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Abstract:

The initial inquiry for this study was made when this researcher became aware that 80 per cent of small
businesses cease doing business within five years. There was a high correlation between small business
success and business educational training and technical business assistance.

The primary problem of this study was to determine whether or not any significant differences existed
between small business managers who had business educational training and technical business
assistance and those who did not have training or assistance.

The secondary problem of this study was to compare two-year post-secondary business education
curriculums in Montana with two-year post-secondary small business management curriculums from
institutions in other states. Upon completion of this comparison, a model small business management
curriculum was designed for two-year postsecondary institutions in Montana.

The review of literature supported the statement of the problem that there was a need to develop a
model small business management curriculum. Business education training and technical business
assistance were identified as important criteria in determining the success of small business managers.
Components for a small business management curriculum were also identified. The findings of the
review of literature were used to construct a survey of small business managers in Montana.

The Small Business Management curriculum prepared students for mid-management or
manager/owner of a small business. The curriculum was two years in length. Training included
personnel management, planning, and operating a business, business credit, decision making, human
relations, marketing, and other business skills.
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ABSTRACT

The initial inquiry for this study was made when this researcher
became aware that 80 per cent of small businesses cease doing business
within five years. There was a high correlation between small business
success and business educational training and technical business
assistance.

The primary problem of this study was to determine whether or
not any significant differences existed between small business managers
who had business educational training and technical business assistance
and those who did not have training or assistance.

The secondary probleﬁ of this study was to compare two-~year
post-secondary business education curriculums in Montana with two-year
post—secondary small business management curriculums from iInstitutions
in other states. Upon completion of this comparison, a model small
business management curriculum was designed for two-year post- '
secondary institutions in Montana.

The review of literature supported the statement of the

‘problem that there was a need to develop a model small business manage-
ment curriculum. Business education training and technical business
assistance were identified as important criteria in determining the
success of small business managers. Components for a small business
management curriculum were also identified. The findings of the review
"of literature were used to construct a survey of small business mana-
gers in Montana. '

The Small Business Management curriculum prepared students for
mid-management or manager/owner of a small business. The curriculum
was two years in length. Training included personnel management,
planning and operating a business, business credit, declsion making,
human relations, marketing, and other business skills.

v




Chapter 1
INTRODUCTION

There is a significant number of small business managers who
are fai;ing. In 1960 Theodore Johnson (1960:1) stated, ". . . of these
new businesses, about one—third are sold or liquidated in the first year;
'roughly another 15 to 20 percent in the second yeaf; and as high as 70%
by the end of five years.'" That is an a;armingly high féilure‘rate.
Worthington (1973:VI-1) stated, "For every‘successful'entrepreﬂeur in
1973, there are four who will fail." Four out of five failpres is 80
per cent. The failure rate of small business has no£ been reduced in
thirteen years but has increased by 10 per cent.

The two-year post—secondary.institutions have provided inade—
quate educational training to specifically aid in the development of
successful small business managers. "From all that we know of success-
ful enterprise development, there has in the last thirty yéars been a
high correlation between business success and educational béckground
(Worthington, 1973:VI-1)." This is the basis for this master sfudy.
Knowing that this high correlation of business success and education
does exist, this study is neéessary to develop a curriculum in_the fﬁo—
year pést—secondary institutions in Montana to aid in thé success of
small business managers.

A éurvey of Barron's Guide to thé Two-Year Collegés (Graham,

1972) revealed that there are only 44 out of 1,230 two-year colleges in




2
the United States that are offering a small business management curricu-
lum. None of these institutions exist in Montana. There is a definite
need to develop a small business management curriculum in Montana.

In addition to business educational training, technical business
assistance is also desperately needed. According to the SBA Economic
Review (1972:3-4):

. « . the primary requirement for entry and survival in busi-
ness in the years ahead will be the acquisition of technical and
managerial skills needed to cope with rapid change. Accordingly,
agency programs to protect and strengthen the competitive position

of the small business community should be so shaped as to satisfy
this paramount need.

The reasons for small business management failures are.
attributable primarily to poor management and business skills. The
current business curriculums are not meeting the needs of the small
business managers as evidenced by the high failure rate.

Managerial competence in small firms is often seriously

diluted by uncritical adherence to the belief that the principles
of management are applicable in companies of every size. When

this belief extends beyond managerial generalizations of the
broadest scope, serious problems often arise (Cohn, 1972:1).

STATEMENT OF THE PROBLEM

Small business in the United States, as well as in Montana,
represents a major portion of our economy.

Over the years government statistics have shown that 80% of
all businesses cease doing business within five years. An article
in Federal Times (August 5, 1970) indicated that of the nearly:
390,000 businesses begun each year, 320,000 fail in their first

'year of operation (Worthington, 1973:Notes VI).
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There is a definite need to develop a médel sﬁall Bﬁsiness management
- curriculum to improve.the survival rate.of small busiﬁeésés in.Moﬁténa.
Itlwés ﬁecessary to'determine’the educational tfaining and
" technical éssiétance needs of the small business manégers. Null
hypotheses to the .05 1evei éf confidence were used to determine thé:
answers to the existing problems in this study.

Null hypothesis number one. There is no significant difference .

in the Success of small business managers who need business educational
training and the success of small business managers who .do not need

educational training.

Null hypothesis number two. There is no significant differeﬁce
in the success of smail buéiness managers.usiﬂg‘busiﬁeSS educatioﬁai
training and the sucéess of small busiﬁess managers who are not usiﬁg
business educational traininé.

* Null hypothesis number three. There is no significant differ-

ence in the success of small business managers who need technical
business assistance and the success of small business managers who do
not need technical business assistance.

Null hypothesis number four. There is no'signifiéant diffe;—

ence in the success of small business managers using technical business
assistance and the succeéss of small business managers who:are not using

technicél‘business assistance.

‘Null hyﬁothesis number five. There'is.no significant.differenée
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between small business managers who need business educational training

and small business managers who use business educational training.

Null hypothesis number six. There is no significant difference
between small business managers who need technical business assistance

and small business managers who use technical business assistance.
NEED FOR AND BENEFIT OF THE STUDY

Eighty'per cent of the small businessess are failing within
five yearé. This is an alarmingly high rate of failufe. There is a
definite need to help.small business managers from failing. Leading
authorities have identified two major areas of failure by small business
managers: poor management skills and the lack of technical{assistance.

This study is necessary to determine which small business
" managers need educational training to improve their management skills.
This study is necessary to determine which small businesé managers need
technical assistance. This study is necessary to determine which two-
year post—secondary institutions in Montana can providé educational
tréining to small business managers. -This study is necessary to
identify_which governmenfél agencies and p;ivate agencies can provide
technical assistanﬁe to small business managers.

Thérélare'bénefits which can be of value to small busineés
manégeré in Montana from this study. Small Bﬁsiness manage?s céﬁ use'

criteria from this study to determine if their small business is
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succéssful or needs managerial training or technical assistance. A
model small business management curriculum will be developed for small
business managers which can be used in two-year post—secondary institu-

tions in Montana.
LIMITATIONS

This study is limited to tworyear p&st—secondary institutions
in Montana. |

This study has been specifically limited to aid small business
managers in Montana.

This stﬁdy has been limited to the development of a model
small business management curriculum for two-year post-secondary

institutions in Montana.
DEFINITION OF TERMS

' Definition of terms is needed to clarify the meaning in which

these words are to be interpreted in this study.

Small business. Small business is divided into three catégor—

ies: manufacturing, yholesale, an& retail trades and services. The
Small Business Administration defines small manufacturing as a business
that employs 500 or fewer people. A small whblesaler is ééfinéd as
having annual sales or receipts of less than $5,6Q0,000. Small retail

- trades and services have sales or receipts of less than $1,000,000




(Parris, 1968:7).

Two—-year post—secondary institutions. This definition includes
the following two-year post—secondary public schools in Montana: Dawson
Community College, Flathead Valley Community College, and the Vocational

Technical Centers at Butte, Helena, Great Falls, Billings, and Missoula.

Small business managers. Small business managers: For purpose

of.this study, managers of business firms which have only one major
level of management. The study focuses on the mahager who has the
highest line authority in each of the small businesses surveyed (that
he might also own the business would have no effect on the definition)

(Pickle:1964b:4).

