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1 INTRODUCTION  

1.1 Motivation 

Increasing interest towards entrepreneurship has emerged both globally and in Finland 

during the recent years. Private companies are seen as the way to improve employment 

and growth of national economies. This is especially true in Finland, where the global 

financial crisis, the decline of the Nokia –cluster and the structural changes of other 

industries has lead to recession and in any case to a long period of modest growth 

possibilities.  

However, research combining management accounting, small companies and growth is 

almost non-existent based on the initial literature review, especially in the Finnish 

context. Tornikoski, Saarakkala, Varamäki and Kohtamäki (2011) have conducted a 

research regarding small and medium sized companies, growth factors and controlling 

of growth. They report findings from the case companies that financial knowledge, 

profitability and funding are perceived important. The author of this thesis has over ten 

years of experience in management accounting in a large company and additionally from 

running a micro-sized family company, hence providing a personal interest in the topic.  

Why are small companies important? Because 96 % of new jobs are in fact created in 

companies employing less than 100 people (Räisänen & Koponen, 2013). The focus of 

this thesis to small companies can be justified with a few facts. According to The 

Federation of Finnish Enterprises (2012) 93,3 per cent (264 435 companies excluding 

primary production) of all Finnish companies employ less than 10 people. Out of these 

companies, about 64 per cent are so called self-employment-businesses, and if those are 

excluded it still leaves 94 435 micro companies who employ more than one person. If 50 

per cent of these micro companies could employ one person more, it would create 

approximately 45 000 - 50 000 new jobs. Even though the high-growth firms have high 

potential to employ, it should be noted that The Enterprise Review reported only about 

400 high-growth companies in Finland in 2008-2011 (The Ministry of Employment and 

the Economy, 2013). Furthermore, the Ministry notes that not all the entrepreneurship 

has the same value from the national economy’s perspective, referring to the so-called 

“forced-entrepreneurship”, where self-employment is the main reason for 

entrepreneurship, usually as a subcontractor to a large company. According to the same 
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report, Finland needs to improve the leverage between private sector jobs and the total 

population by 200 000 new jobs from year 2013 to 2020.  

Change in the global economy during the past ten years has increased competition for 

example through internet trade. Thus, the expected uncertainty also for smaller 

companies has increased. This should lead to increased focus on profitability, ensuring 

competitiveness even in the changing circumstances. Kauppalehti reported 1st April 

2015, that 50 % of small and medium sized companies in Finland currently have no debt 

at all and most of them are creating profits, but the very modest growth and investment 

rates are of concern. Therefore, it is fruitful to focus on the small companies, where it is 

both possible and necessary to create growth in the future.  

Historically most academic research in management accounting has concentrated on 

large companies and only recently somewhat on small and medium sized companies, but 

still leaving the segment of specifically small and micro companies out of the loop. 

Furthermore, the focus of the scarce research so far has been mostly on the fast growing 

high-tech companies, not on traditional business areas. This study will provide insight to 

this segment. Practically this study aims to provide input firstly to the entrepreneurs 

themselves and secondly also to public actors. It is important to acknowledge this 

segment’s contribution for the national economy and provide an environment, where 

also these companies could grow. This study aims to provide further information to 

accountants as well, how could management accounting be promoted in small 

companies.  

1.2 Problem area and research questions 

Based on the initial literature review, this topic seems rather under-researched. Most of 

the management accounting research is conducted in large companies (see e.g. Mitchell 

& Reid, 2000; Jänkälä, 2007; Chapman, Hopwood, & Shields, 2009) and in the context 

of smaller companies, the focus has been mainly on the high-tech growth firms (see e.g. 

