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Abstract 

This original research seeks to identify unique predictive relationships between the 

characteristics, values and expectations of entrepreneurs in small and medium sized 

enterprises (SMEs) and the management practices they choose; and then, the 

relationships between those practices and business performance. It adds to the 

current understanding of the impact of entrepreneurs on the performance of their 

businesses and has also led to the development of two new tools for assessing the 

performance of SMEs.  

Growth of the SME sector is important to the public policy agendas of governments, 

like those in Australia, that are seeking to optimise the employment opportunities 

associated with an SME sector in which “success” is the norm because SME failure, 

or underperformance, is associated with many social costs; costs that include reduced 

earnings for proprietors, potential job loss for staff and financial hardship for suppliers, 

as well as a reduction in the average per capita spending power of the community in 

which the failed or under performing business is based.  

For the SME, business strategy development and implementation is often the role of 

the entrepreneur owner-manager. The characteristics, values and expectations of 

entrepreneurs in SMEs may thus influence their choice of management practices and 

thereby the performance of their businesses. As Cooper (1998) argued: “the primary 

motivations of the entrepreneur bear upon not only the decision to start but also upon 

the decisions about how to manage, including whether or not to grow the firm 

aggressively” (p. 247). Johnson (1990) suggested that there is a strong need to focus 

future research on the motivation mechanisms of entrepreneurs as drivers of the 

entrepreneurial process. Johnson’s view supports the entrepreneurial trait school of 

thought that development of an understanding of the individual entrepreneur’s 
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characteristics, values and expectations might provide worthwhile insight into her or 

his behaviour and its relationship to SME success and failure.  

The purposes of this research, therefore, were, first, to determine the importance of 

the attributed and attained characteristics of the entrepreneur on the formation of his 

or her values and expectations; second, to determine the influence of those values 

and expectations on the choice of management practices; third, to determine the 

degree to which those management practices influence business performance; and 

last, to develop a scale of measurement for entrepreneur characteristics, values and 

expectations that can be used to predict business performance. To enable limited 

comparison with Kotey’s and Meredith’s (1997) findings and to control for between 

industry and between state influences, the chosen context for the research was the 

furniture industry in Queensland. 

To add to current knowledge in SME management practices and performance, two 

new measurement tools were developed for this research. The first quantifies the 

positiveness of the business intentions of the entrepreneur. The second is a scaled 

index of perceived performance that takes account of the importance given by an 

entrepreneur to eight common business objectives and the degree to which he or she 

is satisfied with the performance of the business for each objective. Both tools are 

important additions to the limited existing armoury of tools available to researchers 

seeking to understand and predict SME performance.  

For the first time, the findings of this research indicate negative relationships between 

parent occupation skill levels and the importance given by entrepreneurs to the values 

of responsibility, honesty and competence and the negative role of the entrepreneur’s 

achieved highest qualification on the importance given to values of affection, 

compassion, religion and national security. The findings thereby highlight the important 

role played by an entrepreneur’s attained characteristics on the formation of his or her 

values. As well, the results show the important role played by values such as power 
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and responsibility, as well as by high internal locus of control, on an entrepreneur’s 

selection of planning, marketing and future management practices. In turn, the impact 

of those practices on business performance, as measured by the overall satisfaction 

of the entrepreneur and the newly created Scaled Index of Perceived Performance, is 

demonstrated. In so doing, the results shed more light on the complex relationships 

between entrepreneurs, the management practices they choose, and business 

performance. For the furniture industry in Queensland, the findings confirm Cooper’s 

(1998) view that there is an empirical relationship between business founding 

processes and the performance of the business. Also supported is Kotey’s and 

Meredith’s (1997) broad finding for the furniture industry in New South Wales that 

“personal values of owner/managers, the strategies they adopt in operating their firms, 

and the performance outcomes of their businesses are empirically related” (1997, p. 

59). Future research is needed to develop a causal model for those relationships in a 

variety of SME and other contexts. 
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Chapter 1 
Introduction 

“Over the last 30 years I have owned many businesses, it was tough in the 
60’s, 70’s, 80’s and it’s tough in the 90’s. The biggest problem I see is 
getting the right staff, people that are prepared to have a go like I did. It 
seems that the Social Security system in this country is a safety blanket for 
most people. I am always looking for staff that will have a go. We always pay 
over the award and we look after our people. It seems life is one big joke for 
most with manual skills; maybe it comes from the family upbringing – or 
maybe they’re right and we are wrong” (Respondent # 78, 1999, p. 11). 

Purpose Of The Research 
“The question of why firms succeed or fail is perhaps the central question in 

(business) strategy. … It is inextricably bound up in questions such as why firms 

differ, how they behave, how they choose strategies and how they are managed” 

(Porter 1994, p. 423). Every year, one-fifth of Australian businesses fail (Holmes, 

Dunstan and Dwyer 1994; Lattimore, Martyn, McCann and Pearson 1997; Watson 

2003). An ability to predict the likelihood of an individual business succeeding or 

failing could help protect those with a financial and/or emotional stake from 

unacceptable risk, enable potential business operators to be trained in areas of 

perceived weakness and allow community and government planners to allocate 

resources appropriately.  

In 1998-1999, at the time of this research, 99.7% of all businesses in Australia were 

small and medium sized (Australian Bureau of Statistics 1999). The future of a 

small or medium-sized enterprise (SME) will often depend on the strategic choices 

of one or just a few individual managers, most commonly the entrepreneur owner-

manager (Lattimore, Martyn et al. 1997), but whether it succeeds or fails is the 

result of a variety of economic, political, socio-cultural, technological, industry and 

strategic factors. Whilst these factors may be beyond the control of a single 

entrepreneur, the process of choosing management practices in a small business 

is commonly highly intuitive and based upon an aggressive search for 
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opportunities: with individual owner-managers often having more influence on 

strategy than managers in large businesses (Miller 1987).

The resulting strategies, therefore, are frequently an extrapolation of the personality 

of the entrepreneur and an image of his or her vision. In turn, those decisions are 

guided by many factors, such as the characteristics, values and expectations of the 

individuals that make them; factors that may thus influence the performance of the 

business (Bamberger 1983).

In their seminal study of small furniture manufacturers in New South Wales, Kotey 

and Meredith (1997) found that small business owner-managers with so called 

‘entrepreneurial values’ were more likely than owner-managers with ‘conservative 

values’ to manage organisations that had superior performance, a finding that has 

since received some support from Kickul and Gundry (2002). Kotey’s and 

Meredith’s findings left open questions of generalisability and whether or not 

personal characteristics and values might be able to be used to predict an 

individual’s position on an ‘entrepreneurial-conservative’ values continuum. Beyond 

that, lay the question of whether a particular measure of the degree to which an 

individual owner-manager could be characterised as entrepreneurial might be able 

to be used to predict the performance of the organisation they own and run.  

The purpose of this research, therefore, is first, to determine the importance of an 

entrepreneur’s characteristics on the formation of their values and expectations; 

second, to determine the influence of those values and expectations on the choice 

of management practices; third, to determine the degree to which those 

management practices influence business performance; and last, to develop a 

scale of measurement for entrepreneurs’ characteristics, values and expectations 

that can be used to predict business performance. To control for the effects of the 

variation in business law across state borders and for the confounds associated 

with differences across industries, and to allow a limited comparison of findings, 
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where it is relevant to do so, with those of Kotey and Meredith (1997), the research 

focuses on the furniture industry in Queensland. 

What Is An SME? 

This original research seeks to identify the unique predictive relationships between 

the characteristics, values and expectations of entrepreneurs in SMEs, the 

management practices they choose and the relationship of those practices to 

business performance. The bulk of Australian businesses are SMEs and the bulk of 

SMEs are small businesses (ABS 1999). The traditional management and 

organisational characteristics of a small business are that it is an independently 

owned and operated unit, not dominant in its field (Carland, Hoy, Boulton and 

Carland 1984), which is also closely controlled by owner-managers who make most 

of the principal decisions about the business’s operations and who are exposed to 

most risk by contributing the bulk of its operating capital (Australian Bureau of 

Statistics, 1998). Typically, a small business is the primary source of income for its 

owner(s), consumes the majority of their time and efforts, and is seen as an 

extension of the owner’s personality (Carland, Hoy et al. 1984). 

Governments worldwide have used a mix of qualitative and quantitative definitions 

for small businesses (Barrett 1997). In Australia, conflicting definitions of small 

business abound. For example, in 1996 the ABS generally defined a non-

agricultural, non-manufacturing small business to be one that employs fewer than 

20 people and a non-agricultural manufacturing business to be one that employs 

fewer than 100 people. A medium-sized non-manufacturing business referred to 

one employing 20-199 people and a sub-category of small business, the micro 

business, was defined as one employing fewer than 5 people and (ABS 1998). 

At about the time that the ABS was refining its definition, the Australian Small 

Business Deregulation Task Force proffered a definition that included: 

“independently owned and operated; with most, if not all, capital contributed by 
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owners and managers; having turnover of less than $10 million per annum; and 

having less than 20 employees in the case of non-manufacturing businesses or 

less than 100 employees for manufacturing businesses” (Howard 1997). 

In contrast to the above, the Australian Chamber of Commerce and Industry has 

categorized a small business as one which employs fewer than 50 (Barrett 1997), 

whilst the Australian Corporations Law (ss45A) defines a “small proprietary 

company” as one which in a financial year satisfies any two of: consolidated gross 

operating revenue of less than $10 million; consolidated gross assets of less than 

$5 million; and or employs fewer than the equivalent of 50 full-time employees.  

To complicate matters further, the ABS definition has not always been observed in 

the publications of its creator. For example, in agricultural industries employment 

size may be replaced by a definition based on value. For those in manufacturing, 

the definition of a small business may include either those businesses employing 

less than the equivalent of 100 full-time employees, or be limited to those 

employing fewer than 20.  

The absence in Australia of a widely accepted official statistical definition of a small 

business (ABS 1999b) and the inconsistencies in unofficial definitions have meant 

that data for agricultural businesses, and for manufacturers employing between 20 

and 99, have sometimes been omitted from ABS calculations.1 For those 

researchers seeking to generalise their findings across national borders, the 

situation has been worse still; Neck (1977), for example, identified 50 different 

small business definitions used across 75 countries. 

In an apparent attempt to clarify its official position, the ABS recently evaluated a 

“…somewhat arbitrary…” (ABS 1999b, p. 137) methodology to determine whether 

                                                 

1 For example: Mills, J., Janissen, B. and McCann, B. (1994); “Small Business Innovation”; Small 
Business Review 1993; Australian Government Publishing Service, Canberra; p2. 
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or not a business is small. The underlying premise was that small businesses share 

those qualitative characteristics, first outlined by the ABS in 1995 (ABS 1998) and 

restated in 1999 (ABS 1999b), of independent ownership and close control by 

owner-managers who contribute most, if not all, of the operating capital and who 

make the principal decisions. An initial filtering assumption used by the ABS was 

that “… if a business is a public company, an unincorporated co-operative or an 

unincorporated association, or if the business is a subsidiary … then it is not small” 

as those businesses “fail to meet the qualitative criteria … in terms of ownership 

and control” (ABS 1999b, p. 138). Such businesses were therefore excluded from 

the scoring system. A range of “other conditions”, such as, for example, the number 

of business locations, the degree of foreign ownership, whether or not the business 

is a franchise and managerial structure, were then scored.2  

Proxy variable analysis was subsequently conducted to identify a preferred proxy 

variable for identifying small business. That variable was Full-Time Equivalent 

(FTE) employment with an upper cutoff for small business of nineteen employees. 

As a result, the ABS has now proposed that small business “consists of those 

businesses which are not subsidiaries of another company and are neither public 

companies, unincorporated cooperatives or incorporated associations and employ 

less than 20 Full Time Equivalent persons” (ABS 1999b, p. 149). It further 

proposed that a micro business is a small business that employs fewer than five 

FTE employees, that a medium business is a business that is not small and which 

employs fewer than two hundred and that a large business employs two hundred or 

more. 

This study adopts those definitions of small and medium businesses most recently 

favoured by the ABS; that is, less than 20 FTE employees for a small business and 

                                                 

2 A discussion and a detailed description of the scoring system can be found in ABS 1321.0; 1999 
pp135-150. 
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less than 200 FTE employees for a medium-sized business, irrespective of 

industry. An employee has been considered to be full-time in a business if she or 

he was regularly employed by the business for 35 or more hours per week, thereby 

allowing data gathered to be compared, where it was relevant to do so, with ABS 

published data. 

Why Study SMEs? 

Small and medium sized businesses differ from big businesses along several 

dimensions. For example, the principal owner is likely to be working in nine out of 

ten small businesses, whereas that situation is likely in just 35% of larger 

businesses (Howard 1997). The workforces of smaller businesses are also less 

likely to be unionised than their counterparts in larger businesses; the 1995 

Australian Workplace Industrial Relations Survey finding that only 17% of workers 

in small businesses were unionised compared with 74% in larger businesses 

(Morehead, Steele, Alexander, Stephen and Duffin 1997).  

In the ten years to 1994-95, the small business sector in Australia was responsible 

for approximately 1.2 million new jobs; 74% of all of the jobs created in the country 

over that time (Howard 1997). In 1998-99, 94.8% of Australia’s 1,109,500 

businesses were small businesses; an estimated 1,051,500 small businesses in 

total. Of those, 951,100 were non-agricultural businesses (ABS 1999b), of which 

527,700 businesses each employed, on average, 4.1 people. In addition, there 

were 423,400 non-employing businesses, which employed their proprietors only 

and a further 36,100 businesses that employed between 20 and 199 employees; 

an overall total of 987,200 SMEs. The average number of employees per 

employing SME at that time was 4.3 and, overall, the SME sector accounted for 

86.2% of all non-farm private sector employment in Australia (ABS 1999).  

Annual growth in the number of non-farm businesses was 1.97% between 1996-97 

and 1998-99. In addition to the non-farm businesses, there were 117,200 farm 
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businesses of which 100,400 (86.2%) were small (ABS 1999b). On average, each 

of those employed 2.5 persons.  

As indicated in Table 1, by state, 77% of small businesses were situated in the 

eastern mainland states in 1998-99 (ABS 1999b). By industry, [see Table 2], 805.9 

thousand (81.6%) of the non-farm SMEs were located across just seven industries: 

Property and business services; Construction, Retail trade; Manufacturing; 

Personal and other services; Health and community services; and Wholesale trade. 

Table 1: The number and proportion of SMEs in Australia by state [derived from ABS (1999)]. 

 Employing Non-employing Total  
State (000s of businesses) Proportion 
NSW 198.6 130.5 329.1 33.3% 

Vic 139.3 96.6 235.9 23.9% 

Qld 104.0 91 195.0 19.8% 

SA 39.6 33.8 73.4 7.4% 

WA 56.9 53.2 110.1 11.2% 

Tas 11.3 9.3 20.6 2.1% 

NT 4.7 3 7.7 0.8% 

ACT 9.3 6 15.3 1.5% 

Total 563.7 423.4 987.1 100.0% 
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Table 2: The number and proportion of SMEs in Australia by industry 
[derived from ABS (1999, p. 29)]. 

 Employing Non-
employing 

Total Proportion Cumulative 
Proportion 

Industry (000s of businesses)  
Property & business 

services 

122.6 77.3 199.9 20.3% 20.3% 

Construction 67.4 95.4 162.8 16.5% 36.7% 

Retail trade 98.4 56.7 155.1 15.7% 52.5% 

Manufacturing 49.9 29.3 79.2 8.0% 68.1% 

Personal & other 

services 

31.7 43.3 75.0 7.6% 68.1% 

Health & community 

services 

49.4 22.4 71.8 7.3% 75.4% 

Wholesale trade 44.5 17.6 62.1 6.3% 87.5% 

Transport & storage 26.8 30.8 57.6 5.8% 87.5% 

Accommodation, 

cafes & restaurants 

29.3 6.0 35.3 3.6% 94.4% 

Cultural & 

recreational services 

14.7 18.6 33.3 3.4% 94.4% 

Education 9.7 11.4 21.1 2.1% 96.6% 

Finance & insurance 13.8 5.6 19.4 2.0% 98.5% 

Mining 1.8 0.9 2.7 0.3% 98.8% 

Electricity, gas and 

water and 

Communications 

industries 

3.9 8.1 12.0 1.2% 100.0% 

Total 563.7 423.4 987.1 100%  

 
Total sales from Australian small businesses in 1998-99 approximated AU$313 

billion (ABS 1999) and the total number of people employed by all small and 
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medium sized businesses in Australia at that time was 5.0 million; 71.7% of the 

private sector workforce and 59.4% of the total workforce (ABS 1999). At the level 

of public policy, it is therefore not surprising that various echelons of government 

have identified growth in the SME sector as a potential cure for unemployment 

(Williams 1989). Yet, Australia’s annual failure rate for SMEs may be as high as 

23% (Lattimore, Martyn et al. 1997; Watson 2003) and many more may be failing to 

perform at a level sufficient to provide their owners with an adequate return for their 

labours and investment (Cochrane 1981; Posadas and Blackman 1996).  

SME failure, or underperformance, brings with it reduced earnings for proprietors, 

staff and suppliers, as well as a reduction in the average per capita spending power 

of the community in which the failed or under performing business is based. 

Through reductions in collections of personal and corporate income taxes and 

other government charges and levies, small business failures and 

underperformance, in sufficient numbers, may significantly impact upon the fiscal 

health of local, state and federal governments. Conversely, in conditions where the 

performance of small businesses is improved, a community’s spending power and 

government revenues might be enhanced and unemployment levels fall. 

What Is An Owner-Manager? 

Approximately 55% of Australian small businesses employed people other than the 

owners and another 45% employed the owner(s) only (ABS 1999b). An owner-

manager has been defined by the ABS as: “the proprietor of a sole proprietorship; 

the partners of a partnership; or the working director(s) of an incorporated 

company” (ABS 1998, p. 2). However, that ABS definition is limited, in that a 

working director may or may not be an owner. Therefore, for the purposes of this 

study, an owner-manager is any one of the proprietor(s) of a sole proprietorship, a 

partner in a partnership, or a working director-shareholder of an incorporated 
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company and an entrepreneur is an SME owner-manager who is actively engaged 

in the day to day running of his or her business. 

Summary 
The entrepreneur alone in an SME commonly chooses the strategic options for his 

or her business; options that may lead their business to success, or failure. The 

SME sector is an important contributor to the Australian economy. It is therefore 

important to understand the relationships between the characteristics, values and 

expectations of entrepreneurs in that context and the management practices they 

choose so that programs can be developed to improve business performance and 

reduce the rate of business failure. This research is to determine the relationships 

between the characteristics, values and expectations of entrepreneurs in SMEs, 

the management practices they choose and the performance of their businesses.  

This thesis is in seven parts. It commenced with this introduction (Chapter 1) and is 

followed immediately in Chapter 2 by a comprehensive review of the literature 

relating to the characteristics, values and expectations of entrepreneurs and the 

management practices available for selection by those entrepreneurs. Four 

research questions are advanced and twenty hypotheses put forward for testing.  

Chapter 3 of the thesis consists of a discussion of the business context affecting 

entrepreneurs in the furniture industry in Queensland and is followed in Chapter 4 

by a description of the methodology used in this research. Next, the research 

results are presented in Chapter 5. Chapter 6 then provides a discussion of the 

findings in the context of the available literature and Chapter 7 concludes the thesis 

and suggests five topics for additional research. 
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Chapter 2 
Literature review 

This chapter reviews the available literature dealing with the characteristics, values 

and expectations of entrepreneurs and examines the evidence concerning the 

influence of individual values on the selection of management practices by 

entrepreneurs. Following that examination, four research questions are advanced 

and twenty hypotheses proposed for testing. 

What Is An Entrepreneur? 

The English word entrepreneur is a derivative of the French verb entreprendre; 

that means literally, to “undertake”. The German equivalent, unternehmer, closely 

translates to owner-manager (in Drucker 1985).

In the late 17th century, the French economist Cantillion described the entrepreneur 

as a rational decision-maker who assumed the risk and provided the management 

of the firm (Kilby 1971). In the 18th century, another French economist, Say, 

described the entrepreneur as one who “shifts economic resources out of an area 

of lower and into an area of higher productivity and greater yield” (in Drucker 1985, 

p. 19). In 1911, the German economist Schumpeter postulated that the 

entrepreneurial process of creating disequilibrium through innovation is normal in a 

healthy economy and the centrepiece for economic theory and practice 

(Schumpeter 1934; Carland, Hoy et al. 1984). Later work by Collins, Moore, and 

Unwalla (1964, p. 4) defined the entrepreneur as “… a risk-taker – a man who 

braves uncertainty, strikes out on his own, and, through native wit, devotion to duty, 

and singleness of purpose, somehow creates business and industrial activity where 

none existed before.” In a 21st century business context, and largely as lay people 

understand it, entrepreneur typically refers to “a person who undertakes or controls 

a business or enterprise and bears the risk of profit or loss” (Brown 1993, p. 831), 

while The Macquarie Dictionary offers a definition of “one who organises and 
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manages any enterprise, esp. one involving considerable risk” (Delbridge, Bernard, 

Blair, Peters and Butler 1991, p. 583). Due to its focus on SME performance, for 

this research, an entrepreneur is defined as an SME owner-manager who is 

actively engaged in the day to day running of his or her business.

Amongst academics there has been considerable controversy centred on a 

workable definition of what an entrepreneur is or does (Livesay 1982; Churchill and 

Lewis 1986). As an individual, the entrepreneur has variously been seen either as a 

neurotic, guilt-ridden man of little stature, obsessed with the shortcomings of his 

relationship with his father (Collins, Moore et al. 1964), or as “… the truly 

successful (albeit Calvinistic) common man” (Collins, Moore et al. 1964, p. 7). As 

there has been some doubt concerning a suitable definition of ‘entrepreneur’, so 

too has there been uncertainty about a functional definition of the entrepreneur’s 

practice, ‘entrepreneurship’. Danhoff (1949, p. 21) noted that “entrepreneurship is 

an activity or function and not a specific individual or occupation”. Livesay  

proposed a workable definition of ‘entrepreneurship’ as encompassing a “… 

purposeful and successful activity to initiate, maintain, or develop a profit-oriented 

business” (1982, p. 10). However, Martin observed that “… entrepreneurship is a 

pragmatic concept, fundamentally historical in nature, and not capable of being 

integrated into the static, neo-classical, micro-theory of the firm” (1982, p. 16). 

Notwithstanding, five approaches to defining entrepreneurs and entrepreneurship 

have been described, (Cunningham and Lischeron 1991): the “Great Person” 

approach; the “Psychological Characteristics” approach; the “Classical” approach; 

the “Management” approach; and the “Leadership” approach [see Table 3].  

As well, distinctions have been drawn between entrepreneurs and small business 

owners (Carland, Hoy et al. 1984), between entrepreneurs and turn-around agents 

(Gartner 1985), and between entrepreneurs as free agents and as corporate 

intrapreneurs (Kuratko and Montagno 1989). Cunningham and Lischeron (1991, p. 
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55) suggested that “…entrepreneurship might be viewed as a reiterative process 

…” with each of the approaches providing insights into different aspects of 

entrepreneurial behaviour.  

Table 3: Approaches to Entrepreneurship3

 “Great 
Person” 

Psychological 
Characteristics 

Classical Management Leadership 

Behaviours and 
Skills Measures. 

Intuition, 
vigour, 
energy, 
persistence, 
self-esteem. 

Personal values, 
risk-taking; need 
for achievement; 
locus of control; 
tolerance of 
ambiguity. 

Innovation; 
creativity; 
discovery; 
ability to see 
opportunities.  

Expertise; 
technical 
knowledge; 
technical 
planning; 
people 
organising; 
capitalisation; 
budgeting. 

Motivating; 
directing; 
leading; 
personal 
style; 
attitudes. 

 
McLelland (1987) reported on an unpublished study by consulting firm McBer & Co 

that identified three groups of competencies that it had found to be more 

characteristic of successful entrepreneurs: first, proactivity, which included initiative 

and assertiveness; second, achievement orientation, which comprised an ability to 

identify and respond to opportunities, an efficiency orientation, concern for high 

quality of work, systematic planning and monitoring of performance; and third, 

commitment to others, which included commitment to work contracts, and an ability 

to recognise the importance of business relationships.  

The McBer & Co study found that the competencies of self-confidence, 

persistence, persuasion, use of influence strategies, expertise and information 

seeking were no more characteristic of successful entrepreneurs than of average 

entrepreneurs. However, Williams (1987) found that those owners with a strong 

work orientation and low people orientation were more likely to be business 

survivors, while Cooper and Dunkelberg (1981) found that entrepreneurs differed 

across industries.  

                                                 

3 Adapted from: Cunningham, J. B. and Lischeron, J. (1991); “Defining Entrepreneurship”; Journal of 
Small Business Management, Vol. 29, No. 1; pp45-61; and Kuratko, D. F. and Hodgetts, R. M. 
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Entrepreneurship has also been the subject of considerable academic debate 

(Koontz 1980). For example, Cunningham and Lischeron (1991) described three 

macro – environmental, financial/capital, and displacement - and three micro – 

entrepreneurial/trait, venture opportunity, and strategy formulation - schools of 

entrepreneurial thought, [see Figure 1]; a list they presented as potentially 

incomplete. 

                                               

View School of Thought Focus

Environmental
On institutions, values and mores that together form a socio-
political framework supportive of entrepreneurial activity.

Macro Financial/Capital
On capital-seeking. Views the entrepreneurial venture from a
financial management point of view.

Displacement
On group phenomena. Individuals will not pursue a venture

them from doing other things.i
unless political, cultural, or economic circumstances prevent

Entrepreneurial Trait (People)
On the characteristics that are common to entrepreneurs; for
example, family development, need for achievement, creativity,
technical knowledge, determination.

Micro Venture Opportunity
On opportunities: recognition of opportunities; concentration on

implementation.
sources of ideas; concept development; and opportunity

Strategy Formulation
On strategy formulation and planning processes.

 

(Adapted from: Kuratko, D. F. and Hodgetts, R. M.
Figure 1: Schools of Entrepreneurial Thought 

 (1995); “Entrepreneurship - A Contemporary 

an understanding of the individual entrepreneur’s characteristics and personal 

                                                                                                                                  

Approach”; 3rd Ed; The Dryden Press: Harcourt Brace College Publishers, Orlando Fl; pp. 17-24.) 

In his review of achievement motivation and the entrepreneur, Johnson (1990) 

flagged a need to focus future research on the motivation mechanisms of 

entrepreneurs as drivers of the entrepreneurial process. Johnson’s perception 

seemed to reinforce the entrepreneurial trait school of thought that development of 

 

(1995); “Entrepreneurship - A Contemporary Approach”; 3rd Ed; The Dryden Press: Harcourt Brace 
College Publishers, Orlando Fl; p23. 

  14 
 



 

goals might provide worthwhile insight into her or his future behaviour, and 

ultimately help with an understanding of one of the principal determinants of 

o favour the 

entrepreneurial trait approach and those who favour a managerial competency, 

approach (Sadler-Smith, Hampson, Chaston and Badger 2003). 

In 1980, Vesper proposed a continuum along which several entrepreneurial types 

might exist. Later, Kotey and Meredith (1997) identified four clusters of value types 

along a continuum of value types from conservative to entrepreneurial. Two of the 

clusters (C1 and C3 in Figure 2) were clearly separated by value orientation, the 

strategies they employed, and by business performance. The more entrepreneurial 

of the two groups chose more proactive strategies and achieved above average 

business performance, whilst those in the conservative cluster were strategically 

usiness performance. 

business success and failure: this research has therefore focussed on the impact of 

the characteristics and values of owner-managers on business performance. 

The entrepreneurial trait approach adopted has been bolstered by the findings of a 

number of researchers (Bantel and Jackson 1989; Hurst, Rush and White 1989; 

Hitt, Hoskisson and Ireland 1990); each of whom have demonstrated that an 

empirical examination of both manager experiences and values is warranted given 

their role as possible antecedents of an organisation’s entrepreneurial posture 

(Zahra 1993). However, debate persists between those researchers wh

more reactive and experienced below average b
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Entrepreneurs Average Conservatives

Proactive Average Reactive

PERSONAL VALUES

STRATEGIES
C3 C2 C4 C1

Above Average Average Below Average

PERFORMANCE
C3 C4 C2 C1

C3 C4 C2 C1  
7) Cluster Positions 

 1997; Cooper 1998). Yet the terms ‘characteristics’, ‘values’ and 

used when the discussion has centred on personal ‘values’, or as a generic 

their ‘values’ (Rockeach 1973; Crook 1997) and the formation of their ‘values’ 

precedes that of their ‘expectations’ (McClelland 1965; Hansemark 1998). The 

following sections define “characteristics”, “values” and “expectations” and review 

Figure 2: Kotey and Meredith's (199

The role of individual characteristics, values and expectations in determining the 

subsequent actions of those who start and run their own business has been 

explored in the academic literature for more than a hundred years, and links to 

business performance have been identified by a number of researchers (Kotey and 

Meredith

‘expectations’ have often been used interchangeably, with ‘characteristics’ being 

description for both ‘characteristics’ and ‘values’, and ‘values’ being used when the 

discussion has centred on both values and expectations. However, they are each 

different in that the formation of an individual’s ‘characteristics’ precedes that of 

the academic literature dealing with the influences of each on the subsequent 

selection of management practices. 
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Characteristics of Entrepreneurs 
What Are Characteristics? 

ractions with 

 of 

s performance (Figure 3).  

An individual’s characteristics are both attributed and achieved. Attributed 

characteristics are those fixed social and background attributes such as race, 

ethnicity, gender, and socio-economic origin. Achieved characteristics are those 

that relate to individual social and intellectual growth, such as education (Crook 

1997).  

Sandberg and Hofer (1987) put forward a model, NVP = ƒ(E,IS,S), suggesting that 

new venture success is dependent on: the characteristics of the entrepreneur (E); 

the structure of the industry involved (IS); and the strategy (S) of the venture 

involved. In his subsequent examination of the role of entrepreneurs in determining 

new venture performance (NVP), Herron (1990) found that 40% of NVP could be 

attributed to entrepreneurial skills, skill propensities, and the inte

strategy and industry structure.  

From an analysis of a three-year longitudinal study of 2,994 new businesses in the 

United States, Cooper (1998) linked the education, gender, and race

entrepreneurs to new busines

 

Entrepreneurs' 
Characteristics

Environment

Founding 
Processes

Initial Firm 
Characteristics Performance

 
Figure 3: Framework for Research Linking the Characteristics of 
Entrepreneurs to New Business P
 

erformance (Cooper 1998). 

both economic performance and the threshold effect” (Cooper 1998, p. 7); that is, 

His findings suggested “…that some dimensions of human capital influence 

persistence…” and that the survival of new businesses may be a “…function of 
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the minimum level of performance that an entrepreneur will accept in order to 

survive. Cooper concluded that particular goals, attitudes and backgrounds were 

likely to be associated with an entrepreneur being more satisfied and that the 

degree of satisfaction may impact upon their decisions with respect to continued 

investment in their businesses. It may also, he suggested, “…influence whether 

ristic – education - have been identified in the literature. 

owing two sections each of those characteristics is discussed further. 

 undergo military 

they work effectively with their customers and employees” (Cooper 1998, p. 8). In 

addition, Sadler-Smith, Hampson, Chaston and Badger (2003) suggested that the 

behavioural style of an entrepreneur determines the culture of their organisation 

and the way in which they identify customer needs and opportunities. 

To date, four attributed characteristics – age, gender, ethnicity, and family influence 

- and one attained characte

In the foll

Attributed Characteristics 

Age 

Several researchers (Mayer and Goldstein 1961; Shapero 1971; Howell 1972; 

Cooper 1973) have noted that an entrepreneurial decision is most likely to be made 

between the ages of 25 and 40. However, those findings remain controversial, as 

the studies were North American, are now dated, and may have been influenced by 

a requirement for all young men in North America at the time to

service (Brockhaus 1982).  

Nevertheless, in a study of organisational goals and the expected behaviour of 

American managers, England (1967b) found that younger managers rated 

organisational growth more highly than did older managers. In contrast, Williams 

(1987, p. 228) found that business failures were “… fewer and survivors … more 

numerous among firms whose owner/managers started in business while aged 30 

to 39…” and that failures were highest for businesses whose owner-managers 

were under 20. 
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Results to date are therefore inconclusive and open to conjecture. However, 

England’s (1967b) finding may indicate that younger managers are more likely to 

en may also be more likely to be a major decision-maker in 

inesses rather than in larger businesses; however, their representation 

be entrepreneurial than older managers. Perhaps as one gets older, the cost of 

failure increases: the young can always start again. It is therefore thought likely that 

younger owner-managers of SME’s will hold values that differ from the values held 

by older owner-managers. 

Gender 

Most research in the areas of entrepreneurship and organisational performance 

has concentrated on male managers and business owners, as the proportion of 

businesses owned by males exceeds that of females in many countries (Davidsson 

1995; Reynolds, Bygrave, Autio, Cox and Hay 2002); perhaps because an initial 

desire by females to start a business is less common than it is for males (Kourilsky 

and Walstad 1998). However, women are increasingly studying business related 

subjects and undertaking new business ventures (Carter 2000).  

Female entrepreneurs appear to be motivated to go into their own business in 

order to be their own boss, to get job satisfaction, for economic independence or for 

an opportunity to be more creative (Kandasaami and Tibbits 1993). Like their male 

counterparts, wom

smaller bus

in larger businesses is disproportionate to that of men, at least in Australia. In a 

longitudinal survey of Australian small businesses, Lattimore, Martyn et al (1997) 

found that 11% of micro businesses had a major decision-maker who was female, 

compared with 10% for all business sizes and just 3.8% for businesses that 

employed more than 200 people.  

Men may have a higher level of interest in going into business than their female 

counterparts (Matthews and Moser 1995; Crant 1996; Kourilsky and Walstad 1998; 

Kennedy and Drennan 2002). However, those comparatively few females who 
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have embarked on an entrepreneurial path may be better educated and more 

motivated to achieve growth in their businesses (Kandasaami and Tibbits 1993) 

than their male counterparts. Paradoxically, some female entrepreneurs may be 

prevented from being successful because of a fear of success (Kandasaami and 

Tibbits 1993), as well as from a difficulty in gaining access to finance (Carter 2000) 

and by a range of personal background and attitudinal factors that may result in a 

female viewing the starting of a business as less desirable and less feasible than it 

edy and Drennan 2002). Nevertheless, in line with a rise in 

lish new ventures might be the result of radical change and 

Williams (1987) found a statistically significant relationship between business 

survival and whether or not an owner-manager was born overseas. It is therefore 

thought likely that those Entrepreneurs born overseas, or whose parents were born 

overseas, will hold values and attain characteristics that differ from the values and 

published research on the role of ethnicity of the individual and their parents in 

developing the characteristics, values and expectations of entrepreneurs in 

is for males (Kenn

female participation in business studies (Kandasaami and Tibbits 1993) and the 

role that training has on increasing n-Ach and locus of control (Hansemark 1998), it 

is postulated that female owner-managers of SME’s may increasingly hold values 

and expectations that are entrepreneurial and in line with those held by male 

owner-managers. 

Ethnicity 

A number of researchers (Collins and Moore 1970; Gasse 1982) have indicated 

that there may be differences in the entrepreneurial values of entrepreneurs from 

different cultures. Hagen (1971) suggested that as outsiders, some immigrant 

groups might be more likely to develop entrepreneurial ventures because they had 

been cut off from the mainstream. Davidsson (1995) suggested that the tendency 

of immigrants to estab

characteristics held by owner-managers who were born within Australia. However, 
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Australia is almost non-existent and the proportion of entrepreneurs of overseas 

origin is unknown.  

Family Influence 

Several investigators have suggested that successful entrepreneurs are more likely 

to come from those families in which a parent or close relative owned a business 

(Cooper and Dunkelberg 1981; Williams 1987; Davidsson 1995). In Australia, 

Williams (1987) found that owner-managers whose fathers were self-employed 

were more likely to be survivors in business than those whose fathers were not 

 the entrepreneurial intentions of students, Crant (1996) found a weak 

ialised “…countries where a premium is placed on individual as contrasted 

self-employed. 

In examining

but significant positive relationship between students’ entrepreneurial intentions 

and whether or not they had at least one entrepreneurial parent, while Matthews 

and Moser (1995) noted a moderate and statistically significant positive relationship 

between a family background in small business and sibling interest in small 

business ownership.  

Williams (1987) posited that those owner-managers who as children were exposed 

to severe financial difficulties “… were more likely to own and operate surviving 

firms, than those whose parents were more financially secure” (p. 239). William’s 

finding may support the conclusions of several authors that, at least in those 

industr

to collective responsibility …” (Steelman, Powell, Werum and Carter 2002, p263), it 

is the possible influence of sibling numbers, rather than birth order, on the 

distribution of family resources that impacts most on individual education and other 

status outcomes (East and Jacobson 2000; Steelman, Powell et al. 2002).  

Given the above, it is assumed that entrepreneurs whose parent(s) have owned 

and operated a business hold values that differ from the values held by owner-

managers whose parent(s) have not owned and operated a business. However, 
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research on the roles played by the parents and siblings of Australian 

entrepreneurs on the development of the entrepreneurs’ attained characteristics, 

The literature is unclear about the role that education might play in developing 

entrepreneurial traits. Brockhaus and Nord (1979), for example, found that the 

economic circumstances, whilst Collins and Moore (1970) suggested that 

However, education levels apparently vary with industry. Collins and Moore (1970) 

reported that entrepreneurs in Michigan who engaged in manufacturing were three 

ult population in that 

87) supported this by outlining a strong relationship between business 

survival and the level of technical and management studies. 

On an examination of data from the Small Business Research Program, one-third 

of the major decision-makers in small businesses in Australia in 1995 had a tertiary 

qualification. No statistically significant difference between the educational levels of 

values and expectations remains scant. 

Attained Characteristics 

Education 

education level of entrepreneurs was significantly lower than the education level of 

managers. England (1967b) suggested managers with less education than college 

degree holders might be less financially secure and less able to change their 

entrepreneurs commonly had trouble relating to authority figures, seemingly as a 

result of their having had poor relationships with their fathers. Such relationships 

often led to the entrepreneur leaving school at an early age and to a succession of 

jobs.  

times more likely to have graduated from college than the ad

state, and Roberts (1969) found that the founders of high technology companies 

had at least one college degree and that half held at least a master of science 

degree. Crant (1996, p. 47) reported that students with higher entrepreneurial 

intentions “…tended to be … MBA students rather than undergraduates” and 

Williams (19
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major decision-makers in micro-businesses was found when compared to other 

es and by organisational 

size and type (Gasse 1982; Lattimore, Martyn et al. 1997), between genders and, 

over time, in response to a variety of context variables. 

Brock

achievement at school, or social disadvantage, which becomes a driver for later 

entrepreneurial endeavour. If that is the case, then entrepreneurs with a lower 

education qualification may, paradoxically, hold values that are more strongly 

associated with own business success than those held by entrepreneurs with a 

higher education qualification. 

