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Abstract 

Small business owners (SBOs) lack of financial management skills can negatively impact 

small businesses' profitability and result in business failure. SBO’s limited understanding 

of financial management skills increases the likelihood of business failure and negatively 

impacts local and national economies. Grounded in the stakeholder theoretical 

framework, the purpose of this qualitative multiple case study was to explore strategies 

SBOs use to improve financial management. Data were collected from five small 

business owners' successful years of freight business experience in Central Mississippi 

using semi-structured interviews, annual organizational reports, and member checking. 

Data were analyzed using Braun and Clarke’s (2006) six-step thematic analysis 

framework. Three principal themes emerged: (a) financial management, (b) 

individualized business strategies, and (c) profitability. A key recommendation is for 

SBOs to attain industry-specific financial knowledge. The implications for positive social 

change include the potentially increased longevity of small businesses resulting in more 

sustained revenues, increased local employment, and community tax contribution, which 

benefit the local and national economies. 
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Section 1: Foundation of the Study  

Many small business owners enter entrepreneurship with a vision for the service 

or product being provided; however, few understand the complexities of financial 

management (Hussain et al., 2018). Small businesses' success is often determined within 

the first 5 years of operation. Often, the excitement and eagerness to embark are enough 

to sustain for a while, however, with business, passion and effort are not enough for 

sustainability. Financial management skills are often lacking in new SBOs (Hussain et 

al., 2018; Wong et al., 2018). A limited understanding of fiscal responsibilities and 

corresponding leadership behaviors could prove detrimental for even the most determined 

entrepreneurs (Wong et al., 2018). Future SBOs may benefit from the exploration of 

strategies small business owners (SBOs) use to improve financial management skills for 

better competitive positioning and profitability.  

Background of the Problem 

 The instability of local economies and local job growth stagnation may impact 

small business opportunities in a community (Campbell & Park, 2017). Ninety-nine 

percent of businesses in the United States can be classified as small businesses and 48% 

of U.S. workers are employed by small businesses (Turner & Endres, 2017). It is safe to 

say that small businesses are central to the U.S. economy. However, since the late 90s, a 

downward trend has emerged in both small business operations and employment (Turner 

& Endres, 2017; Campbell & Park, 2017). The exact cause of the negative trend is not 

known but considering that only 50% of businesses survive their 5th year suggests that 

improper finance management may play a role (Turner & Endres, 2017; Johnston, 2018). 
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Owning a small business entails performing a wide variety of interchanging 

responsibilities, but ultimately financial growth and sustainability are often the goal of 

SBOs and usually the determination of success. SBOs are responsible for making key 

decisions regarding the business, but many lack the financial literacy skills needed to 

achieve positive financial management sustainability (Abad-Segura & Gonzalez-Zamar, 

2019). Without effective financial management strategies small business owners may end 

up in the 50% failure statistic and the local economy in which the business operates will 

likely be negatively impacted. Exploring strategies to improve SBOs financial 

management skills for better competitive positioning and profitability is of benefit to the 

business, local economy, and local job market.  

Problem Statement 

Some small business owners lack the financial literacy to make financial 

management business decisions to prevent failure (Hussain et al., 2018, p. 4; Isle et al., 

2018, p. 32).  Failure rates among small businesses can be largely attributed to many 

small business owners' lack of financial management skills (Isle et al., 2018, p. 33; 

Oosthuizen, 2018, p. 3; Ye & Kulathunga, 2019, p. 14). The general business problem is 

that some small business owners open businesses without the financial management skills 

required to manage a successful small business leading to lost market share and lower 

profitability. The specific business problem is that some small business owners lack 

strategies to improve financial management skills for better competitive positioning and 

profitability.   
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Purpose Statement 

The purpose of this qualitative multiple case study was to explore the strategies 

SBOs use to improve financial management skills for better competitive positioning and 

profitability. The target population was five business owners with 5 successful years of 

experience being a small business owner in Central Mississippi. These SBOs located in 

Central Mississippi have experience in the freight industry by operating and growing a 

small business successfully for over 5 years through their experiences in the successful 

implementation of financial management strategies. The implication for positive social 

change includes the potential for improving the financial literacy of small business 

owners that may prevent business failure and improve the state and local economy of 

Central Mississippians through higher employment and tax revenues.   

Nature of Study 

There are three research methodologies: qualitative, quantitative, and mixed 

methods (Saunders et al., 2018). A qualitative study is appropriate to explore strategies of 

small business owners who lack strategies to improve financial management skills for 

better competitive positioning and profitability. I chose the qualitative research method 

approach for this research because the qualitative method would allow me to explore how 

the lack of financial management skills affects small business owners' financial decision-

making ability and business success rates. Researchers use the qualitative method when 

there are no definitive answers, preselected ideas, or close-ended results to seek the 

phenomenon of strategies used by SBOs that survive over 5 years (Yin, 2018). The 

qualitative method is the best method for exploring the lack of financial management 
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skills and using the transcript reviews of small business owners to demonstrate that 

improved financial literacy skills often leads to more profitable businesses and lower 

bankruptcy rates. The quantitative research method is a systematic, deductive, evidence-

based approach which uses statistical data techniques to determine significant 

relationships among dependent and independent variables (Yin, 2018). The quantitative 

method is a reliable source for in-depth research on the examination of quantitative 

relationships and testing hypotheses’ (Goergen et al., 2019).  The mixed-method 

approach includes the strengths of both qualitative and quantitative methods in that it is 

an exploratory method (Saunders et al., 2018). The mixed-methods approach combines 

both quantitative and qualitative methods to analyze data a significant amount of time 

when that time is more useful in collecting quantitative data for a more accurate study 

(Johnson, 2015). The mixed-method approach takes a significant amount of time when 

that time is more useful in collecting quantitative data for a more accurate study. The 

quantitative approach and mixed-method approach were not appropriate for this study, 

because I required the depth and richness of a multiple case study design.   

Researchers also use qualitative designs such as ethnographic and 

phenomenological designs to further investigate information for SBOs. The ethnography 

design was not appropriate for this study because exploration of the beliefs, feelings, and 

culture of the study participants by the everyday lives and realities was not the focus 

(Isaksson et al., 2017). Instead, a specific case, experiences as a small, logistics business 

owner in Central Mississippi. Ethnographic designs are used to collect data on culture, 

through observation, to gain a deeper understanding of an agent of change, rather than 
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improvements of SBOs (Isaksson et al., 2017). Because I used interviews and secondary 

data as data collection tools, not observations, the ethnographic approach was 

inappropriate for the current study. Phenomenological study designs are used to study an 

individual or a group of people who share life experiences regarding a specific 

phenomenon (Goergen et al., 2019). The objective is to identify strategies that will grow 

all stakeholders and do not involve the lived experiences of a person or group.   

Using a multiple case study design, I collected more recent and in-depth 

information about SMEs. I explored the business experiences of participants in the 

research of the lack of financial management skills that cause small business owners to 

better competitive positioning and profitability (Yin, 2016). I used a multiple case study 

to analyze this exploratory inquiry with the findings of a specific case with a more 

reliable database on the open and close interview questions. 

Research Question 

What strategies do small business owners in Central Mississippi use to improve 

financial management skills for better competitive positioning and profitability? 

Interview Questions 

1. What successful strategies have you used to improve financial management 

skills? 

2. How has developing financial management skills improved your profitability?  

3. How has improving your financial management skills improved your 

competitive positioning?  
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4. What recently acquired financial management skills and strategies have had 

the most significant positive impact on your business.  

5. How did financial education assist with business success? 

6. Is there anything else you are willing to share with me on the topic that I did 

not ask? 

Conceptual Framework 

Freeman (2009) explained the concept of stakeholder theory in which SBOs can 

efficiently manage stakeholder relations are more competitive and experience better 

financial performances for the SBO. The stakeholder theory was the best framework to 

use to explore the specific business problem that some small business owners lack 

strategies to improve financial management skills for better competitive positioning and 

profitability by creating low-cost strategies to facilitate methods of growth and 

sustainability. SBOs, during the decision-making process, must establish a relationship 

within the communities for better competitive positioning and. Increasing SBOs financial 

improvements are, nonetheless, achievable and may demonstrate that the theory is the 

appropriate theoretical lens to develop a deeper understanding of the organization’s 

financial success as it relates to stakeholder theory (Miles, 2017). Miles (2017) stated that 

stakeholder theory can be used as a framework for improving business ethics and 

corporate social responsibility and strategic management, corporate governance, and the 

financing of an organization. The stakeholder theory is used to explain human behavior 

and action that assists financial management with the decision-making process to 

maximize profitability (Miles, 2017). Miles added that a pure stakeholder theory uses 
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management accounting systems to assist with the decision-making process to assist 

small business owners at the inception of their business (Miles, 2017). Freeman (2009) 

stated that the primary purpose of the stakeholder theory is that a business maintains its 

sustainability and profitability under ethical behavior.   

I researched SBOs that are stable and improve financial performance. In this 

research, I investigated how the stakeholder theory allows SBOs to understand the 

decisions that create sustainability by the involvement of customers, employees, 

governments, communities, and other organizations that are connected to the organization 

as suggested by Miles (2017). Financial management includes the ability to improve 

profitability by exploring strategies to motivate all stakeholders (Miles, 2017).  

Researchers must discover the factors that lead to most SBOs failing within 5 years. To 

remain in business, SBOs must understand how their financial management skills and 

their business decision will become more effective because their financial literacy has 

improved.  

Operational Definitions 

Business Failure: Lacking the minimum threshold of economic growth by an 

SBO and the ability to recreate a new venture (Boso et al., 2018). 

Corporate Social Responsibility: Concept model that encourages business to be 

more socially accountable to the stakeholder, public, and environment (Yadlapalli et al., 

2020). 
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Financial Education: The process in which SBO understands the concepts and 

risks through information to be more informed to make a business decision more 

effectively (Galluccio, 2018).   

Financial Management: The skills of keeping accurate records, generation of 

financial statements, budgeting, and the understanding of profitability (Langermeier, 

2018) 

Profitability: Profitability is the ability of SBO economic performance measure 

by strategies of return on asset, sales, and equity (Brulhart et al., 2019).    

Resource-based View: The managerial framework is used to determine the 

strategic resources a business can manipulate to achieve sustainable competitive 

advantage (Solesvik, 2018). 

Small Business Owners (SBO): A small business is a business entity 

independently owned and operated, structured as a for-profit entity, and not a dominant 

player in its field (Turner & Endres, 2017). 

Assumptions, Limitations, and Delimitations 

Assumptions 

Acknowledging and addressing the assumptions of the data collected from the 

participants and research will provide validity with the research assumption. Qualitative 

researchers make assumptions in which supporting documents or concepts are considered 

accurate but not personally verified (Desai & Kroll, 2017). I assumed that participants 

would answer honestly to present more evidence toward the research. I assumed that the 

lack of financial management skills causes SBO to fail within 5 years.  
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Limitations 

Generalizing that all SBOs could create strategies similar to the participants in the 

interview process is one limitation of the study. Limitations are the missing variables or 

weaknesses that would negatively affect the research in which the researcher has limited 

control (Yin, 2016). One of the limitations of this study was the geographic area of the 

study, in Central Mississippi. My professional background as an accountant could have 

influenced my analysis of the data.  

Delimitations 

 In this study, I only included SBOs from the freight industry that had operated 

successfully for over 5 years. Delimitations are the restrictions or boundaries used to 

focus on the case study (Yin, 2016). I focused on successful SBOs operating for over 5 

years in Central Mississippi. The findings may not be familiar to other SBO because 

generating profits is different depending on the economy, the stock market, and customer 

demands. 

Significance of the Study 

Contribution to Business Practice 

Small business owners must choose among complicated financial decisions daily, 

whether they are equipped to make these decisions or not (Drexler et al., 2014). The 

findings, conclusion, and recommendations from this study could be valuable to future, 

present, and current entrepreneurs in highlighting the importance of financial literacy and 

how financial education will help prevent some small business owners from failure.  

Furthermore, the U.S. economy will experience growth in gross domestic product, higher 
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wages, and a decrease in the unemployment rate (Drexler et al., 2014).  Small business 

owners will also employ other leaders who would decrease spending entitlements in 

which that funding could use for better roads, bridges, and other transportation that would 

help small business owners' growth within their organization. 

Implications for Social Change 

 Small business failure in the U.S reduces production, profit, and employment in 

the economy. In 2014, 390,000 small businesses failed, resulting in over 2.3 million jobs 

in the United States being lost (U.S. Census Bureau, 2017). These failures may cause 

future entrepreneurs to hesitate from starting their businesses. SBOs must make difficult 

operating and financial decisions to survive for over five years (Drexler et al., 2014).  

SBOs may provide strategies for sustainability and profitability that will benefit the U.S. 

economy and local communities. Positive social change may result from this study, as 

SBOs may learn what strategies to use so as not to fail within 5 years. SBOs may in turn 

strengthen the U.S. GDP, resulting in higher employment and more taxes for the 

communities in which these businesses operate.     

A Review of the Professional and Academic Literature 

The literature review process consists of identifying the specific research area of 

study, adding value to the findings of the particular field of study, and identifying the 

gaps in the results, and then discussing discuss those findings (Wee & Banister, 2016). 

The purpose of the academic literature review is to synthesize, analyze, and compare and 

relate various sources from the extant literature that focuses on the research topic. This 

review of the literature on SBOs is related to the lack of financial education that enables 
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SBOs to make financial business decisions to prevent failure. The review of the literature 

also includes an in-depth exploration of information about the research question: What 

strategies do small business owners in Central Mississippi use to improve financial 

management skills for better competitive positioning and profitability?  

The literature review section begins with an introduction to the purpose of this 

study. In this literature review, I align the conceptual framework with the purpose of the 

study to increase the validity of the study and describe how I addressed currents issues 

affecting SBOs.  I obtained research literature from sources including the Walden 

University Library, Google Scholar, and databases such as ProQuest, Emerald 

Management Journals, and SAGE. The search for relevant literature included antecedents 

of the following keywords: small business, SBO, business failure, business success, 

profitability, financial management, financial literacy, and stakeholder theory. The 

literature search resulted in peer-reviewed publication that addressed small business 

failure, success, the stakeholder theory, and other related business topics pertinent to 

small business owners or small-medium enterprises.  Finally, the chapter concludes with 

a discussion of the knowledge gaps and the objective of this study. 

The purpose of this research study was to explore why some SBOs lack financial 

management skills to sustain them farther than 5 years. SBOs are the backbone of the 

U.S. economy, and without the growth, the economy could falter (Gamble, et. Al, 2020).  

The U.S. economy is so unpredictable that SBOs need every advantage they can get to 

maintain and increase sustainability and profitability within their industry (Gamble, et. 

Al, 2020). The information in this study may be used to help SBOs reduce business 
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failure and the economy and the communities that depend on their success. Thus, the 

literature review reflects comprehensive knowledge regarding financial management 

skills and strategies to survive beyond 5 years.    

I intend to provide through the literature review a comprehensive and critical 

analysis and synthesis of how there is a lack of strategies to improve financial 

management skills for better competitive positioning and profitability through the lens of 

stakeholder theory. The themes associated with the literature included (a) the evolution of 

the stakeholder theory, (b) profitability for business, (c) business failure, (d) financial 

management, (e) business success, and (f) educated business decision-making.  

The literature review consists of 120 resources of which two are books and 118 

are peer-reviewed journal articles. These sources comply with the Walden University 

Doctor of Business Administration (DBA) program rubric.  Table 1 summarizes the 

source research in the literature review.   

Table 1 

 

Summary of Resources in Literature Review 

Reference type     Total   Less than 5 years Total percentage 

Books    0  2  2%  

Dissertations   0  0  0  

Peer-Reviewed journal articles 18  100  98%  

Total       18   102   100%   

 

Stakeholder Theory 

 The stakeholder theory was developed as a means of improving business 

operations and remains relevant in business analytics. Freeman (1984) introduced the 
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stakeholder theory to coherently organize and improve efficiencies of all groups and 

processes within an organization. Before Freeman (1984) introduced the stakeholder 

theory, many business leaders such as Milton Friedman (1962) used stakeholder theory to 

justify the concept that businesses’ only responsibility is to increase profits for their 

shareholders (Amis et al., 2020). Nevertheless, Freeman introduced the stakeholder 

theory to coherently organize and improve efficiencies of all groups and processes within 

an organization. The four core constituencies presented in stakeholder theory are the 

owners, customers, employees, and suppliers, all of whom are equally important (Peng & 

Isa, 2020).  

Robert Edward Freeman (1984) officially created the stakeholder theory while at 

the Stanford Research Institute in his book, Strategic Management: A Stakeholder 

Approach (Kline & McDermott, 2019).  In 1984, Freeman added to his stakeholder 

theory the concept of the theory being a core component to business leaders as a concept 

for a strategic management approach to managing business to increase profitability 

(Colvin et al., 2020). Freeman created the stakeholder theory as an avenue for businesses 

to maximize profitability for the benefit of and all major stakeholders. This approach was 

seemingly designed to incorporate the interests and goals of the employees, customers, 

community members, competitors, vendors, contractors, and shareholders towards a 

common goal of the business’ success. 

The stakeholder theory is a theory used by business owners that could positively 

affect the business owner's decision-making process, helping them to understand groups 

that are strategically relevant to their competitive positioning. The stakeholder theory is a 
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framework that can be used to increase sales and maximize profits (Wang et al. (2020). 

Successful business owners understood that business owners should have a relationship 

with key stakeholders such as government agencies, customers, interest groups, 

customers, creditors, suppliers, and investors (Wang et al., 2020). As a result, SBOs, by 

aggregating decisions, may, and often do, affect the gross domestic product (GDP) of the 

United States. Before the stakeholder theory, SBOs may have made decisions in isolation 

without considering stakeholders and thus were more reactionary than proactive.     

Complexities within business management have fostered development of the 

stakeholder theory. The daily financial management decisions require SBOs to have a 

solid financial education to improve the financial literacy of all managers and to 

understand how stakeholder theory can transform businesses for the better. Ali Kiiseoglu 

(2016) stated that businesses could improve their probability of remaining viable as a 

business if they become familiar with and incorporate the key tenets of stakeholder 

theory in their decision-making process. SBOs should understand how a business 

decision affects the bottom line and stakeholders, and this, in turn, requires a high degree 

of financial literacy on the part of the owners. Kannan (2018) found that SBOs could 

achieve greater profitability and economic sustainability by using the stakeholder theory 

and making decisions that influence business gains and losses while considering 

stakeholders’ interests. Kannan (2018) realized that maintaining long-term relationships, 

stakeholder empowerment, equity labor sources, and individual human rights are the 

influential key elements that affect profitability and improves competitive advantage and 

market positioning. Small businesses can use the stakeholder theory as a method for 
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improving business success, but a clear understanding of the intricacies of the process 

(i.e., financial components) is not always a strength of SBOs.  

SBOs using the stakeholder theory have an improved perspective regarding 

operational and financial decisions. They must consider all stakeholders, rather than 

making their decisions in isolation (Freeman, 1984). Some researchers suggested that the 

stakeholder theory, if used correctly, may be an instrument that SBOs can use to improve 

profitability over the competition to assist in their survival in an increasingly competitive 

global economy (Freeman, 1984). Over a period of decades, the stakeholder theory 

developed and was added to by various researchers and scholars.   

Development of the Stakeholder Theory  

Most business owners make decisions based on limited perspective and 

knowledge for the sole purpose of financial success, without consideration of the various 

non-financial aspects that may impact the bottom line.  Stacy, in 2019, stated that the 

stakeholder theory helped organizations that are a collective of several different units and 

parties, competing with their own goals, objectives, and pursuing their interests to unify 

operations in a strategically congruent manner. However, Stacy (2019) suggested using 

the stakeholder theory as the business motivational focus in approaching stakeholders 

rather than just capitalism, since stakeholders’ interests, goals, and values may differ.  

The suggestions made by Stacy (2019) demonstrate the continuous evolution of 

the stakeholder theory. Stacy (2019) illustrated that the implementation of stakeholder 

theory is predicated on all stakeholders working together to create maximum benefits for 

all parties involved.  Freeman (1984) used the stakeholder theory to account for all the 
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stakeholders involved with the organization, ensuring that often selfish business practices 

could not hinder business success. Since the 1980s, researchers used the stakeholder 

theory to prescribe an environment that shifts away from just the four major stakeholder 

groups of owners, customers, employees, and suppliers into more contrasting, and 

compelling models that include governments, trade associations, political groups, and 

entire communities (Donaldson & Preston, 2010). This demonstrates how the stakeholder 

theory has evolved along with expanding business environments, technological 

advancements, and globalization. Figure 1 depicts the first stakeholder model. Figure 2 

depicts the new stakeholder model. 

 Figure 1 

 

First Stakeholder Model 

 

 

This Photo by Unknown Author is licensed under 
CC BY 

http://www.the-vital-edge.com/stakeholder-argument/
https://creativecommons.org/licenses/by/3.0/
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Figure 2 

 

New Stakeholder Model 

 

Littau et al., in 2010, conducted a meta-analysis of literature that further 

developed the stakeholder theory and applied it to business success. The study contained 

a review and analysis of each researcher’s concept of the stakeholder theory. Each 

researcher applied a form of the stakeholder theory to a business to explore the theory’s 

efficacy in improving business performance. Researchers built on, improved, and 

adjusted these concepts from the 1980s to the late 2010s.  

Littau et al. (2010) identified the 25-year evolution of the stakeholder theory, 

noting the increasing use of the theory and its widespread use among management. These 

researchers took a part of the stakeholder theory and, using its tenets, developed an 

improved model specifically created to develop a culture of continuous process 

improvement within an organization (Littau et al., 2010). The study also contained 

findings that established the significance and importance of stakeholder theory in 

increasing and expanding the stakeholder theory. Illustration of how the stakeholder 

perspective became more prevalent in management journal articles further validated the 

evolution and increasingly sophisticated direction and use of the stakeholder theory in 
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business (Littau et al., 2010). Most importantly, Littau et al. (2010) asserted the 

stakeholder theory is a viable strategic business approach to decision making that 

provides opportunities for a wide range of industries that can improve their odds of 

business success. The researchers illustrated how many authors used the stakeholder 

theory from 1984 to 2009 across diverse industries to improve their business (Littau et 

al., 2010). While this research provided insights regarding the evolution of the 

stakeholder theory, there was limited reference as to what specific strategies SBOs use to 

foster financial stability. The article contains references to what SBOs should do but falls 

short of detailing how they should go about implementing stakeholder theory with 

success. As researchers improved the stakeholder theory over time, the probability of 

business success and survival improved.  