Business educational training. This includes but not limited

to these areas: personnel, planning, financial control, decision
making, growth potential, community relations, marketing, and business

credit.

Technical business assistance. Such assistance includes:

(1) management consulting teams; (2) Small Business Administration;

(3) trade assogiations; (4) tradé journals; (5) professional accounting
help; (6) supﬁlies; (7) Chamber of Cémmerce; (8) Service Corps qf
Retired:Executives;’(9) Smali Business Investment Companies;

(10). Active Corps of Retired Execﬁtives; and (11) suppliers.




7

JURE

Successful small business manager. A person who uses business

educational training and uses technical business assistance.

Small business failure. A business that is sold or 1iquiﬁate&.
The causes of failure include but not limited to lack of fechnical
business.assistance and busineés educational trainiﬁg by smail business
maﬁagers, competitioﬁ,leconomic or social changes, govefnment reéulaf

tions, inadequate sales, and/or financial difficulties.

Manufacturers. The primary function of the business is to

produce material into goods which are sold to other businesses or

consumers.

Wholesaler. The'primary function of the business is buying‘
goods from manufacturers and reselling goods and/or services to other

businesses."

Retailer. The primary function of the business is buying
produced goods and/or services from manufacturers/wholesalers and

selling these goods and/or services to consumers.

Services. The primary funcfion of the business is providing
intangible (non-good) activities, beﬁefits, or satisfactions épd selling -

these services to other businesses or consumers.




Chapter 2
REVIEW OF LITERATURE

Some.existing dissertations whieh were related to small business
management curriculums were found to be beneficial to'this study. |
Diligence was used in the review of literature to identify impnrtant
material'uhich directly reléted tp‘this study. This review of literaf

ture was divided into several important sections.
IDENTIFYING SMALL BUSINESS

Small business has been defined by many authors and government
orgenizations. The Small Business Administration, which was begun in
1953, defined small business several different ways to encompass infla-
tion and economic giowth. The definition used in Chapter 1 of this
study whieb wes quoted from Small Business.Administration repxesented‘
- most of the review of literature. 'This.definition stated that smallv
business nanufacturing had less than 500 employees, small bu31ness
wholesaling had less than $5,000,000 gross, sales or receipts, and small
business retail trades and services had less than $1,000,000 gross
sales or'receipbs. This definition comprised ". . . 95% of all private
business firms in the United Stetes,-which:accqunt for-bllpereent of
the nation's business emplqymenb, and which furnish over.43'percent:of
" the nrivately—produced Gross National Product (Carson, l973{XVI).ﬁ Yet,

over the years government statistics.have shown that 80 per cent of all '
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busiﬁésses.éeas?'doing.business within five years (Worthingtdn; 1973:
Notes VI). | L
Small business managers were the highest line authority in
each small business that had only one major level of manageﬁent. This
person ﬁay or may not have been thé owner of the business (Pickle,
1964b:4).

Identifying Success Among
" Small Business Managers

Hal Pickle (1964a:1633) stated that an analysis of the personél
characteristics.of managérs was necessary . to identify success qharac—
‘teristics in businegs managers. These personal characteristics included
thinking ability, human relations ability, drive, communiqation ability,
and téchnical knowledge.

Some of the elements needed for a small business maﬁager to
become successful were technical knowledge, ability to handle people,
motivation, and personal financial resources (Dible, 1971:42). Deci-
>sion‘making by the small business managers was vital. A successful
small business had a manager who delegated authority to his staff.i
Small business managers gavé'staff responéibility and the freedom to
compiete tﬁeir aésigned ;asks. The manager of a small buéiness.did not
pretend to know e&erything and'delegatéd éuthofity. In;luded in deci-
sion making ﬁere elements of planning and 6rganization. :Sdccessful'
small business managers were persons who used business education

training and technical business assistance.
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Identifying Management Problems
Among Small Business Managers

There were internal and external reasons for business problems.
Internal considerations were the management practices with the business,
while the external factors were changes‘that affected the business, such
as competitioﬁ, government regulations, and economic or social changes
in the community (Worthington, 1973:X-38).

Most of the small business failures were reléted to the'internal
profitability of the business. In The Réport of the President's Task
Force on Improving the Prospects of Small Business (1970:28), Dun and
Bradstreet was used to determine the apparent causes of sméll business
failure. It wés stéfed that 40 per cent of the failures were due to
inadeqﬁate sales, 14.2 per cent were caused by heavy operating expenses,
8.7 per cent were due to difficulties with receivables, 4.4 per cent
were caused by excessive fixed assets, 3.3 per cent were because of a
poor choice of location, and 21.9 per cent was because of competitivé
weakness.

Wayne (1972:170-171) suggested ﬁays which small business
managers could have avoided failure. First, they need to recégnizé the‘
danger signs of bankruptcy. When a small business could.not'pay its
" creditors because of an unforeseeable financial buéiness crisis, fhéh
it was necessary for the small business. manager to contact his creditor
and‘ask for help. Overheaa costs were extremely dangerous to the

success of a small business.
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$f.overhead runs rampant, the company must act fast to stayi<
alive. Within two weeks, each overhead item from personnel down
to the company yacht should be analyzed for its total cost. After
analysis, cuts should be made instantaneously. Fast and definite

action will leave a highly efficient and motivated company (Wayne,
1973:32).

The lack of managerial competence was often seriously impaired
by small business ﬁanagers who used 1érge business,manggement princi-
ples £o operate their small businesses. Cohn (1972:1) established that
small businesses by their competitive nature had to use different
management techniques than large businesses in order to survive.

External factors were identified with small busineés problems.

A decline in the business market was due primarily to product obso-
lescence or aggressive competition. To overcome these problems, the
small business manager had to increase sales, methods of distribution,
or new ﬁroduct innovation.

Other external factors were cited for failure in small business.
A deterioration of the busineés ﬁopulation, change in the_economic'
business conditions, and social and cultqral influences were  important’
in defining small business failures (Samli, 1962:129).

| ‘ Binford‘(l§57E436) concluded thqt there were several probiems
fhat émall'businesé ma;égeré had. Tﬁese deficiencies included inadgquqte
managerial tréining,‘maﬁagers were hampered by physical limitation;'thé
managers lacked adequate teéhnical assistance, managers Wefe not - keeping
informed, and managers did littlé'problém sqlving. That study was

l completed twenty years ago and is just as relevant today as it was then.
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The lack of manageﬁent training and technicaleassistance.ﬁete_
the main reasons cited for the failure of small businesses. .However,v
this knowledge has not been used by small business managers as evi-
denced by the hiéh failure rate. Eighty per cent of the smali busi-
nesses fail ﬁithin five years. A possible conclusion was thet.small
business managers were unaware of the educational training and
technical assistance available to them.

THREE DEVELOPMENTAL STAGES FOR SMALL
BUSINESS MANAGEMENT

Various sources of literature related to different developmentel
stages in business, i.e., Worthington (1973:VIII-11) steted, "In prac-
tical terms it becomes possible to differentiate between the types of
assistance and training needed in terms of a short ren (1-3 yeare),:
intermediate (3-5 years), and long run (6 years and beyond) proble&s.v
These three stages were then identified for purposes of this spudy as:
" (1) starting a business'(O—Z years); (2) growth stage (3-5 years); end

(3) maturity stage (6 or more years).

Starting a Business (0-2 Years)

Three basic steps were identified as necessary for a small
business manager to start a.bﬁsiness. The first step was for the small
business manager to recognize what he wanted to accomplish. 'Next, the

manager had to secure the financial resources to start the business..




13

Finally; the small business manager had to prepére the businéss,for
operation (Dible, 1971:XXIII).

fo survive the initial start of the business,.the business
manager had to have a thorough tecﬁnical knowledge and‘éanagerial
-trainiﬁg. Without those two key elements,_b#siness managers gften
failed.. Financial assistance for new small busiﬁess managers- was
unique to their néeds. One of the characteristics of'successful mana-
gers was their use of personal financial resources. In ad&ition'to
these resources were personal 1oané and short-term loans from coﬁﬁercial
lending institutions. 'Management and organization of the. business was
'also important in startiﬁg a business. The review of literature
- indicated that most small businéss managers did not have the technical
training to organize and.operate a’ business.