As mentioned earlier, an individual’s attributed and attained characteristics play an 

important role in the formation of subsequent values and expectations, values and 

expectations that in turn may influence business outcomes. The following defines 

 and reviews their role in determining an entrepreneur’s 

A value is a specific and enduring belief (Rockeach 1973). It mainly arises from 

what one learns from what is explicitly taught, or implicitly from socialisation. The 

values of an individual form, in Rockeach’s (1973) words: 

comparisons of self with others, and attempts to 

influence others” (p. 25).  

small businesses (Lattimore, Martyn et al. 1997). The education level of Australian 

entrepreneurs may therefore be higher than that of the general population 

(Brockhaus 1982), but the level may vary across industri

haus’ and Nord’s (1979) finding may indicate that it is a lower level of 

The Values and Expectations of Entrepreneurs 

“values” and “expectations”

behaviour.  

What Are Values? 

 

“… a standard that guides and determines actions, attitudes toward objects 

and situations, ideology, presentations of self to others, evaluations, 

judgements, justifications, 
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Values differ from attitudes in that the latter are by contrast “… an organization of 

The Macquarie Dictionary (Delbridge, Bernard et al. 1991) defines “expectation”, in 

part, as “… an expectant mental attitude, … a thing looked forward to (and as) a 

prospect of future good or profit” (p. 610). Hansemark has argued that the “… 

been identified in the literature relating to the personality of the entrepreneur: need 

for achievement (McClelland 1961); and high internal locus of control (Rotter 1966), 

ther because of the 

those who later become business owner-managers, and the social circumstances 

to which they are exposed, might be of some import, as it is from those two sources 

that the values are derived which later will guide the manager’s choice of 

behaviours.  

several beliefs” and are “… evaluative in nature and … directed at a given object or 

target (such as) a person, institution, policy or event” (Rockeach 1973, p. 18). 

Values are at the core of each individual’s personality and cognitive systems and, 

as such, are the determinants of attitudes, expectations and behaviours (Rockeach 

1973). Thus, groups of individuals, such as entrepreneurs, that are seen to behave 

in a common way, are also likely to exhibit values that have some commonality.  

What Are Expectations? 

starting point in McClelland’s theory is that motive will be learnt and that motive 

could be seen as expectations” (1998, p32). In that context, two expectations have 

described by Hansemark as an “…expectation of success or failure in a judgmental 

task” (1998, p. 32). 

The Role of Owner-Manager Values and Expectations 

In his seminal work, The Protestant Ethic and the Spirit of Capitalism, Weber 

(1905) suggested that one culture might achieve more than ano

values of its people and that broadly based commercial success was one measure 

of a society’s success. Even if Weber’s view were only partly true, what is taught to 
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Such a view has been supported by various researchers (Guth and Taguiri 1965; 

England 1967b; Kotey 1994), each of whom found that manager values influence 

the objectives and strategies chosen, as well as the daily decisions managers 

make. England (1967b, p. 116) also suggested that the objectives of a business 

might be related more closely to the personal attributes of its managers than to the 

characteristics of the business. 

hat the researcher’s goal should Citing Hoffman (1980), Bamberger has suggested t

be to determine those attributes that influence an entrepreneur’s economic 

behaviour and the business’ success. He also noted that the results of such 

research had been contradictory to that point: Goedes (1972) having found that a 

business’ results primarily depended on the personality and behaviour of its 

manager, and Dorenkamp (1968) finding no such relationship.  

Bamberger further recommended a hierarchy of research design that emphasised 

the role that might be played by values on performance outcomes [see Figure 4]. 

Values

Objectives

Strategic Behaviour

Performance

Context 
Variables

Value Systems of Managers

 

Figure 4: Bamberger's (1983) Hierarchical Research Design 

More recently, Kotey and Meredith (1997, p. 59) concluded that the “… personal 

values of owner-managers, the strategies they adopt in operating their businesses, 

and the performance outcomes of their businesses are empirically related.” To 

define the degree to which they are related is the principal purpose of this research. 
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Whilst no agreed-upon profile of an entrepreneur has yet been developed, several 

values and expectations have been identified. They include:4 commitment, 

determination, and perseverance (Pickel 1964; Welsh and White 1981); a need to 

achieve (n-Ach) (McClelland 1961; McClelland 1965; Hornaday and Aboud 1971; 

n 1980); creativity and innovativeness (Schumpeter 1934; 

Hornaday and Aboud 1971; Timmons 1978); and a desire for independence 

(Davids 1963; Hornaday and Aboud 1971; Dunkelberg and Cooper 1982).  

in Kotey’s (1994) survey of furniture manufacturers in New 

d by Kotey and Meredith (1997), were those which had 

                                                

Liles 1974; Hull, Bosley and Udell 1980; Begley and Boyde 1986; Williams 1987); 

personal goal orientation (Gasse 1977); initiative and responsibility (Welsh and 

White 1981); persistent problem solving; seeking feedback; internal locus of control 

(Borland 1974; Brockhaus 1980; Brockhaus 1982; Williams 1987); tolerance for 

ambiguity (Williams 1987); measured risk taking (Mill 1848; McClelland 1961; Kilby 

1971; Palmer 1971; Timmons 1978; Brockhaus 1980; Welsh and White 1981; 

Timmons and Smollen 1985; Williams 1987); tolerance for failure (Sexton 1980); a 

high energy level (Sexto

In addition to the values described above, it has been suggested that those 

individuals with dominant entrepreneurial values will also possess a degree of 

proactiveness (Crant 1996), as well as a propensity to plan (Dess and Robinson 

1984; Williams 1987; Hall and Fulshaw 1990).  

The values included 

South Wales, later reporte

earlier been identified by Rockeach (1973), England (1975), DeCarlo and Lyon 

(1980), Birch (1987), and Silver (1988). They included ambition, sense of 

accomplishment, equality, social recognition, affection, competence, risk-taking, 

honesty, creativity, independence, responsibility, reliability, incorruptibility, work 

 

4 Adapted from Carland, J. W., F. Hoy, et al. (1984). "Differentiating Entrepreneurs from Small 
Business Owners: A Conceptualization." Academy of Management Review 9(2): 354-359. 
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ethic, innovation, aggressiveness, growth, self-reliance, optimism, vitality, loyalty, 

compassion and trust.  

To partially replicate Kotey’s (1994) findings, this research employed the values 

scale used by her. In addition, previously validated expectations measures of n-Ach 

(Alderfer 1972) and locus of control (Rotter 1966) have been included to isolate 

more clearly entrepreneurial managers from their conservative counterparts. Both 

expectations, n-Ach and high internal locus of control, together with a propensity for 

risk-taking, have been consistently linked to entrepreneurial behaviour in the 

academic literature.  

Need For Achievement 

High achievers are moderate risk-takers with a drive to succeed and excel in what 

leaving the responsibility to others, or to chance 

“If it is to be it is up to me!” (Anon) 

they do. Their preference is to take on a challenge and to accept the responsibility 

for success or failure, rather than 

(McClelland 1961). “The starting point in McClelland’s theory is that motive will be 

learnt and that motive could be seen as expectations” (Hansemark 1998, p32). One 

of the earliest identified characteristics of an entrepreneur was that of need for 

achievement, first described by McClelland in 1953 as n-Ach (McClelland 1961). 

Since then, numerous researchers  (McClelland 1965; Hornaday and Aboud 1971; 

Liles 1974; Hull, Bosley et al. 1980; Begley and Boyde 1986; Williams 1987) have 

shown entrepreneurs to have higher levels of n-Ach than others in the population 

and have confirmed a link between n-Ach and entrepreneurial behaviour. 

McClelland has also demonstrated the importance of the expectation of 

achievement to economic development (McClelland 1961; McClelland 1962) and 

suggested that, at both an individual and societal level, n-Ach can be developed 

(McClelland 1965) to benefit economic performance.   

Internal Locus of Control 
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Locus of control “…is related to expectation of success or failure in a judgmental 

task” (Hansemark 1998, p. 32). Those with an internal locus of control have the 

4; Brockhaus 1980; H. 1982; Williams 1987) and Rotter’s (1966) I-E 

Scale for measuring internal versus external control remains a common 

 locus of control of entrepreneurs (Boone and De 

n empirical link between the values of 

In the previous two sections, the characteristics, values and expectations of 

entrepreneurs have been defined and the relationships between them reviewed. 

Also reviewed has been the contribution of characteristics, values and expectations 

to the determination of management practices chosen by entrepreneurs to run their 

businesses in a competitive context. In this section, “management practices” is 

defined and the literature concerning those practices reviewed. 

view that they are in control of their destiny, whilst those with an external locus view 

outside forces, such as chance, as the controllers of their fate (Rotter 1966). Since 

Rotter first described the concept of internal and external locus, various 

researchers have linked high internal locus scores with entrepreneurial behaviour 

(Borland 197

methodology for studies of the

Brabander 1997). However, the I-E Scale has also been criticised: on the grounds 

of it’s dimensionality (Lefcourt, Von Baeyer, Ware and Cox 1979; Rotter 1990; 

Perussia 1995); lack of context specificity (Phares 1976; Hodgkinson 1992); and 

length (Adeyemi-Bello 2001), although the issue of dimensionality has been 

vigorously defended by Rotter (1990) and that of context specificity by Boon and 

De Brabander (1993).  

Given Kotey’s (1994) finding of a

entrepreneurs and business performance, it is thought likely that those 

entrepreneurs that value risk-taking, and which exhibit high n-Ach and internal 

locus of control scores, will choose more positive management practices for their 

businesses. 

Management Practices 
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What Are Management Practices? 

Management practices are those strategic and operational process options chosen 

by a business owner or operator to ensure the superior performance and 

competitiveness of their business. At the highest level of a business they include 

defining the vision and mission for the business, determining which business to be 

oals and operational objectives, the business structure and 

l sector, and legal form 

are the most important factors related to growth” (p. 332). 

in, setting strategic g

size and the way in which the internal capital of the business is managed. At a 

business unit, or product, level, they include the selection of strategies that 

competitively position the business in its environment (Porter 1985), whilst at a 

functional level, they include a manager’s choices of marketing, operational and 

human resource strategies and processes that facilitate the achievement of the 

business’ strategic goals. For the smaller business, Storey (1994) concluded that 

six factors significantly impact upon the performance of the business: legal 

structure, business size, age, industry sector and markets, location and ownership. 

More recently, Davidsson, Kirchhoff, Hatemi-J and Gustavsson (2002) concluded 

that “business age, beginning size, ownership form, industria

Path to Ownership 

Brockhaus (1982) implied that it was dissatisfaction with prior work experience that 

led to many entrepreneurs starting a business and that it was from unemployment 

that a person was more likely to start a new venture. In their landmark study of 

1,805 owner-managers in the United States, Cooper and Dunkelberg (1981) found 

that entrepreneurs varied in their motivations, prior job experiences, education, 

supervisory skills, and reliance on partners depending on whether they started, 

purchased, or inherited their business, or were promoted into it. Such variations, in 

turn, were found to be associated with differences in entrepreneurial style, as well 
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as in the rate of sales growth of the business. Williams (1987) found significantly 

higher failure rates among businesses that were inherited.  

Business owners may come to ownership by any one of five paths (Cooper and 

Dunkelberg 1986). They might start their business, purchase it from another owner, 

inherit it from a parent or other relative, be promoted to a position of ownership, or 

be brought in from another organisation by existing owners. “Entrepreneurial 

intensity seems to be greatest for starters, then for those who purchase firms, then 

t for those promoted or brought in to become owner-

r and Dunkelberg 1986, p. 67). Therefore, for the purposes of 

performance to those that purchased or inherited it. 

nagement of the business they 

their businesses. Of interest to this research are those entrepreneurs who have 

started, purchased or inherited their business and who are active in its day to day 

management.  

Business Operations 

Legal Structure 

The stru f a ss i  to en  th iv

failu  pre nes  ow  to  th ves , the

the business, the industry, and the path to ownership. By identifying the legal 

str its influence on other variables can be removed. It is also likely that the 

for inheritors, and leas

managers” (Coope

this research, only the first three paths to ownership have been included for 

analysis. Given Cooper’s and Dunkelbergs (1986) findings, it is thought likely that 

SME’s managed by owners that started their business will have superior 

In addition to varying in the way they come to business ownership, owners may be 

either passive or active in their approach to the ma

own. Passive owners play no part in the day to day management of their 

businesses. On the other hand, active owners are engaged in the management of 

legal cture o  busine s likely  be influ ced by e perce ed risk of 

re, the pared s of the ner(s) expose emsel  to risk  age of 

ucture, 
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more formal the operating structure, the more structured and serious will be the 

busin nd th peri ormanc ill fo

In 1995, 32.8% of all businesses in Australia were sole or 

ll businesses had that structure. Almost half (49.4%) of all Australian 

e 

No. of No. of 
ompanies 

Proportion:  
Companies 

Sole traders 
or Partner-

ships 

Proportion: 
Sole traders 
or Partner-

Other Proportion: 
Other 

All 
Businesses 

Proportion: 
All Business 

ess a at su or perf e w llow. 

traders partnerships and 

32.2% of sma

businesses were companies and 17.8% had some other structure, typically a trust 

(Lattimore, Martyn et al. 1997) [see Table 4]. 

Table 4: Number and size of Australian businesses by their legal structur
in June 1995 (Lattimore, Martyn et al. 1997) 

Employees C

ships 

1 to 4 109459 27.88% 92071 23.45% 41333 10.53% 242863 61.86% 

5 to 9 44323 11.29% 27679 7.05% 14938 3.80% 86940 22.14% 

9.33% 

4.27% 

1.34% 

0.53% 

0.52% 

10 to 19 21645 5.51% 6780 1.73% 8187 2.09% 36612 

20 to 49 11221 2.86% 1707 0.43% 3850 0.98% 16778 

50 to 99 3978 1.01% 238 0.06% 1059 0.27% 5275 

100 to 199 1674 0.43% 78 0.02% 333 0.08% 2085 

200+ 1769 0.45% 59 0.02% 217 0.06% 2045 

Totals 194069 49.43% 128612 32.76% 69917 17.81% 392598 100.00% 

Sole Trader 

er is an unincorporated business run by an individual. The owner pays 

Partnership

A sole trad

personal rates of taxation and may or may not have a registered business name. 

When the individual leaves the business, it ceases to exist.  

 

A partnership describes the relationship “… which exists between persons carrying 

on a business in common with a view of profit” (Vermeesch and Lindgren 1990, p. 
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256). A partnership is unincorporated  and may be formed expressly by formal 

contract, or simply by the agreement of the partners to carry on a business; or it 

may be formed by implication (Verme

5

esch and Lindgren 1990). The relationship 

tners is one of principal and agent, where each partner is a 

 each partner is jointly and severally 

between the par

principal and an agent of the others. As such,

liable for the debts incurred on behalf of the partnership by any one or more of the 

other partners. 

Company 

As Table 4 shows, approximately 48% of Australian small businesses, and 49% of 

all Australian businesses, are companies (Lattimore, Martyn et al. 1997). A 

company is an incorporated body and a distinct “person” in law. Its legal personality 

is “… distinct from the personalities of its members (Vermeesch and Lindgren 

1990, p. 574). The company structure is able to “… perform all the functions of a 

body corporate; is capable of suing and being sued; has perpetual succession… 

and has the power to acquire, hold and dispose of property” (Vermeesch and 

Lindgren 1990, p. 574). A company may also provide its owners with a limitation of 

 debts.  their liability for the company’s

Operating Size 
Number Of Full-Time Equivalent Employees 

Across Australia, the average number of persons employed per business was 6.73 

in 1999 (ABS 1999b). In Queensland, businesses were smaller, employing a mean 

of 6.15 persons. The difference also existed for small businesses, where the mean 

number of employees was 3.19 for Queensland and 3.28 Australia wide, seemingly 

influenced by the comparatively high proportion of non-employing businesses in 

Queensland: 46.52% compared to 42.8% of all Australian businesses and 44.5% of 

                                                 

 However, an incorporated body may be a partner in a partnership Vermeesch, R. B. and K. E. 5
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small businesses nationwide. Although business size by number of employees is a 

common measure, of more importance to researchers of management activity and 

business performance is the way in which employees, including other managers, 

are engaged in decision-making processes (Shaw 1981; Williams 1987; Posadas 

and Blackman 1996). 

Number Of Decision-makers 

At the time of this research in mid-1999, 44.5% of Australian small businesses 

employed only the owner(s) (ABS 1999b) and 62% employed just one major 

decision-maker (Lattimore, Martyn et al. 1997). Owners may embark upon one or 

ith one or more others with a common business vision. In the 

ere found to be less likely to 

full-time partner (Cooper 

tanding, it is thought likely that SME’s with more 

one decision-mak u a w  

decision-maker. 

                                                                                                      

other path alone or w

case of those who take on business ownership on their own, they control the future 

of their business alone. However, those who take on ownership with others must 

frequently share decision making with their partners and, ultimately, compromise 

control or induce conflict (Robbins 1989; Morgan and Tindale 2002). 

Notwithstanding, they may also benefit from a diversity of views that improves the 

accuracy and quality of decision making (Vroom and Yetton 1973; Shaw 1981; Hill 

1982), increases the legitimacy and acceptance of the decision, and which may 

thereby lead to superior business performance (Shaw 1981; Williams 1987; 

Posadas and Blackman 1996), although those owner-managers whose path to 

ownership was to start their business, and who therefore might be more 

entrepreneurial (Cooper and Dunkelberg 1986), w

share the responsibility for managing their business with a 

and Dunkelberg 1981). Notwiths

than er will have s perior perform nce to those ith only one

                             

Lindgren (1990). Business Law of Australia. Sydney, Butt hs.. erwort
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Planning Practices 

and adherence to annual 

business plans that include revenue and expense budgets for the period. Several 

researchers (English 1986; Williams 1987; Lyles, Baird, Orris and Kuratko 1993) 

have suggested that long range planning is associated with superior business 

performance; a finding supported, in part, by Mazzarol (2001) who found 

significantly higher gross sales, average sales growth and annual profit over a four 

planning  

Proportion of businesses Formal Formal Budget Regular 

A core management practice is the development 

year period for small businesses with a business plan than for those without. And 

yet, in 1996, as few as 20.8% of all businesses in Australia had a formalised 

strategic plan and 19.3% had a formalised business plan (Lattimore, Martyn, 

McCann and Pearson 1998, p. 104), though those proportions increased with 

employment size and business age [See Table 5].  

Table 5: Proportion of businesses by employment size that engage in 

(Lattimore, Martyn et al. 1998, p. 101)) 

with: strategic plan 
(%) 

business plan 
(%) 

forecasting (%) income and 
expenditure 
reports (%) 

Business size     

1-4 employees 17.6 15.5 25.9 36.5 

5-9 employees 20.9 17.9 42.6 54.6 

10-19 employees 25.2 29.7 53.9 74.3 

20-49 employees 40.1 44.2 75.8 83.3 

50-99 employees 55.4 46.1 64.3 72.7 

100-199 employees 64.7 63.0 86.0 92.6 

64.2 83.7 86.4 

 

Totals 20.8 19.3 35.0 46.6 

200-499 employees 68.7 

500+ employees 90.4 68.6 74.8 74.9

 
 by employmen , 70.4% sinesses 100 or more 

formalised stra  plan and  a formal business p

From Table 5, t size of bu with 

employees had a tegic 64.3% ised lan, 
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whereas 17.6% of businesses fewer tha employees  a formalised 

5.5% a form  business . By busin ge [see T

sinesses aged fro  years to l an 20 yea d a formal

ic plan and 13.6% had rmalised b ss plan, eas 25.3%

usinesses aged from 5 to less than 10 years had a strategic plan and 19.1% had 

xpenditure reports at least once a year (Lattimore, Martyn et al. 

Formal Formal Budget Regular 

reports (%) 

with n 5  had

strategic plan and 1 alised  plan ess a able 

6], 14.1% of bu m 10 ess th rs ha ised 

strateg a fo usine wher  of 

b

a formal business plan. However, the proportion of businesses of known age that 

had forecasted budgets ranged from 28.2%, for those aged from 10 to less than 20 

years, to 48.7%, for those aged less than 2 years (Lattimore, Martyn et al. 1998). 

Of those businesses that had a formal business plan, it appeared that half might 

not have tracked their performance against the plan, as only 46.6% prepared 

income and e

1998).  

Table 6: Proportion of businesses by business age that engage in planning  
(extracted from Lattimore, Martyn et al. (1998, p. 104)) 

Proportion of businesses 
with: strategic plan 

(%) 
business plan 

(%) 
forecasting (%) income and 

expenditure 

Business age     

Less than 2 years 18.4 31.2 48.7 57.1 

2 to less than 5 years 22.6 20.5 32.0 44.3 

5 to less than 10 years 25.3 19.1 37.6 50.1 

10 to less than 20 years 14.1 13.6 28.2 40.6 

20 or more years 18.3 11.1 32.3 43.3 

Totals 20.8 19.3 35.0 46.6 

 
In summing up, despite the suggested benefits to business performance of long-

range planning, comparatively few Australian SME’s had a formal business plan at 

the time of this research and almost half of those businesses that did have a plan 

failed to monitor their progress against it, despite the evidence that entrepreneurs 
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who develop and adhere to formal business plans have businesses with superior 

performance. 

Marketing Practices 

“A market is the set of actual and potential buyers of a product” or service and 

changes for the 

purpose of satisfying human needs and wants” (Kotler, Chandler, Brown and 

Stewart 1994, pp. 8-9). 

lte 1992, p. 84), demands that managers make 

choices concerning the type and number of products to produce, the number and 

type of distribution channels for those products and the positioning of the products 

with respect to substitutes and similar offerings from competitors (Porter 1980).  

Another influence is the level of rivalry existing in the industry in which the business 

operates (Porter 1980). Intense rivalry serves either to push down market prices, or 

to increase the costs of competition via increased promotional and service costs. 

Thereby, industry profitability may decline (Porter 1980, p. 17). As shown in Figure 

5, rivalry is impacted by the relative power of buyers and suppliers, barriers to 

”…marketing means working with markets to bring about ex

At the level of management practice, marketing involves the selection, distribution, 

pricing and promotion of the products and services of the business. The ‘marketing 

mix’, first described by McCarthy in 1960 as “Product, Price, Place and Promotion” 

(van Waterschoot and Van den Bu

market entry and by the existence, or threat of existence, of substitute products - 

that is, products that may do the same job, but which do not necessarily compete 

directly; for example, steel and plastics.  
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New Entrants

Suppliers Buyers

Industry
Competitors

Intensity of Rivalry

Bargaining Power of Bargaining Power of

Threat of New Entrants

Threat of Substitute
Products of Services

Substitutes

Suppliers Buyers

 
Figure 5: "The Five Competitive Forces that Determine Industry 
Profitability” (Porter 1985, p. 5). 

However, not all businesses in an industry are impacted by rivalry in the same way, 

the degree of difference being determined by the number and nature of strategic 

groups within the industry. “A strategic group is the group of firms in an industry 

following the same or a similar strategy along the strategic dimensions” (Porter 

1980, p. 129). According to Porter (1980), four factors determine the strength of the 

interaction between such groups:  

• “the market interdependence among groups, or the extent to which their 

customer targets overlap; 

• the number of strategic groups and their relative sizes; 

• the product differentiation achieved by the groups; 

• the strategic distance among groups, or the extent to which strategies 

diverge” (pp. 138-139). 
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In the context of industry then, the manager is forced to make a number of strategic 

choices concerning the type and number of products to produce, the number and 

type of distribution channels for those products and the relative positioning of the 

products. Once made, those choices, plus the degree to which the industry is 

rivalrous, determine the relative costs of production, product pricing and the nature 

and extent of the firm’s promotional activities. In turn, those impacts influence 

business performance. The management practices chosen are therefore influenced 

by the nature of the industry in which the business operates. To control for that 

influence, this research has been limited to the furniture industry in Queensland. 

Human Resource Management Practices 

A f ess performance may result from 

the tactical practices used to align those in the organisation towards achieving the 

goals of the business (Kotter 2001). In their competitive tactics instrument, Slevin 

and 43-244) identified five dimensions of human resource 

practices: the attraction of highly competent top managers; the attraction and 

retention of highly skilled and competent technical personnel; the use of personal 

training and development programs; goal based reward systems; and participative, 

group, or democratic decision making. 

In their study of New South Wales based furniture manufacturers, Kotey and 

Meredith found that those entrepreneurs with superior business performance 

em ployee welfare, 

urther influence of the entrepreneur on busin

 Covin (1987, pp. 2

phasized “… human resource management activities such as em

job satisfaction, performance, and productivity …” to ensure that their employees 

were “… motivated to work effectively and efficiently” (1997, p. 54), whereas those 

whose firms achieved inferior levels of performance rated significantly lower on 

each of those practices. The human resource management practices used by the 

entrepreneur might therefore play a substantial role in the determination of 
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business intentions, the achievement of organisational goals and, thereby, the 

achievement of superior performance.  

Business Intentions 

“Business intentions reflect expectations and not outcomes” (Lattimore, Martyn et 

al. 1998, p. 20) and so are, in fact, management choices for the future direction of a 

business. Such business expectations might be negative or positive for the future 

of the business and may reflect a desire of the business owner to increase 

economic returns to stakeholders, or to vary an individual’s exposure to risk. The 

intention of an entrepreneur to take his or her business on one course or another is 

affected by the prevailing general, industry and competitive environment, business 

size and age (Lattimore, Martyn et al. 1997; Lattimore, Martyn et al. 1998) and, it is 

acteristics, values and personal 

 Lattimore, Martyn et al. 1997, p. 201) presented a set of 11 

4. Open new locations 

5. Close locations 

6. nce exporting 

8. 

9. Open the same business elsewhere 

hypothesized, the individual entrepreneur’s char

expectations. Tozer (in

questions concerning business intentions as part of the ABS’s first Growth and 

Performance Survey (GAPS 1) of Australian businesses in 1994-95 (Lattimore, 

Martyn et al. 1997). The business intentions included: 

1. “Significantly increase production 

2. Maintain existing production levels 

3. Significantly decrease production levels 

Maintain or comme

7. Introduce new goods or services 

Sell the whole business 
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10. Sell equity in the business 

Close the business” (Lattimore, Martyn et al. 199711. , p. 132). 

The

about t

employees, and that smaller firms, with fewer than 20 employees, were more likely 

plans to increase 

en new locations, introduce new goods and services, and open the 

same business elsewhere were most likely to be associated with younger 

businesses, while those aged from 2 to 10 years were most likely to be expecting 

to export, or to sell some part of the business. The oldest firms were “… least likely 

to be planning significant change, except possibly to close the business.” 

(Lattimore, Martyn et al. 1998, p. 62). There were differences also across 

industries, with manufacturers most likely to plan a significant increase in 

production, to open new locations, to export, and to introduce new goods and 

services. It is postulated, therefore, that the positiveness of the management 

practices chosen for the future development of a business is one measure of the 

strategic health of that business and, in turn, that the degree of positiveness will 

enhance business performance. 

Research Questions And Hypotheses 
Research Questions 

The findings of earlier research cited throughout this chapter suggest that SME 

performance is affected by an owner’s choice of practices and the context in which 

business operates. In turn, the owner’s choice of practices is affected by their 

characteristics, values and expectations. The research cited, in particular the works 

of Kotey (1994) and Kotey and Meredith (1996), has been used to support the 

 findings from GAPS 1 indicated that larger firms tended to be more ambitious 

heir future plans, except for firms with an employment range of 5 to 19 

to expect to sell the whole of the business. As well as differing in expectations by 

employment size, business age also played a part. For example, 

production, op
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development of four research questions and a program of research was 

 the following:  

hat he d a racte

entrepreneurs determine the degree to which they hold particul

c

hat e valu ati entre

ine f man tices

3. To what extent do the ma e choices of entre

determine the performance of their businesses? 

hat e tif ma c

ne a dic e

? 

Flowing from the research questions has been the development of twenty 

hypotheses for testing through this research. 

h ated above have led to  

e that relate to t ships 

tt attained characteristics w

H11), between alues and 

expectations and management practices (H121 to H14) and between management 

ractices and busi  to H20). 

undertaken to answer
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tations? 

xtent do the 

their choice o

es and expect

agement prac

nagement practic

ons held by 

? 

preneurs 

preneurs 

4. To w

entrepre

business

xtent can quan

ur be used as 

ication of the 

 model to pre

nagement practi

t the performanc

es of an 

 of their 

Hypotheses 

The four researc

hypotheses, list

entrepreneurs’ a

characteristics and values (

 questions st

d in Table 7, 

ributed and 

H4 to 

 the development

he relation

(H1 to H3), bet

entrepreneurs’ v

of twenty 

between 

een their 

p ness performance (H15 

  41 
 



 

 
Table 7: Hypotheses proffered for acceptance by this research. 

erni

d and 

characteristics 
cteristics cteristics and 

performance 

Hypotheses conc

Attribute
attained 

ng: 

Attributed 
chara
and values 

Attained 
chara
and values 

Values and 
management 
practices 

Management 
practices 
business 

H1: The birthplace 
of the parents of an 
entrepreneur 
influences the 
location of that 
entrepreneur’s 
education. 

ld 

 older 

10: 
Entrepreneurs with 
a lower education 
qualification hold 
values that differ 
from the values 
held by 
entrepreneurs with 
a higher education 
qualification. 

12: The values 
held by 
entrepreneurs 
influence their 
selection of 
management 
practices. 

ME’s 

or 

H4: Younger 
entrepreneurs ho
values that differ 
from the values 
held by
entrepreneurs. 

H H H15: S
managed by 
entrepreneurs that 
started their 
business have 
superior 
performance to 
those that 
purchased 
inherited their 
business. 

H2: The education 
level of an 
entrepreneur is 
influenced by the 
skill level of the 
ccupation of one 

or both of his or 
her parents. 

old 
 are 

similar to the 
values held by male 

H11: 
Entrepreneurs 
educated overseas 
hold values that 
differ from the 
alues held by 

those educated in 
Australia. 

H13: 
Entrepreneurs who 
have a higher than 
average n-Ach

o

H5: Female 
entrepreneurs h
values that

entrepreneurs. v

 than 
entrepreneurs 
verall choose 

management 
practices that are 
more positive than 
those chosen by 
entrepreneurs with 
a lower than 
average n-Ach. 

er 

o 
ith only one 

H3: Entrepreneurs 
from larger 
families will attain 
characteristics and 
develop values that 
differ from those 
attained or held by 
entrepreneurs from 
smaller families. 

seas 
attain 
characteristics and 
develop values that 
differ from the 
attained 
characteristics and 
values of 
Australian born 
entrepreneurs. 

 H14: 
Entrepreneurs with 
a dominant internal 

o

H16: SME’s with 
more than one 
decision-mak
have superior 
performance t
those w
decision-maker. 

H6: 
Entrpepreneurs 
born over

locus of control 
choose 
management 
practices that are 
more positive than 
those chosen by 
entrepreneurs with 
less internal locus 
of control. 

Entrepreneurs who 
develop and adhere 
to formal business 
plans have 
businesses with 
superior 
performance. 

H17: 

 H7: Entrepreneurs 
whose parents were 
born overseas 
attain 
characteristics and 
develop values that 
differ from the 
attained 
characteristics and 
values of those 
whose parents were 
born in Australia. 

  H18: SME’s with 
clearly defined 
marketing practices 
have superior 
performance to 
those that do not. 
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Table 7 (cont.): Hypotheses proffered for acceptance by this research. 

erning: 

t 

Hypotheses conc

Attributed and 
attained 
characteristics 

Attributed 
characteristics 
and 
entrepreneurs’ 
values 

Attained 
characteristics 
and 
entrepreneurs’ 
values 

Entrepreneurs’ 
values and 
management 
practices 

Managemen
practices and 
business 
performance 

 H8: Entrepreneurs 

have owned and 

have not owned 
and operated a 
business. 

  H19: 
s who 

emphasize people 
 
 focus 

ve 
ing, 
ards, 

d 
f 

employee job 
satisfaction have 
superior 

whose parent(s) 

operated a business 
attain 
characteristics and 
hold values that 
differ from those 
held by 
entrepreneurs 
whose parent(s) 

Entrepreneur

management
practices that
on consultati
decision-mak
employee rew
employee 
amenities, an
assessment o

performing 
businesses. 

 H9: Entrepreneurs 

hold a skilled 
position in the 
workforce attain 
characteristics and 
hold values that 
differ from those 
whose parent(s) 
hold an unskilled 
position. 

  H20: 

positive busin
intentions ha
superior 
performing 
businesses to
with negative
business inte

whose parent(s) Entrepreneurs with 
ess 

ve 

 those 
 
ntions. 
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Summary 
The literature to date has suggested that an individual’s characteristics, achieved 

and attained, will lead to the formation of values and expectations that, in turn, will 

influence the behaviour of that individual. Emphasis has been put on the role of 

attributed characteristics, such as age, gender, ethnicity and family background, 

and on attained characteristics, such as education, in influencing the business 

activity and outcomes of entrepreneurs. However, rather than directly influencing 

entrepreneurial behaviour, characteristics lead to the formation of values and 

expectations and it is those values and expectations that then influence the 

behaviour.  

The values and expectations held by individuals arise from what they learn and, 

once formed, guide the future attitudes and actions of those who hold them 

(Rockeach 1973). Over considerable time, many studies have attributed one or 

more values and expectations to those individuals classified as entrepreneurs; 

values and expectations, that together, separate entrepreneurs from others in 

society. In particular, a need for achievement, first described by McClelland (1961), 

a dominant internal locus of control, first described by Rotter (1966), and a 

propensity to take measured risks, first described by Mill (1848), have been 

persistent findings by researchers.  

It is hypothesised that the values and expectations held play an important role in 

determining the management practices chosen and implemented by entrepreneurs 

in an SME and, in turn, that those practices then play an important role in 

determining firm performance (Bamberger 1983; Porter 1985; Williams 1987; Kotey 

and Meredith 1997). Such practices start with the selection of an appropriate path 

to ownership and progress to determining the legal and operational structure and 

size of the business, setting short and long-term business goals, selecting 

appropriate marketing practices for the firm’s products and/or services, and 
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selecting, motivating and leading highly skilled and competent staff. However, the 

selection of appropriate fluenced not only by 

characteristics, values and expectations of the entrepreneur, but by contextual 

forces. In the following chapter, the role and importance of “context” is defined and 

discussed. 

 management practices is in
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Chapter 3 
Business context 

In the previous chapter, the literature dealing with the characteristics, values and 

expectations has been reviewed and the terms defined. The possible influence of 

an entrepreneur’s characteristics, values and expectations on the determination, in 

part, of the management practices he or she selects has also been discussed. 

In more general terms, context refers to the environment in which an individual 

business or a person functions. The context surrounding each person’s upbringing 

is important to the formation of that person’s characteristics and, subsequently, to 

the development of their values and expectations; values and expectations that, in 

turn, affect the choices made by them. In a business sense, context, in particular 

the role of industry structure (Sandberg and Hofer 1987) and local law, acts to 

determined by three variables: the rate of technical and market 

rter 

Following that review and discussion four research questions have been asked and 

twenty hypotheses put forward. In this chapter, the influence of business context on 

the choice of management practices and, thereby, on business performance, is 

defined and reviewed.  

constrain the strategic options available to management. 

The Importance of The External Environment 
Burns and Stalker (1961) postulated that the approximation of a working 

organisation to mechanistic or to organic form, the latter form being “… strongly 

and positively associated with the innovativeness of the group task” (Meadows 

1980, p. 369), was 

change; the strength of personal commitments to the improvement of defence of 

status or power; and the extent to which the managing director can interpret the 

technical and commercial situation, and can adapt the working organisation and 

elicit the individual commitment required (Burns and Stalker 1961, p. 209). Po
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subsequently suggested that the “… essence of formulating competitive strategy is 

relating a company to its environment” (Porter 1980, p. 3), while Liao and Cheung 

( 002) demo strated the i portance of compe ct 

i ovation. usiness ow ers and high-leve a 

s bstantial am tim d infor ally scanning the environment in 

which their businesses operate (Aguilar 1967).  

Whilst rte (1980) defined that environment largely in terms of ‘industry’ and, in 

particular, the degree to which an industry was rivalrous, the context facing a 

business is more than just industry and the competitive forces within it. It includes 

the influence of the expectations of external stakeholders, demographic 

c aracteristics ar h h a business operates plus those 

general forces, politico-legal, economic, socio-cultural, and technological, at local, 

state, national and global levels, that buffet a business and that in turn may 

influence a business manager to choose one strategy over another. By 

understanding their environment, business operators gain the information they 

need to understand the present and predict the future (Aguilar 1967). 

In Australia, it would se ental scanning by entrepreneurs is 

frequently informal, as, in 1996, fewer than one in four businesses had a formal 

strategic (19.3%) or business (20.8%) plan (Lattimore, Martyn et al. 1998). Such a 

lack of formality, if undirected (Aguilar 1967), may lead operators to misinterpret the 

“… number and complexity of the variables that can influence future events; and 

the sheer weight and volume of relevant data …” (Aguilar 1967, pp. 8-9) to which 

they are exposed.  

n is boundless” (Aguilar 1967, p. 24) and in 

entrepreneur’s private and organisational network (Aguilar 1967) [see Table 8]. 

2 n m titive strategy as a driver of produ

l executives, therefore, spend nn B n

u ount of e formally an m

Po r 

h  of the m ket or markets in w ic

em that environm

However, “scanning is costly; informatio

reality, an entrepreneur can only hope to process a small proportion of the data that 

pours in from internal and external sources, principally those associated with the 
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Table 8: Aguilar's "Classification of External Information Sources" (1967, p. 66) 

  Outside members  
   Customers 
   Suppliers 

   

Others (e.g., bankers, consultants, 
persons in associated companies 
such as a licensee) 

 sources Nonmembers  
Personal 

   
Outside business and professional 
associates 

   
Others (e.g., chance encounters, 
neighbors) 

Outside 
sources    
  Publications  
   Trade publications 

   Newspapers (and other media*) 

 sources im
Impersonal All other 

personal sources  

   

show, exhibition, scheduled report 
from a consultant or other direct 
perception of an event or condition) 

(e.g., technical conference, trade 

   

  relationship)  

Subordinates ("line" 
or "dotted" 

  Peers  

 sources relationship)  
Personal 

Superiors ("line" or 
"dotted" 

  relationship)  
Others ("diagonal" 

Inside 
sources    

 

Regular and 
general reports and 
notices   

 
Impersonal 

sources  
(e.g., salesman's call report, R&D 
department's monthly progress report) 

  
Scheduled 
meetings  

*Added by author 

The Australian Environment  
In Australia, the politico-legal and economic environments are affected most by 

three tiers of government: Commonwealth, state and local. Australia is a federation 
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of six states and two territories.6 Each state consists of a number of Local 

Government Authorities that govern Local Government Areas. The environment 

faced by an Australian based business is thus affected by its industry, by particular 

ment grants, the provision of infrastructure and assistance with access to 

markets, especially government and international markets; or they can be 

The Queensland Environment 
d subsidies from the Commonwealth to Queensland accounted for 28% 

enue in 1998-99. The balance was derived from the collection of 

global economic forces and, in turn, by the three tiers of government.  

Each tier responds to the one above in terms of its funding and for the laws and 

regulations passed by it. For example, local governments receive their funding from 

local collections from service users and residents as well as from their state’s 

government. Similarly, state and territory governments receive their funding from 

their residents and service users as well as from the Commonwealth Government. 

With respect to laws, Commonwealth law overrides state law and state law 

overrides local regulation.  