Several authors have used Freeman’s stakeholder theory to highlight emerging 

developments in growing businesses by noting the importance of stakeholder theory to 

management and SBOs (Freeman & Dmytriyev, 2017). Furthermore, more researchers 

(Freudenriech et al., 2020; Jones et al., 2018; Schaltegger et al., 2019) also found value in 

the stakeholder theory and presented small business owners the data to help them survive 

over five years. The stakeholder theory development efforts began with Freeman 

improving on his original theory.    

1980s Development  

Freeman, after the initial introduction of his theory, began improving on the 

concept. Freeman’s stakeholder approach helps identify the groups who can affect 

organizational success (1984). These individuals were classified as a stakeholder because 
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they wanted the organization to succeed even though each wanted success for different 

reasons (Stacy, 2019). Suppliers, for example, are stakeholders of the company, and they 

benefit by selling to the organization. The government, local communities, and civic 

organizations are also stakeholders because of the taxes the business produced in the 

local geography. SBOs managers using the stakeholder theory allow stakeholders to be 

fully involved with the company and benefit from the financial management of the SBO. 

SBO’s success depends on learning who influences the financial success of the 

organization and developing relationships accordingly to foster business success.  

A stakeholder’s understanding of the mutual reciprocal nature of business is a 

vital aspect of Freeman’s stakeholder theory in improving business operations, processes, 

and profitability (Berman & Johnson-Cramer, 2019). The interplay between stakeholders 

can be demonstrated by customers wanting high-quality goods and services at a fair-value 

price, suppliers wanting reasonable compensation and realistic operational flexibility, and 

the government wanting organizations to operate safely and pay employees fairly 

(Berman & Johnson-Cramer, 2019). The role of an SBO is to understand the reciprocal 

process, manage and align all stakeholders’ interests and goals to make the organization 

successful (Stacy, 2019). Without an understanding of stakeholders’ mutual reciprocity, 

SBO may undermine the businesses’ success, which makes knowledge of the 6 principles 

of stakeholder theory imperative.     

Freeman’s stakeholder theory has 6 significant principles that govern the 

relationship of business operation and stakeholder’s interests: the first being the principle 

of entry and exit (1984). Freeman highlighted the principle of entry and exit when it 
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comes to daily operation and communication transparency in organizational changes (Yu 

et al., 2020). Established rules for entering and exiting agreements with the business 

should be clear and transparent (Theodoulidis et al., 2017). For the SBO, the exit and 

entry principle can not only foster business integrity but also reduce contractual disputes, 

which can be costly and even catastrophic for small businesses (Sklaroff, 2017). Whether 

hiring, outsourcing, or fulfilling service agreements, a clear and transparent process 

should exist. A small business owner should also understand the behavior of corporate 

governance before starting a business.  

Freeman (1984) introduced the principle of governance, which contains rules 

established to guide the fundamental relationship between the business and the 

stakeholder (Freudenreich et al., 2020). The rules established are based on the premise 

that all corporate actions impact all stakeholders and stakeholder impact should be 

considered when making management decisions (Dias et al., 2017). The small business 

owner is responsible for consideration of governance since omission of the principle 

could result in actions that negatively impact stakeholders and, ultimately, the business’ 

bottom-line (Dias et al., 2017). When making management decision small business 

owners should be familiar with the principal of contracting during business   

Developing and executing contracts during business activities is another principal 

of the stakeholder theory and vital to small business operations. Small business owners 

will require contracts during business activities. The principle of contract cost, as 

explained by Freeman (1984), is the equitable sharing of responsibility of both gains and 

losses by all parties entering a contract (Klopotan et al., 2020). All stakeholders and 
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contractual parties share the financial, ethical, social responsibility, and success or 

failure, proportional to the respective risks or advantages when entering an agreement 

(MacKay, 2020). SBO’s may need to grasp the gravity of the risks and advantages of any 

contract entered into, as well as understand contractual parties’ expectations and risks 

(Hörisch et al., 2020).  To do so, consideration of the varied stakeholder perspectives may 

be needed. However, it remains unclear what strategies SBOs can utilize to ensure 

collaboration, specifically for logistical companies. The ensuring of collaboration is 

dependent on the SBOs ability to maintain the company’s integrity. 

Effective firm representation and balancing the responsibility of adhering to both 

business and stakeholder interests describes the agency principle. According to Freeman 

(1984), executive and managers must not only be aware of business and stakeholder 

interests but also be able to take actions that satisfy both, all the while maintaining the 

firm’s corporate integrity (Barney & Harrison, 2020). Small business owners embody this 

principle but should also be aware of the impacts of their actions. Even in tumultuous 

times, such as financial uncertainty, the SBO is encouraged to adhere to the agency 

principle as much as possible to avoid ostracizing stakeholders or shareholders. 

Awareness of the firm’s corporate integrity can foster understanding of the last principal, 

firm immortality.   

Lastly, firm immortality is awareness that positive stakeholder involvement can 

lead to positive business success but does not guarantee business immortality.  Freeman 

(1984) explained the principle of limited immortality as fostering long-term success and 

survival of the organization through transparency with the stakeholders. While longevity 
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may be feasible, Freeman highlighted that firm immortality is not and that the limited 

immortality principle requires management to make stakeholders and shareholders aware 

of the firm’s outlook (Storchevoy, 2018). Consideration of the eventual non-existence of 

a business may not be commonplace amongst SBO entrepreneurs since the business is 

often a personal dream. However, SBOs would need to consider the limited immortality 

of the business, and transparently convey long-term expectations to all stakeholders 

(McGahan, 2021). Freeman’s additions to stakeholder theory increased the utility of the 

stakeholder theory to business in general, and in the 1980s the theory was further 

developed by other scholars and researchers.    

1990s Development  

After the stakeholder theory was introduced, several researchers used the original 

theory and incorporated other ideas to enhance and improve the original theory (Freeman 

et al., 2018). The stakeholder theory was transformed into a more comprehensive 

doctrine for economic progress, a model of profitability, and management of stakeholders 

(Freeman et al., 2018). During the 90s, researchers such as Dinsmore (1990), Donaldson 

and Preston (1995), and Cleland (1996), most notably, expanded the stakeholder theory 

from the original content. Freeman founded the stakeholder theory, but the evolution of 

the stakeholder theory transformed from a theory into a day-to-day operational model for 

process improvement for greater business profitability. Dismore’s improvements were 

notable additions to the stakeholder theory (1990).  

Dinsmore’s Approach. Dinsmore, in 1990, used the stakeholder theory as a 

concept that posited stakeholders have a stake in the outcome of the social and economic 
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changes. Business owners should improve relationships among all stakeholders to 

maximize growth and profitability of the business. Small business owners are often the 

people to whom managers’ report to within the organization to evaluate business 

relationships and how they can coexist within the industry (Dinsmore, 1990). Business 

owners nurture the stakeholders and monitor the performance of the organization. The 

advantages of the stakeholder theory include all stakeholders working together and trying 

to avoid interpreting conflicting personal attacks against the organization by holding all 

stakeholders personally responsible for the integrity of the business (Dinsmore, 1990). 

Dinsmore saw the stakeholder theory as a joint venture between the business owners, 

employees, and stakeholders. This variation of the stakeholder theory focuses on the 

relationship between all parties and each party knowing how their role functions in the 

stakeholder theory and the organization. Donaldson and Preston’s Approach further 

evolved the holistic perspective in using the stakeholder theory.  

Donaldson and Preston’s Approach. Donaldson and Preston, in 1995, argued 

that stakeholder theory has descriptive, instrumental, and normative aspect that are 

mutually supportive. Business owners can use the descriptive approach of how a firm 

relates to stakeholder, the instrumental of how an organizational outcome when a firm 

relates to stakeholder, or the normative of how a firm should relates to its stakeholder 

(Jones et al., 2018). Small business owners that used the stakeholder theory understand 

how all stakeholders can be configured into one holistic, symbiotic, and successful 

model. Freeman established the stakeholder theory as a comprehensive moral doctrine 
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that businesses should model to become a success (Amis et al., 2020; Freeman et De 

Colle, 2010).  

Donald & Preston discovered that the stakeholder theory works better as a 

normative model (1995). The treatment of stakeholders and the consequences of a 

business decision are varied and multifaceted and the stakeholder theory loses a 

competitive advantage when used primarily as a descriptive or instrumental model. 

Nevertheless, small business owners used both models as a measure through the 

stakeholder theory to make better decisions throughout the organization. The normative 

model enhanced relationships between the business and stakeholders, however the 

Cleland approach highlighted utilize collaboration to enhance cross-functional 

perspectives in decision making.  

Cleland Approach. Cleland, in 1996, developed an approach utilizing the cross-

functionality of stakeholders derived from Freeman’s stakeholder theory. Cleland used 

the stakeholder theory to create a model of a strategically cross-functional team to de-

centralize the antiquated managerial approach used by businesses (Cleland, 1996; 

McGahan, 2020). Small business owners should work together along with vested 

stakeholders to gain more profits for the organization. The team management focus 

increased companies’ ability to battle for global market share and profits for 1985-1989 

(Littau et al., 2010; Cleland, 1996). Cleland used the stakeholder theory to determine 

which stakeholders have a vested interest in the organization and shared the common 

values directed towards the success of the organization (Cleland, 1996). Stakeholders 

should realize the mission and achieve profits for all stakeholders.   
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Cleland does not expand the stakeholder theory far from the original theory, but 

he did leave space for other authors to expand the stakeholder theory to a useful, and 

often profitable model for SBO’s. Cleland argued that more attention to the stakeholders, 

the management of stakeholders, and the survey results of the stakeholders benefited the 

business. (Cleland, 1996). The stakeholder theory is the instrument small businesses used 

to assist with the success of the business. While transparency is key to business 

collaboration, Wright argued all stakeholders’ interests should be considered as well 

(1997). Stakeholders must have transparency among all the organizational units to lead to 

potential growth and prevent business failure. 

Wright’s Approach. Small business owners, according to Wright, should focus 

on all stakeholders’ interests to improve the organization. Wright viewed the stakeholder 

theory as a business that has a similar interest in the organization (Littau et al., 2010). He 

highlighted that time and cost are the twin imperatives of stakeholders. He also stated that 

managing a business is seldom straightforward and requires special skills in 

communication planning and motivation of stakeholders to avoid wasted time and cost. 

These stakeholders could minimize fall-out amongst other stakeholders if the 

organization communicated the completion target dates, time, and deliverables in a 

timely fashion (Wright, 1997; Velychko, 2020). Without the cooperation of stakeholders, 

it is unlikely that any business project will be completed on time or within the budget.   

When small business owners do not support the stakeholders, the different parties 

involved may end up working toward different goals. Once a small business owner 

begins to communicate regularly with stakeholders about the state of the organization, 
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both parties may feel more comfortable discussing the purpose and benefits of the project 

(Wright, 1997). At the very least, a small business owner could simply provide weekly 

one-page reports summarizing progress. Of course, if the small business uses reports to 

communicate to shareholders, it must provide annual reports, accurate figures, and 

accurate financial accounting statements. The researchers that analyzed the stakeholder 

theory provided the information to a small business to be transparent with a day-to-day 

operation that will lead to social benefits in the stakeholder theory evolution. Although 

the stakeholder theory was fine-tuned during the 90s, the shifting economic and 

technological landscape of the 2000s allowed for more adjustments to the theory.  

2000s Development   

Small business owners continue to use and improve the stakeholder theory to 

improve coordination between all stakeholders to achieve shared goals, increase and 

improve business processes and profitability to prevent business failure. McElroy and 

Mills stated, in 2000, that the stakeholders are a group of people who are vested in the 

success of the business. Hawrysz and Maj noted that the stakeholders with the same 

interest also have the power to affect the outcome (2017). In 2005, Andersen partly 

agreed with Freeman’s 1984 research, in which all stakeholder that has an interest-in 

could be influenced by the business (Littau et al., 2010). The stakeholder theory was later 

used to theorize that individuals have the same right or ownership of the business based 

on the customer's contribution and outcome (Liu, 2020). Olander evaluated the 

expectations of stakeholders vested with the operation to the success of a business 

(Gianiodis & Meek, 2020). The meta-analysis by Littau et al., in 2010, highlighted the 
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evolution and expansion of stakeholder theory. The researchers mentioned in the meta-

analysis that stakeholder theory focused on empowering the individuals within the 

business to be better employees for the benefit of the customers and stakeholders (Littau 

et al., 2010). Furthermore, empowering the employees may benefit people not previously 

recognized as stakeholders: the members of the larger society. 

Small businesses that incorporate tenets of the stakeholder theory into their 

business and organizational processes and protocols can accrue societal benefits that will 

lead to improved profitability. The stakeholder theory could be used to increase the cost 

benefits of project management by identifying the social capital of stakeholders and 

utilized for the benefit of the organization (Kaplan, 2019; Aaltonen et al., 2020). Edum-

Fotwe and Price used the stakeholder theory as a theoretical framework for designing a 

social ontology for determining the sustainability of projects with a focus on the 

importance of selected scales beyond lives, environment, or business (2009). Each author 

utilized the stakeholder theory from Freeman’s original definition to help growth and 

development with a business or project.  

2010s Development   

Between 2010 and 2019, the stakeholder theory was modified to include an 

ethical component to assist small businesses with increasing profitability. Jiang et. al 

stated, in 2018, that the stakeholder relationship norm of ethics also contributed to the 

comprehensive moral doctrine of the stakeholder theory. Jones et al. added that 

communal sharing along with fairness, respect, and a commitment bond would minimize 

contracting costs and achieve competitive advantages compared to other businesses 
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(2018). From this perspective, SBOs can establish joint wealth creation, mutual trust, and 

cooperation to imply a close relationship capability (Jones et al., 2018). The stakeholder 

theory established the moral obligation of an organization along with the quest to 

maximized profits with all stakeholders working together to carry out the strategic 

objectives of the organization with the understanding that increasing profits is essential to 

business survival (Jones et al., 2018). 

Small businesses increase profits for all stakeholders when the parties prioritize a 

corporate standard of profitability. Jones et al. created an approach that corporations can 

use to increase profitability when they extended Freeman’s stakeholder theory (2016). 

They argued that all stakeholders with similar interests are aware of the activity of the 

organization, which suggests profitability is central to the core of economic sustainability 

growth. Qiu et al., in 2016, developed Freeman's idea that CEOs have a responsibility to 

focus on enhancing profits not only for the organization but for all the shareholders 

involved. Mullins and Schaar also extended Freeman’s stakeholder theory to show how 

small businesses can maximize profits for all stakeholders (2016). They found that the 

effects of an increase in the business’s performance are not limited to the business itself. 

These researchers, as well as others, established that organizations must increase profits 

not only for the organization itself but their shareholders as well. SBOs profitability is 

essential to the growth and survival of an organization by highlighting key successful 

components, and a system to track them is required to create a sustainable competitive 

advantage.  
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 SBO’s applied the stakeholder theory as a strategy that helps, managers, and 

stakeholders understand the performances of the relationships between departments and 

functional units and how the relationships work together to provide a positive financial 

outcome for the company. All stakeholders involved must recognize that to improve 

financial performance, they must first create a corporate culture governed by mutual trust 

and cooperation through loyalty, respect, and fairness (Jones et al., 2018). In this regard, 

Jones stated that high ethical treatment by management towards employees is valuable to 

stakeholder management strategies that correlate with higher financial performances 

(2018). Researchers have also used various strategies to create a communal relationship 

to achieve joint wealth creation, and close relationship capability (Jones et al., 2018). 

SBOs illustrating transparency with stakeholders creates a natural positive symbiotic 

interaction between management and stakeholders. These close relationships between 

management and stakeholders, in turn, create corporate synergies and economic value 

that produces a sustainable competitive advantage for the organization.  

 The stakeholder theory has been modified, examined, and expanded upon since 

inception. Whatever the approach, variations commonly focus on general concepts and 

theoretical aspects of stakeholder interactions. Additional research is needed to determine 

what specific strategies are needed by SBOs to implement and sustain the stakeholder 

theory in order to attain and sustain financial stability. More specifically, the theories are 

limited regarding measurements of impacts on specific industry types. It appears the 

assumption of ‘one-size fits all’ is present in the theories and adaptations. While the 

overall premise is clear that all stakeholders should be involved in the decision-making 
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processes of a business, implementation is likely to vary from industry to industry, with 

some overlap.     

Alternative Theories of the Stakeholders Theory 

 Several alternative theories to stakeholder theory which are also designed to 

provide businesses with a model to improve operational success. Stakeholder theory is 

just one model and system that many business owners use to produce a profit. Charles 

Blattberg (2004) and Samuel Mansell (2013) both disagreed with the concept that the 

stakeholder theory is a method that businesses should utilize to improve profitability. 

Blattberg, in 2004, described an approach used in business relationships utilizing politics 

and patriotism to foster organizational unity. Similarly, Mansell examined the concepts of 

social contracting and market economy, determining cooperation and morality shared 

between the two groups leads to economic growth (2013). These two theories also closely 

resemble the stakeholder theory, but they lack the focus of maximizing profits like the 

stakeholder theory.   

Blattberg’s Criticism 

According to Blattberg, small business also plays a pivotal role in helping society 

grow the economy and benefit communities (2004). Blattberg believed that through 

patriotism and community support, businesses are best equipped to grow. Towards this 

end, the researcher described the patriotic method as a method of the deliberative 

conception of democracy calling leaders to respond to conflict with conversation as 

opposed to negotiation only. As such, Blattberg viewed negotiation as a strategy for 

understanding the roots of patriotism. Nevertheless, modern patriots do not worry too 
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much about negotiation but rather focus on the democracy of the government and civil 

society. Patriots also avoid emotional attachments but rather make their arguments using 

communication to promote the common good in politics. In doing so, patriots search for 

the common good no matter the differences to reconcile conflicts between parties without 

negotiation. Researchers outside of business have also examined the stakeholder theory.  

In 1978, Milton Friedman explained the stakeholder theory as a laissez-faire 

business concept (Freeman, 2011). Friedman argued that a business should do whatever it 

can to increase the profits of its shareholders that is within the law (Freeman, 2011). In 

the research study by Blattberg, customers, suppliers, employees, and competitors were 

described as having a role in a pluralist fashion, highlighting the coexistence of 

stakeholders (2009). Additionally, Blattberg noticed from the research study conducted 

that a trade-off occurred between what and what?? when the business interests of various 

stakeholders clashed with one another (Blattberg, 2009). The main objective for a small 

business is to make maximizing profits and the stakeholder method allow a business to 

achieve that with the patriot theory by acknowledging the impact the government has on 

small businesses (Jones et al., 2018).  Blattberg’s (2009) theory is not the only alternative 

business theory created to provide businesses with an operational strategy for improved 

performance. 

Sam Mansell’s Criticism 

In 2013, Sam Mansell created a critical analysis of stakeholder theory suggesting 

the stakeholder theory contains both skeptical and sympathetic critical elements. 

Veldman (2015) agreed with Mansell that stakeholder theory has pitfalls that are 
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inconsistent, untenable, and contradict the moral claims to entitlement.  More 

specifically, Mansell contended that the primary role of stakeholder theory is to promote 

and build the small business, and not to maximize shareholder wealth (2015).  

Attempting to focus on both at the same time is not productive he noted. Although the 

stakeholder theory could work, researchers suggest that any version of the stakeholder 

theory if used must be consistent. Mansell’s critique of stakeholder theory did not 

damage the business theory's popularity but rather improved the stakeholder theory.  

Small businesses that combine the stakeholder theory with other business theories 

can also improve their likelihood of survival.  Mansell’s interpretation of the conflict 

between stakeholder theory and other concepts is that the stakeholder theory seems more 

like free-market capitalism (2015). The business owner’s stakeholder approach is 

directed toward free-market capitalism and seeks to be more about the business’ interest 

and does not address stakeholder concerns. Additionally, there is a belief expressed in 

research that both economic freedom and political freedom are threatened by stakeholder 

theory (Mansell, 2015). Researchers have also addressed stakeholder theory concerns of 

business owners like WorldCom who were part of public scandals. Earlier research by 

Freeman discussed various ways business owners could be socially responsible and 

structure a market economy (1984).   

Criticisms of the original stakeholder theory and its’ adaptations are ubiquitous 

and often valid points. They call for consideration of business contexts and conflicting 

interests of the stakeholders. Following the stakeholder theory explicitly could, as critics 

stated, result in business conflicts and instability. However, the criticisms do not seem to 
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detract from the theory as much as they highlight the need for business owners to 

understand the nuances and contextual complexities of implementation. Again, this 

further validates the need for the proposed study, since SBOs should have specific and 

effective strategies for improving financial stability that are proven to work in their 

respective industries.     

Financial Literacy  

Financial literacy is often cited in the extant literature as an antecedent to building 

a successful business. Researchers suggest that small business owners often acquire 

financial literacy from business experiences, financial education, or the accountant of the 

company while performing business. Chen and Volpe (1998) were the first authors to 

introduce financial literacy as a concept. More recently Molina-García et al. (2019) have 

expounded on the idea. Since the late 1990s, the study of financial literacy has become an 

increasingly significant issue in education, economics, management, finance, and 

marketing journals (Molina-García et al., 2019). Small business owners must be 

financially literate to communicate with all stakeholders with a vested interest in the 

organization if they hope to be financially successful (Molina-García et al., 2019). A 

business owner must understand financial terminologies such as gross profit, net profit, 

cost, or goods sold, and basic financial statements (Molina-García et al., 2019). Also, 

financial literacy is more than just terminology of words, but entails understanding the 

business structure that is best for an organization. Small business owners that understand 

the business structure and have financial literacy have a greater chance of surviving.   
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Small business owners should understand and embrace financial literacy to 

survive over five years. Smith defined financial literacy as understanding both finance 

and the implications that finance has for business management decisions, manager’s 

economic literacy, and their connection to operationalizing and defining, and 

implementing business and strategic objectives (2020). Vaaler and Wilhelm, in 2020, 

stated that financial literacy is becoming an increasingly important topic in higher 

education and business education. The foundation of financial literacy is commonly 

referred to as a set of skills and knowledge of financial and managerial accounting and 

finance that improves a person’s understanding of a business (Vaaler & Wilhelm, 2020). 

If a small business does not learn the foundations of financial literacy, it may influence 

the business’s success and growth potential. Business owners must learn the language, 

keep up-to-date financial statements, apply sound and strategically congruent financial 

strategies to the business, and create financial roadmaps toward a successful business.   

