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the main reason accounting systems are used is to satisfy tax compliance 
record-keeping requirements rather than to present management information 
for decision making. 

Proposition 1 

The results from the 54 established SMEs surveyed support proposition 
1. The organisation of transferable tacit knowledge in a business enterprise 
is central to growth and viability. Informal business development and 
operational indicators derived from ad-hoc management accounting systems 
complement business tacit knowledge in SME decision making. Financial 
accounting information plays a secondary role in SME decision making. 
That is, the organisation and transferability of tacit knowledge play a 
critical role in the growth, establishment and decision making of SMEs. 
Formal planning and the use of financial accounting reports in management 
decision making are absent in the majority of SME environments surveyed. 
Decision making in the established SMEs surveyed is based on ad-hoc 
management accounting information combined with intimate understanding 
of customer needs and operational processes. The embeddedness of tacit 
business knowledge held in an SME can be described as organisational 
motor cognition, that is, the embeddedness of mental and social actions 
within an organization required to fulfil market needs and deliver customer 
satisfaction. The use of ad-hoc management accounting information acts 
as a steering mechanism that refines the actions fulfilled by the embedded 
organisational motor cognition. 

Proposition 2 

The results showed that the role of SME advisors is to complement 
knowledge gaps of an entrepreneur with specialised competencies. The 
businesses surveyed are all established and financially viable SMEs. 
Accounting advisors should step beyond the preparation of financial 
accounts for the purpose of tax compliance. The information prepared 
for the purpose of tax compliance requirements are not necessarily used 
in management decision making. The data also revealed the absence of 
fundamental management accounting information, such as gross margin 
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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 

Industry 

Consumer Discretionary - Automobi les 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 
Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 
Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 

Consumer Discretionary - Consumer Services 
Consumer Discretionary - Consumer Services 

Consumer Discretionary - Media 

Consumer Discretionary - Media 

Consumer Discretionary - Media 

Consumer Discretionary - Media 

Consumer Discretionary - Media 

Consumer Discretionary - Retailing 

Consumer Discretionary - Retailing 

Consumer Discretionary - Retailing 

Consumer Discretionary - Retailing 

Consumer Discretionary - Retailing 

Consumer Discretionary - Retailing 

Consumer Discretionary - Retailing 

Consumer Staples - Food, Beverage and Tabacco 

Consumer Staples - Food, Beverage and Tabacco 

Consumer Staples - Food, Beverage and Tabacco 

Financials - Realestate Management 

Financials- Realestate Management 

Health Care - Providers Services 

Industrial - Capital Goods - Machinery 

Industrial - Capital Goods - Machinery 

Industrial - Capital Goods - Machinery 

Industrial - Capital Goods - Machinery 

Industrial - Capital Goods - Machinery 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Industrial - Commercial and Professional Services 

Informat ion Technology - Software Services 

Informat ion Technology - Software Services 

Informat ion Technology - Software Services 
Informat ion Technology - Software Services 