"From all that we know of successful enterprise development,
there has in the last thirty years been a high correlation betweén
business success and educational background (Worthingtoﬁ, 1973:VII).“~-'
This is true because well-educated people were more 1ikel§ to seek help
if needed. Pride was also a factor in seeking manageﬁent tréining whéﬁ 
starting a business. .Even with the understanding that managerialv
training and téchnical éssistance was needed, pride héd prevented sohe
small business managerS‘froﬁ'sucéeediné.

. Small bﬁsinesé had two major.ad&antaées over large Bﬁsinesseé.' .

Pl

- Small businesses were more flexible aqd were capéble of allowing the
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manager to make quick decisions. Small businesses were more efficient
and were capable of specializing and catering to their customers (Cohn;

A

1972:2-3).

Growth Stage (3-5 Years)

"If a company is to grow, it will come face to face with the .
problem of change. Thé future of thé company will depend on how manage-
ment handles this(problem. Management must ask, How much change is
needed to get a ﬁarticular result (Wéyne, 1972:155)?"

Change in a small business was essential for survival. If a
small business ménager had become stagnant, competition would drive him
out of the market place. ;f growth was too rapid, then insufficient
capital, poor decisions, insufficient data, or loss of managerial'
control could cause failure.

The small business ﬁanagers who experienced growth had to have
technical assistance wﬁich would meet their needs. Growth was never
constant %ithin the small businesses. Business decisions were of a
technical nature and'were of majér impo;tance to the small business
managers within the intermediate growth stage.

Historically, technical skills such és'enginee?ing, physics,
and chemistry have played a key role in most of our higher growth
business development. In fact, the only documented areas qf
higher growth small business success have required skills in one
ot more of these technical areas (Worthington, 1973:VIII-16).

Financial assistance was an important criteria for-growth.of

small businesses. Rich (1964:5644) concluded that "the managers.
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ehcounfered'difficulfies that peytainéd to ail aspects.oﬁ theif.
accounting records." Most small businéss managers.were unaware of the
most basic key business ratios which were necessary fér.bﬁsiness
management. There was numerous related literature that Wa; availaBle.
for small business managers to use ratio anélysis. Dun and Bradstreet

had several sources available: (1) Key Business Ratios in 125 Lines,

(2) Dun's Revieﬁ and Modern Industry, and (3) Cost of Doing Business.
_Small‘business management has needed to plan for growthl' Most
small businesses lacked even the most casual amount of planning. Growth
rates needed to bg identified by small businesses in terms of profita-
bilit&, capital, sales; employment, and skill development. .Planned
growfh_developed a successful business. Profits were spent wisely for
continued growth and expansion of the small buéiness. ~One of the ironic
results of growth was usually that the small business manager losf
control or sold the interest in the small business to a lérger firm
when merging took place. Most p?ofitable small businesses were usually

v

absorbed by larger businesses.

Maturity Stage (6 or More Years)

Technical problems were different from thosé of the short run
and intermediate stages of technical assistance. Internally, some of
the influehces on profitability weré oh) the allocation of‘overheéd
items-in setting seliing'prices; (2) policies and practices in granting

credit; (3) inventory control in relation both to sales and operating
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capital; (4) balancing of assets; (5) management of both curreﬁt and
long-term liabilities; and (6) apportionment of earnings to current
liabilities and future growth (Sanzo, 1970:3).

Small Business Investment Companies were used as a means of

lsupplying equity capital or venture capital to the small businesses in

the maturity stage.
"Equity Capital" means funds received by a small concern from
a licensee as consideration for the issuance of the small firms
equity securities, which may be certificates of stock or debt
instruments providing potential ownership rights or privileges.
"Venture Capital" means SBIC financing.through purchase of
common or preferred stock, any right to purchase such stock, or
debentures or loans (whether or not convertible or having stock-
purchase rights) which are subordinated to all borrowings of the
small concern from other institutional lenders and have no part
amortized during the first three years (Carson, 1973:69).
Those definitions of equity capital and venture capital have had a
significant impact on small businesses. When a small business reached
the long-run maturity stage of development, they needed equity or
venture capital to expand. The preceding quoté stated that small buéif
nesses literally gave up legal rights to their own companies by making
investments with Small Business Investment Companies. The result was
that some small business managers lost control of their businesses-:
because contracted obligation could not be met.

Small business managers have different préblems within each of

the three developmental stages. When starting a business, a small

business manager is concerned with how to start, what financial resources

are available, and how to prepare the business for operation. During
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tﬁe‘grbwfh stége; éhe s%afl business manager was cqnéerned With:capital,
for expansion, decision making, and more fechnical knowledge ané data
for business expansion. There was also a definite need for financial
analysis. The maturity stége had problems with equity capital and
venture capital. Also, the maturity stage had problems with pricing

and -inventory control.
TECHNICAL BUSINESS ASSTSTANCE

Small business managers who were starting a business needed
gechnical business assistance. Starting a business incluﬁed.determihing ‘i.
what the small business manaéer wanted to do, what financial resoﬁfces
were available, and how to start the business-operations. Techﬁical
business assisfanée for these problems was provided by government
organizations, trade associatiomns, civic, and professional organizations.
Seeking advice was necessary for small business managers to determine
what were their business goals. Pride of:the newismall busiﬁess manager
prevented some from éeeking advice. The lack of sound planning was a
major problem.

A sourpe'of_téchnical assistance which was of valué tovsmalll;
business managers ﬁas technical cqnsultant% such as certified public
acdouﬁtanté.' Also, trade associations and pfofeésibnal groﬁp$ provided
good technical and managément assistancé. Dobéoﬁ (1962:2729) stated'

that the:
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A soufce of tecbnical assisfance which was of wvalue to small
business managers was technical consultants such as certified public
accountants. Also, trade associations and professional groups provided
good technical and management assistance. Dobson (1962:2729) stated
that the:
+« .« . reasons givén for the employment of outside aid in

general terms include (a) the felt. need for outside objectivity,

(b) the lack of familiarity with certain problem areas, (c) the

lack of staff to do the work, (d) the inability to solve problems

internally, and (e) changing economic conditions.

_Ratio'Analysis for Small Business by Richard Sanzo had an’

excellent summary of sources of ratio studies. Sanzo had 1listed
government sources, trade association sources, and other private
sources for ratio studies.

Broadly speaking, there are three kinds of ratios. ' The first
are balance sheet ratios which refer to relationships between
various balance sheet items. The second are the operating ratios
which show the relationships of expense accounts to income. The
third group is made up of ratios which show the.relationship
between an item in the profit-and-loss statement and one on the '
balance sheet (Sanzo, 1970:5).

Technical assistance was needed for these small business mana-
gers who were in the growth stage of development. Available technical
assistance was found in the review of literature. A good government
source was the .Small Business Administration (SBA). 'Within the SBA
were technical programs such as SCORE (Service Corps of Retired Execu-

tives) and ACE (Active Corps of Executives). Technical assistance was

also provided by local community colleges offering ménagement training.
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Some small business managers in the growth stage of business management
were able to hire consultants. Other small business managetrs used
their trade associations and attended conferences and seminérs to
learn about their technical broblems.

Smali business managers who had become successful used many
sources of technical business assistance. The review of literature on
technical business included (1) management consulting teams, (2)’
government consul;ants, (3) technical trade assistance, (4) profes-

sional accounting help, and (5) supﬁliers.

BUSINESS EDUCATIONAL TRAINING

Personnel

Small business managers were not using good personnel préctices.
For the majority of the small businesses; personnel were hired for the
least amount of pay and technical skills were of low priority. Cohn
(1972:2-3) stated that personnel hiring should be of a high priérity
and especially top management personnel. The top management personnel
should be hired to complemept the small busiqess manager's-weagneSSes.
Small-business management should recruit top management personnel from
four—yeér colleges. The result would be a higher competitive advantage.
Other areas in personnel included a need for'personngl training programs.
These could be on—the—job training programs or consist sf sending émploy—

ees to two—jear post—secondary institutions for technical training.
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Planning
Planning was a major prdblem with smali business managérs.'lAs-'
was previously séated, small business managers lackéd technical knowl-
edge. Planning was identified as sétting goalé or objeétives,
formulating sound business ideds, establishing small buéiness-policies,.

and planning budgets.

Marketing

Mafketiné was important to the suécess of small’businésé mana;
gérs. Marketiﬁg trends and the"product,ﬁafkét—mix was reviewed. Loca;
tion for technical assistancé was explored inéluding the use of both
private and public management mérketing‘conéultants, Trade -association

journals were mentioned as a source of marketing information.