Financial Literacy and Business Success 

A small business owner should possess the ability to use financial management 

and accounting skills to manage the business’ financial resources effectively to ensure the 

longevity of the firm; if it cannot be measured, it cannot be managed. Accounting and 

finance are the languages of business and to determine business success owners must be 

able to use these tools to measure progress. Managers should gain the ability to make 

informed financial judgments and take practical actions regarding the current and future 

use of procurement and management of money.   
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Small business owners should emphasize financial literacy to enhance business 

decision-making, not only obtaining knowledge about financial matters but also being 

able to exercise sound business judgment with this knowledge (Vaaler & Wilhelm, 2020).  

It is also increasingly important for SBO’s to understand that financial literacy improves 

their understanding of products, services, and financial concepts, in turn improving 

operational efficiency and profitability. Thus, business owners should develop the skills 

necessary to carry out an informed decision-making process and make them more aware 

of the risks and opportunities inherent in business (Molina-García et al, 2019).  

Numerous business scholars have used empirical research to demonstrate an extremely 

high correlation between financial literacy and stronger competitive positioning and 

profitability.   

Small business owners can increase financial literacy through education, and 

training to communicate effectively with other business leaders as well. In 2019, Molina-

García et al. stated that financial literacy is important for average citizens in general and 

especially crucial for small business owners. Business owners with higher financial 

literacy achievement demonstrated that financial illiteracy is widespread and has 

deleterious ramifications for small businesses (Resmi et al., 2019; Widyastuti et al., 

2019). As a result, a small business owner has poor financial education that tends to lead 

to business failure.    

Business owners should evaluate business behavior among stakeholders The 

importance of financial literacy is evident regarding strategies that research suggests will 

lead to developing effective financial behavior (Widyastuti et al., 2019). More 
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specifically, increased financial literacy for owners and managers could lead to improved 

financial decision-making (Widyastuti et al., 2019). There is also a significant 

relationship between financial literacy and financial behavior (Widyastuti et al., 2019).  

Moreover, it is the experience possessed by small business owners that allows them to 

make informed decisions concerning investment planning and management (Widyastuti 

et al., 2019). Small business owners must learn the language of business to communicate 

with other business leaders such as government officials, volume customers, and lenders. 

Small business owners can create more opportunities for growth with financial literacy, 

including increased appeal to lenders.   

Using Financial Literacy for Lending   

Business owners should enhance financial management skills that are highly 

correlated with the business' access to external financing, which can lead to optimal debt 

and equity levels, and avoiding bankruptcy (Purwidianti & Tubastuvi, 2019). Business 

owners should also improve the quality of financial information to improve financial 

decision-making. There is a need for enhanced financial literacy to enable owners to 

comprehend financial statements and use financial software to make adjustments as 

required (Purwidianti & Tubastuvi, 2019). Some business owners have poor financial 

knowledge, thus limiting their access to financial support (Carbó‐Valverde et al., 2016). 

Moreover, financial education obtained by business owners helps mitigate incompetency 

in key areas and thus empowers business owners to improve the organization's financial 

well-being (Purwidianti & Tubastuvi, 2019). Limited financial management skills may 

also negatively impact a business owner's chances of survival, growth, and innovation 
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Small business owner decision-making process is a day-to-day activity. The 

business owner should understand, analyze, and make financial decisions that have an 

impact on business performance (Purwidianti & Tubastuvi, 2019). Business owners 

should had understood that financial literacy is both internal and external. According to 

Resmi et al. (2019), external financial literacy is the acquisition of financial knowledge 

and the ability of managers to use basic financial knowledge in conjunction with broader 

skill sets, networks, communication, and cognitive skills to achieve the business’ goals 

and objectives. Resmi et al., in 2019, stated that internal financial literacy assists business 

owners in optimizing the used of business resources efficiently and used financial 

management system effectively that maximizes profitability. Internal and external 

financial controls and appropriate financial software it would enable a business owner to 

maximize business production.  

Software Used for Financial Management  

Small business owners should be financially literate to operate financial software 

to maintain business records. If a business owner could install both internal and external 

financial controls and appropriate financial software it would enable a business owner to 

be more creative in the use of cash management, working capital management, and debt, 

and improve the monitoring of budgets, thus maximizing business production. Hussain et 

al. suggested that small business owners with financial literacy enable them to insert 

acceptable financial practices and develop financial management systems to record, 

analyze, and produce financial information (2018). As a result, this allows small business 

owners to be more efficient in business operations and make better business decision-
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making to enhance the organization for faster growth (Hussain et al., 2018). A small 

business owner must learn how to better monitor and manage cash flow to improve their 

business operations. Since the global financial crisis of 2008, small business owners 

realized that financial literacy is a prerequisite skill for handling financial challenges and 

seizing business opportunities. Small business owners should apply both financial 

literacy and financial management skills to plan for projected growth and economic 

sustainability.   

Benefits of Financial Literacy  

There are numerous benefits SBOs can gain from improving financial literacy 

skills. Hussain et al., in 2018, stated that financial information is the basis for lenders to 

evaluate small businesses to assist in their lending decisions. They also noted that 

financial literacy helps managers to use financial information to make better management 

decisions and assists business owners and their stakeholders in arriving at an informed 

and thoughtful business decision (Hussain et al., 2018). Hussain et al. illustrated that 

financial literacy skills are an essential management resource to promote employment 

creation and economic growth among small business owners. The presence of financial 

literacy and financial management skills often allows business owners to improve their 

ability to handle a period of recession (Hussian et al., 2018). A small business owner 

should be able to measure financial risk to maximize financial return, and financial 

literacy enables a small business owner to gain a competitive advantage in an 

increasingly global and competitive industry.   
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Not all SBOs have the time to learn financial management in a traditional manner. 

This often requires college courses or certification programs. Many SBOs often depend 

on accountants and financial managers to help them understand the complex nature of 

business finance. The importance of financial literacy for small business owners is clear 

and concise. Means of making the information more accessible and conducive to the 

SBOs could go a long way in improving SBOs collective financial literacy capacity. 

Identification of strategies used in the business world that led to financial stability may be 

of benefit to existing and future SBOs. Other SBOs may be more likely to adhere to 

proven strategies performed by peers than to follow subjective theoretical frameworks or 

information provided in traditional classrooms.  

Decision-Making 

A small business owner should incorporate excellent decision-making processes 

and strategic plans to maximize profits. A key aspect of shareholder theory is for small 

business owners to create strategies to increase profit generation efforts for the 

organizations and their shareholders. Stakeholder theorists have argued that different 

kinds of the core business process that add to firm value may need rigorous methods for 

evaluation in the decision-making process to contribute to the maximization of profit (van 

der Linden & Freeman, 2017). van der Linden & Freeman stated that multiple measures 

affect profitability, and the goal should not be to have one single dimensional objective to 

measure performance (2017). Stakeholder theorists focus on managerial decision-making 

with the goal of profit maximization as a secondary objective; ethical, inclusive, and 
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accountable decision-making is a top priority (Aragon-Correa et al., 2017). The contrast 

between stakeholder theorists and profit maximizers' focus is minimal. 

The objective for all businesses is to find ways to maximize profits through the 

decision-making process. The priority of profit maximizers is to engage in decision-

making efforts that emphasize the profitability functioning of markets and businesses 

(van der Linden & Freeman, 2017). Stakeholder theorists do not necessarily have to deny 

profitability but expand the notion that profits may only be an outcome of business in the 

condition of the creation of value for their stakeholders (van der Linden & Freeman, 

2017). A small business must evaluate the business processes and managerial system that 

enables them to make profits for their business and focus on continuous process 

improvement to add value to stakeholder holders.   

Value of Good Decision-Making  

Creating value by improving processes and systems in the organization should 

result in long-term business profitability. Small business owner’s decision to create value 

for the organization and the stakeholder may not translate to maximizing profits in the 

short term. van der Linden & Freeman argued that business is dependent on and creates 

value for different stakeholders and contributes to an environment of stakeholder fairness 

and transparency (2017). However, the value created by business owners may not have 

an immediate impact on profits initially, but the long-term implications could very well 

be substantial (van der Linden & Freeman, 2017). Small businesses should consider 

various factors such as labor cost, projection of productivity of employees without 

obscuring pay increase, the point of the value of providing inspiring jobs, safeguarding 
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the work-life balance, and respecting the privacy of the employees (Turner & Endres, 

2017). From this perspective, decision-making involves the simultaneous consideration 

of different values. 

Managerial Decision-Making  

Small business owners may also use the stakeholder theory and other theoretical 

managerial tools to assist in managerial decisions to help establish processes, protocols, 

measurement metrics, and targets for profit.  Business owner’s managerial decision-

making should be guided by the principle of “stakeholder happiness enhancement” 

meaning that the objective of the business owners should be to enhance the happiness of 

its stakeholders over the foreseeable future” (van der Linden & Freeman, 2017). Business 

owners need to comprehend how decision-making affects different values of the business 

and understand how it will affect the better vision of the business (van der Linden & 

Freeman, 2017). Moreover, the starting point for managerial decision-making is the 

application of daily evaluation performed by the business owner. 

Business owners must make critical decisions daily that will affect the business 

both short-term and long-term. A managerial decision is the establishment of a practical 

and rapid organizational response to any given situation, and the contextual 

appropriateness of a decision (van der Linden & Freeman, 2017). Business owner 

decision-making thus typically involves several dilemmas that affect the present-day 

transaction and future transaction (van der Linden & Freeman, 2017). Business owners 

should incorporate the cyclical process of investigation, validation, and reconsideration 

into daily business operations for growth and profitability (Turner & Endres, 2017).   
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Decision-Making for Growth and Profitability  

All business owner’s decision-making should require the evaluation of 

maximizing profits ethically. Thus, business owners should not only create an 

environment for maximizing profit but also consider other values that benefit the business 

and stakeholders (van der Linden & Freeman, 2017). By understanding that profit is not 

the sole determinant of business value, small business owners would be better served by 

maintaining a more holistic viewpoint of profit (van der Linden & Freeman, 2017). 

Factors such as discretion, enterprise, economy, assiduity, and frugality, should be 

weighted by an ability to decide between benefits and consequences of the said decision 

(van der Linden & Freeman, 2017). Some situations are more complicated and may lead 

business owners to make ethically questionable or exploitative decisions which lead to 

profits for the business (van der Linden & Freeman, 2017). A business owner should 

understand that profits are not a singularly formed concept and may be affected by other 

contrasting values (van der Linden & Freeman, 2017). A business owner should calculate 

how human and environmental values are involved with profits. A business owner 

objective is to understand both human values and environmental impact business growth. 

Business owners should consider human rights and environmental values in the 

thick evaluator process.  A business owners should had understood contexts of how these 

values are involved in making accurate calculations for profits (van der Linden & 

Freeman, 2017). For example, calculating the benefits of creating safety for employees 

may lower profits for the organization, but improve and help create a high-performing 

work environment that is pleasing to the employees and stakeholders. However, taking 
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stock of the value of safety would require the SBO to evaluate the effect managerial 

decision-making can have on maximizing profit to fully understand the outcome for 

profits and growth (van der Linden & Freeman, 2017). Ensuring business safety protocols 

are present may initially be expensive but having an achievement award for a safe work 

environment can lead to higher stocks and investment among stakeholders. In addition, 

established protocols can improve managers’ decision-making with employees.  

Decision-Making with Employees  

SBOs should consider the psychological impacts and influence of decision-

making on employee's well-being. Employee psychological well-being correlates highly 

with improved small business performance. (Parmar et al., 2017). A critical element of a 

business is an employer’s ability to direct resources and attention to the different levels of 

psychological need that foster worker satisfaction (Parmar et al., 2017). The stakeholder 

theory refers to ownership rights and stakeholder rights that fall under the umbrella of the 

stakeholder perspective (Parmar et al., 2017). Small business owners using the 

stakeholder perspective endeavor to primarily create value for stakeholders, including 

customers, employees, suppliers, investors, and the community (Parmar et al., 2017). 

Small business owners must thoroughly understand the effects of employee psychological 

well-being by understanding the value of the multiple stakeholders involved (Parmar et 

al., 2017). There are developments within the psychological individual that lend to the 

decision-making process.   

Small business owners should consider employee’s psychological makeup in the 

decision-making process. Parmar et al. argued that an individuals’ development is 
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predicated on the self-determination theory (2017). The three psychological components 

to understand the aim of satisfying employees are autonomy, competence, and 

relatedness (Parmar et al., 2017). Small business owners’ decision-making process must 

involve their employees’ ratification by understanding the self-determination theory, and 

its components of autonomy, competence, and relatedness (Parmar et al., 2017). 

Autonomy consists of employees being the source of their behavior (Bakker & van 

Woerkom, 2017). SBOs' ability to foster employees’ autonomy could involve the 

development of skills and knowledge relevant to the business, which allows employees to 

demonstrate mastery of skills and knowledge in the work setting at their discretion.  

Employee competence is described as employees’ feeling of effectiveness in 

utilizing their capacities in interactions within a social environment (Osborne & 

Hammoud, 2017). Creating workplace environments that foster employee effectiveness, 

such as scaffolding managerial tasks, could assist with building employee competence. 

Caring for others and being cared for in addition to a sense of connection with others 

constitutes the premise of relatedness (Schummer et al., 2019). SBOs can foster 

relatedness by establishing individual and collective rapport with employees through 

team building, social gatherings, and even peer-modeling activities (Schummer et al., 

2019). The self-determination theory allows organization to connect with all 

stakeholders.   

A small business owner who applies the self-determination theory manages 

motivation and its consequences for the organization. Researchers stated that competence 

is the degree to which an individual perceives the ability to affect the organization, 
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relatedness is the degree to which an individual feels a connection with others in the 

organization, and autonomy is the locus of causality in the organization (Parmar et al., 

2017). A small business that satisfies these three needs creates an environment of 

psychological health and a feeling of well-being among employees.   

Small business owners that utilize and implement tenets of the self-determination 

theory develop a more friendly corporate culture leading to more profits. Researchers 

demonstrated that high self-determination among employees creates favorable outcomes 

for the business or individuals (Parmar et al., 2017). When small business owners 

illustrate high self-determination and constancy, employees have higher performance, 

greater job satisfaction, and better attitudes toward work (Parmar et al., 2017). Parmar et 

al. suggested that the most influential business owners provide autonomy, competence, 

and relatedness to their employees' environments (2017). As a result, business owners 

manage more profit for all stakeholders within the organization, especially those who 

work directly with the organization. Also, small business profits produce policies that 

help control the ‘‘bottom line,’’ referring to financial profits (Parmar et al., 2017). By 

maximizing profits, small business owners create compensation schemes for employees, 

supplier contracts, customer management, and human resource management. The 

stakeholder theory when combined with the self-determination theory maximizes profits 

by both cutting costs and increasing revenue and positively impacting employees' 

experiences through an improved corporate culture (Parmar et al., 2017). Through 

effective communication, small business owners create incentives for employees' 

satisfaction by highlighting the importance of autonomy, competence, and relatedness. 
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Improved employee performance can also free managers to focus more on decision-

making in relation to customers.   

Decision-Making with Customers  

Small business owners desire to meet customer relation needs and improve 

customer decision-making processes (Bader et al., 2019). A small business owner must 

work diligently to improve their products and services to satisfy customers, meet 

financial goals, and profit goals. All business owners desire to meet the customer’s needs, 

and the stakeholder theory provides an avenue to develop and increase customer 

satisfaction. They created an overall quality management system capable of creating 

more product and service value added to customers with fewer resources (Bader et al., 

2019). By creating a quality demand, customers are willing to pay for quality services 

and products (Bader et al., 2019). A small business owner must establish power, 

legitimacy, and urgency within the organization through the decision-making process to 

ensured value and economic sustainability for customers (Bader et al., 2019). To remain 

relevant and impactful, SBOs must remain diligent in product and service evaluation. 

Creating a quality demand for customers based on the organization's quality decision-

making can facilitate the generation of power, legitimacy, and economic sustainability, 

which is of benefit to customers, stakeholders, and business longevity. Analytics can be 

used to improve decision-making processes as well. 

Analytics Business Decision-Making  

The decision-making process requires that small business owners understand 

analytics and use mathematical tools to have a comparative advantage in the industry. 
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Blanco-Mesa et al., in 2018, introduced a proposed mathematical methodological 

perspective to treat business relationships among stakeholders that allowed a predictive 

tool based on the attitude and personal preferences to analyze the association among all 

stakeholders. Small business owners can use analytics to develop the decision-making 

process in uncertainty concerning the structure of importance for each business situation 

(Blanco-Mesa et al., 2018). The business environment dictated strategic planning and 

decision-making based on short-term and long-term goals (Blanco-Mesa et al., 2018). 

Small business owners need to analyze stakeholders and focus on developing matrices, 

identifying relative situational criteria, and understanding the complexity of change. 

SBOs understanding of these matrices can either cause their business to grow or fail 

within the first five years. 

There are many dynamics a small business owner must understand and how the 

multi-faceted components of a successful business are integrated. A business owner's 

routine may involve human reasoning, such as attitudes, perceptions, and value 

judgments to the organization (Blanco-Mesa et al., 2018). Human behavior and the 

business environment can be quantified in the decision-making process by understanding 

the relationship's dynamic based on an information system (Blanco-Mesa et al., 2018). 

Business owners, using stakeholder theory, were studied to help researchers understand 

the business environments and effects on the organization. As a result, the researcher 

used the stakeholder theory to helped small business owners explained and predicted how 

organizations act by considering stakeholder influences (Blanco-Mesa et al., 2018).  

Also, business owners can account for how stakeholders act and seek to influence the 
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organization by the decision-making process, human behavior, and information system.  

Business owners used analytics as a strategic management approach to evaluate the 

business environment and how business decisions affect stakeholders within the 

organization.   

Profitability 

 One of the stakeholders' primary objectives is to maximize profits for all 

stakeholders within the organization. Along with gaining profits, small businesses have a 

social and environmental responsibility to benefit from any location that involves the 

community. A business that has a future is a company that coincides with other 

businesses and the local community (Thomas et al., 2020). Meanwhile, to develop an 

economically sustainable business, business owners must gain and improve their 

profitability in the industry. While many companies start businesses, many do not enjoy a 

long lifespan.  

Business owner’s sustainability report can be used to demonstrate the company's 

expectations and management. Subsequently, stakeholders would be made aware of 

where a small business is gaining profits to demonstrate value to future stakeholders 

(Thomas et al., 2020). The expectations for a business can be demonstrated when an 

increase in profits garners increased investment (Thomas et al., 2020). With increased 

investment, the stakeholder can quickly identify the possibility of future business profits 

based on the rate of return of assets (ROA) (Thomas et al., 2020). Small business owners 

should understand the relationship between profitability, business sustainability reports, 
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profit margins, and long-term growth. This relationship begins with clear communication 

with stakeholders regarding profits.  

Communicate Profits with Stakeholders  

Transparent communication about the companies’ profits with stakeholders is 

imperative to small business success. Small business success is a primary stakeholder's 

desire, but ethical profiting can improve business growth. Communicating ethically and 

responsibly to diverse stakeholders, including the government, employees, investors, 

customers, suppliers, the media, and the public, has become a vital concern for many 

business owners (Fifka et al., 2020). The business owner will face stakeholder scrutiny 

and pressure toward its business conduct concerning governance, employee treatment, 

environmental issues, and community involvement (Fifka et al., 2020). SBOs need to 

disclose financial information because businesses affect society and the environment. 

Small business owners are bound to their shareholders’ interests and face increasing 

pressure on reporting, transparency, and accountability (Fifka et al., 2020).  A business 

owner must be transparent and accountable for all business activities and share a 

sustainable report with a shareholder. Business owners who seek transparency among 

stakeholders should bring more profits to the organization. 

Transparency Brings Profits  

Stakeholder theory was developed to help shift business owners’ perspectives of 

benefit and sustainable economic growth to a holistic viewpoint that includes all 

stakeholders. When the stakeholder theory is used correctly, small businesses can benefit 

and learn that all stakeholders assist with revenue for a generation (Omondi-Ochieng, 
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2018). Small business managers can focus on what determines net income when 

stakeholders develop the competitive advantages necessary for financial success 

(Omondi-Ochieng, 2018). A small business owner and the stakeholders should 

understand that competitive advantage and superior performance are strategic 

management operations if all stakeholders are involved (Omondi-Ochieng, 2018). The 

business owner must find outstanding financial performance relative to its competitors' 

strategic financial resources to generate profits, planning, political, geographic, 

marketing, and financial resources amongst all competitors (Omondi-Ochieng, 2018).  

The business owner and the stakeholders working together can be more profitable and 

economically sustainable. Also, the stakeholder and SBO can create an institution that is 

resilient to the competitive market.   

 Business owners are increasingly expected to be more transparent about their 

business activities and openness to the mission. Since the financial crisis which began in 

2008, global awareness has put intense pressure on companies to achieve profitability 

while remaining transparent (Brulhart et al., 2019). Business practices with economic 

sustainability activities are now seen to build strategic resources, including stakeholder 

relationships and a reputation for environmental awareness. Business owners' decision-

makers may find it difficult to uphold new standards and requirements for business 

awareness the society is requesting for business owners. Nevertheless, if stakeholders are 

brief with business activities and are satisfied with the effectiveness, a positive reputation 

may enhance productivity and profitability. A business with high stakeholder 

transparency will be able to attract, motivate, and all stakeholders. The researchers found 
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that stakeholder transparency positively influenced society proactivity, and society 

proactivity had a positive influence on profitability, and society proactivity mediated the 

relationship between stakeholder transparency and profitability. As a result, business 

owners must have a business structure focusing on profitability and the processes that 

inspired high performances within an organization.   

Profit Business Structure  

Small business owners must also develop an organized business proxy structure to 

gain profitability. One research study mentioned the importance of using financial 

structure variables, return on equity (ROE), and ROA as a way to gauge profitability 

(Seyoum et al., 2020). These formulas are applied by stakeholders to make financial 

decisions that help businesses remain profitable and competitive. As a result, business 

owners should learn to balance financial structure choice and factors concerning 

profitability by identifying appropriate financing sources that contribute to success. 

Corrupt financial structures can lead to financial difficulties and bankruptcy. Seyoum et 

al. stated that financial structure should cover both types of financing long-term debt to 

equity ratio and short-term debt to equity sources (2020). The higher the debt burden the 

lower the profitability and greater likelihood of bankruptcy. However, the positive 

relationship between asset turnover, firm size, and growth opportunity with financial 

performance measures leads to business success (Patel et al., 2018). Small business 

owners can create profitability aside from making a sale. 