Granlund & Taipaleenmäki, 2005; Davila & Foster, 2007). Some master’s thesis have 

touched upon these topics as well, but none directly from the angle of combining 

management accounting and small companies (Forsberg, 2013; Janatuinen, 2013; 

Eklund, 2014). Additionally, the scarce research that exists in small business context 

suffers from unclear and varying definitions of small business, sometimes including also 

medium-sized companies (Jänkälä, 2007). 
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Thus, this thesis will focus on the small firms operating in the traditional business areas, 

such as construction and transportation. The reason is that there are some notable 

differences in the business models when comparing the traditional and the high-tech 

businesses; the business area itself is not necessarily growing rapidly, there is less focus 

on R&D, business model demands more tangible investments, products and services are 

not entirely scalable and cost structure is more complex. A specific aspect regarding 

many high-tech companies is also the presence of Venture Capital (VC) funding, which 

is usually not the case in the traditional businesses. To illustrate the differences, one can 

consider the case company from software industry in Janatuinen’s (2013) thesis, running 

2-4 million-euro sales in an international setting without any formal management 

accounting in place. In comparison, the construction business case company in 

Forsberg’s (2013) thesis had a need to implement a management accounting system in 

order to handle and control the running of a 1 million euro turnover locally in Finland. 

The purpose of this study is to investigate how management accounting is used in the 

small companies operating in traditional business areas. The use can be informal or 

formal. The role of the growth literature is to provide additional dimension to the topic. 

This enables for example analysis of the results against the findings of management 

accounting use in high-tech growth firms. Possible similarities and differences can 

provide further insight to the research topic. The base assumption from the previous 

research is that management control systems are needed to support growth (Mitchell & 

Reid, 2000; Jänkälä, 2007; Sandino, 2007; Davila & Foster, 2007; Davila & Foster, 

2009; Davila & Oyon, 2009; Davila, Foster, & Oyon, 2009). 

Research questions 

The problem area described above will be studied with three specific research questions 

1) What management control systems are used in the case companies? 

This question aims to cover the gap identified in the previous research (e.g. Mitchell & 

Reid, 2000; Jänkälä, 2007), concerning the management accounting and management 

control systems use in the smallest, traditional business area companies. To facilitate 

this, the case companies are chosen to represent the majority of the Finnish companies, 

which employ less than ten people. 
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2) How are the management control systems used? 

After identifying which management control systems are implemented, the use of the 

systems will be studied. This question aims to deepen the understanding of whether the 

systems are used for decision-making, guiding the behaviour of others or for other 

purpose.  

3) Is there a linkage between the use of management controls and growth ambitions?  

Thirdly, the study aims to investigate, if the management control systems used 

contribute to growth ambitions in the case companies. As noted above, the jobs created 

in the small companies are of great importance to the whole society, hence making the 

growth of these companies important. The use of management control systems has been 

identified to support growth and controlling for growth by the previous research (e.g. 

(Jänkälä, 2007; Davila & Foster, 2007; Davila & Foster, 2009).  

Limitations 

The purpose is not to study specifically factors that the entrepreneurs see as enabling or 

hindering growth, but to combine these in a meaningful way to the aspects of 

management accounting, which can be seen as enabling (profitable) growth. 

Furthermore, this thesis will not concentrate solely on any individual management 

control system, such as only budgets or performance measurement, but it will look upon 

the management control system as a package.  

1.3 Definitions  

Management accounting is used as the top-level definition. Within management 

accounting (MA) is included management control systems (MCS), management 

accounting systems (MAS) and for example profitability measurement.  

Small and Medium sized Entrepreneurs (SME) = Employs > 250 people, annual 

turnover is > 50 million euros or total balance sheet value is less than 43 million euros 

and fulfils the European Commissions requirements for independence. (The Ministry of 

Employment and The Economy, 2015) 

Small company = Employs less than 50 people, annual turnover or total balance sheet 

value is > 10 million euros and fulfils the European Commissions requirements for 

independence. (The Ministry of Employment and The Economy, 2015) 
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Micro company = Employs less than 10 people, annual turnover or total balance sheet 

value is > 2 million euros and fulfils the European Commissions requirements for 

independence. (The Ministry of Employment and The Economy, 2015)  