Within its constitutional powers, each tier raises and distributes its funds and sets 

laws and regulations for specific purposes; frequently with the aim of boosting 

economic performance. Businesses can thereby benefit from government actions 

via govern

disadvantaged by specific taxes and tariffs, a lack of appropriate infrastructure, or 

through laws that restrict business operations or employment flexibility. To partly 

control for the influence of multiple state laws, this research has been limited to one 

state: Queensland. 

Grants an

of the state’s rev

taxes on the use of goods and the performance of activities (34% of all tax 

                                                 

6 Queensland, New South Wales, Victoria, Tasmania, South Australia and West Australia. There are 
also two territories with particular powers: the Northern Territory and the Australian Capital Territory. 
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revenue), property (32% of all tax revenue), the provision of goods and services 

(12% of all tax revenue of which 69% came from taxes on gambling related 

activities), and from employers’ payroll tax (22% of all tax revenue). 

For all sized businesses in Queensland, the most significant tax contributions to 

state revenue in 1998-99 came from taxes on financial and capital transactions 

($1,003 million) and from employers’ payroll taxes ($960 million) (Doyle 2001). Of 

te Revenue 2003). Of greater 

es were taxes on property and taxes on the use of goods 

and the performance of services, especially vehicle related charges such as motor 

vehicle registration and a subsidy paid by the Queensland Government to suppliers 

of petroleum aimed at reducing the price of fuel, particularly in rural and regional 

centres.  

 limiting the research to four 

segments of the Furniture Industry in Queensland: furniture manufacturing; 

customised on-site furniture construction; furniture wholesaling; and furniture 

Manufacturing 

employing an average of 12.29 employees 

per business (ABS 1999b). The average annual turnover for each manufacturer as 

particular importance to the owner-managers of medium sized businesses was the 

latter tax, although that was not a concern for most small business operators as, at 

that time, the 5% payroll tax was not applied until the annual salary expense for the 

business exceeded $850 thousand (Office of Sta

import to small business

The Furniture Industry 
As each state and local government authority varies in the way it attempts to 

influence economic performance, and because those variations are often targeted 

at specific industries, industry has been controlled by

retailing. 

In 1999, at the time of survey administration, there were approximately 80,100 

manufacturing businesses in Australia 
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at 30th June 1998 was AU$4.0 million (ABS 1999b). Average annual growth was 

12.7% for the period from 1992—93 to 1994—95 and in 1994—95, in excess of 

14% of manufacturers were engaged in exporting product overseas (Lattimore, 

Martyn et al. 1997), making this industry sector an important contributor to the 

national economy. In 1995, 7.1% of major decision-makers in the Manufacturing 

sector were female (Dempster and Dempster 1998). 

With respect to Queensland in 1999, there were approximately 7,700 

manufacturing businesses (ABS 1999b), of which 466, or 6.05% of all Queensland 

manufacturers, were listed by Australia On Disc (Dependable Database Data Pty 

rniture manufacturers/wholesalers.  

In Queensland, there were 15,600 construction businesses in 1999 (ABS 1999b) of 

Wholesale Trade 

 a retailer for 

Ltd 1999) as fu

On-Site Construction 

There were 162,900 Construction businesses in 1999 in Australia, employing a 

mean 3.40 persons per business. However, 58.5% of those businesses were non-

employing. Of the employing businesses, the mean number of employees per 

business was 4.09. Just 1.94% of the major decision-makers in the construction 

industry were female in 1995 (Lattimore, Martyn et al. 1997). 

which 263 (1.7% of all construction businesses) were listed as being in the furniture 

industry (Dependable Database Data Pty Ltd 1999).  

Wholesalers purchase product from a manufacturer and resell it to

final sale to an end user. In Australia, in 1999, there were 62,300 wholesalers 

employing a total of 554,700 persons, a mean employment size of 8.90 (ABS 

1999b). In 1995, 3.8% of the major decision-makers in Wholesale Trade were 

female (Lattimore, Martyn et al. 1997). 
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In Queensland in 1999 there were approximately 15,000 wholesale trade 

businesses (ABS 1999b). However, the number of furniture wholesalers could not 

Retail Trade 

Retailers are the final step in the distribution chain and sell product directly to end-

users. In 1999, there were approximately 155,500 retail trade businesses in 

Australia employing a total of 1,219,500 persons; an average of 7.84 per business 

(ABS 1999b). Average annual sales per business in 1998 were AU$1.3 million. 

Average annual growth was 10.5% for the period 1992-93 to 1994-95 (Lattimore, 

Martyn et al. 1997). In 1995, 13.8% of major decision-makers in the retail sector 

were female (Lattimore, Martyn et al. 1997). 

In Queensland in 1999 there were approximately 31,600 retail trade businesses 

(ABS 1999b), of which 536 (1.7% of all retailers) were listed by Australia On Disc 

(Dependable Database Data Pty Ltd 1999) as furniture retailers. 

Implications Of Business Context To This Research 
As stated earlier, context is important to the formation of each owner’s 

characteristics and, subsequently, to the development of their values and 

expectations; values and expectations that, in turn, affect the choices made for the 

business. Context is also important in that, at any point in time, it affects a business 

be determined from Australia On Disk as the relevant listing partially combined 

manufacturers and wholesalers into a single category. However, as the total 

number of furniture businesses in Queensland was 1,501, it has been estimated 

that 236 were wholesalers, meaning that the approximate proportion of 

Queensland wholesalers that were in the furniture industry at that time was 1.6%, a 

proportion that coincides closely with the sector’s 1.7% representations in 

construction and retail trade. 
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and its environment and thereby e strategic options available to 

management.  

 acts to constrain th

To ensure that all business owner-managers surveyed were subject, as much as 

was possible given budgetary constraints, to the same contextual variables, the 

influences of local law and industry were controlled. To achieve that, this research 

was limited to the researcher’s resident state of Queensland. Industry was also 

tightly defined to allow for a partial replication of Kotey’s (1994) research into the 

furniture industry in New South Wales. A more detailed discussion of the 

methodology used for this research follows.  
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Chapter 4 
Methodology 

In previous chapters, the literature concerning entrepreneurs, their characteristics, 

values and expectations has been reviewed and the scope of management 

practices available for selection discussed. The existing context for the furniture 

industry in Queensland in 1999 was also discussed. The following, therefore, 

presents a hypothesised relationship between an entrepreneur’s characteristics, 

values and expectations, management practices and business performance within 

a controlled contextual framework.  The detailed methodology used for this 

research is described.   

Conceptual Model 

Context
(Controlled for industry [Furniture] and location [Queensland])

Attributed
Characteristics

Values and
Expectations

Management
Practices

Business
Performance

Attained
Characteristics

 
Figure 6: Proposed relationships between entrepreneurs’ characteristics, values and expectations, 

practices and business performance in the context of the SME in the furniture industry in 

Based upon works of Rockeach (1973), Bamberger (1983) [Figure 4], Kotey and 

Meredith (1997) [Figure 2], and Coope

between their values and expectations and management practices and between their management 

Queensland. 

r (1998) [Figure 3], the conceptual model 

shown above, which outlines the way in which individual characteristics, values and 
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expectations influence organisational performance [Figure 6], has provided the 

basis of this research. Although partially a replication of Kotey’s (1994) study, this 

research extends that work to various parts of the Furniture industry in Queensland. 

It therefore is controlled for both industry and state influences. In addition, this 

study furthered Kotey’s work by adding n-Ach (McClelland 1962; Alderfer 1972) 

and locus of control (Rotter 1971) measures, plus an array of variables that sought 

data on attributed and attained characteristics not canvassed by Kotey. By so 

doing, this research could effectively be used to analyse the impact on the choice 

of management practices of a range of attained and achieved characteristics, 

Research Design 

On the face of it, the model presented in Figure 6 looks to be very much like a Path 

Diagram which explicitly presents the proposed relationships between a number of 

variables in non-experimental conditions (Joreskog and Sorbom 1999). Once 

values and expectations of entrepreneurs.  

The overall research design is quasi experimental and multi-factorial. It is therefore 

largely quantitative and deductive, rather than qualitative and interpretive (Glaser 

and Strauss 1967; Locke 2001). However, limited, unprompted qualitative data 

were sought via a single open-ended question, (Question 46), which provided an 

opportunity for respondents to offer some explanation of contextual issues. Data so 

gathered were subjected to textual analysis (Silverman 1995) and, where useful, 

used to help explain some findings. 

specified, Structural Equation Modelling may then be used to establish whether the 

proposed relationships (or paths) between the variables are empirically supported 

in terms of whether or not significantly large parameters are found to exist between 

the variables. Mathematically, these parameters are essentially defined in terms of 

correlation and regression coefficients. 
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However, Figure 6 is not a Path Diagram because it does not present a 

hypothetical set of relationships between 6 variables that may be explained in 

terms of 8 parameters. Rather, it presents a hypothetical set of relationships 

between 6 sets of variables each of which (e.g., “Values”) consists of a multitude of 

individual variables. Figure 6, therefore, represents a hypothetical set of 

relationships between dozens of variables and dozens of parameters. If one were 

to draw the relationships between individual variables that are implied within that 

model, the Path Diagram and associated Structural Model would be very 

complicated indeed. 

Covariances (like correlations) are less stable when they are estimated from small 

samples (Boomsma 1983). Structural Equation Modelling is based on covariances. 

When estimating the number of cases necessary to conduct Structural Equation 

However, the structural model implied by Figure 6 cannot be described as “small to 

medium sized”. In the circumstances then, Structural Equation Modelling is an 

inappropri

study. Ins

investigate the relationships between variables. 

The relationship of context variables to the other sets of variables presented in 

Figure 

between enterprises in terms of context variables has been controlled as much as 

possible by limiting sample selection to the State of Queensland and to SME 

Modelling, the important ratio is that of the number of cases to the number of 

parameters (rather than to the number of variables). The number of parameters 

often exceeds the number of variables. Boomsma (1983) proposed that in many 

cases, a sample size of about 200 is adequate for small to medium sized models. 

ate tool and has not been used to examine the data collected in this 

tead, the model described by Figure 6 has been used as a guide to 

6 is beyond the scope of this study. However, the influence of variation 

businesses in the Furniture industry.  
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That leaves five sets of relationships to be investigated: first, that variables 

reneurs; forth, that variables 

representing the values and expectations of entrepreneurs will impact upon 

variables describing management practices; and fifth, that variables representing 

ata included: 

a) ABS: for time series data on regional and industry demographics; 

and 

al. 1998); 

c) The Small Enterprise Association of Australia and New Zealand 

sources of published Australian research in the areas of interest; 

e) various Australian and overseas business publications; and 

representing attributed characteristics will impact upon variables representing 

attained characteristics; second, the attained characteristics will impact upon 

variables representing the values and expectations of entrepreneurs; third, that 

variables representing attributed characteristics will also impact upon variables 

representing the values and expectations of entrep

management practices will impact upon variables representing indices of business 

performance. The connections of those relationships to the twenty hypotheses 

developed for this research are detailed in Table 7 (pp. 42-50).  

Secondary Research 
In preparation for the analysis of survey responses, extensive secondary research 

was undertaken to gather publicly available data on small business performance in 

Queensland. The data gathered was used to develop a series of benchmarks 

against which participant responses were contrasted. Sources of d

b) The Industry Commission and the Department of Industry, Science 

Technology (IC & DIST): for the results of their 5-year Small Business 

Research Program (Lattimore, Martyn et al. 1997; Lattimore, Martyn et 

(SEAANZ); and 

d) The Institute of Industrial Economics, University of Newcastle as reliable 

f) selected Internet sites. 

Data were assessed for standard, relevance and recency and then made coherent 

in preparation for use as support for primary findings. 
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Validity and Reliability 
Cook and Campbell (1976) described four types of validity that a researcher must 

consider when designing and evaluating their research: internal validity; construct 

validity; external validity, and statistical validity. The following procedures and 

development stage. A pilot study was conducted. Ten entrepreneurs in SME’s on 

the Gold Coast were interviewed to identify and correct problems related to the 

proposed survey instrument. Each entrepreneur was interviewed for an average 45 

minutes. In particular, the interview sought to verify clarity of the understanding by 

urniture industry. One possible outcome from the 

imposition of such a limitation is to reduce external validity; that is, to reduce the 

degree to which the findings of the research can be generalised to other situations. 

Apart from industry, another key factor considered for the survey was the 

geographic location of the sample. Laws and policies affecting the environment in 

which SME’s operate vary markedly between states within Australia. Such a 

variation had been considered by Kotey (1994) to be likely to increase the error 

design techniques were used to reduce error, to ensure internal, construct and 

statistical reliability, and to optimise external validity:  

Entrepreneur Interviews 

To enhance reliability of the instrument used, material was pre-tested in the survey 

entrepreneurs of the questions posed and to identify those questions that might be 

resisted. As a result of the interviews, a number of minor changes were made to 

the wording of questions to improve clarity for those in the furniture industry in 

Queensland and to improve the instrument’s construct reliability.  

Sample Construction 

Cooper and Dunkelberg (1981) found that entrepreneurs differed across industries. 

To control for such differences and thereby strengthen its internal validity, this study 

was limited to businesses in the f
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unaccounted for in a study such as this and, as a consequence, Kotey’s study was 

phic location of the 

the need to continue to control for state influences, the sample 

selected for study was limited to the State of Queensland. 

eration was business size. It was thoug ore likely that a 

n SME would be engaged in the day to day management of the 

t only a very small proportion of large businesses would be being 

e business owner(s). Even if a large business s being managed 

so thought that the probable im t of the owner’s 

and expectations on the performance of the business would 

ded by the presence of other management. As a consequence, 

er than 200 employees were ted for analysis. 

To ensure that the sample of recipients was drawn from an up-to-date database, 

the then current Business version of Australia-on-Disc (Dependable Database Data 

Pty Ltd 1999) was used to extract lists of business names and addresses from 

limited to New South Wales. In this case, due to the geogra

author and to 

The third consid ht m

business owner of a

business and tha

managed by th  wa

by an owner, it was al pac

characteristics, values 

be heavily confoun

only those businesses with few  selec

furniture industry members. Queensland businesses listed under the classifications 

of Furniture: Wholesalers and Manufacturers, Furniture: Restoration and Repairs, 

Furniture: Retailing, Furniture: Assemblers, Furniture: Outdoor, Furniture: Metal, 

Furniture: Cane and/or Wicker, and Furniture: Custom Builders were identified 

(Dependable Database Data Pty Ltd 1999). The number of entries in each 

classification is listed in Table 9.  
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Table 9: Queensland furniture businesses by Australia O
classification. 

n Disc (Nov 1999) 

Classification No. of Businesses 
Furniture: Wholesalers and Manufacturers 278 

Furniture: Restoration and Repairs  178 

Furniture: Retailing, 536 

Furniture: Assemblers, 5 

Furniture: Outdoor, 150 

Furniture: Metal, 25 

Furniture: Cane and/or Wicker, 66 

Furniture: Custom Builders 263 

Total business entries 1,501 

Less: businesses duplicated across 

classifications 

(431) 

Total population of businesses 1,070 

 

It is common for businesses to list in multiple Yellow Pages™ classifications. 

,070.  

anisations (Posadas and Blackman 1996) 

or f c

would b

Australia On Disc is a database derived from Yellow Pages™ entries. It was 

therefore necessary to exclude duplicate entries prior using the database as a 

mailing list to ensure that each business only appeared once. Following that 

deduplication, the database consisted of 1,070 businesses. That is, the total 

population of businesses listed as being in the furniture industry in 

Queensland at the time of this research in May 1999 was 1

It was expected that up to 7% of those businesses, or 75 businesses, would be 

either the regional branches of large org

ran hises (Lattimore, Martyn et al. 1997) and that up to 18% (193 businesses) 

e “dead listings” (Holmes, Dunstan et al. 1994). The predicted population of 
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SME’s 

the tota

Response Rate Optimisation 

During June and July 1999, a survey with a covering letter addressed to the owner-

ma

databa st the response rate, a Reply Paid envelope was enclosed with 

eac u

were in

Despite used for the main survey to ensure 

 quickly and in a tightly controlled manner. The advantages 

analyses, and so that confident inferences could be drawn from the data, it was 

necessary to send surveys to all 1,070 identified businesses.  

The following strategies were used to maximise the response rate of the mail 

surveys and so bolster external validity: 

• Response rates to mail surveys increase extensively if respondents have a 

stake in the results (Judd, Smith and Kidder 1991). A covering letter that 

motivated recipients to respond by assuring confidentiality, offered eventual 

in the furniture industry in Queensland, therefore, was 802; that is, 75% of 

l number of businesses in the industry. 

nager (see Appendix B), was then forwarded by mail to each business on the 

se. To boo

h s rvey, the survey form was coloured to increase its visibility and respondents 

vited to participate in a prize draw.  

 its shortcomings, a mail survey was 

that data were collected

of a mail survey include increased reliability of responses by eliminating bias and 

error that might be introduced inadvertently by personal interviewers. However, the 

disadvantages of mail surveys are that they generally have lower response rates 

than do telephone or personal interviews and may be more expensive to conduct 

(Alreck and Settle 1995).  

A response rate of between 5% and 39% might be expected from a mail survey of 

this type (Alreck and Settle 1995; Gartner 1997; Kotey and Meredith 1997; Watson, 

Woodliff, Newby and McDowell 1999; Venkatesan and Souter 2001; Dennis Jnr 

2003). Therefore, to ensure that sufficient data were collected to allow in-depth 
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access to collated results, and which emphasised the importance of 

was therefore included with 

• Lightly coloured paper was chosen for the survey form to increase its 

visibility. 

• Given the closeness of the survey to the end of 1999, participants were 

invited to take part i  for Champag 50 to 

celebrate their entry to the year 2000. 

urvey Construction 

e result is obtained from multiple 

individual responses to the study’s outcomes 

each survey form.  

• A Reply Paid envelope was enclosed to minimise cost to respondents. 

n a prize draw ne to the value of $2

S

A reliable instrument is one where the sam

applications (de Vaas 1995). To maximise reliability of the instrument used, the 

approach to survey construction included: framing each question tightly and clearly 

to reduce ambiguity and avoid any demand bias; sequencing onerous questions 

towards the end of the survey; keeping open questions to a minimum; devising 

response scales that were likely to increase the variability of response, thereby 

ensuring high statistical value from the data; in addition to questions tapping into 

key issues, the inclusion of questions that provided a profile of respondents, 

enabling the detection of response differences across demographic characteristics. 
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Operationalisation: Variable-Question Association 

Characteristics of Entrepreneurs 

Table 10: Variables – Characteristics of entrepreneurs 
Type of Characteristic Characteristic Survey Question 

Attributed Age Part A: Q1 

 Gender Part A: Q2 

 Ethnicity Part A: Q3-Q9 

 Family influence Part A: Q10-Q20; Q36(b)  

 Highest qualification Pa

ce Part B: Q30; Q32(b); Q34 

Attained rt A: Q21-Q27 

 Industry/business experien

Values and Expectations of Entrepreneurs 

gave to 

od chosen to measure the epreneurs 

 semantic differential technique described by England (1975) and modified 

dition to that scale, a second scale  was 

(Q43). Working from a base scale adapted by Robbins (1989) from 

172) “Episodic Desire Measures 43 asked 

icate the level of importance given to ea nal needs. 

) was computed by tabulating the scores from 5 of 

es. With a scale of the type developed fo construct 

n is an issue (Nunnally and Bernstein 1994). studying 

to a 

broader class of measures that legitimately employ the same name” (Nunnally and 

Bernstein 1994, p. 85). An indicator of the construct validity of the computed 

measure n-Ach was found in the relationship between the computed n-Ach score 

Question 42 asked respondents to indicate the level of importance they 

each of 28 values. The meth values of entr

was the

by Kotey (1994). In ad  to measure n-Ach

inserted 

Alderfer’s (1972, p. ”, Question 

respondents to ind ch of 15 perso

Need for achievement (n-Ach

Alderfer’s measur r this purpose, 

validatio “The goal of 

constructs is to employ one or more measures whose results generalize 
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and the importance given by respondents to the personal value ‘Achievement’, 

r=.511, p <.0005.  

tion 44 included a shortened 10-item version Robbins (1989) of Rotter’s 

 scale. Of possible concern here was th

Rotter’s original scale, internal and construct validity may suffer. To 

itor those possible impacts, Chronbach’s alpha testin  priori. A 

 for criterion validity is that the results close  of other 

ers. To that end, Kotey’s (1994) has provided a be

ons of entrepreneurs 
 

Ques

(1971) 29 item I-E at, by using a shortened 

version of 

mon g was used a

possible check ly reflect those

research nchmark. 

Table 11: Variables –Values and expectati
Value Survey Question

n-Ach (McClelland 1961; scale adapted from Alderfer 1972) 43 Part C: Q42, L1; Q

Locus of control (Rotter 1971; Robbins 1989) 44 

ess 

eedom) 

Equality Part C: Q42, L5 

Part C: Q42, L6 

Compassion Part C: Q42, L14 

Part C: Q42,L2; Q

Ambition Part C: Q42, L3 

Aggressiven Part C: Q42, L4 

Autonomy (independence, fr Part C: Q42, L2 

Power (authority, influence) 

Creativity Part C: Q42, L7 

Money (material success) Part C: Q42, L8 

Energy (good health) Part C: Q42, L9 

Prestige (dignity, status, recognition) Part C: Q42, L10 

Security (family, job) Part C: Q42, L11 

Religion Part C: Q42, L12 

Pleasure (leisure) Part C: Q42, L13 
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Table 11 (cont): Variables – Values and expectations of entrepreneurs 
Value Survey Question 

Loyalty Part C: Q42, L15 

Trust Part C: Q42, L16 

Part C: Q42, L17 

Part C: Q42, L18 

Part C: Q42, L19 

National security rt C: Q42, L20 

Social protection (government assistance) Part C: Q42, L22 

sonal development) 

 Q42, L25 

rt C: Q42, L26 

Hard work Part C: Q42, L27 

Optimism Part C: Q42, L28 

Competence (ability) 

Competition 

Risk 

Pa

Affection Part C: Q42, L21 

Growth (per Part C: Q42, L23 

Innovation Part C: Q42, L24 

Honesty Part C:

Responsibility Pa

Management Practices 

Question 39, which asked respondents to indicate their intentions for their business 

in the following 3 years, was a slightly modified version of a question originally used 

by the ABS in its “Business Growth and Performance Survey 1994/95” (Lattimore, 

Martyn et al. 1997). The original question consisted of 11 items. Whilst the general 

theme of the question was maintained for this study, the number of components 

was reduced from 11 to 10 to provide a scale of 5 negative and 5 positive 

intentions. Also, the wording of some components was modified to improve clarity. 

Question 45 was effectively the same scale used by Kotey (1994), that in turn had 

been derived from the competitive tactics instrument developed by Slevin and 

Covin (1987) that asked respondents to indicate the extent to which they had used 
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each of 50 management practices/strategies during the preceding year. Table 12 

shows the relationships between practice type and question number. 

Table 12: Variables - Management Practices 
Management Practice Survey Question 

Path to business ownership Part B: Q31 

Intentions for the business Part B: Q39; Q40 

Propensity to plan Part B: Q38;  

Part D: Q45: L38-L48 

Strategic marketing of products/services Part D: Q45: L11, L19-20, L22-L32, L36, L49-

L50 

Innovation Part D: Q45: L5-L10 

Financial control Part D: Q45: L1-L4, L21, L33-L35, L37 

Participative management Part D: Q45: L12, L15-L18 

Use of external advisers Part D: Q45: L13-L14 

Business Performance 

Measurement of organisational performance using economic data is often difficult 

with privately held firms, largely because the owners are the sole controllers of the 

information and are sensitive about releasing it (Dess and Robinson 1984). As well, 

the profitability of a small business is not considered a reliable measure of 

performance, as the way in which profit is distributed will tend to vary with the 

of the owner-manager, with the asset structure of the business taxation obligations 

(Gibson 2002), and with the owner’s intentions for the business (Davidsson 1995; 

Krueger, Reilly and Carsrud 2000; Kennedy and Drennan 2002).  

Using a modified version of an instrument developed by Gupta and Govindarajan, 

Dess and Robinson (1984) reported strong and statistically significant relationships 

between the subjective comparative assessments of the 5-year performance of 18 

businesses by their top management against other similar businesses in their 

industries, and the objective measures of return on assets and sales growth. 
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Cooper (1998) suggested that the degree to which an entrepreneur was satisfied 

may influence future investment decisions in the business and Watson (2001) 

argued that, as many of the reasons given for entering a business are non-financial 

(Stanworth and Curran 1976; Cooper 1993), “…non-financial performance 

indicators (such as owner satisfaction) should be included in any assessment of 

 indicate the degree to which their personal income had changed 

during the period from 1998 to 1999. Another is the gap between the objectives 

held by the owner-manager for the business and the degree to which he or she is 

satisfied with the achievement of those objectives (Watson 2001). Using scales 

developed by Kotey (1994) that were themselves based on the “Goals of Business 

Organizations” described by England (1967b), Question 40 therefore asked 

respondents to identify the importance given to each of 8 common business 

objectives, whilst Question 41 asked them to identify their satisfaction with their 

enterprise’s performance against each of those objectives over the previous 3 

years and to identify their overall degree of satisfaction with the performance of 

their business. 

Data Analysis 
Quantitative and qualitative data were analysed using SPSS for Windows™ version 

10.5. For variables identified as potential error sources, covariance techniques 

were utilised to partial out error sources prior to analysis and confounding variables 

were removed iteratively. To minimise the impact of random error, split-half 

analysis was used. SPPS “Factor Analysis” was used to reduce the number of 

values and management practices variables to the principal components for each 

scale. Two new variables measuring business performance were derived from the 

SME performance” (Watson 2001, p. 55). 

One such possible measure of performance is the degree of change in the 

remuneration of an owner-manager over time. Question 37 therefore asked 

respondents to
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data. Multiple linear regressions and discriminant function analyses were employed 

to describe the relationships between each set of variables in the Research Model. 

A pictorial summ e 19. Qualitative 

data gathered from responses to the open question “Do you have any comments 

dd?” (Q46) were subjected to textual analysis.  

ary of those relationships can be found in Figur

you would like to a

The following chapter details the results of this research and describes in detail the 

analyses used and the methods employed to create two new instruments for 

measuring the positiveness of intended management practices and business 

performance.  
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Chapter 5 
Results 

Survey sample and responses

Introduction 
As indicated in the preceding chapter, the model represented as Figure 7, 

replicated below, determined the direction for this research. Following in this 

chapter, the research results are detailed and the analyses used and the methods 

employed to create two new instruments for measuring the positiveness of 

intended management practices and business performance are described. 

Context
(Controlled for industry [Furniture] and location [Queensland])

Attributed
Characteristics

Values and
Expectations

Management
Practices

Business
Performance

Attained
Characteristics

 
Figure 7: Proposed relationships between entrepreneurs’ characteristics, values and expectations, 
between their values and expectations and management practices and between their management 
practices and business performance in the context of the SME in the furniture industry in 
Queensland. 

Response Rate 

Of the original sample of 1,070 businesses, 80 (7.48%) were returned as “dead 

listings”, significantly below the number expected. Of the adjusted sample of 990, 

207 useable responses were received, 168 (81.2%) from male owner-managers 
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and 39 (18.8%) from female owner-managers; an overall response rate of 20.9% 

and within the response rate range predicted. Of the 207, 184 (88.9%) employed 

fewer than 20 employees and 205 employed fewer than 200 employees. Unless 

otherwise stated, subsequent analyses were limited to that latter group of 205 

SME’s. All responses were for businesses operating in Queensland and the usable 

responses represented 25.6% of the predicted population of SME’s in the furniture 

industry in Queensland. 

total 

number of responses may be less than 205. The difference in each cas  

Demographics 
Industry 

ck question, 32(a), asked: Mostly, in which industry is this business? A total of 

99 respondents answered that question. However, responses varied according to 

scribed in Figure 8; from “Primary Production” to “Furniture 

As a number of respondents did not answer all questions, for some tables the 

e equates

to the number of non-responses to the particular question.  

A che

1

the perception of the respondent: most indicating the position of their business in 

the distribution chain (e.g. manufacturer; wholesaler), but others indicating the 

activity of the business (e.g. metalwork, carpentry). Follow-up telephone calls to the 

latter group enabled each response to be categorised according to its position in 

the distribution chain de

Retail”.  
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Furniture
Manufacture

Customised/onsite
construction

Furniture
Wholesale

Furniture
Retail ConsumerPrimary

Production

 

Figure 8: Furniture industry marketing channels. 

Table 13: Frequency and proportion of responses by industry. 

 
Industry segment No of Responses Percentage of all 

responses
Primary Production 6 3.0 

Furniture Manufacturing 73 36.7 

Custom (Onsite) Furniture Construction 56 28.1 

Furniture Wholesale 19 9.5 

Furniture Retail 45 22.6 

Totals 199 100 

 
iven the small number of respondents that fell into the “Primary Production” 

limited 

ns of ondents categorised the 4 segm s of “Furniture 

anufacturing”,  Wholesale”, “C  (Onsite) F re Constru  

re R

 the next sectio dings for each e  of the res hav  

bed. Imme  following is a descrip  of a profile entrepreneurs  

rms of their attributed and attained characteristics and a list of those core 

G

category, subsequent analyses related to industry have been to 

compariso  resp in ent

M “Furniture ustom urnitu ction”

and “Furnitu etail”.  

In ns, the fin lement earch model e been

descri diately tion  of  in

te

characteristics worthy of additional analysis.  
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Characteristics of entrepreneurs 

Attributed Characteristics 
Age and Gender 

The age of respondents ranged from 25.72 years to 73.39 years. The mean age 

was 45.78 years, SD=8.81 years. 

There were approximately four times as many male owners (81.0%) as there were 

female owners (19.0%). This ratio is in line with the findings of other researchers for 

similar industries in Australia (Souter and Still 2000; Watson 2001; Watson 2003). 

are the mean ages of male and 

male respondents. The mean age of male re s, M = 46.58, S  

M = 42.39,  

 p < .05.  

nd proportion of the sexes by ind

Gender 

Analysis of Variance (ANOVA) was used to comp

fe spondent D = 8.69,

was found to be significantly higher than that of female respondents, SD

= 8.57, F(1,202) = 7.39,

Table 14: Frequency a ustry sector. 

  Male Female Total 
Manufacturing Count 17 

n 36.4% 43.6% 37.8% 

holesale Count 17 2 19 

 Proportion 11.0% 5.1% 9.8% 

Construction Count 50 6 56 

 Proportion 32.5% 15.4% 29.0% 

Retail Count 31 14 45 

Proportion 100% 100% 100% 

56 73 

 Proportio

W

 Proportion 20.1% 35.9% 23.3% 

Total Count 154 39 193 

 

A significant relationship was found between Gender and industry segment, χ(3)
2 = 

7.982, p < .05. As can be seen from Table 14, females were disproportionately 

likely not to be in construction and disproportionately likely to be in retail.  
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The Origin of Respondents and Their Families 

Six questions related to the country of origin of the respondent and the 

respondent’s family. Question 3 asked “In which country were you born”, Question 

6 asked “Mostly in which country did you spend the first 12 years of your life?”, 

Question 7 asked, “Mostly in which country did you spend the next 6 years of your 

life?” Question 27a asked, “Mostly, in which country did you attend high school?” 

sed 

in Table 15. 

rigin for respondents and their families 

 Australia Overseas 
169 (82.4%) 36 (17

Question 4 asked for the country of birth of the respondent’s father, and question 5 

asked the same of the mother. The responses to these questions are summari

Table 15: Place of o

Country of birth .6%) 

Location 1-12 years of age 173 (84.4%) 32 (15

ge 183 (89.3%) 22 (10

ocation of Education 178 (89.0%) 22 (11.0%) 

63 (30.7%) 

.6%) 

Location 13-18 years of a .7%) 

L

Father’s birthplace 142 (69.3%) 

Mother’s birthplace 153 (74.6%) 52 (25.4%) 

Both Parents born overseas  48 (23.4%) 

 

As Table 15 shows, 17.6% of the sample was born overseas, but 89.0% of the 

sample responded that they primarily attended high school within Australia. With 

respect to the origins of respondents’ parents, 30.7% replied that their father had 

been born overseas and 25.4% that their mother had been born overseas. Forty-

two of the participants (23.4%) reported that both of their parents had been born 

overseas.  

Siblings 

Four questions were asked regarding the number of siblings and their 

characteristics. Question 9 asked, “Were you an only child?” Question 10 asked, 
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“How many of your brothers were in your home when you were growing up?” 

n 12 asked, 

“How many older brothers and/or sisters did you have in your home when  

growing up?” To determine the total number of siblings in the home when the 

respondent was growing up, a new variable was created by the simple linear 

addition of Questions 10 and 11. 

ight participants (3.9%) responded that they had been an only child. The 

Table 16: The number, gender and comparative age group of the siblings of respondents. 

Minimum Maximum M SD 

Question 11 asked the same question with respect to sisters. Questio

you were

E

responses to the other questions relating to siblings are presented in Table 16. 

 
Number of brothers 0 11 1.60 1.47 

Number of sisters 0 9 1.38 1.34 

Number of older siblings 0 12 1.34 1.66 

Total number of siblings 0 17 2.97 2.10 

 

Business Experience Of The Families Of Respondents 

6 asked, “Has your fath  owned rated a business?” and 

18 asked the same for the respondent’s mother and, respectively, 

ent’s siblings. asis o s to items 16 and 17, a 

ble was generated that de cribed  or not either of the 

to these items are 

presented in Table 17. 

Question 1 er ever and ope

questions 17 and 

any of the respond  On the b f response

new varia s  whether

respondent’s parents had owned a business. The responses 
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Table 17: The business ownership experience of respondents' parents and siblings. 

business 
 Had owned and operated a business Had not owned and operated a 

Father 120 (58.5%) 85 (41.5%) 

Mother 57 (26.1%) 147 (72.1%) 

) 

92 (46.0%) 

Either parent 126 (61.5%) 79 (38.5%

Any sibling 108 (54.0%) 

 
The majority (58.5%) of the respondents’ fathers had owned and operated a 

business at some point and 26.1% of mothers had owned and operated a 

business.  

Parent Occupation 

Questions 14 and 15, respectively, asked for the main occupation of the 

respondent’s father and mother. A summary of the responses to those questions is 

presented in Table 18. 

Table 18: Parents' occupations. 

 Fathers Mothers 
No occupation  1 (0.5%)   2 (1.0%) 

Unskilled: “Blue Collar” 58 (28.4%)  21 (10.2%) 

Unskilled: “White Collar” 21 (10.3%)  21 (10.2%) 

Manager 29 (14.2%)  10 (4.9%) 

Skilled professional 15 (7.4%)  

Home duties  132 (64.4%) 

Farmer 30 (14.7%)   5 (2.4%) 

Skilled vocation  9 (4.4%)  12 (5.9%) 

Skilled trade 41(20.1%)   2 (1.0%) 

Total 204 (100%) 205 (100%) 

A new variable was produced on the basis of the responses to items 14 and 15. 

This new variable indicated whether the respondent came from a background 

where either one or both parents fell into one of the ‘skilled’ categories (farmer, 

  75 
 



 

skilled vocation, skilled trade, manager, or skilled professional), or neither parent 

fell into a ‘skilled’ category. One hundred and twenty nine (62.9%) respondents had 

one or more parents falling into a skilled category, and 76 (37.1%) respondents had 

ossible Confounding Influences of In y Sector o istribution

ith Particular Attributed Characteristics  

Apart from the significant relationship between industry sector and Gender 

found industry 

uted characteri ondent ag 88)=.772  

arents had been erseas, χ , p >.05; the total 

siblings of the respondents, F(3, 81) = .31 5; whether or no  

 parent had owned and operat ess, χ(3)  > .05; or whether 

r not one of the respondents parents was skilled, χ(3)
2 = 2.938, p > .05; indicating 

ent 

Attained Characteristics 

Eleven questions that related to education were presented to participants. Question 

22 asked, “How many years of full-time high school did you complete?” Responses 

to this item ranged from 0 to 6 years, with a mean of 3.90 years, SD = 1.45. 

Seventy six (37.8%) participants responded that they had completed 5 or more 

neither parent falling into a skilled category.  

P dustr n the D  of 

Respondents w

mentioned earlier, no significant differences were between segment 

and the other attrib stics: resp e, F(3,1 , p >.05;

whether or not both p  born ov (3)
2 = .772

number of 1 1, p > .0 t

either ed a busin 2 = 5.988, p

o

that for those characteristics, the sector of the industry from which the respond

came was not a confounding influence. 

Education 

years of high school.  

Question 24a asked, “To date, what has been your highest educational 

qualification?” Questions 19 and 20 asked the same question of the respondent’s 

father and mother, respectively.  
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From Table 19, 44.3% of respondents had completed qualifications beyond school, 

whereas 21.5% of respondents’ fathers and 9.5% of respondents’ mothers had 

attained such qualifications.  

Table 19: Highest education levels achieved by respondents and their parents. 

 Own Father Mother 

Primary school 13 (6.5%) 79 (39.5%) 60 (29.9%) 

School Certificate 61 (30.3%) 58 (29.0%) 90 (44.8%) 

Higher School Certificate 38 (18.9%) 22 (11.0%) 32 (15.9%) 

Certificate/Diploma 64 (31.8%) 29 (14.5%) 14 (7.0%) 

Und a 20 (10.0%)  8 (4.0%)  4 (2.0%) 

Hon  5 (2.5%)  3 (1.5%)  1 (0.5%) 

Doctorate 

Total 201 (100%) 200 (100%) 201 (100%) 

ergr duate degree 

ours/Masters degree 

  1 (0.5%)  

 

Possible Confounding Influences of Industry Sector on the Distribution of 

Respondents with Particular Attained Characteristics  

No significant differences were found between the four industry sectors in terms of 

the number of years the respondents spent at high school, F(3,185) = .535, p > .05; 

the  

bus

those characteristics, the sector of the industry from which the respondent came 

Selected Variables For The Analysis Of Relationships Between 
Th
Entrepreneurs 

ttributed or Attained (Crook 1997). Some, but not all, 

of those variables have been used to examine relationships with entrepreneurs’ 

 education level of respondents, χ(15)
2 = 11.366, p > .05; or the number of prior

inesses owned by the respondents, F(3,188) = .364, p > .05; indicating that for 

was not a confounding influence. 

e Attributed And Attained Characteristics And Values Of 

In the preceding sections variables have been labelled as representing 

characteristics that are either A
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valu er 

analyses, seve  representing 

Attained Characteristics, was undertaken on the basis of two criteria: firstly, there 

ted. The following 

presents a list of those seven Attributed and two Attained characteristics selected: 

S lected Attributed Characteristics Va

1. Age (Question 1); 

r (Question

 of birth estion 3, d dichoto y – “Aus ” or 

eas”); 

ariable – “parregio” – formed from Q4 

7. Total number of siblings (new variable – “siblingn” – formed from Q10 and 

Q11). 

