia, 2008). These two objectives are essential and 

should be handled properly. In other words, it is the responsibility of the finance manager to 

strike a balance between holding excess cash and not holding sufficient cash. The major tool for 

determining optimal cash level is through cash budgeting.  Wayne (2005) pointed out that, it is 

important that the forecast for cash are made with realistic assumptions. Note also that the more 

frequent the cash forecast, the less the deviation of actual from budgeted.  

In determining the cash level, the finance manager should recognize a model known as J. M. 

Keyne’s motives for holding cash. These three motives are: Transaction motive which involves 
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holding of cash to meet the operational or day to day requirements of a company such as 

purchasing of stock, payment of salaries/wages, and meeting of administrative/operating 

expenses; Precautionary motive which points out that additional cash should be held to meet 

unexpected cash needs that comes in a short notice may be as a result of sudden increase in cost 

of raw materials, unexpected slow down in collection of accounts receivable and cancellation of 

order by a major customer which may lead to alternative purchase plan; and Speculative motive  

which refers to the desire of a firm to take advantage of opportunities which present themselves 

at an unexpected moments. The speculated motive helps to take advantage of an opportunity, 

such as to purchase raw materials or financial securities at reduced price with the expectation 

that their prices will rise in the future. 

Furthermore, where it has been determined that there is surplus of cash in the organisation, it is 

important to invest the surplus so as to avoid idle cash. But, the following need to be considered 

before taking the step for maximum benefit from the investment: short term investment 

opportunities available, minimum required rate of return the company desire, and the future cash 

requirement of the organisation (George, 2009). The guiding principle is that short term 

investment must be readily realizable with minimum cost of capital. 

2.2.7.4     Capital Investment Appraisal 

Capital investment appraisal refers the quantitative method of evaluating the economic viability 

of projects. It involves a long term planning for a proposed capital outlay and financing. It is also 

referred to as capital budgeting. The techniques of capital investment appraisal are the pay-back 
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period, accounting rate of return, and discounted cash flow techniques such as net present value 

and internal rate of return (Ezeamama, 2010).  

Pay-back period (PBP) measures the length of time it takes a firm to recoup its initial capital 

outlay on project. Where the cash inflow is even or constant, the pay-back period is computed by 

dividing Initial cash outlay with Annual cash inflows, but where the cash inflow is not regular or 

even, the payback period will be computed by adding the yearly cash inflow until the initial 

amount invested is obtained. Usually, in using the pay-back period, a particular time is set out as 

the expected period for recouping the initial capital invested. In financial decision making, any 

project whose payback period exceeds the targeted time is rejected (Adeniji, 2011). 

Accounting rate of return (ARR) uses accounting information obtained from the financial 

statements to measure the profitability of the investment proposal(s). The ARR is computed by 

dividing the average income after tax by average investment. Average investment is obtained by 

adding the salvage value (if any) to initial investment and divide the outcome by two. In practice, 

management usually has acceptable minimum rate in any project. After computing the ARR, 

only the project that meets the minimum rate is accepted while others are rejected. Any 

organisation that is using Accounting Rate of Return should have a bench mark for project 

evaluation/acceptance. 

Failure of the PBP and ARR to recognize the time value of money led to the development of the 

discounted cash inflow. It involves the conversion of future sum to their equivalent present 

value. There are two types of discounted cash inflow, the Net Present Value (NPV) and the 

Internal Rate of Return (IRR). Net Present Value (NPV) is a technique which computes the 
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expected cash inflow of a given project by discounting all expected future cash inflow to their 

present value using the firms cost of capital as the discounting factor (DCF), while internal rate 

of return (IRR) is a method that gives a rate of return on project which is compared with the 

company’s cost of capital to determine the acceptance or rejection of capital investment 

proposals. In practice, the IRR helps to determine the rate of interest at which the present value 

of expected future cash inflows of a particular project equals its present capital outlay. Where the 

cash flow is uneven, there is no direct formula to apply rather trial and error method will be used 

to determine the IRR rate. 

2.2.8   Accounting Education and Competitive Advantage 

In the present global and competitive environment in which customers’ aspirations are increasing 

day by day, every forward looking entrepreneur makes effort to satisfy customer needs through 

many innovative activities (Kumar, 2010). Also, as business evolves, competitive advantage 

becomes increasingly essential for business success and survival. It is said that when business 

slows down, that is when strategic entrepreneurs emerge and most of them excel through using 

their unique ideas to create something new and/or rare even at a cheaper rate thereby displaying 

the competitive advantage they have over other business owners in same line of business (Mair 

& Seelos, 2007).  

According to Saloner, Andrea, and Joel (2001) “competitive advantage comes in different ways. 

Either that a firm produces a product or renders service that will add value more than those of its 

competitors, or that it produce a product or render service at a lower cost than its competitors. 

They also said that, in order to excel in business, a firm must be able to create value and in order 
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to create value, the firm must have a competitive advantage.”  Besanko, David, and Mark  (2000) 

viewed competitive advantage from the angle of economic profit earned. They submitted that 

“when a firm earns a higher rate of economic profit than the average rate of economic profit of 

other firms competing within the same market, the firm is said to have a competitive advantage 

in that market.”  Economic profit is defined as “the difference between the profits obtained by 

investing resources in a more lucrative alternative activity and the profits that could have been 

obtained by investing the same resources in a particular activity”. 

 Furthermore, competitive advantage is equally about superiority gained by an enterprise when it 

can  provide value as  its competitors  but at a lower  price, or  can  charge higher  prices  by   

providing greater value through differentiation. In other words, competitive advantage grows out 

of value a firm is able to create for its customers which exceed the firm’s cost of creating it. 

Value creation is of two ends, value to customers, and gain/growth for the enterprise.  Gruber 

(2007) pointed out that, whether the enterprise is introducing a new product or not, business 

success is more likely to occur if an entrepreneur can create a sustainable competitive advantage. 

Sustainable competitive advantage is an advantage with a very important addition which current 

and potential co-enterprises cannot duplicate at least for a long period of time (Okwoli & 

Anyakwu, 2010).  They went further to say that being the first to market a new product is not 

enough, as some other enterprises with better product will come along and leave your business 

product in the dust. Therefore, it is essential to have a sustainable competitive advantage. 

Knowing that creating a sustainable competitive advantage is not easy, accounting education will 

be of help to the entrepreneur in remaining ahead in his/her business field (Besanko et. al., 2000). 
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They outlined the following strategies through which competitive advantage can be created and 

sustained: 

Proper Accounting Practice 

It is essential to note that good and proper accounting practice such as effective record keeping, 

budgeting and working capital management in a business situation is an effective competitive 

advantage. To be able to carry out efficient accounting practice, the entrepreneur should have the 

knowledge of accounting. With this knowledge, entrepreneur can gather information that will 

help him/her to determine the present financial situation of his business, and be able to predict 

the financial position of the enterprise accurately. It will equally help to determine whether the 

business is progressing or not and then be able to take necessary steps to ensure business success.      

 Cost Reduction or Bonus Offer 

Ideally, entrepreneur can lure customers into long term contract possibly by providing a slight 

reduction in cost, or giving a bonus. This strategy can be an advantage a firm has over other 

firms in that line of business. Another advantage here is that customers are more likely to be 

willing to enter into other related contracts with an enterprise that has just completed a contract 

successfully with them. 

Brand Loyalty 

Most customers prefer to stick to a brand that they have used over a period of time (Gibb, 2002). 

It might be because the product gives them the needed satisfaction or it is easily available. They 
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still show royalty to that brand even though the enterprise does not offer a cheapest product. 

Accounting knowledge can assist the entrepreneur in this area through effective application of 

working capital management to ensure constant supply of the product, provision of accurate cost 

information to enable management take proper decision on the product cost and to ensure that 

the product quality is maintained (Mazumder, 2007).  

Innovation 

Innovation is the driving force behind business creation, sustenance and business success 

(Gruber, 2007). It is a constructive change in the way of doing things. In a business world, 

change and new ideas is inevitable. As a result it becomes important for an entrepreneur to 

maintain a competitive advantage through new business ideas so as to survive and succeed in the 

face of constantly changing business world. A strategic entrepreneur applies new ideas to 

existing resources to give the market a new product or service (Branden & Stuart, 2008). 

Accounting knowledge helps in this area through application of capital investment appraisal 

techniques which help organisations in project selection decisions.     

2.2.9    Profit as a Business Success Indicator 

Profit is defined as the balance left after deducting operating expenses and other relevant debts 

such as tax. It is also described as the reward for organizing, managing and bearing business 

associated risks. Profit is essential in business so as to induce the owners to take risks, 

otherwise, businessmen will not willingly engage in any risky business activities. According to 

Chand (as cited in Kayode, 2006) no entrepreneur will think of investing in a risky business for a 
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return of lesser percent of what he/she invested if alternatively he/she can get that return from 

investing in government security. The entrepreneur will expect a much higher rate of return from 

investment because of the greater risk of a possible loss. The greater the risk, the higher must be 

the expected gain so as to induce an entrepreneur.  

Profitability is the first thing that most business owners think about when measuring success 

(Gruber, 2007) as against other business success measurement such as employee level, 

customer satisfaction, and production level. The reason is not far fetched since it is the 

economic measure that directly determines the going concern/success of any business and also, 

main objective of every business venture is to make profit for the sustainability of the business 

(Deakins and Freel, 2009).  

2.2.10   Entrepreneurship Issues in Nigeria  

Entrepeneurship development in Nigeria has received a number of attentions in terms of studies 

being carried out on it. Some of the early studies are carried out by Schatz and Edokpayi, 

Olakanpo, Harris, and Akeredolu – Ale (as cited by Kayode, 2006).  

Schetz and Edokpayi (1962) carried out a study on entrepreneurship which was limited to former 

western Nigeria. The aim of the study was to determine the reaction of Nigerian businessmen to 

situations in Nigerian private enterprises. The findings reflected that most of the respondents see 

inadequate capital and inability to borrow from bank due to lack of collateral as their main 

business problem. Another finding by Schatz and Edokpayi in their paper on economic attitude 

of Nigerian businessmen is the inability to form partnership with fellow Nigerian due to financial 
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untrustworthiness. In terms of forming partnership with foreigners, insufficient capital and lack 

of managerial skill/strategies are problems being encountered.   

Olakanpo’s study in 1968 on problems facing Nigerian entrepreneur was limited to the 

indigenous entrepreneurs in the distributive trade. His study was restricted to indigenous trading 

shops in Lagos that employ less than five people at a time. Their finding revealed that 

entrepreneurs have capital, accounting and managerial problem. This has similarity with the 

findings of Schatz and Edokpayi. The study highlighted the need for accounting and 

management competence on the part of indigenous entrepreneurs.  

Harris in his 1969 study, tried to identify the hindrances to Nigerian entrepreneurial activities in 

manufacturing industry. His study covered 269 firms (250 fully indigenous and 19 joint 

ventures) in saw milling¸ furniture, printing and rubber processing. The study covered industries 

with low level of technology and low investment threshold. Harris found that the main 

bottleneck confronting Nigerian entrepreneurship is inexperience in technical and managerial 

skills, inexperienced/improper accountability and inability to obtain loan from banks due to lack 

of collateral. These are in line with the findings of other studies. Harris also found that Nigerian 

entrepreneurs perform well in the perception of opportunities and obtaining of the resources to 

establish a firm, but perform badly in the management of an ongoing enterprise. He opined that 

the ‘willingness’ to respond to industrial opportunities, rather than the ‘ability’ to sustain the 

business appears to be the primary problem of effective entrepreneurship in Nigeria. Studies by 

Akeredolu Ale (1972) and Harris (1968) had findings similar to that of Schatz. A review of these 

early findings showed that the problem of capital and inadequate application of accounting and 
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managerial skills in the management of indigenous enterprises are significant business 

hindrances.  

After some years, the Nigeria business environment began to offers many entrepreneurial 

encouragements. With the enactment of Nigeria Enterprise Promotions Decree of 1972 which 

was revised in 1977, as well as various Federal and State business assistance, the economic 

environment became encouraging for business pursuit (Ryan, 2011). The aim of the decree was 

to help indigenous business in acquiring the necessary capital, the requisite technical knowledge 

and the essential managerial expertise needed for business excellence. The Small and Medium 

Enterprises Development Agency of Nigeria (SMEDAN) was also instituted to encourage the 

interest of small-scale industrialist. The agency has put in place many programmes to ensure that 

it fulfills its mandate. It has amongst others sensitized the general public on the need to be 

entrepreneurial minded, and has partnered with a lot of public and private organisation and 

agencies including (of recent) the National Youth Service Corp (NYSC) to ensure that fresh 

University graduates can take their future desires in their hands and conceptualize 

entrepreneurial ventures so as to be job creators rather than whole-hearted job seekers. 

Moreover, Nigerian government has been making a noticeable effort which is aimed at 

increasing entrepreneurship spirit and opportunities for the citizens. This effort came in the form 

of establishment of agencies and programmes to assist in entrepreneurial development in 

Nigeria. Among these efforts are the establishment of National Directorate of Employment 

(NDE), National Economic Reconstruction Fund (NERFUND), Industrial Training Fund (ITF), 

Educational and Research Institutes for Entrepreneurs, Peoples’ Bank of Nigeria, Industrial 

Development Co-ordination Committee (IDCC) (Olagunju, 2004). They have all contributed in 
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various ways to entrepreneurial development in Nigeria such as giving financial assistance to 

small scale entrepreneurs, conducting researches and trainings for prospective entrepreneurs, 

provision of debt financing by newly formed bank of industry (Nigerian Industrial Development 

Bank (NIDB) and Nigerian Bank for Commerce and Industries (NBCI).  

These government efforts have encouraged establishment of many enterprises, especially small 

scale enterprises all over the country. For instance, the pure water and plastic products businesses 

found in many states in Nigeria today is an example of entrepreneurship spirit which has been 

created in people and which encourages the exploitation of any available business 

idea/opportunities in Nigeria.  

2.2.11   Entrepreneur and Business Success Factors  

Starting and sustaining a business requires a good amount of capital, hard work, time and a great 

deal of commitment. As a result of this, it becomes very essential for every business to be 

successful so as to justify the efforts made in setting up the business. Generally, people start 

business to excel/succeed and not to fail (Gibb, 2002). Moreover, recognizing that entrepreneurs 

have crucial role to play in economic development especially in developing nations like Nigeria, 

it is very important to identify factors that are essential for business success and excellence. 

These business success factors are identified as follows: 

Managerial Skill 

Managerial skill entails efficient planning, directing, co-ordinating and controlling of 

organisation’s resources and operations in the pursuit to attaining and achieving business 

objectives and goals. In every business organisation, management skill/ability is a very 
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significant success factor. This is because it is an indispensable quality required for effective 

directing of activities in an organisation (Branden, 2008). According to Henri Fayol, father of 

administrative management (as cited in Kayode, 2006) three skills are considered as being very 

basic for good management of any business. These skills are technical skill which consist of 

competence and proficiency in the technical know-how of the business activities; human skill 

which involve proficiency in human relation to enable an entrepreneur to work effectively, build 

team work among staff, interact with customers, suppliers, competitors and regulatory 

authorities; and lastly, administrative skill  which enables an entrepreneur to handle the business 

organisation as an integral unit and ensure good coordination of its various functions and 

activities.  

Good Leadership Ability 

Effective leadership ability is very essential for business success. A good leader ensures a 

significant business direction, co-ordination and achievement of organisation’s target. Every 

entrepreneur is expected to be a good leader, full of energy and resourceful to efficiently and 

effectively direct the organisation’s human resources towards business success actualization 

(Williams, 2011).  

Access to Bank Credit 

Another important success factor is access to bank credit. Generally, the capital needs of an 

organisation fall within three groups namely: capital to cover business starting cost, capital to 

invest in fixed assets such as plant and machinery, as well as capital to cover and sustain current 

expenses, that is, working capital (Olagunju, 2004). Looking at these capital needs, most of the 
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entrepreneurs on their own cannot afford all the capital required for successful running of the 

organisation. As a result of this, access to bank credit becomes a necessary factor for ensuring 

going concern and success of the business. 

Accessible Location 

Branden (2008) emphasized that accessible location is an indispensable business success factor. 

He pointed out that a good access to an organisation as well as nearness to market (consumers) is 

a salient factor for business success. An organisation that cannot be easily located is not far from 

being a failure because customers may decide to look for alternative source of satisfaction 

instead of undergoing the stress of tracing the organisation, unless the business product is the 

only solution to satisfying that particular need. As a result of this, entrepreneurs should consider 

accessible location of their business so as to achieve effective sale and eventual revenue 

realization.  

Hardwork 

In other to achieve a successful business, hardwork should be among the watch words of an 

entrepreneur (Davidson & Wikiund, 2001). In managing a business, there are usually things to be 

done both regular and irregular activities such as daily routine business activities which must be 

planned and performed efficiently, handling of irregular issues such as streamlining of returned 

products, sudden and immediate need for a product supply, and halt in production line due to 

sudden machine breakdown. All these are relevant activities of the business and which must be 

performed efficiently (Olagunju, 2004). Therefore, entrepreneur should possess the spirit of hard 
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work, putting in his/her abilities and energy in doing all that is essential for business success and 

sustenance. 

Accounting Knowledge/Skill 

Essentially, an entrepreneur who hopes to succeed in his business should maintain at least a 

record keeping book in his/her organisation. Thus, it is important to strictly maintain Cash Book 

for recording of all cash receipts and payments, Day Books for recording day to day business 

transactions, Creditors and Debtors ledgers as well as General ledger so as to be able to account 

for all the business activities that took place within the orgainsation (Kumar, 2010). Also, 

preparation of monthly and annual budgets for the operations of the organisation, and application 

of financial management techniques in business handling is of paramount importance for 

achievement of business excellence/success. 

Reputation for Honesty 

According to Williams (2011) reputation for honesty is an important factor for business 

sustainability. Honesty has to do with truthfulness. It is an indispensable business success factor 

in any business field. An entrepreneur must be known for truthfulness, a trusted person who can 

be relied on in any business dealing. Although enterprise is usually established to make profit, it 

is still essential for the entrepreneur to consider moral uprightness in any business undertaken. 

This has positive effect on the success and survival of the business. 
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Drive 

The desire to succeed in the face of all odds in the business world is also an important success 

factor that helps an entrepreneur to keep going irrespective of the multifarious problems at hand 

and those that may face the business in the future (Kallerberg & Leicht, 1991).  An entrepreneur 

should know that determination must be part of his/her life in other to excel in business. 

Charisma 

Charisma as one of the success factors is the attractiveness and glamour that can inspire 

enthusiasm and patronage in other people. This is an essential factor for any entrepreneur that 

hopes to excel in business. It has been observed that the success of any organisation is the direct 

responsibility of the entrepreneur (Bird, 2008). He/she therefore needs to possess and put on 

every required appealing quality of an entrepreneur for continuous success of the venture.  

Focus on Core Business Activities 

Furthermore, an entrepreneur who wants to be successful must focus on his/her core business 

activities. This is a very important success factor in any entrepreneurial field. This is because 

distractions or lack of concentration on ones field is a serious enemy to business 

progress/success. Hayes (2012) pointed out that an entrepreneur who spends greater percentage 

of the time on the business activities that he/she is competent in, and then delegates/outsources 

those activities he/she is weak in, such as marketing, production scheduling and accounting 

duties performs effectively in his/her business endeavours.   
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Quality Product and Efficient Service 

Entrepreneurship is a very serious venture. Entrepreneur is expected to commit much of his/her 

time to the nurturing of the business for success/sustainability to be achieved (Rowe, Haynes, & 

Bentley, 1993). He further emphasized that to achieve this success, an entrepreneur must ensure 

that his product quality is of required standard and that customers receive efficient services at all 

times so as to remain relevant in the face of business competition. 

2.2.12   Obstacles to Entrepreneurial Excellence/Success 

Small businesses just like other business empires are challenged with complex and dynamic 

business environment. They encounter challenges/obstacles in day to day business activities. 

Obstacle is something that blocks someone so that movement, going forward or taking action is 

prevented or made more difficult. As Williams (2011) noted, for a business to excel, it is 

imperative to identify the threats/obstacles that exist and handle them with appropriate 

method(s). The volatility of small business made it very essential to highlight factors that are 

obstacles to business success which in turn contributes to the failure of a business. These 

business obstacles are highlighted as follows: 

Inadequate Record Keeping and Poor Accounting Knowledge 

Most entrepreneurs do not understand the effect of inadequate book keeping and accountability 

to an organisation  (Myron, 2003). These inadequacies are great business barrier because an 

entrepreneur with poor accounting knowledge encounters many problems in his business 

endeavour, such as assets pilfering, cash misplacement, inability to obtain loan from government 
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agencies or financial institutions due to lack of proper accounting records and useful financial 

information (Allison, Cheli, & Hayes, 2000). Moreover, where the business cannot keep accurate 

record of sales, purchases and relevant costs incurred, there is no way it can prepare a useful 

financial as well as management reports, and profit cannot be accurately determined.  

 

Busch (2011) highlighted some of the common accounting related mistakes entrepreneurs make 

in the day-to-day running of their businesses. They include neglect to put aside enough money to 

meet immediate cash requirement needs and short-term business expenses, failure to record all 

sales and expenses for accounting purposes, failure to record source of cheque/cash deposited, 

inability to track overdue payments, wrong cash-flow projections as well as profit determination, 

and dipping into business funds/resources to handle personal issues without replacing it. Kayode 

(2006) also pointed out some of the effect of wrong financial information on a business 

organisation. They include wrong management decisions which may lead to loss/waste of fund, 

increase in uncollectable debts since accurate records are not being kept, the organisation begins 

to borrow so as to meet up with day to day business operations and payment of salaries soon falls 

into arrears due to eventual lack of fund. Busch went further to say that if an entrepreneur does 

not apply accounting knowledge, and the financial information needed to handle business 

activities is not accurate, not only will he/she find accounting information misleading, but will 

find it impossible to co-ordinate the business efficiently and determine its financial 

position/profit accurately. These accounting inadequacies are significant obstacles to business 

success.  
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Lack of Managerial Skill 

Business owners are most times the source of obstacle to their organisation (Hughes, 2009). 

Most of them did not learn how to be a business owner in school and did not undergo any 

apprenticeship for the business before starting it. Due to the lack of managerial 

training/knowledge and business experience, they turned out to be a barrier to the success of the 

organisation (Rieger, 2011).  

 

Lack of Good Financial Management 

Improper management of finance is a great barrier to business excellence. Organisations require 

finance for general operation of the business and subsequent achievement of business goal. 