 Business owners should learn to balance financial structure choice and factors 

concerning profitability. Small business owners can realize that revenue generated does 
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not always translate to profitability (Porto et al., 2017). Nevertheless, the traditional 

revenue and profit gain or loss are accounting driver information that small businesses 

should be able to translate and understand the meaning to generate profitability (Porto et 

al., 2017).  Small business owners' financial information is essential for the existence of 

the business (Porto et al., 2017). A small business should implicate financial management 

skills into the organization to ensure that a business can survive over five years (Porto et 

al., 2017). Business owner must have financial management skills to gain revenue and 

profits to ensure growth.   

Financial Management 

 A small business owner should understand financial management to prevent 

failure and survive for more than five years. Financial management is a tool in which 

business owners manage financial resources and develop a successful management 

forecast to develop a successful business model (Black et al., 2020). The financial 

management process includes creating a mission statement, choosing a long-term and 

short-term strategy, SWOT, develop strategies to accomplish its long-term and short-term 

goals, implement strategy, and balance scorecard (Black et al., 2020). Business owners 

should handle these resources and skills as a financial instrument to maintained and 

resolved situations that will bring the organization hither. Small business owners can 

sharpen these tools to create a successful business and not fail within five years.   

A small business owner has numerous financial management tools at their 

disposal to help them succeed, but they first should establish a mission statement. The 

business mission statement explains the business's existence and values (Black et al., 
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2020). The small business mission statement explained the business's visions and 

direction that paints a picture of how the business will use its resources to affect its 

employees, local community, and society (Black et al., 2020). Black et al., in 2020, 

highlight the importance of vision: “where there is no vision, the people perish…” 

(Proverbs 29:18). Next, a small business chooses short-term and long-term goals. These 

goals are consistent with the mission statement to achieve these goals. The importance of 

goal achievement is that it will express confidence in the business, highlight a working 

decision-making process, identify opportunities for synergism among stakeholders, and 

evaluate performances throughout the organization (Black et al., 2020). Business owners 

should collect data and demonstrate the ability to analyze the information to make sound 

decisions (Black et al., 2020). Small business owners should consider some software to 

have implemented the financial management process to assist with evaluating the 

organization that dealt with technologies, laws, market conditions, and personnel (Black 

et al., 2020). Small business owners should develop financial management skills and 

utilize the tools accessible to them to stay competitive in a rapid-growing global 

economy. Small business owners can use financial management tools: the SWOT 

analysis, the balanced scorecard, and various financial ratios. 

SWOT Analysis   

SWOT analysis is a customizable and prevalent tool that business owner use to subjective 

opinions and decisions to guide future and current business situations (Granulo & 

Tanovic, 2020). The SWOT analysis is the strength, weakness, opportunity, and threat of 

a business and often used to evaluate a business. The SWOT analysis has no standard 
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template because each business has its own specific goals and achievements (Granulo & 

Tanovic, 2020; Jovic et al., 2020). Strength are internal factors that businesses have that 

they excel at that separate them from the competition (Vlados, 2019). Weaknesses 

represent internal factors that stop an organization from performing at a high level 

(Vlados, 2019). Opportunities represent external factors that give the organization a 

competitive advantage for the future (Gürel, & Tat, 2017). Threats represent external 

factors that harmful to achieving goals (Granulo & Tanovic, 2020). The SWOT analysis 

can transform your business by consistently reviewing its performances and finding areas 

to improve in the industry. However, the SWOT analysis should be tailored for each 

organization.   

Each small business must review its business and see how the SWOT analysis can 

help inform better management decision-making for its organization. Small businesses 

should utilize the SWOT analysis to provide stakeholders with specific business 

knowledge and skills (Gürel, & Tat, 2017; Vlados, 2019). Business owner's strengths of 

SWOT analysis used for different organizations, but the disadvantage requires each 

business owner to outline their own transparent and smart thinking decision-making 

process to take full advantage of the SWOT analysis (Lee & Kotler, 2019). The SWOT 

analysis has its advantages and disadvantages, but it is still a financial management tool 

used to get a competitive advantage among competitors. A small business owner can also 

use the balanced scorecard method to improve financial management among small 

business owners.   

Balanced Scorecard  
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A balanced scorecard is a strategic management tool and financial management 

system that enables a company to set, monitor, and achieve key business strategies by 

growth, business process, customer perspectives, and financial data (Marcu, 2020; 

Yilmaz & Antmen, 2019). Small business owners have used the Balanced Scorecard as a 

financial management tool to improve their business. Robert Kaplan and David Norton 

(1990) developed the Balanced Scorecard to help managements align core business 

processes and develop corporate goals, initiatives and targets in four key areas: 

operations, finance, people, and customers (Granulo & Tanovic, 2020). The financial data 

addresses the short and long-term goals of organization success (Cristea, 2019; Yilmaz & 

Antmen, 2019). The customer perspective is related to the customer perception of their 

satisfaction and loyalty toward the organization (Asiaei & Bontis, 2019; Yilmaz & 

Antmen, 2019). The business process addresses the relationship between the financial 

areas of the company and customer and any improvement needed for a successful 

relationship (Yilmaz & Antmen, 2019; Guix & Font, 2020).  The growth perspective 

addresses the human resources of competitive, employee skills, and the ability to achieve 

goals (Yilmaz & Antmen, 2019; Philbin & Kaur, 2019). The balanced scorecard method 

allows small business owners to view their financial information more as a functional 

relationship between all stakeholders, whether than a micro view of just collecting data 

and forecasting. Small business owners used the balanced scorecard to increase profits 

and improve performances in the organization.   

Small business owners should develop a financial management tool to increase 

profits and performance within the organization. Business owners can use a Balanced 
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Scorecard to create structures for obtaining competitive advantage, increasing profits, and 

improving citizen services. Balanced scorecards are most effective when implemented 

using flexible and adaptable behaviors, performance orientation, efficiency, and progress 

(Despande, 2019; Rošulj & Petrović, 2019). The Balanced Scorecard is a strategic 

management tool used to identify and improve business functions (Peart & Knowles; 

Rošulj & Petrović, 2019).  Balanced scorecards help management set clear and 

measurable goals targets and intitaives (Rošulj & Petrović, 2019). Business owners 

receive data and results, then interpret and utilize the data to make better decisions for the 

organization (Rošulj & Petrović, 2019). Business owners use the balanced scorecard to 

provide a performance management system that transforms the firm’s strategy into 

performance goals. Small business owners should incorporate a software system, such as 

QuickBooks, to record SWOT analyses and balanced scorecard data to improve 

performance. 

QuickBooks 

QuickBooks is a comprehensive accounting technology small business owners 

should invest in at the start of a business to maintain financial accountability. 

QuickBooks is the most frequently used accounting system for small business owners 

(Fordham & Hamilton, 2019). Business owners using QuickBooks helps improve their 

efficiency, effectiveness and add more beneficial features other than basic bookkeeping 

(Bhansali, 2017; Fordham & Hamilton, 2019). In 1983 technology became available that 

allowed small business owners were computerized to provide higher speed and accuracy 

than traditional manually operated hardware such as calculators, comptometers, and cash 
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registers (Fordham & Hamilton, 2019). In 1992, Intuit improved QuickBooks as a 

function to handle all accounting functions and created the software to manage a multi-

industry transaction (Fordham & Hamilton, 2019). Business owners need software to 

improve day-to-to operations for higher speed and accuracy. If a small business owner 

does not hire an accountant, QuickBooks is the most used simple accounting software 

that small business owners can operate. Using QuickBooks would allow SBOs to focus 

on higher priority issues instead of the time-consuming work of bookkeeping.   

 All small business owners should have an accounting system to assist with daily 

business activities. In 2019, Fordham & Hamilton stated that fewer than a third of U.S 

small businesses currently use accounting software for their business. Fordham & 

Hamilton found that QuickBooks was more so used for industry-specific software than 

essential accounting function software (2019). Some business owners who have not used 

an accounting system stated that they have no need, do not see a need, and are unaware of 

the condition of the benefits of QuickBooks (Fordham & Hamilton, 2019; Richard, 

2019). Small business owners who are not using QuickBooks need to analyze their 

information and realize the cost-benefit of an accounting system. Small business owners 

could calculate ratios and knowledge to assist in the decision-making process to prevent 

business failure.   

Basic Ratios  

Calculation of key basic financial ratios and being able to interpret the results is 

vital to business success. Small business owners who used QuickBooks can calculate 

different ratios that will help a business make better financial decisions. Business owners 
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prepared cash flow ratios to form the cash flow statement (Das, 2018). They used cash 

flow ratios as a reliable indicator of liquidity, creditors are frequently using cash flow 

ratios regarding the company’s ability to meet its payment commitments, and cash flow 

ratios provide a dynamic picture of the company (Das, 2018). Business owners used 

ratios as a quick way to analyze business performance and see the potential the 

organization may have in the future. The cash ratio is just one quick ratio that business 

owners used, but several others highlight the status of a small business.   

Small business owners produce financial statements to calculate financial ratios as 

a useful tool for measuring and evaluating business performance. They used financial 

ratios as a crucial role in the analysis of financial statements because these statements 

provide the proper basis for assessing a business entity (Khaled, 2020). The most useful 

of these ratios are return on assets (ROA), earnings per share (EPS), and net profit margin 

(NPM) (Khaled, 2020). Stakeholders are often more interested in the amount of profit 

derived from invested capital than the profit level as a percentage of sales represented by 

the ROA (Khaled, 2020). Business owners used the EPS to reflect the efficiency 

reflecting how much a regular shareholder will earn after deducting the premium share of 

the net profit after interest and taxes that demonstrates the ability for expansion (Khaled, 

2020). Business owners used the NPM to measure sales revenue percentage value after 

deducting all costs and expenses (Khaled, 2020). The higher the organization’s NPM, the 

better management efficiency as reflected in business activities (Khaled, 2020). These 

ratios are small business tools to determine day-to-day operational needs. In addition to 
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software and business ratio analyses, small business owners need tools and strategies to 

ensure organizational survival.   

Need for Effective Business Strategies  

There are several strategies to improve successful business strategies to prevent a 

business from failing. Small business owners account for a significant portion of the 

United States economy yet are failing at alarming rates (Turner & Endres, 2017). 

Between 2004 and 2014, only approximately 78.5% of new business startups survived 

their first year of operations (Turner & Endres, 2017). Turner & Endres (2017) suggested 

that personal characteristics needed to be included could contribute to small business 

sustainability and growth, such as strong negotiation skills, creativity, hard work, and 

self-discipline. Business owners’ ability to lead as measured by leadership qualities such 

as attending to judgment, emotion, physical sensation, cultivating stillness, gaging 

ambiguity, and aligning with a vision (Turner & Endres, 2017). SBOs practice of 

effective leadership characteristics is important for business success. Transformational 

leadership is a leadership approach that can be used to successfully run a business. 

There are several types of leadership styles, but the use of transformational 

leadership creates an opportunity to run a successful business. The use of 

transformational leadership addresses creating changes in the values and goals of 

employees and goal alignment is crucial to the success of a business (Turner & Endres, 

2017). Most business leaders must expand their influence among many areas of the 

organizational environment and the people within each area to ensure an appropriate span 

of control.  Business leaders should identify social networking, interpersonal ties, and the 
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ability to create new connections with stakeholders for the sustainability of a business 

(Turner & Endres, 2017).  

The ability to network is critical to business owners to obtain knowledge 

exchange which led to a higher sustainability rate in their business operations (Turner & 

Endres, 2017). Effective networking suggests that the SBO has established relationships 

and shared aspects of the business with others. As a result, networking may serve as a 

potential, informal loan application, since persons in the SBO’s network have been 

assisting and sharing ideas that are believed to improve business operations. Also, the 

people in the network are likely to understand the need for financial support since they 

are in business as well. Even if the network is not a feasible financial option, networking 

in combination with transformational leadership has hopefully been used to refine the 

SBO’s plans and vision of the business. Such preparation may position the SBO to pursue 

traditional financial supports more effectively.  

If these means prove inaccessible, a business owner can obtain home equity, 

savings, or using a personal credit card for expenses associated with the business to make 

sure they are fully funding (Turner & Endres, 2017). Small businesses must have funding 

to survive. If a business is lacking in any area, it will cause them to fail within five years. 

Turner & Endres stated that fifty percent of small-business owners identified their 

business came from ideas from networking or creativity from existing business (2017). 

Small business owner’s ability to network can decrease failure due to a lack of experience 

and SBOs can utilize networking to better implement transformational leadership within 

their business. Utilizing ideas from networking can assist an SBO in creating a better 
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vision for their business and in turn could improve their ability to inspire their employees. 

Networking does not often appear directly related to business leadership. However, it 

seems that expanding one’s business and social network can catalyze improving 

transformational leadership implementation, which ultimately, can lead to improved 

business success. Business owners should have a strong networking system when lacking 

experience at the initial start of business.   

Lack of Business Knowledge 

Business owners may lack comprehensive business knowledge when first starting 

a business. Lack of experience for business owners may impact competitive edge, 

economic factors, crises, and shifts in priorities (Turner & Endres, 2017). A lack of 

business leadership skills contributes to small-business owners’ failures in maintaining 

economic sustainability in organizations (Turner & Endres, 2017). Knowledge of how to 

facilitate such expansion is often limited for business leaders (Turner & Endres, 2017). 

Without this basic knowledge, many business leaders attempt expansion based on prior 

knowledge, which may lead to erroneous business decisions. Knowledge of a specific 

business leadership style may assist in curtailing business failures. 

Transformational leadership can serve as a mechanism for leaders to understand 

why and how to create positive expanded relationships. While the nuances of the 

particular industry may require adjustments, utilizing transformational leadership as a 

foundation for understanding business leadership can be effective. Small-business owners 

are often required to simultaneously manage business expenses due to any high expenses 

unexpected costs that harm profitability and sustainability (Turner & Endres, 2017). For 
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example, some small business owners often overlook health insurance costs and 

identified them as a serious challenge to their ability to maintain profitability (Turner & 

Endres, 2017). In addition, some business owner lacks the knowledge to utilize 

technology with their busy through awareness, experience, and expertise (Turner & 

Endres, 2017). The small business industry is unpredictable. The more informed a 

business owner is at the initial start of business the better they will be able to handle 

situations due to a lack of experience. Not only is leadership knowledge needed, 

understanding of finance acquisitioning is also imperative for business success. 

Small business owners also need understanding of how to secure proper funding 

at the initial start of business.  Investors are wary of financial assistance to new small-

business owners due to the lack of experience and risky proposition (Turner & Endres, 

2017). New small business owners face challenges associated with financing a new 

business launch (Turner & Endres, 2017). Networking and transformational leadership 

may assist with this aspect. Expansion of social and business networks can subsequently 

expand SBOs pool of potential investors.    

Transition 

Section 1 contained the business problem, method, and design I used for 

conducting my study. A comprehensive review of literature illustrated the need to explore 

ways to prevent small businesses from failing. Section 2 begins with an overview of the 

qualitative single-case study design chosen along with the sampling technique, data 

collection process, data analysis process, and measures of reliability and validity of my 
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study.  Section 3 concludes with a presentation of the findings and recommendations and 

personal reflections. 
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Section 2: The Project 

 Exploring strategies small business owners use to improve financial management 

skills for better competitive positioning and profitability are the focus of the qualitative 

multiple case study. Profitability and competitive positioning are vital aspects of small 

businesses (Arunachalam et al., 2018). Improved supports and training offered to small 

business owners may improve local and national economic stability (Romanenko & 

Rakhuba, 2019). In this section, I discuss the purpose statement, the role of the 

researcher, participants, research method and design, population and sampling, ethical 

research, data collection, data analysis technique, and reliability and validity of the study. 

Purpose Statement 

The purpose of this qualitative multiple case study was to explore the strategies 

SBOs used to improve financial management skills for better competitive positioning and 

profitability. The target population was five business owners with over 5 successful years 

of experience being a small business owner in Central Mississippi. These SBOs located 

in Central Mississippi have experience in the freight industry by operating and growing a 

small business successfully for over 5 years through their experiences in the successful 

implementation of financial management strategies. The implications for positive social 

change include the potential for improving the financial literacy of small business owners 

that may prevent business failure and improve the state and local economy of Central 

Mississippians through higher employment and tax revenues.   
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Role of the Researcher 

My role as a researcher was to select a methodology and design best for my study, 

and to gather data participants for the evaluation. The role of the researcher varies for 

different study types (Glegg, 2019). For this study, my role was to use data collection 

instruments to collect data on participants’ experiences to better understand the topic of 

research as suggested by Yin’s 2018 research. I selected the applicable and feasible 

methodology and design, locating participants, as well as gathered and evaluated data for 

the proposed study (Wa-Mbaleka, 2019). As the orchestrator of the study, I was ensured 

proper and principled protocols of ethical behavior, validity, and reliability are adhered to 

throughout the study. I served as the main data collection instrument for the study by 

conducting interviews. I have professional relationships with participants. The used of 

interview and transcription protocols was used to mitigate potential biases which is 

aligned with the recommendations contained in Yeong et al., 2018. Interview protocols 

were used to ensure consistency in questions and to guide the interview process. I 

ensured all research studies were ethically sound and in accordance with IRB and the 

Belmont Report protocols was a vital researcher's role. I collected various financial 

statements from participants as secondary data sources. 

Participants  

The focus of the study was to explored strategies to help small businesses survive 

beyond 5 years. Yin (2018) highlighted the important role of participants in a study and 

addressed the qualitative research features for selecting participants. All participants were 

small business owners related to the field of study. The sample size meets the suggested 
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interview participant number needed to obtain data saturation for the proposed study. The 

target population were small business owners in Jackson, MS who had at least 5 years of 

experience running a small business. A purposive sample was used for the study. The 

criterion for the selection of the participants were that each business owner had to 

successfully sustain their business for over 5 years. A minimum criterion of 5 years of 

business experience, suggests the owners were able to sustain profitability (Alarussi & 

Alhaderi, 2018). Professional relationships and contacts provided access to participating 

small business owners. Each participant received a brief explanation of the purpose of the 

study, a resume and synopsis of my background. Participants received consistent 

communication, including follow-up phone calls, emails, and social media contacts. 

During the interview, I ensured that all the participants understood and were comfortable 

conveying the information for the study. 

Research Method and Design  

Research Method 

The three methods of research design are quantitative, mixed method, and 

qualitative. Interactions with interview participants to attain a holistic understanding of a 

research phenomenon is only produced in qualitative studies (Zyphur & Pierides, 2017). 

Specifically, qualitative exploratory research is used to gain a deeper understanding of 

why certain things are happening to provide a comprehensive and scholarly rationale for 

events (Yin, 2018). Yin, in 2018, stated that qualitative research allows researchers to 

develop a sense of an event and patterns by analyzing data retrieve from the phenomena. 

A qualitative case study was appropriate to explore strategies small business owners use 
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to survive beyond 5 years because it is not known which strategies are most effective and 

identification of strategies requires exploration into the phenomenon of SBA 

management practices.     

Identification of the strategies used by SBOs and rationales behind the choices 

would not be revealed in a quantitative design. The quantitative method is a reliable 

source for in-depth research on the examination of quantitative relationships and testing 

hypotheses (Yin, 2018). The quantitative research method is a systematic, deductive, 

evidence-based approach, which uses statistical data techniques to determine significant 

relationships among dependent and independent variables (Yin, 2018). Measures of 

effectiveness of strategies would be more befitting for a quantitative design and 

subsequent research studies (Zyphur & Pierides, 2017). The mixed-method approach 

includes both qualitative and quantitative methods (Zyphur & Pierides, 2017). The 

quantitative approach and mixed-method approach could not be used to provide the depth 

and richness of a multiple case study design and are not appropriate for this study.    

Research Design 

To explore the strategies small business owners used to improve financial 

management skills for better competitive positioning and profitability a multiple case 

study design will be used. A multiple case study can be used for the analysis of an 

exploratory inquiry with specific case findings being a reliable database (Harrison et al., 

2017). Exploration of participants’ business experiences regarding financial management 

skills that foster better competitive positioning and profitability by small businesses is 
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best addressed by an intensive study of the group (Gustafsson, 2017). I explored the best 

strategies to help a small business survival over 5 years.  

This study contains a focus on strategies to help small business survival over 5 

years. The ethnography design was not appropriate for this study, as suggested by 

Isaksson et al. (2017), since the beliefs, feelings, and culture of research participants by 

the everyday lives and realities of people were not explored. I used the ethnographic 

design to collect data on culture by observation, a deeper understanding of an agent of 

change, rather than strategies of improvement used by SBOs (Isaksson et al., 2017). 

Phenomenological studies, another design option, are used by researchers to focus on the 

study of an individual or a group of people who share phenomenological life experiences 

(Goergen et al., 2019). The objective of the study was to identify strategies that will grow 

all stakeholders and do not involve the lived experiences of a person or group, thus 

eliminating phenomenological study design was not an option for the study. Data 

saturation occurs when the data collection results in no new information emerging from 

study participants’ responses (Yin, 2018). Interviews and data collection were continued 

until the data saturation is reached. Solicitation of additional participants was conducted 

if needed.  

Population 

The target population was business owners with over 5 successful years of 

experience being a small business owner in Central Mississippi. SBOs had businesses 

located in Central Mississippi in the freight industry and have had self-reported financial 
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management success. According to public records, 5 local business owners met the 

selection criteria.  

Participants had to have 5 successful years of experience being a small business 

owner, reside in Central Mississippi, conduct business in the freight industry, and have 

had self-reported financial management success. Sampling methods vary and should be 

directly aligned with research questions and overall study purposes (Etikan & Bala, 

2017). Purposive sampling relies on the researcher’s judgment regarding selection of 

participants (Etikan & Bala, 2017). Purposive sampling was used to select participants 

based on a predetermined set of criteria to make theoretical, analytical, or logical 

generalizations on the studied group. The exploratory design lends to purposive sampling 

since the findings of the proposed study can lead to further research (Sharma, 2017). The 

major weaknesses of purposive sampling are researcher biases and limited transferability 

(Sharma, 2017). Participants were selected using specific selection criteria, to curtail 

researcher bias. In addition, objective transcriptions of all interviews combined with 

member-checking should further foster objectivity of analyzed (Wadams & Park, 2018). 

The limited transferability was a result of the selection of a specific group of participants. 