1. Highest qualification (Question 24a); 

2. Location of education (new variable “education” formed from Question 27a). 

characteristics are examined. 

es and expectations. The selection of nine variables to be used in furth

n representing Attributed Characteristics and two

needed to be a reasonable degree of variation within the variable; and secondly, 

when several variables provided measures within the same domain (for example, 

there were a number of items relating to siblings) one was selec

e riables 

2. Gende  2); 

3. Country  (Qu score mousl tralia

“overs

4. Both parents born overseas (new v

and Q5); 

5. Either parent ever owned and operated a business (new variable – 

“parent_o” - formed from Q16 and Q17); 

6. Either parent skilled (new variable – “skilled” – formed from Q14 and Q15). 

Selected Attained Characteristics Variables 

In the following section, the relationships between Attributed and Attained 
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Relationships between attributed and attained 
characteristics of entrepreneurs 

Correlations between the Attributed Characteristics – age, gender, own birthplace, 

Table 20: Correlations between the Attributed and Attained Characteristics of entrepreneurs. 

both parents overseas born, either parent an owner-manager, whether either 

parent was skilled, and total siblings – and the Attained Characteristics – highest 

qualification and location of education – are shown in Table 20.  

 Attained Characteristics 
Attributed 

s 
Highest qualification

Characteristic
Location of education

 r Sig. r Sig. 
Age -.075 .294 

8** .000 
Both parents 
overseas born 

.169* .016 .605** .000 

Either parent an 
ager 

.051 .468 -.149* .036 

Parents skilled .236** .001 .137 .053 
l siblings -.130 .071 -.122 .091 

.203** .004 
Gender -.168* .017 -.007 .918 
Own birthplace .134 .058 .74

owner-man

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

tion is significant at the 0.05 level (2-taile
 

fication was positively correla ith whether b arents were b

or parent was in 

skilled occupation, r=.236, p <.005, but was negatively correlated with the 

respondent being female, r=-.168, p <.05. Location of a respondent’s education 

was positively correlated with their age, r=.203, p <.01, their own birthplace being 

overseas, r=.748, p <.0005, and with whether both parents had been born 

overseas, r=.605, p <.0005, but was negatively correlated with whether either 

ether either 

* Correla d) 

Highest Quali ted w oth p orn 

overseas, r=.169, p <.05, and with whether or not one either a 

parent had been an owner-manager of a business, r=-.149, p <.05. 

Regression Analysis 

A single multiple linear regression analysis was conducted to examine the 

relationship between the Attributed Characteristics – age, gender, own birthplace, 

both parents overseas born, either parent an owner-manager, wh
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parent was skilled, and total siblings – and the Attained Characteristic “highest 

qualification”. 

A significant relationship, R = .349, R2 = .121, was found between the set of 

predictor variables (Attributed Characteristics) and the “highest qualification” of 

respondents, F(7,185) = 3.655, p<.005. The individual regression coefficients and 

associated probabilities from that analysis presented in Table 21 show that gender, 

t = -2.606, p <.05, and whether one or either of the parents were in a skilled 

occupation, t = 2.569, p < .05, each contributed unique variability to the 

relationship. 

Table 21: Individual regression coefficients and probabilities between a modified set of Attributed 
Characteristics and the Attained Characteristic “Highest Qualification”. 

 Standardised 
Coefficients Beta 

t Sig. 

(Constant)  6.905 .000 

Age -.138 -1.878  

G 88 -2.606  

O .180 

Both parents born overseas .148 1.458  

Either parent an owner-manager .572 

Parents skilled .183 2.569 .011 

Total siblings -.089 -1.264 .208 

.062

ender -.1 .010

wn birthplace .018 .857 

.147

.041 .568 

 

Discriminant Function Analysis 

A discriminant function analysis was conducted to determine whether or not 

membership of the group educated overseas (“Location of education”) could be 

predicted by a set of Attributed Characteristics variables that consisted of age, 

gender, own birthplace, both parents born overseas, either parent and owner-

manager and whether one or other parent was in a skilled occupation. A significant 

predictive relationship was found, Λ = .435, χ2
(7) = 155.348, p < .0005.  
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As Table 22 shows, four items, age, F(1,190) = 5.642, p<.05, own birthplace, 

p 0005, and whether either parent was in a skilled occupation, F(1,190) = 4.291, 

respondent’s own 

.978, p <.05. 

tics on 
discriminating between those educated overseas and those educated within Australia. 

F(1,190) = 225.877, p<.0005, both parents born overseas, F(1,190) = 98.390, 

<.

p<.05 contributed uniquely to the discrimination. However, a 

birthplace explained 54.3% of total variability explained, Λ = .457, p <.0005, and 

whether both parents had been born overseas explained 34.1% of the total 

variability, Λ = .659, p <.0005; whereas age of the respondent explained just 2.9%, 

Λ = .971, p <.05, and whether either parent was skilled explained just 2.2%, Λ = 

Table 22: Tests of equality of group means for the effects of individual Attributed Characteris

 
Wilks' 

Lambda F df1 df2 Sig. 
Age .971 5.642 1 190 .019
Sex .999 .120 1 190 .729
Own birthplace .457 225.877 1 190 .000
Both Parents 
overseas born .659 98.390 1 190 .000

Either Parent an 
owner-manager .989 2.061 1 190 .153

Parents Skilled .978 4.291 1 190 .040
Total siblings .985 2.889 1 190 .091
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Figure 9 shows both the regression and Discriminant Function Analysis findings.  

Regression:
Attributed Characteristics to

Own Education Level
Age

Gender
(t=-2.606, p <.05)

Own birthplace
Both parents born overseas

Parents skilled
(t=2.569, p <.05)

Either parent an owner-operator
Total number of siblings

Highest qualification
R

F(7,185)=3.65

=.349, R Sq=.121

5, p<.005

Discriminant Function Analysis:
Attributed Characteristics to

Location of Education
Age

(Wilks’ Lambda = .971, p <.05)
Gender

Own birthplace
(Wilks’ Lambda = .457, p <.0005)

Both parents born overseas
(Wilks’ Lambda = .659, p < .0005)

Parents skilled
(Wilks’ Lambda = .978, p <.05)

Either parent an owner-operator
Total number of siblings

Location of
education

(Australia or
overseas)

W i l k s ’  L a m b d a = . 4 3 5 ,

X2
(7)=155.348, p< .0005.

 

Figure 9: Regression and Discriminant Function Analysis relationships 
between Attributed and Attained characteristics. 

The data support the notions that where an individual and his or her parents are 

born will, in part, determine where that individual is educated (H1) and that whether 

or not a parent is in a skilled occupation will positively impact on the ultimate 

education level of their child (H2), particularly where that child is male. However, 

support for H3, that owner-managers from larger families will attain characteristics 

that differ from those owner-managers from smaller families, was not found. 
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Table 23: Supported hypotheses concerning the relationships between the Attained and Attributed 
Characteristics of entrepreneurs. 

ses Supported hypotheses Unsupported hypothe

H3: Entrepreneurs from larger families will 

differ from those attained or held by 
entrepreneurs from smaller families. 
 

H1: The birthplace of the parents of an 

entrepreneur’s education.  

H2: The education level of an entrepreneur is 

one or both of his or her parents. 

attain characteristics and develop values that entrepreneur influences the location of that 

influenced by the skill level of the occupation of 

 
The following two sections profile entrepreneurs in terms of their expectations and 

relationships betw

values and identify core expectations and values for further analysis. The 

een the selected characteristics, expectations and values of 

entrepreneurs are then described.  
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Expectations and values of entrepreneurs 

Expectations 
Need For Achievement 
Responses from the five, scaled, items in Question 43 that related to n-Ach 

(Alderfer 1972) were tabulated to provide an n-Ach score for each respondent. For 

the sample overall, the mean score was 19.52, SD = 3.17 and ranged from a 

minimum of 10 to a maximum of 25. For the 5-item n-Ach scale, the Cronbach 

alpha coefficient was .7620, indicating an acceptable level of statistical reliability 

(Conlon 2000) and, from Table 24, that there was internal consistency between the 

items measured. 

Table 24: Pearson correlations for n-Ach scale items. 
   PN: Improve 

performance 
PN: A 
difficult 

PN: To 
know 

PN: Setting 
& achieving 

PN: 
Completing 

challenge progress goals tasks 

PN: Improve Pearson 1.000 0.339** 0.383** 0.460** 
performance Correlation 

0.319** 

. 0.000 0.000 0.000 0.000 

 206 206 206 207 

progress Correlation 

tailed) 

 Sig. (2-    . 0.000 

 N     207 

 Sig. (2-
tailed) 

 N 
PN: A difficult 
challenge 

Pearson 
Correlation 

 1.000 0.367** 0.290** 0.555** 

 Sig. (2-
tailed) 

 . 0.000 0.000 0.000 

 N   205 205 206 
PN: To know Pearson   1.000 0.546** 0.384** 

 Sig. (2-   . 0.000 0.000 

 N    205 206 
PN: Setting & 
achieving 
goals 

Pearson 
Correlation 

   1.000 0.276** 

tailed) 
 N     206 

PN: 
Completing 
tasks 

Pearson 
Correlation 

    1.000 

 Sig. (2-
tailed) 

    . 

 
** Correlation is significant at the 0.01 level (2-tailed) 
* Correlation is significant at the 0.05 level (2-tailed) 
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Locu
Respo

tabula

point scale with a theoretically possible range from 0 to 10. The greater the 

magnitude, the greater the degree to which control is perceived to be internal, 

rather than external. Across the whole sample the mean for Locus of Control was 

7.78, SD = 1.75, and ranged from a minimum of 3 to a maximum of 10 confirming 

the anticipated skew towards high internal locus of control. However, a Cronbach 

alpha coefficient of .5731 indicated a level of statistical reliability for the scale that 

could make it difficult to draw sound conclusions from the data (Conlon 2000). 

Notwithstanding, a significant correlation was found between n-Ach and Locus of 

Control, r = .228, p < .01, confirming the weak and significant link between the two 

variables identified by Williams (1987), but indicating also that the two measures 

were measuring different attributes. 

Values Scale 
Question 42 presented respondents with 28 items from the Values Scale, the same 

scale used by Kotey (1994). Participants responded by rating, on a 5-point Likert 

scale, the importance of each item to them. To identify potential underlying 

dimensions of the values of the sample used in the current study, responses of the 

participants to the Values Scale were entered into a Principal Components Analysis 

(PCA). The Kaiser-Meyer-Olkin Measure of Sampling Adequacy (.872) indicated 

that the sample size was adequate for the number of variables entered into the 

analysis and Bartlett’s Test of Sphericity was significant χ2
(378)

 = 2145.459, p < 

.0005, indicating that there was structure within the observed correlation matrix and 

that therefore a components analysis would be appropriate. 

s of Control 
nses from the 10 items of Question 44 (Rotter 1966; Robbins 1989) were 

ted to provide a score for locus of control. That produced a variable on an 11-

According to Tabachnick and Fidell (1996, p. 672): 
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“The number of components with eigenvalues greater than 1 is usually 

somewhere between the number of variables divided by 3 and the number of 

variables divided by 5 (e.g., 20 variables should produce between 7 and 4 

W l set les ente is,

lead to the expectation of between 6 and 9 components to be extracted whe

criterion is the number of eigenvalues greater than  The number of ext

components was consis ith this expectation; 7 components were extracted 

components with eigenvalues greater than 1).”  

ith an initia of 28 variab red into the analys  this formulation would 

n the 

 unity. racted 

tent w

accounting for 61.501% of the total variance.  

Rotated Component Matrixa

.570 -.101 .268 .208 .135 .317 .030

.141 .114 .107 .157 -.038 .760 -.034

.215 .092 .524 .445 .156 .272 -.009

.079 -.006 .353 .492 .479 -.034 .133

.105 .545 .296 .233 .176 -.155 -.065
-.019 .220 .273 .746 .153 -.022 .052
.123 .092 .746 .179 -.041 .074 -.054
.015 -.010

PV: A
1 2 3 4 5 6 7

Component

chievement
PV: Autonomy
PV: Ambition
PV: Aggressiveness
PV: Equality
PV: Power

.107 .450 .230 .474 -.015
PV: Creativity

.432 .248 .220 -.149 .224 .318 .149
PV: Money

.115 .015 .043 .753 .029 .143 .010

.593 .372 -.048 .051 .274 .187 .135

.011 .190 -.073 .074 -.061 -.011 .805

.027 .393 .188 -.066 .432 .466 .091

.147 .731 .198 -.022 -.011 .157 .225

.542 .606 .119 -.018 .149 .012 .012

PV: Energy
PV: Prestige
PV: Security
PV: Religion
PV: Pleasure

.784 .345 .099 .016 .043 .110 .011

PV: Compassion
PV: Loyalty

.686 .118 .177 .051 .331 -.039 -.056

.190 .006 .343 .329 .503 .143 .131

PV: Trust

.081 .148 .006 .172 .763 .039 -.047

.014 .285 -.219 .404 .351 .089 .425

.162 .635 .089 -.043 -.044 .334 .248

.199 .603 -.067 .262 .122 -.022 -.047

.248 .388 .557 .094 .141 .255 .099

PV: Competence
PV: Competition
PV: Risk
PV: Social security
PV: Affection
PV: National security

.333 .301 .576 .064 .201 .135 -.037

.731 .081 .127 .054 -.160 .148 .060

PV: Growth
PV: Innovation

.822 .175 .100 .083 -.034 -.077 .044

.476 -.011 .378 .138 .056 -.080 .336

.365 -.067 .402 -.106 .222 .030 .542

PV: Honesty
PV: Responsibility
PV: Hard work
PV: Optimism

Extraction Method: Principal Component Analysis. 
Rotation Method: Varimax with Kaiser Normalization.

Rotation converged in a. 11 iterations.

 

 subsequent 

In the initial extraction of 28 items, four items – Ambition, Aggressiveness, Pleasure 

and Loyalty – were multi-dimensional and were removed from
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analyses. Three components were then extracted, accounting for 52.304% of the 

variance (Table 25). 

T : Initial unrotated PCA statistics. 
Eigenvalues Perce Variance 

plained 
Cumulative Percentage of 

Variance Expla

able 25
Component nt of 

Ex ined 
1 3.522 27.093 27.093 

2 1.937 14.899 41.992 

3 1.341 10.312 52.304 

 
Tabachnick and Fidell (1996, p. 672) stated also that: 

ore factors extracted, the better the fit and the greater the percent of 

iance in the data ‘explained’ by the factor solution. However, the more 

tracted, the less parsimonious the solution. To account for all the 

have to 

have as many factors as observable variables. It is clear, then, that a trade-

value greater than unity’ rule is to apply the scree test (Cattell 

application to this data set led to the conclusion that the first three factors should be 

accepted. Within this solution, Factor 1 had six 

that f

conta

“The m

var

factors ex

variance (PCA) or covariance (FA) in a data set, one would normally 

off is required: One wants to retain enough factors for an adequate fit, but not 

so many that parsimony is lost.”  

One method to reduce the number of factors to something below that found by 

using the ‘eigen

1966). In this test, eigenvalues are plotted against the factors arranged in 

descending order along the X-axis. The number of factors that correspond to the 

point at which the function, so produced, appears to change slope, is deemed to be 

the number of useful factors extracted. This is a somewhat arbitrary procedure. Its 

items with their primary loading on 

actor, three items had their primary loading on Factor 2 and Factor 3 

ined four items. 

The rotated (Varimax) component loadings for the three components are presented 

in Table 26. For parsimony, only those factors with loadings above .40 were 

considered significant (Hair Jr., Anderson, Tatham and Black 1995). 
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Table 26: Personal values: rotated (Varimax) factor loadings for items with primary loadings on the 
first four components. 

Component 

Value 1 2 3 
Power .768 -.006 .143
Aggressiveness .753 .101 .003
Competition .653 .293 .050
Prestige .634 .007 -.006
Money .592 -.007 .064
Risk .545 .103 .147
Responsibility .029 .846 .174
Honesty .011 .770 .151
Competence .248 .767 .044
Affection .022 .158 .780
Compassion .096 .199 .767
Religion .005 -.063 .564
National security .243 .189 .556

Extraction Method: Principal Component Analy
N

sis.  Rotation Method: Varimax with Kaiser 
ormalization. Rotation converged in 5 iterations. 

A reliability analysis was conducted in which coefficient alpha (Chronbach’s) for 

res was 

ith respect to the interpretation of coefficient alpha, Conlon (2000, p. 

“…coefficients of 0.75 and above are generally considered acceptable. 

that on 

occasions this occurs.” 

The  factors were: for V1: Power, .7544; 

for ffection .5899. By Conlon’s estimate, the 

relia  within a range 

 
Each of the three factors listed in Table 26 was labelled according to the name of 

the value that loaded most highly for that factor. So, the first factor, V1, was tagged 

according to the lead value “Power”, the second, V2, “Responsibility”, and the third, 

V3, “Affection”. 

each of the three sets of items used to create these new composite measu

calculated. W

355) stated: 

Between 0.65 and 0.75, they are often used, although it must be recognised 

that there is some instability in the instrument. Below 0.65 it is difficult to 

make solid conclusions regarding the data, although you will notice 

 Chronbach Alpha coefficients for the three

V2: Responsibility .7366; for V3: A

bility of V1: Power is acceptable, that for V2: Responsibility is
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tha and V3: 

Affe  was reliable, 

but from which it is difficult to draw solid conclusions.  

 remaining composite measures of Values 

(V1: Power, V2: Responsibility and V3: Affection and both Need for Achievement 

and Locus of Control are presented in Table 28. 

Table 27: Correlations between each of four Personal Values factors and n-Ach and Locus of 
Control. 

Variable n-Ach Locus of Control 

t is often used, but within which the instrument might be unstable, 

ction is within a range that is occasionally used as if the measure

Correlations between each of the three

 r Sig. r Sig. 
V1: Power .382 <.0005 .143 .044 

V2: Responsibility .496 <.0005 .112 .115 

V3: Affection .237 <.005 -.019 .790 

 
As can be seen from Table 27, each of the composite measures of values is 

significantly correlated with n-Ach. The correlations range from .237 for V3: 

Affection, to .496 for V2: Responsibility. Only one of the three correlations between 

the composite measures of values and Locus of Control, V1: Power,  

r = .143, p < .05, was significant at α=.05. 

Expectations And Values Variables Selected For Further 
Analysis. 
Analyses presented in the above sections produced the following list of two 

variables suitable to represent Expectations and three variables suitable to 

represent Values in analyses of the relationships between the Expectations and 

Values of entrepreneurs and their Attained and Attributed Characteristics, and 

between their Expectations and Values and their Management Practices: 

1. Need For Achievement (Question 43); 

2. Locus of Control (Question 44); 

3. V1: Power (new variable created from Q42, Values Scale); 
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4. 

5. 

In the following section, the relationships between the selected characteristics 

V2: Responsibility (new variable created from Q42, Values Scale); 

V3: Affection (new variable created from Q42, Values Scale); 

expectations and values are described. 
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Relationships between the characteristics, 
expectations and values of entrepreneurs 

Attributed Characteristics, Expectations and Values 
expecta ables, 

h and Locus of C l, are s  in T 8. As e se  significant 

ships were obs . 

ations betw ttribute acteristics and entrepreneurial values n-Ach and Locus 

Loc re 

The correlations between Attributed characteristics and the tions vari

n-Ac ontro hown able 2  can b en, no

relation erved

Table 28: Correl
of Control 

een a d char

 n-Ach us sco
Characteristic r Sig. r Sig. 

.012 .868 -.012 .870 Age 

Gender .062 .385 -.042 .552 

Own birthplace -.067 .346 -.031 .658 

Both parents born -.053 .453 .082 .244 

manager 

.347 .001 .988 

Parents skilled .006 .934 .009 .894 

Total siblings .057 .434 .083 .248 

overseas 

Either parent an owner- -.067 

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

 
* Correlation is significant at the 0.05 level (2-tailed) 

From Table 28, none of the Attributed Characteristics were correlated with either n-

Ach or Locus scores. However, from Table 29, whether or not parents were skilled 

was negatively correlated with V3: Affection (r = -.255, p < .001), while gender, that 

is, whether or not the respondent was female, was positively correlated with V3: 

Affection (r = .157, p < .05); the respondent’s own birthplace was negatively 

correlated with V2: Responsibility as was whether or not both parents were born 

overseas (r = -.151, p < .05); and whether or not either parent had been an owner-
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manager of a business was negatively correlated with V1: Power, (r = -.166, p < 

.05).  

Table 29: Correlations between attributed characteristics and the composite 
alues variables V1, V2, and V3 

Characteristic V1:  
Power 

V2:  
Re ponsibility 

V3:  
Affection 

v

s
 r Sig. r Sig. r Sig. 
Age -.058 .415 9 .900 -.078 .276 

-.067 .351 .085 .235 .157* .028 

Own birthplace .103 .147 -.207** .003 -.052 .465 

Both parents 

overseas born 

.115 .106 -.151* .033 -.001 .984 

Either parent an 

owner-manager 

-.166* .020 -.052 .467 .002 .981 

-.00

Gender 

Parents skilled -.025 .727 -.002 .982 -.255** .000 

Total siblings -.053 .466 .001 .997 .091 .211 

** Correlation is significant at the 0.01 level
* Correlation is significant at the 0.05 level (2-tailed) 

 (2-tailed) 

hree multiple linear regression analyses were conducted to examine the 

relationship between each of the three Values variables, V1: Power, V2: 

Responsibility and V3: Affection, and Attributed Characteristics. In each analysis 

one of the three Values variables was entered as the dependent variable and the 

variables; Age, Gender, Own Birthplace, whether both parents were born overseas, 

whether either parent was an owner operator, whether the parents were skilled, 

and total siblings were entered as the independent variables. No significant 

relationships were found between the set of Attributed characteristics and the 

derived variables V1: Power, F(7,183) = 1.338, p > .05, or V2: Responsibility, 

F(7,183) = 1.853, p > .05. However, a significant relationship was found between 

the set of attributed characteristics and V3: Affection, F(7,183) = 2.654, p < .05, that 

Regression Analysis 

T
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accounted for 9.2% of the variability in the model. Table 30 shows the individual 

regression coefficients and associated probabilities from that analysis. 

Table 30:The individual regression coefficients and probabilities between a 
haracteristics and V3: A

ndard
nts B

. 

modified set of Attributed C ffection 

 Sta
Coefficie

ised 
eta 

t Sig

(Constant)  .268 .789 

Age 

Gender 

- 8 

-.075 -.720 .473 

.068 .656 .513 

.029 .400 .690 

-.240 -3.295 .001 

.066 .923 .357 

.024 -.322 .74

.119 1.610 .109 

Own birthplace 

Both parents born overseas 

Either parent an owner-manager 

Parents skilled 

Total siblings 

 
As it indicates, one variable, “Parents skilled”, t = -3.295, p < .005, had a significant 

d results of that unique, but negative, relationship to V3: Affection. The summarise

regression are shown in Figure 10. 

Figure 10: Results of significant regressions between the attributed characteristics 
of entrepreneurs and their values. 

Regression:
 Characteristics to
: Affection

e
r

Own birthplace
rn overseas
killed

V fection
Cronbach alpha=.5899

Attributed
V3

Ag
Gende

Both parents bo
Parents s

R=.304, R 2

(7,183)=3.11 05

 Sq=.09

F 0, p<.

3: Af

(t=-3.295, p<.005)
Either parent an owner-operator

Total siblings
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The data therefore support hypothesis H5 and H9 [see Tabl
suppor

e 31], but failed to 
t hypotheses H3, H6, H7, and H8.  

Table 31: Supported and unsuppo otheses con onships bet uted 

eses Sup  hypoth

rted hyp cerning the relati ween Attrib
Characteristics and values and expectations. 

Unsupported hypoth ported esis 
H3: Entrepreneurs from larger families will 
attain characteristics and develop values that 
differ from those attained or held by 

ller families. 
in 

characteristics and develop values that differ 
from the attained characteristics and values of 
Australian born entrepreneurs. 

lues that differ from the attained 
hose whose 
a. 

H8: Entrepreneurs whose parent(s) have owned 

and hold values that differ from those held by 

H5: Female entrepreneurs hold values that are 
similar to the values held by male entrepreneurs. 
H9: Entrepreneurs whose parent(s) hold a 
skille n in rkfor  
characteristics and hold values that differ from 
those whose parent(s) hold an unskilled position. 

entrepreneurs from sma
H6: Entrepreneurs born overseas atta

d positio the wo ce attain

H7: Entrepreneurs whose parents were born 
overseas attain characteristics and develop 
va
characteristics and values of t
parents were born in Australi

and operated a business attain characteristics 

entrepreneurs whose parent(s) have not owned 
and operated a business. 
 

Attained Characteristics, Expectations and Values 
The correlations between Attained characteristics and the expectations n-Ach and 

Locus of Control are shown in Table 32. As can be seen, there were no significant 

 

relationships between Attained Characteristics and either n-Ach or Locus scores.  

Table 32: Correlations between attained characteristics and the expectations variables n-Ach and 
Locus of Control 

Characteristic n-Ach Locus score 
 r Sig. r Sig. 
Highest qualification -.088 .220 .042 .552 

Location of education -.114 .113 -.056 .433 

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

 

(Australia or overseas) was negatively correlated with V2: Responsibility, r=-.223, 

p<.005, and the level of their highest qualification was negatively correlated with 

V3: Affection, r=-.187, p<.01. 

* Correlation is significant at the 0.05 level (2-tailed) 

The correlations between Attained Characteristics and the three derived Values 

variables are shown in Table 33. The location of the respondent’s education 
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T
and V3 

able 33: Correlations between attained characteristics and values V1, V2, 

Responsibility Affection 
Characteristic V1:  

Power 
V2:  V3:  

 r r Sig. r Sig. Sig. 

Highest qualification -.026 .713 -.055** .44 -.187 .009 

.088 .221 23 .00 -.071 .328 

7 

Location of education -.2 2 

** Correlation is significant at the 0.01 level (2-tailed) 
* Correlation is significant at the 0.05 level (2-tailed) 
 

Five multiple linear regression analyses were conducted to examine the 

relationship between Attained Character

Regression Analyses 

istics and each of the two Expectations, n-

Ach and Locus Score, and three Values variables, V1: Power, V2: Responsibility, 

r 

ree values variables was entered endent variable nd the Attained 

istics variables - the respondents’ high st qualificat d the locatio

re entered as the indepe t variables.

No significant relationships were found between the set of predictor variables 

(Attained Characteristics) and either n-Ach, F(2,189) = 1.466, p > .05, or Locus 

Score, F(2,192) = .615, p > .05. However, a significant negative relationship, R = 

.226, R2 = .051, was found between the set of predictors and V2: Responsibility, 

F(2,188) = 5.077, p < .01. The individual regression coefficients and associated 

probabilities from that analysis, presented in Table 34, show that Location of 

education contributed unique variability to the relationship, t = -3.060, p = <.005. 

and V3: Affection. In each analysis, one of either the two expectations variables o

th  as the dep  a

character e ion an n of 

their education - we nden  
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Table 34: The individual regression coefficients and probabilities of regression analyses between 
Attained Characteristics and V1: Responsibility. 

 Standardised 
Coefficients Beta 

t Sig. 

(Constant)  2.829 .005 

Highest qualification -.029 -.407 .685 

Location of education -.220 -3.060 .003 

 
A second significant, but weak, negative relationship was found between the 

Attained Characteristics and V3: Affection, R = .195, R2 = .038. The individual 

regression coefficients and associated probabilities from that analysis, presented in 

Table 35, show a significant unique contribution to the variability of the regression 

for the respondents’ highest qualification, t = -2.547, p = <.05. A pictorial summary 

of the regression is shown in Figure 11. 

Table 35: The individual regression coefficients and probabilities of regression analyses between 
Attained Characteristics and V3: Affection. 

 Standardised 
Coefficients Beta 

t Sig. 

(Constant)  2.080 .039 

Highest qualification -.184 -2.547 .012 

Location of education -.040 -.559 .577 
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Regression:
Attained Characteristics to

V2: Responsibility
Highest qualification

Location of education
(t=-3.060, p<.005)

V2: Responsibility
Cronbach alpha=.7366F(2,188)=5.077, p<.01

R=.226, R Sq=.051

Regression:
Attained Characteristics to

V3: Affection
Highest qualification

(t=-2.547, p<.05)
Location of education

V3: Affection
Cronbach alpha=.5899

R=.195, R Sq=.038

F(2,188)=3.709, p<.05

 
Figure 11: Results of the significant regressions between the attained 
characteristics of respondents and V2: Responsibility and V3: Affection. 

The data therefore gave some support for H10, in that the level of education 

attained impacted upon the values formed. In this case, the relationship was 

negative and the value “Affection”, consisting of four component variables - the 

degree to which entrepreneurs value affection, compassion, religion and national 

security – was found to be potentially unstable. Support was also found for H11, in 

that those educated in Australia were significantly less likely to value V2: 

Responsibility [see Table 36], a composite variable consisting of three component 

variables: the degree to which entrepreneurs valued responsibility, honesty and 

competence.  
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Table 36 :S stics and 
the values

Supported hypothesis   

upported hypotheses concerning the relationships between Attained Characteri
 and expectations of entrepreneurs. 

H10: Entrepreneurs wi
qualification hold value

th a lower education 
s that differ from the 

values held by entrepreneurs with a higher 

H11: Entrepreneurs educated overseas hold 
values that differ from the values held by those 
educated in Australia. 

education qualification. 

 
The next step was to analyse any relationships between the expectations and 

values of respondent owner-managers and their management practices. In the 

following section, those relationships are described.  
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Management practices of entrepreneurs 

Measures of Management Practices 

Respondents were presented with one item, Q31, which asked the question, “How 

did you become the owner-manager of this business?” Seventy-six participants 

(37.1%) responded that the business had been purchased, 112 (54.6%) that they 

had founded the busine

Path to Ownership 

ss, and 12 (5.9%) that they had inherited the business. Five 

that re d s, s  

oncentrated on  entrepreneurs who had founded and those who had 

purchased their business. 

tructure of usine

 37 presents akdown he sam  terms e legal structure of t

usiness (Q33). 

Legal Structure Path to Ownership Total 

entrepreneurs (2.4%) did not respond to this question. Due to the small number 

(n=12) sponded that they ha inherited the busines ubsequent analyses

c those

Legal S  the B ss 

Table a bre  of t ple in of th he 

b

Table 37: Business legal structure by path to ownership 

 Purchased Founded Inherited  
Sole Trader 8 (10.5%) 23 (20.5%) 1 (8.3%) 32 (16.0%) 

Partnership 22 (28.9%) 27 (24.1%) 3 (25.0%) 52 (26.0%) 

Private Company 36 (47.4%) 50 (44.6%) 6 (50.0%) 92 (46.0%) 

Unlisted Public Company  2 (1.8%)  2 (1.0%) 

ny  1 (0.9%)  1 (0.5%) Listed Public Compa

Trust 10 (13.2%) 9 (8.07%) 2 (16.7%) 21 (10.5%) 

Total 76 (100.0%) 112 (100.0%) 12 (100.0%) 200 (100.0%) 
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Decision-makers 

Respondents were presented 

, aske g y any ma cision-ma  are there

iness?”. d, ed, “Incl  you, how any of tho

-makers ers amily?” A su mary of the responses to 

 items is p  Ta  addition le 38 also sents a ne

ariable that represents a calculation of the proportion of decision-makers who 

embers 

with two items that related to decision-makers. The 

first, Q36a d, “Includin ou, how m jor de kers  in 

this bus The secon Q36b, ask uding  m se 

decision are memb of your f m  

those resented in ble 38. In , Tab  pre w 

v

were family members. 

Table 38: By path to ownership, the proportion of decision-makers who were family members 

Path to 
ownership 

No. of decision-makers No. of family decision-
makers 

Proportion that were 
family m

 Mean SD Mean SD Mean SD 
.77 1.39 .54 .83 .28 Purchased 1.83 

Founded 1.85 .85 1.53 .71 .89 .26 

Inherited 2.42 1.38 2.00 .95 .89 .22 

Total 1.88 .88 1.52 .70 .87 .26 

 
ANOVA was used to compare the mean responses from the Purchased and 

ve a documented business 

Founded groups on each of the three measures presented in Table 38. No 

significant difference was found between groups for the number of decision-

makers, F(1,186) = .025, p > .05, the number of decision-makers who were family 

members, F(1,186) = .172, p > .05, or the proportion of decision-makers who were 

family members, F(1,186) = 2.302, p > .05. 

Business Plan 

Respondents were presented with two items that related to their business plan. The 

first, Q38a, asked, “For the last financial year, did you ha

plan?” and the second, Q38b, asked, “If you had a business plan for last year, to 

what degree did you follow that plan?” A summary of the responses to these items 

is presented in Table 39. 
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Table 39: Where a business plan existed, the degree to which the plan was followed, by path to 
ownership. 

Path to Had a plan Degree to which plan was
ownership 

 followed 

 No Yes 
Purchased 56 (74.7%) 19 (25.3%)

Mean SD N 
 2.11 .46 19 

Founded 85 (75.9%) 27 (24.1% 1.89 27 

Inherited 8 (66.7%) 4 (33.3%)   4 

Total 149 (74.9%) 50 (25.1%) 1.98 .54 50 

) .64 

 

ANOVA was used to compare the mean ratings of the degree to whic

business plan was follow  the Purchased and ed groups. No sign

difference was found between the two groups, F(1,44) = 1.589, p > .05.  

Management Practices Scale 

Question 45 provided pa nts with 50 items th prised the Manag

Practices Scale. Participa sponded, on a 5-poin rt scale, with the ex

which ch of the pract r strategies were us their business durin

preceding year.  

To identify potential underlying dimensions of management practices of the s

used the current study, the responses of the participants to the Management 

Scale were entered into a Principal Components Analysis (PCA). The 

With an initial set of 50 variables entered into the analysis, one would expect 

between 10 and 17 components to be extracted when the criterion is the number of 

eigenvalues greater than unity (Tabachnick and Fidell 1996). The number of 

h the 

ed for Found ificant 

rticipa at com ement 

nts re t Like tent to 

 ea ices o ed in g the 

ample 

in 

Practices 

Kaiser-Meyer-Olkin Measure of Sampling Adequacy (.853) indicated that the 

sample size was adequate for the number of variables entered into the analysis 

and Bartlett’s Test of Sphericity was significant, χ2
(1225)

 = 4990.007 p < .0005, 

indicating that there was structure within the observed correlation matrix and that 

therefore a components analysis would be appropriate. 
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extracted components was consistent with that expectation: 15 components were 

tracted, accounting for 71.47% of the total varianc ]. 

CA of Management Practice

Perc  of Varia
lained 

Cumu Percenta
Va  Explaine

ex e [Table 40

Table 40: Initial P s 

Component Eigenvalues entage
Exp

nce lative 
riance

ge of 
d 

1 13.298 2  2  6.596 6.596

2 2.889  32.374 

2.066  41.272 

1.784  44.839 

1.696  48.231 

1.609  51.449 

54.522 

1.421  57.364 

1.381  60.126 

1.328  62.782 

1.183  65.147 

22   

69.464 

15 1.004 2.008 71.472 

5.778

3 2.383 4.766 37.140 

4 4.132

5 3.567

6 3.392

7 3.218

8 1.536 3.073 

9 2.842

10 2.763

11 2.655

12 2.365

13 1.1 2.244 67.391

14 1.037 2.074 

 

One method to reduce the number of components to something below that found 

by using the ‘eigenvalue greater than unity’ rule is to apply the scree test (Cattell 

1966). Its application to this data set led to the conclusion that the first three or four 

components should be accepted. On that basis, four factors were extracted a priori 

after the removal of twenty-six variables with complex loadings on the first analysis. 

The four factors accounted for 56.112% of the variability of the model. The rotated 

(Varimax) component loadings for the four factors are presented in Table 41. 
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Table 41: Rotated (Varimax) component loadings for management practices items with primary 
loadings on four a priori extracted components 
  Component 
  1 2 3 4 
MP: Borrowings .115 .118 .084 .743 
MP: Searched for cheaper funds .061 .168 .177 .708 
MP: Intellectual property .442 .039 .106 .214 
MP: Consultative decision making .202 .107 .246 .698 
MP: Employee rewards .239 .676 .145 .073 
MP: Employee amenities .227 .717 .158 .209 
MP: Assessed job satisfaction .139 .785 .193 -.002 
MP: Advertised products .241 -.038 .500 .183 
MP: Extended credit .024 .176 -.115 .629 
MP: Sold direct -.109 .116 .444 -.121 
MP: Distribution channels .244 .006 .013 .560 
MP: Emphasised quantity .067 .409 -.188 .041 
MP: Long warranties .142 .138 .640 .243 
MP: Emphasised service .173 .151 .626 .168 
MP: Emphasised productivity .218 .661 .230 .116 
MP: Set objectives .783 .264 .092 .002 
MP: Set performance goals .712 .264 .270 .113 
MP: Budgetted .832 .166 .154 .203 
MP: Developed plans .875 .185 .103 .075 
MP: Documented plans .873 .142 .082 .090 
MP: Reviewed progress .861 .212 .174 .085 
MP: Corrected for budget 
variances 

.855 .212 .156 .085 

MP: Used industry associations .179 .111 .683 -.055 
MP: Attended trade exhibits .286 -.006 .702 -.088 
Extraction Method: Principal Component Analysis.  Rotation Method: Varimax with Kaiser 
Normalization. Rotation converged in 6 iterations. 
 
Four new variables were created representing the business practices dimensions 

of MP1: Planning, MP2: People, MP3: Marketing and MP4: Finance. The 

we cted b the principal or tion of

 loaded again  comp

lity analysis w ducted f the four sets of items used 

 new compos easure 1: Plann coeffic

hronbach) was calculated to be .9324, for MP2: People, a coefficient alpha of 

.7995 was found, for MP3: Marketing, a coefficient alpha of .7001 was determined 

and for MP4: Finance, coefficient alpha was .6336. As MP1: Planning and MP2: 

People values exceed 0.75, they would usually be considered to display acceptable 

component labels re sele ecause of ienta  the items 

that had st each onent. 

A reliabi as con  for each o to create 

these ite m s. For MP ing, a ient alpha 

(C
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levels of reliability (Conlon 2000, p. 355), and the value of reliability for MP1: 

Planning was particularly high. The coefficient alpha of MP3: People is within a 

nificantly increasing 

roducing new products, 

mainta at current levels, relocating the business, decreasing 

production, selling part of the business, selling all of the business, and closing the 

business. responses to the question were allowed. A Contingency Table 

Analysis of responses to nine of the ten intentions by respondents’ path to 

ownership failed to find significant relationships between path to ownership and 

each intention. For the remaining intention, Table 42 compares responses of the 

Purchased and Founded groups to the intention to sell part of their business. 

Table 42: A comparison by Path to Ownership of intentions to sell part of the business. 

Path to ow rship No Yes Total 

range that is often used, but which might be unstable and alpha for MP4: Finance 

falls within a range from which it is difficult to draw solid conclusions (Conlon 2000). 

Positiveness of Intended Management Practices Scale 

Using as its basis a set of business intention questions developed by Cochrane, J. 