Though, entrepreneurs are required to raise money to run their business efficiently, they are also 

required to manage the money effectively. Inability to manage the fund has killed many a large 

organisation (Hughes, 2009). 

Non Co-ordination of Business Processes 

Business is mostly a bunch of processes that involves purchasing of raw materials, production of 

goods and distribution of the products and/or rendering of services in exchange for money.  

When these processes are not well co-ordinated, the business effectiveness will be hindered. 

Therefore, when certain important processes are not closely attended to due to ignorance, it will 

form an obstacle to business success (Williams, 2011). 

Lack of Entrepreneurial Qualities 

Absence of entrepreneurial qualities such as risk taking, charisma, honesty, and ability to manage 

change are part of business barriers that can be faced by any business owner (Kayode, 2006). 
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Despite the wonderful product the organisation has to offer and the superb quality of services 

they render, people are not going to flock freely to the door of your business without being 

enticed.  Those entrepreneurial traits are highly needed to achieve the customer attraction and 

retention. Therefore, lack of these basic qualities is a significant source of barrier to business 

excellence.   

 

Lack of Business Plan/Focus 

Business plan shows the steps and direction an organisation intends follow in other to achieve its 

objectives. This is one of the secrets of a successful business. Some business owners do not have 

business plan at all which is a big barrier to business success/excellence since there is no formal 

direction to the accomplishment of company’s goal, while some owners may have business plan 

but along the way they deviate from it just because they identified successful product in the 

market and decided to join in its production thereby abandoning its well outlined business plan 

(Allinson et al., 2000). Losing focus on the business destination and abandoning business process 

is a great barrier to any organisation. According to Philip Orsini (as cited in Hughes, 2009) 

"Companies don't fail because they grow, rather they fail because they don't plan their growth". 

Without business plan there is no destination, no road map to follow and therefore no means to 

get to the organisation’s goal thereby hindering business success. 

 

Non identification of Personal Strength and Weakness  

Hayes (2012) pointed out that not knowing personal strength and weakness is a serious source of 

business barrier. Business owners personally handle sensitive aspects of their business, such as 

accounting functions and production scheduling without seeking for professional assistance. It is 
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harmful for an entrepreneur not to know his/her strengths and weaknesses in the business field. 

This is because not only that the business activities will be hindered, the organisation will be 

experiencing business setback instead of business progress.  

Poor Motivation of Employees 

This is one of the key barriers to business success in an organisation. Entrepreneurs that do not 

encourage employees to perform at the optimum, or reward them when value is significantly 

added to the business is inviting a barrier to his/her business excellence. As a result of lack of 

motivation, workers often have very low morale towards the organisation leading to low 

productivity (Mbroh, 2011). Even highly skilled employees in such organisation may not be 

eager to place their abilities at the disposal of the organisation thereby affecting the business 

performance negatively.  

Lack of Security 

Insecurity of assets, properties and life itself is a great barrier to the success of any business. 

Lack of security within the country has in one way or the other affected the level of business 

activities generally (Kiggundu, 2002). With the existence of unchecked theft and unenthusiastic 

attitude towards the issue of security, entrepreneurs find it very reluctant to invest extensively 

because of environmental uncertainties and insecurity (Ojo, 2012).   

Economic Trend and Lack/Inadequate Infrastructural Facilities 

William (2011) pointed out that an economic trend is part of the barrier that is facing 

organisations in the course of its business endeavours. Unfavourable government policies and 
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inadequate infrastructural facilities such as inconsistency in power supply, bad roads, lack of 

water supply, as well as political motivated crisis trigger off distress on business organisations 

(Kayode, 2006). This is a serious business barrier due to the fact that they are external to the 

organisations and entrepreneurs do not have control over them. 

2.2.13   New Emphasis and Challenges in Accounting 

Accounting is a system of techniques which involves recording, analyzing and communication of 

financial information of an organisation to interested parties, such as shareholders, management, 

and government. The person in charge of accounting activities is known as an Accountant. 

He/she is required to follow a set of principles, that is, Generally Accepted Accounting 

Principles (GAAP) in carrying out accounting functions, and to apply suitable accounting 

techniques in performing management accounting function (Okafor, 2010). Efficient application 

of the accounting principles and techniques helps organisation to accurately ascertain its 

financial performance at the end of the accounting period and achieve effective business decision 

making.  

 

Accounting is the pillar of any business and an indispensable tool for business decision making. 

Due to its overriding utility value, new accounting techniques/ideas are being developed to meet 

up with the challenges of modern business world. New emphasis has been made in accounting 

which will help to facilitate learning and service delivery both in curriculum and in practice. In 

line with this study, one of the emphasis is the need to provide a viable avenue for laying a solid 

accounting foundation in students for the sustainability and success of any establishment they 

may find themselves upon graduation (Okafor & Onwumere, 2012). With this in mind, there is 

need to include certain practices in the academic curriculum such as networking (with business 
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community) which will help would-be-graduates to accustom themselves with the business 

reality and then be able to cope with the accounting challenges in the business world. 

Networking is all about the exchange of information or services among individuals, groups, or 

institutions. Specifically, it is the cultivation of productive relationships between students and 

business world for real business learning and/or easy employment (Klandt, 2003).  

 

Also, being in the era of digital and information revolution, there is new emphasis on e-

accounting (electronic accounting) which is a new information technology terminology based on 

the changing role of accountants, where advancement in technology have moved the mechanical 

aspects of accounting to computer (Adebayo, 2013). Adebayo went further to say that, in a 

broader sense, e- accounting means performing the accounting research, accounting education 

and accounting functions through various computerized/internet accounting tools, such as: web-

based materials, institute and company internet based database, internet based accounting 

software, and electronic financial spreadsheet tools so as to provide speedy and timely 

accounting information for efficient decision making. In line with this era of digital information 

processing, it becomes pertinent that both teachers and students should be computer literate since 

modern accounting practice is computer driven. According to Tailor (2009) the essence is to 

achieve utilization the existing accounting packages for efficient and effective accounting 

operation. Some of these packages are Peachtree complete accounting, Eagle tracks for inventory 

management, Ms-Money for financial management, Ms Excel, and Dac-Easy for financial 

statements preparation. Moreover, accounting lecturers are encouraged to be effective members 

of Accounting Professional bodies such as ICAN and ANAN in other to ensure constant upgrade 

in accounting knowledge through yearly mandatory continuous professional development 



 
 
 

81 
 

(MCPD) and to keep the students informed on current accounting and financial management 

issues.  

 

In the field of accounting practice, there are new emphasis in financial statements preparation 

and management accounting techniques. In relation to financial statements preparation, the new 

emphasis is on International Public Sector Accounting Standard (IPSAS). Though, it is meant for 

public sectors, it is imperative to mention it here for academic purposes. The essence of IPSAS is 

to harmonize financial operations of the three tiers of government in Nigeria, that is, Federal, 

States, and Local governments. The roadmap to the adoption of IPSAS is phased into two: full 

adoption of cash IPSAS 2013 to 2014; and adoption of accrual IPSAS with effect from 2015. 

IPSAS is applied in the preparation of general purpose financial statements (GPFS). General 

purpose financial statements are statements issued for users such as citizens, voters and their 

representatives as well as other members of the public who are unable to demand/obtain financial 

information that will assist them to meet their specific information needs (Adebayo, 2013). In 

line with this, the main Financial Statements to be prepared by the reporting entities will consist 

of: Statement of Financial Performance, Statement of Financial Position, Cash flow Statement, 

Statement of Changes in Net Assets/Equity, a Comparison of Budget and Actual amount (where 

the entity makes publicly available its approved budget) and Notes to the Account. 

 

Also, management accounting experience new emphasis in terms of techniques that can be used 

in the preparation of accounting information for achievement of effective management decisions. 

Techniques such as marginal costing, absorption costing, cost-volume-profit analysis, differential 

costing and budgetary control are management accounting techniques which are well known and 
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generally used by accountants in handling issues in business firms (Mazumder, 2007). In 

addition to this generally used management accounting tools, new techniques were introduced. 

Mazumder identified the recently added techniques, such as total quality management (TQM), 

target costing, process re-engineering, theory of constraints (TOC), activity-based costing 

(ABC), and just-in-time (JIT). These techniques are developed for easy processing and accurate 

provision of accounting information for efficient business decision making. Adeniji (2011) also 

identified backflush costing, throughput accounting, life cycle costing, activity-based costing 

(ABC), just-in-time (JIT), target costing, total quality management (TQM) and activity-based 

management as current issues in management accounting. 

Considering the issues highlighted above, accounting profession is practically faced with a lot of 

challenges. One of the challenges is to produce accountants with relevant accounting knowledge 

and skills that will make them employable, and effectively meet the accounting challenges of 

various businesses as well as the economic needs of government upon graduation. With this in 

mind, accounting education requires steady update in knowledge based courses, skill sets 

through networking, facilities (computer, internet and e-mail facilities) and enabling environment 

that will effectively nurture students so as to be able to meet their professional expectations and 

demands of dynamic business environment (Okafor and Onwumere, 2012).  

 

Also, giving the fact that most accounting departments in Nigerian institutions of higher learning 

have computer laboratories, there is still some element of doubt if the computer facilities are in 

useable condition and/or optimally being utilized as expected (Mark, 2012). This doubt surfaced 

as a result of the level of photocopied materials that are still in existence under lecture settings 

instead of handing over lecture compact disk (CD) to students for onward use/study using school 
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computer facilities or their personal computer (PC). Moreover, the need for basic facilities such 

as personal computer, projector, internet and e-mail facilities to be attached to each lecturer 

officially for easy data retrieval, information searching and effective lecture delivery is still a 

challenge to accounting profession. It is obvious that to be able to utilize the computer facilities/ 

accounting packages effectively, there is need to have the required knowledge/facilities in place. 

All theses pose challenges to accounting profession. 

 

Another challenge is lack of fund to sponsor lecturers to MCPD and seminars both within and 

outside the country. This is a challenge because non exposure of lecturers to such learning 

exercise hinders their ability to be versatile in current accounting issues thereby affecting the 

level of knowledge/skill they will impart on the students. Since this learning exercise is very 

essential, and funding of educators to MCPD seems to be a difficult task for both government 

and school administrators, it then becomes imperative for accounting department to set up its 

own machinery for generating internal fund for effective functioning of the department and for 

the good of all the staff in terms of knowledge upgrading through seminars. Fund can be sourced 

from the business communities, alumni and entrepreneurs for yearly upgrade of lecturers. It is 

essential to mention that accountability and transparency should be the watch word in the 

management of the fund obtained. 

2.3   Theoretical Review 

2.3.1   Review of Historical Development of Entrepreneurship  

Most economists such as Patel and Yamey agree that entrepreneurship is a necessary ingredient 

for stimulating economic growth and employment opportunities in all countries (Kennedy, 



 
 
 

84 
 

2009). The recognition of entrepreneurs dates back to the writings of a French economist, 

Richard Cantillon (1975) in which he associated the ‘risk bearing’ activity in the economy with 

the entrepreneur (Ezedum & Odigbo, 2011). Many researchers have explained situations that 

contributed to the entrepreneurial development. Since many scholars over the centuries have 

made contributions to the theory of entrepreneurial development, we now have a long catalogue 

of contributors from diverse background ranging from political/religious analysts, economists, 

management experts, sociologists to psychologists and philosophers. Prominent writers in this 

field include Richard Cantillon, Max Weber, David McClelland, Everett Hagen, Edith Penrose, 

Thomas Cochran, Frank Young, John Kunkel, Akeredolu-Ale, Schatz and Edokpayi (Kayode, 

2006).  

Theories postulated by these authors, most of which are empirical are very diverse. They range 

from sociological to psychological and to economic imperatives. Some authors attempted to 

relate the emergence of entrepreneur to religious, social and cultural characteristics. The only 

conclusion from these theories can be that several factors not just one, explain why an individual 

goes into business. According to Kiggundu (2002) certain kinds of experiences and situational 

conditions, rather than personality or ego are the major determinants of whether or not an 

individual becomes an entrepreneur.  

Historically, entrepreneurship is believed to have developed from four different perspectives 

namely: Socio-political and religious approach, Socio-economic approach, Psychological 

approach, and Socio-cultural approach.   
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2.3.1.1    Socio-Political and Religious Approach  

 Max Weber (as cited in Okwoli & Anyakwu, 2010) is the foremost proponent of Socio-Political 

and Religious approach. He studied different religion of his day, namely Christianity, Judaism, 

Hinduism and Confucianism, and concluded that the protestant ethic of the 15th century, with its 

doctrine of Ascetic and disciplined vocational commitment, brought about rise in industrial 

entrepreneurship, while other religion do not emphasize more on vocational commitment. The 

line of Weber’s theory was that the doctrine of Protestism led to the insurance of devotees’ 

salvation through vocational commitment in service to God which in turn introduces anxiety in 

believers’ relationship with his God. And an outlet for resolving this anxiety was persistent hard 

work and frugal living which finally resulted to a capitalistic (entrepreneurial) personality.   

The Weber thesis, with all its pontificate plausibility has however attracted much criticisms and 

review. Newer comparative data in contemporary entrepreneurial studies have raised doubts 

about validity Weber’s submission. According to Okwoli and Anyakwu (2010) it can be 

accepted that the Weberian theory of persistent hard work and frugal living may seem to explain 

to an immeasurable degree the tremendous capital build up used to develop Europe. To this 

extent, therefore, the Weberian theory will necessarily serve as a development model for the 

world’s prominent nation states. This is where the theory may be considered to provide useful 

lesson. But, the Weberian thesis with all the academic discourse it provoked cannot hold water in 

today’s Nigeria and world at large where all shades of people are involved in business 

enterprises. Evidence exists to show that followers of the three main religions in Nigeria: 

Christianity, Islam and Traditional worshippers are successful business men and women with 

entrepreneurial spirit. Religion and business are different callings and therefore should not be 
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forcibly linked together as Weber attempted to. Also, in Nigeria today, people venture into 

entrepreneurship for three basic reasons, unemployment, need for independence and financial 

gains (Ojo, 2012). But, none of these factors has a religious connotation.  

2.3.1.2   Socio-Economic Approach  

This approach recognizes innovation as the main element in entrepreneurship development, and 

the profit motive as the dominant motivating factor. Joseph Schumpeter (as cited in Okwoli and 

Anyakwu, 2010) is the foremost proponent of this view.  As economist, Schumpeter’s study 

concentrated a great deal on the economic factors, such as land, labour and capital. He puts a lot 

of emphasis on the significance of capital to the growth of an enterprise. He describes capital as 

“nothing but the level by which the entrepreneur subjects to his control the concrete goods which 

he needs; nothing but a means of diverting the factors of production to new uses; or dictating a 

new direction to production”. Schumpeter’s analysis of the importance of capital as a means of 

boosting the business activities merited praise. This is because the services (capital) that can be 

offered to an entrepreneur by financial institutions determine to a large extent the survival benefit 

of the enterprise. Another outstanding contribution under this approach is that, the entrepreneur 

is made the fourth factor of production coming after the factors of land, labour and capital. In 

identifying entrepreneur as the fourth factor of production, Schumpeter assigned entrepreneur the 

job of combining the other three factors together profitably. This approach is also of the opinion 

that the ability of an enterprise to grow and prosper depends on the quality of its management as 

measured by the ability of the entrepreneur to harness the opportunities available in the business 

environment (Kayode, 2006).  
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The criticism in this approach is that it unnecessarily tried to emphasize the uniqueness of the 

entrepreneur’s position in the factors of production (Mair & Marti, 2006). The attempt by the 

economists to paint the entrepreneur as the most important factor of production to the negligence 

of the other three was criticized on the ground that no matter how intelligent and innovative the 

entrepreneur is, there is nothing he can do without the others, all the factors are important for 

different reasons, so none should be promoted at the expense of others. While the entrepreneur 

unites and deploys the other factors of production to achieve a purpose, labour carries out the 

actual production, and capital provides the means to pay for the work done. The factors are 

therefore neatly interwoven and cannot function entirely outside each other. The entrepreneur is 

not a unique personality but one of the elements necessary for production. 

2.3.1.3    Psychological Approach    

Contributors to the theory of entrepreneurship who has psychology background argue that both 

the factors of the environment and some inner motives within the individual are the main 

motivation for business pursuit. According to David McClelland (as cited in Okwoli & 

Anyakwu, 2010) a major proponent of this view point, postulated that those who have a higher 

need for achievement develop personalities and psychological mind-set which may be positively 

oriented towards achieving entrepreneurial development  and business success. He identified 

four of the motivational patterns as follows:  

i. Achievement Motivation:  This refers to a desire to overcome challenges, advance and 

grow leading to higher level of aspiration.  
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ii.  Affiliation Motivation:  This refers to a drive which relates to people’s personal 

feelings and the desire for a favourable and conducive working environment and 

cooperation. 

iii.  Competence Motivation:  This refers to a desire to seek job mastery and professional 

growth above everything else. 

iv. Power Motivation:   This relate to the drive to be in control. Such people would take 

higher risk if and only if it gives them strong powerful advantage over others.  

McClelland concluded that the need for achievement through self study, goal setting and 

interpersonal support are the main factors behind the growth of entrepreneurship. McClelland’s 

achievement theory attracted a great deal of criticisms. Alkinson (as cited in Deakins & Freel, 

2009) offered a different perspective on the issue. He held that the achievement need is only one 

out of three main variables that motivates the individual in business. His model posits that:  

 

  Motivation = f{Motive x Expectancy x Incentive}  

It is good for a typical psychologist to explain the rise of entrepreneurship, but motivation alone 

is not enough to explain the rise of entrepreneurship in today’s Nigerian situation. Most people 

go into small business because of the need for independence/freedom, as a result they establish 

their own business. 

2.3.1.4    Socio-Cultural Approach  

The argument of this view point is that entrepreneurial development is a function of the type of 

the society and the characteristics of culture. In the words of Parson (as cited in Okwoli & 
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Anyakwu,  2010) entrepreneurship is not just an economic function, but also a social role with 

roots in the culture of that society. There are societies which by the nature of the values they 

espouse and cherish encourage entrepreneurial spirit. Therefore, this approach is of the opinion 

that there are some fundamentals for the development of entrepreneurship, such as, a goal 

actualization motive which is translated into productive activities, willingness to take advantage 

of feasible opportunities and to bear the non-insurable risk inherent in business.  

The socio-cultural school should be given credit for bringing into focus the relevance of a 

conducive or favourable economic environment as a necessary condition amongst others for the 

success of a business (Busch, 2011). He went further to say that it must be criticized on the 

ground that entrepreneurship is a matter for the individual and not for the whole people, not to 

talk of culture. No society is known to have entrepreneurship as part of its culture.  

2.3.2   Accounting Theory:  Concepts and Conventions 

Every endeavour in this world is important and its relevance can be seen in ones failure, as well 

as in the success of others. Accounting theory is generally described in terms of “concepts and 

conventions” (Okafor, 2010). A concept is an idea that underlies an action (or practice) while a 

convention is a norm, that is, a pattern of accepted behavior or practice. In accounting, 

accounting concepts and conventions are very essential. They are developed over time by 

accounting experts that did practical experiments with these them, and they found that if an 

accountant uses accounting concepts and conventions in his or her professional work, he/she will 

be able to curtail expenses, increase income, save business resources and provide effective and 
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efficient accounting services to the organisation thereby ensuring business excellence (Taylor, 

2009). 

Accounting concepts are rules of accounting which have been adopted as a general guide to be 

followed in the preparation of  accounts and financial statements (Riley, 2012). There are 

accounting principles/rules that guide accounts preparation.  One of the fundamental principles is 

Business Entity Concept which seeks to ensure that  the accounting records reflect the financial 

activities of a specific business or organisation and not that of its owners or employees.  In other 

words, the private transactions/accounts relating to the owners or managers of the business 

should be segregated from transactions/accounts that relate to the business. Another concept is 

Going Concern. This seeks to ensure that the business entity whose accounts are being prepared 

is in good condition and will continue to be in business in the foreseeable future.  

Accrual concept ensures that revenue and expenses are recorded when they occur and not when 

the cash is actually received or paid out.  

  

Furthermore, there is Cost Concept which aimed at ensuring that the asset value to be recorded in 

the books of account is  the actual cost/amount  paid, and not the asset's current market value. In 

other words, it requires transactions to be recorded at the ruling price as at the time of the 

transaction, and for assets to be valued at their original cost. Money Measurement Concept is 

another concept which ensures that the accounting process records only activities that can be 

expressed in monetary terms.  In accounting, money is used to express financial facts about a 

business in such a way that they can be added or subtracted.  This principle guides accountants in 
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ensuring that they do not account or record items unless they can be quantified in monetary 

terms.  

 

There is also the principle of Dual Aspect which is seen as the center of modern accountancy 

because all business events are regarded as having a dual aspect that must be recognised. It states 

that for every single transaction that a business enters into, it must have dual effect on the 

account: addition in one side and reduction on the other side. Double entry principle 

compliments the dual aspect concept. The principle states that for every debit entry, there must 

be a corresponding credit entry. Also, there is Realization Concept which seeks to ensure that 

revenue is considered as earned on the day in which it is realized, that is, the day in which the 

product is transferred to the customer in exchange for a valuable consideration. An accountant 

usually uses the date in which the product is shipped to the customer or the date on the invoice, 

whichever is the later. 

 

 These accounting concepts have been accepted in the accounting world as guiding principles in 

financial statements preparation.  However, their application to actual circumstances may differ 

between organisations due to the nature of the business.  According to Okafor (2010) each of the 

accounting concepts permits a lot differences in interpretation and application to situational 

circumstances. But, in other to ensure objectivity and uniformity, the interpretation and 

application of the concepts are governed by accounting conventions namely: Conservatism or 

Prudence, Consistency, Materiality and Objectivity. 

 

Conservatism as a convention requires caution when estimating revenue and cost. It states that 

profit is not recognized until a sale has been completed. Also, that cautious view should be taken 
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against future cost to be incurred in the business. As a result of that, costs are "provided for" in 

the accounts as soon as there is a reasonable possibility that such costs will be incurred in the 

future. Another convention is Consistency which states that whilst certain alternatives are 

considered equally acceptable, once an accounting method has been chosen, that method should 

be used over a reasonable period of time unless there is a serious reason to change the method. 

Therefore, depreciation and valuation methods should be treated and used the same way from 

year to year or period to period. With this, users of accounts can make more meaningful 

comparisons of the financial performance between years. Where accounting policies are 

changed, the organisation should disclose this fact and explain the impact of any change on the 

accounts prepared.  