Financial Control

A large volume of literature was reviewed on small business
financial control. Small business managersrneeded to learn-about ratio
analysis, budgeting, where to locate financial assistance, and how.to

organize a financial management team.

Business Credit

Most small business managers did not’ know where tbnfind credit
for their business. Managers heeded to learn what types of credit wete-
~available. Eqdity capitél and vehture capital were found to be of

importance to small business managers. A good source of information
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fér %inaﬁcial assistance was the Small Business Administrétion;‘thé
SBA 1974 Annual Report (1974:173-174) liéted 195 sﬁall business firms
in Montana which had éecured loans from SBA. Many small business
managers were unaware of SBA and tﬁe educational assistance it can
provide.

Most of the owners in the sample were utterly unaware of the
existence of the Small Business Administration and of the volu-
minous guidance literature distributed by it free of charge.
Moreover, even if these owners had had the knowledge of and access
to this literature, it would have availed them little because of
the technical character of a number of the publications. Simi-
larly, formal courses and business clinics conducted at universi-
.ties and colleges under the sponsorship of the Small BuSiness
Administration bypass these owners. The owners are unaware of the
existence of these courses, and the courses themselves are not
oriented to the educational level or to the needs of the owners
.of very small firms (Mayer, 1961:159).

Decision Making

Cﬁhn (1972:1) stated that small business managers should not
rely on the managerial decision making techniques used by lafge buéi—
nesses. There were definite decision making differences. One oflthe
.majof advantages small businesses had was maneuverability which'requife&
quick decision making. Another advantage was siﬁplicity which required
a high degree of efficient decision making. Pride was a factor that
caused small bﬁsiness managers not to seek needed educational training

‘or professional advice.




22

Growth Potential

The lack of product innovation was a problem in small business
management. Growth was not usually planned in small businessf Failure
of a small business sometimes resulted in ﬁot foreseeing the hidden
expenses involved in growth. Produce oBsoleécence prévén;ed growth.
Edpéational training was needed to learn how to effec;ively intrbducé

change into the small business.

Community Relations

A small business manager needed go be involved in the community
so as to judge the market, local econémy, social needs, and know where
to seekvouf information. Educational training was considered necessary
to keep up with the current local trends of tbe business.

The review of literature révealed that certain fundamental
areas of business.organization and management were esseﬁtial for a
successful small business.ménagement curriculuﬁ. The-major areas of
importance were summarized into personnel, pianﬁing, marketing,
financial control, business credit, decision making, growth potentiai,

and community relations,
COMPONENTS FOR SMALL BUSINESS MANAGEMENT CURRICULUM

There was a high correlation between business success and
educational training. A method of presenting relevant material to

small business managers was needed. A review was conducted of
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existing small business management curriculums for two-year colleges

by using the 1972 Barron's Guide to Two-Year Colleges by R. William

Graham. There were 1,230 two-year institutions listed. Only forty-

four of these colleges had small business management curriculums.

.None of the eight two-~year poét—secondary institutions in Montaﬁa[

which were identified in Chapter 1 of this study had small business

management curriculums.

One community college .and/or vocational technical center was
chosen from each statg_that had a small business management curriculum.
Eighteen institutions were contacted by mall, seven returned COllege
catalogs, three resp&nded that they were ou£ of‘stock, and one did no;

offer a small business management curriculum.

Americén River College. American Rivef College in Sécramento,
California, had severai vocational management training progr;ms. These
programs were.t&o yvears in length and were offered on aﬁ academic
semester system.

The management program prepared students for entry into
management'positions in businéss, government; industr&,‘or organiza-
ﬁionai logistics, and in—seryige educationffbr-personnel presently in
management positions. | | |

The Retail Managemeﬁt program prepared students for a variety

of retaiiing occupation careers. These included retail organizatioﬁ,r

location, buying aﬁd merchandising, credit, accounting, peréonﬁel
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management, promotion, and related topics.

The Small Business Operation program trained students for the
field of management, either as owner or manager of a business. Training
included financing and operating a business, as well as basic training
in sales promotion, law, accounting practice, and business skills.

The two-year Small Business Operation was the program that
provided the best curriculum information for a small business manage-

ment program. The following is a list of the business courses.

18A Business Law (3)
20 Introduction to Business (3)
60 Business Mathematics (3)
70 Consumer Law (3)
Zil Small Business Management (3)
60 Marketing (3)
61 Salesmanship (3)
78 Advertising (3)
1A Principles of Accounting (4)
70 Payroll Taxes (1)
5 Management Communication (3)
60 Psychology of Human Relations (3)
Management
Figure 1

Small Business Operation Courses
American River College

Cowley County Community College. Cowley County Community

College and Vocational Technical School is located in Arkansas City,
Kansas. This institution had a two-year Business Management program
that trained students for entry into mid-management and/or sales

positions with retail and other distribution businesses.
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There was also a Business Management program for vocational
business education which is a one-year program. Vocational business
education consists of intensive post-secondary level training in a

chosen skill only. Other general education and auxilary courses were

not required. Upon completion, the graduate received the Vocational
Credential from the State Board of Education and a Vocational Certifi-
cate from the College.

The following is a list of courses offered on a semester basis
for the two-year Business Management program. Asterisks indicate that
the course is also used for the Vocational Business Education Manage-

ment program.

%2981 Human Relations for Business (3)
%2982 Introduction to Business (2)
%2983 Field Work Experience I (5)
*2984 Marketing (2)
*2986 Field Work Experience IT (5)
%2987 Salesmanship (3)
*0903 Fundamental Accounting I (3)
*0904 Fundamental Accounting II (3)
%2988 Visual Merchandising and Advertising (2)
*2990 Principles of Management (87
*2991 Principles of Retailing (3)
%2993 Business Mathematics (3)

0914 Business Communications (3)

0923 Business Law (3)

1101 Introduction to Data Processing (3)

2994 Personnel Management (3)

Figure 2

Business Management Courses
Cowley County Community College
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Indiana Vocational Technical College. Indiana Vocational

"Technical College‘had thirteen regional iﬁstitutipns. Each of the

thirteen college institﬁtions offered the s;me curriéulums. There
were three management purriculums. Each of the manageﬁent curriculums
had their separate courses-of instruction by separate rubrics;

' The Hotel-Motel Maﬁagément Technology curriculium was &esigned
sﬁecifically for thathéccupational cluster, This curriéulum.prepared
students for managemenf-levgl_positions and iﬁéluded traiﬁihg'in
finance, food énd bevéfage management, public-rélations, advertising,
housekeeping,-and péréonnel management.’

The Industrial Management Technoiogyvcurriculum was designed
specifically for that occupational cluster. This cu?riculum prepared
students for empldyment in industrial training, safety and first aid,
worker simplification, quality control, technical report writing, cost
control, production supervision, and other felated»areas.

The Busineéss Management Technology curriculum prepared étudents
for a mid-management entry—lével position. The list in Fiéuré 3 on
pﬁge 27 éhows the business courses offered on the quarter system for

the curriculum.