Dempster, P. Dempster, and Nagy, (1999) for the Australian Government’s 1997 

Business Longitudinal Study, Question 39 asked respondents to indicate their 

intentions for their business for the following three years. Possible responses 

included one or more of ten intentions that included sig

production, exporting, opening new locations, int

ining production 

Multiple 

ne  
Purchased 00.0%)  75 (100.0%) Count 75 (1

Founded Count 106 (94.6%) 6 (5.3%) 112 (100.0%) 

unt 12 (100.0%)  12 (100.0% Inherited Co

Total Count 193 (97.0%) 6 (3.0%) 199 (100.0%) 

 
A second Contingency Table Analysis, conducted only on the responses from the 

Purchased and Founded groups, found a significant relationship between path to 

ownership and intentions to sell part of the business, χ2  = 4.151, p < .05, (1)
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indicating that those entrepreneurs who had founded their business were more 

likely to have an intention to sell the business in the year ahead. 

ent Practices” (PIMPS), was c  allocating a ‘positiveness score’ 

 5 5 c nt n  m  t o r 

ent  e M o e s .  t le

ive and ti lu e  co i  z n a 

tandard deviation, when compared to the corresponding mean, does not indicate 

To determine the degree to which intended management practices were either 

positive or negative for their businesses, a new variable, “Positiveness of Intended 

Managem reated by

between and - to ea h inte ion a d then by su ming he sc res fo each 

respond  to give an ov rall PI PS sc re for ach re ponse Given he sca  has 

posit  nega ve va es, th scale is not nstra ned by ero a d so large 

s

a skewed distribution. Allocation of the scores was as follows: 

Table 43: Positiveness scoring of intended management practices. 

Positiveness  
Score 

Intended Management Practice 

5 Significantly increasing production 

4 Maintain or commence exporting 

2 Introduc ducts 

1 in duc t leve

-1 Relocate the business 

-2 Decrease production 

-3 

-4 Sell all of the business 

3 Open new locations 

e new pro

Ma tain pro tion a current ls 

Sell part of the business 

-5 Close the business. 

 

Analyses of Variance 

ANOVA was used to compare the mean responses of the Purchased and Founded 

groups, for each of the five composite measures of business practices [Table 44]. 

No significant difference was found between the two groups for MP1: Planning, 

F(1,177) = .009, p > .05, MP2: People, F(1,177) = 1.862, p > .05, MP3: Marketing, 
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F(1,177) = .317, p > .05, MP4: Finance3, F(1,177) = 2.548, p > .05 or for MP5: 

PIMPS, F(1,186)= .206, p >.05. 

component by path to ownership 
Table 44: Comparison of the means for each Management Practices 

Path to 
ownership 

MP1: Planning MP2: People MP3: 
Marketing 

MP4: Finance MP5: PIMPS 

 Mean SD Mean SD Mean SD Mean SD Mean SD 
Purchased -0.010 0.973 0.159 0.903 -0.069 1.042 0.142 1.055 2.933 4.256 

1.000 -0.019 0.975 -0.002 0.999 2.761 4.245 

Founded -0.024 1.024 -0.049 1.056 0.014 0.930 -0.010 0.952 2.646 4.253 

Total -0.018 1.001 0.035 

 

The mean scores on each of the five composite measures of Management 

Practices were calculated for those enterprises that responded that they did have a 

bus s  didn’t have a business plan. 

Tho

Tab
scor

Busin
Plan PS 

ine s plan as well as for those enterprises that

se means are presented in Table 45. 

le 45: By Management Practices component, a comparison of the mean 
es of those with and without a business plan 

ess 
 

MP1: 
Planning 

MP2: 
People 

MP3:  
Marketing 

MP4:  
Finance 

MP5: 
PIM

 Mean SD Mean SD Mean SD Mean SD Mean SD 
No plan 7 4.12 

Plan

Total .00 1.00 -.01 1.00 -.00 1.00 2.73 4.22 

-.35 .74 -.04 .91 -.01 1.02 -.01 .99 2.0

 .91 .97 .13 1.03 3.30 .96 -.02 1.06 4.65 3.97 

-.02 .98 

 

ANOVA was conducted to compare the responses of these two groups. 

Enterprises which stated that they did have a business plan had higher mean 

scores on the composite measures of: MP1: Planning, M = .91, compared with M = 

-.35, F(1,191) = 90.191, p < .0005 and MP5: PIMPS, M = 4.65, compared with M = 

2.07, F(1,201) = 15.479, p < .0005. 

No significant relationships were found between the degree to which an 

enterprise’s business plan (should they have one) was followed and the composite 
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mea p > 

.05 or between the degree to which the business plan was followed and either of 

the components MP1: Planning, r = .262, p > .05, MP2: People, r = .163, p > .05, 

 .051, p > .05. 

Analyses. 
cribed, the following eight Management Practices variables 

rship (Question 31) 

 of Decision-makers (Qu n 36a); 

3. Was there a business plan? (Question 38a); 

 Planning (calculated from agement tices Sc

: People (calculated from th nageme actices S ); 

6. MP3: Marketing (calculated from the Management Practices Scale); 

7. MP4: Finance (calculated from the Management Practices Scale) 

ement Practices (PIMPS), (calculated 

An analysis of the relationships between selected values and expectations of 

sure of management practices component labelled MP5: PIMPS, r = .006, 

MP3: Marketing, r = .079, p > .05, or MP4: Finance, r =

Management Practices Variables Selected For Further 

On the findings des

were chosen for further analyses: 

1. Path to owne

2. Number estio

4. MP1:  Man  Prac ale); 

5. MP2 e Ma nt Pr cale

8. MP5: Positiveness of Intended Manag

from Question 39). 

entrepreneurs and selected management practice variables follows. 
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Relationships between selected expectations, 
values and management practices 

Expectations And Management Practices 
Table 46 shows the correlations ween the exp tions variables ch and 

ocus of Control, with each of the selected Management Practices variables and 

the variable PIMPS. 

nships between n nd Lo  Cont h eac
agement Practices variables and PIMPS. 

ractice ch Loc ontr

 bet ecta , n-A

L

Table 46: Relatio
the selected Man

-Ach a cus of rol wit h of 

Management P n-A us of C ol 
 r Sig. r Sig. 
Path to ownership -.0 5 

akers -. 4 

 015 .083 .239 

 044 .1 1 

.046 .029 .689 

MP5: PIMPS .142* .045 .214** .002 

.020 .783 97 .18

No. of decision-m .001 .992 023 .74

Business plan? .173* .

MP1: Planning .146* . 81* .01

MP2: People *145

MP3: Marketing .223** .002 .138 .055 

MP4: Finance -.007 .928 .161* .025 

**

* Correlation is significant at the 0.05 level (2-tailed). 
 Correlation is significant at the 0.01 level (2-tailed). 

As can be seen from Table 46, Locus of Control was found to be significantly 

ith each of the derived management practices variables - MP1: 

r = 161, p = <.05, and with MP5: PIMPS, 

correlated w

Planning, r = .181, p < .05, MP4: Finance, 

r = .214, p < .005. The variable n-Ach was also correlated with each of the derived 

management practices variables - MP1: Planning, r = .146, p < .05, MP2: People, r 

= 145, p = .05, MP3: Marketing, r = .223, p = <.005 and with MP5: PIMPS, r = .142, 

p < .05, as well as with whether the enterprise had a business plan, r = .173, p < 

.05 [see Table 46]. 
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Values And Management Practices 
Table 50 shows the correlations between the three values variables derived from 

the Values Scale (V1: Power V2: Responsibility and V3: Affection). 

Table 47: The relationships between selected Personal Values and 
Management Practices variables 

Management Practice V1:  
Power 

V2: 
Responsibility 

V3:  
Affection 

 r Sig. r Sig. r Sig. 
Path to ownership -.059 .430 -.106 .155 .005 .958 

No. of decision-makers -.115 .108 -.011 ..877 .101 .159 

Business Plan? .163* .022 .053 .461 -.071 .321 

MP1: Planning .281** .000 .003 .970 -.074 ..315 

MP2: People .089 .225 -.026 .718 .142 .052 

MP3: Marketing .092 .206 .211** .003 .161* .027 

MP4: Finance .099 .173 -.029 .689 -.051 .487 

MP5: PIMPS .092 .199 .079 .268 -.060 .403 

**  the 0.01 level (2-tailed). 

related with 

 business  < .05, and with the derived variable 

r = .281, p < .0005. V2: Responsibility was significantly correlated 

with MP3 Marketing, r = .211, p < .005, as was V3: Affection, r = .161, p < .05. 

s 
nction analyses 

A discriminant function analysis was conducted to determine whether or not 

a business plan could be predicted by a set of 

xpectations and values variables that consisted of n-Ach, Locus of Control, V1: 

dictive relationship 

as found, Λ = .945, χ(5)
2 = 10.704, p > .05. 

Correlation is significant at
*Correlation is significant at the 0.05 level (2-tailed). 

As can be seen, the values variable V1: Power was significantly cor

whether there was a plan, r = .163, p

MP1: Planning, 

Analyse
Discriminant fu

membership of the group with 

e

Power, V2: Responsibility and V3: Affection. No significant pre

w
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A second discriminant function analysis was conducted to determine whether or not 

membership of the path to ownership categories (Purchased, Founded, or 

Entrepreneurial Values 
Variable 

Standardised 
Coefficients Beta 

t Sig. 

Inherited) could be predicted by the same set of expectations and values variables 

used in the first analysis. Again, no significant predictive relationship was found, Λ 

= .973, χ(5)
2 = 4.830, p > .05.  

Regression analyses 

A multiple linear regression was conducted in which the Management Practices 

variable MP1: Planning was entered as the dependent variable, and each of the 

expectations and values variables (n-Ach, Locus of Control, V1: Power, V2: 

Responsibility, and V3: Affection) were entered as independent variables. A 

significant relationship, R = .337, R2 = .114, was found between the set of predictor 

(independent) variables and MP1: Planning, F(5,180) = 4.614, p < .005. The 

individual regression coefficients and associated probabilities from this analysis are 

presented in Table 48. 

Table 48: Regression table for MP1: Planning from a set of expectations and values. 

(Constant)  -1.747 .082 

n-Ach .077 .813 .418 

Locus of Control .136 1.870 .063 

V1: Power .242 3.075** .002 

V2: Responsibility -.058 -.699 .486 

V3: Affection -.094 -1.279 .202 

**Significant at the 0.01 level (2-tailed). 
*Significant at the 0.05 level (2-tailed). 
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Regression:
Expectations and Val

MP1: Planning
ues to

n-Ach
Locus of Control

V1: Power
(t=-3.075, p<.005)

V2: Responsibility
: AffectionV3

MP1: Planning
Cronbach alpha=.9324

R=.3 , R Sq=.114

F(5, .614, p<.005

37

180)=4

 
inear regression with entrepreneurs’ expectations

Planning as the dependent variable. 

w, V1: Power, t = 3.075, p < .005, contributed 

ignificant unique variance to the regression.  

A second multiple linear regression was performed in which the management 

practices variable MP2: People was entered as the dependent variable and the 

same set of expectations and value variables was entered as the independent 

predictors. No significant relationship was found between the set of predictor 

(independent) variables and MP2: People, F(5,180) = 1.345, p > .05. 

A third multiple linear regression was then performed in which the management 

nt variable and the 

riables, V2: Responsibility, t = 2.104, p < .05, and V3: Affection, t = 

2.006, p < .05, contributed significant unique variance to the regression. 

Figure 12: Multiple l
values as predictors and MP1: 

 and 

 

As Table 48 and Figure 12 sho

s

practices variable MP3: Marketing was entered as the depende

same set of variables was entered as the independent predictors. A significant 

relationship, R = .307, R2 = .094, was found between the set of predictor 

(independent) variables and MP3: Marketing, F(5,180) = 3.740, p < .005. Table 49 

and Figure 13 show the regression coefficients and associated probabilities. As can 

be seen, two va
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Table 49: Regression table for MP3: Marketing from a set of expectations and values. 

Expectations/Values Variable Standardised 
Coefficients Beta 

t Sig. 

(Constant)  -1.327 .186 

n-Ach .051 .530 .597 

.132 

V1: Power .678 .499 

V2: Responsibility .175 2.104* .037 

V3: Affection .149 2.006* .046 

Locus of Control .111 1.514 

.054 

**Significant at the 0.01 level (2-tailed). 
 at the 0.05 level (2-tailed). 

 
*Significant

Regression:

MP3: Marketing
Cronbach alpha=.7001

R=.307, R Sq=.094

F(5,180)=3.740, p<.005

Expectations and Values to
MP3: Marketing

n-Ach
Locus of Control

V1: Power
V2: Responsibility

(t=2.006, p<.05)

(t=2.104, p<.05)
V3: Affection

 
Figure 13: Multiple linear regression with entrepreneurs’ expectations and 

A forth multiple linear regression was then performed in which the management 

values as predictors and MP3: Marketing as the dependent variable. 

practices variable MP4: Finance was entered as the dependent variable and the 

same set of variables was entered as the independent predictors. No significant 

relationship was found between the set of predictors and MP4: Finance, F(5,180) = 

1.666, p > .05. 

Finally, a fifth multiple linear regression was then performed in which the 

management practices variable MP5: PIMPs was entered as the dependent 

variable and the same set of variables was entered as the predictors. A significant 

relationship, R = .281, R2 = .079, was found between the set of predictor 
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(independent) variables and MP5: PIMPS, F(5,188) = 3.229, p < .01. Table 49 and 

 can be 

l, t = 2.970, p < .01, contributed significant unique variance to 

 a set of personality variables and values. 

tations/Values Variable Standard
Coefficients

 

Figure 13 show the regression coefficients and associated probabilities. As

seen, Locus of Contro

the regression. 

Table 50: Regression table for MP5: PIMPS from

Expec ised 
 Beta 

t Sig.

(Constant)  -1.776 .077 

n-Ach .132 1.384 .168 

ocus of Control .215 2.970** .003 

.880 

V3: Affection  -.091 1.235 .218 

L

V1: Power .002 .029 .977 

V2: Responsibility -.013 -.152 

**Significant at the 0.01 level (2-tailed). 
*Significant at the 0.05 level (2-tailed). 

 

Regression:
Expectations and Values to

PIMPS
n-Ach

Locus of Control
(t=2.970, p<.005)

V1: Power
V2: Responsibility

V3: Affection

MP5: PIMPS
Cronbach alpha=.8218

R=.281, R Sq=.079

F(5,188)=3.229, p<.01

 
Figure 14: Multiple linear regression with entrepreneurs’ expectations and 
values as predictors and MP5: PIMPS as the dependent variable. 

Overall, therefore, the data support H12, in that the values held by entrepreneurs 

influence their selection of management practices, and H14, in that the 

entrepreneurs’ internal locus of control is empirically linked to the selection of 

positive management practices, but failed to support H13 [see Table 51]. 
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Table 51 : Unsupported and ships between 
entrepreneurs’ expectations and values, and their choice of management practices. 

rted hypotheses 

 supported hypotheses concerning the relation

Unsupported hypothesis Suppo

H13: Entrepreneurs who have a higher than the 
average n-Ach for entrepreneurs overall choose 

than entrepreneurs with a lower than average n-

eld by entrepreneurs 
influence their selection of management 
H12: The values h

management practices that are more positive 

Ach. 

practices. 

H14: Entrepreneurs with a dominant internal 
locus of control choose management practices 
that are more positive than those chosen by 
entrepreneurs with less internal locus of control. 

 

In the next two sections, the findings concerning business performance and the 

relationships of management practices to performance are described.  
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Business performance 

Measures of Business Performance 
he Business 

ents re p ed e question (37), “Including all non-cash 

you income you derived from this business 

d wh omp with r ago?” The responses to this item are 

ised ble 5 can be seen that across the entire sample the trend was 

: 13.1% of respondents reporting a decrease in income 

Table 52: The spread of responses to the question (37), "Including all non-

Change In Personal Income Derived From T

Respond  we resent with th

benefits received, how has the personal 

change en c ared  1 yea

summar in Ta 2. It 

toward increased income

and 35.9% reporting an increase in income. 

cash benefits you received, how has the personal income you derived from 
the business changed when compared to one year ago?" 

Response Percentage of sample 
1. Decreased by 20% or more 3.0% 

2. Decreased by less than 20% 10.1% 

3. About the same 50.7% 

4. Increased by less than 20% 17.2% 

5. Increased by 20% or more 18.7% 

Mean rating 3.38; SD 1.00  

 
A significant negative correlation was found, r = -.170, p < .05, between the years 

of ownership and the rating of change in personal income and a positive correlation 

between the number of prior businesses owned and the rating of change in 

personal income, r = .202, p < .005.  
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Number Of Employees 

53 shows the mean number of employees in each employment category. 

able 53: Number of s by e

 Mean SD e 

Table 

T  employee  employm

Rang

nt type. 

Full-time* 7.31 72 13. 1 to 140 

Part-time 0.62 1.36 0 to 11 

0.86 0 to 20 

Trainees 0.18 0.66 0 to 5 

Casual 2.23 

* 35 or more hours per week 

 = 14.31). The distribution was skewed with 58.0% having few an

having fewer than 20 FTE, 98.0% having fewer than 50 FTE, and 

aving fewer  100 FT here w ignif  correla  be  th

f FTE and years of ownership of the business, r = .152, p = <.05, and 

numbe TE an  age of t sin  = .165,  .05

 With Achieving Goals 

0 provide ponde a s que  that as  the  ra

of a number of enterprise objectives. The objectives, and the 

shown in 

Across the sample of SMEs, the mean of full-time equivalent employees (FTE) was 

8.14 (SD

FTE, 89.8% 

er th  5 

99.5% h

number o

 than E. T ere s icant tions tween e 

between the 

Satisfaction

r of F d the he bu ess, r p < . 

Question 4

the importance 

d res nts with et of stions ked m to te 

responses to each, ranked in descending order of mean importance, are 

Table 54.  
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Table 54: Enterprise objectives by their importance to respondents, ranked by mean importance 

Degree of importance Mean SD 

rating. 

Enterprise 
bjectives O

 Not (%) Slig
(

Modera V Extrem   htly 
%) 

tely 
(%) 

ery 
(%) 

ely 
(%) 

Business 2.0 1.0 8.4 30.0 58.6 4.42 0.84 

High 2.5 3.4 13.2 37.7 43.1 4.16 0.95 

3   

3   

Business 4.9 6.9 30.0 29.6 28.6 3.70 1.11 

Industry 13.9 6.4 31.2 29.7 18.8 3.33 1.25 

16.7   

 job 

pportunities 

21.9 22.4 36.3 14.4 5.0 2.58 1.13 

stability 

productivity 

High profit rates 1.5 5.4 24.6 35.0 3.5 3.94 0.97

Lower costs of 

production 

3.5 5.0 25.2 31.2 5.1 3.90 1.05

growth 

leadership 

Contribution to 

community 

development 

Creating

22.2 38.9 15.3 6.9 2.73 1.12

o

 

Question 41 asked respondents to rate the level of satisfaction they felt with 

respect to the enterprise’s achievement of those goals over the past 3 years. The 

responses to this question are presented in Table 59. 
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mean satisfaction rating. 

Enterprise 
Objectives 

Degree of satisfaction Mean SD 

Table 55: Enterprise objectives by respondent satisfaction with enterprise achievement, ranked by 

 Not (%) Slightly 
(%) 

Moderately 
(%) 

Very 
(%) 

Extremely 
(%) 

  

Business stability 9.4 9.9 30.7 31.7 18.3 3.40 1.17 

Industry 8.5 12.5 42.5 25.0 11.5 3.19 1.07 

7.4 3.16 0.98 

17.7 29.6 32.5 7.4 3.04 1.15 

Contribution to 

community 

evelopment 

10.0 20.4 40.8 24. 4.5 2.93 1.01 

overall 

leadership 

High productivity 7.9 10.3 46.8 27.6 

Business growth 12.8 

4 

d

Creating job 

opportunities 

10.7 20.3 42.1 20.3 6.6 2.92 1.05 

High profit rates 15.8 17.7 38.9 22.2 5.4 2.84 1.11 

Lower costs of 

production 

10.0 26.0 39.5 19.0 5.5 2.84 1.03 

Mean satisfaction 2.0 16.8 53.0 26.7 1.5 3.05 0.70 

 
Two measures of global perceived performance were available for analysis. The 

first consisted of a single item (part of question 41) in which the respondent simply 

had to rate their satisfaction with the overall performance of the enterprise over the 

past 3 years. The second measure was calculated on the basis of the results 

erceived 

e first step in the calculation of this index was to determine 

Ent r  index of the relative importance 

of each objective was then calculated by dividing the rating for the Objective for the 

presented in Table 54 and Table 55, and was termed a Scaled Index of P

Performance (SIPP). Th

the relative importance placed upon each of the 8 Enterprise Objectives shown in 

Table 54. Calculating, for each respondent, the sum of the ratings across the 8 

erp ise Objectives of Question 40, did this. An
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sum across all 8 Objectives. Then, for each respondent, for each of the 8 

Ent r  to 

Question 41 was divided by the index of relative importance for that Objective. The 

SIPP was then calculated as the simple sum of these 8 scaled rating scores. This 

procedure created a single SIPP score for each respondent. A comparison of the 

me

Table 56: A comparison of mean sati
of Perce

Mean satisfaction (Q41) SIPP 

erp ise Objectives, the Enterprise Achievement rating provided in response

an scores for each method is shown in Table 56.  

sfaction ratings and the Scaled Index 
ived Performance. 

Mean SD Mean SD 
3.05 .70 3.06 .77 

 
The tw erall mean satisfaction with Enterprise Achievement (Q41) 

and p < .0005. Such a high 

 superior to the simple single 

item index produced by the measure, overall mean satisfaction with Enterprise 

Achievement (Q41). So parsimony dictates that it is the latter, simpler measure that 

should be used. Secondly, it serves to argue for the internal consistency of 

participant responses. It is clear that the respondents are performing internally an 

implicit mathematical operation to weigh up the enterprise’s overall performance 

across a range of dimensions in a very similar manner to the explicit calculations 

described above.  

Business Performance Variables Selected To Be Used In 
Further Analyses. 
From the above, the following nine variables were selected for subsequent 

analyses as indices of business performance: 

1. Change in personal income (Question 37) 

o measures, ov

 the SIPP, were found to be highly correlated, r= .971, 

correlation is important for two reasons. First, it indicates that there is no indication 

that the computationally complex SIPP is in anyway
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2. Rating of enterprise achievement at ‘high productivity’ (Question 41a) 

3. Rating of enterprise achievement at ‘industry leadership’ (question 41b) 

4. Rating of enterprise achievement at ‘creating job opportunities’ (question 

e) 

6. Rating of enterprise achievement at ‘contribution to community 

development’ (question 41g) 

ting of enterprise achievement at ‘business growth’ (question 41h) 

rating of ean o all satisfac  with terpris ch e

(Question 41i) 

9. SIPP (calculated from Questions 40 and 41) 

of the relationships tween Mana ement actices d nin

selected indicators of Business Performance follow. 

41c) 

5. Rating of enterprise achievement at ‘high profit rates’ (question 41

7. Ra

8. The  m ver tion en e a ievem nt 

Analyses be g Pr an the e 
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Relationships between management practices and 
business performance 

Change In Personal Income Derived From The Business. 
Table 58 presents the Business Performance variable Change in Personal Income 

ersonal income by path to ownership. 

Change in personal income M SD 

as a function of the Management Practices variable Path to Ownership. 

Table 57: Change in p

  
Path to
ownership 

 Decreased Unchanged eased  Incr  

 > 20%  < 20%  < > 20%   
Purchased: n 2  

(2.8%) 

7 

(9.7%) 

34 

(47.2%) 

13 

(18.1%) 

16 

(22.2%) 

3.47 1.03 

(3.6%) 

11

(10.0%) 

57

(51.8%) (18.2%) 

18 

(16.4%) 

3.34 0.99 

 2 6

0.0%) (8.3%) 

3 

(25.0%) 

3.42 1.08 

Total: n 6 20 97 34

) 

37 

(19.1%) 

3.38 1.00 

 20% 

Founded: n 4 20

Inherited: n 1

(16.7%) (5

(3.1%) (10.3%) (50.0%) (17.5%

 

From that table, it can be seen that the pattern of results for owners who founded 

the enterprise is roughly the same as that for owners who purchased. The pattern 

for owners who inherited the enterprise would appear to show evidence of a 

greater propensity for an increase in income and a reduced propensity for a 

decrease in income across the group. However, given the relatively small size of 

this group (n=12), it would not be appropriate to make any firm conclusion 

regarding it. ANOVA, therefore, was used to compare mean rating of change in 

personal income between those who Purchased, M=3.47, SD = 1.03, and those 

who Founded, M=3.34, SD = 0.99. No significant difference between the groups 

was found, F(1,180) = .792, p > .05. 
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Relationships Between Change In Personal Income And Other Management 

s shown in Table 58, an examination of the relationships between other 

anagement pra es n p e th

 relatio s w igni . 

elation een c e in al in , sel man nt p  
the pos ss of ded gem ctic

han ers com

Practices. 
A

m ctices variabl and change i ersonal incom revealed at 

none of the nship ere s ficant

Table 58: Corr
variables and 

s betw
itivene

hang
inten

person
mana

come
ent pra

ected 
es. 

ageme ractice

 C ge in p onal in e 
Management practice r Sig. 

n-maker 1 No. of decisio s .06 .391 

Business Plan? .093 .195 

ning 8 

.044 .551 

P3: Marketing .050 .493 

MP4: Finance .024 .746 

MP1: Plan

MP2: People 

.08 .230 

M

MP5: PIMPS .061 .396 

**Correlation is significant at the 0.01 level (2-tailed). 
* Correlation is significant at the 0.05 level (2-tailed). 

Satisfaction With Achieving Specific Goals 
Question 41 required respondents to rate their enterprise’s level of achievement on 

8 specific aspects of enterprise performance. The relationships between the 

Management Practices variable, Path to Ownership, and each of these indices of 

enterprise performance was investigated. The summary statistics are presented in 

Table 59. 
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Table 59: Mean ratings of satisfaction w  by path to 
wnership. 

 o owne  
Inh  otal 

Mean SD Mean SD Mean SD Mean SD 
y 2.87 1 3.4 1.17   

ith the achievement of enterprise objectives
o

Path t rship  
 
 
Productivit

Purchased Founded erited T

1.0 3.33 .93 2 3.16 .98

Leadership 3.01 1.16 3.31 1.01 3.17 1.03 3.19 1.07 

2.90 3.00 1.21 2.92 

High profits 2.53 1.03 3.58 1.00 2.84 

 2.89 1.00 3.42 1.00 

ss .77 7 1. 2.9 1.17   

Creating jobs .97 2.93 1.09 1.05 

1.16 2.99 1.11 

Community

development 

2.91 1.02 2.93 1.01 

Busine

growth 

2 1.1 3.22 11 2 3.04 1.15

 
ANOVA was d to investigate the relationship between the management 

ces variab  Path wne , and onse o e items. 

given sma ber rticip who nded he  

e en rprise y par nts w espon that the d either 

purchased, or ded, terp ere in d in nalys

 ratings of success with respect to 

achievement at increasing productivity for owners who had founded the enterprise, 

M = 3.31, when compared to owners who had purchased their business, M = 2.92; 

F(1,184) = 7.402, p < .01. Those who founded their businesses also displayed 

higher mean ratings than those who purchased their business for: achieving high 

profits, M = 2.97, and M = 2.54, respectively, F(1,184) = 7.196, p < .01; and 

achieving business growth, M = 3.21, and M = 2.80, respectively, F(1,184) = 5.920 

p < .05. 

Table 60 shows the correlations between each of the indices of business 

performance from Question 41 and each of the remaining measures of 

management practices. 

 use

practi

Again, 

le,  to O rship resp s to each f thos

the ll num  of pa ants  respo that t y had

inherited th te , onl ticipa ho r ded y ha

 foun  the en rise w clude these a es.  

The analyses revealed significantly higher
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Table 60: Correlations between indicators of business performance and management practices. 

  Product- Leader- Creating Higher Community Growth 

  Specific rating of business performance 

ivity ship jobs Profits  development 

No. of r .066 .090 .097 .007 .155* 

(.028) 

.014 

decision-

makers 

Sig. (.347) (.203) (.176) (.918) (.842) 

Business 

Plan? 

r 

Sig. 

.037 

(.596) 

.110 

(.121) 

-.019 

(.787) 

.069 

(.327) 

-.075 

(.293) 

.106 

(.134) 

MP1: 

Planning 

r 

Sig. 

.022 

(.763) 

.079 

(.280) 

.058 

(.433) 

.066 

(.364) 

-.050 

(.489) 

.102 

(.160) 

MP2: r .084 

People Sig. (.243) 

.210** 

(.004) 

.135 

(.066) 

-.027 

(.710) 

.003 

(.962) 

.246** 

(.001) 

104) (.755) (.279) (.004) 

.106 

(.142) 

MP4: r 

Sig. 

-.098 

(.175) 

.020 

(.784) 

.035 

(.637) 

-.069 

(.343) 

-.018 

(.801) 

-.120 

(.097) 

MP3: 

Marketing 

r 

Sig. 

.058 

(.421) 

.118 

(.

.023 .078 .206** 

Finance 

MP5: PIMPS r 

Sig. 

-.038 

(.593) 

.084 

(.238) 

.148* 

(.038) 

.126 

(.074) 

.082 

(.247) 

.090 

(.202) 

**Correlation is significant at the 0.01 level (2-tailed). 
* Correlation is significant at the 0.05 level (2-tailed). 
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As it indicates, the number of decision-makers within the business was significantly 

correlated with rating of achievement at contributing to community development, r = 

.155, p < .05. The management practices variable MP2: People was found to be 

significantly correlated with rating of success in achieving industry leadership, r = 

.210, p < .005 and with rating of enterprise achievement in achieving business 

growth,  = 246, p .005. The management practices variable MP3: Marketing 

significantly correlated achieving industry leadership, r = .206, p < .005. MP5: 

PIMPS was significantly correlated with the rating of achievement in creating job 

opportunities, r=.148, p <.05.  

Relationships Between Management Practices And Global 

r  < 

easures Of Performance 
alysis. The 

rst consisted of a single item (p hich the respondent simply 

n overall performa of the en ise over 3 ye

was calculated on the basis of the results presented in Table 

le 55, and was termed aled Ind f Percei erforma

 relationship of each of th o measu of global rmance 

f Management Practic th to Ow hip, is p ted in Ta

able 61: By path to ownership, two methods of perceived performance 

Scaled Index of Perceived 
Performance 

M
Two measures of global perceived performance were available for an

fi art of question 41) in w

had to rate the mea nce terpr the past ars. 

The second measure 

54 and Tab a Sc ex o ved P nce 

(SIPP). The ese tw res  perfo and 

the measure o es, Pa ners resen ble 

61. 

 
T

 Mean satisfaction (Q41) 

Path to ownership Mean SD Mean SD 
Purchased 2.86 .77 2.88 .82 

Founded 3.14 .68 3.19 .71 

Inherited 3.27 .65 3.29 .75 

Total 3.05 .70 3.06 .77 
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ANOVA was used to compare overall mean satisfaction with Enterprise 

Table 62: Correlations between selected management practices variables and the 

 Overall Mean satisfaction SIPP 

Achievement (Q41) over the past three years for the Purchased and Founded 

groups. The analysis found significantly higher ratings of Mean Satisfaction for the 

Founded group, M = 3.14, SD = .68, than for the Purchased group, M = 2.86, SD = 

.77; F(2,194) = 4.641, p < .05. A similar analysis was conducted using the SIPP as 

the dependent variable. It also found significantly higher ratings for the Founded 

group, M = 3.19, SD = .71, than for the Purchased group, M = 2.88, SD = .82; 

F(2,183) = 3.413, p < .05, thereby giving support for H15 that those SME owners 

who founded their business have superior performing businesses. Relationships 

between the remaining management practices variables and the two global 

measures of business performance are listed in Table 62. 

 

global business performance indicators of Mean Satisfaction and the SIPP measure. 

(Q41) 
 r Sig. r Sig. 
No. of decision-makers .099 .159 .091 .209 

Business Plan? .063 .373 .109 .134 

MP1: Planning .071 .325 .125 .094 

MP2: People .165* .022 .117 .116 

MP3: Marketing .150* .038 .120 .108 

MP4: Finance -.097 .179 -.105 .158 

MP5: PIMPS .087 .220 .127 .080 

**Correlation is significant at the 0.01 level (2-tailed). 
* Correlation is significant at the 0.05 level (2-tailed). 

A significant correlation was found between MP2: People and the Mean overall 

satisfaction rating, r = .165, p < .05. MP3: Marketing was also significantly 

correlated with Mean overall satisfaction, r = .150, p < .05.  
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Regression analyses 

index of Mean overall satisfaction (Question 41) was entered as the dependent 

to Ownership, Number 

decision-makers, Business Plan (there or not), MP1: Planning, MP2: People, MP3: 

Marketing, MP4: Finance and MP5: PIMPS - were entered as independent 

riables. A significant relationship, .330, R2 9, was fo

between the set of predictor (independent) variables and Mean overall satisfaction, 

p < .05). Table 63 shows the regression coefficients and 

robabilities. As can be seen, two bles, Pa wnership, 

01, and MP2: People, t = 2.572, p < contribute ificant uni

 additional support for H15, as well as 

r H19 that entrepreneurs who emphasize people management practices that 

emphasise the use of consultative decision-making, employee reward systems, 

employee amenities, assessment of employee job satisfaction, the production of 

quantity and high productivity are superior performing businesses. A pictorial 

summary of that regression is shown in Figure 15. 

A multiple linear regression was conducted in which the Business Performance 

variable, and the Management Practices variables- Path of 

(predictor) va  R = = .10 und 

F(8,167) = 2.556, 

associated p  varia th to O t = 

2.697, p < .  .05, d sign que 

variance to the regression, thereby providing

fo
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and management practice predictors. 

Coefficients 
Beta 

Table 63: Regression coefficients and probabilities of overall mean satisfaction from performance 

 Standardized t Sig. 

Constant  11.373 .000 

Path to Ownership .201 2.697** .008 

Number of Decision-makers  .640 .523 

Business Plan? -.008 -.092 .927 

  

 2.572* 

 

 -1.018 

 

.049

MP1: Planning .070 .764 .446 

MP2: People .196 .011 

MP3: Marketing .102 1.382 .169 

MP4: Finance -.076 .310 

MP5: PIMPS .031 .398 .691 

**  the 0.01 level (2-tailed). 
gnificant at the 0.05 level (2-tailed). 

Correlation is significant at
* Correlation is si

 

Regression:
Management practices to

Mean Satisfaction
 achievement

business performance

Path to ownership
(t=2.697, p<.01)

MP2: People

MP3: Marketing

No. of decision-makers
Business plan?
MP1: Planning

with
R=.330, R Sq=.109

 

F(8,167)=2.556, p<.05

(t=2.572, p<.05)

MP4: Finance
MP5: PIMPS

Figure 15: Pictorial summary of a multiple linear regression between management 
practices and mean overall satisfaction with business performance. 

A second multiple linear regression was conducted in which the Business 

Performance index, SIPP, was entered as the dependent variable and the 

Management Practices variables - Path to Ownership, Number of decision-makers, 

Business Plan (there or not), MP1: Planning, MP2: People, MP3: Marketing, MP4: 

Finance and MP5: PIMPS - were entered as independent variables. A significant 

relationship, R = .312, R2 = .097, was found between the set of predictor 

(independent) variables and the SIPP, F(8,158) = 2.130, p < .05. Table 64 and 
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Figure 16 show the regression coefficients and associated probabilities. As can be 

seen, one variable, Path to Ownership, t = 2.451, p < .05, contributed significant 

unique variance to the regression, again providing support for H15.  

Table 64: Regression coefficients and probabilities of positive business performance from selected 

 Standardized t Sig. 

management practices as predictors. 

Coefficients 
Beta 

Constant  9.210 .000 

Path to Ownership *.190 2.451 .015 

.910 

lan? .034

1

1

Number of Decision-makers .072 .364 

Business P  .356 .722 

MP1: Planning .066 .692 .490 

MP2: People .129 .630 .105 

MP3: Marketing .071 .926 .356 

MP4: Finance -.095 .228 .221 

MP5: PIMPS .093 1.151 .251 

**Correlation is si
* Correlation is si

gnificant at the 0.01 level (2-tailed). 
gnificant at the 0.05 level (2-tailed). 

 

Regression:
Management practices to

business performance

Path to ownership
(t=2.451, p<.05)

No. of decision-makers
Business plan?
MP1: Planning
MP2: People

MP3: Marketing
MP4: Finance
MP5: PIMPS

Scaled index of
perceived

performance (SIPP)

R=.312, R Sq=.097

F(8,158)=2.130, p<.05

 
Figure 16: Pictorial summary of a multiple linear regression between 
management practices and SIPP. 

No significant relationships were shown for the performance variables change in 

personal income, F(8,165) = .370, p > .05, satisfaction with productivity 

achievement, F(8,168) = 1.575, p > .05, satisfaction with achieving industry 

leadership, F(8,165) = 1.984, p > .05, satisfaction with creating jobs, F(8,162) = 
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1.192, p > .05, satisfaction with achieving higher profits, F(8,166) = 1.600, p > .05, 

or satisfaction with contributing to community development, F(8,168) = 1.285, p > 

.05.  

A ninth regression analysis was undertaken using the performance variable 

‘satisfaction with achieving business growth’ as the dependant variable and the 

Management Practices variables - Path to Ownership, Number of decision-makers, 

Business Plan (there or not), MP1: Planning, MP2: People, MP3: Marketing, MP4: 

les. A statistically 

significant relationship, R = .375, R2 = .141, was found and, as can be seen from 

Table 65: Regression coefficients and probabilities of positive business performance from selected 

Co
t Sig. 

Finance and MP5: PIMPS - were entered as independent variab

Table 65 and Figure 17 , two variables, Path to ownership, t = 2.700, p < .01, and 

MP2: People, t = 3.659, p <.0005, again contributed significant unique variance to 

the model.  

management practices as predictors. 

 Standardized 
efficients 

Beta 
Constant  6.222 .000 

Path to Ownership .197 2.700* .008 

.273 3.659** .000 

.066 .915 .361 

-.073 -1.001 .318 

Number of Decision-makers 

Business Plan? 

.023 .314 .754 

.026 .287 .775 

.081 .899 .370 MP1: Planning 

MP2: People 

MP3: Marketing 

MP4: Finance 

MP5: PIMPS .054 .709 .479 

**Correlation is significant at the 0.01 level (2-tailed). 
* Correlation is significant at the 0.05 level (2-tailed). 
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Regression:
Management practices to

business performance

Path to ownership

MP2: People

Sa
ac

bus

tisfaction with
hievement of
iness growth

R=.375, R Sq=.141

F(8,168)=3.446, p<.005

(t=2.700, p<.01)
No. of decision-makers

Business plan?
MP1: Planning

(t=3.659, p<.0005
MP3: Marketing
MP4: Finance
MP5: PIMPS

 

the proffered hypotheses 

concerning the relationships between Management Practices and SME 

Performance – H15 and H19–, whilst four, H16, H17, H18 and H20, were not 

supported. 

Table 66: Supported and unsupported hypotheses concerning the 

Unsupported hypotheses Supported hypotheses 

Figure 17: Pictorial summary of a multiple linear regression between 
management practices and entrepreneur satisfaction with achievement of 
business growth. 

As shown in Table 66, the data supported two of 

relationships between Management Practices and SME Performance. 

H16: SME’s with more than one decision-maker 
have superior performance to those with only 
one decision-maker. 