 

Materiality is also a convention which states that the size of an amount will influence its 

accounting treatment.  It says that cumbersome controls and procedures should not be applied to 

items of small importance. Similarly, in presenting final accounts and balance sheet of any 

company, especially a large company, the figures will be rounded off to the nearest thousand or 

even million naira. Items such as loose tools and small machines may be lumped together for 

balance sheet purposes if the value is relatively small in relation to the other assets. Objectivity 

convention is also an important convention. It states that financial statements should be based 

only on verifiable evidence. In other words, verifiable evidence should be the basis for recording 

business transactions. This implies that accountant should endeavour to record and report data 

that can be readily checked or looked into without bias.  According to Kendall and Knapp (2010) 

this convention has contributed to the choice of historical cost, rather than using market value of 

resources in accounting records. 
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The importance of accounting concepts and conventions cannot be over emphasized (Riley, 

2012). It helps the accountant to know how to handle the business owner and business itself. It 

creates confidence in the accountant, that the owner is separate from the business.  It equally 

makes accountant so smart that they can take accounting decision easily when they are faced or 

confronted with different aspects of business transactions (Mair & Seelos, 2007). 

2.3.3   Theory of Profit 

According to Joseph Schumpeter (as cited in Okwoli and Anyakwu, 2010) profit motive is the 

dominant motivating factor in entrepreneurship development. Nobody starts a business with 

intend to incur loss. Rather, the desire to manage a business, take the associated risks and make 

profit is the primary aim of every business owner (Busch, 211).   

Profit is the net amount after deducting all the expenses incurred in carrying out business 

activities.  In a business setting, land, labour and capital are mostly used in the form of contracts 

whereby they receive a predetermined return.  In other words, profit is the figure over and above 

the costs of running a business, including the contractual outlays. The entrepreneur receives a 

reward in form of profit for combining the factors of production to meet the economic needs of 

consumers. According to Chand (as cited in Kayode, 2006) entrepreneurs takes a risk which 

others are unwilling to bear, and if he successfully manages the risk, he receives profits. 

2.4      Empirical Review 

The Berger Entrepreneurial Programme is an entrepreneurship training programme that was 

approved by the University of Arizona Board of Regents in 1983 and it is one of the oldest 



 
 
 

94 
 

entrepreneurship programmes in United State. It is housed in the Karl Eller Center at the Eller 

College of Business and Public Administration. The programme has trained 339 undergraduates 

and 200 graduate students from the colleges of business/accounting, engineering, medicine, 

science and agriculture. The Kauffman Research Center carried out a research on the college to 

determine the effect of the education programme on the graduates.  As at the time of the study, 

year 2002 , 262 of the graduates were employed by different companies, 206 have started their 

own companies, 31 is working for government or non-profit entities, while 40 graduates were 

engaged in further graduate studies. The population of the study consists of 262 graduates who 

were employed by different companies, and 206 graduates that started their own companies. The 

whole population was studied so as to get the holistic picture of the effect of the programme on 

its graduates. Personal interview and questionnaire methods were used to collect data for the 

study. Chart and descriptive statistical technique were used for data analysis.  

One of the findings of the study was that the Eller College of Business and Public Administration 

(a non-entrepreneurial programme) at the University of Arizona received an additional 34 

percent income through outside funding due to existence and activities of the Berger 

Entrepreneurship programme and its opportunity oriented practical approach to 

business/accounting education.  Surveys of Deans, departmental heads and development officers 

at the University of Arizona also indicated that pedagogical innovations in entrepreneurship have 

significantly improved the curriculum in business disciplines. Another finding was that, on 

average, graduates of the Berger Entrepreneurship Programme were three times more likely to be 

involved in the creation of new business venture than the graduates of their non-entrepreneurship 

business school. The study also revealed that the education contributed to the growth of firms, 
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especially smaller emerging firms and has produced successful business and industry leaders. On 

average, emerging companies that are owned by or that employed entrepreneurship graduates 

have revenue figures that are five times more than those that employed non-entrepreneurship 

graduates. In addition, larger firms pay entrepreneurship graduates significantly more than what 

they pay non-entrepreneurship graduates. The study revealed that entrepreneurship graduates 

working for large firms earned approximately $23,500 more per year than other business school 

graduates due to their entrepreneurial knowledge/skills with its accompanying business and 

accounting ideas/skills (Charney &  Libcap, 2012).  

Fatemeh, Maryam, and Zahra (2013) in their study on the role of accounting education in 

sustainable entrepreneurship which aimed at investigating how accounting education influences 

successful sustainable entrepreneurship on three dimensions: environmental, social and 

economical. Chief executive officers of companies and accounting lecturers in Iran were used as 

the population of the study. Through the questionnaire administered on all of them, they gathered 

the necessary data for the study. The data was analyzed using chi-square. Their research findings 

revealed that accounting education has significant impact on entrepreneurs’ efforts and 

performance in different aspects such as economical, environmental and social aspect. They 

concluded that accounting education promotes successful sustainable entrepreneurship. Also, a 

study carried out by Abdul-Rahamon and Adejare (2014) in Oyo state, Nigeria, in which the 

effect of accounting systems on Small scale enterprises were studied. Data collected for the study 

were analyzed using both the qualitative and quantitative methods and tested using Chi-square 

and analysis of variance (ANOVA) through STATA 10 version. The result of the analysis 

revealed 0.8974 as the coefficient of determination (R2) which implied that 89.7% of the 
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variation in financial performance could be explained by the level of accounting systems. The 

study recommended that the owners and managers of the small scale enterprises should embrace 

proper accounting systems for effective financial performance in their business.  

Moreover, in a study carried out by Bates (1990) on entrepreneur human capital inputs and small 

business longevity in which small business longevity was investigated utilizing a random sample 

of 4,429 firms owned by black and non-minority entrepreneurs who entered self-employment 

between 1976 and 1982 in United State of America. The researcher used econometric models 

that seek to differentiate traits of business owners whose firms were still operating in late 1986 

from those whose businesses had discontinued. Explanatory variables used to differentiate 

surviving firms from discontinuances include qualitative and quantitative measures of owner 

human capital, demographic traits, and owner financial capital inputs at the point of business 

startup. Simple linear regression was used in the analysis. The research result revealed owner 

education level as a key determinant of firm survival, specifying that highly educated 

entrepreneurs are most likely to create firms that will perform well and also remain in operation 

in future years. On the contrary, a research study carried out by Nafziger and Terrell (1996) on 

entrepreneurial human capital and the long-run survival of firms in which characteristics of 

entrepreneurs that contribute to firms' survival in less-developed countries were analyzed. The 

study, which relies on data collected in a 1971 survey of entrepreneurs in South India and a 

follow-up survey of surviving firms in 1993. The result indicates that firms founded by older 

entrepreneurs in higher castes are most likely to survive, but that increased education of the 

founding entrepreneur reduces survival. According to the researchers, this outcome was 
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supported by the Indio-American Foundation, the National Science Foundation, and Andhra 

University’s Department of Economics. 

Furthermore, scholars have defined entrepreneurial success in various dimensions. Masuo, Fong, 

Yanagida, and Cabal (2001) in their study of factors associated with business success by 

comparing single manger and dual manager family business households, defined entrepreneurial 

success in terms of financial or economic measures such as profit, sales, return on assets, 

employee and survival rates. In the study, it was found that non-pecuniary measures such as 

customer satisfaction, personal achievement and development can be seen as part of business 

success. Also, Peige and Littrell (2002) in their research work on craft retailer’s criteria for 

success and associated business strategies revealed that business success can be defined from 

two different perspectives, intrinsic and extrinsic criteria. Business success definition  by 

intrinsic criteria include being in control of one’s own affairs, being one’s own boss, freedom 

and independence, whilst extrinsic criteria consist of increase in financial returns, personal 

income and standard of living.  

Several studies have pointed out that many successful organisations have ingredients that make 

them to excel in their business endeavour. These ingredients are referred to as success factors 

which include business knowledge, management skills and government assistance (Yusuf, 1995). 

Determinants of business success are diverse in nature. A survey by Kiggundu (2002) on 

entrepreneurs and business experts opinion on the factors that cause and impede small business 

success revealed that internal and external factors have effects on entrepreneurial success. The 

internal factors refers to the characteristics of the business and entrepreneur such as size of the 

business, location of the business, ability to initiate business ideas, ability to attract outside 
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capital investment and ability to manage projects skillfully. The external factors consist of 

factors beyond entrepreneur’s control which includes infrastructure installation, sales tax rates, 

credit market condition, availability of resources, economic conditions, business competition, 

and government regulations. Also, Mambula (2004) pointed out that entrepreneurial 

characteristics such as education, age, gender, managerial skills and experiences (Kallerberg & 

Leicht, 1991; Rowe, Haynes & Bentley, 1993; Masuo et al. 2001) as well as availability of 

capital, possession of business skill, previous experience and financial/emotional support of 

family members are essential factors for business success. Moreover, from the study carried out 

by Neshamba  in 2000, on the growth and transformation among small business in Kenya, using 

25 Kenyan entrepreneurs indicated that the owner-manager’s previous experience and skills 

acquired on the job are important factors for business success and growth (Chu, Kara, & 

Benzing, 2008). Other critical factors include knowing the market and understanding the needs 

of customers, access to capital, assistance from family members, and networking with friends 

from former schools and colleges. Also, hard work as evidenced by long working hours equally 

contributes to entrepreneurial success. 

In a study carried out by Chu, et al. (2008) on Nigerian entrepreneurs with emphasis on success, 

motivation, problems, and stress, 243 entrepreneurs were surveyed in Lagos. The researchers 

discovered that there are many factors that determine business success, but a few sets of factors 

seems to be more commonly agreed upon by most researchers. These factors were grouped into 

three: first group is the psychological and behavioural traits of entrepreneurs, second group is the 

managerial skills and training of entrepreneurs, and third group is the external environment. In 

line with the classified business success factors, Chu, et al. study focused only on the managerial 
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skills, training and the external environment conditions that promote business success. The 

researchers stressed that these factors were selected for the study because they easily affect 

business performance. The study revealed that factors contributing to business success were 

mainly attributed to hard work, excellent managerial skill and good customer service. The work 

pointed out that charisma and reputation for honesty were ranked high on the business success 

factor list. The study also showed that independence, increasing income and past 

training/experience, business satisfaction are important business motivators. The researchers 

went further to report that amongst the problems encountered by entrepreneurs is employee’s 

unreliability and it is a most pressing problem. Weak economy, electricity instability, and 

insecurity were mentioned as obstacles preventing entrepreneurs from achieving their goals. 

Furthermore,   in studying sources of organisation’s success barrier across industries,  Gallup (as 

cited in Rieger, 2011) found that barrier result from five sources, namely: fear of not going to 

achieve success, information flow consisting of transmission and assimilation, short-term success 

thinking, misalignment to business mission as well as to staff members, and mismanagement of 

fund. 

In an appraisal of the business success of entrepreneur, with the aim to measure the efforts of the 

State Zakat Organisation (the Selangor Zakat Board or Lembaga Zakat Selangor, in Malaysia) in 

assisting and ensuring the business success of its entrepreneurs which was carried out by 

Muhamat, Jaafar, Rosly, and Manan (2013) the survey showed that most respondents 

(entrepreneurs) agreed that the variables: capital and know-how are important factors that are 

helping them  (zanak recipients) to succeed in business which eventually translates into a better 

standard of living. The result of the study showed positive correlation for the two variables in 
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determining the success rate of the business/programme. Also, regression analysis shows that 

only capital and an asnaf’s know-how are significant in determining an asnaf’s entrepreneurial 

success. 

Kader, Mohamad, and Ibrahim (2009) took a step further in the survey of the determinants of 

small business success as perceived and experienced by rural entrepreneurs. A sample of small 

rural entrepreneurs under the One-District-One-Industry (ODOI) programme in Malaysia was 

surveyed using a structured questionnaire. Despite the importance of both internal and external 

factors, the study found that the external factors are more dominant than the internal ones in 

contributing to the business success of the ODOI entrepreneurs. The external factors extracted 

from the analysis of the findings point to the important role of the government in promoting 

small business success in Malaysia. It was concluded in the study that, government should 

continue to provide assistance and favourable environment conducive to small entrepreneurs in 

the rural area because of its immeasurable positive effect on their business success.  

Yusuf (1995) in the study of critical success factors perceived by South Pacific entrepreneurs, 

220 small business entrepreneurs consisting of both indigenous entrepreneurs and non-

indigenous ones in the south Pacific region were studied.  The researcher emphasized that the 

study was deemed significant based on the recognition that entrepreneurs have a critical role to 

play in economic development, especially in developing societies like the island nations of the 

South Pacific. Also, the researcher stated that lately, there is proliferation of small businesses in 

the South Pacific and that the development is mainly linked to promotion and financial assistance 

being accorded to the small business sector by the government and government agencies such as 

Small Business Development Corporation (SBDC), foreign donors and foreign development 
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agencies such as USAID and CIDA as well as voluntary organisations such as the Friedrick 

Ebert Foundation.  

Yusuf pointed out that the promotion and assistance generally take the following forms: 

construction of industrial parks to alleviate parking space and infrastructural problems, 

organization of financial management courses to improve business financial practices, marketing 

and management assistance and technical consultation to provide on-site advice. The study also 

revealed that the most critical ingredients for achievement of a successful business are good 

management and financial skill, access to finance, personal qualities and government assistance 

in areas listed above. In line with this, a study carried out by Okafor (2012) on financial 

management practices of small firms in Nigeria: emerging tasks for the accountant in which 

exploratory research design was adopted to determine whether the financial management 

practices of small firms in Nigeria impacted on their profitability, growth and survival. The 

evaluation was restricted to six small firms. The study pointed out the importance of effective 

financial management techniques for achievement of business excellence. The research revealed 

that accounting systems, financial management information, working capital management, 

budgeting practices and managerial planning have a positive significant impact on the survival, 

growth and profitability of small firms. Furthermore, another study reported the positive effect of 

government assistance to business performance. According to Kader et al., (2009) the study was 

conducted on 161 small enterprises in Bangladesh by Sarder in 1997 showed that firms receiving 

support services, such as marketing, management education and training, technical and 

consultancy services from government and private agencies experienced a significant increase in 

sales, employment and productivity.    
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On the contrary, some research study revealed that government assistance is of little benefit to 

small business in terms of business success. One of the research works is the one carried out by 

Mambula (2004) on small manufacturing firms in Nigeria. The study indicated that those firms 

that received credit and other forms of assistance from government did not perform better than 

those firms that are less privileged to obtain the support. This outcome was mainly attributed to 

lack of serious determination to succeed on the part of the recipients and lack of follow-up on the 

part government. Moreover, the study carried out on 34 small and medium firms in U.S and 

Canada by Kirpalani and Macintosh showed that internal factors such as involvement of top 

management, Research & Development, technology, marketing mix and production function, 

instead of government assistance are factors that determined the business success in international 

marketing (Kader et al., 2009). It was emphasized that to them, government assistance is 

regarded as a hygiene factor in the sense that it is an enabling condition for firms to compete in 

global markets, but not sufficient for business excellence. 

 

Having reviewed the research works of various scholars in the field and related fields of 

entrepreneurial success, it is necessary to point out that most researchers carried out studies on 

effect of accounting education on business longevity, and also on business success factors such 

as access to capital, excellent management skills, motivation, government assistance, 

entrepreneurial traits, support from families and networking with friends. There is virtually no 

empirical study as at the time of this research on the place of accounting education in 

entrepreneurial success in Nigeria, hence the researcher’s interest to delve into the study so as to 

fill this gap in academic research. Moreover, most researchers defined entrepreneurial success as 
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a financial or economic measure using sales, return on assets, production level and survival rates 

to determine it. But, this study used annual turnover level as well as annual profit level that is 

above the annual turnover and annual profit made by other businesses in the same field as the 

main determinants of business success. Turnover and Profit levels are selected as business 

success signals because they are the economic measures that directly determine the going 

concern/success of any business.   

2.5    Review Summary  

Accounting education is a specialized discipline that fortifies the trainees with the basic 

accounting knowledge, skills and attitude that enable them to communicate financial information 

about the performance of business organisation to information users (Okafor and Onwumere, 

2012). Almost all Nigerian Institutions of higher learning offer accounting education. It 

incorporates a package of knowledge designed to educate accountants to make them versatile 

and adaptable to any field of endeavour they may be called upon to work in after graduation and 

also to meet accounting requirements/challenges of various enterprises as well as economic 

needs of the government. This implies that accounting education is essentially an educational 

process and it is of great value to businesses for entrepreneurial success and sustainability. 

 

Many researchers have defined entrepreneurs in terms of their ability to undertake, organize, 

manage and assume business risks.  According to Kayode (2006) there are many ways in which 

entrepreneurs can be classified, such as classification based on economic development and 

classification based on entrepreneur’s behavior. This classification helps in identifying different 

levels of entrepreneur’s ability. Accounting education being an education that fosters accounting 
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ability among the trainees by equipping them with the accounting knowledge and skills needed 

to pursue their dreams, has gone a long way in assisting the trainees to optimize the accounting 

services they render in business fields. Moreover, to be a successful entrepreneur, qualities such 

as hard work, innovative, leadership, perseverance and honesty must be possessed so as to 

achieve business growth/success. 

 

 The first seminar on accounting service expansion awareness for accountants was dated back to 

the early 90’s in Colorado, United States when a Certified Public Accountant (CPA) Joans 

Cleveland organized a workshop/seminar for Accountants. The essence of the seminar was to 

encourage accountants to increase their accounting service rendering abilities, business 

opportunities and client’s satisfaction.  The seminar dwelt on the idea that accountants should 

optimize their services like business people by utilizing and applying the accounting knowledge 

they obtained into business endeavours in other to succeed in entrepreneurial world they may 

find themselves (McClain, 2011). 
 

Furthermore, theories on which this study was based were presented such as theory of 

entrepreneurial development, accounting theory, and theory of profit. Empirical studies were also 

carried out in other to identify research areas handled, as well as findings made by previous 

researchers in relation to entrepreneurial/business success. Earlier studies examined include the 

role of accounting education in sustainable entrepreneurship, Success factors for small business: 

Perceptions of South Pacific Entrepreneurs; Success factors for small rural entrepreneurs under 

the One-District-One-Industry Programme in Malaysia; and An empirical study of Nigerian 

entrepreneurs: success, motivation, problems, and stress. From the review, it was discovered that 
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many factors contribute to entrepreneurial success such as charisma, hard work, access to capital, 

excellent management skill, assistance from family/friends and government assistance. But, 

some factors were commonly agreed upon by researchers. These factors were grouped into three 

categories: the managerial skills and training of entrepreneur; the psychological and behavioural 

traits of entrepreneur; and the external environment. 

  

Studies carried out by Stowe (2002); Frenchard (2011); and Awal (2012) in relation to business 

performance have shown that many entrepreneurship programme alumni were able to start their 

own business, and they utilize management ideas as well as accounting knowledge effectively in 

performing their business activities thereby achieving business/entrepreneurial success. Also, a 

survey of 2,484 alumni revealed that entrepreneurship graduates were three times able to start 

their own business and they earn annual income which is 27 per cent higher than their 

counterparts, and were able to own 62 percent more assets than their counterparts that did not go 

through the programme (Charney et. al., 2002). It was also pointed out that with the help of 

accounting knowledge, entrepreneurs were able to prepare and utilize financial information that 

assist them in carrying out business activities as well as making informed business decisions 

thereby competing effectively in the business world (Frenchard, 2011). 

 

An entrepreneur with poor accounting knowledge encounters set back which eventually lead to 

business failure (Allison, et. al., 2000). This poor accounting knowledge are seen in areas such as 

wrong reporting of assets value or its total omission, cash mis-management, irrelevant 

management information, and inaccurate financial reporting.  Also, problems encountered in the 

entrepreneurship world were highlighted by Olagunju (2004) and Ojo (2012). These problems 
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include lack of security, inadequate or lack of infrastructural facilities and frequent change in 

government policies. 

 

New emphases in accounting were identified such as the need to provide a viable avenue for 

laying a solid accounting foundation in students for the sustainability and success of any 

establishment they may find themselves upon graduation (Okafor & Onwumere, 2012). Also, 

being in the era of digital/information communication technology (ICT), there is emphasis on the 

need for accounting educators and students to be computer literate so as to cope with the 

computer accounting age. Furthermore, there is emphasis on the adoption of IPSAS in public 

sector accounting (Adebayo, 2013) and introduction of new techniques such as activity-based 

costing in management accounting (Adeniji, 2011). Some challenges in accounting were also 

identified such as enhancing accounting education programme with significant accounting skills 

which will help to prepare the students for successful accounting service delivery upon 

graduation, as well as the challenge to have basic facilities such as personal computer, internet 

and e-mail facilities officially attached to each accounting educator for easy update in accounting 

issues both locally and internationally.  
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CHAPTER THREE 

METHODOLOGY 

3.1    Introduction  

This chapter dealt with the methodology apparent in this research including method of data 

collection and data analysis. It presents the research design, population and sampling techniques 

adopted, the sources of primary and secondary data, the techniques of data analysis used, 

description of the research variables as well as analytical tools/model specification, statistical 

tools and analytical methods applied in the study.  

3.2 Research Design 

Research design is a kind of blue print or a research plan that guides the researcher in 

investigation and analysis (Onwumere, 2009). In otherwords, it is a format which the researcher 

employs in order to systematically apply the scientific method in the investigation of problem. 

For this study, the research designs used were Ex-post facto and sample survey design. Ex-post 

facto research design was used because it has to do with events that have taken place over time. 

That is, the historical situation of a particular event over a period of time. As such the event 

under investigation has already taken place and the researcher does not intend to manipulate or 

control the variables. Based on this, Ex-post facto research design was deemed suitable for this 

research. 

Survey design was also used in this research. It is a scientific and systematic investigation in 

which the researcher does not aim to manipulate or control any of the variables under 
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investigation (Onwumere, 2009).  The longitudinal survey design was used because the focus 

was on variables which can change in value over a period of time. In other words, the research 

design was used to determine whether accounting education has influence on entrepreneurial 

success. Moreover, the probability sampling design was used in this study because the total 

population was not reached within the time limit of the study.  