Piedmont Technical College. Piedmont Technical Céllege is

located in Greenwood, South -Carolina. The college offered a two4year
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0310 Accounting I (4)
0311 Mathematics of Finance (5)
0312 Typewriting I (3)
0313 Office Calculating Machines (3)
0320 Accounting II (4)
0321 Business Law I (3)
0322 Small Business Finance (3)
0323 Business Principles and Organization (3)
0324 Technical Communications (3)
0330 Cost Accounting I (4)
0331 Income Tax I (4)
0332 Introduction to Management (3)
0333 Business Communications (3)
0334 Principles of Insurance (4)
0335 Field Project and/or Case Study (4)
0340 Accounting III (4)
0341 Cost Accounting II (4)
0342 Oral Communications (3)
0343 Human Relations (3)
0344 Office Management and Procedures (3)
0350 Accounting IV (4)
0351 Business Law II (3)
0352 Purchasing and Inventory Control (4)
0353 Budgeting (3)
0354 Money and Banking (3)
0360 Personnel Supervision (4)
0361 Marketing I (4)
0362 Labor-Management Relations (4)
0363 Field Project and/or Case Study (6)
Figure 3

Business Management Technology Courses
Indiana Vocational Technical College

Associate in Business Technology major in Marketing. The courses
listed in Figure 4, page 28, were business courses based on the

academic quarter system.
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ACC 101 Principles of Accounting I (4.5)
ACC 102 Principles of Accounting II (4.5)
ACC121 Tax Procedures I (4%:5)
BUS 122 Business Law I (4. 5)
BUS 180 Financial Management (4:5)
DAT 112 Data Processing Fundamentals (4.5)
MAT 165 Business Statistics (4.5)
MGT 101 Principles of Management (4.5)
MGT 201 Personnel Management (45 5)
MKT 118 Retailing I (4.5)
MKT 133 Salesmanship (4.5)
MKT 214 Advertising (4.5)
Figure 4

Associate in Business Technology Major
in Marketing
Piedmont Technical College

Three Rivers Community College. Three Rivers Community College

is located in Poplar Bluff, Missouri. Listed under the Occupation
Division of instruction was the Business Mid-Management Department.
The purpose of the Business Mid-Management Department was to provide a
program of occupational instruction which prepared people for mid-
management positions in the field of marketing and distribution. The
program provided training for advanced specialization and for super-
visory and managerial responsibilities. The curriculum was based upon
an academic semester. The program for each student included an intern-
ship in the area for which the student wanted training and provided
the student with realistic work experience. Within the Business Mid-
Management Department was a curriculum for the Fashion Merchandising

field. Students who wanted received an Associate Applied Science
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degree and had to take, in addition to the business courses listed
below, American History I and II, Topical American History, and a
General Education elective. The courses with an asterisk were speci-
fically for Fashion Merchandising and courses with an @ were specifi-

cally for the regular Business Mid-Management curriculum.

TB 114 Retailing (4)
* TB 121 Modeling (1)
TBl 32 Research and Development of (2)
Marketing Occupations
@ TB 143 Marketing 3)
TBF15L Business Mid-Management Seminar I (1)
TB 164 Salesmanship (4)
TR:1:78 Human Relations (3)
TB 184 Advertising (4)
TB 192 Business Mid-Management Seminar II (3)
* 7B 1.13 Principles of Fashion Merchandising I (3)
* TR 123 Textiles (3)
TB#L. 32 Business Mathematics (2)
@ TB 1.543 Merchandising (3)
TB 153 Principles of Fashion Merchandising II(3)
@ TB 213 Business Law (3)
@ TR 223 Organizational Behavior (3)
@ TB 234 Business Accounting (4)
TB 243 Supervisory Development (3)
TB 258 Internship (8)
TB 262 Business Mid-Management Seminar TII (2)
TB283 Personnel Problems (3)
TB 292 Business Mid-Management Seminar IV (2)
* TR2523 Fashion Buying and Coordination (3)
Figure 5

Business Mid-Management Department
Three Rivers Community College
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Milwaukee Area Technical College. Milwaukee Area Technical
Collegé was located in Milwaukee, Wisconsin. The Business Division _
had an extensive Marketing curriculum. So complete was the Marketing
curriculum that the following quoted deécription summarizes fhe
program. | |

There is an increasing demand today for professionally trained
men and women to fill mid-management marketing positions. The
Marketing Department provides the required educational programs to °
satisfy these demands. The degree of Associate in Applied Science
is given to candidates who successfully complete the program in
Marketing Management, Retail Management, Transportation and .
Distribution Management, or Fashion Merchandising. '

These programs, offered either day or evening, prepare students
for a varilety of management careers. In Marketing Management,
students will prepare for opportunities in wholesale and industrial
sales, purchasing, marketing management, and self-employment. The
Retail Management program prepares students for careers in buying,
merchandising, store management, or wholesaling; while the Trans-
portation and Distribution Management program provides training
for such positions as dispatcher, physical distribution manager,
transportation sales representative, and export traffic manager.
The Fashion Merchandising program, with a heavy emphasis on apparel
and home furnishing, prepares students for careers in merchandising,
fashion coordination, and sales promotion. ‘

. Students who major in the Associate Degree day program in
Marketing Management, Fashion Merchandising, or Retail Management
are required to take one year of internship. Internship is a
cooperative training program that allows students under the spon-
sorship of both the school and a Milwaukee area business firm to
‘perform the duties of a regular employee of the firm. The objec-.
tive is to provide the widest range of practical experiences.. The
goal of internship is the training of people for positions of -
responsibility for the mutual benefit of -both students and bu31ness.
It provides the student with the opportunity to apply the principles,
facts, ideas, and attitudes which he is learning in the classroom
to a real business situation.

- In addition to the Associate Degree program, the Marketing
Department offers a wide variety of  separate adult courses in the
fields of retailing, wholesaling, industrial sales, and transpor- .
tation. These courses may be taken separately to serve the
individual student's needs, without following an organized program.
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Qualified adults are encouraged to complete one of the nine-week
certificate programs in Retail Store Training or Service Marketing.
Emphasis is on practical training since the objectives of the
courses are to prepare the student for employment in a marketing-
related job. Beginning positions include retail sales, salesman-
driver, and service salesman (Milwaukee Area Technical College,
1975-1977 Bulletin:72).

The Retail Management program offered the best example of the

business courses offered for a Small Business Management curriculum.

Mktg 102 Principles of Marketing (3)
Mktg 104 Principles of Salesmanship (3)
B Adm 102 Mathematics of Business (3)
B Adm 181 Business Orientation (0)
Mktg 106 Retail Organization and Management (3)
Mktg 119 Visual Merchandising (2)
Mktg 121 Product Information (2)
Acctg 111 Accounting 1 (4)
Mktg 123 Retail Buying (2)
Mktg 126 Retail Advertising and Sales Promotion (3)
Mktg 128 Merchandise Planning & Inventory Cont. (3)
Mktg 177 Retail Internship 1 (1)
B Adm 160 Business Law 1 (3)
B Adm 170 Credit Management Procedures (2)
B Data P 102 Principles of Data Processing (3)
Mktg 124 Fashion Merchandising Trends (3)
Mktg 136 Current Problems and Concepts in (2)
Retailing
Mktg 173 Marketing Research (3)
Mktg 178 Retail Internship 2 (L)
B Adm 111 Business Correspondence and Report- (5
Writing
Figure 6

Retail Management Program
Milwaukee Area Technical College

In addition to the four mid-management programs were adult

vocational programs in Retail Store Training, Food Service Marketing,
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and Cashier-Checker Training.

There were six community colleges and vocational technicél
centers which were reviewed for their small business managemeﬁt
curriculum content. These institutions represented six states, with
large and small community colleges and vocational technicél centers.

A comparison’was made between the colleges and a summary was prepared

.to illustrate common curriculums and common course offerings.

There were several kinds of small business management. curricu-

lums. Marketing-Management curriculums prepared students in Wholeséle

_and retail sales, purchasing, and marketing for large businesses,

government, and industry. Retail-Management curriculums prepared
students for a variety of retailing occupational careers. These’
occupations incliuded retail organization, buying, mérchandising,
credit, accéunting, personﬁel management, promotion, and related
topics. There were aiso specific occupa;ional programs which included
Fashion Merchandisiﬁg, Hotel-Motel Management, Checker-Cashier Train-
ing, and Food Service Marketing.

The Small Business Management curriculum prepared students for
mid-management or mahager/owner of a small business. The curr?culums
were two years in length. Trainiﬁg included personnel managément,
planning, financing and operating a business, business credit, decision

making, human relations, marketing, and other business skills.
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The following list is a composite of business courses which
were most common to the curriculums which were reviewed.

Introduction to Business Salesmanship

Business_Mathematics _ Management

Business Law ‘ Retailing

Advertising Business Communication

Marketing o ' Introduction to Data Proéessing
- Accounting s : Personnel Manégement

Human Relations : Financial Management

Field Work Experience
These courses were offered by one or more institutions and
should also be considered in the development of a Small Business

Management curriculum.

Consumer Law . Purchasing and Inventory '

: Control ' o

Small Business Management

: Budgeting

Payroll Taxes and Income Tax

Money and Banking

Management Communication ' .