H17: Entrepreneurs
formal business p

H15: Entrepreneurs that started their business 
have superior performance to those that 
purchased or inherited their business. 

 who develop and adhere to 
lans have businesses with 

superior performance. 

to those entrepreneurs with negative business 

H19: Entrepreneurs who emphasize people 
management practices that focus on consultative 
decision-making, employee rewards, employee 

satisfaction have superior performing H18: SME’s with clearly defined marketing 
practices have superior performance to those 
that do not. 

H20: Those entrepreneurs with positive business 
intentions have superior performing businesses 

amenities, and assessment of employee job 

businesses. 

intentions. 

 
In the following section, a pictorial representation of the variables considered in the 

context of the research model is presented together with a summary of the key 

findings of this research. 
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Summary of Key Findings 

Figure 18 is a pictorial representation of the variables used in the final analysis. 

Context
(Controlled for industry [Furniture] and location [Queensland])

Attributed Values and BusinessManagement
Characteristics Expectations Practices Performance

Attained
Characteristics

Age
Gender

Own birthplace
Both parents born

overseas
Either parent skilled

Either parent an owner-
operator

Total siblings
PV1: Power

PV2: Responsibility

n-Ach
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Figure 18: Variables used in the analysis of the relationships between the 

management practices and between their management practices and 
business performance. 

Attributed and Attained Characteristics 
There were four times as many male owners as there were female owners and at 

42.39 years, SD=8.57, the mean age of females was 4.19 years younger than the 

mean age for males. Females were disproportionately likely not to be in 

construction and disproportionately likely to be in retail. 

With respect to ethnicity, 17.6% of respondents were born overseas and 

approximately 3 in 10 had at least one parent born overseas. Almost a quarter of 

characteristics and values of entrepreneurs, between their values and 

the respondents (23.4%) indicated that both parents had been born overseas.  

Only 3.9% of respondents indicated that they had been an only child, while 96.1% 

had at least one brother or sister living in the family home during the period of their 

childhood and adolescence. The mean number of siblings per respondent was 

2.97, SD 2.10.  
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Most respondents had at least one parent who had owned and operated a 

business, with 58.5% of respondents’ fathers and just over a quarter (26.1%) of 

respondents’ mothers having owned and operated a business at some point.  

Approximately 6 in 10 respondents had one or more parents whose occupation 

could be classified as skilled. On average, respondents had had more formal 

schooling than their parents. Overall, 44.3% of respondents indicated that their 

highest education qualification had been obtained post school, compared to 20.0% 

of their fathers and 9.5% of their mothers obtaining such qualifications. Included in 

at they held a university 

Highest qualification was positively correlated with whether both parents were born 

overseas, r=.169, p <.05, and with whether or not one or either parent was in a 

skilled occupation, r=.236, p <.005, but was negatively correlated with the 

respondent being female, r=-.168, p <.05. Location of a respondent’s education 

was positively correlated with their age, r=.203, p <.01, with their own birthplace 

being overseas, r=.748, p <.0005, and with whether both parents had been born 

overseas, r=.605, p <.0005; but was negatively correlated with whether either 

parent had been an owner-manager of a business, r=-.149, p <.05. 

Multiple linear regression analysis, conducted to examine the relationship between 

the Attributed Characteristics – age, gender, own birthplace, both parents overseas 

born, either parent an owner-manager, whether either parent was skilled, and total 

siblings – and the Attained Characteristic “highest qualification”, found a significant 

relationship, R = .349, R  = .121, between the set of predictor variables (Attributed 

Characteristics) and the highest qualification level of respondents, F(7,185) = 

3.655, p<.005. The individual regression coefficients and associated probabilities 

from that analysis showed that gender, t = -2.606, p <.05, and whether one or 

that 44.3% were 12.5% of respondents who indicated th

degree, compared to 6.0% of the fathers and 2.5% of the mothers who had 

attained that level.  

2
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either of the parents were in a skilled occupation, t = 2.569, p < .05, each 

contributed unique variability to the relationship; the former being negative, the 

latter, positive.  

Discriminant function analysis found that membership of the group educated 

overseas (“Location of education”) could be predicted by a set of Attributed 

Characteristics that consisted of age, gender, own birthplace, both parents born 

overseas, either parent and owner-manager and whether one or other parent was 

wever, a respondent’s 

in a skilled occupation.  A significant predictive relationship was found, Λ = .435, 

χ2
(7) = 155.348, p < .0005, and four items - age, F(1,190) = 5.642, p<.05, own 

birthplace, F(1,190) = 225.877, p<.0005, both parents born overseas, F(1,190) = 

98.390, p<.0005, and whether either parent was in a skilled occupation, F(1,190) = 

4.291, p<.05 - contributed uniquely to the discrimination. Ho

own birthplace explained 54.3% of total discrimination explained, Λ = .457, p 

<.0005, and whether both parents had been born overseas explained 34.1% of the 

total discrimination, Λ = .659, p <.0005; whereas age of the respondent explained 

just 2.9%, Λ = .971, p <.05, and whether either parent was in a skilled occupation 

explained just 2.2%, Λ = .978, p <.05.  

Expectations And Values Of Entrepreneurs 
Two expectations and three values variables were derived, however, the statistical 

reliability (Chronbach alpha) of two, Locus of Control and V3: Affection, was low. 

The first expectation, n-Ach, was derived from a scale adapted from Alderfer 

(1972). The second, Locus of Control, was calculated from a scale adapted from 

Rotter (1971) by Robbins (1989). A significant correlation was found between n-

Ach and Locus of Control, r = .228, p < .01. The three entrepreneurial values 

variables - V1: Power, V2: Responsibility and V3: Affection - were composites 

obtained by applying PCA to a scale that consisted initially of 28 items. All were 
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significantly correlated with n-Ach and V1: Power was significantly correlated with 

Locus of Control.  

Significant negative relationships existed between a number of respondent 

Multiple linear regression analysis subsequently demonstrated a significant 

relationship between the set of attributed characteristics - Age, Gender, Own 

ty in the 

r overseas) was negatively correlated with V2: 

 and V2: 

characteristics and their expectations and values. In particular, negative 

relationships were found between “Highest qualification” and V3: Affection, r = -

.187, p < .01, and the attributed characteristic of whether one or other parent was in 

a skilled occupation and V3: Affection, r = -.255, p < .0005. Negative relationships 

also existed between whether one or other parent had been an owner-manager 

and V1: Power, r = -.166, p < .05, and between location of the education of 

entrepreneurs (Australia = 1, Overseas = 2) and V2: Responsibility, r = -.223, p < 

.005. 

Birthplace, whether both parents were born overseas, whether either parent was an 

owner operator, whether the parents were skilled, and total siblings - and V3: 

Affection, F(7,183) = 2.654, p < .05, that accounted for 9.2% of the variabili

model. One variable, “Parents skilled”, t = -3.295, p < .005, had a significant 

unique, but negative, relationship to V3: Affection.  

Significant negative relationships were also found between two Attained 

Characteristics of entrepreneurs and their values. First, the location of the 

respondent’s education (Australia o

Responsibility, r=-.223, p<.005, and second, the level of their highest qualification, 

was negatively correlated with V3: Affection, r=-.187, p<.01. 

Multiple linear regressions confirmed those relationships. A significant negative 

relationship, R = .226, R2 = .051, was found between the set of predictors

Responsibility, F(2,188) = 5.077, p < .01. Location of education contributed unique 

variability to that relationship, t = -3.060, p = <.005. A second significant, but weak, 
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negative relationship was found between the Attained Characteristics and V3: 

Affection, R = .195, R2 = .038. The individual regression coefficients and associated 

probabilities from that analysis indicated a significant unique contribution to the 

variability in the regression by the respondents’ highest qualification level, t = -

2.547, p = <.05. The data therefore gave some support for H10, in that the level of 

as found to be potentially unstable. 

Support was also found for H5, in that those born in Australia were significantly less 

likely to value V2: Responsibility, a composite variable consisting of three 

component variables: the degree to which entrepreneurs valued responsibility, 

honesty and competence. Support was not found for H4. 

Most respondents had either founded (54.6%) or purchased (37.1%) their 

business. Only 5.9% indicated that their path to ownership had been by 

inheritance. For all paths, the largest proportion (46.0%) had structured their 

businesses as private companies, as partnerships (26.0%) or as trusts (10.5%). 

Sixteen percent were sole traders. Because of the small sample size for those who 

inherited their business, subsequent analyses excluded that group. The average 

number of decision-makers per business was 1.89, SD = 0.79, of which 87% were 

members of the owners’ families. There was no significant difference in the number 

or makeup of decision-makers between those that had purchased and those that 

had founded their businesses.  

a formal business plan. 

There was no significant difference between those who had founded their business 

and those that had purchased for whether or not they had a business plan. 

education attained impacted upon the values formed. In this case, the relationship 

was negative, however, the dependent variable, V3: Affection”, consisting of four 

component variables - the degree to which entrepreneurs value affection, 

compassion, religion and national security – w

Management Practices 

Approximately a quarter (25.1%) indicated that they had 
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From an initial set of 50 questions, PCA was used to identify four management 

of the five composite measures of management practices were calculated. 

Enterprises with a business plan had higher mean scores on the composite 

measures of: MP1: Planning, M = .91, compared with M = -.35, F(1,191) = 90.191, 

business 

plan; and the five composite measures, MP1: Planning, MP2: People; MP3: 

2

set of predictor (independent) variables – n-Ach, Locus of Control, V1: Power, V2: 

Responsibility; and V3: Affection - and MP1: Planning, F(5,180) = 4.614, p < .005. 

practice factors: MP1: Planning contained 7 variables; MP2: People and MP3: 

Marketing each contained 6 variables; and MP4: Finance contained 4 variables. 

The statistical reliability (Cronbach alpha) of each factor ranged from 0.63 for MP4: 

Finance to 0.93 for MP1: Planning. 

From a modified set of 10 Business Intentions questions (Cochrane, Dempster et 

al. 1999), Contingency Table Analysis found that those who had founded their 

business were significantly more likely to have indicated an intention to sell part of 

their business than were those who had purchased, χ2
(1) = 4.151. p < .05.  

A new variable, PIMPS, was then created by allocating a ‘positiveness score’ 

between -5 and +5 to each Business Intentions variable. The mean scores of each 

p < .0005, and MP5: PIMPS, M = 4.65, compared with M = 2.07, F(1,201) = 

15.479, p < .0005.  

Eight management practice variables were chosen for subsequent analyses: path 

to ownership; number of decision-makers; whether or not there was a 

Marketing: MP4: Finance: and MP5: PIMPS.  

The values variable V1: Power was significantly correlated with whether there was 

a business plan, r = .163, p < .05, and with the derived variable MP1: Planning, r = 

.281, p < .0005. V2: Responsibility was significantly correlated with MP3 Marketing, 

r = .211, p < .005, as was V3: Affection, r = .161, p < .05. From multiple linear 

regression, a significant relationship, R = .337, R  = .114, was found between the 
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V1: Power contributed significant unique variance to that regression, t = 3.075, p < 

.005. A significant relationship, R = .307, R2 = .094, was also found between the set 

ith an increase in the personal 

income of the owner-manager in the year prior to the survey’s administration.  

rating of overall satisfaction with enterprise achievement; and SIPP. 

of predictor (independent) variables and MP3: Marketing, F(5,180) = 3.740, p < 

.005: two variables, V2: Responsibility, t = 2.104, p < .05, and V3: Affection, t = 

2.006, p < .05, contributed significant unique variance to that regression. One other 

significant relationship identified from multiple linear regression analysis was 

between the set of predictor (independent) variables and MP5: PIMPS, R = .281, 

R2 = .079, F(5,188) = 3.229, p < .01 - Locus of Control, t = 2.970, p < .01, 

contributed significant unique variance to that regression.  

SME Performance 
The mean employment size of respondent’s businesses was 8.14 FTE employees, 

larger than the national average of 4.3 (ABS 1999). There were significant 

correlations between the number of FTE employees and both the age of the 

business and the number of years of ownership. The number of years of ownership 

was also significantly, but negatively, correlated w

Two measures of global performance were explored: the mean level respondent 

satisfaction with the overall performance of their business over a 3-year period; and 

a computed variable, SIPP, which took to account the satisfaction rating of 

respondents for their organisation’s achievement of each of 8 enterprise objectives 

over the same 3-year period and the degree of importance given by each 

respondent to those objectives. The two global measures were found to be highly 

correlated, r = .971, p < .0005. Nine measures of business performance were 

selected for inclusion in subsequent analyses: change in the personal income of 

the respondent; the ratings given to the enterprise’s achievement at achieving high 

productivity, industry leadership, the creation of job opportunities, high profit rates, 

contributing to community development, and achieving business growth; the mean 
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Differences in path to ownership were significant between those who founded their 

business and those who had purchased it. Founders were significantly more 

satisfied with the success of their enterprise than those who had purchased on 

several dimensions. These differences were found for satisfaction with increased 

productivity, F(1,184)=7.402, p < .05, achieving higher profits, F(1,184)=7.196, p < 

83)=3.413, p < .05. 

= 3.31, when compared to those who had purchased theirs, M = 2.92; 

F(1,184) = 7.402, p < .01. Entrepreneurs who founded their business also 

displayed higher mean ratings than those who purchased for: achieving high 

profits, M = 2.97, and M = 2.54, respectively, F(1,184) = 7.196, p < .01; and 

achieving business growth, M = 3.21, and M = 2.80, respectively, F(1,184) = 5.920 

p < .05. Also, ANOVA found significantly higher ratings of Mean Satisfaction for the 

Founded group, M = 3.14, SD = .68, than for the Purchased group, M = 2.86, SD = 

.77; F(2,194) = 4.641, p < .05. A similar analysis was conducted using the SIPP as 

the dependent variable. It also found significantly higher ratings for the Founded 

group, M = 3.19, SD = .71, than for the Purchased group, M = 2.88, SD = .82; 

F(2,183) = 3.413, p < .05, thereby supporting H15. 

From multiple linear regression, in which the business performance index of mean 

overall satisfaction was entered as the dependent variable, and the Management 

Practices variables- Path to Ownership, Number of decision-makers, Business Plan 

(there or not), MP1: Planning, MP2: People, MP3: Marketing, MP4: Finance and 

MP5: PIMPS - were entered as independent (predictor) variables, a significant 

.01, lowering costs, F(1,181)=5.239, p < .05 and achieving business growth, 

F(1,184)=7.402, p < .01. Founders were also significantly more satisfied with the 

performance of their business overall, F(2,194)=4.641, p < .05, and on the SIPP 

measure, F(2,1

ANOVA also revealed significantly higher ratings of success with respect to 

achievement at increasing productivity for entrepreneurs who had founded their 

enterprise, M 
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relationship, R = .330, R2 = .109, was found between the set of predictor 

(independent) variables and mean overall satisfaction, F(8,167) = 2.556, p < .05). 

Two variables, Path to Ownership, t = 2.697, p < .01, and MP2: People, t = 2.572, p 

< .05, contributed significant unique variance to the regression. Similarly, a second 

multiple linear regression identified a significant R = .312, R2 = .097, 

between the set of predictor variables and the SIPP, F(8,158) = 2.130, p < .05. One 

variable, Path to Ownership, t = 2.451, p < .05, contributed significant unique 

variance to that regression. Finally, multiple linear regression also identified a 

statistically significant relationship, R = .375, R2

variables and the respondents’ satisfaction with the achievement of business 

growth. Two variables, Path to ownership, t = 2.700, p < .01, and MP2: Marketing, t 

= 3.659, p <.0005, contributed significant unique variance to that outcome.  

Figure 19 is a composite picture of the regression analyses between each of the 

main components of the research model: entrepreneurial characteristics (attributed 

and attained); expectations and values; management practices; and business 

performance.  

In the following chapter, the findings of this research are discussed. Several 

recommendations for further research are offered and some implications to public 

policy noted. 

relationship, 

 = .141, between the set of predictor 
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Table 67: Hypotheses supported by this research. 

erni

d and 

characteristics 
ics 
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ics 
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ent 

practices 
and 

erformance 

Hypotheses conc

Attribute
attained 

ng: 

Attributed 
characterist

Attained 
characterist

Values and 
managem

Management 
practices 
business 
p

H1: The birthplace 
of the parents of an 
entrepreneur 
influences the 
location of that 
entrepreneur’s 
education. 

d 

 to the 

H10: 
Entrepreneurs with 
a lower education 
qualification hold 
values that differ 
from the values 
held by 
entrepreneurs with 
a higher education 
qualification. 

H12: The values 
held by 
entrepreneurs 
influence their 
selection of 
management 
practices. 

H15: 
Entrepreneurs that 
started their 
business have 
superior 
performance to 
those that 
purchased or 
inherited their 
business. 

H5: Female 
entrepreneurs hol
values that are 
similar
values held by male 
entrepreneurs. 

H2: The education 
level of an 
entrepreneur is 

fluenced by the 
skill level of the 
occupation of one 
or both of his or 
her parents. 

rs 

at 
 

d 

H11: 
Entrepreneurs 
educated overseas 
old values that 

differ from the 
values held by 
those educated in 
Australia. 

H14: 
Entrepreneurs with 
a dominant internal 

in

H6: Entrepreneu
born overseas 
attain 
characteristics and 
develop values th
differ from the
attained 
characteristics an
values of 
Australian born 
entrepreneurs. 

h locus of control 
choose 
management 
practices that are 
more positive than 
those chosen by 
entrepreneurs with 
less internal locus 
of control. 

H19: 
Entrepreneurs who 
emphasize people 

anagement 
practices that focus 
on consultative 
decision-making, 
employee rewards, 
employee 
amenities, and 
assessment of 
employee job 
satisfaction have 
superior 
performing 
businesses. 

whose parents were 

 

se 
ith 

m

 H7: Entrepreneurs 
whose parents were 
born overseas 
attain 
characteristics and 
develop values that 
differ from the 
attained 
characteristics and 
values of those 

born in Australia. 

  H20: Those 
entrepreneurs with 
positive business
intentions have 
superior 
performing 
businesses to tho
entrepreneurs w
negative business 
intentions. 
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Table 69 (Cont.): Hypotheses supported by this research. 
Hypotheses concerning: 

Attributed and 
attained 

Attributed 
characteristics 

Attained 
characteristics 

Values and 
management 

Management 
practices and 

performance 
characteristics and values and values practices business 

 H8: Entrepreneurs 
whose parent(s) 
have owned and 
operated a business 
attain 
characteristics and 
hold values that 

held by 

whose parent(s) 
have not owned 
and operated a 
business. 

   

differ from those 

entrepreneurs 

 H9: Entrepreneurs  
whose parent(s) 

hold values that 

whose parent(s) 

position. 

  

hold a skilled 
position in the 
workforce attain 
characteristics and 

differ from those 

hold an unskilled 

 

The first step in this research was to address the question: “To what extent do the 

personal characteristics of individual entrepreneurs determine the degree to which 

they hold particular values and expectations? As stated earlier, in Chapter 2, the 

literature is unclear about the role that education and family background might play in 

developing entrepreneurial traits. Brockhaus and Nord (1979), for example, found that 

the education level of entrepreneurs was significantly lower than the education level of 

managers. England (1967b) suggested that managers with less education than 

college degree holders might be less financially secure and less able to change their 

economic circumstances, whilst Collins and Moore (1970) suggested that 

entrepreneurs commonly had trouble relating to authority figures, seemingly as a 
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result of their having had poor relationships with their fathers. Such relationships often 

led to the entrepreneur leaving school at an early age and to a succession of jobs.  

ional levels of 

However, education levels apparently vary with industry. Collins and Moore (1970) 

reported that entrepreneurs in Michigan who engaged in manufacturing were three 

times more likely to have graduated from college than the adult population in that 

state, and Roberts (1969) found that the founders of high technology companies had 

at least one college degree and that half held at least a master of science degree. 

Crant (1996, p. 47) reported that students with higher entrepreneurial intentions 

“…tended to be … MBA students rather than undergraduates” and Williams (1987) 

supported this by outlining a strong relationship between business survival and the 

level of technical and management studies. 

On an examination of data from the Small Business Research Program, one-third of 

the major decision-makers in small businesses in Australia in 1995 had a tertiary 

qualification. No statistically significant difference between the educat

major decision-makers in micro-businesses was found when compared to other small 

businesses (Lattimore, Martyn et al. 1997). The education level of Australian 

entrepreneurs may therefore be higher than that of the general population (Brockhaus 

1982), but the level may vary across industries and by organisational size and type 

(Gasse 1982; Lattimore, Martyn et al. 1997), between genders and, over time, in 

response to a variety of context variables. 

Brockhaus’ and Nord’s (1979) finding seemed to indicate that it is a lower level of 

achievement at school, or social disadvantage, which becomes a driver for later 

entrepreneurial endeavour, although several investigators have suggested that 

successful entrepreneurs are more likely to come from those families in which a 

parent or close relative owned a business (Cooper and Dunkelberg 1981; Williams 

1987; Davidsson 1995). If Brockhaus and Nord’s (1979) finding is the case, then 

entrepreneurs with a lower education qualification may, paradoxically, hold values that 
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are more strongly associated with own business success than those held by 

entrepreneurs with a higher education qualification. 

Another uncertain influence has been the role played by ethnicity on the development 

of an entrepreneur’s values. A number of researchers (Collins and Moore 1970; 

Gasse 1982) have indicated that there may be differences in the values of 

entrepreneurs from different cultures. Hagen (1971) suggested that as outsiders, 

some immigrant groups might be more likely to develop entrepreneurial ventures 

because they had been cut off from the mainstream. Davidsson (1995) suggested that 

the tendency of immigrants to establish new ventures might be the result of radical 

as will 

 - in 

change and Williams (1987) found a statistically significant relationship between 

business survival and whether or not an entrepreneur was born overseas. It was 

therefore thought likely that those entrepreneurs born overseas, or whose parents 

were born overseas, would hold values and attain characteristics that differed from the 

values and characteristics held by entrepreneurs born within Australia.  

The findings from this research indicate that the education level achieved by an 

entrepreneur is positively influenced by the skill level of the occupation of one or either 

parent (H2), but that that influence is more pronounced for males, given that being 

female was negatively associated with the education level achieved. The findings also 

demonstrate the important role played by the birthplace of the individual entrepreneur 

(H5), as well as by the birthplace of the parents (H1 and H6) and by whether or not 

either parent had been an owner-operator of a business, in determining where that 

individual will be educated. In turn, the notion that those educated overse

develop different values to those developed by their Australian educated counterparts 

(H11) is supported, in that those educated overseas were found to value, more highly 

than their Australian educated counterparts, V2: Responsibility, a composite variable 

consisting of the component values responsibility, honesty and competence. The 

findings also demonstrate that the impact of characteristics might also be negative
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this case, the negative impact that parental occupation skill level and the individual 

entrepreneur’s highest education level had on the development of V3: Affection, a 

composite variable consisting of the values components affection, compassion, 

religion and national security - and give some support for the notion that those 

entrepreneurs with a lower education qualification might hold values that differ from 

those held by owner-managers with a higher qualification (H10). Notwithstanding, and 

as stated previously, the low statistical reliability of V3: Affection, places such an 

interpretation in doubt and further research is needed to clarify the relationships in 

ortion of 

question.  

The influence of an entrepreneur’s age on their management of a business has also 

been the subject of debate in the literature. In a study of organisational goals and the 

expected behaviour of American managers, England (1967b) found that, when 

contrasted to older managers, younger managers rated organisational growth more 

highly. In contrast, Williams (1987, p. 228) found that business failures were “… fewer 

and survivors … more numerous among firms whose owner/managers started in 

business while aged 30 to 39…” and that failures were highest for firms whose owner-

managers were under 20. Results to date are therefore inconclusive and open to 

conjecture. However, England’s (1967b) finding might indicate that younger managers 

are more likely to be entrepreneurial than older managers. It was therefore thought 

likely that younger owner-managers of SME’s would hold values that differed from the 

values held by older owner-managers. Unexpectedly, the hypothesised relationship 

between a respondent’s age and the values they hold (H4) was not supported. 

Most research in the areas of entrepreneurship and organisational performance has 

concentrated on male managers and business owners, as the prop

businesses owned by males exceeds that of females in many countries (Davidsson 

1995; Reynolds, Bygrave et al. 2002). However, women are increasingly studying 

business related subjects and undertaking new business ventures (Carter 2000).  
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Like their male counterparts, women may also be more likely to be a major decision-

maker in smaller businesses rather than in larger businesses; however, their 

representation in larger businesses is disproportionate to that of men, at least in 

Australia. In a longitudinal survey of Australian small businesses, Lattimore, Martyn et 

al (1997) found that 11% of micro businesses had a major decision-maker who was 

female, compared with 10% for all business sizes and just 3.8% for businesses that 

employed more than 200 people. This research found, for 1999, that 18.8% of 

entrepreneurs in the furniture industry in Queensland were female.  

Men may have a higher level of interest in going into business than their female 

counterparts (Matthews and Moser 1995; Crant 1996; Kourilsky and Walstad 1998; 

Kennedy and Drennan 2002). However, those comparatively few females who have 

bits 1993) and the role that training has on increasing n-Ach and 

expectations held by individual entrepreneurs determine their choice of management 

practices?” Weber (1905) suggested that one culture might achieve more than another 

embarked on an entrepreneurial path may be better educated and more motivated to 

achieve growth in their businesses (Kandasaami and Tibbits 1993) than their male 

counterparts; although, paradoxically, some female entrepreneurs may be prevented 

from being successful because of a fear of success (Kandasaami and Tibbits 1993), 

as well as from a difficulty in gaining access to finance (Carter 2000) and by a range of 

personal background and attitudinal factors that make it seem less desirable to a 

female, than to a male, to start a business (Kennedy and Drennan 2002). 

Nevertheless, in line with a rise in female participation in business studies 

(Kandasaami and Tib

internal locus of control (Hansemark 1998), it was postulated that female owner-

managers of SME’s may increasingly hold values and expectations that are in line with 

those held by male owner-managers. The data from this research supports the 

assumption that female and male owner managers hold similar values (H5).  

A second step was to answer the question: “To what extent do the values and 
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because of the values of its people and that broadly based commercial success was 

one measure of a society’s success. Even if Weber’s view was only partly true, what is 

taught to those who later become business owner-managers, and the social 

circumstances to which they are exposed, might be of some import, as it is from those 

two sources that the values are derived which later will guide the manager’s choice of 

behaviours. Such a view has been supported by various researchers (Guth and 

Taguiri 1965; England 1967b; Kotey 1994), each of whom found that manager values 

influence the objectives and strategies chosen, as well as the daily decisions 

managers make. England (1967b, p. 116) also suggested that the objectives of a 

business might be related more closely to the personal attributes of its managers than 

to the characteristics of the business. 

Citing Hoffman (1980), Bamberger has suggested that the researcher’s goal should be 

l goal 

to determine those attributes that influence his or her economic behaviour and the 

business’ success. He also noted that the results of such research had been 

contradictory to that point: Goedes (1972) having found that a business’ results 

primarily depended on the personality and behaviour of the manager, and Dorenkamp 

(1968) finding no such relationship. More recently, Kotey and Meredith (1997, p. 59) 

concluded that the “… personal values of owner-managers, the strategies they adopt 

in operating their businesses, and the performance outcomes of their businesses are 

empirically related.”  

Whilst no agreed-upon profile of an entrepreneur has yet been developed, several 

values and expectations have been identified. They include:7 commitment, 

determination, and perseverance (Pickel 1964; Welsh and White 1981); a need to 

achieve (n-Ach) (McClelland 1961; McClelland 1965; Hornaday and Aboud 1971; Liles 

1974; Hull, Bosley et al. 1980; Begley and Boyde 1986; Williams 1987); persona

                                                 

7 Adapted from Carland, J. W., F. Hoy, et al. (1984). "Differentiating Entrepreneurs from Small Business 
Owners: A Conceptualization." Academy of Management Review 9(2): 354-359. 
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orientation (Gasse 1977); initiative and responsibility (Welsh and White 1981); 

persistent problem solving; seeking feedback; internal locus of control (Borland 1974; 

Brockhaus 1980; H. 1982; Williams 1987); tolerance for ambiguity (Williams 1987); 

measured risk taking (Mill 1848; McClelland 1961; Kilby 1971; Palmer 1971; Timmons 

1978; Brockhaus 1980; Welsh and White 1981; Timmons and Smollen 1985; Williams 

1987); tolerance for failure (Sexton 1980); a high energy level (Sexton 1980); creativity 

and innovativeness (Schumpeter 1934; Hornaday and Aboud 1971; Timmons 1978); 

and a desire for independence (Davids 1963; Hornaday and Aboud 1971; Dunkelberg 

and Cooper 1982). In addition to the values described above, it has been suggested 

that entrepreneurs will also possess a degree of proactiveness (Crant 1996), as well 

as a propensity to plan (Dess and Robinson 1984; Williams 1987; Hall and Fulshaw 

1990).  

The values included in Kotey’s (1994) survey of furniture manufacturers in New South 

he responsibility for 

Wales, later reported by Kotey and Meredith (1997), were those which had earlier 

been identified by Rockeach (1973), England (1975), DeCarlo and Lyon (1980), Birch 

(1987), and Silver (1988). They included ambition, sense of accomplishment, equality, 

social recognition, affection, competence, risk-taking, honesty, creativity, 

independence, responsibility, reliability, incorruptibility, work ethic, innovation, 

aggressiveness, growth, self-reliance, optimism, vitality, loyalty, compassion and trust. 

To partially replicate Kotey’s (1994) findings, this research employed the values scale 

used by her. In addition, previously validated expectations measures of n-Ach 

(Alderfer 1972) and locus of control (Rotter 1966) were included to isolate more clearly 

entrepreneurial managers from their conservative counterparts. Both expectations, n-

Ach and high internal locus of control, together with a propensity for risk-taking, have 

been consistently linked to entrepreneurial behaviour in the academic literature.  

High achievers are moderate risk-takers with a drive to succeed and excel in what 

they do. Their preference is to take on a challenge and to accept t
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success or failure, rather than leaving the responsibility to others, or to chance 

(McClelland 1961). “The starting point in McClelland’s theory is that motive will be 

learnt and that motive could be seen as expectations” (Hansemark 1998, p32). One of 

the earliest identified expectations of an entrepreneur was that of need for 

ocietal level, n-Ach can be developed (McClelland 1965) to benefit 

economic performance.  

achievement, first described by McClelland in 1953 as n-Ach (McClelland 1961). Since 

then, numerous researchers  (McClelland 1965; Hornaday and Aboud 1971; Liles 

1974; Hull, Bosley et al. 1980; Begley and Boyde 1986; Williams 1987) have shown 

entrepreneurs to have higher levels of n-Ach than others in the population and have 

confirmed a link between n-Ach and entrepreneurial behaviour. McClelland has also 

demonstrated the importance of the expectation of achievement to economic 

development (McClelland 1961; McClelland 1962) and suggested that, at both an 

individual and s

Another expectation, locus of control “…is related to expectation of success or failure 

in a judgmental task” (Hansemark 1998, p. 32). Those with an internal locus of control 

have the view that they are in control of their destiny, whilst those with an external 

locus view outside forces, such as chance, as the controllers of their fate (Rotter 

1966). Since Rotter first described the concept of internal and external locus, various 

researchers have linked high internal locus scores with entrepreneurial behaviour 

(Borland 1974; Brockhaus 1980; H. 1982; Williams 1987) and Rotter’s (1966) I-E 

Scale for measuring internal versus external control remains a common methodology 

for studies of the locus of control of entrepreneurs (Boone and De Brabander 1997). 

However, the I-E Scale has also been criticised: on the grounds of it’s dimensionality 

(Lefcourt, Von Baeyer et al. 1979; Rotter 1990; Perussia 1995); lack of context 

specificity (Phares 1976; Hodgkinson 1992); and length (Adeyemi-Bello 2001), 

although the issue of dimensionality has been vigorously defended by Rotter (1990) 

and that of context specificity by Boon and De Brabander (1993).  

  151 
 



 

Given Kotey’s (1994) finding of an empirical link between the values of entrepreneurs 

and business performance, it was thought likely that those entrepreneurs that value 

risk-taking, and which exhibited high n-Ach and internal locus of control scores, would 

t practice 

s managed. At a business unit, or 

f the business: legal structure, business size, age, industry sector 

and markets, location and ownership. More recently, Davidsson, Kirchhoff, Hatemi-J 

choose more positive management practices for their businesses. 

Multiple linear regression analyses of the data gathered in this research demonstrated 

that the values and expectations held by entrepreneurs, in this case V1: Power – a 

composite of power, aggressiveness, competition, prestige, money and risk taking – 

V2: Responsibility, and high internal locus of control affect the choice of management 

practices, in this case MP1: Planning, MP3: Marketing and MP5: PIMPS respectively, 

and give support for H12 and H14. However, the expected link between an above 

average n-Ach score and choice of management practices, H13, was not 

demonstrated.  

The third question to be addressed was: “to what extent do the managemen

choices of individual SME owner managers determine the performance of their 

businesses?” Management practices are those strategic and operational process 

options chosen by a business owner or operator to ensure the superior performance 

and competitiveness of their business. At the highest level of a business they include 

defining the vision and mission for the business, determining which business to be in, 

setting strategic goals and operational objectives, the business structure and size and 

the way in which the internal capital of the business i

product, level, they include the selection of strategies that competitively position the 

business in its environment (Porter 1985); whilst at a functional level, they include a 

manager’s choices of marketing, operational and human resource strategies and 

processes that facilitate the achievement of the business’ strategic goals. For the 

smaller business, Storey (1994) concluded that six factors significantly impact upon 

the performance o
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and Gustavsson (2002) concluded that “business age, beginning size, ownership 

form, industrial sector, and legal form are the most important factors related to growth” 

(p. 332). 

Business owners may come to ownership by any one of five paths (Cooper and 

Dunkelberg 1986). They might start their business, purchase it from another owner, 

inherit it from a parent or other relative, be promoted to a position of ownership, or be 

brought in from another organisation by existing owners. An important first step for an 

entrepreneur is to determine the mode of entry into their business. Cooper and 

Dunkelberg (1981) found that entrepreneurs varied in their motivations, prior job 

experiences, education, supervisory skills, and reliance on partners depending on 

whether they started, purchased, or inherited their business, or were promoted into it. 

Such variations, in turn, were found to be associated with differences in 

entrepreneurial style, as well as in the rate of sales growth of the business.  

r inherited it.  

The i

practi siness performance (H19) are highlighted by the 

ean overall satisfaction with the business’ 

perfor

busin

“Entrepreneurial intensity seems to be greatest for starters, then for those who 

purchase firms, then for inheritors, and least for those promoted or brought in to 

become owner-managers” (Cooper and Dunkelberg 1986, p. 67). Therefore, for the 

purposes of this research, only the first three paths to ownership were included for 

analysis. Given Cooper’s and Dunkelbergs (1986) findings, it was thought likely that 

SME’s managed by owners that started their business would have superior 

performance to those that purchased o

mportance of path to ownership (H15) and the people focussed management 

ce variable MP2: People to bu

findings of this research, with multiple linear regression analyses demonstrating the 

unique contribution of each to a higher m

mance, to SIPP scores and to respondent satisfaction with the achievement of 

ess growth.  
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A cor

plans lude revenue and expense budgets for the period. Several researchers 

eriod for small businesses with a business 

plan than for those without. And yet, in 1996, as few as 20.8% of all businesses in 

Australia had a formalised strategic plan and 19.3% had a formalised business plan 

(Lattimore, Martyn et al. 1998, p. 104), though those proportions increased with 

employment size and business age. Compounding an apparent paucity of planning, of 

those businesses that had a formal business plan, it appeared that half might not have 

e plan, as only 46.6% prepared income and 

expen

So, despite the suggested benefits to business performance of long-range planning, 

“The biggest enemy of owner-managers is time. Time to do all the planning, 

documenting and evaluating necessary to monitor the progress of the business 

e management practice is the development and adherence to annual business 

 that inc

(English 1986; Williams 1987; Lyles, Baird et al. 1993) have suggested that long range 

planning is associated with superior business performance, a finding supported, in 

part, by Mazzarol (2001) who found significantly higher gross sales, average sales 

growth and annual profit over a four year p

tracked their performance against th

diture reports at least once a year (Lattimore, Martyn et al. 1998).  

comparatively few Australian SME’s had a formal business plan at the time of this 

research and almost half of those businesses that did have a plan failed to monitor 

their progress against it, despite the evidence that entrepreneurs who develop and 

adhere to formal business plans have businesses with superior performance. And yet, 

the findings of this research indicate that the value of planning is recognised, at least 

by some. As Respondent #129 put it:  

“We can’t express how important the business plan is for new business, no 

matter what industry.” (p. 11) 

A possible explanation of the low proportion of SMEs with a formal business plan was 

identified by Respondent #64 who wrote:  

  154 
 



 

as well as the actual physical day-to-day effort necessary to run the business.” 

(p. 11) 

The apparent inconsistency in the lack of regressive relationships between whether or 

not respondents had a business plan and the finding of such relationships for MP1: 

Planning with the performance indicators identified above might be explained by a 

comment by Respondent #25, who wrote:  

and by Respondent #65 who added:  

“We have no documented business plan but we know where, what etc (sic) we 

are doing”.  

“Although we don’t have a written business plan we do keep a close track of 

where our business is at. … I prepare full financial accounts for our business at 

least eight times a year. We visit our accountant at least three times a year and 

ring if any problems crop up in between…”  

 employed just one major decision-maker (Lattimore, Martyn et al. 1997). 

Although, unexpectedly, H17 was not supported by the question of whether the 

business had a formal business plan, a positive and significant relationship was found 

between the values of entrepreneurs and MP1: Planning, a factor that contained the 

frequency of use by the owner-manager of the management practices: setting 

objectives and performance goals; developing and documenting plans; reviewing 

progress against those plans; and correcting for budget variances.  

An important influence on the selection of management practices was thought to be 

the number of decision-makers in the business. At the time of this research in mid-

1999, 44.5% of Australian small businesses employed only the owner(s) (ABS 1999b) 

and 62%

Owners may embark upon one or other path alone or with one or more others with a 

common business vision. In the case of those who take on business ownership on 

their own, they control the future of their business alone. However, those who take on 
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ownership with others must frequently share decision making with their partners and, 

ultimately, compromise control or induce conflict (Robbins 1989; Morgan and Tindale 

2002). Notwithstanding, they may also benefit from a diversity of views that improves 

the accuracy and quality of decision making (Vroom and Yetton 1973; Shaw 1981; Hill 

1982), increases the legitimacy and acceptance of the decision, and which may 

thereby lead to superior business performance (Shaw 1981; Williams 1987; Posadas 

and Blackman 1996); although those owner-managers whose path to ownership was 

to start their business, and who therefore might be more entrepreneurial (Cooper and 

Dun l

their e partner (Cooper and Dunkelberg 1981). 

Notwithstanding, it was thought likely that SME’s with more than one decision-maker 

would have superior performance to those with only one decision-maker. However, 

H16

to those with only one decision-maker, was not supported by the data. 

The decision of how to enter a market and promote the products of the business to 

ke berg 1986), were found to be less likely to share the responsibility for managing 

business with a full-tim

, that SME’s with more than one decision-maker would have superior performance 

that market also depends on the management practice choices of the business owner-

manager. At the level of management practice, marketing involves the selection, 

distribution, pricing and promotion of the products and services of the business. The 

‘marketing mix’, first described by McCarthy in 1960 as “Product, Price, Place and 

Promotion” (van Waterschoot and Van den Bulte 1992, p. 84), demands that 

managers make choices concerning the type and number of products to produce, the 

number and type of distribution channels for those products and the positioning of the 

products with respect to substitutes and similar offerings from competitors (Porter 

1980).  