3.3 Population and Sampling Techniques  

This study compared the effect of independent variable (accounting education) on the dependent 

variable (entrepreneurial success). As a result, there was need to have two populations/groups: an 

experimental group and a control group. The experimental group is that which has been exposed 

to the experimental stimulus of interest (accounting education), while the control group has not 

been exposed to the experimental stimulus. The essence was to ascertain whether accounting 

education has any impact on entrepreneurial success.  In line with this, the total population of the 

study which was made up of 57,700 members of National Association of Small Scale Industries 

(NASSI) in the South-east of Nigeria that registered with Corporate Affairs Commission (CAC) 

was stratified into two: population ‘A’ and population ‘B’ with each population having a definite 

feature/background. Population ‘A’ consist of 20,750 entrepreneurs that acquired accounting 

education from institutions of higher learning, while population ‘B’ consist of 36,950 

entrepreneurs that did not obtain accounting education (but they went through other fields of 

study) from institutions of higher learning and entrepreneurs that did not attend institutions  
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of higher learning. The population figures for group ‘A’ and group ‘B’ were obtained from 

NASSI records as shown below: 

TABLE 3.1                  POPULATION DISTRIBUTION OF THE STUDY 
POPULATION 

CLASSIFICATION 

NATURE OF THE ENTREPRENEUR NUMBER 

‘A’ Entrepreneurs that acquired accounting education from 

institutions of higher learning 

20,750 

‘B’ Entrepreneurs that did not obtain accounting education 

from institutions of higher learning  

36,950 

TOTAL  57,700 

Source:  NASSI Records 

The population ‘A’ and population ‘B’ respectively as stated in table 3.1 above was used as the 

frames (‘A’ and ‘B’) of the study.  

Sample is normally derived from the population of the study. Therefore, a reasonable number of 

sample ‘A’ and sample ‘B’ were derived from the population ‘A’ and population ‘B’ respectively 

as representatives of the populations for this study.  

For each of the populations ‘A’ and ’B’, sample sizes were determined using Bill Godden’s 

sample size determination formula (2004). Bill Godden outlined different sample size 

determination formula for infinite population (where the population is greater than 50,000) and 

for finite population (where the population is less than 50,000). The relationship between the two 

formulas is that one should calculate the sample size using the infinite population formula first, 

then, use the sample size (n) derived from that calculation to determine a sample size for the 
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finite population. The formula for determining a sample size for infinite population is shown as 

follows: 

                   n   =           Z2  x  (p)  x  (1-p) 

                                               C2 

Where:   n   =  Sample Size 

              Z   =   Z-value for percentage confidence level. The probability that a sample will fall   

                        within a certain distribution 

              p   =   Percentage of population picking a choice, expressed as decimal 

              C   =  Confidence interval, expressed as decimal 

 

The formula for determining a sample size for finite population is shown as follows: 

            New n    =                     n 

                                              1   +         n - 1 
                                                                 N   
 

Where:   New n  =  Sample Size for finite population 

               n          =  Calculated Sample Size using infinite population formula 

               N         =  Population  of the study  

 

In applying Bill Godden’s formula, since populations ‘A’ and ‘B’ are less than 50,000 the 

sample size for infinite population was first obtained at 5% confidence level as shown below:  

          Z   =   1.96 

          p    =     0.5 

          C   =   0.05 
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        Therefore,         n   =            1.962  x   (0.5)  x  (0.5) 

                                                               (0.05)2 

                                     =                3.8416   x  0.25 

                                                             0.0025 

                                     =    384 sample size for infinite population 

Using the sample size (384) obtained for infinite population, the sample size for Group ‘A’ 

(entrepreneurs that acquired accounting education) with finite population of 20,750 is: 

         n    =   384 

        N    =  20,750 

 
      Therefore,  New n    =                         384 

                                                            1     +     384 - 1 
                                                                          20,750   
 

                                         =   377 sample size for Group ‘A’ 

The sample size for Group ‘B’ (entrepreneurs that did not acquire accounting education) with 

finite population of 36,950 is: 

           n    =   384 

          N    =  36,950 

 
        Therefore,  New n    =                       384 

                                                              1     +       384 - 1 
                                                                               36,950   
                                         

                                             =   381 sample size for Group ‘B’ 
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Sampling Technique 

Sampling is known as a fractional representative of the population. For this type of study that 

involves two sample sizes which are meant for comparison, it is essential to study two samples 

of equal size so that the groups can be exposed to equal treatment. Based on this, sample size of 

the two groups was equated. Also, it is pertinent that the sample size is a good representation of 

the population so as to avoid bias in the study. With the application of some element of 

researcher’s judgement, sample size ‘B’ of three hundred and eighty-one which is more than 

sample size ‘A’ of three hundred and seventy-seven was used as the equal sample size 

determining base, and then logically/mathematically moved to the nearest tenth to become three 

hundred and ninety (390). The essence was to accommodate every selected element from the 

population, to reduce the risk of sampling error, and to achieve a fair population(s) representation 

target for this study. Therefore, the sample sizes of three hundred and ninety (390) for each 

group was systematically selected from the populations ‘A’ (entrepreneurs that acquired 

accounting education) and ‘B’ (entrepreneurs that did not acquire accounting education) to 

achieve the equal sample size target for group ‘A’ and group ‘B’. In selecting the sample sizes of 

‘A’ and ‘B’ from the populations ‘A’ and ‘B’ respectively, a sampling technique called Simple 

Random Sampling technique (SRS) was used.  
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TABLE 3.2                        SAMPLE DISTRIBUTION  

NATURE OF THE 

ENTREPRENEUR 

POPULATION OF THE 

STUDY 

SAMPLE SIZE TO ENSURE 

EQUAL REPRESENTATION/ 

TREATMENT 

Entrepreneurs that acquired 

accounting education (Group ‘A’) 

20,750 390 

Entrepreneurs that did not acquire 

accounting education (Group ‘B’) 

36,950   390 

TOTAL SIZE 57,700 780 

 

Table 3.2 showed the three hundred and ninety (390) sample size for group ‘A’ selected from the 

list of the population ‘A’ (frame) of 20,750 entrepreneurs with accounting background, and three 

hundred and ninety (390) sample size for group ‘B’ selected from the list of the population ‘B’ 

(frame) of 36,950 entrepreneurs without accounting background. Simple Random Sampling 

technique was used for the selection. This was done by selecting the Xth subject or unit from the 

listed population/frame for Group ‘A’, and also, selecting the Xth subject or unit from the listed 

population/frame for Group ‘B’. The ‘Xth’ was determined by dividing the population “N” by 

required sample size “n”, that is, (N/n) for each group respectively. In other words, the Xth unit in 

Group ‘A’ frame is 20,750/390 = 53th unit, while the Xth unit in Group ‘B’ frame is 36,950/390 = 

95th unit. Having determined the starting point (Xth) for sample selection on each frame, the 1st 

Xth  unit  is selected randomly from the listed frame for Group ‘A’, and also for Group ‘B’.  Then, 

the next unit is picked by adding the “Xth  +  53” for group ‘A’, and by adding the “Xth + 95” for 
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group ‘B’. This addition and unit determination continued until the sample sizes of 390 for 

Group ‘A’ and ‘B’ respectively were selected.  

3.4  Sources of Data  

3.4.1  Primary Sources 

For this study, only questionnaire and personal interview was employed. Questionnaire was 

constructed so as to obtain qualitative and quantitative data relating to the impact of accounting 

education on entrepreneurial success in Nigeria. The researcher used a structured and 

unambiguous questions designed to enable respondents understand the purpose of the research. 

The questions were also presented in sequential order and standardized form. Both open-ended 

and close-ended questions were used. The open-ended questions allowed the respondents to 

freely express their opinion on the issue raised, while the close-ended questions confined the 

respondents to the options listed against the questions.  

Personal interview method was used to supplement the responses where needed. Amongst the 

data collected was on financial management techniques the organisation uses, sources of funds 

for the business, nature of financial statements the organisation prepares, and average annual 

profit level of the enterprise. Personal interview was also used to cross check some of the 

responses on the questionnaire in order to enhance the reliability of data collected. 

3.4.2   Secondary Sources 

Secondary sources of data are the already processed and collated data which are easily found in 

publications of private enterprises, institutions/organisations and government such as the Federal 
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Bureau of Statistics (FBS), Central Bank of Nigeria (CBN), and the National Library. For this 

study, secondary sources of data were from organisation’s financial records, textbooks, 

newspapers, journals and Corporate Affairs Commission (CAC) directory.  

3.5       Data Collection Method 

Data was collected through questionnaire distributed to the entrepreneurs who are members of 

NASSI that have acquired accounting education, as well as their counterparts that did not obtain 

accounting education from the institutions of higher learning in the South-eastern part of Nigeria. 

To test the suitability/validity of the questionnaire, a pilot survey on 20 respondents were carried 

out by the researcher. After taking into consideration the relevant input from the pilot survey in 

relation to the adequacy of the questions, the actual distribution and collection of data were 

carried out by the researcher with the help of some efficient research assistants who are mainly 

University graduates so as to perform an efficient data collection for successful and effective 

completion of this work.   

3.6 Techniques of Data Analysis  

There are various techniques that can be used for data analysis. The use of any technique 

depends on the type of the study and what is being studied.  In this study, both table and chart 

were used to analyse the data collected. Table was used to present data in a clear meaningful 

form, while chart technique which is an aspect of non-verbal communication method was used in 

translating complex statistical information into a form that can be grouped and understood easily.  

Other techniques that were used for the study include the measure of central tendency such as 

mean, measure of variation and associated components. In the course of this work, the 
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average/mean turnover as well as the average/mean profit of the entrepreneurs (that is, the 

respondents) that acquired accounting education in the South-east geopolitical zone of Nigeria 

was evaluated and compared with the average/mean turnover as well as the average/mean profit 

of those that did not have accounting education background which was equally evaluated. Then, 

a test statistic was applied to determine whether accounting education influence entrepreneurial 

success. The descriptive statistical technique and inferential statistics model measure of 

relationship, z-test, multiple regression, and Analysis of Variance (ANOVA) method of 

statistical analysis are among the statistical tools that were used as well as Statistical Package for 

Social Sciences (SPSS) Version 17 for data analysis. 

3.7   Description of Variables 

Variables are the essential ingredients of analysis in any research. It is something that can 

assume any value in a situation. The variables that were considered in this study are independent 

variables and dependent variables that are identified in the hypotheses. These variables are 

presented as follows: 

3.7.1    Independent Variable 

This is a variable that has effect on the dependent variable either positively or negatively. It is 

referred to as casual variable because it brings about changes in the variables that depend on it. 

For this study, accounting education is the independent variable. It is the type of education that 

impact accounting knowledge and skills such as financial data recording and analytical skills to 

trainees which help them to effectively record financial data, analyze and interpret financial 
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information and also detect trends in a business process and skillfully apply financial 

management techniques that help organisations to achieve their objectives. 

3.7.2   Dependent Variables 

These are variables that are influenced by the independent variables. They are also factors that 

vary according to the movement of the exogenous/casual variables. The following dependent 

variables were used in this study: 

Profit level 

Profit refers to the total gain made by an organisation from its business activities at the end of a 

financial period. For the purpose of this study, profit level used was the total amount remaining 

after deducting all the expenses incurred and tax paid by the organisation.  It was regarded as a 

major determinant of business success since that is the underlying motive for business 

establishment. Also, most of the business strategies being developed and applied are geared 

towards profit actualization and a strong profit margin is a significant factor in a company's 

success. Based on this, profit was used in this study to determine the business success level of 

the entrepreneurs that acquired accounting education, and their counterparts that did not acquire 

accounting education. This variable was measured using data obtained from the respondents’ 

responses to the average annual profit of the organisations for 5 years (2008 to 2012).   

Turnover level 

This is the total revenue received by an organisation from its business activities within a specific 

period of time. For the purpose of this study, the turnover used was all money received from the 
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selling of goods and services of the organisation within a specific period of time. It was regarded 

as a vital determinant of business success because organisations need them to pay for their 

operating costs and still achieve a profit.  Hence, it was also used to determine the business 

success level of the entrepreneurs that acquired accounting education and their counterparts that 

did not have accounting education. This variable was measured using data obtained from the 

respondents’ responses to the average annual turnover of the organisations for 5 years (2008 to 

2012).   

Budgeting (B) 

It is a process of preparing corporate future plan in a monetary term. A budget is a plan 

quantified in monetary terms, prepared and approved prior to a defined period of time usually 

showing planned income to be generated and/or expenditure to be incurred during that period as 

well as the capital to be employed to attain a given objective (Adeniji, 2011). For the purpose of 

this study, budgeting was used as one of the determinants of competitive ability because it helps 

entrepreneurs in effective future planning of the business activities thereby serving as a business 

strategy. This variable was measured using data obtained from the respondents’ responses to the 

effect budgeting have on their organisation’s performance.   

Financial Management Techniques (FMT) 

These are techniques which helps organisation in making effective business decisions such as 

make or buy decision and sale or lease decision. Financial management techniques considered in 

this work are investment appraisal, financing decision and working capital management 

techniques.  For the purpose of this study, financial management techniques were used as one of 
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the determinants of competitive ability. This is because effective business decisions are signs and 

starting point for any business success step taking, and the knowledge as well as the application 

of these techniques/strategies are of great assistance in the achievement of business excellence. 

This variable was measured using data obtained from the respondents’ responses to the effect 

employment of financial management techniques have on their organisation’s performance. 

Management Report (MR) 

This is an in-house report which informs and helps the management to make business decisions 

accordingly for the progress of the organisation (Adeniji, 2011). For the purpose this study, 

management report was also used as one of the determinants of competitive ability. This is 

because it is a reliable source of management information which can help entrepreneur to make a 

favourable and successful business decision. This variable was measured using data obtained 

from the respondents’ responses to the effect of accounting report usage on their business 

decisions and activities. 

 

3.8   Analytical Tools / Model Development and Specification  

In this research, z – test statistic, multiple regression, and analysis of variance (ANOVA) were 

analytical tools used.  z – test was used to test whether significance difference exist between two 

groups. It is a statistic that is being applied when samples are considered large, that is, when n1 

and n2 are 30 or more, and the sampling distributions of  X1 and  X2  as well as their differences 

is normally distributed. In line with this assumptions, the sample size of this study is large, the 

sampling distributions of   X1 and  X2  as well as their differences met the normal condition of z - 

test.  Moreover, the selection process of the two populations met the independence assumption, 
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and also the data being at least interval-scaled was met by this study. Based on this, z - test was 

applied in hypothesis 1 (H1) to test the significant difference between business success levels of 

entrepreneurs that acquired accounting knowledge/skills, and the entrepreneurs that did not 

acquire accounting knowledge/skills. z – test was used as follows: 

1. State the Null hypothesis and the Alternate hypothesis 

2. Select the level of Significance:  α  =  0.05  

3. Compute the Statistical Test 

           z    =          X1    -    X2         

                                s2             s2      
                                        + 
          n1            n2                                             …………………………  (i) 
 

 
     Where:  X1     =   mean of the entrepreneurs that acquired accounting education 

                 X2      =   mean of the entrepreneurs that did not acquire accounting education 

                   s1      =    standard deviation of the entrepreneurs that acquired accounting education                                    

                   s2      =    standard deviation of the entrepreneurs that did not acquire accounting  

                                  education 
    

                   n1         =    number of observations of the entrepreneurs that acquired accounting    

                                  education 
 

                   n2         =   number of observations of the entrepreneurs that did not acquire accounting    

                                  education 
 

4. Formulate the Decision Rule:   
 

(a)   If at z-value(t) of ‘X’ (p < 0.05), Reject Ho and accept H1  

(b)   If at z-value(t) of ‘X’ (p > 0.05), Reject H1 and accept Ho 

5. Make the Decision.  
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The second hypothesis (H2) was tested using analysis of variance (ANOVA). Whereas  z – test is 

generally used to test significance difference between only two groups/means, ANOVA on its 

part, is used to find if significant differences exist between means of more than two study groups. 

ANOVA is based on the concept of analysing the variance that appears in the data (Ezejelue, 

Ogwo. & Nkamnebe, 2008). In other words, ANOVA is a statistical technique for testing 

whether the means of three or more groups are statistically difference. It is used when 

populations are normally distributed and the samples are selected independently. For this 

research, the populations of the study are normally distributed and they are also not related, 

thereby satisfying the normally distributed and independence populations assumptions of the 

ANOVA. Based on this, One-Way ANOVA statistic was used to test the difference that exists 

between several factors that contribute to the business success of entrepreneurs, such as 

hardwork, access to bank credit, accounting knowledge/skills and accessible location. In the 

analysis, variation in scores obtained from the responses was partitioned according to success 

factors assumed to be responsible for producing the variation. These factors are referred to as 

sources of variation (Ezejelue, et al. 2008). The variations are then used to compute a statistic 

called f – ratio, which was alternately checked to determine whether the variation among means 

is statistically significant. Based on this, the following One-Way ANOVA model was applied: 

1. Find the sum of row score for each group, 

2. Find the total sum of score for each group, 

3. Find the mean (X) score for each group, 

4. Determine the square of each row score in their groups, 

5. Sum up all the square scores to get  ∑ (X)2,   
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6.  Apply the F – ratio formular:       

                           Vb                       between groups variance                  Sb 
              F   =               =                                                          = 
                           Vw   within group variance                    Sw           ……………….  (ii)   

                            

                                                     SSb                                               SSw           
                    Where:     Vb    =                  ;     and              Vw   =                              
                                                      dfb                                                dfw 
 
 
          Summary of the analysis in tabular form is as follows: 
 
                                                            TABLE 3.3 
                                         SUMMARY OF ANOVA MODEL 

Sources of Variation Df SS MS Fcal Fcritical 

Between Treatment N – 1 SSb SSb 

N - 1          

   
 
  SSb 
  N – 1 
 
    SSw 

N – K 

 

Within Treatment N – K SSw SSw 

N – K 

Total Sum   TS TS TS 

          Source:  Adopted from Ezejelue, et al. (2008)  

      Where:  

• Between Treatment    = the options treatment among the various business success factors. 

• Within Treatment    = the options treatment within individual groups. 

• Total Sum               = summation of between treatment and within treatment. 

• df          = degree of freedom. 

• N – 1     = number of groups minus 1. 
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• N – K      =    number of observation minus the groups or the classes. 

• SSb      =  sum of squares between treatment. 

That is,   SSb    =   ∑ ( X  –  X1 )2 n 

Where:   X   =  individual group mean 

              X1   =  total or grand mean 

               n   =  number of options within each subgroup. 

• SSw     =  sum of squares within treatment. Here, each subgroup has its own formula as 

follows:                                     

(i) SSW  for the entrepreneurs that acquired accounting knowledge/skills (Group A) 

                                                                        (∑ XA)2 
                                     ∑ XA    =    ∑ XA       
                                                                              n 
 
 

(ii) SSW  for the entrepreneurs that did not acquired accounting knowledge/skills 

(Group  B) 

                                                                        (∑ XB)2 
                               ∑ XB    =     ∑ XB          
                                                                              n 
 

•      SS        =  sum of squares 

•      MS       =  mean of squares 

•    SSb      
  N – 1        =   calculated value of mean square error between treatment. 
 

•    SSw      
  N – K       =   calculated value of mean square error within treatment. 
 

•   Fcal                 =   F- calculated. It is obtained by mean square error between treatment   

         divided by mean square error within treatment. 
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• Fcritical             =     critical value which is the table value gotten by df = (N – 1), (N - K) at  

          α = 0.05 level of significant. 

 

• Decision:   If  Fcal   <    Fcritical    Reject H1  and accept  Ho 

     If  Fcal   >    Fcritical    Reject Ho  and accept  H1 
 

 

The third hypothesis (H3) was tested using Multiple Regression Model (MRM). It is a model that 

incorporates several independent variables. There are circumstances in which Simple Linear 

Regression Model (SLRM) will not be considered satisfactory to be applied nor to be a 

good/enough predictor. Such can be seen where the movements in ‘Y’ (the dependent variable) 

are caused by several independent factors and not only one factor as in the simple linear 

regression model. MRM aims at examining the influence of two or more independent variables 

on the dependent variables (Mason, Lind, & Marchal, 1999). In MRM, the basic two – variable 

model (SLRM) is extended to produce model with more than two variables which consist of one 

dependent variable and three or more independent variables, thus: Y: X1, X2, … Xn. The aim of 

adding more variables to the simple two variable model is to improve the fit of the data 

(Ezejelue, et al. 2008). The closeness of the fit is measured by the coefficient of multiple 

determination (R2) which is the proportion of explained variation to total variation. Moreover, 

multiple regression model is applied where the independent variables and the dependent variable 

have a linear relationship. Also, the dependent variable is continuous and at least interval scale.    

 

For the purpose of this study, competitive ability (dependent variable) was used as a function of 

three independent variables: budgeting, financial management techniques and management 

report thereby showing a linear relationship between independent variables and the dependent 
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variable. Based on this, multiple regression model was applied in order to examine the 

competitive ability of the entrepreneurs whether it has a relationship with accounting 

knowledge/skills (represented with budgeting, financial management techniques and 

management report).  

 
Therefore, the following multiple regression model was applied in hypothesis 3 (H3):  
 
           Y  = a  + b1X1  +  b2 X2  + … +  bn Xn  + μ          …………………………(iii) 
 
 
Where:  Y   =   dependent variable (competitive ability) 

               a    =   intercept, that is, the point of intercept with Y - axis  

               b1, b2 … bn     =  estimates of the true parameters 

               X1, X2, … Xn   =  independent variables                                  

               μ   =  error term 
 

 In otherwords,     Ca   =   f(Ae) 

                             Ae   =   f(B, FMT,MP) 

 

          Therefore,  Ca   =    a  +  b1B  +  b2 FMT  +  b3 MR   +  μ       
 

            Where:   Ca   =   Competitive ability 

                Ae  =    Accounting education 

                a       =  intercept, that is, the point of intercept with Y - axis  

                B    =   Budgeting     

                FMT  =  Financial Management Techniques 

                MR    =  Management Report  

                μ        =  error term 

                 f        =  function 
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Furthermore, hypothesis four (H4) was tested using analysis of variance (ANOVA). Here, One-

Way ANOVA statistic was used to test the difference that exists between several business 

obstacles that hinders business excellence of the entrepreneurs, such as lack of managerial skills, 

lack of accounting knowledge/skills, inaccessible location, and lack/inadequate infrastructural 

facilities, whether the difference among them was statistically significant. In the analysis, 

variation in scores obtained from the responses was divided according to business obstacles 

assumed to be responsible for producing the variation in business performance. These factors are 

also referred to as sources of variation. The variations are then used to compute a statistic called f 

– ratio, which was alternately checked to determine whether the variation among means is 

statistically significant. At this point, the One-Way ANOVA model was applied just like in 

hypothesis two (H2) above. In this study, all analysis was done using Statistical Package for 

Social Sciences (SPSS) version 17. 