Growth company = As defined by the Ministry of Employment and the Economy, EU 

and OECD: company employs 10 people at the starting point and is growing at least 20 

% in amount of personnel for 3 following consecutive years. (The Ministry of 

Employment and the Economy, 2013) 

Start-up company = No EU and OECD definition exists, but generally means young, 

under 5 years old growth companies. Also known as gazelles. (The Ministry of 

Employment and the Economy, 2013) 

High-tech (growth firm) = Fast growing or targeting to fast growth, operating in the 

information and communications technology and biotech (life sciences) industry. 

Characteristics are R&D, knowledge intensity and venture capital finance. This does not 

mean only start-ups or dot.com firms, though those are often characterized by above-

mentioned qualities. In this definition, these companies could be of any age or size. Also 

referred to as New Economy Firms (NEF). (Granlund & Taipaleenmäki, 2005)  

Traditional business areas = Companies outside information and communications 

technology and biotech (life sciences) industry, electronic services, or internet trade.  

1.4 Structure of the thesis 

The first chapter has introduced the research topic, its relevance and specific research 

questions to the reader. The rest of the thesis is organized as follows: the second chapter 

will present the theoretical background, chosen framework and relevant previous 

research. Research design, methodology and data gathering will be covered in chapter 

three. Case companies will be briefly presented in chapter four and the actual results in 

chapter five. Last chapter provides conclusions and discussion and the abstract in 

Swedish is included after conclusions.  
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2 THEORETICAL FRAMEWORK 

2.1 Introduction 

This chapter presents the theoretical background and previous research relevant to the 

research topic and questions in this thesis. The purpose is to present justification for the 

chosen approach and typology, which will be used later in the study for the analysis of 

the results. Theoretical background consists mainly of scientific articles presented in 

academic journals, with ABS ranking of two or better. The sources were identified during 

the initial literature review and through search made in Google and Google Scholar with 

key words “management accounting in small business” and “obstacles for growth” both 

in English and with similar search terms in Finnish.  

The research field of management accounting is wide and therefore the literature review 

mainly concentrates on the aspects related to small businesses. Thus, this chapter begins 

with a brief overview on management accounting, then moving on to management 

control systems and small business context. A brief review of entrepreneurship and 

growth literature is covered in the last part of this chapter.  

2.2 Management accounting 

As defined by Drury (2004), accounting can be divided to management accounting and 

financial accounting based on the users of the information. Management accounting is 

concerned to provide information to the internal users within the organization, enabling 

better decision-making and improvements in operational efficiency. Furthermore, the 

purpose of management accounting is to provide information to planning, control and 

performance measurement. Financial accounting’s main target groups are external users 

of information, such as shareholders, creditors and other stakeholders. Sometimes 

management accounting is referred to as external accounting and financial accounting 

as internal accounting.  

The term management accounting is used in this study. It is understood as the overall, 

umbrella-like, main concept. Within the management accounting research are included 

several sub-fields, such as performance measurement systems, strategic management 

accounting and management control systems. Terminology used in previous research is 

sometimes mixed or not properly defined, which makes comparison and analysis of 

results difficult. As noted by Chenhall (2003) in his extensive review, the terms 
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management accounting, management accounting systems, management control 

systems and organizational controls (OC) are sometimes used interchangeably. He also 

points out that adoption of MCS and implementation of systems are two separate issues. 

As this study investigates small companies, which are not expected to have many formal 

systems implemented, it is logical not to focus on the systems. The MAS are therefore 

seen as part of the management control system, similarly as by for example Collier 

(2005).  

Management accounting research has utilized theories from social and human sciences 

and various methodological approaches. This can be seen as a richness for the research 

field, but also as a necessity for capturing the complexity of design and operation of 

management accounting systems. (Chapman, Hopwood , & Shields, 2009; Scapens & 

Bromwich, 2010). Based on the literature review, two theoretical approaches are central: 

contingency theory and life cycle theory, which both origin from the organizational 

studies. From economics based theories, the research has used for example agency 

theory and resource based view.  

