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and breakeven position, even though 57% of the surveyed businesses have
their financial accounts updated quarterly or even more frequently. The
SME management accounting advisor should provide operational insights
that complement the entrepreneur’s tactic knowledge and enhance the
efficiencies of operational motor cognition held in business processes.
The specialised competency that the management accounting professional
provides to an entrepreneur is the capability to align operational statistics
and key performance indicators with staff accountabilities to facilitate the
execution of strategic goals in an efficient manner.

FURTHER RESEARCH

First, the data obtained in this study are static and provide a window into
the SMEs surveyed at a point in time. Further research on several fronts
would complement this study. Although this study suggests that strategic
planning is not a common practice in the SME environment, planning in
some form takes place for the businesses to maintain their competitive
position. The natural question that arises is how do entrepreneurs plan for
the allocation of scarce resources? In addition, how often do they plan and
what are the planning techniques employed? Secondly, research on how
SMEs evolve over a number of years and the influence of management
accounting information over that period of time must also be examined.
Additional research on the decision-making information employed can
highlight the nature of operational information used. Thirdly, data on the
techniques of various accounting advisors in the provision of management
reporting and business improvement advice and their relative success can
provide insights into the most effective approach to leverage accounting
systems for decision making.
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APPENDIX 1

Sample of Comparative Data

Maintenance of Systems
Industry N #Staff & Yearsin | Prepare | Administration Einaricial Product/Service
Subcontractors | Business | Annual Plan Staff Gross Margin | Accounting ERP CRM
Statements
1{Consumer Discretionary - Automobiles $1m<>$3m 4<>10 1<3 No Yes Annual No Yes No Yes
2|[Consumer Discretionary - Consumer Services <$250K 1<3 4<>10 No Yes 3monthly _ Yes Yes No No
3|c Discretionary - Consumer Services <$250K 1<3 1<3 No No Annual No No No No
4|Consumer Discretionary - Consumer Services <$250K 1<3 1<3 No No 3monthly Yes Yes No No
5|C: Discretionary - Consumer Services $1m<>$3m 4<>10 1<3 No Yes Annual No Yes No No
6|Consumer Discretionary - Consumer Services $1m<>$3m 4<>10 20> Yes Yes Monthly No Yes No No
7|Consumer Discretionary - Consumer Services $1m<>$3m 4<>10 4<>10 No Yes Monthly No Yes Yes No
8|Consumer Discretionary - Consumer Services $1m<>$3m 10<>20 4<>10 Yes Yes Monthly No Yes No No
9|Consumer Discretionary - Consumer Services $250k<>$1m 1<3 4<>10 Yes No 3 monthly Yes Yes No No
10[Consumer Discretionary - Consumer Services $250k<>$1m 4<>10 1<3 No No Annual No Yes No No
11{Consumer Discretionary - Consumer Services $250k<>$1m 4<>10 1<3 No Yes Annual No No No No
12Consumer Discretionary - Consumer Services <$250K 1<3 1<3 No No Annual No No No No
13|Consumer Discretionary - Consumer Services $250k<>$1m 4<>10 4<>10 No Yes Annual No Yes No No
14{Consumer Discretionary - Consumer Services <$250K 4<>10 4<>10 No Yes Annual No Yes No No
15|Consumer Discretionary - Consumer Services $1m<>$3m 10<>20 4<>10 Yes Yes Monthly Yes Yes Yes Yes