 

Model Development and Specification 

A model is a simple description of a system that is designed to enable a researcher describe the 

inter-relationship that exist between the variables or phenomenon it depicts. Models are 

developed based on research study and the subject matter of the investigation (Uzoagulu, 2011). 

In this research, z – test statistic, multiple regression model and analysis of variance (ANOVA) 

were adopted to describe the model.  
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Therefore, the model used to test hypothesis 1 in line with equation (i) was as follows:               

            z    =         EAE       -      EDAE         

                                (EAE)1                 (EDAE)2         
                                                     + 
         (nEAE)1            (nEDAE)2                             ………………………… (iv)                        

 

Where: 

EAE          =    mean of the entrepreneurs that acquired accounting education 

EDAE       =    mean of the entrepreneurs that did not acquire accounting education 

(EAE)1
           =    standard deviation of the entrepreneurs that acquired accounting education          

                           
(EDAE)2  

      =   standard deviation of the entrepreneurs that did not acquire accounting education 
                
(nEAE)1         =   number of entrepreneurs that acquired accounting education 
 
(nEDAE)2   =   number of entrepreneurs that did not acquire accounting education   
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The model used to test hypothesis 2 and 4 in line with equation (ii) was as follows: 

                                VbEAE  &  EDAE   
              F   =                                                                             ………………………..  (v) 
                            VwEAE  & EDAE 

Where: 

VbEAE  & EDAE   =   Variance between entrepreneurs that acquired accounting  education  
                                   and entrepreneurs that did not acquire accounting education   
                                           
VwEAE & EDAE   =    Variance within entrepreneurs that acquired accounting education   
                                    and entrepreneurs that did not acquire accounting education   
                                           
 

The model used to test hypothesis 3 in line with equation (iii) was as follows: 

                             Ca   =   f(Ae) 
                             Ae   =   f(B, FMT, MP) 
 
Therefore,   Ca   =    a  +  b1B  +  b2 FMT  +  b3 MR   +  μ      …………………………(vi) 
            
             Where:   Ca   =   Competitive ability 
                             Ae  =    Accounting education 
                             a       =  intercept, that is, the point of intercept with Y - axis  
                             B    =   Budgeting     
                             FMT  =  Financial Management Techniques 
                             MR    =  Management Report  
                             μ        =  error term 
                             f         =  function 
 
 
 
3.9 Statistical Test Analysis  

The main purpose of this type of research is the discovery of the general principle based on the 

relationship between the variables involved in the research study. Here, the study was carried out 
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to ascertain the impact of accounting education on entrepreneurial success. The researcher used 

probability sampling design. The idea of sample here was to generalize of the result of the study 

over the entire population.  

In this study, the mean of the responses of entrepreneurs that acquired accounting education and 

the mean of the responses of those that did not have accounting education in the South eastern 

geo-political zone of Nigeria were determined. The mean of the responses might not be the same.  

It can be relatively high or low from one group to the other, but may cluster toward the 

population mean. This is referred to as variation in sample mean.  The fact that the mean of the 

responses from entrepreneurs who acquired accounting education was not the same with those 

that did not have accounting education does not necessarily mean that there was fault in the 

process of investigation. The reason for that difference might be as a result of chance in the 

sample selected. This led to the application of statistical technique.  It is after the statistical 

analysis that objective decision was made and conclusion of the finding stated.  

 

3.10 Hypotheses Test Statistic 

In this research,  z – test, Analysis of Variance (ANOVA) and Multiple Regression test statistic 

was adopted to test the various hypotheses in this study.  

Hypothesis 1: 

 z – test statistic was used in hypothesis 1 (H1) to test the significant difference between the mean 

of the responses of entrepreneurs that acquired accounting education and the mean of the 
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responses of those that did not acquire accounting education. This is because it is used mainly to 

test for significant difference between two means. The model is stated in section 3.8 above.  

 

Hypothesis 2: 

One-Way Analysis of Variance (ANOVA) was utilized to test the hypothesis (H2).  It is a 

statistic that analyzes the variance that appears in the data. It was used to test the contribution of 

several factors to the business success of entrepreneurs. The model is stated in section 3.8 above. 

Hypothesis 3: 

Multiple Regression test statistic was used to test hypothesis 3 (H3).  It is a model which is being 

applied in a situation where there is a dependent variable and two or more independent variables. 

In this research, competitive ability (dependent variable) is a function of three independent 

variables (budgeting, financial management techniques and management report). Based on this, 

multiple regression model was used to determine whether relationship exist between the 

competitive ability of the two groups of the entrepreneurs under study and accounting 

knowledge/skills (represented by budgeting, financial management techniques and management 

report). The model is stated in section 3.8 above. 

Hypothesis 4: 

One-Way Analysis of Variance (ANOVA) was used to test the hypothesis (H4). It is a statistic 

that analyzes the variance that appears in the data. It was used to test several factors that 

contribute to business obstacles. The model is stated in section 3.8 above. 
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CHAPTER FOUR 

DATA PRESENTATION AND ANALYSIS 

4.1     Introduction 

This chapter presented and analyzed the data obtained from the responses to the administered 

questionnaire. In the data analysis, questions were analyzed one after the other to show responses 

accordingly. Table, frequency and percentages were used for proper presentation of the 

responses. Descriptive statistics which include the mean and standard deviation as well as 

inferential statistics models were also used. Variables for the study comprised accounting 

education, turnover level, profit level, financial management techniques, management report, and 

budgeting. The sample comprised of 390 entrepreneurs that acquire accounting education and 

390 entrepreneurs that did not receive accounting education who are members of National 

Association of Small Scale Industries (NASSI) and are registered with Corporate Affairs 

Commission (CAC). Therefore, a total number of 780 questionnaires were administered and all 

were carefully collected due to the sensitivity of the study.   

4.2    Presentation and Analysis of Data Collected 

Returned questionnaires from entrepreneurs that acquired accounting education (Group A) and 

entrepreneurs that did not acquire accounting education (Group B) as shown earlier in Table 3.1 

were presented and analyzed in Table 4.1 to Table 4.32 in this chapter. 
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Table 4.1 shows the result of the analysis of the type of business being engaged in by the 

respondents. 

Table 4.1    Type of Business  

Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%)  
(A and B) 

Retailing Only - - - - - 

Wholesaling Only - - - - - 

Manufacturing Only 184 47.2 163 41.8 347 (44.5) 

Manufacturing, Whole-

saling and Retailing Only 

206 52.8 227 58.2 433 (55.5) 

Total (%) 390 100% 390 100% 780 

(100%) 

Source: Researcher’s Field Survey, 2014 

From the table 4.1 above a total of 433 (55.5%) of the respondents engage in manufacturing, 

wholesaling and retailing businesses, 347 (44.5%) of the respondents are into manufacturing 

business only, while none of the respondents are into retailing or wholesaling showing that it is 

only the targeted group that responded to the questionnaire.  
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Table 4.2 shows the result of the analysis on the age of the businesses of the respondents. 

Table 4.2    Age of the Business 

Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

  6 years – 10 years 72 18.5 67 17.2 139 (17.8) 

 11years – 15 years 142 36.4 163 41.8 305 (39.1) 

16 years – 20 years 85 21.8 68 17.4 153 (19.6) 

 21years – 25 years 77 19.7 71 18.2 148 (19) 

More than 25 years 14 3.6 21 5.4 35 (4.5) 

Total (%) 390 100% 390 100% 780 (100%) 

Source: Researcher’s Field Survey, 2014 

From the table 4.2, it can be seen that 305(39.1%) of the businesses have been in existence 

between the age bracket of 11 – 15 years. Also, 153(19.6%) and 148(19%) of the respondents 

revealed that their businesses have existed between 16 – 20 years and 21 – 25 years respectively. 

139(17.8%) of them have existed between 6 – 10 years, while only 35(4.5%) of the businesses 

are more than 25 years old.  In other words, majority of the organisations have existed between 

the age bracket of 11years – 15 years.  
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The responses of the respondents on the location of their organisation are analyzed in Table 4.3 

below. 

Table 4.3    Location of the Organisation 

Options Frequency  Percentage  Frequency  Percentage Total (%)  
(A) (A) (B)   (B) (A and B) 

At the outskirt of the town 
with other organisations in 
the same business line 

64 16.4 59 15.1 123(15.8) 

At the outskirt of the town 
with other organisations of 
different business lines 

48 12.3 24 6.2 72(9.2) 

Within the town with other 
organisations in the same 
business line 

237 60.8 254 65.1 491(62.9) 

Within the town with other 
organisations of different 
business lines 

41 10.5 53 13.6 94(12.1) 

Others - - - - - 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.3 above shows that 237(60.8%) of the organisations in Group A are located within the 

town with other organisations in the same business line, while 254(65.1%) of the organisations in 

Group B are located within the town with other organisations of the same business line.  

64(16.4%) of the organisations in Group A are located at the outskirt of the town with other 

organisations in the same business line, while 59(15.1%) of the organisations in Group B are 

located at the outskirt of the town with other organisations in the same business line. A total of 

48(12.3%) of the organisations in Group A are located at the outskirt of the town with other 

organisations of different business lines, while a total of 24(6.2%) of the organisations in Group 

B are located at the outskirt of the town with other organisations of different business lines. Only 
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41(10.5%) of the organisations in Group A are located within the town with other organisations 

of different business lines, while only 53(13.6%) of the organisations in Group B are located 

within the town with other organisations of different business lines. 

Summarily, the table reveals that majority of the organisations owned by entrepreneurs in Group 

A and Group B are located within the town with other organisations in the same business line. 

Table 4.4 presents the outcome of the analysis carried out on the academic qualification of the 

respondents. 

Table 4.4    Academic Qualification of the Respondents 

Options Frequency  Percentage  Frequency  Percentage Total (%) 
(A) (A) (B)   (B) (A and B) 

Ph. D 85 21.8 68 17.4 153(19.6) 
MBA/M. Sc. 199 51 216 55.4 322(41.3) 
HND/B. Sc. 106 27.2 103 26.4 302(38.7) 
OND - - 3 0.8 3(0.4) 
Other Academic 
Qualifications 

- - - - - 

Total (%) 390 100% 390 100% 780(100%) 
Source: Researcher’s Field Survey, 2014 

From the table 4.4 above 199(51%) of the respondents in Group A and 216(55.4%) of the 

respondents in Group B have MBA/M.Sc. 106(27.2%) of the respondents in Group A and 

103(26.4%) of the respondents in Group B have HND/B. Sc. respectively. A total of 85(21.8%) 

of the respondents in Group A and a total of 68(17.4%) of the respondents in Group B have Ph. 

D, while only 3(0.8%) of the respondents in Group B have OND. None of the respondents have 

any academic qualification outside those listed in the table above. Hence, the table reveals that 

most of the respondents in Group A as well as in Group B have MBA/M.Sc.  



 
 
 

145 
 

In Table 4.5, respondents’ years of business experience were analyzed. 

 
Table 4.5    Number of Years of Business Experience of the Respondents 

Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

6 years  -  10 years 77 19.7 61 15.6 138 (17.7) 

11years  - 15years 75 19.2 69 17.7 144 (18.5) 

16 years -  20 years 150 38.5 159 40.8 309 (39.6) 

21years  - 25years 48 12.3 58 14.9  106 (13.6) 

More than 25 years  40 10.3 43 11 83(10.6) 

Total (%) 390 100% 390 100% 780 (100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.5 above indicates that 150(38.5%) of the respondents in Group A and 159(40.8%) of the 

respondents in Group B have been in business between 16 years - 20 years. 77(19.7%) of the 

respondents in Group A and 61(15.6%) of the respondents in Group B have been in business 

between 6 years - 10 years. 75(19.2%) and 69(17.7%) of the respondents in Groups A and B 

respectively have been in business between 11 years - 15 years. Also, 48(12.3%) of the 

respondents in Group A and 58(14.9%) of the respondents in Group B have stayed in business 

between 21 years - 25 years, while only 40(10.3%) and 43(11%) of the respondents in Groups A 

and B have stayed in business for more than 25 years respectively.  

Based on the analysis, it is understandable that majority of the respondents in Groups A and B 

have acquired business experience for a period not more than 20years. 
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Table 4.6 presents the result of the analysis of the respondents’ entrepreneurial qualities. 

Table 4.6    Entrepreneurial Qualities  
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Creative Skill 18 4.6 27 6.9 45(5.8) 
Hardworking 44 11.3 24 6.2 68(8.7) 
Risk Taking Ability 31 7.9 12 3.1 43(5.5) 
Business Initiative 47 12.1 53 13.6 100(12.8) 
Leadership Quality 32 8.2 12 3.1 44(5.6) 
All of the qualities 
mentioned above  

213 54.6 251 64.4 464(59.5) 

Other Qualities 5 1.3 11 2.7 16(2.1) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

It can be seen in Table 4.6 above that 213(54.6%) of the respondents in Group A and 251(64.4%) 

of the respondents in Group B have creative skill, hardworking, risk taking ability, business 

initiative and leadership quality as entrepreneurial qualities. 47(12.1%) of the respondents in 

Group A and 53(13.6%) of the respondents in Group B have business initiative as an 

entrepreneurial quality. A total of 44(11.3%) of the respondents in Group A and a total of 

24(6.2%) of the respondents in Group B have hardworking as an entrepreneurial quality. Also, 

32(8.2%) and 12(3.1%) of the respondents in Groups A and B possess leadership quality 

respectively, while 31(7.9%) of the respondents in Group A and 12(3.1%) of the respondents in 

Group B have risk taking ability as an entrepreneurial quality. 18(4.6%) of the respondents in 

Group A and 27(6.9%) of the respondents Group B possess creative skill, while  only 5(1.3%) of 

the respondents in Group A and only 11(2.7%) of the respondents in Group B mentioned desire 

for high achievement, charisma, independence, and foresight as their entrepreneurial quality. 
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The indication from the table is that majority of the respondents in Groups A and B are very 

creative, hardworking, risk averse, innovative, as well as possessing leadership quality.  

 
Table 4.7 shows the ability of the respondents in recording business transactions. 

Table 4.7    Recording of every business transaction 
Do you record 
every business 
transaction? 

Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Yes 390 100 302 77.4 692 (88.7) 

No - - 88 22.6 88 (11.3) 

TOTAL (%) 390 100% 390 100%  780 (100%) 

Source: Researcher’s Field Survey, 2014 

From the table 4.7 above, all (100 %) the respondents in Group A and 302(77.4%) of the 

respondents in Group B record every business transactions, while 88(22.6%) of the respondents 

in Group B do not record every business transactions.  
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Table 4.8 reveals the outcome of analysis on level of amount in business transaction being 

recorded. 

TABLE 4.8    Size of an amount of Business Transaction Being Recorded 
Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Transactions amounting  
to N500 and above only 

  45 11.5 214 54.9 259(33.2) 

Transactions amounting  
to N1,000 and above only 

- - 29 7.4   29 (3.7) 

All amount irrespective of 
the figure involved 

345 88.5 147 37.7   492(63.1) 

None of the above - - - - - 

Total (%) 390 100% 390 100% 780 

(100%) 

Source: Researcher’s Field Survey, 2014 

It can be seen in table 4.8 above that 345(88.5%) of the respondents in Group A and 147(37.7%) 

of the respondents in Group B record all transactions irrespective of the figure involved. A total 

of 45(11.5%) of the respondents in Group A and a total of 214(54.9%) of the respondents in 

Group B record transactions amounting to N500 and above only, while only 29(7.4%) of the 

respondents in Group B record transactions amounting  to N1,000 and above only. Summarily, 

the table reveals that majority of the respondents in Group A record all transactions irrespective 

of the size of the amount involved, while majority of the respondents in Group B regard only 

items above N500 as material. 
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Table 4.9 gives information on cash and credit recording. 

  
TABLE 4.9    Information on Cash and Credit Transaction 
Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Cash transactions and 
credit transactions are 
recognized/recorded in 
separate books of 
account 

379 

 

97.2 

 

106 27.2 485(62.2) 

Cash transactions and 
credit transactions are 
recognized/ recorded 
in the same book of 
account 

11 

 

2.8 220 56.4   231(29.6) 

Credit transactions 
only are recognized/ 
recorded in the book 
of account 

- - 59 15.1   59(7.6) 

Cash transactions only 
are recognized/ 
recorded in the book 
of account 

- - 5 1.3 5(0.6) 

Others  - -                 -  - - 

Total (%) 390 100% 390 100% 780 

(100%) 

Source: Researcher’s Field Survey, 2014 

The above table 4.9 indicates that 97.2%(379) of the respondents in Group A and 27.2%(106) of 

the respondents in Group B recognize/record cash, and credit transactions in their proper books 

of account. 2.8%(11) of the respondents in Group A as well as 56.4%(220) of the respondents in 

Group B recognize/record cash, and credit transactions in the same book of account. Also, 

15.1%(59) of the respondents in Group B recognize/record credit transactions only. On the other 
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hand, 1.3%(5) of the respondents in Group B recognize/record cash transactions only in the book 

of account.  Summarily, majority of the respondents in Group A recognize/record cash, and 

credit transactions in their proper books of account, while majority of the respondents in Group 

B recognize/record cash, and credit transactions in the same book of account. 

 
The result of the analysis on the books of account being kept is presented in Table 4.10 below.  

TABLE 4.10    Books of Account Being Kept 
Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Cash Book only - - 181 46.4 181(23.2) 

Purchases Day Book 
only 

- - 10 2.6 10(1.3) 

Sales Day Book only - - 12 3.1 12(1.5) 

General Ledger only - - 14 3.6 14(1.8) 

All of the Books 
mentioned above 

386 99 162 41.5 548(70.3) 

Others 4 1 11 2.8 15(1.9) 

Total (%) 390 100% 390 100% 780 

(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.10 above indicates that 99%(386) of the respondents in Group A and 41.5%(162) of the 

respondents in Group B maintain Cash Book, Purchases Day book, Sales Day book, and General 

Ledger. 46.4%(181) of the respondents in Group B keep Cash Book only. 3.6%(14) of the 

respondents in Group B maintain only General ledger. 3.1%(12) of the respondents in Group B 
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maintain Sales Day book only, while 2.6%(10) of the respondents in Group B maintain 

Purchases Day book only. Also, 4(1%) and 11(2.8%) of the respondents in Groups A and B say 

that they keep Return Inwards book, and Return Outwards book in addition to Cash Book.  

The indication from the table is that majority of the respondents in Group A maintain very 

relevant books of account such as Cash Book, Purchases Day book, Sales Day book and General 

Ledger, while majority of the respondents in Group B keep only Cash Book. 

 

Table 4.11 presents information on the ledger being maintained by the respondents  

TABLE 4.11    Ledger Being Maintained 
Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Debtors Ledger only - - 13   3.3 13(1.7) 

Creditors Ledger only - - 20 5.1 20(2.6) 

General Ledger only - - 17 4.4 17(2.2) 

Cash Book only - - 184 47.2 184(23.5) 

All parts of the Ledger 
mentioned above 

390 100 156 40 546(70) 

Total (%) 390 100% 390 100% 780 

(100%) 

Source: Researcher’s Field Survey, 2014 

The above table shows that all (100%) the respondents in Group A and 156(40%) of the 

respondents in Group B maintain Debtors ledger, Creditors ledger, General ledger as well as 

Cash Book. A total of 184(47.2%) of the respondents in Group B maintain Cash Book only, 



 
 
 

152 
 

while a total of 20(5.1%) of the respondents in Group B keep only Creditors ledger. Also, 

17(4.4%) of the respondents in Group B keep General ledger, while 13(3.3%) of the respondents 

in Group B keep Debtors ledger only. From the result of the analysis, it can be seen that all the 

respondents in Group A recognize and maintain the necessary Ledger, such as Debtors ledger, 

Creditors ledger, General ledger and Cash Book, while majority of the respondents in Group B 

maintain only Cash Book as a ledger.  

Table 4.12 shows responses to the financial statements being prepared by the respondents.  

TABLE 4.12   Financial Statements Being Prepared 
Options Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Income Statement 
only 

8 2.1 142 36.4 150(19.2%) 

Statement of Assets 
and Liability only 

- - - - - 

Cash flow Statement 
only 

2 0.5 53 13.6 55(7.1%) 

All of the above 380 97.4 195 50 575(73.7%) 

None of the above - - - - - 

Total (%) 390 100% 390 100% 780 (100%) 

Source: Researcher’s Field Survey, 2014 

The table 4.12 reveals that a total of 97.4%(380) and a total of 50%(195) of the respondents in 

Group A and Group B respectively prepare Income Statement, Statement of Assets and Liability, 

and Cash Flow Statement. Also, 2.1%(8) of the respondents in Group A as well as 36.4%(142) of 
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the respondents in Group B prepare only Income Statement, while 0.5%(2) and 13.6%(53) of the 

respondents in Group A and Group B prepare Cash Flow Statement only. 

The observation from the table reveals that nearly all the establishments in Group A prepare 

financial statements that give relevant information as regards Income generation, position of 

Assets and Liability, and Cash Flow, while about half of the establishments in Group B prepare 

financial information that show Income generation, position of Assets and Liability, and Cash 

Flow. 

 

The result of the analysis of whether budgeting is an essential management tool is shown in 

Table 4.13 below.  

TABLE 4.13   Is Budgeting an Essential Management Tool? 
Is Budgeting an 
Essential 
Management 
Tool? 

Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Yes 390 100 390 100 780 (100) 

No - - - - - 

TOTAL (%) 390 100% 390 100%  780 (100%) 

Source: Researcher’s Field Survey, 2014 

The above table indicates that all of the respondents in Group A as well as in Group B 

considered budgeting as an essential management tool.  
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Table 4.14 reveals the budgets being prepared by the respondents.  

TABLE 4.14    Type of Budget Being Prepared by the Organisation 
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Capital Budget 44 11.3 56 14.4 100(12.8) 

Cash Budget 10 2.6 34 8.7 44(5.6) 
Sales Budget 11 2.8 38 9.7 49(6.3) 

Expenditure Budget 9 2.3 12 3.1 21(2.8) 

Production Budget 41 10.5 56 14.4 97(12.4) 

All of the Budgets 
mentioned   above 

275 70.5 194 49.7 469(60.1) 

Total (%) 390 100% 390 100% 780 
(100%) 

Source: Researcher’s Field Survey, 2014 

From the table 4.14 above 275(70.5%) of the respondents in Group A and 194(49.7%) of the 

respondents in Group B prepare capital budget, cash budget, sales budget, expenditure budget, 

and production budget in their organisations. 44(11.3%) and 56(14.4%) of the respondents in 

Group A and B respectively prepare only capital budget. While 41(10.5%) of the respondents in 

Group A and 56(14.4%) of the respondents in Group B prepare only production budget. Only 

11(2.8%) and 38(9.7%) of the respondents in Groups A and B respectively prepare sales budget. 