The findings may not apply to other regions, industries, or demographics (Maxwell, 

2020). Purposive selection of small business owners was used to ensure participants’ 

backgrounds and business experience were relevant to the study. Purposeful sampling 

directly aligned participants with the intended research question regarding small business 

owners’ life-learned experiences.  Interviewees’, at a location of their choosing, 

participated in face-to-face interviews, using open-ended interview questions.  Participant 
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response data were analyzed using qualitative computer software to eliminate any 

potential interpretative bias.    

Ethical Research 

After receiving my approval number 01-04-22-0752806 from the Walden 

University IRB, I solicited participants using the criteria establish. Solicitation included 

using word of mouth, business network contacts, and social media. Social media and 

individual email solicitations were posted and sent, respectively, to obtain the target 

participants needed. When combined with ethical considerations, social media and email 

are practical and effective means of participant solicitation (Hammer, 2017). Once 

enough participants agreed to be a part of the study, soliciting was concluded.  Study 

solicitation resumed to ensure the target sample size was reached only if agreeing 

participants could not complete all aspects of participant responsibilities or withdraw 

from the study. An email signifying withdrawal from the study was all that was needed if 

a participant no longer desires to be a part of the study, as suggested by Fernandez 

(2020). The consent form included the research questions, a statement of consent with the 

agreement, and a recorded interview.  Participants were sent an email containing full 

study details and a consent form (see Appendices A and B). 

All research study processes were ethically sound and in accordance with IRB and 

the Belmont Report protocols (Lantos, 2020; Sutton, 2020). Throughout the study 

anonymity was maintained. Information collected during the study did not contain items 

considered as personal identifiers, which adhere to confidentiality procedures 

recommended by Audrey et al. (2017). Avoidance of embarrassment, personal harm, 
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offense, fright, or distress is an essential aspect of the data collection process (Audrey et 

al., 2017). The interview transcripts and secondary data remained secured on an 

encrypted flash drive for 5 years and subsequently destroyed to protect the privacy of the 

participants to protect the data collected (Wallace & Sheldon, 2015). Pseudonyms were 

used for all participants. Use of pseudonyms prevented breached of confidentiality while 

maintaining the ability to effectively and accurately analyzed data collected (Saunders et 

al., 2018). Data was secured on an encrypted laptop in accordance with Walden 

University policy. 

Data Collection Instruments 

Participant interviews were used as the primary data collection instrument in this 

study. Participant interviews are commonly used in qualitative studies (McGrath et al., 

2019). Participants' specific perspectives regarding a phenomenon as opposed to large-

scale generalizations were explored through interviews (McGrath et al., 2019). Regarding 

the current study, the phenomenon was strategies SBOs used to improve financial 

management skills for better competitive positioning and profitability. Semi structured 

interviews were used to conduct data collection. The semi structured interview process 

not only allowed for the collection of data regarding the topic but also allowed for 

follow-up questions and interpretations of participants’ nonverbal communications 

(Constantinou et al., 2017). Face-to-face interviews were used to gather information 

needed for the study. Interview questions were constructed to align with the research 

questions, after reviewing studies on small business financial management and similar 

pertinent articles. After approval from IRB at Walden University, interviews were 
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conducted. Participants were contacted and scheduled for the interviews. Interviews were 

scheduled in 30-minute increments. The amount of time allotted for the interviews 

allowed participants to thoroughly answer each question posed, as well as allow for 

elaboration and follow-up questions. Interviews were recorded, via Zoom. All interviews 

were transcribed, and each participant was asked to review the summation of the 

collected data to provide validation and feedback resulting in member checking of the 

information (Van Audenhove & Donders, 2019). The member checking processed assists 

in ensuring data accuracy and reliability (Candela, 2019).  

Data Collection Technique 

The proposed multiple case study was explored the strategies small business 

owners use to improve financial management skills for better competitive positioning and 

profitability. Data techniques included semistructured interviews and documentation 

(Yin, 2018). The interview was structured to collect data regarding participants’ life 

experiences while owning a small business and strategies used to sustain success. The 

face-to-face interview allowed access to a wealth of specific industry knowledge that may 

not be published yet (Constantinou et al., 2017). The advantage of face-to-face interviews 

was a maximum degree of communication and interaction between the researcher and 

participant (Constantinou et al., 2017). A face-to-face interviewer can observe behaviors 

and nonverbal cues. There was also disadvantaged to face-to-face interviews. Potential 

disadvantaged was bias of the interviewer and time constraints on respondents (Hawkins, 

2018). For this case study, the advantages of face-to-face interviews outweighed the 

disadvantages.  
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Data Organization Technique 

Interview data was collected by using a voice recorder, or Zoom video platform, 

in response to the interview questions. Voice or video recordings enabled accurate recall 

and transcription of participant responses (Vindralo-Padros & Johnson, 2020). The 

recordings, regardless of platform, was stored on an encrypted flash drive to protect all 

data (Wallace & Sheldon, 2015). Additionally, interview notes were taken during the 

interview. Researcher noted required recall of precise details, which add to the quality of 

data analysis (Archard, 2020). New and pertinent responses was noted and highlighted 

during the interview and reviewed during data analysis (Archard, 2020).  After all 

interviews, transcription, coding, and organization of the interview data was taken place 

to determine reoccurring themes. Transcription of the interview textual data was 

completed using the Dragon v15 software. Transcription software increases the reliability 

of interview data and decreases human transcription errors (Bokhove & Downey, 2018). 

Yin (2018) suggested qualitative validity and reliability rested upon triangulation of data, 

saturation, trust, and applicability; all of which were achieved through the use of 

interviews, recordings, and IT data devices. The interview transcripts and secondary data 

was remained secured on an encrypted flash drive for five years and subsequently 

destroyed to protect the privacy of the participants to protect the data collected (Wallace 

& Sheldon, 2015). According to Walden University policy, I was deposed of all 

information related to my study.   
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Data Analysis 

The purpose of this qualitative multiple case study was to explore the strategies 

small business owners use to improve financial management skills for better competitive 

positioning and profitability. Braun and Clarke’s (2006) six-step framework was used for 

thematic data. Thematic analysis identifies qualitative data set patterns.  Thematic 

analysis was the ideal process for analysis due to the exploratory rather than theoretical 

focus (2006). Thematic analysis was conducted to analyze the qualitative data for the 

proposed study.  

A full write-up of the thematic analysis was the last step of the analysis. 

Identification of patterns and themes was required open and axial coding (Maguire & 

Delahunt, 2017). After open coding, data was organized based on meanings originating 

from collected data (Vollstedt, & Rezat, 2019). The process of axial coding was the 

analysis of coded data to determine code connections (2019). Broad themes and 

subthemes became evident during analysis. The Dragon software was used to highlight 

the major themes collected in the interview. My objective was to identify themes and 

patterns to improve financial management skills for better competitive positioning and 

profitability along with the successful strategies to prevent failure within 5 years (Yin, 

2018). Semi structured interviews, documents, and member checking provided in-depth 

responded for identifying and interpreting the data. 
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Reliability and Validity 

Reliability 

Each participant was asked to review their transcribed responded to ensured 

accuracy. Dependability and consistency were vital to qualitative research (Hayashi et al., 

2019). Reliability was when data collection and analysis were consistent and free from 

inaccuracies (Hayashi et al., 2019). Bias from the researcher can negatively affect the 

reliability of the research (Yin, 2018). Transcription software increased the reliability of 

interview data, decreased human transcription errors and researcher bias (Bokhove & 

Downey, 2018). Member checking was a method to assure reliability and validity 

(Candela, 2019). Each participant was asked to review their transcribed responses to 

ensure accuracy. Internal consistency was another measured of reliability. Internal 

consistency assured evaluation methods were appropriated for the study and maybe the 

most critical phase of evaluating reliability (Pham, 2018). Reliability and validity ensured 

the design of the case study has credibility, trustworthiness, and data dependability (Yin, 

2018). Reliability regarded the amount of credibility, transferability, dependability, and 

confirmability of the data (Yin, 2018). Validity and reliability provided the necessary 

elements to ensure the credibility and dependability of the case study.  

The dependability of the proposed study was sustained by conducting the 

interviews in similar settings throughout the study. Limiting setting changes can limit 

impacts to participant responded and thus solidify the dependability of the study findings 

(Bergen & Labonte, 2020). In the case in which unavoidable changed occur, interviewer 

notes will reflect the occurrences and potential impacts. Although every potential 
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contextual change cannot be accounted for, the study was designed to replicate consistent 

contextual settings for each interview conducted (Bergen & Labonte, 2020).  

Validity 

Member checking was used to validate the accuracy and understanding of data 

collected and emerging themes. Validity was critical in qualitative research as it is a key 

element of quality (Yin, 2018). External validity was the ability to be transferable in 

qualitative research through the evidence providing other researchers (Yin, 2018). 

Member checking was a way to validate results and conclusions in qualitative research 

(Candela, 2019). In addition to the interviews, methodological triangulation data was 

incorporated by collecting documents such as a chart of accounts from the participants to 

aid in achieving data saturation. Data triangulation was the used of various data sources 

to determine a consensus of study findings (Renz et al., 2018). The additional data 

sources serve as a means of validating interview responses, in the case of the proposed 

study. 

Credibility 

The participants’ perspective of the phenomena central to the explorative nature 

of the study. Member checking of all the participants’ responses in this study can solidify 

the integrity of the findings to assure accuracy and credibility (Yin, 2018). Participants 

will have the opportunity to review the findings from interviews to determine the 

legitimacy of the results and provide clarifications when needed (Thomas, 2017). 

Credibility of the study will be ensured by synthesizing the notes and interpreting the 

study using member checking and confirmation of the authenticity of data. 
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Transferability 

Transferability was also be predicated on the proposed transfer setting being 

similar to that of the proposed study; rural, southern, and specific to the logistics industry. 

The results of the qualitative study have the potential for being generalized or transferred 

to other contextual settings (Finfgeld-Connett, 2010). Transferability, for qualitative 

research, was largely determined by the person attempting to applied findings to another 

context (Finfgeld-Connett, 2010). However, the thick description of the proposed study 

methodology and analysis process should foster transferability (Cornelissen, 2017). I 

illustrated the transferability for future readers and researchers by analyzing the data from 

participants, member checking, and other research findings data collected measures. 

Confirmability  

Thick description of the proposed study methodology, sampling, secondary data 

source acquisition process, and analysis process was added to the current study to 

increase the confirmability. The assurance of findings being able to be confirmed by 

other researchers was known as confirmability (Nassaji, 2020). Confirmability regards 

ensured that data and finding interpretations were not just made up or erroneous but 

based on collected data. The concept of confirmability directly related to the 

establishment of reliability and validity of a study (Haven & Van Grootel, 2019). 

Detailed record of the findings’ analysis process, sampling and data sources allowed for 

replication of the study, in a similar setting, which can confirm study results (Johnson et 

al., 2020). I was presented confirmability of the study by recording the finding of the 

interview, member checking, and coding the data for the recording initial interview.  
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Transition and Summary 

The purpose of this qualitative multiple case study is to explore the strategies 

small business owners use to improve financial management skills for better competitive 

positioning and profitability. Section two provided a discussion on how to collect data 

and provide analysis for reliability and validity. In section three, I will present the 

findings, implications, make recommendations generated from the data collected from the 

study, and offer any areas of new research. 
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Section 3: Application to Professional Practice and Implications for Change 

Introduction 

The purpose of this qualitative multiple case study was to explore the strategies 

SBOs use to improve financial management skills for better competitive positioning and 

profitability. The target population was five business owners with 5 successful years of 

experience as SBOs in central Mississippi. These SBOs, located in Central Mississippi, 

have experience in the freight industry by operating and growing a small business 

successfully for over 5 years through their successful implementation of financial 

management strategies. The implication for positive social change includes the potential 

for improving the financial literacy of small business owners that may prevent business 

failure and improve the state and local economy of Central Mississippians through higher 

employment and tax revenues.  

This section contains a discussion of the data analysis from the interview data that 

coincides with the five themes. Five participants cooperated and agreed to take part in the 

qualitative case study. Participants answered five open-ended semi structured questions 

to answer the overall research question of this study. Zoom videoconferencing interviews 

and interview dialogue were transcribed for data analysis. Next, correlation of the 

thematic analysis of the five major themes that emulate the financial management skills 

for better competitive positioning and profitability was completed. Lastly, an in-depth 

analysis of the interviews and illustration of present the findings, applications to 

professional practice, implications for social change, recommendations for action, 

recommendations for further study, reflections, and the conclusion are presented. 
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Presentation of Findings 

The findings for this qualitative multiple case study derived from the open-ended 

interview questions. Study data is presented as a data collecting matrix to explore the 

strategies small business owners, in Central Mississippi, used to improve financial 

management skills for better competitive positioning and profitability. The primary 

research question for this study was: What strategies do small business owners in Central 

Mississippi use to improve financial management skills for better competitive positioning 

and profitability? The five participants were small business owners in the freight industry 

with over 5 successful years of experience being a small business owner in Central 

Mississippi. These small business owners manage their businesses differently, but each 

business is successful in managing a business over 5 years using financial management 

skills.  

Participants were coded as SBP1, SBP2, SBP3, SBP4, and SBP5 to protect the 

security, privacy, and confidentiality for all participants. The freight hub where these 

small business owners operate their business in Central Mississippi were observed by the 

researcher. After the interview, Yin’s (2018) five-step process was used to identify the 

matching themes by (a) compiling, (b) disassembling, (c) reassembling, (d) interpreting, 

and (e) summarizing data. The themes which were identified as (a) financial 

management, (b) successful business strategies, and (c) profitability.  
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Table 2 

 

Frequency of Themes 

 
 

Themes     N        Percentage 
 

 

Financial Management   73     31% 

 

Successful Business Strategies  104     45% 

 

Profitability and Revenue   55     24% 

 

Table 3 

 

Participant Responses to Financial Management 

Participants Percentage of responses to Financial 

Management 

SBP1 

 

SBP2 

 

22% 

  

                              32% 

 

SBP3 21% 

SBP4 11% 

SBP5 

 

15% 

 

Theme: 1 Financial Management 

 The first common theme to emerge from interviews was that of the importance of 

financial literacy and management. Each participant had their own unique in the way of 

using financial management for their business. These independent contractors received 
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multimillion dollar contracts from FedEx. The primary objective for these small business 

owners was to manage the funding received to foster financial gains. Each SBO has 

enormous operation expense such as the maintenance of trucks, fuel cost, employee 

payroll, loan payments, inflation cost, safety cost, and legal cost. SPB3 stated “that it is 

important to understand that the money and the revenue will come and focus on where 

the business is going and making sure that one possesses the education to operate the 

business properly and profitability.” SBP4 stated that, “you must want to broaden your 

business while understanding the territory being serviced.” These small business owners 

must know the geography of the territory of the route location in which the service as 

well as the territory in which they can hire. SPB3 stated that in 2004 there were more 

males working but there are more single moms working in his industry now. SBP2 stated 

that “financial managements skills are the key to improving a businesses’ competitive 

positioning”. SBP1 stated that “nimbleness, creativity, and thinking outside the box are 

keys to effective financial management.” SBP5 stated that his “background is an 

accounting there is a big difference between running someone else’s finances and doing it 

for your own business.”  

 All participants managed their business in a similar way, but each had their own 

focus that fostered their success. SBP1 stated “as a business owner studying, reading, and 

understanding the market are vital successful financial responsibility because finances 

change based on ever-changing government regulations.” SBOs need to understand how 

the government regulations affect the interest rates and banking industry, which is how 

SBP1 make moves with his business with the increase and decrease of interest rates. 
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SPB1 spoke more specifically about the elements that contributed to their success by 

stating, 

My ethnicity and build relationship with him at a multiple conversations, just 

meeting with them, you know, outside of, you know, the bank, and just showing a 

sense of understanding about my industry, allows to foster a good relationship 

with allowance or at the bank says something that is extremely important and also 

use a small bank, a local bank at the time was bank plus that I utilize to enter into 

the business to get some additional financing or to purchase of trucks, and 

whatever I may have needed to move my business forward. So, as a business 

owners is very important to continue to study read and understand the market 

around you when it comes to finances because finances change based off of the 

government so continue to read and understand how the government up an 

interest rates and lowering interest rates and how that affects the banking industry 

has been something that has allowed me to make moves within my business, time 

and it with the increase of interest rates and the decrease of interest rates, and how 

those things will impact the loans that I'll you know that I'm servicing for the 

bank. So, knowing essays can save a small business thousands of dollars. and they 

can allow you to borrow more money if they be because of the low interest rates 

low payment so they can actually use some funds to buy a lot of business I would 

say that education and continuing education will be understanding at least that my 

minuet of new aspect of the finance process. 
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Each business secured a business loan over the life of their time in business. 

Nevertheless, SBP2 stated that he “maintains financial stability of the company by 

limiting debt and working towards operating in financial freedom.” In fact, SBP2’s main 

financial management success is limiting debt. SBP3 stated that “increasing banking 

skills through financial management has allowed me to weather financial storms that 

would have devastated other businesses.” SBP3 also said that “the benefit of increasing 

financial skills strengthen the ability to withstand fluctuating cycles of business.” SBP4 

stated that “financial management determines if the business succeeds. SPB5 stated that 

“revenues strictly based on how many packages they give us. Therefore, we just must 

strictly manage expenses just paying attention and counting dollars.”  

 Each participant used a form of financial management and accounting software to 

manage working capital and reporting more efficiently. Data matrices, upper 

management and micromanagement were incorporated periodically to assist with 

financial management decisions for day-to-day operation. SPB1, SPB3, SPB4, SPB5 use 

QuickBooks software to manage financial data. SPB1 stated that “the detailed financial 

information is handled by an accountant via QuickBooks.” SPB1 stated that: 

I use Excel to try to dive in and manage the business QuickBooks strategies 

around financing credit strategies around forecasting. In order to you know just be 

better prepared and business to look down the road long term help improve cash 

flow. So, just made me a stronger business more solid business and recognizing 

your cash flow and how it flows kind of helps you to improve your profitability 

and also to see where you are, are losing money or making money out. For me, it's 
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all about efficiency so you're trying to find ways to increase your efficiency in 

delivering your product or service. So and wages is a big place to try to control 

your expenses some of your expenses your largest expensive but you know some 

of the smaller things that will creep up on you, that really can take away your 

profitability safety being one of those. 

SPB3 stated that “QuickBooks is used to keep up with the business transactions 

and forecast raw logistics numbers.” SPB4 stated that he “used QuickBooks along with 

Excel spreadsheets to analyze spending inputs and outputs.” SPB5 stated that “without an 

accounting background I don’t think I would be a small business owner.” SPB2 was the 

only participant not to use QuickBooks. Instead, he used an operational payroll and a few 

online systems to operate the busy.  

Correlation to Literature 

 Small business owners use of financial management was essential for their 

businesses to survive over five years and the testimonies from the participants correspond 

to the literature presented. The participants provided some real-world experience that 

coincided with the extant literature. Similar to the findings from Black et al. (2020), 

participants from the current study used financial management tools to manage their 

financial resources, develop successful management forecasts and develop a successful 

business model. The findings confirm the research of Fordham and Hamilton (2019) that 

most of the participants use QuickBooks and some type of accounting software for 

business operation. Several of the participants indicated using QuickBooks improved 

their efficiency, effectiveness and contained more beneficial features than other 
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bookkeeping software. Similar findings were reported in studies by Bhansali (2017) and 

Fordham and Hamilton (2019). Participants’ interview responses mimic past research 

literature on the topic of financial management strategies and further support previous 

assertions made in past studies.  

Correlation to Conceptual Framework 

 Participants’ past business experience were a form of entrepreneurial 

education used to improve business survival. Gianiodis and Meek (2020) presented 

results that emphasized the importance of both formal and informal entrepreneurial 

education and means for evaluating the effectiveness of said educational opportunities. 

The participants in the study reflect the use of informal education experiences through 

past business ventures. FedEx evaluated the expectations of these participants and 

invested millions into their operation which further fostered the success of their business 

(Gianiodis & Meek, 2020). Freeman’s stakeholder theory was illustrated by FedEx being 

the investor to the participants that services customers, hire employees, and have 

contractors with needed suppliers (Peng & Isa, 2020). The success for all stakeholder is 

vested for all parties to succeed so that everyone benefits from the business relation. The 

participants illustrated the stakeholder’s theory by establishing feasible means to protect 

and expand FedEx’s investments. The study participants used the stakeholder investment 

to improve customer service, employee management, and the business contracts of their 

respective businesses.  
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Table 4 

 

Participant Responses to Success Business Strategies 

Participants Percentage of Responses to Successful 

Business Strategies 

SBP1 

 

SBP2                                                 

 

25% 

 

13% 

SBP3 17% 

SBP4 11% 

SBP5 34% 

 

Theme: 2 Individualized Business Strategies 

 Small business owners created business strategies tailored to the needs of the 

business in order to survive beyond 5 years. SBP1 had several successful business 

strategies he used throughout his time as a small business owner. SBP1 stated that “a 

good bank and a good loan officer are critical to establishing solid financial foundation. 

Most small business must start with a loan in order to start their business.” He also 

emphasized building a positive relationship with banks. He suggested banking with 

small, local banks to get additional financing and support not always available at larger 

banks. In his case, SBP1 needed trucks to operate his business. He highlighted the point 

of getting low interest rates. SPB1 stated “the importance of financial literacy and having 

the knowledge and verbiage to foster positive banking relationships.” A small business 

owners should continue to study the target industry markets and governmental changes. 

SPB1 stated that “financial literacy and studying the market broaden perspectives and 
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demonstrate studiousness to people wanting to invest in the business.” SPB2 serves 

different types of business owners, and he diversifies his business to eliminate 

middlemen. For example, SPB1 has a mechanic shop for truck maintenance to save on 

overhead. He also used real estate divestments to consolidate some debt to extend loan 

terms from 5 years to 20 years.  

 SPB1 stated that “good employees make money for the business, while bad 

employees cost the business money.” SPB1 provided competitive pay for his employees. 

SPB1 “has two lines of credit so that if there’s a downtime period, I will not have to lay 

people off. Nevertheless, you have to be creative in recruiting and copy success strategies 

in the workplace. When it comes to employees, knowing the size of employment forces 

works best for your mindset and you scope of management skills.  Extra managers to 

manage the profitability of the employees is important.” 