16|{Consumer Discretionary - Consumer Services $1m<>$3m 10<>20 1<3 No Yes Monthly Yes Yes No No
17|Consumer Discretionary - Consumer Services $1m<>$3m 10<>20 4<>10 Yes Yes Monthly Yes Yes Yes Yes
18|Consumer Discretionary - Consumer Services $250k<>$1m 4<>10 4<>10 No No 3 monthly No No No No
19|Consumer Discretionary - Media $250k<>$1m 1<3 4<>10 No No Annual No No No No
20|C Discretionary - Media $3m<>$10m 10<>20 20> Yes Yes Monthly Yes Yes No Yes
21{Consumer Discretionary - Media <$250K 1<3 1<3 No No Annual No No No No
22|Consumer Discretionary - Media <$250K 4<>10 4<>10 No No Annual No No No No
23[Consumer Discretionary - Media <$250K 1<3 1<3 No No Annual No No No No
24|Consumer Discretionary - Retailing $10m> 20> 20> No Yes Monthly No Yes No Yes
25|Consumer Discretionary - Retailing $1m<>$3m 4<>10 4<>10 Yes Yes Monthly Yes Yes Yes Yes
26|Consumer Discretionary - Retailing $250k<>$1m 410 1<3 No Yes Annual Yes Yes No Yes
27|Consumer Discretionary - Retailing $250k<>$1m 1<3 10<>20 Yes Yes 3 monthly No Yes No No
28|Consumer Discretionary - Retailing $3m<>$10m 10<>20 10<>20 No Yes Monthly Yes Yes Yes Yes
29|Consumer Discretionary - Retailing <$250K 1<3 1<3 No No Annual Yes Yes No No
30|Consumer Discretionary - Retailing <$250K 1<3 4<>10 No Yes Annual No No No No
31|Consumer Staples - Food, Beverage and Tabacco $1m<>$3m 10<>20 4<>10 No Yes Annual No Yes No No
32|Consumer Staples - Food, Beverage and Tabacco $3m<>$10m 20> 20> No Yes Monthly _ Yes Yes No No
33|Consumer Staples - Food, Beverage and Tabacco <$250K 4<>10 1<3 No No Annual No No No No
34|Financials - Realestate Management $250k<>$1m 4<>10 1<3 No Yes Annual Yes Yes No No
35(Financials - Realestate $3m<>$10m 20> 10<>20 Yes Yes Monthly Yes Yes No No
36|Health Care - Providers Services $250k<>$1m 4<>10 4<>10 Yes Yes 3 monthly Yes Yes No No
37(Industrial - Capital Goods - Machinery $10m> 10<>20 20> No Yes Monthly No Yes Yes No
38(Industrial - Capital Goods - Machinery $10m> 20> 20> No Yes Monthly No Yes Yes No
- Capital Goods - Machinery $250k<>$1m 1<3 4<>10 No Yes 3 monthly No No No No
40(Industrial - Capital Goods - Machinery $3m<>$10m 10<>20 20> Yes Yes Monthly Yes Yes No Yes
41(Industrial - Capital Goods - Machinery <$250K 1<3 1<3 No Yes Annual No Yes No No
42|Industrial - Commerecial and Professional Services $10m> 20> 20> Yes Yes Monthly Yes Yes Yes Yes
43|Industrial - Commerecial and Professional Services $1m<>$3m 4<>10 4<>10 No Yes 3 monthly No Yes No No
44(Industrial - Commercial and Professional Services $1m<>$3m 4<>10 4<>10 No Yes Monthly No Yes No No
ial - C ial and i Services $1m<>$3m 4<>10 1<3 Yes Yes Monthly No Yes Yes No
46(Industrial - Commercial and Professional Services $1m<>$3m 4<>10 10<>20 No Yes Monthly Yes Yes No No
47|Industrial - Commercial and Services $1m<>$3m 4<>10 4<>10 No Yes 3 monthly No Yes No No
48|Industrial - Commercial and Professional Services $1m<>$3m 10<>20 10<>20 No Yes 3 monthly No Yes No No
49(Industrial - Commercial and Professional Services $3m<>$10m 20> 10<>20 Yes Yes Monthly No Yes No No
50(Industrial - Commercial and Professional Services <$250K 1<3 1<3 No No Annual No No No No
51{Information Technology - Software Services $250k<>$1m 4<>10 4<>10 No Yes Annual Yes No No Yes
52(Information Technology - Software Services $250k<>$1m 4<>10 1<3 Yes Yes Monthly No Yes No Yes
53{Information Technology - Software Services <$250K 1<3 1<3 No No Annual No No No No
- Services <$250K 1<3 1<3 No No Annual No No No No