On the other hand, even within the contingency-based research, as criticized by Chenhall 

(2003), there is a mixture of studies focusing on different questions. This variety can lead 

to a fragmented knowledge, as critical mass of evidence on the different topics is not 

achieved. Chenhall concludes though, that the variety is needed due to for example the 

novelty of some of the research topics, but still there is room for improvement when 

considering the modelling and definitions, replication and coherence of measurement.  

Davila, Foster and Oyon (2009) and Davila and Foster (2009) report similar richness of 

approaches in reviews of recent literature concerning management control systems in 

entrepreneurial companies. The methods commonly used in studies are: case (e.g. 

Granlund & Taipaleenmäki, 2005), survey (e.g. Sandino, 2007), and multi-method (e.g. 

Davila & Foster, 2007). The existing research mostly uses theoretical background from 

functional or economics perspective (information processing, lifecycle models, 

contingency theory, agency theory, psychology and signalling/legitimizing models). In 

the future, for example psychological and sociological perspectives could widen the 

knowledge, concerning for instance the entrepreneurial characteristics and mind set. 

(Davila, Foster, & Oyon, 2009). According to authors of these reviews, the research of 

MCS in small business context can be seen to be at crossroads with entrepreneurship 

literature. There are numerous rich research opportunities in this field, which will enable 

better understanding of the phenomenon and be useful to practitioners. The knowledge 
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for example about the evolution of informal controls as the companies grow, is just 

beginning to unfold. (Davila & Foster, 2009; Davila, Foster, & Oyon, 2009). Therefore, 

this thesis includes to a limited extent also previous research results about 

entrepreneurship and growth. 

Jänkälä (2007) states that the past few decades of management accounting research has 

focused in finding and implementing ways to improve competitive advantage and hence 

organization’s performance. Jänkälä summarizes (p. 18) that the mainstream of the 

recent empirical research has dealt with current management accounting practices and 

techniques in different organizational and social contexts. Jänkälä (2007) describes the 

main research approaches: 

 New management accounting techniques implementation and adoption, 
including the pros and cons of outcomes. Jänkälä names new techniques such 
as activity-based calculations, the balanced scorecard, non-financial measures 
and economic value added. 

 The role of contemporary accounting practices in different managerial and 
changing settings, reliance on performance measures and the impacts on 
decision making. 

 Design and characteristics of management control systems. These studies 
have contributed to the understanding the relationships between different 
components and contextual factors. Usually the key variables have been based 
on the contingency theory of organizations: technology, strategy, size, 
organizational structure, environment and culture. 

This thesis study falls to the third category according to Jänkälä’s classification. The next 

section will present more thoroughly the contingency and life cycle approaches to MCS. 

As stated by Davila and Foster (2009), the developing nature of entrepreneurial 

companies makes life cycle models intuitively appealing. These authors continue that 

contingency theories have a long research tradition, but they can be seen to be static by 

nature. Still, there are studies in small business context successfully applying the 

contingency theory (see e.g. Gul, 1991; Reid & Smith, 2000, Jänkälä, 2007) as well. 

 

 

 

 



 

 

9 

2.3 Management control systems 

This section will first discuss the definition of management control systems and establish 

how they are understood in this study. As already noted in the previous section, there is 

a variety of approaches and definitions used in the research of management accounting 

and the same is true for management control systems (Merchant & Otley , 2007). 

Thereafter, the contingency and life cycle approaches and the chosen typology for this 

study are presented.  

Even though the concept of MCS has widened from the historical accounting-based 

controls (cybernetic) to today’s broader view, the contingency-based research still 

regards MCS in the conventional way, as a passive tool assisting manager’s decision-

making (Chenhall, 2003, p. 129). This view is challenged by Simons’ definition (1995, p. 