Turnover 

$ l m o $ 3 m 

<$250K 
<$250K 

<$250K 

$ l m o $ 3 m 

$ l m o $ 3 m 

$ l m o $ 3 m 
$ l m o $ 3 m 

$ 2 5 0 k o $ l m 

$ 2 5 0 k o $ l m 

$ 2 5 0 k o $ l m 

<$250K 

$ 2 5 0 k o $ l m 

<$250K 

$ l m o $ 3 m 

$ l m o $ 3 m 

$ l m o $ 3 m 

$ 2 5 0 k o $ l m 

$ 2 5 0 k o $ l m 

$3mo$10m 

<$250K 

<$250K 

<$250K 
$10m> 

$ l m o $ 3 m 

$ 2 5 0 k o $ l m 
$ 2 5 0 k o $ l m 

$3mo$10m 

<$250K 

<$250K 
$ l m o $ 3 m 

$3mo$10m 

<$250K 

$ 2 5 0 k o $ l m 

$3mo$10m 

$ 2 5 0 k o $ l m 

$10m> 

$10m> 

$ 2 5 0 k o $ l m 
$3mo$10m 

<$2S0K 
$10m> 

$ l m o $ 3 m 
$ l m o $ 3 m 

$ l m o $ 3 m 

$ l m o $ 3 m 

$ l m o $ 3 m 

$ l m o $ 3 m 

$3mo$10m 

<$250K 

$ 2 5 0 k o $ l m 

$ 2 5 0 k o $ l m 

<$250K 
<$2SOK 

# Staff & 
Subcontractors 

4<>10 
1<3 

1<3 

1<3 

4<>10 
4<>10 
4<>10 

1CK>20 

1<3 

4<>10 

4<>10 

1<3 
4<>10 

4<>10 

1CX>20 
10<>20 

10<>20 

4<>10 

1<3 

1CX>20 

1<3 

4<>10 

1<3 
20> 

4<>10 

4<>10 
1<3 

1 0 o 2 0 

1<3 

1<3 

10<>20 

20> 

4<>10 

4<>10 
20> 

4<>10 

10<>20 

20> 

1<3 

1CX>20 

1<3 
20> 

4<>10 
4<>10 

4<>10 

4<>10 
4<>10 

1CX>20 

20> 

1<3 

4<>10 

4<>10 

1<3 
1<3 

Years in 
Business 

1<3 

4<>10 
1<3 

1<3 

1<3 

20> 

4<>10 
4<>10 

4<>10 
1<3 

1<3 

1<3 

4<>10 

4<>10 

4<>10 

1<3 

4<>10 

4<>10 

4<>10 

20> 

1<3 

4<>10 
1<3 

20> 

4<>10 
1<3 

10o20 

10<>20 

1<3 

4<>10 

4<>10 

20> 
1<3 

1<3 

1CX>20 

4<>10 

20> 

20> 

4<>10 

20> 

1<3 

20> 

4<>10 

4<>10 

1<3 

1CX>20 

4<>10 

10o20 

1(X>20 

1<3 

4<>10 
1<3 

1<3 
1<3 

Annual Plan 

No 

No 
No 
No 
No 

Yes 

No 
Yes 
Yes 

No 
No 
No 
No 
No 
Yes 

No 

Yes 
No 

No 

Yes 
No 
No 
No 
No 

Yes 

No 
Yes 

No 
No 
No 

No 
No 
No 

No 
Yes 

Yes 
No 

No 
No 

Yes 

No 
Yes 

No 
No 

Yes 

No 
No 

No 

Yes 
No 
No 

Yes 

No 
No 

Administration 
Staff 

Yes 

Yes 

No 
No 
Yes 

Yes 

Yes 

Yes 
No 
No 

Yes 

No 
Yes 

Yes 
Yes 

Yes 

Yes 

No 
No 

Yes 
No 

No 
No 
Yes 

Yes 

Yes 

Yes 

Yes 

No 

Yes 
Yes 

Yes 

No 
Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 
Yes 

Yes 

Yes 

No 
Yes 

Yes 
No 
No 

Maintenance of 
Financial 

Statements 

Annual 

3 monthly 

Annual 

3 monthly 

Annual 
Monthly 

Monthly 

Monthly 

3 monthly 

Annual 

Annual 

Annual 

Annual 

Annual 
Monthly 

Monthly 

Monthly 

3 monthly 

Annual 

Monthly 

Annual 

Annual 

Annual 

Monthly 
Monthly 

Annual 

3 monthly 

Monthly 

Annual 

Annual 

Annual 

Monthly 

Annual 

Annual 
Monthly 

3 month ly 

Monthly 

Monthly 

3 monthly 

Monthly 

Annual 

Monthly 

3 monthly 

Monthly 

Monthly 

Monthly 

3 monthly 

3 monthly 

Monthly 

Annual 

Annual 

Monthly 

Annual 
Annual 

Product/Service 
Gross Margin 

No 
Yes 

No 
Yes 

No 
No 
No 
No 
Yes 

No 
No 
No 
No 
No 
Yes 

Yes 

Yes 

No 
No 
Yes 

No 
No 
No 
No 

Yes 
Yes 

No 
Yes 

Yes 

No 
No 
Yes 

No 

Yes 

Yes 

Yes 
No 

No 
No 
Yes 

No 

Yes 

No 

No 
No 
Yes 

No 
No 
No 
No 
Yes 

No 
No 
No 

Systems 

Accounting 

Yes 

Yes 
No 
Yes 

Yes 

Yes 

Yes 

Yes 
Yes 

Yes 

No 
No 
Yes 

Yes 

Yes 

Yes 

Yes 

No 
No 

Yes 

No 
No 
No 
Yes 

Yes 

Yes 
Yes 

Yes 

Yes 

No 

Yes 

Yes 

No 
Yes 

Yes 

Yes 

Yes 

Yes 

No 
Yes 

Yes 

Yes 

Yes 

Yes 
Yes 

Yes 

Yes 

Yes 

Yes 
No 

No 
Yes 
No 
No 

ERP 

No 
No 
No 
No 
No 
No 
Yes 

No 
No 

No 
No 
No 
No 
No 
Yes 

No 
Yes 

No 
No 

No 
No 
No 
No 

No 
Yes 

No 
No 
Yes 

No 
No 
No 

No 
No 
No 

No 
No 
Yes 

Yes 

No 
No 
No 

Yes 

No 

No 
Yes 
No 

No 

No 
No 

No 
No 
No 
No 
No 

CRM 

Yes 

No 
No 
No 
No 
No 
No 
No 
No 
No 

No 
No 
No 
No 
Yes 

No 
Yes 

No 
No 

Yes 

No 
No 
No 

Yes 

Yes 

Yes 

No 
Yes 

No 
No 

No 
No 
No 

No 
No 

No 
No 
No 

No 
Yes 

No 

Yes 

No 
No 

No 
No 
No 

No 
No 

No 
Yes 

Yes 
No 
No 