A total of 10(2.6%) of the respondents in Group A and a total of 34(8.7%) of the respondents in 

Group B prepare only cash budget, while 9(2.3%) and 12(3.1%) of the respondents in Group A 

and B respectively prepare only expenditure budget. 

The indication from the respondents shows that majority of the respondents in group A prepare 

necessary budgets required, and little below 50% of the respondents in Group B prepare 

necessary budgets required in an organisation.  
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Table 4.15 shows the analysis of the respondents’ response on the basis of how they determine 

organisation’s budget figures. 

 TABLE 4.15    Basis for Determining Organisation’s Budget Figures  
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Annual Financial 
reports 

355 91 203 52.1 558(71.5) 

Arbitrary figures - -  57 14.6 57(7.3) 
Market trend 35 9 101 25.9 136(17.4) 
None of the above - - - - - 
Other Basis - - 29 7.4 29(3.8) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

 
The table shows that 91%(355) and 52.1%(203) of the respondents in Group A and in Group B 

respectively determine the budget figures of their organisations based on annual financial 

reports. Less than 15%(57) of the respondents in Group B determines their organisation’s budget 

figures based on arbitrary figures, while only 9%(35) and 25.9%(101) of the respondents in 

Group A and in Group B respectively determine the budget figures of their organisations based 

on market trend. Very little 7%(29) of the respondents in Group B revealed that the budget 

figures of their organisations are based on the financial situation of the last quarter of the 

accounting year, or the financial situation of the last month of the accounting year. 

The table summarizes that almost all the respondents in Group A and a little above 50% of the 

respondents in Group B determine the budget figures of their organisation based on annual 

financial reports. 
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Table 4.16 presents the effect of budgeting on the respondents’ organisation.  
 
TABLE 4.16    Effect of budgeting on the Respondent’s Organisation 

Options Frequency  Percentage  Frequency  Percentage Total (%) 
(A) (A) (B)   (B) (A and B) 

Efficient monitoring of 
performance in various 
aspects of business 
activities 

10 2.6 25 6.4 35(4.5) 

Effective 
curtailing/cutting of 
irrelevant expenditure 

23 5.9 76 19.5 99(12.7) 

Efficient co-ordination 
of organisational tasks 
thereby achieving 
planned targets 

34 8.7 27 6.9 61(7.8) 

Clear disclosure of 
deviation(s) from 
budgeted plans 

49 12.6 38 9.7 87(11.2) 

All of the above 263 67.4 102 26.2 365(46.8) 
Has no effect on 
business activities 

- - 98 25.1 98(12.5) 

Others 11 2.8 24 6.2 35(4.5) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

From table 4.16 above 263(67.4%) of the respondents in Group A and 102(26.2%) of the 

respondents in Group B indicate that budgeting in their organisation results to efficient 

monitoring of performance in various aspects of business activities, effective curtailing/cutting of 

irrelevant expenditure, efficient co-ordination of organisational tasks thereby achieving planned 

targets, and clear disclosure of deviation(s) from budgeted plans. 49(12.6%) and 38(9.7%) of the 

respondents in Groups A and B respectively reported clear disclosure of deviation(s) from 

budgeted plans as the effect of budgeting on their organisation. Also, 34(8.7%) and 27(6.9%) of 

the respondents in Group A and in Group B respectively revealed that budgeting has an effect of 
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efficient co-ordination of organisational tasks thereby achieving planned targets. A total of 

23(5.9%) of the respondents in Group A and a total of 76(19.5%) of the respondents in Group B 

points out that budgeting has the effect of effective curtailing/cutting of irrelevant expenditure in 

their organisations, while 10(2.6%) and 25(6.4%) of the respondents in Group A and in Group B 

respectively indicated that budgeting has brought about efficient monitoring of performance in 

various aspects of their business activities. 11(2.8%) of the respondents in Group A and 

24(6.2%) of the respondents in Group B revealed that through budgeting they were able to 

discover areas where wastes occur in their business activities as well as pilfering that has been 

going on in the organisation, while 98(25.1%) of the respondents in Group B point out that 

budgeting has no effect on their business activities.  

Based on the analysis, majority of the organisations in the sample are getting the benefits of 

effective budgeting, more especially the respondents in Group A. 
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The outcome of the analysis in Table 4.16 is presented in Chart 4.1 below for clear insight into 

the respondents’ responses already analyzed in frequencies/percentages. 

CHART 4.1     Effect of budgeting on the Respondent’s Organisation 
                        

 

Source: Researcher’s Field Survey, 2014 
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Table 4.17 reveals the financial management technique utilized by the respondent.  

TABLE 4.17   Financial Management Technique utilized by the Respondents  
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Working Capital 
Management 

- - - - - 

Capital Investment 
Techniques 

- - - - - 

Financing Decision 
Technique 

- - - - - 

All of the above 390 100 390 100 780(100) 
None of the above - - - - - 
Others - - - - - 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

The table indicates that all the respondents in Groups A and B respectively use all aspects of 

financing management technique in their organisations, thereby showing the importance of 

financial management to business survival. 
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Table 4.18 x-rayed the extent to which the respondents employ aspects of working capital 

management technique.  

TABLE 4.18   Working Capital Management technique utilized by the Respondents  
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Inventory management 60 15.4 78 20 138(17.7) 
Receivables/Debtors 
management 

31 7.9 14 3.6 45(5.8) 

Cash management 42 10.8 118 30.3 160(20.5) 
Payables/Creditors 
management 

17 4.4 11 2.8 28(3.6) 

All of the techniques 
mentioned above 

240 61.5 169 43.3 409(52.4) 

Total (%) 390 100% 390 100% 780(100%) 
Source: Researcher’s Field Survey, 2014 

From the above table, it can be seen that 61.5%(240) of the respondents in Group A and 

43.3%(169) of the respondents in Group B employ inventory management, receivables/debtors 

management, cash management, and payables/creditors management in their organisations as 

working capital management technique. 15.4%(60) and 20%(78) of the respondents in Group A 

and in Group B respectively focused mainly on inventory management in managing the 

organisation’s working capital. A total of 10.8%(42) and a total of 30.3%(118) of the 

respondents in Group A and in Group B respectively focused on cash management as a 

technique for working capital management. Also, 7.9%(31) of the respondents in Group A and 

3.6%(14) of the respondents in Group B employ only receivables/debtors management aspect of 

the working capital management, while 4.4%(17) of the respondents in Group A and 2.8%(11) of 

the respondents in Group B utilize only payables/creditors management in handling working 

capital management in their organisation. 
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Summarily, the organisations are utilizing working capital management techniques as they 

indicated, but little above 60% as well as 40% of the respondents in Groups A and B respectively 

are employing all the essential aspects of working capital management technique showing that 

not all of them apply it as claimed.  

 

Table 4.19 presents the opinion of the respondents on capital investment techniques as an 

essential investment decision tool in an organisation. 
 

TABLE 4.19   Capital Investment Technique as an essential Investment Decision Tool 
Do you apply 
Capital 
Investment  
Technique in your 
Organisation? 

Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Yes 390 100 390 100 780 (100) 

No - - - - - 

TOTAL (%) 390 100% 390 100%  780 (100%) 

Source: Researcher’s Field Survey, 2014 

The table shows that all the respondents in Groups A and B respectively see capital investment 

technique as an essential investment decision tool. 
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Table 4.20 reveals the aspects of capital investment appraisal technique in use by the 

organisations.  
 

TABLE 4.20   Capital Investment Appraisal Technique in Use by the Organisation 
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Pay back period 81 20.8 235 60.3 316(40.5) 
Accounting Rate of 
Return 

41 10.5 15 3.8 56(7.2) 

Net Present Value 239 61.3 104 26.7 343(44) 
Internal Rate of Return 29 7.4 36 9.2 65(8.3) 
None of the above - - - - - 
Others - - - - - 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 
 
 
Table 4.20 above shows that 61.3%(239) of the respondents in Group A and 26.7%(104) of the 

respondents in Group B use Net Present Value as capital investment technique.  A little above 

20%(81) as well as 60%(235) of the respondents in Groups A and B respectively utilize Pay 

Back period technique in appraising their capital investment. Also, a little above 10%(41) and 

less than 5%(15) of the respondents in Groups A and B respectively use Accounting Rate of 

Return as capital investment technique. Very insignificant percentage, that is, 7.4%(29) of the 

respondents in Group A and 9.2%(36) of the respondents in Group B employ Internal Rate of 

Return technique. 

The above table summarizes that majority of the respondents in Group A use Net Present Value 

as capital investment technique, while majority of the respondents in Group B use Pay Back 

period technique in appraising their capital investment. Less than half of the respondents shy 
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away from Accounting Rate of Return and Internal Rate of Return which require proficiency in 

handling figures. 

 

Table 4.21 indicates how the organizations source their finance. 
 
TABLE 4.21   Source of Business Finance  

Options Frequency  Percentage  Frequency  Percentage Total (%) 
(A) (A) (B)   (B) (A and B) 

Personal Savings 101 25.9 14 3.6 115(14.7) 
Friends/Family 
support 

18 4.6 36 9.2 54(6.9) 

Supplier’s Credit 246 63.1 102 26.2 348(44.6) 
Government 
Assistance  

13 3.3 15 3.8 28(3.6) 

Bank Credit 8 2.1 211 54.1 219(28.1) 
Others  4 1 12 3.1 16(2.1) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

 
Table 4.21 above indicates that 246(63.1%) of the respondents in Group A and 102(26.2%) of 

the respondents in Group B finance their business through supplier’s credit. 101(25.9%) and 

14(3.6%) of the respondents in Groups A and B respectively finances their business through 

personal savings. Also, 18(4.6%) as well as 36(9.2%) of the respondents in Group A and in 

Group B respectively source their business finance from friends/family support, while less than 

4% of the respondents in Groups A and B obtain their business finance through government 

assistance. A total of 8(2.1%) and a total of 211(54.1%) of the respondents in Groups A and B 

respectively said that their business finances are sourced from Bank credit, while 4(1%) of the 

respondents in Group A and 12(3.1%) of the respondents in Group B indicates that trade 

financing, corporative society, and club contributions are sources of their business finance.  
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The table reveals the obviousness of the respondent’s source of business finance which 

significantly differs. 

 
Table 4.22 shows the result of the analysis of the basis for choosing business finance.  
 
TABLE 4.22    Basis for Choosing Source of Business Finance   
 Options  Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Personal business 
experiences 

93 23.8 216 55.4 309(39.6) 

Family/Friend’s advice 24 6.2 32 8.2 56(7.2) 
Academic knowledge/ 
experience 

251 64.4 112 28.7 363(46.5) 

Business finance 
awareness by 
Government 

22 5.6 25 6.4 47(6.1) 

All of the above - - - - - 
Others - - 5 1.3 5(0.6) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.22 shows that 251(64.4%) of the respondents in Group A and 112(28.7%) of the 

respondents in Group B base their choice of business finance on academic knowledge/experience 

obtained. Also, 93(23.8%) and 216(55.4%) of the respondents in Groups A and B respectively  

are influenced by their personal business experiences when making business finance choice. 

24(6.2%) as well as 32(8.2%) of the respondents in Groups A and B respectively make business 

finance choice base on their family/friend’s advice, while 22(5.6%) of the respondents in Group 

A  and 25(6.4%) of the respondents in Groups B make business finance choice through business 

finance awareness created by the government. 5(1.3%) of the respondents in Group B points out 

that their business finance choice is based on trade union advice and market situation/trend. 
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The table exposes that majority of the respondents in Group A base their business finance choice 

on academic knowledge/experience obtained, while majority of the respondents in Group B base 

their choice of business finance on personal business experiences.  

 

Table 4.23 reveals the impact of financial management techniques on the sampled firms. 

TABLE 4.23         Effect of Financial Management Techniques on the Organisation 
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Effective allocation of 
scarce business 
resources 

12 3.1 29 7.4 41(5.3) 

Effective inventory 
management 

36 9.2 98 25.1 134(17.1) 

Efficient debt 
management 

28 7.2 43 11 71(9.1) 

Fund availability for 
the day to day running 
of the business 

22 5.6 74 19 96(12.3) 

All of the above 292 74.9 146 37.5 438(56.2) 
None of the above - - - - - 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.23 indicates that majority of the respondents in both groups highly experience effective 

allocation of scarce business resources, effective inventory management, efficient debt 

management, and fund availability for the day to day running of the business due to application 

of financial management techniques in their organisations. 36(9.2%) and 98(25.1%) of the 

respondents in Groups A and B respectively identify effective inventory management as the 

effect of using financial management techniques in their organisations. 28(7.2%) of the 

respondents in Group A and 43(11%) of the respondents in Group B see efficient debt 
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management as an indication of applying financial management techniques. 22(5.6%) and 

74(19%) of the respondents in Groups A and B respectively see fund availability for the day to 

day running of the business as an indication of proper use of financial management techniques in 

their organisations. A total of 12(3.1%) of the respondents in Group A and a total of 29(4.7%) of 

the respondents in Group B point out that they have achieved effective allocation of scarce 

business resources due to application of financial management techniques in their organisations. 

The table transparently reveals that efficient resource management, inventory management, debt 

management and fund management are great benefits of effective financial management.  

 

The result is also presented in Chart 4.2 below for clear understanding of the respondents’ 

responses. 

CHART 4.2   Effect of Financial Management Techniques on the Organisation  
                          

 

Source: Researcher’s Field Survey, 2014 
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The opinion of the respondents on whether their organisation use accounting report in decision 

making is shown in table 4.24 below. 
 

TABLE 4.24   Use of Accounting Report in Decision Making 
 
Does your 
Organisation adhere 
to Accounting 
Report in making 
decision? 

Frequency  

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Yes 390 100 390 100 780 (100) 

No - - - - - 

TOTAL (%) 390 100% 390 100%  780 (100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.24 reveals that all the respondents in Groups A and B make use of accounting report in 

making business decisions. 
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The result of the analysis of the kind of accounting report the Organisations prepare is shown in 

Table 4.25 below. 

TABLE 4.25  Accounting Report Prepared by the Organisation  
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Management report - - 92 23.6 92(11.8) 
Financial report - - 41 10.5 41(5.3) 
All of the above 390 100 257 65.9 647(82.9) 
None of the above - - - - - 
Others - - - - - 
Total (%) 390 100% 390 100% 780 (100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.25 shows that all the orgainsations in the sample prepare management and financial 

reports. However, Group A is more practice oriented than Group B. 
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TABLE 4.26   Effect of Accounting Report on Business Activities 
Options Frequency  Percentage  Frequency  Percentage Total (%) 

(A) (A) (B)   (B) (A and B) 
Effective business 
planning and 
coordination   

4 1 26 6.7 30(3.8) 

Curtailing of expenses, 
and boosting of 
revenues  

29 7.4 201 51.5 230(29.5) 

Determination of 
accurate profit, or loss  

42 10.8 37 9.5 79(10.1) 

Easy and effective 
business decision 
making 

17 4.4 31 7.9 48(6.2) 

All of the above 298 76.4 95 24.4 393(50.4) 
Has no effect on 
business activities 

- - - - - 

Other effect(s) - - -  - - 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.26 shows that a little above 76%(298) of the respondents in Group A experience 

effective business planning and coordination, curtailing of expenses and boosting of revenues, 

determination of accurate profit or loss, as well as easy and effective business decision making 

due to implementation of accounting report in their organisations, while little above 24%(95) of 

the respondents in Group B experience the same effect on their business activities due to 

application of accounting report in their firms. Also, less than 11%(42) and 10%(37) of the 

respondents in Groups A and B respectively indicate determination of accurate profit or loss as 

the only effect they experience by utilizing accounting report in their organisations. A total of 

7.4%(29) and 51.5%(201) of the respondents in Groups A and B respectively see curtailing of 

expenses, and boosting of revenues as the only effect of accounting report in their organisations, 

while a total of 4.4%(17) and 7.9%(31) of the respondents in Groups A and B respectively regard 
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easy and effective business decision making as an effect of accounting report in their 

organisations. Very insignificant percentage, that is, 1%(4) of the respondents in Group A and 

6.7%(26) of the respondents in Group B points out effective business planning and coordination 

as the benefit they derive from utilization of accounting report. It is interesting to mention that 

none of the respondents said that accounting report has no effect on their business activities. 

Summarily, the enterprises studied are getting the benefits of applying accounting reports in their 

organisation. However, higher percentage of respondents in Group A obtain more benefits, such 

as effective business planning and coordination, curtailing of expenses and boosting of revenues, 

determination of accurate profit or loss, as well as easy and effective business decision making 

from the use of accounting report than respondents in Group B.   
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The result is also presented in Chart 4.3 below for clear insight into respondents’ responses. 

CHART 4.3     Effect of Accounting Report on Business Activities 

 Source: Researcher’s Field Survey, 2014 
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Table 4.27 presents the opinion of the respondents on their business performance. 
 
TABLE 4.27    Organisation’s Business Performance 
In your opinion, does 
your Organisation 
perform effectively 
and efficiently? 

Frequency 

(A) 

Percentage  

(A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Yes 390 100 390 100 780 (100) 

No - - - - - 

TOTAL (%) 390 100% 390 100%  780 (100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.27 indicates that all of the respondents affirm that their organisations are performing 

effectively and efficiently in business endeavours. 

  
Table 4.28 outlines the average annual turnover of the organisations for 5 Years (2008 to 2012). 
 
TABLE 4.28   Average Annual Turnover of the Organisations for 5 Years (2008 to 2012) 

Options Frequency  Percentage  Frequency  Percentage Total (%) 
(A) (A) (B)   (B) (A and B) 

Below  500,000 9 2.3 16 4.1 25(3.2) 
500,000  -  1,000,000 18 4.6 14 3.6 32(4.1) 
1,000,000  -  1,500,000 54 13.8 227 58.2 281(36) 
1,500,000  -  2,000,000 285 73.1 118 30.3 403(51.7) 
Above  2,000,000 24 6.2 15 3.8 39(5) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.28 shows that a little above 73%(285) of the respondents in Group A and a little above 

30%(118) of the respondents in Group B declare that their average annual turnover is within the 

range of 1,500,000 - 2,000,000. Less than 14%(54) and a little above 58%(227) of the 

respondents in Groups A and B respectively says that their average annual turnover is between 
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1,000,000  -  1,500,000, while very few percentage, that is, 6.2%(24) and 3.8%(15) of the 

respondents in Groups A and B respectively points out that their average annual turnover is 

above 2,000,000. Also, 4.6%(18) of the respondents in Group A and 3.6%(14) of the respondents 

in Group B declares that they have average annual turnover within the range of  500,000  -  

1,000,000. 2.3%(9) and 4.1%(16) of the respondents in Groups A and B indicates that their 

average annual turnover is below 500,000. 

The table transparently reveals that majority of the respondents in Group A declare average 

annual turnover (1,500,000 - 2,000,000) that is higher than the average annual turnover 

(1,000,000  -  1,500,000) declared by most of the respondents in Group B.  

 

The result is also presented in Chart 4.4 below for clear understanding of the respondents’ 

responses. 

CHART 4.4  Average Annual Turnover of the Organisations for 5 Years (2008 to 2012) 

 

Source: Researcher’s Field Survey, 2014 
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Table 4.29 present the average annual profit of the organisations for 5 years (2008 to 2012). 
 
TABLE 4.29   Average Annual Profit of the Organisations for 5 Years (2008 to 2012)                              

                   
Options 

Frequency  Percentage  Frequency  Percentage Total (%) 
(A) (A) (B)   (B) (A and B) 

Below  300,000 5 1.3 4 1.0 9(1.2) 
300,000  -  400,000 9 2.3 12 3.1 21(2.7) 
400,000  -  500,000 76 19.5 202 51.8 278(35.6) 
500,000  -  600,000 279 71.5 161 41.3 440(56.4) 
Above  600,000 21 5.4 11 2.8 32(4.1) 
Total (%) 390 100% 390 100% 780(100%) 

Source: Researcher’s Field Survey, 2014 

Table 4.29 reveals that a total of 71.5%(279) of the respondents in Group A and a total of 

41.3%(161) of the respondents in Group B declare average annual profit that is within the range 

of 500,000 - 600,000. Less than 20%(76) and above 51%(202) of the respondents in Groups A 

and B indicates that their average annual profit is within the range of 400,000 – 500,000. Very 

few percentage, that is, 5.4%(21) of the respondents in Group A and above 23%(11) of the 

respondents in Group B revealed that their average annual profit is above 600,000. Also, 2.3%(9) 

of the respondents in Group A and 3.1%(12) of the respondents in Group B declare average 

annual profit that is within the range of 300,000  -  400,000, while very insignificant percentages, 

that is, 1.3%(5) and 1.0%(4) of the respondents in Groups A and B respectively indicates that 

their average annual profit is below 300,000. 

The table shows that majority of the respondents in Group A declare average annual profit 

(500,000 - 600,000) that is higher than the average annual profit (400,000  -  500,000) declared 

by majority of the respondents in Group B.  
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The result of the analysis is also presented in Chart 4.5 for clear insight into respondents’ 

responses. 