5) of MCS as “formal, information-based routines and procedures managers use to 

maintain or alter patterns in organizational activities”, and the levers of control-

framework. Davila, Foster and Oyon (2009) claim that there is a change in paradigm 

starting notably from Simons’ work. The concept of interactive systems and levers of 

control, which can and should be adjusted by the management for different outcome 

objectives, is ground building also in relation to innovativeness. Simons’ framework is 

also intrinsically dynamic and hence fits the dynamic nature of entrepreneurship. 

Furthermore, the development of a more dynamic approach to MCS is understandable 

from the practical viewpoint of how the global business environment has changed during 

the past few decades.  

However, Simons’ definition of MCS can be criticized for undermining the role of 

informal controls, which are central in small and entrepreneurial companies. In this type 

of a context, a large part of the possible control dimensions would be missed, unless 

cultural and administrative controls were included. Collier (2005) states that the 

research would benefit from a model, which includes both formal, system-based and the 

social and cultural controls. Collier also touches upon the problem of not producing 

enough repetitive evidence and accumulating results with comparable models and 

methods. Another issue with management control research is the studying of different 

controls separately. As none of the controls in real life function in isolation, it is difficult 

to assess, what is the outcome of a single control and how much the outcome may be 

affected by other factors. (Malmi & Brown, 2008; Fisher, 1998). 
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For further illustration of the richness of definitions in the field, Drury’s and Jänkälä’s 

definitions are presented here next. Drury’s (2004, p. 644) definition is “…management 

control systems which consist of a collection of control mechanisms that primarily have 

an internal focus. The aim of management control systems is to influence employee 

behaviours in desirable ways in order to increase the probability that an organization’s 

objectives will be achieved”. This definition can be seen to be quite well in line with the 

Malmi and Brown (2008) definition. On the other hand, Jänkälä (2007, p. 57) defines 

MCS in her study broadly “as a system conveying useful information to assist managers 

in their decision making to achieve desired organizational outcomes or goals efficiently”, 

explicitly mentioning decision making as a purpose.  

In an attempt to address both of the issues mentioned above, Malmi and Brown (2008) 

present a new typology for MCS. Their new model aims to synthesize nearly four decades 

of MCS research, providing a broad approach for empirical studies and to facilitate and 

stimulate the discussion and research within this research area. The authors willingly 

acknowledge that further research should refine the model. They state that studying MCS 

as a package can provide better understanding of how a range of controls can support 

organizational objectives, control activities and drive performance, including how the 

informal controls may substitute or complement the formal controls. Nevertheless, the 

authors state (p. 288) the three main challenges of studying MCS as a package: 1) The 

distinction between MCS and information/decision-support system, 2) What 

conceptually forms a MCS, what elements are included and excluded, and 3) Difficulties 

of  conducting empirical research on these often very large and complex systems.  

In their definition, Malmi and Brown (2008, p. 290) state “Those systems, rules, 

practices, values and other activities management put in place in order to direct 

employee behaviour should be called management controls. If these are complete 

systems, as opposed to a simple rule (for example not to travel in business class), then 

they should be called MCSs.” 

Malmi and Brown (2008) are very explicit about why accounting systems used for 

decision-making purposes should be named as MAS. The key should be in managerial 

problem of directing employee behaviour. Also mere target setting and performance 

measurement does not constitute a MCS; employee behaviour should be directed 

towards achieving organizational objectives and strategies. This definition raises an 

interesting question from small-business point of view: is the distinction between 

decision making and directing employee behaviour as significant? At least in the very 
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early-stage or otherwise small companies, everything is intertwined, interdependent and 

informal. The usage of certain controls might be today for decision making but tomorrow 

(with growth) towards directing others. Therefore, this study takes the view that a MCS 

in a small and micro company can include both decision making support for the owner-

manager as well as tools to guide others. The second problem seems to be answered by 

the authors themselves (2008, p. 291) “The strength of the typology lies in the broad 

scope of controls in the MCS as a package, rather than the depth of its discussion of 

individual systems.” The third problem can in fact be addressed partly by MCS studies in 

small companies, as there the simpler structure provides possibility to observe the 

interaction of controls and their development from informal to formal (Mitchell & Reid, 

2000; Jänkälä, 2007; Davila & Foster, 2009).  