 SPB2 stated “a financially stable company requires a business owner to 

thoroughly research the business and industry before starting.” He got into the business 

by doing research and building relationships with other business partners. His research, 

determination, and tenacity helped him start and run a successful business. “If a person 

doesn’t know the business industry the business will not last.” SPB2 believes in being a 

micromanager in which he still has managers who help run the business. He 

recommended to “remain engaged with the business so that it will not fail.”  

 SPB2 stated that he “pays his employees more money than the market. The 

average manager makes $120 a day, but I pay my manager $160 a day to secure quality 

management.” SPB2 pays for a small term insurance for his employees. SPB2 paid $200 
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bonus a month along with other bonuses for employee who take care of the vehicle and to 

employees that deliver a certain number of packages monthly. He pays for a week 

vacation and pays sick leave. SPB2 feels these “incentives are success strategies that 

foster the success of the business.” His employees never miss a day and normally give a 

months’ notice when they need to take off. “You have about six weeks to against for the 

shortage in worker that week.” SBP2 works hand-and-and with his managers “to see how 

to approach the other employees. You must have workers and you must have money to 

run a business.”  

SPB3 stated that his “strategy is to use Excel to drive and manage the business 

through QuickBooks strategies around financing, credit, and forecasting. To know how to 

run a business the SBO needs long-term vision to improve cash flow. A business owner 

with vision could foster a more solid business that secured the cash flow needed to 

improve profitability and minimize losses.” SBP3 believes in “establishing efficiency to 

deliver product and services, control expenses, while being aware of anomalies that may 

impact future financial metrics and percentages.” SBP3 stated that “ignoring business 

metrics could result in lost revenue.” SPB3 consistently monitored the company’s 

financial spreadsheet data to identify potential problems before they arise. SBP3 paid 

attention to the market and the economy to assist with developing business strategies. 

SPB3 were aware of business failures in his industry and learned from other people’s 

mistakes to establish a competitive advantage. SPB3 learned that “people and products 

are the biggest part of business so hiring right is a key strategy.” SPB3 hired a 

management firm to hire high-level employees. SPB3 stated “the hiring market has 
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change from majority male workers to more single moms.” SPB3 began his decision-

making process “with prayers and asks God for the wisdom” to run his business 

successfully.  

 SPB4 stated that “in order to run a successful business a business owner must get 

familiar with the industry territory. The territory included all business operation such as 

routes, geography, local economy, and operational cost.” SPB4 elaborated on the 

importance of logistics by stating: 

How many people that you have in that day, you know, how many employees that 

you have on the cloud syncing sir. To maximize it, you're watching your calls to 

the best of your ability. Ability you're watching your, your volume, you're seeing 

how many people that, Unfortunately, that you don't need. You know, you're 

seeing how many people. I mean how many vehicles, is it just necessary to have 

on the road, so that you're getting the maximum profit from your business. It just, 

again it all centers and towns around the same thing is your people in your 

vehicles, and you try and keep that under control, so that you can maximize your 

profits. Those are the two key things. Your, your employees. Keeping employees, 

trying to retain employees and your vehicle, and of course your fuel. Those are 

the key factors. 

SPB4 watched “the volume of trucks and employees needed to run the business.” 

SPB4 stated that “retaining employees, trucks, and access to fuel are the key factors to 

run the business.” SPB4 believed in “receiving input for the employees to also run a 

successful business.” SPB4 observed the territory by being aware of infrastructure in the 
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area. SBP4 stated that “roads that are paved, clay, or gravel determine the livelihood of a 

vehicle along with fuel cost to these rural areas in Central Mississippi.”  

 SPB4 analyzed the business by “identifying and attempting to reduce the highest 

operating costs. A small business owner must be involved in the day-to-day operations to 

better understand the company’s financial situation.” SPB4 has a checks and balances 

decision-making process in which they allow the manager to make business decisions and 

allows them to hire and operate the business successfully. SPB4 used their “financial 

background along with QuickBooks data to analyze spending and make certain business 

decisions from a macro-management perspective.” SPB4 surrounded “[themselves] with 

people in the industry and incorporates faith and discipline into [their] strategy 

development. A small business owner could be successful because successful businesses 

do not happen overnight.” 

 SPB5 has an accounting and finance background and utilizes this knowledge to 

evaluate how business decisions affect business operations. SPB5 “focused on building 

equity by using financial metrics to help make decision.” SPB5 used “business metrics to 

manage business expenses.” He guided his managers regarding business cost using a 

macro-management business model. SBP5 used metrics to maximize profitability. He 

used analytics to make most business decisions. “This approach maximizes opportunities 

to grow, hiring and running day-to-day operations.” SBP5 utilized metrics’ analysis to 

build equity and successfully sustain the business for 12 years.  

 SBP5 operational metrics provided data regarding the safety of his trucks and 

monitor potential accidents. SPB5 “tried to take advantage of all programs that can help 
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his business success such as the CARES Act.” SBP5 provided professional development 

programs to his manager to empower them in the decision-making process. SPB5 wanted 

his manager “to be able to solve 95% of the problems that may occur.” SBP5 has a 

business consulting firm he uses to help make business decision as well. SBP5’s wife 

handles the HR and recruitment of employees. SBP5’s “payroll is the largest expense so 

they had to create a training budget for the employee until they are officially employed.” 

Lastly, SPB5 continually “examine[s] long-term industry trends and formulates 

successful financial strategies based on identified tends to increase profits.” 

Correlation to Literature 

 Financial management strategies presented by study participants align with 

findings from Nouri and Soltani (2017) which emphasized business owners’ need to 

utilize strategies specific to their business situation. Nouri and Soltani (2017) further 

iterated that the industry, business size and ownership influence the approaches taken by 

successful businesses. Participants from the current study provided responses confirming 

Hussain et al. (2018)’s research findings which suggested that small business owners 

with financial literacy are enabled to implement acceptable financial practices and 

develop financial management systems to record, analyze, and produce financial 

information. While each SBO in this study utilizes varied approaches to financial 

management, all affirm that knowledge of business financials was key to success. The 

participating SBOs understand that decision-making affects the vision and subsequent 

value of the business, which aligns with the finding from van der Linden & Freeman, 

(2017). Differentiating strategies to meet the specific needs of the business affirms 
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findings from Spencer et al. (2009). SBOs variation of financial and non-financial 

measures could increase overall performance (Spencer et al., 2009). The variation in the 

use of financial management strategies was also aligned to the stakeholder’s theory. 

Small business owners using the stakeholder perspective endeavor to primarily create 

value for stakeholders, including customers, employees, suppliers, investors, and the 

community (Parmar et al., 2017). Small business owners used analytics to develop the 

decision-making process in uncertainty concerning the structure of importance for each 

business situation (Blanco-Mesa et al., 2018). Lack of experience for business owners 

may impact their ability to differentiate financial strategies and subsequently negatively 

impact the businesses’ competitive edge, economic factors, crises, and shifts in priorities 

(Turner & Endres, 2017). 

Correlation to Conceptual Framework 

All participants were focused on a common goal of business success, but 

participants had varying management styles for operating their successful businesses. 

Stacy (2019) stated that the stakeholder theory helped business owners remain 

competitive by establishing their own goals, objectives, and pursuing their interests to 

have a successful business. The results from this study indicate that SBOs understand the 

need to adjust strategies to fit the specific needs of their organization. Freeman (1984) 

added to his stakeholder theory as a core component to small business owners to manage 

a successful business through profitability (Colvin et al., 2020).  All five participants 

reported to FedEx to evaluate business relationships and coexist within the industry 

(Dinsmore, 1990). The relationship between FedEx and the participants has fostered 



94 

 

profitability amongst these small business owners which benefited the investor, customer, 

organization, and all stakeholders are vested in the success of the relationship. While 

each participant was supported by FedEx investments, they each use individualized 

financial management strategies tailored to their business success, to the benefit of 

FedEx. 

Table 5 

 

Participant Responses Related to Diversifying Income Resources 

Participants Percentage of responses related to 

diversifying income resources 

SBP1 

 

SBP2               

 

29% 

 

13% 

SBP3 27% 

SPB4 9% 

SBP5 22% 

 

Theme: 3 Profitability  

 Small business’ ability to make a profit was essential to success and survival over 

five years. Having a positive net income maintain the business, and retained earnings are 

needed to foster business growth. Small business owners required creative means to 

generate working capital and profits and offset business expenses, which necessitates 

effective financial decision-making processes. These participants utilize a variety of 

strategies to foster financial gains and increased profits through understanding the 

financial language of financial literacy.  
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 SPB1 that they “learned finance and the different caveat of a finance and banking 

and how it can help turn a profit.” SPB1 also suggested “networking with other small 

business owners to better understand the nuances of business management. School helps 

a lot,” but SPB1also “learned through business experiences. Therefore, you must find 

what works for you and your business.” SPB1 maximizes profit by “identifying 

movement in the market. For example, identifying which trucks are out for delivery or 

how cargo vans on a route could reduce fuel cost. The key was to maximize the volume 

of packages and minimize the number of trucks enroute.” SBP1 understood that the 

market and customers were not the same but understands the market and adjustments to 

stay profitable. SBP1 started out with “one truck and has grown to 70 trucks by 

implementing effective financial management strategies to make a profit.”  

 SBP1 implemented strategies to increase the profit margins. SBP1 “listened to 

business leaders like Jeff Bezos and implemented some of his strategies. Everyone needs 

partners in business so they can brainstorm creative ways to manage revenue.” SBP1 

stated that “a small business should operate a financial model of 13% payroll and 10%-

15% allocated for maintenance from profits. Small business owners must manage their 

profitability of the employees by understanding the workforce that works best for the 

business. Not pursuing profits to the point of counterproductivity and burnout. If a small 

business owner lacks management skills, they will start to lose profits. Small business 

owners cannot wear all the hats all the time.” Lastly, SPB1 started making “$100,000 a 

year after effectively implementing targeted financial management and business 
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strategies.” SPB1 has increased annual revenues to $700,000, and periodically, can 

generate $100,000 in a week. 

 SBP2 stated that “financial literacy is needed to run a business and without 

financial literacy a business will close. Also, a small business owner must have financial 

literacy to continue profitability.” SBP2’s education was one of the keys to help 

understand financial literacy to maximize profit. SBP2 micromanages his managers and 

employees by making sure he duplicates other employees such as himself to maximize 

profits. SBP2 paid his employees well to get maximum output from his employee which 

in return maximize profits. SBP2 “utilizes employees for maintaining the trucks which 

lowers maintenance cost.” The money he saved from lower maintenance costs he shares 

with employee through bonuses. In addition, SPB1 understood that “profits are the key to 

running a business and to make money financial literacy is required.” Lastly, SPB2 

started with “only $600, after expenses, in profits. After paying off business debt, profits 

rose to $1,800 a month.” Currently, SPB2 operates a business with $1.7 million in annual 

profits. 

 SPB3 used QuickBooks to analyze his cash flow to improve his profitability. 

SPB3 “monitors wages to make sure payroll does not take away from profitability.” In 

addition, “injures, safety and lawsuits can hinder profits if not monitored.” Furthermore, 

SPB3 stated that “wasting gas and not watching expenses is a key predictor of declining 

profits.” SPB3’s debt-to-income ratio were low, so he was able to weather financial 

uncertainties. SPB3 started out with “one route and now has over 40 routes.” SPB3 could 

“gain more routes and profitability but focuses on balancing [his] business and personal 
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life.” SPB3 utilized the breakeven ratio and other ratios to manage his business’s 

financials. SPB3 stated that “being abreast of financial literacy allows [him] to work with 

the bank and understand the difference in financial ratios to grow [his] business.” SPB3 

started off “making about $100,000 annually.” Today, SPB3’s business generates roughly 

$3 million in annual revenue.  

 SPB4 focused on “acquiring multiple trucks to have on the road to get the 

maximum profit for business and lower cost.” SPB4 has a financial background and used 

it to run other people businesses. When she started her own business, she was prime and 

ready to run her own operation from her experiences. SPB4 stated “being mindful and 

doing whatever it takes to run a successful business is vital.” SPB4 used QuickBooks and 

other Excel spreadsheets to analyze her data to see her spending to maximize profits. 

SPB4 started off making “about $200,000 annually.” Today, SPB4 was generating about 

$2.5 million in revenue. 

 SPB5 used traditional financial metric to maximize profits. SPB5 biggest expense 

was “payroll, and [they] manage the expense by using QuickBooks to cut down payroll 

as much as possible to maximize profits.” SBP5 stated that “55% of the expenses goes to 

payroll, 6% goes to repair, maintenance, and fuel. The higher the expenses, the lower the 

profitability.” SBP5 examined and analyzed metrices to find how you could make a profit 

with interest expense and depreciation for new trucks. SBP5’s focused on “operational 

effectiveness fosters the business’ effective profitability.” SPB5 stated that “profitability 

allows them to grow faster and have more resources and money to spend on vehicles and 
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expand to new territories.” SPB5 explained the intentional focus on expansion by stating 

that: 

So, we're hoping that we can pick up another territory this year. And then, 

hopefully, a fourth and a fifth and 2023. We are our goal is, if you looked at a 

map, there's a territory there's a terminal in Jackson, Mississippi. Where are you, 

where are you from, Okay, so there's a there's a terminal over there and Pearl. 

And then if you went west, you've got Monroe, Louisiana, that's probably two 

hours West, you've got McComb Mississippi that is another hour and a half hour 

45 whatever south of Earl, as you've got Murray and then salvation God has fired 

right. So that would be our goal would be to sort of pick out that market. And so, 

those five separate terminals know if you have a million dollars each and revenue, 

on average, on hopefully by the end of next year we can get all that lie down and 

have about 5 million revenues. 

SBP5 utilized daily operation metrics to maximize profit as much as possible. 

SPB5 started off making about $70,000 annually. Today, SPB5 profited about $300,000, 

annually. In addition, their “business model projection is targeting new territories for 

growth and business expansion.” 

Correlation to Literature 

 Small business owners’ main objective should be to find creative ways to gain 

revenues, lower expenses, and to gain profit for growth. Small business owners of this 

study emphasized financial literacy to better understand day-to-day business decision-

making to improve profitability which aligns with the findings of Vaaler & Wilhelm 
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(2020). Participants increased financial literacy through education, real-world experience, 

and communicate effectively with other business leaders in the industry. The business 

owner should understand, analyze, and make financial decisions through 

micromanagement or macro-management leadership (Purwidianti & Tubastuvi, 2019). 

The finding confirms the research study of Resmi et al. (2019) stated that financial 

literacy guided business owners to optimize strategy to operate a business efficiently and 

financial management system like QuickBooks can help to maximizes profitability. As 

suggested by Schummer et al. (2019), this study’s SBOs build relationships with their 

employees through team meeting, bonuses, and evaluation, which fosters business 

success. Business owners prepared cash flow ratios and other business metrics to form 

the cash flow statement (Das, 2018).  

Correlation to Conceptual Framework 

Small business owners’ main objective was to maximize profit by understanding 

stakeholders and factors that contribute to that goal. Freeman (1984) suggested that 

without this understanding, SBOs may not remain successful because the specific needs 

of the stakeholders would not be met. There were four major stakeholder groups of 

owners, customers, employees, and suppliers into more contrasting, and compelling 

models that include governments, business associations, and entire communities 

(Donaldson & Preston, 2010). The participants from this study demonstrated 

understanding of the need to be aware of and consider all stakeholders when making 

financial decisions. Small business owners’ understanding of mutual interest and 

objective is a vital aspect of Freeman’s stakeholder theory in improving business 
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operations, processes, and profitability (Berman & Johnson-Cramer, 2019). The 

participant used the stakeholder theory model for joint ventures between the business 

owners, employees, and stakeholder (Dinsmore, 1990). As a result, the participants 

objective to all shareholders should be to have success together to maximize profits, 

analyze the business data, effectively communicate with financial literacy, and to 

effectively use all business resources to survive over five years.  

Application to Professional Practice 

 The purpose of this qualitative multiple case study was to explore the strategies 

small business owners used to improve financial management skills for better 

competitive positioning and profitability. These SBOs located in Central Mississippi have 

experience in the freight industry by operating and growing a small business successfully 

for over five years through their experiences in the successful implementation of financial 

management strategies. The three themes which were identified were financial 

management, successful business strategies, profitability to maximize profits and to 

survive over five years. The first theme financial management related to a business owner 

ability to manage cash flow, expenses, and to gather and understand the financial data for 

business improvement. The second theme successful business strategies pertain to a 

business capacity to utilize the financial data to make sound business decision to improve 

profitability and growth. The third theme profitability referred to the capability of a 

business surviving over five years with cutting cost, a financial software, and day-to-to 

analysis of the business operation. 
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The research from this study may helped a small business owner increased 

sustainability and profitability. The participants illustrated that financial literacy was 

important to understand financial information to make exceptional business decisions to 

cut down cost for growth and profitability. The implications for positive social change 

result in the potential for small business owners to survive over 5 years by small 

businesses maximizing profits, involved all stakeholder interest for growth, and analyzed 

day-to-day operation for improvement in the industry.  

Implications for Social Change 

The results from this qualitative multiple case study may provide a small business 

owner with strategies to improve financial management skills for better competitive 

positioning and profitability. The information gathered from this research study may help 

SBOs in Central Mississippi and other small business develop success strategies and 

improve profitability. Further, the recognition from this study could provide small 

business owners the information they need to prevent business failure. Small businesses 

are the backbone of America, and the more successful small businesses are the stronger 

our national economy will be.  

 The findings from this study may help a small business analyzed their business 

with QuickBooks and develop creative strategies for their business. A small business 

owner must learn financial literacy to be able to communicate the language of business to 

bank, investors, and other stakeholders. The success of small businesses will increase 

employment, bring taxes into the community, and increase funding for the government 

for better streets and schools. In addition, the identification of effective financial 
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management strategies could lower the entry threshold for minority business owners in 

the freight industry. Increasing the ability of future minority freight business owners 

would bolster the equity of business opportunities and promote positive social change.  

Recommendation for Action 

Recommendations for small business owners from this study include in-depth 

analyzed on strategies used to improve financial management skills for better competitive 

positioning and profitability. Small business owners needed to decide on the type of 

business leader in operation. Whether the business leader will be a micromanager or a 

macro-manager. Also, a small business leader must have the equity or credit in-order to 

handle financial crisis.  

A small business owner should have the same type of metric to evaluate their 

business and the status of sustainability and profitability. Local governments should 

increase training opportunities for SBOs to increase accessibility to knowledge and 

resources that would foster sustainable local business markets and future business 

development. Designating funding for the provision of small business financial 

management training could serve as a long-term investment in the local business 

community which could result in improved local commerce.  

Recommendation for Further Research 

 This was a qualitative multiple case study to explore the strategies small business 

owners used to improve financial management skills for better competitive positioning 

and profitability. A limitation to this study was that the target population was in Central 

Mississippi and that the study focusses on the freight industry. There were five 
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participants that suppose about their experience of running a successful business over five 

years.   

 The recommendation would be to interview participants from a different 

geographic and a larger overall population. A quantitative or mixed methods study on 

small business owners along with a broader geographic and another region and industry 

may be of benefit. I recommended future researcher to explore specific areas where small 

businesses have failed to evaluate their experiences. Lastly, it was recommended that an 

experimental study be conducted to compare the trajectories of SBOs with business 

backgrounds and SBOs without. Such a study could provide additional data regarding the 

impact of financial management strategies. The small population of the current study may 

not represent the majority of business owners in Central Mississippi or the freight 

industry. Conducting future research, with contrasting population participants, could 

provide much needed data to further determine the impact of financial management 

knowledge.  

Reflections 

The purpose of this qualitative multiple case study was to explore effective SBOs 

use to improve financial management, and subsequently sustain business success. I 

interviewed SBOs in Central Mississippi who have operated successful businesses for at 

least Five years. The hypothesis that SBOs had implemented specific financial strategies 

that fostered business success and that they would find the topic of this study beneficial 

and informative to, both, SBOs and future entrepreneurs. The hypothesis was affirmed, as 

multiple inquiries were returned from SBOs interested in my study. Five participants, 
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ultimately, were selected to take part in the study, and 100% of the study participants 

indicated the significance of my research, as well as their hopes for the study being 

influential in supporting and developing future SBOs’ effective financial management 

skills. 

Study participants not freely share their strategies was a concern regarding 

participant responses. However, all five participants appeared comfortable, candid, and 

straightforward during the interview data collection process. All study participants knew 

about my experience as a financial management advisor, the rationale for conducting this 

study, and that anonymity would be assured, as stated in the study introductory email and 

consent form. Lastly, it was also believed that I was not the only SBO to notice the 

impacts of a lack of financial management strategies on small business success. After 

interviewing five SBOs, I learned that this belief was accurate, because all five study 

participants confirmed that lack of logical and effective financial management strategies 

can lead to business failure.  

The Doctrine of Business Administration scholar program at Walden University 

has been an experience that I will reminder for the rest of my life. I am thankful yet 

humble for my experience over the last five years. I have been pushed to the limit and I 

came out stronger than ever. I have learned how to press through despite life 

circumstances. After I become Dr. Jackson, I plan on teaching at a university to change 

people’s lives, like this program have done for me. I have grown professionally and 

personally through this program. In addition, I have gained new friends through this 

program that I will always cherish. It was a pleasure exploring the research articles and 
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interviewing the participants. I expanded my knowledge of small business in ways I 

could not image. I have a desire to run and manage small businesses in the future. As an 

accountant, I realize the assistance small businesses need and can offer the financial 

literacy necessary for the sustainability of small businesses. 

Conclusion  

 Small business failure, according to Isle et al. (2018), can be largely attributed to 

many small business owners' lack of financial management skills. According to the U.S. 

Bureau of Labor Statistics (2020), 20% of all new business falter in the first year and 

50% of all new small businesses fail within the first five years. It is vital that SBOs 

understand and implement financial management strategies to sustain competitive 

positioning and profitability. Regarding financial management strategies used by 

successful small business owners, three themes emerged from this study: (a) financial 

management, (b) individualized business strategies, and (c) profitability. These themes 

were constructed through the experiences of small business owners running a successful 

business for over five years. The findings from this study are consistent with previous 

literature on the topic and are aligned with Freeman’s (2009) stakeholder theory. 

Freeman (2009) explained the concept of stakeholder theory in which SBOs can 

efficiently manage stakeholder relations are more competitive and experience better 

financial performances for the SBO. Small business success is essential for all 

stakeholders including the investor, suppliers, customers, and employees. Other 

stakeholders that benefit from small business success are the government, communities, 
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and other related businesses. Small businesses are the backbone of America and the 

success of small business foster the success of our nation.   