) Research and Development of

Visual Merchandising Marketing Occupations
Office Calculating Machines Credit Management Procedures-
Principles of Insurance Current Problems and Concepts

in Retailing

The Directory of Montana Post-Secondary Vocational-Technical

Education by the State of Montana, Office of the Superintendent of
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Public instruction was used to determiné the occupational clusters of
the two~year post-secondary institutions inlMontana. All two—yéar
post—secondary institutions had one or more occupational clusters that
could be used to develop a ﬁodel small business management curriculum.

These occupational clusters were Agri-Business, Accounting Assistant,.

Bookkeeper—Aécountant, Bookkeeper—-Assistant, Business Data Processing,

" Business Management, Marketing Management, and Mid-Management.

Marketing and Distribution occupational clusters would be the
best area for tﬁe development of a model small business management
curriculum. Five of the eight two-year posf—secondary institutions
were represented in the Marketing and Distribution occupa;ional clus-
ters. The other three institutions weré best represented in the
Business and Office occupationai clusters. These occupational ciﬁsters

had course content which was adaptable to Small Business Management

curriculums.

Flathead Valley Community College. Flathead Valley Community

College is located in Kalispell, Montana. The Business Management
curriculum is a two-year program offered on the academic quarter

system. This program was not fecognized by Barron's Guide té Two-Year
Colleges as a Small Business Management curriculum. However, the intent
of the program was to train students for mid-management level positioms.

Listed below were business courses for the program.
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Principles of Marketing
Salesmanship

Principles of Supervision
Principles of Accounting
Business Economics
Business Law

Data Processing
Principles of Management
Introduction to Business
Advertising
"Principles of Finance
Human. Relations

Business Policy

Missoula Technical Center. Missoula Technical Center is located .

in Missoula, Montana. The Marketing-Management curriculum was a nine—
to-eighteen months program depending upon the selected option and the
students' ability. The student trained to become an employee who
would apply principles of salesmanship, supervision, accounting, and
management to a variety of business situations. Listed below»were the
business courses for the ﬁérketing-Management curriculum and Qere
offered during the academic quarter system.

Typing

Accounting

Business Law

Office Machines

Written and Oral Communications

Human Relations '

Consumer Economics

Introduction to Automated Data Processing
Sales Promotion and Visual Merchandising
Management Seminar

Mid~Management Practicum

Principles of Business

Principles of Marketing
Merchandising Math

Retail Store Operation and Management
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Principles of Advertising
Principles of Management
Directed Study (Mid-Management)
Credit and Collections

Retail Buying

Cooperative Work Experience

Billings Vocational-Technical Center. Billiﬁgs Vocatibnal—

Technical Center is located in Billings; Montana. The Mid-Management
program trained students 1n areas such as salesmanship, sﬁpervision,
economics, énd.ﬁagagément. The following was a list of business
courses which were offered on an academic quarter system. The length
of the program was nine to eighteen months.

Merchandising Techniques
Display

Marketing .
Personnel Management
Advertising

Basic Sales

Fashion Merchandising
-Basic Insurance

Retail Buying

Consumer Economics

Dawson Community College. Dawson Community College is located

in_Glendive, Montana. The Mid-Management pfogram trained sfudents in
distribufivé‘occupations.which were primarily retailing, Wholésaling,
'and service businesses. The. career goal of those engaged in the two—-
year college distributive education program was either sales or mid—
management. The course coﬁtent was offered oﬁ an academic quarter sys-

tem. Listed below were business courses for the Mid-Management program.
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Selesmanshin
Retailing
Advertising
Marketing
"Management
Personnel Management
Work Experience
" Business Experience with Individualized Studies and Projects
Introduction to Business
_Business Mathematics
Accounting T
" Accounting II.
Office Machines
Retail Security.

Miles Community College. Miles Community.Coilege is located

in Miles City, Montana., The Mid-Management program offered principles

- of salesmanship, supervision, and management. . The progrem trained

sfndents'in mid—managemenf.entry level positions. The program was

two years in length, and courses were offered on an academic quarter’

" system. Listed below were the business courses for the Mid-Management

program.

- Salesmanship
Advertising
Retailing
Marketing
Management
Risk and Insurance
Personnel Management and Superv1sion
Individual Problems
Business Mathematics
Co—operative Work Experience
Accounting
Economics
Business Law
Composition and.Communications
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Butte Vocational-Technical Center. Butte Vocational-Technical

Center is located in Butte, Montana. The Center offered‘a Bookkeeper—
Accountant program which was a two-year coursé for students-without
previous trainiﬁg. The'gréduate of the program was qualified to
collect, analyze,.and post data. The program was for fiQe academic
quarters. The follo&ing was a list of business courses.

Accounting
Business Machines and Math
General Business
Typing

Business English
Office Simulation
Office Procedures
Filing

Record Keeping
Data Processing
Keypunch

Helena Vocational-Technical Center. Helena Vocatioﬁal—Technical

Center is located in Helena, Montana. Within the Business and Office

Occupational cluster was the Accounting Assistant program. The

student trained to work under an accountant completing different
financial statements and payroll records. Listed below were business
courses which were offered for five academic quarters.

Accounting I

Accounting II

Accounting IIT

Personal Income Tax Preparation
Introduction to Data Processing
Computer Systems Fundamentals
Auditing

COBOL Programming

Cost Accounting
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Typing
Mathematics

- Business Law
Business Machines
Government Accounting
Business Communications

Great Falls Vocational-Technical Center. Great Falls Voca--
tional—Teghﬁical Center is located in Great Falls, Montaﬂa._ Witﬁin
the Office Occupations cluster was the Bookkeeper-Accounting program.
Tﬁe program was four academic quarters. Tﬁe student trained to work
for any business which keeps a set of records. Listed below were the
business courses‘ﬁhich were offered.

Accounting I

Business Math

Interpersonal Communications
Business Machines I '
‘Typing T

Accounting IT

General Business

Business Law

Introduction to Data Processing
Filing/Indexing

Accounting III
Personal/Federal Income Tax
Business Organization and Management
Business English

Cost Accounting

Economics = _

Business -Marketing -

Insurance

Components for a Small Business
Management Curriculum

A review of many business programs was made and a list of
. - , . !

successful curriculum:components was compiled. This list included the
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. following:

1. A relatively low student/teacher ratio (under 25:1)
2. Teachers who were committed to the program

3. TUtilization of successful small bu81ness managers as resource
persons

4, A curriculum which was adapted to the community

5. The availability of both day and evening instruction

6. Care in selection of course materials and content

7. The establishment of an ongoing relationship between small

business, community, government agencles, two-year post-
secondary institutions and others
8. An extensive "outreach'" effort to identify and encourage the
participation of small business managers
9. Convenient classroom location and time .
10. Certification upon completion of the curriculum
11. Case-type approach dealing with the small business managers
current problems (Worthington, 1973:X-23-24)

" A relatively low student/teacher ratio (under 25:1) was advan-
tageous- because the small business managers had more contact with the
instructor to help solve problems. Competent instructors should be
provided by the two-year post-secondary institution and successful
small business managers from the community should be utilized as
resource persons. The materials selected for the curriculum should be
adapted to the needs of the small business managers and the community
they serve. The classroom time would be sequenced to provide the
maximum educational training to as many interested small business
managers as possible. An’ outreach classroom would be conveniently‘
located in selected communities within the geographical area of the
two-year post-secondary institution. The two—year post—secondary

dinstitution, the small business managers, the community, and the

governmental agencies should work with each other to better small




41

business enterprise.

SUMMARY OF THE FINDINGS

-

The review of literature supported the étatemeﬁt of the problem
that there_wés{a need to develop a‘modei small business management
curriculum. The small business failure rate was 80 per cent. .Tﬁe two
major identified causes of failure‘was.the lack of technical assistance
and managerial training.

Small businesses were identified for manufacturing, wholesaling,
retailiﬁg, and services. Small business managers were ideﬁtified.
Success elements for‘small bﬁsiness managers were identified.- This was'
a person-who uses business .educational training and uses teChnicall
business assistance.