The Malmi and Brown typology for MCS will be used in this study. Its contents are more 

throughly presented in section 2.3.3. The main reasons for choosing this particular 

typology is that it is comprehensive, broad, contemporary and it addresses both informal 

and formal controls, which are specifically of interest in small business context. The use 

of this comprehensive typology then again enables possible further research even in  

larger entrepreneurial companies. Additionally, if the assumption is that more formal 

management controls become necessary when the company grows and direct monitoring 

is no longer sufficient, then it makes sense to use the same framework even in this small 

and micro company context. The only exception that is made to the original definition is 

to allow the purpose of MCS use to be both for decision making and directing others.  

Based on the literature review and the small business scope, the agent theory approach 

was not included in the theoretical framework applied in this thesis. Therefore, the key 

points of the agent theory in relation to MCS are briefly considered here. The agent 

problem exists in organizations due to the separation of ownership and management. 

Owner (principal) and manager (agent) do not necessarily have the same goals, hence 

forming a need for the owner to monitor the managers’ actions. This creates costs for the 

owner, known as the agency costs. (Scott, 2009). However, no agency problem exists in 

the very small companies, when the owner is the manager and he or she can monitor the 

personnel directly. In these case companies, the owner-manager is responsible for 

running the day-to-day operations. As stated by Davila and Foster (2009) MCS has a role 

to mitigate the agency costs in both cases, when 1) company grows and e.g. spreads 

geographically and direct monitoring is no longer possible and 2) outside investors are 

added.  
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Before moving on to the presentation of contingency theory and life cycle theory 

separately, an attempt is made to explain how they can be seen in relation to one another.  

 

 

Figure 1 Life cycle stages and contextual variables in relation to MCS. 

Both theoretical approaches assume that there are specific factors (variables) which 

effect the design of management control system. In the picture above, number one (1.) 

illustrates the individual approach, when either life cycle stage or contingencies are 

considered to influence MCS. In contingency approach, this would mean that the 

contextual factors, such as external environment and technology, define how the specific 

MCS should be designed (see e.g. Drury, 2004). In life cycle approach the stage in which 

the company exists in, holds generic characteristics that would determine the suitable 

MCS design (Miller & Friesen, 1984). 

In the above picture, number two (2.) illustrates the approach in which contingency and 

life cycle theories are not treated as mutually exclusive. This approach has been used by 

for example Moores and Yuen (2001) and Sandino (2007). In this approach, the idea is 

that the generic life cycle stage in fact constitutes of different contextual factors or the 

other way around, the life cycle stage of the company determines the relevant 

contingencies. 
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2.3.1 Contingency theory 

The contingency theory builds on organizational theory and is commonly known for the 

approach “it all depends” (Merchant & Otley , 2007). Contingency theory originally 

began as an opposite research stream to the universalistic control approach, which has 

its roots in the scientific management theory (Fisher, 1998). The universalistic theory 

assumed that there is one best MCS, which would fit any organization or situation. Fisher 

(1998) notes that contingency theory lies between the two extremes, the other one being 

situation-specific approach, which argues that each company and situation is so special 

that no generalizations about the control systems can be made. As Chenhall (2003, p. 

157) states: “The term contingency means that something is true only under specified 

conditions”. Thus, according to contingency theory, the best MCS design depends on 

situational factors equalling contingencies (also called contextual factors, contingent 

variables and contingent factors). The contingency theory approach has produced a 

broad range of empirical studies since its emergence in the 1970s. (Drury, 2004)  

 

Figure 2 Contingency theory framework. Modified from Drury (2004; p. 697). 