  



107 

 

References 

Aaltonen, K., Huemann, M., Kier, C., Eskerod, P., & Walker, D. (2020). IPD from a 

stakeholder perspective. Routledge handbook of integrated project delivery. 

Abingdon, Oxon, UK: Taylor and Frances, 1(1) 288–314. 

https://doi.org/10.1201/9781315185774-17 

Abad-Segura, E., & González-Zamar, M. D. (2019). Effects of financial education and 

financial literacy on creative entrepreneurship: A worldwide research. Education 

Sciences, 9(3), 1–17. https://doi.org/10.3390/educsci9030238 

Al‐Shaer, H., & Zaman, M. (2018). Credibility of sustainability reports: The contribution 

of audit committees. Business strategy and the environment, 27(7), 973–986. 

https://doi.org/10.1002/bse.2046 

Alarussi, A. S., & Alhaderi, S. M. (2018). Factors affecting profitability in 

Malaysia. Journal of Economic Studies. 45(3) 442–458. 

https://doi.org/10.1108/JES-05-2017-0124 

Amis, J., Barney, J., Mahoney, J. T., & Wang, H. (2020). From the editors—Why we 

need a  theory of stakeholder governance—And why this is a hard 

problem. Academy of  Management Review, 45(3), 499–503.  

https://doi.org/10.5465/amr.2020.0181  

Anderson, S. F., Kelley, K., & Maxwell, S. E. (2017). Sample-size planning for more 

accurate statistical power: A method adjusting sample effect sizes for publication 

bias and uncertainty. Psychological science, 28(11), 1547–1562.  

https://doi.org/10.1177/0956797617723724 

https://doi.org/10.1201/9781315185774-17
https://doi.org/10.3390/educsci9030238
https://doi.org/10.1002/bse.2046
https://doi.org/10.1108/JES-05-2017-0124
https://doi.org/10.5465/amr.2020.0181
https://doi.org/10.1177/0956797617723724


108 

 

Archard, P. J. (2020). Psychoanalytically informed research interviewing: notes on the 

free association narrative interview method. Nurse Researcher, 28(2). 42–49. 

https://doi.org/10.7748/nr.2020.e1718 

Asiaei, K., & Bontis, N. (2019). Using a balanced scorecard to manage corporate social 

responsibility. Knowledge & Process Management, 26(4), 371–379. 

https://doi.org/10.1002/kpm.1616  

Audrey, S., Brown, L., Campbell, R., Boyd, A., & Macleod, J. (2017). Young people’s 

views about consenting to data linkage: Findings from the PEARL qualitative 

study. International Journal of Population Data Science, 1(1). 16–34. 

https://doi.org/10.23889/ijpds.v1i1.141 

Bader, B. H., Badar, M. A., Rodchua, S., & McLeod, A. (2020). A study of the balancing 

of lean thinking and stakeholder salience in decision-making. The TQM Journal. 

1(1), 441–457. https://doi.org/10.1108/tqm-04-2019-0108  

Baldrige Performance Excellence Program. (2017). 2017-2018 Baldrige excellence 

 framework: A systems approach to improving your organization’s performance.  

 Gaithersburg, MD: U.S. Department of Commerce, National Institute of 

 Standards and Technology. 1(1), 1-2. http://www.nist.gov/baldrige 

Barney, J. B., & Harrison, J. S. (2020). Stakeholder theory at the crossroads. Business & 

Society, 59(2), 203–212. https://doi.org/10.1177/0007650318796792 

Bergen, N., & Labonté, R. (2020). “Everything is perfect, and we have no problems”: 

detecting and limiting social desirability bias in qualitative research. Qualitative 

health research, 30(5), 783–792. https://doi.org/10.1177/1049732319889354 

https://doi.org/10.1002/kpm.1616
https://doi.org/10.1108/tqm-04-2019-0108
http://www.nist.gov/baldrige
https://doi.org/10.1177/0007650318796792
https://doi.org/10.1177%2F1049732319889354


109 

 

Bhansali, C. (2017). Cure your clients’ pain – and yours too. CPA Journal, 87(10), 1-2. 

https://www.accountantsworld.com 

Blanco-Mesa, F., Gil-Lafuente, A. M., & Merigó, J. M. (2018). Subjective stakeholder 

dynamics relationships treatment: A methodological approach using fuzzy 

decision-making. Computational and Mathematical Organization Theory, 24(4), 

441–472. https://doi.org/10.1007/s10588-018-09284-z 

Bokhove, C., & Downey, C. (2018). Automated generation of ‘good enough’ transcripts 

as a first step to transcription of audio-recorded data. Methodological 

Innovations, 11(2), 1–14. https://doi.org/10.1177/2059799118790743 

Boso, N., Adeleye, I., Donbesuur, F., & Gyensare, M. (2018). Do entrepreneurs always 

benefit from business failure experience? Journal of Business Research. 98(1), 

370–379. https://doi.org/10.1016/j.jbusres.2018.01.063 

Braun, V., & Clarke, V. (2006). Using thematic analysis in psychology. Qualitative 

research in psychology, 3(2), 77–101. https://doi:10.1191/1478088706qp063oa 

Brooks, C. (2019). Introductory econometrics for finance (4th ed.) Cambridge University 

Press. https://doi.org/10.1017/9781108524872 

Brulhart, F., Gherra, S., & Quelin, B. V. (2019).  Do stakeholder orientation and 

environmental proactivity impact firm profitability? Journal of Business Ethics, 

158(1), 25–46. https://doi.org/10.2139/ssrn.3078850 

Bushe, B. (2019). The causes and impact of business failure among small to micro and 

medium enterprises in South Africa. Africa’s Public Service Delivery and 

Performance Review, 7(1), 1-26. https://doi.org/10.4102/apsdpr.v7i1.210 

https://doi.org/10.1007/s10588-018-09284-z
https://doi.org/10.1177%2F2059799118790743
https://doi.org/10.1016/j.jbusres.2018.01.063
https://doi.org/10.1191/1478088706qp063oa
https://doi.org/10.1017/9781108524872
https://doi.org/10.2139/ssrn.3078850
https://doi.org/10.4102/apsdpr.v7i1.210


110 

 

Campbell, J. M., & Park, J. (2017). Extending the resource-based view: Effects of  

strategic orientation toward community on small business performance. Journal 

of Retailing and Consumer Services, 34, 302-308. 

https://doi.org/10.1016/j.jretconser.2016.01.013 

Candela, A. G. (2019). Exploring the function of member checking. The Qualitative 

 Report, 24(3), 619-628. https://doi.org/10.46743/2160-3715/2019.3726   

Chen, H., & Volpe, R. P. (1998). An analysis of personal financial literacy among college 

 students. Financial Services Review, 7(2), 107–128. 

 https://doi.org/10.1016/S1057-0810(99)80006-7 

Cleland, D. I. (1996). Strategic management of teams. John Wiley & Sons. 

Colvin, R. M., Witt, G. B., & Lacey, J. (2020). Power, perspective, and privilege: the 

 challenge of translating stakeholder theory from business management to  

 environmental and natural resource management. Journal of Environmental 

 Management, 271(10), 1-9. https://doi.org/10.1016/j.jenvman.2020.110974 

Constantinou, C. S., Georgiou, M., & Perdikogianni, M. (2017). A comparative method 

 for themes saturation (CoMeTS) in qualitative interviews. Qualitative 

 research, 17(5), 571-588. https://doi.org/10.1177/1468794116686650 

Cornelissen, J. P. (2017). Preserving theoretical divergence in management research:  

Why the explanatory potential of qualitative research should be harnessed rather 

than suppressed. Journal of Management Studies, 54(3), 368-383. 

https://doi.org/10.1111/joms.12210  

https://doi.org/10.1016/j.jretconser.2016.01.013
https://doi.org/10.1016/S1057-0810(99)80006-7
https://doi.org/10.1016/j.jenvman.2020.110974
https://doi.org/10.1177%2F1468794116686650
https://doi.org/10.1111/joms.12210


111 

 

Cristea, A. M. (2019). Performance management by implementing the balanced scorecard 

 system -- The system of indicators. Hyperion International Journal of 

 Econophysics & New Economy, 12(2), 149–158. 

 https://doi.org/10.1080/1360080X.2012.662737 

Das, S. (2019). Cash flow ratios and financial performance: A comparative study.  

 Accounting, 5(1), 1-20. https://doi.org/10.5267/j.ac.2018.6.004 

David, F. R., Creek, S. A., & David, F. R. (2021). Closing the Gap between  

 Graduates’ Skills and Employers’ Requirements: A Focus on the Strategic 

 Management Capstone Business Course. Administrative Sciences 11(10), 1-16. 

 https://doi.org/10.3390/admsci11010010 

Desai, D. R., & Kroll, J. A. (2017). Trust but verify: A guide to algorithms and the  

law. Harv. JL & Tech., 31(1), 1-63.  

Deshpande, S. (2019). Social marketing’s strengths, weaknesses, opportunities, and 

 threats  (SWOT): A commentary. Social Marketing Quarterly, 25(4), 231–242.  

https://doi.org/10.1177/1524500419881770 

Diantimala, Y. (2018). The mediating effect of sustainability disclosure on the  

 relationship between financial performance and firm value. Journal of 

 Accounting, Finance and Auditing Studies, 4(2), 32-48. 

 https://doi.org/10.5465/amr.1995.9503271992 

Donaldson, T., & Preston, L. E. (1995). The stakeholder theory of the corporation: 

 Concepts, evidence, and implications. Academy of Management Review, 20(1), 

 65-91. https://doi.org/10.5465/amr.1995.9503271992 

https://doi.org/10.1080/1360080X.2012.662737
https://doi.org/10.5267/j.ac.2018.6.004
https://doi.org/10.3390/admsci11010010
https://doi.org/10.1177/1524500419881770
https://doi.org/10.5465/amr.1995.9503271992
https://doi.org/10.5465/amr.1995.9503271992


112 

 

Drexler, A., Fischer, G., & Schoar, A. (2014). Keeping it simple: Financial literacy and 

 rules of thumb. American Economic Journal: Applied Economics, 6(2), 1–31. 

 https://doi.org/10.1257/app.6.2.1  

Edum-Fotwe, F.T., & Price, A.D.F. (2009). A social ontology for appraising  

 sustainability of construction projects and developments. International Journal of 

 Project Management,  27(1), 313–322. 

 https://doi.org/10.1016/j.ijproman.2008.04.003 

Ene, C., Viziniuc, C., & Taşnadi, A. (2019). A behavioral model of failure in 

 business. Theoretical & Applied Economics, 26(3), 151–158.  

Etikan, I., & Bala, K. (2017). Sampling and sampling methods. Biometrics &  

 Biostatistics International Journal, 5(6), 1-14.  

 https://doi.org/10.15406/bbij.2017.05.00149  

Fernandez Lynch, H. (2020). The right to withdraw from controlled human infection 

 studies: Justifications and avoidance. Bioethics, 34(8), 833-848. 

 https://doi.org/10.1111/bioe.12704 

Fifka, M. S., Kühn, A. L., & Stiglbauer, M. (2018). “One size fits all”? Convergence in 

 international corporate social responsibility communication—A comparative  

 study of CSR mission statements in the United States and India. Journal of Public 

 Affairs, (14723891), 18(3), 1-17. https://doi.org/10.1002/pa.1670 

Flammer, C., & Bansal, P. (2017). Does a long‐term orientation create value? Evidence 

 from a regression discontinuity. Strategic Management Journal, 38(9), 1827-

 1847. https://doi.org/10.1002/smj.2629 

https://doi.org/10.1257/app.6.2.1
https://doi.org/10.1016/j.ijproman.2008.04.003
https://doi.org/10.15406/bbij.2017.05.00149
https://doi.org/10.1111/bioe.12704
https://doi.org/10.1002/pa.1670
https://doi.org/10.1002/smj.2629


113 

 

Freeman, R. E. (2009). Can stakeholder theorists seize the moment? The Journal of 

 Corporate Citizenship, 36(1), 21-24.

 https://doi.org/10.9774/gleaf.4700.2009.wi.00004 

Freeman, R. E. (2010). Strategic management: A stakeholder approach. Cambridge  

University Press. 

Freeman, R. E., Phillips, R., & Sisodia, R. (2020). Tensions in stakeholder theory.  

 Business & Society, 59(2), 213-231. https://doi.org/10.1177/0007650318773750 

Freeman, R. E., Harrison, J. S., Wicks, A. C., Parmar, B. L., & De Colle, S. (2010). 

 Stakeholder Theory: The state of the Art. Cambridge University Press.  

 https://doi.org/10.1017/cbo9780511815768 

Freudenreich, B., Lüdeke-Freund, F., & Schaltegger, S. (2020). A stakeholder theory  

 perspective on business models: Value creation for sustainability. Journal of 

 Business Ethics, 166(1), 3-18. https://doi.org/10.1007/s10551-019-04112-z 

Friedman, M. (1962). Capitalism and freedom: Fortieth anniversary edition. University  

of Chicago Press. 

Fordham, D. R., & Hamilton, C. W. (2019). Accounting information technology in small 

 businesses: An inquiry. Journal of Information Systems, 33(2), 63-75.  

https://doi.org/10.2308/isys-51982 

Galluccio, C. (2018). Toward a responsible capitalism: A need for financial education 

 and social finance. Sociology, 8(1), 168-174. 

 https://doi.org/10.4236/sm.2018.82014 

https://doi.org/10.9774/gleaf.4700.2009.wi.00004
https://doi.org/10.1177/0007650318773750
https://doi.org/10.1017/cbo9780511815768
https://doi.org/10.1007/s10551-019-04112-z
https://doi.org/10.2308/isys-51982
https://doi.org/10.4236/sm.2018.82014


114 

 

Gianiodis, P. T., & Meek, W. R. (2020). Entrepreneurial education for the entrepreneurial 

 university: A stakeholder perspective. The Journal of Technology Transfer, 45(4), 

 1167-1195. https://doi.org/10.1007/s10961-019-09742-z 

Glegg, S. M. (2019). Facilitating interviews in qualitative research with visual tools: A 

 typology. Qualitative health research, 29(2), 301-310. 

 https://doi.org/10.1177/1049732318786485  

Goergen, M., Tonks, I., & vom Lehn, D. (2019). Phenomenology-based ethnography for  

 management studies and organizational analysis. British Journal of Management, 

 1(1), 188-202. https://doi.org/10.1111/1467-8551.12309 

Gao, Z. (2020). Researcher Biases. The Wiley Encyclopedia of Personality and Individual 

 Differences: Measurement and Assessment, 1(1), 37-41.   

 https://doi.org/10.1002/9781119547167.ch76  

Gamble, E., Caton, G., Aujogue, K., & Lee, Y. T. (2020). Problems with crisis  

 intervention: When the government wants to restrain big banks but  punishes small  

 businesses instead. Journal of Business Venturing Insights, 14(1), 1-9.  

 https://doi.org/10.1016/B978-0-12-817688-7.00012-4 

Granulo, A., & Tanovic, A. (2020). The advantage of using SWOT analysis for 

 companies with implemented ITIL framework processes. 2020 43rd International 

 Convention on Information, Communication and Electronic Technology 

 (MIPRO), Information, Communication and Electronic Technology (MIPRO), 

 2020 43rd International Convention On, 1(1), 1656–1661. 

 https://doi.org/10.23919/mipro48935.2020.9245393 

https://doi.org/10.1007/s10961-019-09742-z
https://doi.org/10.1177/1049732318786485
https://doi.org/10.1111/1467-8551.12309
https://doi.org/10.1002/9781119547167.ch76
https://doi.org/10.1016/B978-0-12-817688-7.00012-4
https://doi.org/10.23919/mipro48935.2020.9245393


115 

 

Grohmann, A. (2018). Financial literacy and financial behavior: Evidence from the 

 emerging Asian middle class. Pacific-Basin Finance Journal, 48(1), 129-143.  

https://doi.org/10.1016/j.pacfin.2018.01.007  

Guix, M., & Font, X. (2020). The materiality balanced scorecard: A framework for 

 stakeholder-led integration of sustainable hospitality management and reporting. 

 International Journal of Hospitality Management, 91(1), 1-12.

 https://doi.org/10.1016/j.ijhm.2020.102634   

GÜREL, E. (2017). Swot analysis: A theoretical review. Journal of International Social 

 Research, 10(51), 994–1006. https://doi.org/10.17719/jisr.2017.1832   

Gustafsson, J. (2017). Single case studies vs. multiple case studies: A comparative study. 

 Academy of Business. Engineering and Science, Halmstad University, Halmstad, 

 Sweden, 12(1), 1-15. 

Hammer, M. J. (2017). Ethical considerations when using social media for research. 

 In Oncology nursing forum 44(1), 410-412.  

https://doi.org/10.1188/17.onf.410-412 

Harrison, H., Birks, M., Franklin, R., & Mills, J. (2017). Case study research:  

 Foundations and methodological orientations. In Forum Qualitative  

  Sozialforschung/Forum: Qualitative Social Research 18(1).1-17.

 https://doi.org/10.17169/fqs-18.1.2655  

Haven, L.T., & Van Grootel, D. L. (2019). Preregistering qualitative 

 research. Accountability in Research, 26(3), 229-244.    

 https://doi.org/10.1080/08989621.2019.1580147 

https://doi.org/10.1016/j.pacfin.2018.01.007
https://doi.org/10.1016/j.ijhm.2020.102634
https://doi.org/10.17719/jisr.2017.1832
https://doi.org/10.17169/fqs-18.1.2655
https://doi.org/10.1080/08989621.2019.1580147


116 

 

Hawkins, J. E. (2018). The practical utility and suitability of email interviews in  

 qualitative research. The Qualitative Report, 23(2), 493-501.

 https://doi.org/10.46743/2160-3715/2018.3266 

Hawrysz, L., & Maj, J. (2017). Identification of stakeholders of public interest  

organisations. Sustainability, 9(9), 1-13. https://doi.org/10.3390/su9091609  

Hennink, M. M., Kaiser, B. N., & Marconi, V. C. (2017). Code saturation versus meaning 

 saturation: how many interviews are enough?. Qualitative health research, 27(4), 

 591-608. https://doi.org/10.1177/1049732316665344 

Hidajat, T. (2018). Retracted: Financial Literacy, Ponzi and Pyramid Scheme in 

 Indonesia. JDM (Jurnal Dinamika Manajemen), 9(2), 198-205.   

 https://doi.org/10.15294/jdm.v9i2.16261 

Hussain, J., Salia, S., & Karim, A. (2018). Is knowledge that powerful? Financial literacy 

 and access to finance: An analysis of enterprises in the UK. Journal of Small 

 Business and Enterprise Development, 25(6), 985–1003. 

 https://doi.org/10.1108/jsbed-01-2018-0021 

Isaksson, A., Börjesson, E., Gunn, M., Andersson, C., & Ehrnberger, K. (2017). Norm 

 critical design and ethnography: Possibilities, objectives and stakeholders. 

 Sociological Research Online, 22(1), 232–252. 

 https://doi.org/10.1177/1360780417743168  

Isle, M. B., Freudenberg, B., & Sarker, T. (2018). Is the literacy of small business owners 

 important for cash flow management?: The experts' perspective. Journal of the 

https://doi.org/10.3390/su9091609
https://doi.org/10.1177%2F1049732316665344
https://doi.org/10.15294/jdm.v9i2.16261
https://doi.org/10.1108/jsbed-01-2018-0021
https://doi.org/10.1177/1360780417743168


117 

 

 Australasian Tax Teachers Association, 13(1), 31-67. 

 https://search.informit.org/doi/10.3316/informit.271823489531208 

Johnson, J. L., Adkins, D., & Chauvin, S. (2020). A review of the quality indicators of 

 rigor in qualitative research. American Journal of Pharmaceutical Education, 

 84(1), 138-146. https://doi.org/10.5688/ajpe7120  

Johnston, J. (2018). Strategies for new small businesses to be successful beyond 5 years. 

 (Publication No. 10826212) [Doctoral dissertation, Walden University]. ProQuest 

 Dissertations and Theses Global. 

Jones, T. M., Harrison, J. S., & Felps, W. (2018). How applying instrumental stakeholder 

 theory can provide sustainable competitive advantage. Academy of Management 

 Review, 43(3), 371–391. https://doi.org/10.5465/amr.2016.0111 

Jones, P., Hillier, D., & Comfort, D. (2017). The two market leaders in ocean cruising 

 and corporate sustainability. International Journal of Contemporary Hospitality 

 Management, 29(1), 288-306. https://doi.org/10.1108/IJCHM-04-2016-0191  

Jovic, M., Tijan, E., Zgaljic, D., & Karanikic, P. (2020). SWOT analysis of selected 

 digital  technologies in transport economics. 2020 43rd International Convention 

 on Information, Communication and Electronic Technology (MIPRO),  

 Information, Communication and Electronic Technology (MIPRO), 2020 43rd 

 International Convention On, 1(1), 1361–1366. 

 https://doi.org/10.23919/mipro48935.2020.9245401 

Kang, H., & Huh, C. (2019). Exploration of the sources of competitive advantage: UPS  

 vs. FedEx. International Journal of Management Cases, 21(3), 5–19.   

https://doi.org/10.5688/ajpe7120
https://doi.org/10.5465/amr.2016.0111
https://doi.org/10.1108/IJCHM-04-2016-0191
https://doi.org/10.23919/mipro48935.2020.9245401


118 

 

Kannan, D. (2018). Role of multiple stakeholders and the critical success factor theory 

 for the sustainable supplier selection process. International Journal of Production 

 Economics, 195(1), 391-418. https://doi.org/10.1016/j.ijpe.2017.02.020 

Kaplan, S. (2019). The 360 corporation: From stakeholder trade-offs to transformation. 

 Standford, CA: Stanford University Press. 

Khaled, M. H. B. (2020). The relationship between CEO compensation and financial 

 performance in Jordanian public shareholding industrial companies. Investment 

 Management & Financial Innovations, 17(2), 240-254. 

 https://doi.org/10.21511/imfi.17(2).2020.19 

Kline, W., & McDermott, K. (2019). Evolutionary stakeholder theory and public utility 

 regulation. Business & Society Review, 124(2), 283-298.  

https://doi.org/10.1111/basr.12172 

Klopotan, I., Kordos, V., & Grgurevic, D. (2020). Interconnection of stakeholder theory 

 with the concept of corporate social responsibility (CSR). Economic and Social 

 Development: Book of Proceedings, 1(1), 157-164.   