Three developmental stages for small ﬁusinesé_ménagemeﬁt weré
(1) starting a business (0-2 years), (2) growth stage (3-5 yeafs), énd
(3) maturity stage (6 or more years). Small business m;nagers had
‘different problems within each of the three developmental stageé._

Use of technical business assistance was one of the reasoﬁs for
a successful small business manager. The review of 1iferature oﬁ
technical business assistance included (l) @ah;gement:consﬁlting teams,
(25 government consultaﬁts, (3) technical trade éssistance; and (4) o
proféésionai accounting.heip. | |

Business educational training was identified as the other
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ﬁajo; eiement for successful small business management. The major areas
of importance were summarized into persoﬁﬁel, planning, marketing,
financial control, business credit, decision making, growth potential,
and community relations.
Curriculum titles and business courses for a Small Business.
Management curriculum were summa;ized f:om reviewing some existing

Small Business Management curriculums from other states. Several kinds

"of business management curriculums were being used. The two-year

Small Business Management curriculum was identified as preparing
students for mid-management of manager/owner of a small business°
Training included personnel management, planning, financing and opera-
ting, business credit, decision making,'human relations, marketing, and
other related business skills.

The'eight two-year post-—secondary institutibns in'Mohtaﬁa were
identified and the occupational clusters within Ehe'Marketing aﬁd
Distribution and Business and Office opfions were adaptébie to Small
Buéiness Management curriculums. Components for a Small Business

Management curriculum were also compiled.

The findings of the review of literature were used to construct

“a survey for small business managers in Montana. The survéy was used

to determine if the small business managers were successful, if they
were using educational business experience, and if they were using

technical ‘business assistance. A model small business management
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curriculum was then developed from results of the sdrvey.




“Chapter 3
METHODS AND PROCEDURES

The statement of the problem was presented in Chapter 1 with -

a series of null h&potheses.

Null hypothesis number one. There is no significant,difference
in the success of small business managers who need business educational
training and the success of small business managers who do not need

educational training.

Null hypothesis number two. There is no gignificant difference
in the success of small business managers using business educétional
training and the success of small bﬁsiness managers who are not using
" business educational training.

Null hypothesis number three. There is no significant differ-

ence in the success of small business managers who need technical
business assistance and the success of small business managers who do
not need technical business assistance.

Null hypothesis number four. There is no éignificant differ-

ence in the success of small business managers using technical business
assistance and the success of small business managers who are not using
technical business assistance.

Null hypothesis number five. There is no significant.diffe;ence -

between small business managers who need business educational training

and small business managers who use business educationmal training.
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Null hypotﬁesis number.six. 'Théfe'is no significant difference,
between small business managers who need tgchnical buSine;s aésisfaﬁce
and small business managers who use technical business assistance.

Chapter 2 showed that the problems stated in the null hypothe-
ses did exist. The_research showed that small buéiness management
had a fgilure rate df 80 per cent. The identifieq causes of this
failure were the lack of managerial training and technical assistance.

| The survey ofnsmall business managers in Montana was needed‘to
identify suécessful small business managers and non—sﬁccessful small
business managers. The results of the survey were used to construct a
model small business manageﬁent curriculum for two-year post-secondary

. institutions in Montana.
POPULATION SURVEY

The study was limited to Monfana. The two-year post-secondary
institutions in Montana were chosen for several reasons. These insti~
tutions were chosen because they were designed to meet the terminal‘
'educatipnal needs‘of tﬂe community. These schoolg served the majority
-of the Montané population. The county popuiation served by each of the
tWo—yéar post—secondary institutions was'used as the statisfiéal'popu—
lation from which randomly selected small business ménagers were
surveyed.

There were three other classifications of schools which were
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not selecﬁed;_ P;ivate secondary and post—secdndéryAséhools were- not
éhoséﬁ, bécuaéé they could not geographiéélly:serﬁe most of tﬁé éﬁalin
business managers in Montana. Secondary public schools were not chosen
because their educational curricuium would not‘méet the specific
managerial traininé needs of small business managers. Four—year public
schools were not selected because their cufriculﬁﬁs were not designed
for two-year terminal managerial education.

Small business managers whose bﬁsinesses weré located within,

the counties of the two-year post-secondary institutions were raﬁdomly

.selectea. The random selection was madé.ffom the classified telephone

directories of each county.
SOURCES OF DATA

The 1975-1976 Montana two-year post-secondary institution .
bﬁlletins were used to determine the geographical area they served.

The counties where each institution was located best represented the

.geographical area served by the two-year post-secondary institutions.

The eight counties served by the institutions were classified by a
group number, as shown on page 47. -

The classified telephone directory_fof each of the counties

was used to randomly sélect.businesses-frqm each édunty by,usingfa_

‘statistical table Oflrandoﬁ_nUmbers. A number from one‘througﬁlnine:“

was randomly selected for each clasgified telephone directory. This
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number was used to count down from the top of randomly selected pages

to a business address. A three-digit number was used to identify

Table 1

Eight Counties Served by Institutions

Group County Institution
1 Lewis and Clark Helena Vocational Technical Center
2 Cascade Great Falls Vocational Technical Center
3 Dawson Dawson Community College
4 Custer Miles City Community College
5 Flathead Flathead Valley Community College
6 Missoula Missoula Vocational Center
7 Silver Bow Butte Vocational Technical Center
8 Yellowstone Billings Vocational Technical Center

classified telephone directory page numbers. A random three-digit
starting position was arbitrarily chosen from the statistical book of
random numbers. The three-digit numbers were identified by reading the
sort columns from top to bottom. The three-digit number had to be

less than or equal to the last identified page number in the classi-
fied telephone directory. Randomly selected classified telephone
directory pages having government offices or private institutions were

not used. Pages that did not have enough numbers for counting down to
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the randomly selected business were not used. Repeated telephone
business numbers from previous pages were not chosen a second time.

Businesses which were outside the county being surveyed were not used.

Table 2

Method for Random Selection

Group Last Directory Number from Randomly Selected
Page Top of Page Starting Position

1L 181 2 4th number in A sort

2 521 2 4th number in C sort

3 190 1 6th number in A sort

4 190 2 4th number in E sort

5 146 2 2nd number in D sort

6 365 4 2nd number in A sort

7 241 6 6th number in C sort

8 576 5. 3rd number in A sort

POPULATION SIZES

The county area served by each of the eight two-year post-
secondary institutions in Montana was used. Thirty-six businesses
were randomly selected from each of the eight counties. A total of
288 businesses were randomly selected from classified telephone

directories from each county. Carson (1973:XVI) determined that
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natioﬁaily 95 per cent of all businesses were small. 'The estiméted
5 per cent of large businesses randomly selected within the éurvey was

not considered significant in the random selection process.
SURVEY INSTRUMENT

The survey instrument used was compiled from the Review-of
Literature in Chapter 2 (seé Appendix A for survey instrument, page
143). Eight major areas were identified és being important to the
success of small busingss ménagers. These areas included: (1) person-
nel, (2) planning, (3) marketing, (4) financial control, (5) business
credit, (6) decision making, (7) growth pbtential, and (8) community
‘rélations;

Small businesses were identified by type, years in business, .
number of employees, gross sales, and classification. - Educational
information was also important to determine the small business manager's
educational 1eyel, business capability, interest, and pursuit of formal
business education. |

Thg questions were composed and sequenceé with tﬁe stated ﬁull

hypotheses in this study.
ADMINISTRATION OF SURVEY INSTRUMENT

Because of the sensitivity of the survey, the'survey instrument -

was pre-tested in Gallatin County, Montana. Twelve businesses were
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-selegﬁe& frémltﬁé élassified telephone directory in Gallatin County.
Ien businesses were successfully contacted by telephgne. Nine b;si—
nesses agreéd to participate in the pre-survey. The pre-surveys were
hand carried to the businesses along with an evaluation to complete.
after doing the pre—sﬁrvey (see Appendix B for Pre-Test Evaluation
Form,.page 151). The ﬁré-survey was beneficial and constructive
comments were incorpbrated into the final draft of the survey instru-
ment. |

Next, a letter was w;itten to edch of the community college

" presidents and directors of the vocational technical centérs explaining

" the purpose and intent of the survey (see Appendix C for Letter of

Intent, page 153). The sﬁrvey instrument was blind:coded and adminis—-
tered to the randomiy selected business:managers on_Feb;uary 9, 1977.
Because of the sensitivity of the survey, thé committee chairman agreed
that a minimum total of‘50 per cent response was needed. Ninety-one

surveys had been returned after fourteen days. Sixty-nine were usable,

"six were returned undeliverable, and sixteen were not defined as small

businesses. A follow-up letter was mailed fourteen days.after‘thé firsf
mailing'(see'Appendix D for follow—up letter, pagé 154). ‘March -9 was
the established cut off date. As of the cut off date, thefe-wefe 104
‘usabile réturns,,éé{?eturns tﬁat were outside of the defined‘émail
BuSinéSs poﬁulation;.énd 14 were feturnéa as undeliverable.