Another influence is the level of rivalry existing in the industry in which the business 

operates (Porter 1980). Intense rivalry serves either to push down market prices, or to 

increase the costs of competition via increased promotional and service costs. 
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Thereby, industry profitability may decline (Porter 1980, p. 17). Rivalry is impacted by 

the relative power of buyers and suppliers, barriers to market entry and by the 

existence, or threat of existence, of substitute products - that is, products that may do 

the same job, but which do not necessarily compete directly; for example, steel and 

plastics (Porter 1980). However, not all businesses in an industry are impacted by 

rivalry in the same way; the degree of difference being determined by the number and 

nature of strategic groups within the industry. According to Porter (1980), four factors 

determine the strength of the interaction between such groups:  

• “the market interdependence among groups, or the extent to which their 

customer targets overlap; 

• the product differentiation achieved by the groups; 

• the number of strategic groups and their relative sizes; 

• the strategic distance among groups, or the extent to which strategies diverge” 

(pp. 138-140). 

In the context of industry then, the entrepreneur is forced to make a number of 

strategic choices concerning the type and number of products to produce, the number 

and type of distribution channels for those products and the relative positioning of the 

products. Once made, those choices, plus the degree to which the industry is 

rivalrous, determine the relative costs of production, product pricing and the nature 

and extent of the firm’s promotional activities. In turn, those impacts influence 

business performance. However, H18, that “those SME’s with clearly defined 

marketing practices will have superior performance to those that do not”, was, also, 

not supported by the data from this research. 

A further influence of the entrepreneur on business performance may result from the 

tactical practices used to align those in the organisation with achieving the goals of the 

business (Kotter 2001). In their study of furniture manufacturers, Kotey and Meredith 
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found that those entrepreneurs with superior business performance emphasized “… 

human resource management activities such as employee welfare, job satisfaction, 

performance, and productivity …” to ensure that their employees were “… motivated 

to work effectively and efficiently” (1997, p. 54), whereas those whose firms achieved 

inferior levels of performance rated significantly lower on each of those practices. The 

human resource management practices used by the entrepreneur might therefore play 

r business on one course or another is affected by the 

neur be used as a model to predict the 

performance of their business? An early methodological challenge for this research 

was to select an appropriate method of measuring SME success given that the use of 

business profitability has often been seen as problematic, the problem being that SME 

performance is often relative to the motivations and intentions of the business owner 

a substantial role in the determination of business intentions, the achievement of 

organisational goals and, thereby, the achievement of superior performance.  

“Business intentions reflect expectations and not outcomes” (Lattimore, Martyn et al. 

1998, p. 20) and so are, in fact, management choices for the future direction of a 

business. Such expectations might be negative or positive for the future of the 

business and may reflect a desire of the business owner to increase economic returns 

to stakeholders, or to vary an individual’s exposure to risk. The intention of an 

entrepreneur to take his or he

prevailing general, industry and competitive environment, business size and age 

(Lattimore, Martyn et al. 1997; Lattimore, Martyn et al. 1998) and, it was hypothesized, 

the individual manager’s characteristics and values, a view supported by the finding of 

this research of a significant predictive link between V2: Responsibility and MP5: 

PIMPS. However, support for H20, that those entrepreneurs with positive business 

intentions would have superior performing businesses to those with negative business 

intentions, was not found.  

The fourth and final question to be addressed was: “to what extent can quantification 

of the management practices of an entrepre
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(Dess and Robinson 1984; Cooper 1993; Davidsson 1995) and the information 

concerning financial performance is commonly closely held by the business owner 

(Dess and Robinson 1984). As a consequence, a number of researchers (Cooper 

1993; Cooper 1998; Watson 2001; Kennedy and Drennan 2002) have suggested that 

the use of “… non-financial performance indicators (such as owner satisfaction) …” 

might provide a more useful measure (Watson 2001, p. 55).  

In order to adequately measure entrepreneur satisfaction, for this research a scaled 

roductivity, and both mean overall satisfaction, R2 = .109, 

and satisfaction with the achievement of business growth, R2 = .141, the findings of 

this research support the view that the choice of human resource management 

practices by the entrepreneur could be used to predict, in part, the satisfaction of an 

entrepreneur with the overall achievement of his or her business as well as his or her 

satisfaction with achieving business growth. 

Another methodological challenge was to develop a measure of management 

intentions. To meet that challenge, a scale to measure the positiveness of the 

business intentions of entrepreneurs was developed. The Positiveness of Intended 

Management Practices (PIMPS) scale used as its basis an unscored list first 

index was developed that took account of the importance given by entrepreneurs to 

eight common business objectives, identified by England (1967b) and used by Kotey 

(1994), and the degree of owner-manager satisfaction with his or her business’ 

achievement for each objective. Zero correlation analysis revealed a strong 

relationship between that index, SIPP, and mean overall satisfaction with business 

performance, indicating that, for the sake of parsimony, the latter measure might be a 

better performance indicator.  

By showing significant regressive links between MP2: People, a factor consisting of 

the management practices employing consultative decision-making, emphasising 

employee rewards and amenities, assessing employee job satisfaction, and 

emphasising quantity and p
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developed by Tozer (in Lattimore, Martyn et al. 1997, p. 201). The Tozer list was 

modified to enhance clarity and balance prior to a positiveness score being allocated 

of their businesses. The following chapter concludes this thesis by bringing together 

key findings and the purposes of the research. Five recommendations for future 

research have been made. 

to each intention. The resulting PIMPS scale requires further validation; but, despite 

there having been no significant relationship found between MP5: PIMPS and any of 

the measures of business performance used in this research, this new scale provides 

a useful additional tool for the researcher seeking to measure the intentions of 

business owner-managers and business performance. 

For the first time, this research separated the characteristics of entrepreneurs from 

their values - concepts that hitherto had been treated as synonymous, or which had 

been confused in the literature related to entrepreneurial activity (Brockhaus and Nord 

1979; Begley, Tan, Larasati, Rab, Zamora and Nanayakkara 1997). The research has 

also uniquely linked the attributed characteristics of entrepreneurs to their attained 

characteristics, linked both their attributed and attained characteristics to the structure 

of their values, linked the structure of their values to the management practices they 

chose and then, finally, linked the management practices chosen to the performance 
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Chapter 7 
Conclusion 

For the first time, this research has linked the attributed characteristics of 

entrepreneurs to their attained characteristics, linked both their attributed and attained 

characteristics to the structure of their values, linked the structure of their values to the 

management practices they chose and then, finally, linked the management practices 

chosen to the performance of their businesses.  

The SME sector in Australia is an important contributor to the economic health of the 

nation and various echelons of government have identified growth in the SME sector 

as a potential cure for unemployment (Williams 1989). That emphasis has come about 

because, in 1998-99, 99.7% of Australia’s 1,109,500 businesses were SME’s and the 

sector accounted for 86.2% of all non-farm private sector employment (ABS 1999). In 

the ten years to 1994-95 in Australia, the largest component of the SME category, the 

small business sector, had been responsible for creating approximately 1.2 million 

new jobs; 74% of all of the jobs created in the country over that time (Howard 1997).  

SME failure, or underperformance is associated with many social costs, such as 

reduced earnings for proprietors, potential job loss for staff and financial hardship for 

suppliers, as well as a reduction in the average per capita spending power of the 

community in which the failed or under performing business is based. Yet, Australia’s 

annual failure rate for SME’s may be as high as 23% (Lattimore, Martyn et al. 1997; 

Watson 2003) and many more may be failing to perform at a level sufficient to provide 

their owners with an adequate return for their labours and investment (Cochrane 1981; 

Posadas and Blackman 1996). 

aggressive search for opportunities: with individual entrepreneurs often having more 

SME’s differ from big businesses in that the former frequently lacks the tangible and 

intangible resources of the latter. As a result, the process of strategy making in a 

smaller entrepreneurial business is commonly highly intuitive and based upon an 
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influence on strategy than managers in large businesses (Miller 1987). Thus, 

Bamberger (1983) suggested that the researcher’s goal should be to determine those 

 on management practices, such as path to business ownership, the 

 between state 

characteristics that influence his or her economic behaviour and the firm’s success 

and Johnson (1990) suggested a strong need to focus future research on the 

development of an understanding of the individual entrepreneur’s characteristics and 

future goals to give insight into her or his future behaviour and, ultimately, to gain 

understanding of one of the principal determinants of SME success and failure.  

To date, research emphasis has been on the role of attributed characteristics, such as 

age, gender, ethnicity and family background, on attained characteristics, such as 

education, and

use by managers of formalised planning, and the impact of multiple decision-makers 

in influencing the business activity and outcomes of entrepreneurs. However, rather 

than directly influencing entrepreneurial behaviour, characteristics lead to the 

formation of expectations and values and it is those that then influence behaviour. 

Over considerable time, many studies have credited one or more expectations and 

values to those individuals classified as entrepreneurs. In particular, a need for 

achievement, first described by McClelland (1961), a dominant internal locus of 

control, first described by Rotter (1966), and a propensity to take measured risks, first 

described by Mill (1848), have been persistent findings by researchers.  

The purposes of this research, therefore, were, first, to determine the importance of 

the characteristics of entrepreneurs on the formation of their values and expectations; 

second, to determine the influence of those values and expectations on the choice of 

management practices; third, to determine the degree to which those management 

practices influence business performance; and last, to develop a scale of 

measurement for entrepreneur characteristics, values and expectations that can be 

used to predict business performance. To enable limited comparison with Kotey’s and 

Meredith’s (1997) findings and to control for between industry and
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influences, the chosen context for the research was the furniture industry in 

Queensland. 

To achieve the purposes stated, two new scales were developed: the first, PIMPS, to 

measure the positiveness of intended management practices; the second, SIPP, to 

measure the satisfaction of the entrepreneur with the performance of their business. 

hip 

was found between internal locus of control and PIMPS. Another was found between 

performance. 

This research hypothesised that the values held play an important role in determining 

the management practices chosen and implemented by entrepreneurs and, in turn, 

that they then play an important role in determining business performance (Bamberger 

1983; Porter 1985; Williams 1987; Kotey and Meredith 1997). Fourteen of the initial 

twenty hypotheses were supported and the results confirm, for the furniture industry in 

Queensland, the findings of Cooper (1998) that there is an empirical relationship 

between the business founding processes of entrepreneurs and the performance of 

their businesses. The results also support Kotey’s and Meredith’s broad finding that 

the “personal values of owner/managers, the strategies they adopt in operating their 

firms, and the performance outcomes of their businesses are empirically related” 

While both scales require further validation, a significant and predictive relations

the path to ownership and SIPP. Both new scales are an important addition to the 

limited armoury available to researchers seeking to understand and predict SME 

(1997, p. 59). However, for the first time, the findings show negative relationships 

between both parents’ occupation skill and the individual entrepreneur’s achieved 

education level on the degree of importance they give to the values of affection, 

compassion, religion and national security; findings that should be of concern to 

educators and policy makers alike. The findings also indicated that, compared to those 

entrepreneurs educated in Australia, those educated mostly outside Australia view as 

more important the values of responsibility, honesty and competence. 
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In a small way then, this thesis sheds more light on the complex relationships between 

entrepreneurs, the management practices they choose, and business performance. 

New scales created to measure those relationships offer several opportunities for 

future research. 

Limitations of this Research and Recommendations for Future 

appropriate for exploring structural relationships (Joreskog and Sorbom 1999), but the 

research model is not a putative causal model and causality could not, therefore, be 

assumed. To have achieved such an end would have required the 

Research 

Given the usable sample size of 205, the use of exploratory factor analysis, was 

appropriate for exploring the measurement models used and regression was 

gathering of data 

from a much larger sample (Cudeck and Henly 1991), an outcome not possible within 

to measure the locus of control of respondents lacked adequate internal reliability. 

Nevertheless, various researchers have linked high internal locus scores with 

reasonable budgetary limits. Nevertheless, within the constraints of the survey used, 

the extent of the relationships found has been quantified. However, the relationships 

are complex and further research is needed to demonstrate a causal path from 

selected attributed characteristics of entrepreneurs to their attained characteristics, 

from their attributed and attained characteristics to their values and expectations, from 

their values and expectations to management practices and, finally, from their 

management practices to the performance of their businesses.  

A second prospect for further research lies in the need to develop more robust tools 

for measuring key variables. For example, the modified I-E Scale (Robbins 1989) used 

entrepreneurial behaviour (Borland 1974; Brockhaus 1980; H. 1982; Williams 1987) 

and this research has indicated the possible important role played by the degree of 

internal locus of control of entrepreneurs on the selection by them of positive future 

management practices. Rotter’s (1966) I-E Scale for measuring internal versus 
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external control remains a common methodology for studies of the locus of control of 

entrepreneurs (Boone and De Brabander 1997). However, the I-E Scale has also 

been criticised: on the grounds of it’s dimensionality (Lefcourt, Von Baeyer et al. 1979; 

otter 1990; Perussia 1995); lack of context specificity (Phares 1976; Hodgkinson 

1992); and length (Adeyemi-Bello 2001), although, as stated previously, the issue of 

dimensionality has been vigorously defended (Rotter 1990) and that of context 

specificity by Boon and De Brabander (1993). An opportunity for future research, 

therefore, lies in the development of robust multidimensional tools to identify more 

clearly the role played by the various elements of the entrepreneur’s personality, such 

as high internal locus of control and n-Ach, and values, such as responsibility, 

affection, and compassion, on his or her selection of those proactive management 

practices associated with business success and economic growth.  

Third, given a violent and less compassionate society, public criticisms by Prime 

Minister Howard and others concerning the neutrality of values at state funded schools 

in Australia (Crabb and Guerrera 2004) and the negative relationships between parent 

occupation skill, highest qualification achieved and the importance given to values 

such as affection and compassion identified by this research, opportunities exist for 

further scientific exploration of the impact of education on the formation of values. The 

role that the home environment, in particular the roles that parents and siblings play, in 

limiting or encouraging entrepreneurial activity and educational achievement also 

demands further enquiry, for it is at that early stage of the individual’s development 

that the values and expectations that direct future entrepreneurial endeavour are 

formed (Rockeach 1973). 

A fourth area for future research is to validate the relationships between business 

performance and both entrepreneur satisfaction with business performance and SIPP 

and from that, to develop a robust tool for measuring, subjectively, SME performance. 

Finally, a fifth area for future research is to investigate the relationships between 

R

  165 
 



 

PIMPS and a range of subjective and objective performance outcomes, such as 

entrepreneur satisfaction with business , financial performance and 

long-term survival.  

 

performance, SIPP
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Append urvey ix A: Main s

Covering Letter: Example 

Email: A.Blackman@mailbox.gu.edu.au  

Ref: 886105a1_99_Covering Letter.doc 

25 June 1999 
The Owner-Manager 
XYZ Cabinetry Pty Ltd 
12 Linn Street 
North Rockhampton Qld 4701 

Confidentia anagersl Survey of Business Owner-m  
I appreciate that your time is valuable!  
But For just 20 minutes of that time,  

you could celebrate Y2K in style! 
The name and address of your business has
of Queensland telephone listings to take part in a groundbreaking survey of business 
owners. If you are not an owner of this business, please pass the enclosed 
survey and this letter on to someo
Results from the survey will provide the basis for a doctoral thesis in which it is 
proposed to link the characteristics and values of business owner-managers to the 
performance of their businesses.  
Your ‘real world’ understa y those relationships. 
Through improved understanding, we may then be able to better prepare future 
business owners for the rocky road that lies ahead.  
Please return your completed survey in the enclosed Reply Paid envelope by Friday, 
23rd

Rest assured that your responses will be treated in strict confidence and will not be 
released except in an anonymous collated form.  
Should you wish to verify the authenticity of this project, you can do so by telephoning 
Dr. Linda Hort, Head, School of Marketing and Management, Griffith University Gold 
Coast Campus on 07-5594 8800.  
THANK YOU FOR YOUR TIME. YOUR CONTRIBUTION IS VERY IMPORTANT TO 
THE SUCCESS OF THIS RESEARCH! 

Yours sincerely 
 
 
 
Alan Blackman 
Doctoral Candidate 
School of Marketing and Management 

 been randomly selected from a database 

ne who is. 

nding of business will help us to identif

 July 1999.  

  176 
 



 

Main Survey Form 

Strictly confidential 

f Management and Marketing 

1999 

 

Survey of Business Owner-managers 
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School o
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I Appreciate That Your Time Is Valuable!  
But For Just 20 Minutes Of That Time,  

e Y2K In Style! 
INTRODUCTION

You Could Celebrat
 

h f this survey will provide the basis for a doctoral t hich it is proposed to 
link the characteristics and values of business owner-manag ance of their 
bu
Fo ght that the personal charac business 
owner-managers might impact upon the performance of their businesses. Whilst intuitively that 
makes sense, and there is some theoretical support for it, previous studies have failed to show 
co tics and values lead to a person achieving business 
su
The name and address of your business has been randoml abase of 
tel r ted in strict confidence and 
will not be released except in an anonymous collated form.  
Ve b ning Dr. Linda 
Ho nt, Griffith University Gold Coast Campus on 
07-5594 8800. 
IN

T e results o hesis in w
ers to the perform

sinesses.  
r many years it has been thou teristics and values of 

nclusively which, if any, characteris
ccess. 

y selected from a dat
ephone listings. Rest assured that your responses will be t ea

rification of the authenticity of this research project can be o
rt, Head, School of Marketing and Manageme

tained by telepho

STRUCTIONS 
Please read each question carefully. 
Fo
An
1. 

d
If y  on 0418 
75
Please return this Survey Form in the Reply Paid envelope enclosed by Friday, 23rd July 
19 raw to win Champagne to the value of $250, just fill in the 
att d survey in the en losed Reply Paid envelope.  
Once again, thank you for your time! 
Al
Doctoral Candidate 
Sc
Gr st 

llow the instructions that appear in Italics.  
swer every question. 

You may find it useful to have on hand your company’s financial statements covering the 
past 3 years, or if you’ve been operating for a shorter perio

ou require help completing this survey, contact Alan Blackma
0000. 

, for that period. 
n on 07-5574 1922, or

99. To be included in our prize d
ached form and return it with your complete c

an Blackman 

hool of Marketing and Management 
iffith University, Gold Coa
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
Part A – Questions About You and Your Family 

 Questions Answers 
Q1 e of birth? ____/____/19____ What was your dat
Q2 Which sex are you?  Male  or Female  
Q3 ______In which country were you born? _____________ 
Q4 In which country was your father born? ___________________ 
Q5 In which country was your mother born? ___________________ 
Q6 Mostly in which country did you spend the first 12 years of your 

life? 
 
___________________ 

Q7 Mostly in which country did you spend the next 6 years of your 
life? 

 
___________________ 

Q8 When you were growing up, did you live mostly in a city (urban), 
or in the country (rural)? (Please tick one box only) Other 

City  Coun
 ______________ 

try  

Q9 Were you an only child? 
(Please tick one box only)  

Yes
No

Q10 How many of your brothers were in your home when you were 
growing up? (Please include stepbrothers and half brothers) 

 
___________________ 

Q11 How many of your sisters were in your home when you were 
growing up? (Please include stepsisters and half sisters) 

 
___________________ 

Q12 How many older brothers and/or sisters did you have in your  
___________ home when you were growing up? (Please include 

stepbrothers/sisters and half brothers/sisters) 
________

Q13 When you were growing up, did your parents separate or 
divorce? (Please tick one box only) 

Yes 

Q14  been your father’s main occupation? 
  

What has  

Q15 What has been your mother’s main occupation? 
 

 
 

Q16 Has your father ever owned and operated a business? 
(Please tick one box only) 

Yes 

Q17 Has your mother ever owned and operated a business? 
(Please tick one box only) 

Yes 

Please proceed to the next page  
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
 

Q18 Have any of your brothers or sisters ever owned and operated a 
business?  

Yes  No  

Q19 hat was/is your father’s highest formal educational 
ualification? (Please tick one box only

W
q ) Sch

Higher/S
Certifi

Undergradu
H

Other (Please specify)  
__________________________ 

Primary school  
ool/Junior certificate (Year 10)   

enior School Certificate  
cate/Diploma (eg, trade)    

ate degree  
onours/Masters degree  

Doctorate   

Q20 What was/is your mother’s highest formal educational 
qualification? (Please tick one box only) 

Primary school  
School/Junior certifica

Higher/Senior School C
Certificate/Diploma (eg, trade)   

Undergrad
Honours/Masters

 
Other

__________________________ 

te (Year 10)   
ertificate  

uate degree  
 degree  

Doctorate  
 (Please specify)  

Q21 In which year did you complete your last full year of high school? 19__ __ 
Q22 ou complete? ____ How many years of full-time high school did y
Q23 you stopped attending full-time 

school? 
 
____ 

What age were you when 

Please proceed to the next page  
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
 

Q2
 

 
 
 
 

) 

est formal educational 4(a) 

 
 
 

 
 
Q24(b

To date, what has been your high
qualification? (Please tick one box only) 
 
 
 
 
 
 
 

 in 

Primary school  
hool/Junior certificate (Year 10)   
Higher/Senior School Certificate  

Certificate/Diploma (eg, trade)   

Honours/Ma

___
 
If you achieved your highest qualification other than at school,
which field of study was that qualification? 

Sc

Undergraduate degree  
sters degree  

Doctorate   
Other (Please specify)   

_______________________ 

Q25 ry schoolWhen you were in prima , did you mostly attend a 
state/public school, or a private school? 
(Please tick one box only) 

State/Public   
Private   

Q26 When you were in high school, did you mostly attend a 
state/public school, or a private school?  
(Please tick one box only) 

State/Public  
Private  

Q27(a) 
 

) 

Mostly, in which country did you attend high school?
 

ia”, in which State did you mostly attend 
Q27(b  

If you answered “Austral
high school? 
(Please tick one box only) 

_______________
 

ACT:  NSW:  
Qld:  
A ;   

as:    NT:   

Vic:     
SA:  W

T

Please p  the next page  roceed to
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
Part B - Questions About You and This Business 

8 __ __ __ __ Q2 What is the postcode of this business? 
Q29 19__ __ In which year was this business founded? 

Q30 become an owner-manager of this  
19__ __ 

In which year did you firs
business 

t 

Q31 ow did you become the owner-manager of this business?H
(Please tick one box only) 

I purchased all/part of it  
I founded it   
I i

Other (please specify)  
____________

nherited it   
 

___________ 
Q32(a) 
Q32(b) or how many years have you been engaged in this industry? 

_______________________ 
_______________________ 

Mostly in which industry is this business? 
F

Q33 What is the legal structure of this business? 
(Please tick one box only) 

 

So

List

__

le Trader   
Partnership   

Private Company   
Unlisted Public Company   

ed Public Company    
Trust   

Other (please specify   
_____________________ 

Q34 Apart from this business, how many other businesses have you 
owned and operated?  

 
_______________________ 

Q35 
 

Including those owners engaged in its day-to-day activities, how 
many employees are employed by this business? 

*Full-time Part-time Ca
_______   _______  _____  _______ 
(*35 or more hours per week) 

sual Trainees 

 

Q36(a) 
 
Q36(b) 

Including you, how many major decision-makers are there in this 
business? 
Including you, how many of those decision-makers are members 
of your family? 

 
_____ 
_____ 

Please proceed to the next page  
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
 

Q37 Including all non-cash benefits you received how has the 
personal income you derived from this business changed whe
compared with 1 year ago?  

 tick one box only

n 

(Please ) 

 
d by 0%  

About the same  
Decreased by less than 20%   

Decreased by 20% or more   

Increased by
Increase

 20% or more 
 less than 2

Q38(a) For the last finan
 plan for 
 
Q38(b) 

cial year, did you have a documented business 
this business? (Please tick one box only) 

iness plan for last y , to what degree did you 
(Please tick one box only

 
If you had a bus ear
follow that plan? ) 

s  No  
 

Completely  
Mostly   

Somewhat   
ot at all   

 

Ye

N
Q39 Which of the following intentions are held for this business over Significantly increase production levels  

evels  
uction levels  

Open ns   
Maintain or commence exporting  
Introduce new goods or services  

hole business   
Relocate the business  

ell part of the siness   
Close the business  

the next 3 years?  
(Please tick one or more boxes.) 

Maintain existing production l
Significantly decrease prod

  new locatio

Sell the w

S  bu

Please proceed to the next page  
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
 
Q40. By circling the number that corresponds to the level of importance you give to each item on the scale below, 
show t
Enterp

ortant
 

mport

he extent to which you consider each item listed to be important to your enterprise. 
rise Objectives Not 

important 
Slightly 

importa
Moderately 

por
Very Extremely

nt im tant imp  i ant 
High productivity 1 2 3 4 5  
Industr 1 2 3 4 5 y leadership 
Creatin 1 2 3 4 5 g job opportunities 
Business  1 2 3 4 5 stability
High p 1 2 3 4 5 rofit rates 
Lower costs of production 1 2 3 4 5 
Contrib
develo

1 2 3 4 5 ution to community 
pment 

Busine 1 2 3 4 5 ss growth 
 
Q41. B  to the lev of satisfactioy circling the number that corresponds el n you feel, indicate on each of the following 
items t erall with y r enterprise’s performance over the past 3 y
Enterprise Achievement Not satisfied Slightly 

satisfied 
Moderately 

satisfied 
Very 

satisfied 
Extremely 
satisfied 

he extent to which you are satisfied ov ou ears. 

High p  1 2 3 4 5 roductivity
Industr 1 2 3 4 5 y leadership 
Creating ities 1 2 3 4 5 job opportun
Business y 1 2 3 4 5 stabilit
High profit es 1 2 3 4 5 rat
Lower 1 2 3 4 5 costs of production 
Contribution to community 
development 

1 2 3 4 5 

Busine 1 2 3 4 5 ss growth 

Please proceed to the next page  
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
Part C - Questions About Your Management Values 

Q42. By circling the number that corresponds to the p eac yo  
extent to which you consider each of the VALUES listed to be important. (Kotey, 1

Not 
important 

Slightly Moderately
important 

Very 
importan

Extremely 
important 

 level of im ortance of h value to 
997

u, show the
) 

Values Scale 
important 

 
t 

Achievement (accomplishment) 1 2 3 4 5 
Autonomy (independence, freedom) 1 2 3 4 5 
Ambition 1 2 3 4 5 
Aggressiveness 1 2 3 4 5 
Equality 1 2 3 4 5 
Power (authority, influence) 1 2 3 4 5 
Creativity 1 2 3 4 5 
Money (material success) 1 2 3 4 5 
Energy (good health) 1 2 3 4 5 
Prestige (dignity, status, recognition) 1 2 3 4 5 
 
Security (family and job) 1 2 3 4 5 
Religion 1 2 3 4 5 
Pleasure (leisure) 1 2 3 4 5 
Compassion 1 2 3 4 5 
Loyalty 1 2 3 4 5 
Trust 1 2 3 4 5 
Competence (ability) 1 2 3 4 5 
Competition 1 5 2 3 4 
Risk 1 5 2 3 4 
Social security (government 
assistance) 

1 2 3 4 5 

 
Affection 1 2 3 4 5 
National security  1 2 3 4 5 
Growth (personal development) 1 2 3 4 5 
Innovation 1 5 2 3 4 
Honesty 1 2 3 4 5 
Responsibility 1 2 3 4 5 
Hard work 1 2 3 4 5 
Optimism 1 2 3 4 5 

Please proceed to the next page  
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
Q43. By circling the number that corresponds to the level of importance you give to each item on the scale 
below, show the extent to which you consider each item listed to be important to you. (Alderfer 1972) 
Personal needs Not 

important 
Slightly 

impo
Moderately Very 

rtant important important 
Extremely 
important 

Improving on my past performance 1 2  3 4 5 
Competition and winning 1 2 3 4 5 
Talking to those around me about 
matters 

non-work 1 2 3 4 5 

A difficult challenge 1 2 3 4 5 
Being in charge 1 2 3 4 5 
Being liked by others 1 2 3 4 5 
Knowing how I’m progressing as I complete tas 1 2 3 4 5 ks 
Confronting people who do things I don’t agree 1 2 3 4 5 
with 
Building close relationships with co-workers 1 2 3 4 5 
Setting and achieving realistic goals 1 2 3 4 5 
Influencing other people to get my way  1 2 3 4 5 
Belonging to groups and organisations 1 2 3 4 5 
The satisfaction of completing a difficult task 1 2 3 4 5 
Gaining more control over the events around me 1 2 3 4 5 
Working with others rather than working alone 1 2 3 4 5 
Q44. Read the following statements
choice A or with choice B. (Rotter 1971; Robbins 1989) 

 and indica in the right hand column whether you agree more with 

Choice B Your 
Choice?

te 

Choice A Preferred 
 

Making a lot of money is largely a matt
getting the r

er of 
ight breaks 

Promotions are earned through hard work and 
persistence 

 

I have noticed that there is usually a di
connection bet

rect 
ween how hard I work and the 

Many times the reactions of those for whom
work seem haphazard to me. 

 

rewards I get. 

 I 

The number of divorces indicate
more people

s that more and 
 are not trying to make their 

Marriage is largely a gamble.  

marriages work. 
It is silly to think that one can really change When I am right, I can convince others  
another person’s attitude. 
Getting promoted is really a matter of being a In our society a person’s future earning power is 

dependent upon his or her ability 
 

little luckier than the next person. 
If one knows how to deal with people they are I have little influence over the way people 

behave. 
 

really quite easily led. 
The results I get are the result of my own efforts; 

o do with it. 
Sometimes I have little to do with the results I 
get. 

 
luck has little or nothing t
People like me can change the
affairs if we make ourselves he

 course of world 
ard 

It is only wishful thinking to believe that one can 
readily influence what happ  in our socie t 
large. 

 
ens ty a

A great deal that happens to me is probably a I am the master of my fate.  
matter of chance 
Getting along with people is a skill that must be It is almost impossible to figure out how to 

please some people. 
 

practised. 
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SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
Part D - Questions About Your Business Strategies and Practices 

ond nt to  eQ45. Circle the number that corresp
practices/strategies was used in your b

s to the exte
ess during th

 which
ast year. 

ach o ollowi en
usin e p  

Not used at Used 
sparingly 

Used 
moderately 

Used quite 
extensively 

Used very 
extensively 

f the f ng managem t 

Management Practices Scale 
all 

Used outside borrowed funds 1 2 3 4 5 
Searched for cheaper sources of 
finance 

1 2 3 4 5 

Reinvested profits earned 1 2 3 4 5 
Maintained large cash balances 1 2 3 4 5 

 
r revised production 1 2 3 4 5 Changed o

methods 
Changed methods of marketing 
products/services 

1 2 3 4 5 

Improved existing products to meet 
changing customer needs 

1 2 3 4 5 

Used patents, trademarks, registere
designs and/or copyrights 

d 1 2 3 4 5 

Developed new products 1 2 3 4 5 
Followed what others in the industry 
were doing 

1 2 3 4 5 

Emphasised building a brand name 1 2 3 4 5 
 

Involved employees in decision-making 1 2 3 4 5 
Consulted/employed professionals in 
production 

1 2 3 4 5 

Consulted/employed professionals in 
management 

1 2 3 4 5 

Emphasised a clearly laid down reward 1 2 3 4 5 
and punishment system for all 
employees 
Emphasised provision of employee 

lities amenities and faci
1 2 3 4 5 

Assessed the performance of 
employees 

1 2 3 4 5 

Assessed employees’ job satisfaction 1 2 3 4 5 
 

Used advertising that differentiated our 
products from those of competitors  

1 2 3 4 5 

Advertised our products 1 2 3 4 5 
Extended credit to customers 1 2 3 4 5 
Sold direct to end users 1 2 3 4 5 
Sold through distribution channels 1 2 3 4 5 
Priced our products higher than 
competitors 

1 2 3 4 5 

Priced our products lower than 
competitors 

1 2 3 4 5 

Emphasised product quality 1 2 3 4 5 
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Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
Circle the number that corresponds to the extent to which each of the following management 

Management Practices Scale (cont.) Not used at Used Used Used quite Used very 
 

practices/strategies was used in your business during the past year. 

all sparingly moderately extensively extensively
Depended on a single customer 1 2 3 4 5 
Sold to a defined customer group 1 2 3 4 5 
Emphasised quantity more than quality 1 2 3 4 5 
Offered customers warranties for long 
periods 

1 2 3 4 5 

Emphasised provision of customer 1 2 3 4 5 
service 
Exercised control over distribution 
channels 

1 2 3 4 5 

 

of our business 
Emphasised cost reduction in all areas 1 2 3 4 5 

Kept high inventory/stock levels of raw 
materials 

1 2 3 4 5 

Kept high inventory/stock levels of 
finished goods 

1 2 3 4 5 

Depended on a single supplier 1 2 3 4 5 
Emphasised improvement in employee 
productivity 

1 2 3 4 5 

Adjusted production/purchasing rates 
to meet anticipated changes in demand 

1 2 3 4 5 

 
Attempted to predict industry trends 1 2 3 4 5 
Acquired knowledge of competitors’ 
activities 

1 2 3 4 5 

Produced formal statements of 1 2 3 4 5 
business objectives 
Set performance goals for the business 1 2 3 4 5 
Prepared budgets/forecasts 1 2 3 4 5 
Developed plans 1 2 3 4 5 
Documented all detailed aspects of our 
plans 

1 2 3 4 5 

Reviewed progress of activities to 
determine their consistency with 
plans/budgets/forecasts  

1 2 3 4 5 

Made efforts to correct differences from 
plans/budgets 

1 2 3 4 5 

Operated our business on intuition/gut 
feel 

1 2 3 4 5 

Took part in activities related to trade 
or industry associations 

1 2 3 4 5 

Attended trade exhibitions 1 2 3 4 5 

Please proceed to the next page  

  188 
 



SURVEY OF BUSINESS OWNER-MANAGERS 

Please read each question carefully and follow the instructions  
in italics where they appear. Answer every question. 
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Do you have any comments you would like to add? Your thoughts will be valued! 

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________ 

Thank you for taking the time to complete this survey. 
I appreciate that your time is valuable. So has been your contribution! 
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Prize Draw Entry Form 

 Detach this Entry Form from the completed Survey Form and return both
to be included in the prize draw.

ENTER Y2K IN STYLE!

ENTRY FORM

CHAMPAGNE PRIZE TO TH 0E VALUE OF $25

Complete your contact details below, and return both the enclosed survey this entry form and 
in th u will automaticall o the Champagne Prizee reply paid envelope and yo y be entered int
draw (see “Conditions of Entry” below).

Family Name: ______________________________  ____________________First name:

Address: __________________________________ ______________________________

Subu _____________ State: ______ e: _______________rb: __________ _____ Postcod

Tele _________________________ _________________phone: _______ _____________

Conditions of Entry

1. De for entry form part of these Conditiontails of prize and instructions s.

2. To il y and this Entry Form in be eligible, complete the enclosed Survey and your contact deta s above. Return both the Surve
the  items. reply paid envelope no later than 23 July 1999. No responsibility is accepted for lost, late or misdirected

3. Th 9 draw will be conducted ate winner will be the first valid entry drawn on the draw date, 2  July 1999 at 9:00 AM. The 
Sc s sland.hool of Marketing and Management, Griffith University, Gold Coa t Campus, Southport, Queen

4. Th  final and no correspondence will be entered into.e judge’s decision is

5. Th n annot be redeemede prize comprises champagne to the value of $250. The prize is ot transferable or changeable and c
for cash.

6. Th 23  July 1999.e offer commences 21st June 1999 and closes last mail rd

7. All surveys become the property of the promoter.

8. The winner will be notified by mail.

9. The promoter is Alan John Blackman.

-----------------------------Detach this page form the Sur ----------------vey Form ------------------
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Appendix B: Annotated results 

Entrepreneurs (N=205) 
Part A – Questions About You and Your Family 

 Questions Answers 
Q1 What was your date of birth? Mean Age: 45.8 years (R

73.4) 
ange: 25.7 to 

SD=8.8 years; Mdn= 45.4; 
Mode=Multiple 

Q2 Which sex are you? (Please tick one box only) Male: 81.0% (n=166) 
Female: 19.0% (n=39) 

Q3 ou born? Australia: 82.4%  In which country were y
Overseas: 17.6% 

Q4 
s: 30.7% 

In which country was your father born? Australia: 69.3% 
Oversea

Q5 In which country was your mother born? Australia: 74.6% 
Overseas: 25.4% 

Q6 Mostly in which country did you spend the first 12 
years of your life? 

Australia: 84.4% 
Overseas: 15.6% 

Q7 Mostly in which country did you spend the next 6 
years of your life? 

Australia: 89.3% 
Overseas: 10.7% 

Q8 When you were growing up, did you live mostly in a 
city (urban), or in the country (rural)? (Please tick one 
box only) 

Urban: 58.0% 

Q9 Were you an only child? 
(Please tick one box only)  

Yes: 3.9%  
No: 96.1% 

Q10 How many of your brothers were in your home when 
you were growing up? (Please include stepbrothers 0; Mode=1.0 
and half brothers) 

M=1.60 (Range: 0 to 11) 
SD=1.47; Mdn=1.

Q11  your sisters were in your home when ge: 0 to 9) How many of
you were growing up? (Please include stepsisters 
and half sisters) 

M=1.38 (Ran
SD=1.34; Mdn=1.0; Mode: 1.0  

Q12 brothers and/or sisters did you have 
in your home when you were growing up? (Please 
include stepbrothers/sisters and half brothers/sisters) 

How many older M=1.34 (Range: 0 to 12) 
SD=1.66; Mdn=1.0; Mode: 0  

Q13 When you were growing up, did your parents 
separate or divorce? (Please tick one box only) 

Yes: 7.8%; No: 92.2% 

Q14 What has been your father’s main occupation? 
 

No occupation: 0.5% 
Unskilled: Blue Collar: 28.43% 
Unskilled: White Collar: 10.3% 
Farmer:14.7% 
Skilled vocation: 4.4% 
Skilled trade: 20.1% 
Manager: 14.2% 
Skilled professional: 7.4% 
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Q15 What has been your mother’s main occupation? 

 
No occupation: 1.0% 
Unskilled: Blue Collar: 10.2% 
Unskilled: White Collar: 10.2% 

Skilled vocation: 5.9% 

Home duties: 64.4% 
Farmer: 2.4% 

Skilled trade: 1.0% 
Manager: 4.9% 

Q16 as your father ever owned and operated a H
business? 
(Please tick one box only) 

Yes: 58.5%; No: 41.5% 

Q17 ned and operated a 
business? 

72.1% Has your mother ever ow Yes: 27.9%; No: 

Q18 % Have any of your brothers or sisters ever owned and 
operated a business?  

Yes: 54.0%; No: 46.0

Q19 highest formal educational What was/is your father’s 
qualification? (Please tick one box only) 

Primary school: 39.5% 
School/Junior certificate (Year 10): 

Higher/Senior School Certificate: 11.0% 
 

ndergraduate degree: 4.0% 
sters degree: 1.5% 
.5% 

29.0% 

Certificate/Diploma (eg, trade): 14.5%
U
Honours/Ma
Doctorate: 0

Q20 What was/is your mother’s highest formal 
educational qualification? (Please tick one box only) 

hool: 29.9% 
ior certificate (Year 10): 

44.8% 
Higher/Senior School Certificate: 15.9% 
Certificate/Diploma (eg, trade): 7.0% 
Undergraduate degree: 2.0% 
Honours/Masters degree: 0.5% 
Doctorate: 0.0% 

Primary sc
School/Jun

Q21 In which year did you complete your last full year of 
high school? 