 

CHART 4.5   Average Annual Profit of the Organisation from 2008 to 2012                     

 
Source:  Researcher’s Field Survey, 2014 

 
 
 
Tables 4.30(i) and (ii) presents information on success factors that determines business 

excellence. Keys to the responses/analysis are as follows:  

 
  KEY:    5     =   Extremely Important,                F     =   Frequency                      

                4     =   Very Important,                         Mean < 3 = Negative mean 

                3     =   Mildly Important,                      Mean > 3 = Positive mean 

                2     =   Not Very Important, 

                1     =   Unimportant,              
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TABLE 4.30   Business Success Factors as perceived by the respondents 
 
Group A:  Business Success Factors     
                                    

 SUCCESS 
FACTORS 

EI VI MI NVI U   
MEAN F            % F            % F            % F         % F       % 

Hard work 297       76.1 88       22.6 5           1.3 -        - 4.7487 
Access to bank credit 112       28.7 245     62.8 26        6.7 7       1.8 - 4.1846 
Reputation for 
honesty 

281       72.1 98       25.1 11         2.8 - - 4.6923 

Excellent 
management skills 

105       26.9 259     66.4 26         6.7 - - 4.2026 

Charisma 89         22.8 268     68.6 33       8.5 - - 4.1436 
Accounting 
knowledge/skills 

373       95.7 17         4.4 - - - 4.9564 

Government 
assistance: financial 
support and/or 
infrastructural 
facilities 

98         25.1 183     46.9 85       21.8 24      6.2 - 3.9102 

Accessible location 312          80 78          20 - - - 4.8 
Good customer 
service 

124       31.8 266     68.2 - - - 4.3179 

Financial Support 
from families and 
friends 

24           6.2 79       20.3 235     60.3 52   13.3 - 3.1923 

Previous business 
experience 

7             1.8 136     34.9 213     54.6 34     8.7 - 
  

3.2974 

            4.2224 
Source: Researcher’s Field Survey, 2014 
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Group B:  Business Success Factors 
 

SUCCESS 
FACTORS 

  

EI VI MI NVI U 
MEAN 

  F            % F            % F            % F         % F         % 
Hard work 284       72.8 74          19 32         8.2 - - 4.6462 
Access to bank 
credit 

37           9.5 132     33.8 203     52.1 15     3.8 3       0.8 3.4744 

Reputation for 
honesty 

299       76.7 86       22.1 5           1.2 - - 4.7538 

Excellent 
management skills 

97         24.9 231     59.2 54       13.8 8       2.1 - 4.0692 

Charisma 97         24.9 247     63.3 46     11.8 - - 4.1308 
Accounting 
knowledge/skills 

198       50.8 116     29.7 63       16.2 13     3.3 - 4.3051 

Government 
assistance: financial 
support and/or 
infrastructural 
facilities 

55         14.1 182     46.7 127     32.6 21     5.4 5       1.3 3.6821 

Accessible location 291       74.6 99       25.4 - - - 4.7462 
Good customer 
service 

113          29 272     69.7 5           1.3 - - 4.2385 

Financial Support 
from families and 
friends 

36           9.2 205     52.6 83       21.3 66   16.9 - 3.5410 

Previous business 
experience 

50         12.8 239     61.3 79       20.3 22     5.6 - 3.8128 

            4.1273 
Source: Researcher’s Field Survey, 2014 

 
Table 4.30(i) and (ii) reveal the respondent’s reaction to the listed success factors that determine 

business success/excellence. Details of the analysis are as follows: 

Respondents in Groups A and B regard hardwork as an extremely important factor for business 

success. This is shown in the frequencies and percentages of extremely important, very 

important, and mildly important for Group A which are 297(76.1%), 88(22.6%), and 5(1.3%) 
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respectively, as well as the frequencies and percentages of extremely important, very important 

and mildly important for Group B which are 284(72.8%), 74(19%) and 32(8.2%) respectively. 

The outcome is supported by the mean values 4.7487 and 4.6462 of the two groups respectively. 

Since, each mean value is greater than 3, they are positive means which indicates that the two 

groups regard hardwork as a significant business success factor.  

 

The result also shows that both respondents in Group A and in Group B see access to bank credit 

as a very important factor for business success. This is shown in the frequencies and percentages 

of extremely important, very important and mildly important stated by the respondents in Group 

A which are 112(28.7%), 245(62.8%) and 26(7.6%) respectively, and the frequencies and 

percentages of extremely important, very important and mildly important stated by the 

respondents in Group B which are 37(9.5%), 132(33.8%) and 203(52.1%) respectively. The 

responses are supported by the mean values 4.1846 and 3.4744 for Groups A and B respectively 

which are positive means since they are greater than 3.  
 

Honesty is seen as an extremely important business success factor by the respondents in the two 

groups being studied.  This is evident in the percentages of the responses which are 72.1%, 

25.1% and 2.8% for extremely important, very important and mildly important respectively for 

Group A, and in the percentages of the responses for Group B which are 76.7%, 22.1% and 2.8% 

for extremely important, very important and mildly important respectively with mean value 

4.6923 and 4.7538 of Groups A and B respectively. Hence, honesty is a relevant success factor. 
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Also, the result indicates that excellent management skill is a very important factor for business 

success. This is shown in the percentages for extremely important, very important and mildly 

important which are 26.9%, 66.4% and 6.7% respectively for Group A, and in the percentages 

for extremely important, very important and mildly important for Group B which are 24.9%, 

59.2% and 13.8% respectively. These responses are supported by the mean values 4.2026 and 

4.0692 of Groups A and B respectively. In otherwords, the two groups appreciate excellent 

management skill as a very important business success factor. 

 

Based on the percentages for extremely important, very important and mildly important which 

are 22.8%, 68.6% and 8.5% for Group A and the percentages for extremely important, very 

important and mildly important which are 24.9%, 63.3% and 11.8% for Group B, charisma is 

said to be regarded by the respondents as a very important factor for business success. Hence, the 

groups recognize the relevance of charisma in achieving success. The view is supported by the 

mean values 4.1436 and 4.1308 of the two groups studied. 

 

The table also reveals that respondents in Groups A and B identify accounting knowledge/skills 

as an extremely important factor for achievement of business success. This is evident in the 

percentages of the response from the two groups, which are, more than 95% and more than 50% 

for extremely important in Groups A and B, thereby pointing out the degree of importance of 

accounting knowledge/skills as an essential business success factor.  Other response percentages 

are 4.4% for very important for Group A, and also 29.7% and 16.2% for very important and 

mildly important respectively for Group B, with mean values 4.9564 and 4.3051 for the two 

groups respectively.  
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Government assistance in the form of financial support and/or infrastructural facilities is seen as 

a very important factor for business success by the respondents in Groups A and B. This is 

evident in the percentages it attracted from the respondents, that is, 46.9% and 46.7% for Groups 

A and B respectively. Though the percentages are less than 50%, they are the highest 

percentages in each group studied. It shows that government assistance is an essential factor for 

business success. Other response percentages are 25.1% and 21.8% for extremely important and 

mildly important for Group A, and also 14.1% and 32.6% for extremely important and mildly 

important for Group B. These responses are supported by the mean values 3.9102 and 3.6821 of 

the two groups.  

 

Accessible location is also pointed out by the respondents as an extremely important factor for 

business success. This is affirmed by the respondent’s response percentages for extremely 

important and very important which are 80% and 20% respectively for Group A, and the 

response percentages for extremely important and very important which are 74.6% and 25.4% 

respectively for Group B. It is important to bring to light based on the outcome, that none of the 

respondents in the two groups see accessible location as mildly important showing the degree of 

its importance in order to achieve business success. The mean values 4.8 and 4.7462 of the two 

groups respectively also support the result. 
 

From the outcome of the analysis, it can be seen that the percentages for extremely important and 

very important which are 31.8% and 68.2% for Group A and the percentages for extremely 

important, very important and mildly important which are 29%, 69.7% and 1.3% for Group B 

reveals that good customer service is a very important business success factor.  This shows that 
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efficient service to customer is very essential for excellence in business, and this is supported by 

the mean values 4.3179 and 4.2385 of Groups A and B respectively. 
 

Financial support from families and friends is seen as an important business success factor by the 

respondents in Groups A and B respectively. The result shows that a little above 60% of the 

respondents in Group A see financial support from families and friends as a mildly important 

factor for business success, while a little above 52% of the respondents in Group B see it as a 

very important factor for business success. However, irrespective of the differences in the degree 

of perception by the two groups, they still regard financial support from families and friends as 

an important factor for business success. Other response percentages are 6.2% and 20.3% for 

extremely important and very important respectively for Group A as well as 9.2% and 21.3% for 

extremely important and mildly important respectively for Group B. The result is supported by 

the mean values 3.1923 and 3.5410 for Groups A and B respectively. 

 

The result also reveals that previous business experience is an important factor for business 

success. The result shows that a total of 54.6% of the respondents in Group A regard previous 

business experience as a mildly important factor for business success, while a little above 61% of 

the respondents in Group B see it as a very important factor for business success. It is important 

to point out that, the two groups A and B identify previous business experience as an important 

business success factor irrespective of the degree of their perception. Other response percentages 

are 1.8% and 34.9% for extremely important and very important respectively for Group A as 

well as 12.8% and 20.3% for extremely important and mildly important respectively for Group 

B. The result is supported by the mean values 3.2974 and 3.8128 for the two groups respectively. 



 
 
 

182 
 

However, from the analysis of the business success factors as perceived by the respondents in 

Groups A and B, it is obvious that all the identified business success factors are relevant factors 

for business excellence since the overall mean values 4.2224 and 4.1273 of the Groups A and B 

respectively are above the mean level 3, indicating that all the analyzed factors are positive and 

significant business success factors.   

 

Table 4.31 presents the opinion of the respondents on business obstacles. 

 
TABLE 4.31    Does Your Organisation experience Business Obstacles? 
Does Your 
Organisation 
experience 
Business 
Obstacles?               

Frequency 

(A) 

Percentage 

 (A) 

Frequency  

(B)  

Percentage 

 (B) 

Total (%) 

(A and B) 

Yes 390 100 390 100 780 (100) 

No - - - - - 

TOTAL (%) 390 100% 390 100%  780(100%) 

Source: Researcher’s Field Survey, 2014 

 

Table 4.31 shows that all the respondents in both Groups acknowledge that they experience 

obstacles in their business endeavours.  
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Business Success Obstacles as perceived by the respondents 
 
KEY:      5     =   Strongly Agree,                F     =   Frequency                      

                4     =   Agree,                               Mean < 3 = Negative mean 

                3     =   Undecided,                       Mean > 3 = Positive mean 

                2     =   Disagree,                      

                1     =   Strongly disagree,      

Tables  4.32 (i) and (ii) shows the analysis of the responses of Group A and Group B respondents 

to the degree of agreement/disagreement to the following listed business obstacles. 
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TABLE 4.32    Business Success Obstacles as perceived by the respondents 
 
Group A:  Business Obstacles Perception 

BUSINESS 
OBSTACLES  

SA A U D SD  
MEAN  F            % F            % F            % F        % F       % 

Unstable government 
policy 

355          91 27         6.9 8           2.1 - - 4.3949 

Limited access to bank 
credit 

97         24.9 224     57.4 40       10.3 29     7.4 - 3.9974 

lack of personal 
entrepreneurial skills 

117          30 240     61.5 33         8.5 - - 4.2154 

Lack of 
managerial/business 
experience 

92         23.6 239     61.3 59       15.1 - - 4.0846 

Lack/inadequate 
infrastructural facilities 

282       72.3 86     22.1 22         5.6 - - 4.1641 

Inflation 249       63.8 101     25.9 40       10.3 - - 4.1564 
Difficulty in obtaining 
Government’s Financial 
support 

239       61.3 100     25.6 27         6.9 24     6.2 - 4.0641 

Inaccessible location 268       68.7 102     26.2 38         9.7 - - 4.7744 
Lack of accounting 
knowledge 

356       91.3 34         8.7 - - - 4.9128 

Theft/lack of security 274       70.3 73       18.7 43       11.0 - - 4.7308 
Lack of financial 
management skills 

284       72.9 106     27.2 - -  - 4.7282 

            4.3839 
Source:  Researcher’s Field Survey, 2014 
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Group B: Business Obstacles Perception 
 BUSINESS 

OBSTACLES 
SA A U D SD  

MEAN  F            % F            % F          % F         % F        % 
Unstable government 
policy 

71       18.2 200     51.3 99      25.4 20        5.1 - 3.8257 

Limited access to bank 
credit 

101    25.9 
 

145    37.2 
 

98    25.1 
 

46      11.8 - 3.6513 

lack of personal 
entrepreneurial skills 

40       10.3 225     57.7 96      24.6 29        7.4 - 3.7077 

Lack of 
managerial/business 
experience 

106     27.2 259     66.4 21        5.4 4             1 - 4.1974 

Lack/inadequate 
infrastructural facilities 

293     75.1 64       16.4 33        8.5 - - 3.9205 

Inflation 263     67.4 55       14.1 52      13.3 - - 3.8025 
Difficulty in obtaining 
Government’s Financial 
support 

202     51.8   92       23.6 84      21.5 12        3.1 - 3.9590 

Inaccessible location 139     35.6 251     64.4 - - - 4.3564 
Lack of accounting 
knowledge 

95       24.4 239     61.3 56      14.4 - - 4.1000 

Theft/lack of security 301     77.2 50       12.8 39         10 - - 4.6718 
Lack of financial 
management skills 

42       10.8 235     60.3 98      25.1 15        3.8 - 3.8564 

            4.004 
Source:  Researcher’s Field Survey, 2014 
 
Table 4.32(i) and (ii) reveals the respondent’s reaction to the listed obstacles to business success. 

Details of the analysis are as follows: 

Respondents in Groups A and B agree that unstable government policy is an obstacle to business 

success.  This is shown in the percentages of strongly agree, and agree which are 91% and 6.9% 

respectively for Group A, and the percentages of strongly agree and agree which are 18.2% and 

51.3%  respectively for Group B.  Though, the degree of agreeing differs, the two groups still 

affirm that unstable government policy is an obstacle to business success. The outcome is 
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supported by the mean values 4.3949 and 3.8257 which are greater than 3 showing that the 

groups regard unstable government policy as a business obstacle.  

The result reveals that majority of the respondents in Groups A and B agree that limited access to 

bank credit is a source of business obstacle. 24.9% and 57.4% for strongly agree, and agree 

respectively for Group A as well as 25.9% and 37.2% for strongly agree, and agree respectively 

for Group B support the outcome. This is also evident in the mean values 3.9974 and 3.6513 

which equally affirm the result. Hence, limited access to bank credit is a relevant obstacle to 

business excellence. 

 

The percentages of the responses which are 30% and 61.5% for strongly agree, and agree 

respectively for Group A as well as 10.3% and 57.7% for strongly agree, and agree respectively 

for Group B shows that majority of the respondents in Groups A and B agree that lack of 

personal entrepreneurial skills is a source of obstacle to business excellence. The mean values 

4.2154 and 3.7077 of the two groups which are greater than 3 confirm the result. This shows that 

lack of entrepreneurial trait is a recognizable disadvantage for business success. 

The result indicates that both groups agree that lack of managerial/business experience is an 

obstacle to business success. This is supported by the percentages for strongly agree, and agree 

which are 23.6% and 61.3% respectively for Group A and the percentages  for strongly agree, 

and agree which are 27.2% and 66.4% respectively for Group B.  This result is also supported by 

the mean values 4.0846 and 4.1974 which are positive means because they are individually 

greater than 3. Hence, absence of managerial/business experience contributes to business 

imperfection. 
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The analysis also reveals that majority of the respondents in Group A and majority of the 

respondents in Group B strongly agree that lack/inadequate infrastructural facilities contribute to 

business obstacle. The percentages of the responses which are 72.3% and 75.1% for strongly 

agree in Groups A and B respectively and the percentages of the responses which are 22.1% and 

16.4% for agree in Groups A and B respectively support the result. The degree of agreeing by the 

two groups is a sign that absence of the necessary infrastructural facilities is a significant 

obstacle to business success. This outcome is also confirmed by the mean values 4.1641 and 

3.9205 of the groups studied.  

 

The study also shows that inflation is strongly perceived as an obstacle to business excellence by 

majority of the respondents in the two groups. The result is affirmed by the percentages of 

strongly agree which are 63.8% and 67.4% for Groups A and B respectively and the percentages 

of agree which are 25.9% and 14.1% for Groups A and B respectively, with the mean values 

4.1564 and 3.8025 which are positive means since they are greater than 3. Hence, inflation is a 

significant business obstacle. 

 

Majority of the respondents in the two groups agree that difficulty in obtaining government’s 

financial support is a source of business obstacle. 61.3% and 51.8% for strongly agree by the 

groups A and B respectively as well as 25.6% and 23.6% for agree for the groups A and B 

respectively affirms the result. The mean values 4.0641 and 3.9590 of the groups support the 

finding. Summarily, the two groups regard difficulty in obtaining financial support from 

government as a significant obstacle to business excellence.  
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The result from the analysis also indicates that majority of the respondents in Group A strongly 

agree that inaccessible location is an obstacle to business success, while majority of the 

respondents in Group B agree that inaccessible location is an obstacle business success. This is 

clearly shown by the percentages of strongly agree and agree, which are, above 68% and a little 

above 26% respectively for Group A as well as the percentages of strongly agree and agree, 

which are, above 35% and a little above 64% respectively for Group B. It is important to 

mention that the two groups regard inaccessible location as an obstacle irrespective of the 

difference in the degree of their agreement. This outcome is also supported by the mean values 

4.7744 and 4.3564 of the two groups respectively. 
 

The percentages of the responses which are 91.3% and 8.7% for strongly agree, and agree 

respectively for Group A as well as 24.4% and 61.3% for strongly agree and agree respectively 

for Group B shows that majority of the respondents in Group A strongly agree that lack of 

accounting knowledge is a significant business obstacle, while majority of the respondents in 

Group B agree that lack of accounting knowledge is an obstacle to business success. The 

outcome is supported by the mean values 4.9128 and 4.1000 which are much greater than 3, 

showing that lack of accounting knowledge/skills is a very significant obstacle to business 

excellence. 
 

The table also indicates that both groups strongly agree that theft/lack of security is also a 

significant obstacle to business success. This outcome is affirmed by the percentages of strongly 

agree and agree, which are, a little above 70% and above 18% respectively for Group A as well 

as the percentages of strongly agree and agree, which are much above 72% and 12% respectively 
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for Group B. The mean values 4.7308 and 4.6718 of the two groups are in line with the outcome. 

Hence, the groups regard theft/lack of security as a relevant obstacle to business excellence.   
 

Majority of the respondents in Group A strongly agree that lack of financial management skills is 

an obstacle to business excellence, while majority of the respondents in Group B just agree that it 

is an obstacle to business excellence. 72.9% and 27.2% for strongly agree and agree respectively 

for Group A as well as 10.8% and 60.3% for strongly agree and agree respectively for Group B 

confirms the result. The outcome is supported by the mean values 4.7282 and 3.8564 of the two 

groups respectively. Summarily, the groups perceived lack of financial management skills as a 

significant business obstacle. 

 

However, from the analysis of the business obstacles as perceived by the respondents in Groups 

A and B, it can be seen that the identified hindrances to business success are regarded as business 

obstacles since the overall mean values 4.3839 and 4.0044 of the Groups A and B respectively 

are above the mean level 3, indicating positive business success obstacles.   

 
 
4.3     Test of Hypotheses 

4.3.1  Test of hypothesis 1 

To test this hypothesis, we first restate it in null and alternative forms as follows: 

Ho:   There is no significant difference between business success level of entrepreneurs that   

         acquired accounting education and those that do not acquire accounting  education. 

 

H1:    There is a significant difference between business success level of entrepreneurs that  

         acquired accounting education and those that do not acquire accounting education. 
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Decision rule that was applied here is:  

 
       (a)  If at z-value(t) of ‘X’ (p < 0.05), Reject Ho and accept H1  

       (b) If at z-value(t) of ‘X’ (p > 0.05), Reject H1 and accept Ho 

 

 
As stated in sub-section 3.8,  z – test statistic was used to test the hypothesis using SPSS version 

17. It was calculated using data in tables 4.28 and 4.29.  The result of the analysis is shown in 

tables 4.33 and 4.34 below.  

Table 4.33                                   Group Statistics 
  Category N Mean Std. Deviation Std. Error Mean 
average annual 
turnover 

acquired accounting education 390 3.3538 .88572 .04485 
did not acquire accounting education 390 2.8231 .82505 .04178 

average annual  
profit 
 

acquired accounting education 390 3.1128 1.14393 .05793 
did not acquire accounting education 390 2.3128 1.03599 .05264 

 

From the above table 4.33, the mean of the annual turnover of the entrepreneurs that acquired 

accounting education is 3.35 and the mean of the annual turnover of those that did not acquire 

accounting education is 2.82. The standard deviation of those that acquired accounting education 

is 0.89, while the standard deviation of those that did not acquire accounting education is 0.83. 

The table equally reveals that the mean of the annual profit of the entrepreneurs that acquired 

accounting education is 3.11 and the mean of the annual profit of those that did not acquire 

accounting education is 2.31. The standard deviation of those that acquired accounting education 

is 1.14, while the standard deviation of those that did not acquire accounting education is 1.06.   

In other words, the table shows that, the mean of the annual turnover as well as the mean of the 

annual profit of the entrepreneurs that acquired accounting education is greater than the mean of 
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the annual turnover as well as the mean of the annual profit of those that did not acquire 

accounting education. Further, result from the statistical test is shown in table 4.34 below. 

Table 4.34                                     Means Test 
  

Levene's 
Test for 

Equality of 
Variances 

Equality of Means 
  

 

95% 
Confidence 

Interval of the 
Difference 

  
F Sig. T df 

Sig. (2-
tailed) 

Mean 
Difference 

Std. Error 
Difference Lower Upper 

average 
annual 
turnover 

Equal variances assumed 7.542 .006 8.659 778 .000 .53077 .06129 .41045 .65109 
Equal variances not assumed   8.659 774.115 .000 .53077 .06129 .41045 .65109 

average 
annual  
profit 

Equal variances assumed 1.012 .213 3.936 778 .000 .49897 .05673 .31110 .39606 
Equal variances not assumed   3.936 777.903 .000 .49897 .05673 .31110 .39606 

 
 

From table 4.34, a z-value(t) of 8.659 (p = 0.000 < 0.05) was obtained for average annual 

turnover. This indicates that a significant difference exists in the average annual turnover of the 

entrepreneurs that obtained accounting education and the average annual turnover of the 

entrepreneurs that did not acquire accounting education.  Also, a  z-value(t) of 3.936 (p = 0.000 < 

0.05) was obtained for average annual profit.  This indicates that a significant difference exists in 

the average annual profit of the entrepreneurs that obtained accounting education and the average 

annual turnover of the entrepreneurs that did not acquire accounting education.  

 

Since, a  z-value(t) of  8.659 (p = 0.000 < 0.05) was obtained for average annual turnover and  

also, a z-value(t) of 3.936 (p = 0.000 < 0.05) was obtained for average annual profit, we reject 

the null hypothesis(Ho)  and accept the alternative hypothesis(H1). 
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Based on the result of the z - test carried out on hypothesis 1, we reject the null hypothesis (Ho) 

and conclude that there is a significant difference between business success level of 

entrepreneurs that acquired accounting education and those that do not acquire accounting 

education. 