‘The 14 undeliverable returns were rémoved'frqﬁ the,téta1.288
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possible surveys.. The adjusted total population was 274. From this
nﬁmber, 137 éurveys were returned wh;ch'was 50 per cent. One—hqﬁdrea—
four of those returns Qere usable, which was 38 pé; cent of the adjusted
total population. The responses were equélly‘distributed from each of
the eight population areas.v'The mean average return.from the eight
population éreas was 18.8. The median average return response from the
eight populétion areas was 17.0. - The mode reﬁurn response from the

eight population areas was 17.0.
_ANALYSIS OF DATA

‘A chi sqﬁare (X2) test of significance was computed (to the .05
.level of confidence) for each of thé six'ﬁull hypotheses and for
ad&itional data which were c;oss—tabulated to test for'significant
levels of difference. |

The chi square formula:

' ) 2
2 _ (fo - fe)
X'€.f<A_'

where;

fo is an observed frequency

fé“is an‘éxpecfed or £héoréticél ffeqdéncy,
The charac£eri$tic$ ﬁf ﬁhe diéfributién'are éoﬁpié&ely dgfined by fhe
number of degréeS'of'freédom: -

(rQ1) (e-1) = d.f. .
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where;

r equals rows

¢ equals columns

d.f. equals degrees of freedom (Clark, 19695424)

The significance of the chi-square (at the .05 level of
confidence) was determined from "Table K Chi-Square Probability
Distribution" (Clark, 1969:160--Table K).

The Xz-table was read by entering the row with the correct
number of degrees of freedom and the column for the .05 percent
level of confidence. The observed value for X2 had to be equal
to or greater than the tabled value in order to reject the null
hypothesis. If the calculated value for X“ was less than the
tabled value, then the null hypothesis was accepted (Hertz, 1972:
44).

Statistically stated, this statement reads: reject Hl,(accept Hz) if

X2‘>-tabled value; accept H, if X2 < tabled value. H, equals the null

1
hypothesis, H2 equals the alternative hypothesis. All of the null
hypotheses had one degree of freedom. Additional cross tabulated data
had- one or more degrees'of freedom.

A model was used to test the null hypotheses by comparing one
index of information to another index of information. The model on
page 53 was used to_teét the null hypotheses.

‘The count equalé the raw data totals which were computed from
the index information and these count totals were plaped-into the model

where they agreed with both indexes by computer analysis. -

The row per cent equals the per cent of count in each horizontal
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quadrangle.
<— Index —>
Count
Row per cent Total
Column per cent Row

Total per cent

Index

Total
Column

Figure 7

Model to Test Null Hypotheses

The column per cent equals the per cent of count in each
vertical quadrangle.

The total per cent equals the per cent of count in each quad-
rangle.

The indexes were made from questions which represented data
from the review of literature. The data from the review of literature
were summarized on page 22 into eight categories: personnel, planning,
marketing, financial control, decision making, growth potential, and
community relations.

Five indexes were made for the chi-square tests of significance.
Each index had several variables which were questions from the survey

instrument which represented the summarized data from the review of




. business managers were more successful.:

-business manager needed business education training. A value equal to

54
litératuré. Each index had a scale from zero to two.

Data obtained from the questionnaires were recorded on punch
cards to facilitate analysis by using the statistical package for
Social Sciences (SPSS) which provided frequency distributions and chi-
square tests of significancé for the null hypotheses to the .05 per
cent level of confidence with one degree of freedom.

Index One was used to distinguish between the mére succeséful
small business managers and the less successful small business managers.
The index was made from fourteen variables (see Appendix E, page 155,
Variables for Index One). A value of less than one or equal to zero
meant the small business managers were less successful. A value equal

to or greater than one, but less than or equal to two, meant the small

Index Two was used to distinguish between small business mana-
gers who need or do not need business education training. The index
was made from eleven variables (see Appendix F, page 157, Variables for

Index Two). A value of less than one or equal to zero meant a small

or greater than one but less than or equal to two meant small business

manégefs did not need business education training. |
Index Three was uséd to distinguish'betwéen small.Business

managers Qho use or do not ﬁée businesé education trainihg. The index

was made from seven variables (see Appendix G, page 159, Variables for
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Index Three). A value less than one or‘equal to zero meant small
business ﬁanagérs did not use business education training: A value
equal to or greater thap one but less than or equal to two meant small
business managers were using business education training.

Index Four was used to distinguish between small business
managers who need or do.not need technical business assistance. The
indgx was made from four variables (see Appendix H, page 160,'Variables
for Index Four). A value of less than one or eéual to zero meant small
business ﬁanagers needed technical business assistance. A value equal
to or greater than one but less than or equal to two meant small
business managers did not need technical business assistance.

Index Five was used to distinguish between small business mana-
gers who use or do not use technical business assistance. The index
was made from nine variables (see Appendix I, paée 161, Variables:for
Index Five). A value of less than one or equal to zero meant small
business managers were not using technical business assistance. A
value equal to or greater than one but less than or equal to two meant

small business managers were using technical business assistance.
ADDITIONAL CROSS TABULATIONS

Additional cross tabulations were made to determine if there
was any significant information to support the original six stated null

hypotheses. During the investigation of the stated problem of this
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thesis, additional iﬁformation was discovered when a matrix was made
of the five indexes (see page 95). This information was statisticaliy
tested using the chi-square tests for significance to the .05 level of

confidence.
EDUCATIONAL INFORMATION

There Qere questions in the survey instrument which wére used
to support thé criteria for developing a model small business manage~
.ment curriculum. Questiops six through thirteen of the survey instru-
ment were tabulated iﬁto per cent answers for comparisons with other

related data. These questions related to the review of‘literaturé

section entitled Components for Small Business Management Curriculum.
DELIMITATIONS OF SURVEY DATA

The 50 per cent total returned survey instruments delimits the
findings of data to the population within the survey.
The study was also delimited by the respondents' subjective

interpretation to the answers to the questions of the survey instrument.




Chapter 4
PRESENTATION OF SURVEY DATA

The presentation of the data included first presenting eaéh of
the five indexes; ‘Each index had a scale from zero to two. The °
indexes were then compared with one another to form the chi;squareSAfor
testing the six stated null hypotheses to fhe .b5 level of confidence.
By making a matrix for the five indexes, four additiopal null hypothe-
éés were diécovered.énd additional cross tabulations were ﬁéde fo'test

the significance oflthese findings to the .05 level of éonfidencé. The

‘questions in' the Educational Information section of the survey instru- ‘

ment were used to support the criteria for developing a small business"
management curriculum. Questions six through thirteen were tabulated

into per cents for comparisons with other rélated data.
INDEX ONE

Index One was'psed to distinguish between the more successful
small Business managers and.the less succgssful small business managers.
The index.was made from fourteen variables. . A value of 1ess'than oné
or equal to zero meant less successful. A value equal to or gréatey
than.one,but'less tﬁan or equal to two mégnt more successful.

Question 13 was the first variable for Index One. The more
successfﬁl or less successfdi small business ménagers-wére determined

by the areas in which the respondents were most capable. The following
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answers were identified as the key indicators in the success of small
business managers: d, personnel; i, decision making; k, financial
control; m, securing credit; n, product planning; q, planning business

growth; r, community relations; and bb, merchandising.

Table 3

Question 13: Check Those Areas in Which You
Are Most Capable

Correct Number of Cumulative
Responses Respondents Per cent Per cent
0 38 36.5 36.5
1 20 1902 o8
% 15 14.4 70.2
3 1Ly 16+:3 86.5
4 9 87 95.2
5 3 2.9 98.1
6 1 1.0 99.0
7 0 0.0 99.0
8 1k 1.0 100.0
Totals 104 100.0 100.0

If a respondent selected three or fewer of these key indicators,
then the respondent was less successful. If the respondent selected
four or more of these key indicators, then the respondent was more
successful. Ninety of the one-hundred-four respondents, or 86.5 per
cent, had three or fewer responses and were less successful. Fourteen
respondents, or 13.5 per cent, had four or more correct responses and

were more successful and were the most capable in personnel, decision
































































































































































































































































































































