Langemeier, M. (2018). Assessing Financial Management Skills. farmdocDAILY, 8(1), 

 1-4.  

Lantos, J. D. (2020). The Belmont Report and Innovative Clinical Research. Perspectives 

 in biology and medicine, 63(2), 389-400. https://doi:10.1353/pbm.2020.0026 

Lee, N. R., & Kotler, P. (2019). Social marketing: Behavior change for social good. Sage  

Publications. 

https://doi.org/10.1016/j.ijpe.2017.02.020
https://doi.org/10.21511/imfi.17(2).2020.19
https://doi.org/10.1111/basr.12172
http://doi.org/10.1353/pbm.2020.0026


119 

 

Littau, P., Jujagiri, N. J., & Adlbrecht, G. (2010). 25 Years of stakeholder theory in 

 project management literature (1984-2009). Project Management Journal, 41 

 (1), 17–29. https://doi.org/10.1002/pmj.20195 

Liu, Y. (2020). The micro-foundations of global business incubation: Stakeholder 

 engagement and strategic entrepreneurial partnerships. Technological Forecasting 

 & Social Change, 161(1) 1-10. https://doi.org/10.1016/j.techfore.2020.120294 

Maguire, M., & Delahunt, B. (2017). Doing a thematic analysis: A practical, step-by-step 

 guide for learning and teaching scholars. All Ireland Journal of Higher  

 Education, 9(3). 3351-3354.  

Mamonov, K., Gritskov, E., Velychko, V., & Zubarev, D. (2020). Econometric modeling 

 of the level of stakeholder interaction at construction enterprises. Ukrainian 

 Metrological Journal, 2(1), 72-77.  

https://doi.org/10.24027/2306-7039.2.2020.208964 

Mansell, S. F. (2013). Capitalism, corporations and the social contract: A critique of  

stakeholder theory. Cambridge University Press. 

Mansell, S. (2015). Book review: Rejoinder to Veldman’s review of capitalism, 

 corporations and the social contract: A critique of stakeholder theory. 

 Organization, 22(2), 271–275. https://doi.org/10.1177/1350508414557535 

Marcu, G. (2020). New perspectives in developing the balance scorecard concept.  

 Scientific Bulletin, 25(1), 33-40. https://doi.org/10.2478/bsaft-2020-0005 

https://doi-org.ezp.waldenulibrary.org/10.1002/pmj.20195
https://doi.org/10.1016/j.techfore.2020.120294
https://doi.org/10.24027/2306-7039.2.2020.208964
https://doi.org/10.1177/1350508414557535
https://doi.org/10.2478/bsaft-2020-0005


120 

 

Maxwell, J. A. (2020). Why qualitative methods are necessary for 

 generalization. Qualitative Psychology. 8(1), 111–118. 

 https://doi.org/10.1037/qup0000173 

McGahan, A. M. (2020). Where does an organization’s responsibility end?: Identifying 

 the boundaries on stakeholder claims. Academy of Management Discoveries, 6(1), 

 8–11. https://doi.org/10.5465/amd.2018.0218 

McGahan, A. M. (2021). Integrating insights from the resource-based view of the firm 

 into the new stakeholder theory. Journal of Management. 1(1), 1-23

 https://doi.org/10.1177/0149206320987282 

McGrath, C., Palmgren, P. J., & Liljedahl, M. (2019). Twelve tips for conducting 

 qualitative research interviews. Medical teacher, 41(9), 1002-1006. 

 https://doi.org/10.1080/0142159X.2018.1497149 

Miles, S. (2017). Stakeholder theory classification: A theoretical and empirical evaluation 

 of definitions. Journal of Business Ethics, 142(1), 437–459.  

 https://doi.org/10.1007/s10551-015-2741-y 

Molina-García, A., Florido-Ruiz, B., Valenzuela, M., & Diéguez-Soto, J. (2020). The 

 effect of family ownership and generation on financial literacy. Small Business 

 International Review, 4(1), 1-15. https://doi.org/10.26784/sbir.v4i1.236 

Moradi, A., & Paulet, E. (2019). The firm-specific determinants of capital structure–An  

empirical analysis of firms before and during the Euro Crisis. Research in 

 International Business and Finance, 47(1), 150-161.     

 https://doi.org/10.1016/j.ribaf.2018.07.007 

https://doi.org/10.1037/qup0000173
https://doi.org/10.5465/amd.2018.0218
https://doi.org/10.1177/0149206320987282
https://doi.org/10.1080/0142159X.2018.1497149
https://doi.org/10.1007/s10551-
https://doi.org/10.26784/sbir.v4i1.236
https://doi.org/10.1016/j.ribaf.2018.07.007


121 

 

Nassaji, H. (2020). Good qualitative research. Language Teaching Research, 24(4), 427–

 431. https://doi.org/10.1177/1362168820941288 

Nouri, B. A., & Soltani, M. (2017). Analyzing the use of strategic management tools and 

 techniques between Iranian firms. Academy of Strategic Management 

 Journal, 16(1), 1-18.  

Nusbaum, L., Douglas, B., Damus, K., Paasche-Orlow, M., & Estrella-Luna, N. (2017). 

 Communicating risks and benefits in informed consent for research: a qualitative 

 study. Global Qualitative Nursing Research, 4(1), 1-23.

 https://doi.org/10.1177/2333393617732017   

Oosthuizen, A. (2018). Predicting the benefits that small business owners obtain from 

 their accounting practitioners (Publicaiton No. 11345439 [Doctoral dissertation, 

 University of Pretoria].  

Renz, S. M., Carrington, J. M., & Badger, T. A. (2018). Two strategies for qualitative  

content analysis: An intramethod approach to triangulation. Qualitative health 

research, 28(5), 824-831. https://doi.org/10.1177/1049732317753586 

Resmi, S., Pahlevi, R,. & Sayekti, F. (2019). Financial literacy as a determinant factor in 

 business growth for creative MSMES in Yogyakarta. Proceedings on Engineering 

 Sciences, 1(2), 59–64. https://doi.org/10.24874/pes01.02.007 

Richards, B. (2019). The opportunistic Cfo. Internal Auditor, 76(3), 22–23. 

Robison, L., Hanson, S., & Black, J. R. (2020). Financial management for small  

 businesses: financial statements & present value models. 1(1), 1-538.  

https://doi.org/10.1177/1362168820941288
https://doi.org/10.1177/2333393617732017
https://doi.org/10.1177%2F1049732317753586
https://doi.org/10.24874/pes01.02.007


122 

 

Rošulj, D., & Petrović, D. (2020). Performance indicators and the possibility of  

 application of  balanced scorecard in higher education institutions. Megatrend 

 Revija, 17(1), 109–128. https://doi.org/10.5937/megrev2001109r 

Olander, S. (2007) Stakeholder impact analysis in construction project management. 

 Construction Management and Economics, 25(3), 277-287.  

https://doi.org/10.1080/01446190600879125 

Omondi-Ochieng, P. (2019). Profit or loss? On the determinants of net income of United 

 States college football programs. Journal of Financial Reporting and Accounting, 

 17(3), 411–431. https://doi.org/10.1108/jfra-04-2018-0028 

Parmar, B. L., Keevil, A., & Wicks, A. C. (2019). People and profits: The impact of 

 corporate objectives on employees’ need satisfaction at work. Journal of Business 

 Ethics, 154(1), 13–33. https://doi.org/10.1007/s10551-017-3487-5 

Patel, P. C., Guedes, M. J., Soares, N., & da Conceição Gonçalves, V. (2018). Strength of 

 the association between R&D volatility and firm growth: The roles of corporate 

 governance and tangible asset volatility. Journal of Business Research, 88(1), 

 282-288. https://doi.org/10.1016/j.jbusres.2017.12.033 

Peart, J., & Knowles, L. (2018). Applying the Stakeholder Model to Social 

 Entrepreneurship - A  Practitioner Approach. Journal of Multidisciplinary  

  Research (1947-2900), 10(1/2), 85-95. 

Peng, L. & Isa, M. (2020). Environmental, social and governance (Esg) practices and 

 performance in Shariah firms: Agency or stakeholder theory? Asian Academy of 

 Management Journal of Accounting & Finance, 16(1), 1–34.  

https://doi.org/10.5937/megrev2001109r
https://doi.org/10.1080/01446190600879125
https://doi.org/10.1108/jfra-04-2018-0028
https://doi.org/10.1007/s10551-017-3487-5
https://doi.org/10.1016/j.jbusres.2017.12.033


123 

 

https://doi.org/10.21315/aamjaf2020.16.1.1 

Philbin, S. P., & Kaur, R. (2020). Measuring PMO performance - Application of the 

 balanced scorecard in a collaborative research context. Journal of Modern Project 

 Management, 7(4), 1–22. https://doi-org/10.19255/JMPM02212 

Porto, R. B., Costa, R. D. R., & Watanabe, E. A. D. M. (2017). The multilevel effect of 

 marketing activities on sales, revenue and profitability in a micro-enterprise. 

 19(65), 432–452. https://doi.org/10.7819/rbgn.v19i65.2911 

Purwidianti, W., & Tubastuvi, N. (2019). The effect of financial literacy and financial 

 experience on SME financial behavior in Indonesia. Jurnal Dinamika 

 Manajemen, 10(1), 40-45. https://doi.org/10.15294/jdm.v10i1.16937 

Reiter, L., & Ford, B. (2019). Library support for student financial literacy: A survey of  

librarians at large academic institutions. College & Research Libraries, 80(5), 

 618-637. https://doi.org/10.5860/crl.80.5.618 

Saunders, B., Sim, J., Kingstone, T., Baker, S., Waterfield, J., Bartlam, B., & Jinks, C. 

 (2018). Saturation in qualitative research: exploring its conceptualization and 

 operationalization. Quality & quantity, 52(4), 1893-1907.  

https://doi.org/10.1007/s11135-017-0574-8 

Sharma, G. (2017). Pros and cons of different sampling techniques. International journal 

 of applied research, 3(7), 749-752. 

Sil, A., & Das, N. K. (2017). Informed Consent Process: Foundation of the Researcher-

 participant Bond. Indian journal of dermatology, 62(4), 380–386. 

 https://doi.org/10.4103/ijd.IJD_272_17 

https://doi.org/10.21315/aamjaf2020.16.1.1
https://doi-org/10.19255/JMPM02212
https://doi.org/10.7819/rbgn.v19i65.2911
https://doi.org/10.15294/jdm.v10i1.16937
https://doi.org/10.5860/crl.80.5.618
https://doi.org/10.1007/s11135-017-0574-8
https://doi.org/10.4103/ijd.IJD_272_17


124 

 

Sutton, J. (2020). 12. Suggestions for Alleviating IRB Angst: In L. Flores & J. Olcott 

 (Ed.), The Academic's Handbook, Fourth Edition: Revised and Expanded. Duke  

University Press. https://doi.org/10.1515/9781478012641-014 

Seyoum, A., Tarekegn, G. K., & Bora, W. (2020). The effect of financial structure 

 decisions on firms’ profitability: Evidence from selected textile and garment 

 factories in Ethiopia. Journal of International Trade, Logistics and Law, 6(1), 90-

 99.  

Sinxadi, L., Awuzie, B., & Campbell, M. (2020). Multi-stakeholder perspectives on 

 approaches for addressing the incidence of urban public open space 

 encroachment: The case of Freedom Square, Bloemfontein. Town and Regional 

 Planning, 77(1), 137-148. https://doi.org/10.18820/2415-0495/trp77i1.10 

Smith, S. (2017). CMAs, financial literacy, and business strategy: the integral link 

 between business management and financial literacy is strengthened by the core 

 competencies of the CMA. Strategic Finance, 98(10), 40-46.  

Solesvik, M. (2018). The rise and fall of the resource-based view: Paradigm shift in 

 strategic management. Journal of new economy, 19(4) 5-18. 

 https://doi.org/10.29141/2073-1019-2018-19-4-1 

Spencer, X., Joiner, T. A., & Salmon, S. (2009). Differentiation Strategy, Performance 

 Measurement Systems and Organizational Performance: Evidence from 

 Australia. International journal of business, 14(1). 83-103. 

 https://ijb.cyut.edu.tw/var/file/10/1010/img/855/V141-5.pdf 

Stacy, R. N. (2019). Stakeholder theory. Salem Press Encyclopedia. Grey House  

https://doi.org/10.1515/9781478012641-014
https://doi.org/10.18820/2415-0495/trp77i1.10
https://doi.org/10.29141/2073-1019-2018-


125 

 

Publishing. 

Sullivan-Bolyai, S., Bova, C., Deatrick, J. A., Knafl, K., Grey, M., Leung, K., & Trudeau, 

 A. (2007). Barriers and strategies for recruiting study participants in clinical 

 settings. Western Journal of Nursing Research, 29(4), 486-500.   

 https://doi.org/10.1177/0193945907299658 

Thomas, D. R. (2017). Feedback from research participants: are member checks useful in  

qualitative research?. Qualitative research in psychology, 14(1), 23-41. 

https://doi.org/10.1080/14780887.2016.1219435  

Thomas, G. N., & Aryusmar, L. I. (2020). The effect of company size, profitability and 

 leverage on sustainability report disclosure. Journal of Talent Development and 

 Excellence, 12(1), 4700-4706. https://doi.org/10.5530/srp.2020.1.45 

Turner, S., & Endres, A. (2017). Strategies for enhancing small business owners' success 

 rates.  International Journal of Applied Management and Technology, 16(1), 34-

 49. https://doi.org/10.5590/ijamt.2017.16.1.03 

Vaaler, A, & Wilhelm, J. (2020). Teaching financial literacy through the use of market 

 research and advertising instruction: A non traditional approach. Reference 

 Services Review, 48(2), 258–270. https://doi.org/10.1108/rsr-11-2019-0081 

Van Audenhove L., Donders K. (2019). Talking to People III: Expert Interviews and 

 Elite Interviews.In: Van den Bulck H., Puppis M., Donders K., Van   

 Audenhove L.  (eds). The Palgrave Handbook of Methods for Media Policy 

 https://doi.org/10.1007/97 8-3-030-16065-4_10  

https://doi.org/10.1177%2F0193945907299658
https://doi.org/10.1080/14780887.2016.1219435
https://doi.org/10.5530/srp.2020.1.45
https://doi.org/10.5590/ijamt.2017.16.1.03
https://doi.org/10.1108/rsr-11-2019-0081
https://doi.org/10.1007/97%208-3-030-16065-4_10


126 

 

Van der Linden, B., & Freeman, R. E. (2017). Profit and other values: thick evaluation in 

 decision making. Business Ethics Quarterly, 27(3), 353-379   

 https://doi.org/10.1017/beq.2017.1 

Velychko, V. (2020). Modern approaches to stakeholder interaction management of 

 construction enterprises. Pryazovskyi Economic Herald, 3(20), 89-93

 https://doi.org/10.32840/2522-4263/2020-3-15   

Vindrola-Padros, C., & Johnson, G. A. (2020). Rapid techniques in qualitative research:  

A critical review of the literature. Qualitative Health Research, 30(10), 1596-

1604. https://doi.org/10.1177/1049732320921835 

Vlados, C. (2019). On a correlative and evolutionary SWOT analysis. Journal of Strategy 

 and Management. 12(3), 347-363. https://doi.org/10.1108/JSMA-02-2019-0026  

Vollstedt, M., & Rezat, S. (2019). An introduction to grounded theory with a special 

 focus on axial coding and the coding paradigm. Compendium for early career 

 researchers in mathematics education, 13(1), 81-100. 

 https://doi.org/10.1007/978-3-030-15636-7_4    

Wadams, M., & Park, T. (2018). Qualitative research in correctional settings: Researcher 

 bias, western ideological influences, and social justice. Journal of forensic 

 nursing, 14(2), 72-79. https://doi:10.1097/JFN.0000000000000199  

Wahyuni, A. N., & Suryakusuma, K. H. (2018). Analisis Likuiditas, Solvabilitas, Dan 

 Aktivitas Perusahaan Terhadap Profitabilitas Pada Perusahaan Manufaktur. Jurnal 

 Manajemen, 15(1), 1-17. https://doi.org/org/10.25170/jm.v15il.95’  

https://doi.org/10.1017/beq.2017.1
https://doi.org/10.32840/2522-4263/2020-3-15
https://doi.org/10.1177%2F1049732320921835
https://doi.org/10.1108/JSMA-02-2019-0026
https://doi.org/10.1007/978-3-030-15636-7_4
https://doi:10.1097/JFN.0000000000000199
https://doi.org/org/10.25170/jm.v15il.95


127 

 

Wa-Mbaleka, S. (2019). The researcher as an instrument. Advances in Intelligent Systems 

 and Computing, 1(1), 33–41. https://doi.org/10.1007/978-3-030-31787-4_3   

Wa-Mbaleka, S. (2019). The researcher as an instrument. In World Conference on 

 Qualitative Research, 1068(1), 33-41.  

https://doi.org/10.1007/978-3-030-31787-4_3 

Wang, D., Wang, X., Liu, M., Liu, H., &amp; Liu, B. (2020). Managing public–private 

 partnerships: A transmission pattern of underlying dynamics determining project 

 performance. Engineering, Construction and Architectural Management, 28(4), 

 1038–1059. https://doi.org/10.1108/ecam-01-2020-0034  

Wang, Q., Dou, J., & Jia, S. (2016). A meta-analytic review of CSR and corporate  

 financial performance. Business and Society, 55(1), 1083-1121.   

 https://doi.org/10.1177/0007650315584317 

Wee, B. V., & Banister, D. (2016). How to write a literature review paper? Transport 

 Reviews, 36(2), 278-288. https://doi.org/10.1080/01441647.2015.1065456 

Widyastuti, U., Sumiati, A., Herlitah, H., & Melati, I. (2020). Financial education, 

 financial literacy, and financial behaviour: What does really matter?. Management 

 Science Letters, 10(1), 2715-2720. http://doi.org/10.5267/j.msl.2020.4.039   

Williamson, G. R., & Prosser, S. (2002). Action research: politics, ethics and 

 participation. Journal of advanced nursing, 40(5), 587-593.    

 https://doi.org/10.1046/j.1365-2648.2002.02416.x 

Wong, A., Holmes, S., & Schaper, M. T. (2018). How do small business owners actually 

 make their financial decisions? Understanding SME financial behaviour using a 

https://doi.org/10.1007/978-3-030-31787-4_3
https://doi.org/10.1007/978-3-030-31787-%094_3
https://doi.org/10.1108/ecam-01-2020-0034
https://doi.org/10.1177/0007650315584317
https://doi.org/10.1080/01441647.2015.1065456
http://doi.org/10.5267/j.msl.2020.4.039
https://doi.org/10.1046/j.1365-2648.2002.02416.x


128 

 

 case-based approach. Small Enterprise Research, 25(1), 36-51. 

 https://doi.org/10.1080/13215906.2018.1428909 

Wright, J. N. (1997). Time and budget: the twin imperatives of a project sponsor. 

 International journal of project management, 15(3), 181-186. 

 https://doi.org/10.1016/S02637863(96)00059-2 

Yadlapalli, A., Rahman, S., & Gunasekaran, A. (2020). Corporate social responsibility  

definitions in supply chain research: An ontological analysis. Journal of Cleaner 

Production, 277(20), 1-14. https://doi.org/10.1016/j.jclepro.2020.123265  

Ye, J, & Kulathunga, K. (2019). How does financial literacy promote sustainability in 

 SMEs?  A developing country perspective. Sustainability, 11(10), 1-29.  

 https://doi.org/10.3390/su11102990 

Yeong, M. L., Ismail, R., Ismail, N. H., & Hamzah, M. I. (2018). Interview protocol 

 refinement: Fine-tuning qualitative research interview questions for multi-racial 

 populations in  Malaysia. The Qualitative Report, 23(11), 2700-2713.  

 https://doi.org/10.46743/2160-3715/2018.3412  

Yilmaz, D. E., & Antmen, F. (2019). Project selection method based on balanced 

 scorecard framework. Business and Economics Research Journal, 10(5), 1179-

 1187. https://doi.org/10.20409/berj.2019.229 

Yu, H., Kuo, L, & Ma, B. (2020). The drivers of corporate water disclosure in  

 enhancing information transparency. Sustainability, 12(1), 1-14.  

https://doi.org/10.3390/su12010385 

https://doi.org/10.1080/13215906.2018.1428909
https://doi.org/10.1016/S02637863(96)00059-2
https://doi.org/10.1016/j.jclepro.2020.123265
https://doi.org/10.3390/su11102990
https://doi.org/10.46743/2160-3715/2018.3412
https://doi.org/10.20409/berj.2019.229
https://doi.org/10.3390/su12010385


129 

 

York, J. G. (2020). Sarah Kaplan: The 360° Corporation: From Stakeholder Trade-offs to 

 Transformation. Administrative Science Quarterly, 65(1), 43-46.   

 https://doi.org/10.1177/0001839220950577 

Zyphur, M. J., & Pierides, D. C. (2017). Is quantitative research ethical? Tools for 

 ethically practicing, evaluating, and using quantitative research. Journal of 

 Business Ethics, 143(1), 1-16. https://doi.org/10.1007/s10551-017-3549-8 

 

 

  

https://doi.org/10.1177%2F0001839220950577
https://doi.org/10.1007/s10551-017-3549-8


130 

 

Appendix A: Interview Protocol 

Research Question 

What strategies do small business owners in Central Mississippi use to improve financial 

management skills for better competitive positioning and profitability? 

Interviewee Information 

Location: _________________________________________ 

Time: ____________________________________________ 

Date: _____________________________________________ 

Interviewee: ________________________________________ 

Years in Business: ____________________________________ 

Ask Interview Question 

1. What successful strategies have you used to improve financial management 

skills? 

2. How has developing financial management skills improved your profitability?  

3. How has improving your financial management skills improved your 

competitive positioning?  

4. What recently acquired financial management skills and strategies have had 

the most significant positive impact on your business.  

5. How did financial education assist with business success? 

6. Is there anything else you are willing to share with me on the topic that I did 

not ask? 
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Interview Protocol 

While conducting the interview, I will comprise these following steps for each 

participants: 

1. Introduction myself; 

2. Review with participants the nature of the interview; 

3. Present and sign consent form; 

4. Starting of the recording of the interview; 

5. Ask semistructured interview question and take notes of the interview; 

6. Follow up question during interview the one hour; 

7. Inform the participant that all information will be safely stored for 5 years  

  and then destroy 

8. Thank participants; 

9. End interview and discuss with participants Walden’s policy and member  

  checking; 

10. End of protocol. 
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