 

4.3.2   Test of hypothesis 2 

To test this hypothesis, we first restate it into null and alternative forms as follows: 

Ho:   There is no significant difference in perceived business success factors between     

         entrepreneurs that acquired accounting education and those that did not acquire accounting       

        education.  

 

H1:  There is a significant difference in perceived business success factors between entrepreneurs   

        that acquired accounting education and those that did not acquire accounting education.   

         

 
Decision rule that was applied here is:  
 
       (a)  If  Fcal      <       Fcritical   Reject H1  and accept Ho 

       (b)  If Fcal           >         Fcritical   Reject Ho  and accept H1 

 
As stated in sub-section 3.8, One – Way ANOVA was used to test the hypothesis using SPSS 

version 17. It was calculated using data in table 4.30.  The result of the ANOVA analysis is  
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shown in tables 4.35 and 4.36 below:  

 Table 4.35                                         Descriptives 
 

N Mean 

Std. 
Deviatio

n 
Std. 

Error 
95% Confidence Interval for Mean 

Minimum Maximum  Lower Bound Upper Bound 
acquired accounting 
education 
 

11 4.2224 .31080 .09371 3.8341 4.2517 3.69 4.74 

did not acquire 
accounting 
education 

 
 

11 

 
 

4.1273 

 
 

.43416 

 
 

.13090 

 
 

3.7371 

 
 

4.3204 

 
 

3.27 

 
 

4.69 
Total 22 4.0358 .36853 .07857 3.8724 4.1992 3.27 4.74 

 

From table 4.35, the mean of the responses of the entrepreneurs that acquired accounting 

education is 4.22 and the mean of the responses of those that did not acquire accounting 

education is 4.12. This shows that the perceived business success factors of those that have 

accounting education are not different from that of those that do not have accounting education. 

 

Further result from the statistical test is shown in table 4.36 below. 

      Table 4.36                                      ANOVA  
 Sum of 

Squares Df 
Mean 

Square F Sig. 
Between Groups .001 1 .001 .008 .931 
Within Groups 2.851 20 .143   

Total 2.852 21    

 
From table 4.36, F-value of 0.008 < Fcritical of 4.35 which indicates that there is no variation 

between the perceived success factors by entrepreneurs that have accounting education and those 

that do not have accounting education. With p (0.931) > 0.05, this result is therefore not 
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significant, and since Fcal  <  Fcritical  we reject alternative hypothesis(H1) and accept null 

hypothesis (Ho).  

Therefore, the conclusion is that there is no significant difference in perceived business success 

factors between entrepreneurs that acquired accounting education and their counterparts that did 

not acquire accounting education.  

 

4.3.3  Test of hypothesis 3 

To test this hypothesis, we first restate it into null and alternative forms as follows: 
 
Ho:  There is no significant relationship between competitive ability of the two groups   

        (entrepreneurs who have accounting background and those that do not have accounting   

        background) and accounting education.  

H1:  There is a significant relationship between competitive ability of the two groups  

        (entrepreneurs who have accounting background and those that do not have accounting  

        background) and accounting education. 

 

Decision rule that was applied here is:  
 

(a)  If p-value < 0.05, we have a significant linear regression equation. Then, Reject Ho and  
accept H1 

 
(b) If p-value > 0.05, we do not have a significant linear regression equation. Then, Reject H1 

and accept Ho 

  
 
As stated in sub-section 3.8, multiple regression model (MRM) was used to test this hypothesis 

using SPSS version 17. It was calculated using data in tables 4.16, 4.23, and 4.26.  The result of  
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the analysis is shown in tables 4.37, 4.38 and 4.39 below. 

Table 4.37                            Model Summary 

Model R R Square Adjusted R 
Square 

Std. Error of the 
Estimate 

1 .8185a .67 .60 0.915 

 

From table 4.37, the analysis revealed that R-square, that is, coefficient of determination is .67. 

This means that 67% of the variation in the competitive ability (dependent variable) can be 

explained by differences/variations in budgeting, financial management technique, and 

management reports (independent variables). The implication here is that greater percentage of 

the ability to compete comes from the accounting education acquired. The remaining 33% that is 

not covered by this analysis can be attributed to factors outside accounting education.  

Further result from the statistical test is shown in table 4.38 below: 

       Table 4.38                              ANOVAa 

Model Sum of 
squares 

 
Df 

Mean 
Square 

 
F 

Sig. 

         Regression  
1       Residual 
         Total 

440.030 
2841.368 
3281.399 

2 
777 
779 

110.008 
3.666 

30.005 .000 

 

From the above ANOVA summary table, the important number is the significant level at 0.000, 

which is less than 0.05 level of significant signifying linear relationship. 
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Furthermore, coefficients result from the statistical test is shown in table 4.39 below. 

         Table 4.39                                Coefficients 

 

The multiple regression model is given as:  Y  =   a  +  b1X1  +   b2X2  +   …   +   bnXn, On table 

4.39 above, b’s are listed in column B. Thus, the prediction equation for competitive ability will 

be:  

      Competitive ability  =  2.270  +  1.361(B)  +   1.467(FMT)   +  1.083(MR)    
 
Based on the result of the multiple linear regression that was calculated to predict competitive 

ability using budgeting (B), financial management techniques (FMT), and management report 

(MR) as predictors, a positive significant regression equation was found  (F(2,777) = 30.005,      

p < 0.05, with an R2  of  .67.  The predicted competitive ability is equal to 2.270 + 1.361(B) + 

1.467(FMT)   + 1.083(MR), showing that competitive ability increased by 1.361 level for each 

improvement in budgeting, 1.467 level for each improvement in financial management 

techniques, and 1.083 level for each improvement in management report.  

 

 
 
 
Model 

Unstandardized 
Coefficients 

Standardize
d 
Coefficient
s 

 
 
 
       T 

 
 
 
   Sig. 

B Std. 
Error 

Beta 

 
 
1 

     (Constant) ‘a’ 2.270 .370  6.129 .000 
Budgeting  1.361 .204 .059 1.773 .007 
Financial 
management 
techniques 

 
1.467 

 
.137 

 
.360 

 
10.728 

 
.000 

Management report 1.083 .208 .013 .399 .032 
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Since a positive significant regression equation was found (F(2,777) = 30.005, and                     

p-value < 0.05, we reject null hypothesis (Ho) and accept alternative hypothesis(H1). The 

conclusion is reached that there is a positive significant relationship between competitive ability 

and accounting education.  

 

 
4.3.4  Test of hypothesis 4 

To test this hypothesis, we first restate it into null and alternative forms as follows: 

Ho:  There is no significant difference in perceived business obstacles between entrepreneurs     

        between entrepreneurs that acquired accounting education and their counterparts that do not   

       acquire accounting education.  

 

H1:   There is a significant difference in perceived business obstacles between entrepreneurs that  

       acquired accounting education and their counterparts that do not acquire accounting  

       education.  

 

Decision rule that was applied here is:   
 

(a)  If  Fcal     <      Fcritical    Reject H1  and accept Ho 

(b)  If Fcal         >        Fcritical   Reject Ho and accept H1 

 

As stated in sub-section 3.8, analysis of variance (ANOVA) was used to test this hypothesis 

using SPSS version 17.  It was calculated using data in tables 4.32. The result of the analysis is  
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shown in tables 4.40, and 4.41 below: 

 
  Table 4.40                                     Descriptives  

 

N Mean 

Std. 
Deviatio

n 
Std. 

Error 

95% Confidence Interval for 
Mean 

Minimum Maximum  Lower Bound Upper Bound 
acquired accounting 
education 

11 4.3839 .23681 .08373             4.1876  4.5836 4.05 4.17 

did not acquire 
accounting education 

11 4.0044 .16226 .04892 3.8940 4.1120 3.68 4.19 

Total 22 4.1641 .27220 .06245 4.0329 4.2953 3.68 4.71 

 
From the table 4.40, the mean of the responses of the entrepreneurs that acquired accounting 

education is 4.38 and the mean of the responses of those that did not acquire accounting 

education is 4. This indicates that those that have accounting background perceived more 

business obstacles than those that do not have accounting background.  

 

Further result from the statistical test is shown in table 4.41 below: 

      Table 4.41                              ANOVA  
 Sum of 

Squares Df 
Mean 

Square F Sig. 
Between Groups .678 1 .678 17.569 .001 
Within Groups .656 20 .039   
Total 1.334 21    

 
 

From table 4.41, with an F-value of 17.569 > Fcritical of 4.35, there is a variation between the 

perceived business obstacles by entrepreneurs that have accounting background and those that 

did not have accounting background.  
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 From the result of the ANOVA that was carried out to compare the perceived business obstacles 

of the entrepreneurs that have accounting background and their counterparts that do not have 

accounting background, a significant difference was found among the two groups being studies  

(F(1, 20) = 17.569, p < 0.05.  

Since  F-value of 17.569 > Fcritical of 4.35, we reject null hypothesis (Ho) and accept alternative 

hypothesis (H1). The conclusion is reached that there is a significant difference in perceived 

business obstacles between entrepreneurs that acquired accounting education and their 

counterparts that do not acquire accounting education.  

 
 

 

 

 

 

 

 

4.4   Discussion of Findings 
 
The result of the z - test carried out on hypothesis 1 showed that there is a significant difference 

between business success level of entrepreneurs that acquired accounting education and those 

that did not acquire accounting education using the average annual turnover and average annual 

profit as determinants of business success. The research outcome indicated that the average 

annual turnover  as well as the average annual profit of entrepreneurs that acquired accounting 

education is higher than the average annual turnover and the average annual profit of their 

counterparts that did not obtain accounting education. This result revealed the remarkable effect 

of accounting education on business success/excellence. Though, the result of hypothesis 1 

showed that entrepreneurs with accounting background achieved higher turnover and profit than 

their counterparts that did not have accounting background, the data on turnover and profit that 

was analyzed indicated that some entrepreneurs without accounting background also achieved 

higher revenue and profit. These entrepreneurs are likely to be those that employed the services 
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of graduates with accounting background. This finding is in line with the research outcome of 

Charney and Libecap (2012) on impact of education on graduates of Eller College of Business 

and Public administration in United State, in which the effect of entrepreneurial/accounting 

background on business success of graduates were evaluated. The Charney and Libecap study 

revealed that on average, emerging companies that are owned by or that employed graduates 

with entrepreneurial/accounting background have revenue figures that are five times higher than 

the companies that are owned by or that employed graduates that did not have 

entrepreneurial/accounting background. The high turnover and profit achievement of the 

entrepreneurs with accounting background  that own a business or that employed graduates with 

entrepreneurial/accounting background  can be linked to the proper application of accounting 

theory (concepts and conventions) into the business activities, otherwise they would have 

obtained the same level of turnover and profit with their counterparts that did not have 

accounting background or that did not employed graduates with entrepreneurial/accounting 

background. This brought to light the impact and the indispensable role of accounting education 

on entrepreneurial success.  Also, profit theory has a link with the finding in the sense that the 

main aim of establishing a business is for economic purpose, that is, to make profit and this study 

used annual profit as one of the business success determinants. Thereby, pointing out that profit 

is a strong motivating factor for entrepreneurial activities.  

This situation is not surprising because this finding validates the finding of Ojo (2012) on the 

effect of accountant’s involvement in business field. Ojo pointed that many accountants have 

gone into private businesses and their accounting knowledge/skills served as an advantage for 

business excellence. Accounting education has clearly shown its capabilities to benefit and 
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fortify its beneficiaries with the essential knowledge and skills that will enable them to 

succeed/excel in their business endeavours.  

The result of the ANOVA applied on hypothesis 2 indicated that there is no significant 

difference in perceived business success factors between entrepreneurs that acquired accounting 

education and their counterparts that did not acquire accounting education. The success factors 

evaluated in this study include hard work, access to bank credit, reputation for honesty, 

management skills, charisma, accounting knowledge/skills, and government financial assistance. 

Others include infrastructural facilities, accessible location, good customer service, financial 

support from families/friends and previous business experience. The research showed that 

entrepreneurs that acquired accounting education and those that did not obtain accounting 

education perceived all the identified factors as determinants of business success but indicated in 

order of importance accounting knowledge/skills, accessible location, hard work, reputation for 

honesty and management skills as the extremely important business success factors.  

The ANOVA result is in line with the research carried out by Muhamat, Jaafar, Rosly, and 

Manan (2013) in which the business success of entrepreneurs trained by State Zakat institution in 

Malaysia was studied. The survey revealed that majority of the respondents (entrepreneurs) 

agrees that the variables: know-how (knowledge/skills) and capital are important factors that are 

helping Zakat recipients to succeed in business which eventually translate into a better standard 

of living. The result of the study equally showed positive correlation for the two variables in 

determining the success rate of business. Also, regression analysis that was applied showed that 

know-how (knowledge/skills) and capital are significant in determining entrepreneurial success.  
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The above findings were supported by research work done by Yusuf (1995) on critical success 

factors perceived by South Pacific entrepreneurs as being essential for successful operation of 

small businesses in the region. It was discovered that financial management skill, management 

skill, and marketing skill are the most critical ingredients for the achievement of a successful 

business. The study in addition found that business success in the region is equally attributed to 

the government support to the entrepreneurs in the South Pacific region. The result of the 

research carried out by Kader, Mohamad, and Ibrahim (2009) on success factors for small rural 

entrepreneurs under the One-District-One Industry programme in Malaysia tallied with the report 

of Yusuf. The study found that business success factors extracted through factor analysis 

narrowed down small business success to the roles government play in promoting small business 

success in Malaysia. It went ahead to recommend that the government should continuously 

provide assistance and conducive/favourable environment for entrepreneurs in the rural area of 

Malaysia. This research finding in relation to government support is different from the outcome 

of this study which was carried out in the South-east of Nigeria. This may be as a result of the 

level of government concern and commitment to the affairs of businesses in Nigeria. For the fact 

that government assistance is not identified as an extremely important business success factor in 

this study is an evidence of government less commitment to business support in the South-east of 

Nigeria.  

 

Furthermore, the result of multiple regression applied on hypothesis 3 indicated that there is a 

significant relationship between competitive ability of the entrepreneurs and accounting 

education. Through the multiple linear regression that was carried out to predict competitive 

ability using budgeting (B), financial management techniques (FMT), and management report 
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(MR) as predictors, the study revealed a positive significant regression equation. This finding 

agreed with the result of the research carried out by Okafor (2012) on financial management 

practices of small firms in Nigeria: emerging tasks for the Accountant. The study showed that the 

five independent variables, that is, accounting system, financial management information, 

working capital management, budgeting practices and managerial planning have a positive 

significant impact on the survival, growth and profitability of small firms. The result of these 

studies showed the importance of accounting knowledge/skills for sustainability as well as 

business survival. Therefore, for any business to be successful, the entrepreneur should be able to 

ensure proper accounting system and possess the arts of financial management. This research 

outcome is also linked to the application accounting theory into the business endeavour. This is 

because the study showed that the competitive ability of the entrepreneurs is a function of 

budgeting, financial management techniques, and management report, and these can be 

effectively apply in the business activities mostly through the knowledge and skills obtained 

from accounting education which are perfected through the application of accounting theory. 
  

 

 

 

 

 

The result of ANOVA carried out on hypothesis 4 indicated that there is a significant difference 

in perceived business obstacles between entrepreneurs that acquired accounting education and 

their counterparts that did not acquire accounting education. The study identified lack of 

managerial/business experience, lack of security, lack/difficulty in obtaining government 

support, lack of accounting knowledge/skills, frequent changes in government policy, limited 

access to bank credit, inflation, lack/inadequate infrastructural facilities and lack of personal 

entrepreneurial skills as business obstacles. The result of the study showed that business 

obstacles perception of the entrepreneurs that acquired accounting education is different from the 
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business obstacles perception of entrepreneurs that did not acquire accounting education. The 

perception difference might be due to the degree of their agreeing and undecided to the listed 

factors that constitute business obstacles. This finding is in line with the research result of Chu, 

Kara, and Benzing (2008) on study of Nigerian entrepreneurs: success, motivation, problems and 

stress. The result of the research showed that lack/inadequate infrastructural facilities, lack of 

government support, inaccessible location, lack of accounting knowledge, and theft/lack of 

security are obstacles to business success. 
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CHAPTER FIVE     

  SUMMARY OF FINDINGS, CONCLUSION AND   RECOMMENDATIONS 

5.1   Introduction 

This chapter dealt with the summary of key findings of the study.  It presents conclusion, 

recommendations, contributions to knowledge as well as areas for further studies.  

5.2   Summary of Research Findings 

The results of the hypotheses developed for this study reveal different sets of findings.  

Firstly, hypothesis one (Ho) which states that there is no significant difference between business 

success level of entrepreneurs that acquired accounting experiences/skills and those that do not 

acquire accounting experiences/skills, it was observed that the average annual turnover as well as 

the average annual profit of entrepreneurs that acquired accounting experiences/skills is 

significantly different from the average annual turnover and the average annual profit of their 

counterparts that did not obtain accounting experiences/skills. The result indicates that 

accounting knowledge and skills are very essential for business success.  

Secondly, for the hypothesis two (Ho) which states that there is no significant difference in 

perceived business success factors between entrepreneurs with accounting background and their 

counterparts that do not have accounting background, the result of the analysis indicates that the 

perceived business success factors of the entrepreneurs with accounting background is not 

significantly different from the perceived business success factors of their counterparts that do 
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not have accounting background. This shows that the two groups of the entrepreneurs studied 

regard all the identified factors as relevant and important business success factors.   

 

Thirdly, in terms of hypothesis three (Ho) which states that there is no significant relationship 

between competitive ability and accounting knowledge/skills, the result reveals that competitive 

ability had a positive significant relationship with accounting knowledge/skills, showing that 

competitive ability of entrepreneurs is a function of accounting knowledge and skills using 

budgeting, financial management techniques and management report as determinants.  

 

Fourthly, hypothesis four (Ho) which states that there is no significant difference in perceived 

business obstacles between entrepreneurs with accounting background and their counterparts that 

do not have accounting background, it was observed that the perceived business obstacles of the 

entrepreneurs with accounting background are significantly different from the perceived business 

obstacles of their counterparts that do not have accounting background. Hence, the entrepreneurs 

that acquired accounting experiences/skills perceive the business obstacles at a degree different 

from that of the entrepreneurs that do not acquire accounting experiences/skills.  

5.3   Conclusion 

Business is an economic act/endeavour which is being carried out in other to achieve a target(s) 

such as production excellence, product innovation, and/or profit making. From the study, it is 

seen that accounting knowledge/skills has a major and crucial role to play in entrepreneurial 

success especially in areas such as accurate revenue/profit determination, effective budget 

preparation, application of financial management techniques, such as working capital 
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management and capital investment decision. In other words, accounting knowledge and skills 

are indispensable and essentially the life wire of any business for sustainability and excellent 

performance. This is evidenced by the business success level (high turnover and profit) being 

experienced by entrepreneurs that acquired accounting experiences/skills which is higher than 

that being experienced by the entrepreneurs that did not acquire accounting experiences/skills.  

5.4   Recommendations 

Based on the findings of this study, the following recommendations were made: 

 1.  Organisations should deliberately imbibe the culture of maintaining relevant financial data 

and information. Clear accounting rules and procedures in data recording should be established 

and adequate monitoring of the implementation and adherence to the accounting policies should 

be ensured in the organisation. Also, entrepreneurs should put into action the recommendations 

of the Companies and Allied Matters Decree (CAMD), 1990 (as amended) on the books of 

Accounts that are essential for any registered business. The recommendations are in line with the 

demand of the financial prudence and good accounting practice on a minimum of record keeping 

and financial statements to be maintained and prepared by every firm. They include Cash Book 

or Receipts and Payments Book to record all cash receipts and disbursements, Creditors and 

Debtors ledger plus a General ledger to properly account for purchases and sales, and other 

transactions of the firm. Also, an Income statement to determine result of business operations, a 

Balance Sheet or Statement of Affairs to determine financial position, and a Cash flow Statement 

to monitor periodic movement of funds should be prepared. Implementation and strict adherence 
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to maintaining these records is very essential so that accurate determination of annual turnover as 

well as the annual profit levels of the organisations will be achieved.  

 2.   Entrepreneurs should wisely identify what should be regarded as a business success factor. 

This is because all that glitters is not gold. They should keep on making every effort to acquire 

all the necessary knowledge, skills as well the personal qualities such as honesty and hardwork 

needed to be a successful entrepreneur since business is a dynamic venture.    

3.  Organisations should know that competitive ability of any business is a function of 

something. This study and the ones done by other scholars have shown that competitive ability is 

a function of budgeting practices, effective management information and financial management 

techniques. This equally applies for actualization of business survival, growth and profitability. 

Therefore, entrepreneurs should ensure proper preparation and implementation of budgeting, 

management report and investment of funds into capital projects. Before embarking on capital 

investment, entrepreneur should ascertain whether the project has the potential for increasing the 

total value of the firm. He should ensure that optimal choice among competing investment 

opportunities are made and that efforts are not directed only towards maximizing the expected 

returns, but also in minimizing risks and cost. It is also very important for entrepreneurs to seek 

for professional accountant’s advice or employ them to handle the financial activities of the 

organisation. This is to ensure that the financial techniques are effectively applied for the overall 

success of the business. 

4.  Organisations should have a closer look on what they regarded as business success obstacles. 

Viewing lack of accounting knowledge/skills as well as lack of managerial skills as minor 
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obstacles to business excellence is a clear business failure signal. Entrepreneurs should 

endeavour to ensure that adequate accounting and managerial skills are not lacking in its 

organisation for actualization of business success.   

5.5   Contributions to Knowledge 

The following contributions emerged from this study: 

1. This work turned out to be the first research to examine what accounting education has 

contributed in entrepreneurial success in Nigeria using National Association of Small Scale 

Industries (NASSI) as the case study. Hence, it is a significant contribution to the body of 

literature. 

2. This study provided strong empirical evidence that proper budgeting, effective application 

of financial management techniques and preparation of relevant management report have 

significant and positive relationship with competitive ability of entrepreneurs. 

 

5.6   Recommended Areas for Further Studies 

Future research is recommended in areas not covered by this study, such as:  

1.  Relevance of accounting education on the performance of companies listed in the stock 

exchange.     

 2.  Evaluating the effect of entrepreneurial education on business sustainability in a developing 

economy. 
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3. Effect of accounting knowledge/skills on the performance of medium scale business 

enterprises in a depressed economy.  

4.  Impact of capital investment techniques on growth and profitability of manufacturing firms in 

Nigeria. 
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