Mode: 1963 (Range: 1940 to 1990) 
Mdn=1969  

Q22 How many years of full-time high school did you 
complete? 

M=3.90 years (Range: 0.0 to 6.0) 
SD=1.45 years; Mdn=4.0 years; Mode: 
3.0 years 

Q23 What age were you when you stopped attending full-
time school? 

M=16.1 years (Range: 12.0 to 23.0 ) 
SD=1.32 years; Mdn=16.0; Mode: 16.0  
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Q24(a) 
 
 
 
 

 
 
 
 
Q24(b) 

ghest formal 
 box only

 

To date, what has been your hi
educational qualification? (Please tick one ) 
 
 
 

 

field of study was that 

r/Senior School Certificate: 18.9% 

gree: 2.5% 

s skills: 4.5% 
 80.3% 

 

 
 

 
If you achieved your highest qualification other than 
at school, in which 
qualification? 

Primary school: 6.5% 
School/Junior certificate (Year 10): 
30.3% 
Highe
Certificate/Diploma (eg, trade): 31.8% 
Undergraduate degree: 10.0% 
Honours/Masters de
Doctorate: 0.0% 
 
Management/busines
Occupational skills:
Life skills: 1.5% 
Business skills: 13.6%

Q25 When you were in primary school, did you mostly
attend a state/public school, or a private school? 
(Please tic

 

k one box only) 

State/Public: 80.0% 
Private: 20.0% 

Q26 When you were in high school, did you mostly attend 
a state/public school, or a private school?  
(Please tick one box only) 

State/Public: 76.3% 
Private: 23.7% 

Q27(a) 
Q27(b) 

you answered “Australia”, in which State did you 
mostly attend high school?
(Please tick one box only

Mostly, in which country did you attend high school?
 
If 

) 

erseas: 11.0% Australia: 89.0%; Ov
 
ACT: 0.0%
Vic: 15.2%
SA: 3.4%
Tas: 0.0%

 

   193



SURVEY OF BUSINESS OWNER-MANAGERS 

Part B - Questions About You and This Business 
: 1.0% Q28 What is the postcode of this business? Queensland: 99%; NSW

Q29 ode: 1988; Range: 1910 to 1998; 
ean business age: 16.4yrs (Range: 1.0 to 

13.0 ; Mode=Multiple  

In which year was this business founded? M
M
89.0) 
SD=13.9; Mdn=

Q30 hich year did you first become an owner-
anager of this business 

e 1952 to 1999 (0.0 to 47.0 
ip) 

D=7.60; 

In
m

 w Mode: 1994; Rang
years of ownersh
Mean years of ownership: 10.0; S
Mode: 5.0   

Q31 er-manager of this 

(Please tick one box only

How did you become the own
business? 

) .0% 

I purchased it: 38.0% 
I founded it: 56.0% 
I inherited it: 6

Q32a) 
 
Q32b) 

Mostly in which industry is this business? 
 
For how many years have you been engaged in this 
industry? 

53.0) 
 Mode=10.0 years 

Manufacturing: 36.7% 
Wholesale: 9.5% 
Retail: 22.6% 
Construction: 28.1% 
Other: 3.0% 
M= 16.1 years; (Range: 0.25 to 
SD=10.2; Mdn=15.0 years;

Q33 What is the legal structure of this business? 
(Please tick one box only) 
 

Sole Trader: 1
Partnership: 2
Private Comp

5.6% 
5.9% 
any: 46.81% 

sted any: 1.0% 
 Pu y: 0.5% 

Unli
Listed

Public Comp
blic Compan

Trust: 10.20% 
Q34 Apart from this business, how many other 

businesses have you owned and operated?  
Proportion who had owned a business 
previously: 52.0% 

an num sinesse : 0.93; 
1.0 (Range 0 to 8); SD= 0  

Me
Mdn=

ber of bu s owned
1.29; Mode=

Q35 Including those owners engaged in its day-to-day 
 employees are employed b

         Full-t
 7.31
13.72 
:  0 to 140

portion w er than 5 4.9% 
Proportion with fewer than 20 FTE: 90.2% 
Proportion with fewer than 200 FTE: 100.0%

5 or mor per wee

 
 

activities, how many
this business? 

y M=
ime* 

SD=
Rng
Pro ith few  FTE: 6

 
(*3 e hours k) 

Q36(a) 
 

Including you, how many major decision-makers are 
there in this business? 

how many of those n-maker
are members of your family? 

M=1.88 (Range: 1 to 6 ); 
1= 33.7%; 2= 53.2%; 3= 6.3

1.05%; 6
M=1.52 (Range: 1 to 5 ); S
1= 55.6%; 2= 39.0%; 3= 2 .0%; 

Q36(b) Including you, decisio s 5=

SD=0.88  
%; 4= 5.4%; 

=0.5% 
D= 0.70  
.9%; 4= 2

5=0.5% 
Q37 Including all non-cash benefits you received, how 

has the personal income you derived from this 
ss changed when compared w ear ago?

one box only
busine
(Please tick 

ith 1 y   
) 

 

Increased r more: 18.7% 
Increased an 20%: 17.2% 

out the s .0% 
Decreased by less than 20%: 10.1% 
Decreased by 20% or more: 3.0% 
Mean score: 3.38 (Increased by less than 
20%); SD=1.0; Mode=3.0 (About the same) 

by 20% o
by less th

Ab ame: 51
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38(a) For the last financial year, did you have a 

docu
Q
 mented business plan for this business? 

 onlyQ38(b) (Please tick one box ) 
If you had a business plan for w

 did you follow that plan? (Ple k one b
 last year, to hat 

degree ase tic ox 
only) 

 

pletely
stly: 76.9

Somew
 at all: 1

Yes: 25.6%; No: 74.4% 

 
Com : 11.5% 
Mo % 

hat: 9.6% 
Not .9% 

 

Q39 Which of the following intentions are held for this 
business over the next 3 years?  
(Please tick one or more boxes) 

Signific duction 
ls: 45.6

Maintain existing production levels: 35.3% 
nificantly e produc

levels:  2.0% 
Open new locations: 7.8% 

ntain or ce expor % 
Introduc services: 26.5% 

l the whole business: 16.7
Relocate the business: 7.8% 

l part of ess: 2.9%
Close the business: 2.9% 

 Sig

antly increase pro
leve % 

 decreas tion 

Mai commen ting: 6.9
e new goods or 

Sel % 

Sel the busin  

Q40. By circling the number that correspond  level o ance s to the f import you
, show the extent to wh  con

our enter (Provided by Kotey 1
niversity, and used with permission.) 

Enterpr ise Object ives Not 
important 

Slightly 
important important 

Very 
important 

Extremely 
important 

 
give to each item on the scale below ich you sider 

994, each item listed to be important to y
Sunshine Coast U

prise 

Moderately 

High productivity 2.5% 3.4% 13.2% 37.5% 
M 4.16; 
SD0.95 

43.1% 

Industry leadership 13.9% 6.4% 31.2% 
M3.33; 
SD1.25 

29.7% 18.8% 

Creating job opportunities 21.9% 22.4% 
M2.58; 
SD1.13 

36.3% 14.4% 5.0% 

Business stability 2.0% 1.0% 8.4% 30.0% 58.6% 
M 4.42; 
SD0.93 

High profit rates 1.5% 5.4% 24.6% 35.0% 
M3.94; SD 

0.97 

33.5% 

Lower costs of production 3.5% 5.0% 25.2% 31.2% 
M 3.90; 
SD1.06 

35.1% 

Contribution to community development 16.7% 22.2% 38.9% 
M2.73; 
SD1.12 

15.3% 6.9% 

Business growth 4.9% 6.9% 30.0% 29.6% 
M3.70; 
SD1.11 

28.6% 
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Q41. By circling the number that corresponds to the level of satisfaction you feel, indicate on each of the 

Enterpr ise Achievement  
 

y ely 
d 

d ly 
d 

following items the extent to which you are satisfied overall with your enterprise’s performance over the 
past 3 years. 

Not  
sat is f ied

Slightl
satisfied 

Moderat
satisfie

Very satisfie Extreme
satisfie

Hi % % gh productivity 7.9 10.3 46.8% 
M3.16;SD0.98 

27.6% 7.4% 

In % % dustry leadership 8.5 12.5 42.5% 
M3.19; SD1.07 

25.0% 11.5% 

Creating job opportunities 7% % 10. 20.3 42.1% 
M2.92;SD1.05 

20.3% 6.6% 

B   0.7% usiness stability 9.4% 9.9% 3 31.7% 
M3.40; 
SD1.17 

.3% 18

High profit rates 8% % 15. 17.7 38.9% 
M 2.84;SD1.11 

22.2% 5.4% 

Lo %  19.0% 5.5% wer costs of production 10.0 26.0% 39.5% 
M 2.84;SD1.03 

Contribution to community development 10.0%  20.4% 40.8% 
M 2.93;SD1.0

24.4% 4.5% 
1 

Business growth 12.8% 17.7% 29.6% 
M 3.04;SD1.1

7.4% 
5 

32.5% 

Overall satisfaction 2.0% 16.8% 53.0% 
M 3.05;SD0.70 

1.5% 26.7% 

 

   196



SURVEY OF BUSINESS OWNER-MANAGERS 

Part C - Questions About Your Management Values 
Q42. By circling the number that corresponds to the level of importan ch value to you, show the 

each of the V  listed t ortan
ale  Not 

important t 
Moderately 
important 

Very important Extremely 
important 

ce of ea
extent to which you consider 
Values Sc

ALUES o be imp t. 
Slightly 
importan

Achievement (accomplishment) 1.0% 1.5% 11.8% 50.5% 
M4.18; SD0.77 

35.3% 

Autonomy (independence, freedom) 1.0% 3.9% 16.7% 43.1% 
M4.08; SD0.87 

35.3% 

Ambition 3.0% 5.4% 32.0% 38.9% 
M3.69; SD0.96 

20.7% 

Aggressiveness  17.7% 20.7% 33.0% 
M2.79; 
SD1.24 

19.2% 9.4% 

Equality 8.4% 7.9% 29.1% 34.5% 
M3.48; SD1.16 

19.7% 

Power (authority, influence)  20.1% 23.5% 
M2.59; 
SD1.10 

 
 

38.7% 12.7% 4.9% 

Creativity 2.0% 5.4%  24.8% 36.6% 31.2% 
M3.90; SD0.97 

Money (material success) 1.5% 6.4% 39.7% 40.2% 
M3.55; SD0.84 

12.3% 

Energy (good health) 0.0% 1.0% 6.9% 30.4% 61.8% 
M4.53; 
SD0.67 

Prestige (dignity, status, recognition) 11.4% 16.8% 43.6% 
M3.00; 
S

.9% 16.3% 11

D1.13 
Security (family and job) 0.5% 0.5% 8 2.4% 7.1% 63.5% 

M4.53; 
SD0.71 

Religion 42.6% 14.2% 
 

17.6% 
M2.41; 
S

10.8% 14.7% 

D1.48 
Pleasure (leisure) 2.9% 10.8% 30.4% 35.8% 

M D1.02 3.59; S
20.1% 

Compassion 2.0% 8.3% 19.1% 47.1% 
M D0.95 

23.5% 
3.82; S

Loyalty 1.0% 1.5% 8.8% 34.3% 54.4% 
M4.40; 
SD0.79 

Trust 1.0% 0.5% 3.4% 24.5% 70.6% 
M4.63; 
SD0.67  
 

Competence (ability) 1.0% 0.5% 5.9% 43.6% 49.0% 
M 4.39; 
SD0.71 

Competition 7.4% 12.8% 39.4% 
M3.27; 
SD1.09 

26.1% 14.3% 

Risk 8.4% 11.8% 41.4% 28.1% 10.3% 
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M3.20; 
SD1.06 

Social security (g
assistance) 

overnment  47.3% 29.1% 
M1.86; 
SD1.03 

16.7% 3.9% 3.0% 

Affection 4.5% 8.4% 20.3% 40.6% 
M D1.07 

 
3.76; S

26.2%

National security  10.8% 11.8% 22. 25.6% 
M D1.31 

29.1% 7% 
3.50; S

Growth (personal development) 3.4% 3.0% 22.7% 41.4% 
M 0.97 

29.6% 
3.91; SD

Innovation 2.5% 215.5% .4% 41.3% 
M3.90; SD0.97 

 29.4%

Honesty 0.5% 0.0% 1.5% 19.1% 78.9% 
M4.76; 
SD0.52 

Responsibility 0.5% 0.5% 2.5% 33.3% 63.2% 
M4.58; 
SD0.62 

Hard work 0.0% 2.0% 8.8% 35.3% 53.9% 
M4.41; 
SD0.73 

Optimism 0.0% 2.9% 9.8% 42.6% 44.6% 
M4.29; 
SD0.76 

 
correspo the leve  to each  the sca

hich you consider each item listed to be important to you. 
Personal  needs Not 

nt 
Slightly 

nt 
Moderately 

nt 
Very 

nt 
y 

nt 

Q43. By circling the number that 
below, show the extent to w

nds to l of importance you give  item on le 

importa importa importa importa
Extremel
importa

Improving on my past performance 2.9% 3.4% 20.6% 43.6% 
M3.93; 
SD0.95 

29.4% 

Competition and winning 8.8% 12.3% 29.9% 
M3.32; 
SD1.12 

35.8% 13.2% 

Talking to those around me about non- 7.8% 17.2% 36.3% 
work matters M3.14; 

SD1.05 

30.4% 8.3% 

A difficult challenge 2.0% 7.4% 40.9% 36.5% 
M3.52; 
SD0.89 

13.3% 
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Being in charge 7 10.3.4% % 36.3% 
M3.37; 
S

2 1

D1.10 

9.9% 
 

6.2% 

Being liked by others 8.9% 12.8% 37.4% 
M3.23; SD 

1.11 

28.1% 12.8% 

Knowing how I’m progressing as I 
complete tasks 

1.5% 7.4% 25.1% 41.4% 
M3.80; 
SD

24.6% 

0.94 
Confronting people who do things I 
don’t agree with 

9.4% 16.7% 34.0% 
M3.15; 
SD

29.6% 10.3% 

1.11 
Building close relationships with co-
workers 

5.0% 14.4% 26.2% 35.1% 
M3.50; 
SD

19.

1.11 

3% 

Setting and achieving realistic goals 0.5 4.9 15% % .8% 47.3% 
M4.04; 
SD

31.

0.85 

5% 

Influencing other people to get my way 20. 23.1% 0% 34.8% 
M2.62; 
SD

18.6% 3.4% 

1.11 
Belonging to groups and organisations 24.0% 30.9% 

M2.47; 
SD1.17 

25.5% 13.7% 5.9% 

The satisfaction of completing a 
difficult task 

1.0% 2.5% 7.8% 49.0% 39.7% 
M4.24; 
SD0.78 

Gaining more control over the events 
around me 

5.4% 7.8% 33.8% 38.2% 
M3.49; 
SD

14.

1.02 

7% 

Working with others rather than 
working alone 

13.2% 16.2% 33.3% 
M3.10; 
SD

21.6% 15.7% 

1.24 
Needs Summary 
Need for Achievement (n-Ach) -  M=19.52; SD=3.17   

9; SD=3
SD=3.68

 
nd ind the righ olumn  you agree more with 

Locus of control 
Mixed Moderate 

a l  
H igh in terna l  

Need for Power (nPow) -  
Need for Affiliation (nAff) -  

M=15.9
M=15.48; 

.80  
  

Q44. Read the following statements a
choice A or with choice B. 

icate in t hand c whether

High 
external 

Moderate 
externa l  in tern

0.0% 7.1% 6.3% 7.7% 58.9% 2
M=4.42; .87  SD=0
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Part D - Questions About Your Business Strategies and Practices 
Q45. Circle the number that correspon nt to  each o ollowi en
practices/strategies was used in your business during the p  

N  
at  a l l  sparingly moderately 

Used quite 
extensively 

Used very 
extensively 

ds to the exte  which
ast year. 

f the f ng managem t 

Management Practices Scale ot  used Used Used 

Used outside borrowed funds 39.9% 20.7% 
M2.28; 
SD1.31 

12.3% 7.9% 19.2% 

Searched for cheaper sources of 50.7% 16.3% 
M2.03; 
SD1.27 

18.2% 
finance 

8.4% 6.4% 

Reinvested profits earned 18.6% 11.8% 23.0% 
M3.21; 
SD1.41 

23.0% 23.5% 

Maintained large cash balances 34.3% 30.9% 
M2.19; 
SD1.14 

21.1% 9.3% 4.4% 

Changed or revised production 17.1% 20.0% 
M2.82; 
SD1.16 

23.4% 6.3% 33.2% 
methods 

Changed methods of marketing 15.2% 23.5% 
products/services 

30.4% 
M2.84; 
SD1.16 

7.4% 23.5% 

Improved existing products to meet 11.2% 12.7% 30.7% 
changing customer needs M3.24; 

SD1.18 

31.2% 14.1% 

Used patents, trademarks, registered 72.2% 
designs and/or copyrights M1.61; 

SD1.14 

9.3% 4.9% 4.9% 8.8% 

Developed new products 44.4% 14.1% 
M2.28; 
SD1.37 

19.5% 13.2% 8.8% 

Followed what others in the industry 39.7% 23.0% 
were doing M2.15; 

SD1.19 

22.5% 12.3% 2.5% 

Emphasised building a brand name 7.8% 36.1% 15.1% 
M2.80; 
SD1.57 

22.4% 18.5% 

Involved employees in decision-making 24.1% 11.8% 31.5% 
M2.82; 
SD1.29 

23.2% 9.4% 

Consulted/employed professionals in 
production 

50.2% 16.1% 
M1.98; 
SD1.14 

21.5% 10.2% 2.0% 

Consulted/employed professionals in 50.2% 
management 

19.0% 
M1.95; 
SD1.14 

18.5% 9.8% 2.4% 

Emphasised a clearly laid down reward 
and punishment system for all 
employees 

58.3% 
M1.79; 
SD1.12 

18.1% 12.7% 2.9% 7.8% 

Emphasised provision of employee 41.7% 
amenities and facilities 

21.1% 
M2.09; 
SD1.11 

25.0% 10.8% 1.5% 

   200



SURVEY OF BUSINESS OWNER-MANAGERS 

 
Management Practices Scale No at 

all s
t used Used 

paringly 
Used 

moderately 
Used quite 
extensively 

Used very 
extensively 

Assessed the performance of 21.6% 18.1% 31.4% 
employees M2.76; 

SD1.24 

20.6% 8.3% 

Assessed employees’ job satisfaction 25.0% 19.6% 31.4% 
M2.61; 
SD1.22 

17.6% 6.4% 

Used advertising that differentiated our 
products from those of competitors 

30.9% 16.7% 
M2.60; 
SD1.36 

25.0% 16.7% 10.8% 

Advertised our products 16.7% 19.6% 29.9% 
M2.95; 
SD1.27 

20.1% 13.7% 

Extended credit to customers 22.0% 21.5% 23.4% 
M2.83; 
SD1.36 

18.0% 15.1% 

Sold direct to end users 8.3% 2.9% 12.7% 25.9% 
M4.07; 
SD1.22 

50.2% 

Sold through distribution channels 60.3% 17.2% 
M1.80; 
SD1.20 

10.8% 5.9% 5.9% 

Priced our products higher than 28.2% 
competitors 

23.8% 
M2.47; 
SD1.22 

27.2% 14.4% 6.4% 

Priced our products lower than 28.6% 
competitors 

30.0% 
M2.25; 
SD1.03 

31.5% 7.4% 2.5% 

Emphasised product quality 2.4% 2.4% 11.7% 37.1% 46.3% 
M4.22; 
SD0.92 

Depended on a single customer 73.2% 
M1.48; 
SD0.94 

7.8% 2.9% 2.4% 13.7% 

Sold to a defined customer group 33.3% 13.2% 
M2.69; 
SD1.46 

17.2% 23.5% 12.7% 

Emphasised quantity more than quality 59.3% 
M1.77; 
SD1.17 

5.9% 7.8% 4.9% 22.1% 

Offered customers warranties for long 34.3% 
periods 

19.6% 
M2.44; 
SD1.34 

24.5% 10.8% 10.8% 

Emphasised provision of customer 5.9% 6.8% 
service 

22.4% 31.7% 
M3.80; 
SD1.15 

33.2% 

Exercised control over distribution 47.3% 
channels 

14.3% 
M2.25; 
SD1.43 

15.3% 12.3% 10.8% 

Emphasised cost reduction in all areas 
of our business 

13.2% 23.5% 33.8% 
M2.89; 
SD1.16 

19.6% 9.8% 
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Kep h
mat

t hig  inventory/stock levels of raw 
erials 

32.2% 36.1% 
M2.18; 
SD1.12 

16.3% 11.9% 3.5% 

Kept high inventory
finished g

/stock levels of 
oods 

39.2% 27.9% 
M2.15; 
SD1.19 

16.2% 12.3% 4.4% 

Depended on a single supplier 62.7% 
M1.73; 
SD1.14 

17.2% 7.8% 8.8% 3.4% 

Emphasised improvement in employ
productivity 

ee 21.3% 16.3% 30.7% 
M2.82; 
SD1.26 

22.3% 9.4% 

Adjusted production/purchasing rates 
to meet anticipated changes in demand 

18.6% 20.6% 25.0% 
M2.86; 

27.5% 8.3% 

SD1.24 
Attempted to predict industry trends 17.1% 18.5% 30.2% 

M2.93; 
SD1.24 

22.9% 11.2% 

Acquired know
activities 

ledge of competitors’ 17.2% 19.6% 30.4% 24.0% 8.8% 
M2.88; 
SD1.21 

Produced formal statements of 
business objectives 

55.1% 17.1% 
M1.89; 
SD1.16 

14.1% 11.2% 2.4% 

Set performance goals for the business 25.9% 24.4% 
M2.62; 
SD1.30 

19.5% 22.4% 7.8% 

Prepared budgets/forecasts 33.8% 24.0% 
M2.50; 

13.7% 15.7% 12.7% 

SD1.42 
Developed plans 34.1% 22.0% 

M2.42; 
SD1.32 

20.0% 15.6% 8.3% 

Documented all detailed aspects of our 
plans 

50.7% 22.9% 
M1.93; 
SD

13.2% 8.8% 4.4% 

1.18 
Reviewe
determine their consistency
plans/bu

d progress of activities to 
 with 

dgets/forecasts 

41.5% 20.0% 
M2.26; 
SD1.32 

17.1% 14.1% 7.3% 

Made efforts to correct differences from 
plans/bu

41.0% 19.0% 
dgets M2.28; 

SD1.32 

17.1% 16.6% 6.3% 

Operated
feel 

 our business on intuition/gut 12.7% 24.5% 26.5% 
M2.97; 
SD1.20 

26.0% 10.3% 

Took part in activities related to trade 
or industry

24.9% 25.9% 
 associations M2.52; 

SD1.19 

26.8% 17.1% 5.4% 

Attended trade exhibitions 27.8% 19.5% 23.4% 
M2.63; 
SD1.32 

20.5% 8.8% 
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Comm
1. . His family has no experience 

in small business being PAYE all their lives. It has been a very tough transition 

for him. We have only recently recognised that we need management help to 

grow the business further and are making moves in this direction. Business 

involves manufacture, retail and wholesale arms. 

2. 

 

business. 

3. I feel the most important ingredient in our business is after sales service. Hard 

work the next. 

4. 

 through multi media advertising has become impossible for 

single small business, only through buying groups is it financially viable. 

5. Although we don’t have a written business plan we do keep close track of 

where our business is at. Having worked in an accountant’s office for many 

years I have an extensive knowledge of business accounting. I prepare full 

financial accounts for our business at least eight times a year. We visit with our 

accountant at least 3 times a year and ring if any problems crop up in between. 

6. I have based my business attitude upon a belief that if I am tendering against 

other building contractors the quality of my tender presentation will show the 

potential client the quality of the project I shall present as a finished product. 

ents 
This business is run by my husband and myself

It is getting tougher each year to run your own business. The tax system and 

governments do nothing to encourage people to work let alone run your own

People’s spending habits have changed. Their priorities have also changed 

substantially, giving high quality back up service has become essential. 

Reaching people

I keep a tight control over my debtors. I work my lease payments and creditor 

payments so as to utilize my overdraft to my advantage. I always pay Taxation 

Office commitments on time so as not to incur penalties. 
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Many of my competitors I find lack professional expertise in marketing and 

thus have difficulty in gaining client confidence. 

7. Individual care and detail. These are two things that are lacking in most 

businesses. Through the many chains of production a business functions 

through, it is up to individuals to take care in every small detail. It is not good 

enough for an individual to say ‘I did my job’. Individuals must care what 

happened before and what happens after their particular part of a job. New 

focus should be: care, concern, detail. Current focus is: profit, urgent, efficient. 

9. 

gy. 

11. To have a successful business I do not believe you should set out to make 

money; rather; provide a workplace that employees want to work in, then 

customers will want to purchase there because of good service and customer 

relations, then you can share the rewards. 

12. Although you do have some of the history relevant to this study, and myself as 

a participant, I think I should briefly update. After **** (our first business) 

became plainly headed towards oblivion, *** and I took over, trading as ****, for 

about 2 years – limited success, but survival. We did manage to keep **** (our 

first business’s) nose clean with trade suppliers etc, but it was very difficult. I 

ly, 

but a year after I could legally.  (It) is a sole director company with two 

8. Everything happens to us in life for reason, learn from every experience. 

We are a service industry (electrical) brown/white goods, covering 

manufacturers warranties who govern the price structure. Unfortunately the 

cash jobs have decreased and to obtain knowledge of the fast moving 

electrical industry warranty jobs are a must (at the reduced rates) to keep up 

with technolo

10. Ours is a small business that relies on quality with established clientele. 

decided to incorporate **** (our second business)– probably a year too ear
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shareholders. 98-99 has definitely been our best year ever, but we still run on 

a shoestring. Maybe we need a business plan? 

 As a manager who values high spiritual values in business, empathy 

understanding and intuition are ‘tools’ frequently prescribed for partners and 

employees. Plans of management, to my knowledge, rarely include th

13.

ese 

14. ough aggressive pricing tactics aimed at us by national 

15. 

16. Unfortunately. It is sad that democracy is often not democracy at all! Various 

 documented business plan but we know where, what, etc we are 

17. 

values in the equation. Rigid management plans, I believe, tend to be 

reactions to what ‘business advisors’ promote. Loyalty, trust and satisfaction 

are often left out of the equation, to the detriment of ‘…’ businesses.  

 Currently going thr

public company who has not hidden the fact that it is going to ‘sink’ us very 

soon. ACCC is investigating. Similar problems have occurred with both this 

company and previous, similar company I owned in 1980s and legal action 

resulted in apologies to me and a halt to the attempts to discredit me and my 

companies. 

The biggest enemy of owner-managers of small businesses is Time. Time to 

do all the planning, documenting and evaluating necessary to monitor the 

progress of the business as well as the actual physical day-to-day effort 

necessary to run the business. Especially when there are children at home as 

well. This is what we, as a husband and wife team with 3 children and 2 retail 

stores, have found the most difficult. 

products – some higher, some lower. We are a distributor not manufacturer. 

We have no

doing. 

Craftsperson. Have decided to concentrate more on creative work in future. 
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18. 

then those in the business will be the same. I have seen my 

19. 

Both myself and my 

21. 

In many businesses that I know of, the owner/operator is pivotal to the success 

in the business, particularly in the retail/restaurant sector. The attitude of staff 

in a business ‘comes from the top’ so if the owner does not have a positive and 

helpful attitude 

own buying habits change with a change of ownership in local businesses. 

Know your business before you start up. I conducted surveys of all sorts for 6 

months prior to opening this business. eg. 1) how many cars passed this 

building per hour/day; 2) current suppliers in local area. You cannot conduct 

too many surveys. 

20. We have built what we believe to be a successful business, based on quality, 

high standard products, consistently using the best materials and methods 

available to produce a value for money product, never bowing to public 

pressure for any reason, to lower our standards. 

employee gain great personal satisfaction at leaving a job finished to a 

standard generally higher than the best expectations of the customer, even if it 

may take longer than estimated, therefore reducing profits. Never, in the fifteen 

years that we have been in business have we been short of work. I have never 

completed a business plan, attended management schools, etc. just worked 

hard – hands on, stayed in touch with latest trends and methods, been honest 

and straight forward with people, and exercised ‘gut feeling’ and I think we are 

successful. Isn’t that all that matters!!! 

We are a very small, service business, just starting to do inventory control and 

budgeting. 

22. Over the last 30 years I have owned many businesses, it was tough in the 

60’s, 70’s, 80’s and it’s tough in the 90’s. The biggest problem I see is getting 

the right staff, people that are prepared to have a go like I did. It seems that the 

Social Security system in this country is a safety blanket for most people. I am 
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always looking for staff that will have a go. We always pay over the award and 

we look after our people. It seems life is one big joke for most with manual 

skills; maybe it comes from the family upbringing – or maybe they’re right and 

we are wrong. 

 

 details from my electrical contracting business as I have only 

25. 

t be thousands of people like me who 

staff assessment procedures and the like. I know of lots of systems and 

procedures that I would love to implement which would help my business 

grow, thus creating more employment opportunities, but I find I never have the 

time to work on my business. If there was some form of Govt. assistance that 

allowed external sources to create and write procedure manuals and the like 

for small businesses willing to have a go life would be much simpler.  

26. 

hich I believe is common. To obtain talent we have always 

got 1 to 3 trainees or apprentices at a time in progress on schemes. I find we 

have improved as a business since we have concentrated on quality custom 

23. My business is changing and I am down scaling my activities in this business 

to more into contract work in the past twelve months I have picked up a 

contract in repairing other items which keeps me away from my business for 

up to 2-3 weeks at a time so some of my answers relate to that happening. I 

hope this is helpful.

24. I am currently running two separate businesses, electrical contracting during 

the day and squash courts (with a sauna) during the night. I have filled this 

survey in with

been operating the squash business for eight months. 

I believe that not enough encouragement and/or provision for quality training is 

allowed for in Govt. budgets. There mus

have come from nothing to run a rather successful small private company but 

don’t find the time or have the budget to allow us to implement quality training 

and 

My biggest difficulty in achieving goals is the lack of skilled workers and high 

turnaround of staff w
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made goods instead of quantity. I think this is mainly due to the fact that 

quantity businesses are, on the whole in greater numbers and go bankrupt 

often due to illegal running methods (eg. Not paying sales tax, workers comp 

etc). 

 I wish you all the best with your studies. I have often been asked to fill in 

surveys. Yours was the first to ask about ‘gut feelings’, thus the others 

concentrated on matters other than ‘gut’. Almost always we hear of decisions 

made because of, say, ‘bottom line’, not ‘gut feelings’. The world is the worse 

for it. Best wishes. 

27.

28. Took control of business in 99. Business established approx 30 years. 

29. Very difficult to compete with companies that flood the market with cheap 

imported furniture and claim that it is made here. You would be ‘very’ surprised 

how wide spread this is in our industry. 

30. 

 style rather than being money driven. We operate from our home 

…. 

31. I feel it is important to work hard at any small business enterprise. You must be 

flexible to stock goods to suit a vast range of customers – don’t just try to sell 

what you like. You must have a positive attitude at all times whether at work or 

otherwise. A strong commitment to your community is a must. You must price 

g and you can’t be too low or you 

Previous owner allowed business to drop off badly over past 3 years. In course 

of rebuilding. 

We are a small antique restoration/french polishing business. We have aimed 

more for life

your product according to what is being advertised by other retailers – you 

can’t be too high – or you won’t sell anythin

don’t make a profit. 
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32.

your own actions but because of changes within 

s that I thought mattered and cared. Forget it – sell – sell 

– sell. Income less expenses will provide the answers to your own abilities, not 

the advice of others. For what it’s worth! 

33.

e industrial laws about to impact 

upon business, I wonder how long we will be able to maintain a happy 

workforce. 

34. 

35. 

 their mistakes and have not imitated 

36. 

37. 

 My business is based on an invention. Be your own accountant, manager, 

lawyer, manufacturing manager, distributor, marketing manager, tasting officer 

to base your standards to what others (internal/external) are to comply – a 

control ‘freak’ if necessary. Forget about government, loans from development 

banks, grants (export) etc. They are crutches and the penalties are too high if 

they do not work – not from 

‘their’ systems. I have spent a fortune on scientific testing and compliance for 

government and other

 Our business concentrates on the provision of electrical and mechanical 

services to government and developers in the field of water and waste water 

engineering construction. We are a small specialist contractor…. During the 20 

years we have focused upon this segment we have found that the major 

difficulty is in recruiting and maintaining appropriate staff. At present our staff is 

the best we have ever had. However with th

My partner and myself are very happy with the way our business is running. 

Both of our fathers had been in similar businesses and have been bankrupt 

twice each. We analysed very carefully

their business practices. 

Education isn’t always important to success. Common sense and being aware 

of what’s going on around you is important. 

This business provides a higher strength than most competitors. The method 

of manufacture allows this strength to be seen and felt. This therefore is its 

marketing forte. Four years ago the business suffered severe down turn by 
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offering conventional products. By developing better product at cheaper prices, 

the present situation is steady as you go. … I am currently selling to re-locate 

to semi-retirement in another town. Present operation involves wholesaling of 

good quality product instead of in house manufacture. This makes for easier 

management, namely less employed, easier stock control and better quality 

product ordered as needed. 

 We can’t express how important the business plan is for new business no 

matte

38.

r what industry. 

 This has been financed from 

both the formality and the financial hurdles 

I have a 

socialist-cooperative attitude to workplaces! 

40.

because our children were finishing their schooling and were destined to work 

39. I have been developing this woodcraft business since …; furniture restoration 

and stringed instrument repairs (violin).

retirement superannuation. My major problem is getting access to the 

procedure for submitting patents – 

incurred. Information on this is scanty! Additionally the products I wish to 

develop required novel woodworking machinery which I have designed since 

they are not on the market. These I must make or have made. 

 Thoughts – In my case only. Manufacturer-Wholesaler. Must spend the 

following on R & D: time – when do you get the time; money – at least, on 

income for R & D; reference books – must obtain from where??; Costly too 

produce the one off situation then improvements and innovations; allow huge 

amounts of finance for advertisements. 

41. My university training was on a part time basis … . After graduation … I 

worked in … as an architect … . I then went to the country as the associate of 

a country practice. In … I became a partner and in …, senior partner. The 

practice became a company …. In … I opened a branch office for our 

company in … . This brought me and my family back to the city (partly 
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in the city.  In … my wife started a small business selling fabric. The whole 

family became involved and so we formed a new company …, which operated 

42. t school? Unless you live in a major 

43. 

44. 

45. I feel I have been successful in business over the years. I have not made 

46. The hardest thing about starting a business is lack of business knowledge. 

from the premises of the architectural practice. During the next three years I 

made the transition to being full time managing director of the textile company. 

We now design and distribute textiles to architects and interior designers 

throughout Australia, New Zealand, North and South East Asia and we expect 

to open an office in London this year. I hope this information will be a help to 

you. 

Why are our kids not taught more skills a

city opportunities are few and far between. 

This is an owner operated service business. I work for another employer, in a 

related type of business, part-time. 

We are a small business. However, we have every intention of delivering to 

our employees a plan which will reward them for their efforts. This plan will be 

in the form of share holding and part profits paid back to employees. 

much on the financial side but I am proud of my reputation of being recognized 

as a craftsman in my trade. I have not had to advertise for work in the last 27 

years … and I have had a backlog of work that will keep me going for at least 

3½ months. In this trade, when quoting for the job you must sell yourself to the 

customer and be punctual whenever possible. 

The hardest thing about that is that when you are stuck in an office trying to 

run the business it is hard to find who can give you the advice. There are no 

plain English ads saying – do you need help with how to run your business; do 

you need a template of what to plan. It’s OK saying you need a plan but what 
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do you plan – how do you know what to put down. Most small businesses 

grow from a tradesperson who is good and gets too much business. 

Most of the business owners that we associate with are very dedicated and 

work extremely long hours for relatively sma

47. 

ll remuneration. A great many of 

ramatically in the last few years without the 

48. 

ge and wants to retire in the next two years. 

 20 odd years. It is my intention to remain in the background to assist 

50.  many stages 

these people pay their staff more than they get themselves. The Australian Tax 

Office does not recognise the efforts put into business by families and 

continues to tax them at every opportunity. The office work component of small 

business has increased d

corresponding increase in remuneration. 

As our business does not fall in the category of sales and production some of 

the questions are not easy to answer. Our business deals mainly in assembly 

of steel shelving pallet racking and office compactus as well as relocating such 

product. Due to hard work I have become rather sick of late with rheumatoid 

arthritis and hope to sell the business or hang in there to be able to pay off the 

business loan and then close the business as my mother who has helped me 

over the years is getting on in a

49. Because of the continued difficulties in running a small business I have 

decided to hand the business over to my two sons who have worked for me for 

the past

them without being financially involved. They are going to need all the 

assistance they can get to cope with the G.S.T. and its associated paperwork. 

God help small business operators!! 

During the period this business has operated it has gone through

of development and employed varying numbers of staff. It is now only a part-

time business for me, but I am quite happy to have it that way. My advice to all 

those who wish to succeed in business of any size or kind is to remember a 

few important things:- Give the quality to your customers you would expect if 
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you were a purchaser. Be honest with delivery times. Advise the customer of 

delays or problems. Give value for money. Try to be as punctual as possible, a 

phone call to say you’re running late is better than just turning up late. Do unto 

others as you would have them do unto you! 

51. I did not run this business. We had someone else come in … who took all 

profits out in drawings and when the business failed just left. I am now closing 

up the business. My husband and I are starting up another … business … and 

we are running it ourselves. 

52. Business earnings are down as I chose not to work as hard, and did less 

advertising. I am now planning to increase staff and sales. Although we work 

long hours compared with wage earners, I believe levels of job satisfaction are 

higher. A person with high quality standards finds it hard to get paid the same 

as a co-employee who doesn’t care. People with ‘bludging’ skills are much 

better in larger organisations. Effort is generally directly proportional to rewards 

– i.e. we work harder or longer and get paid more. Govt. red tape and form 

filling soaks up valuable time. 

53. I think price is probably the last reason people deal with any business. 

Product, service and personality. Right product/s; good service; friendly helpful 

nature. 

54. Our business is very small but since our 3 years of operation we have not 

needed to promote our business as we have always had an abundance of 

work. Myself and my partner as both well known in the industry and we think 

this is why work is plentiful. We also carry out this physical work. 

55. To be successful in manufacturing you must have a product that is regarded 

for its high quality in the market place and you will find that most people will 

buy it rather than the poor cousin, because the consumer today has a good 

eye for value in quality, rather than wanting the cheapest price for a product 
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that will not last the distance. Also, never forget why you are in business, Uto 

make moneyU, this is why you must keep your profit margin up at all costs, so 

your business can survive to service your customers, in the years ahead. 