According to Chenhall’s (2003) review, the contingency-based research can be classified 

to three main streams: 1) the meaning of MCS, 2) outcomes of MCS and 3) contextual 

variables and MCS. As the first topic relating to the definition problematics has already 

been discussed, the focus here is on points two and three. 

Firstly, outcomes can be defined as use or usefulness of MCS and behavioural and 

organizational outcomes. This research includes the fundamental concept of “the good 

fit”, meaning that a fit between the management control system and the contextual 

variables leads to improved effectiveness. The evaluation of fit is done in relation to 

outcomes such as financial results, efficiency, and job satisfaction. However, research 

often uses self-assessment, which has validity problems. From a small company and 

entrepreneur perspective, it is reasonable to assume that an owner-manager does not 

adopt or implement a system without at least perceived usefulness. Again, terminology 

and definitions are by no means unproblematic or generic. Additionally, it has been 
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problematic, how to control for other possible variables and factors. Some researchers 

have solved this issue by simply leaving out the measurement of the organizational 

effectiveness. In the limited scope of this thesis, the evaluation of fit is excluded as well. 

Still, the fundamental purpose of a MCS quite directly links to organizational goals, thus 

it seems that the broader view of MCS facilitates also addressing more variables. 

(Chenhall, 2003; Drury, 2004) 

Secondly, the third research stream regarding the contextual variables and MCS has been 

able to produce quite generally approved list of the key variables. The key variables are 

external environment, technology, organizational structure, size, strategy and culture. 

(Chenhall, 2003). Each variable and the main effects it may have on the design of the 

MCS are presented below. 

External environment refers to the factors, which affect the company’s external 

functioning environment. The environmental uncertainty is the most researched variable 

in this category. Other elements could be for example: dynamic – static, simple – 

complex environment. (Fisher, 1998; Chenhall, 2003; Drury, 2004) Again, a note should 

be made about the proper definition of the different terms, such as uncertainty, hostility, 

turbulence, complexity. The research of environmental uncertainty has provided two 

major contributions to the small and entrepreneurial companies: 1) the more uncertain 

the external environment the more open and externally focused the MCS is needed 

(Chenhall, 2003) and 2) under higher uncertainty a more sophisticated MAS has a 

positive effect on performance and under lower uncertainty it can have a negative effect 

(Gul, 1991). Chenhall (2003) predicts that environment and uncertainty will continue to 

be a central variable in the future research, as the external environment is changing at 

increasing pace (globalization, networking, IT) and this prediction is also supported by 

Jänkälä (2007). 

Generally, technology can be defined as the means of how inputs are transferred to 

outputs in an organization, including the resources used in the process. From MCS 

perspective three important aspects arise: complexity, task uncertainty and 

interdependence. For example high complexity, non-standard products would demand 

more flexible MCS. Based on prior research, high task uncertainty and high 

interdependence require more informal controls, such as personal and clan controls 

(broad definition of MCS). Due to historical reasons, most research has focused on 

traditional, manufacturing industries, in the future more research should be conducted 

in service industries, public sector and non-profit organizations. (Chenhall, 2003) 
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Previous research has focused on organizational structure mainly on aggregated level in 

large corporations. Not surprisingly, formal, traditional MCS (such as budgets) are 

commonly used in large companies with decentralized organization. Then again, R&D 

and marketing departments facing more task uncertainty seem to prefer for more 

flexible, informal controls. This remains an important research topic, considering the 

developments like empowering organization, flat organization, team-based organization 

and so forth. (Chenhall, 2003). This variable contains also compensational issues, which 

have been identified as future research area in entrepreneurial context as well (Davila, 

Foster, & Oyon, 2009). 

A few studies have actually focused on size; it has been an underlying assumption that 

larger corporations use more formal MCS. Therefore, size has usually been used as a 

control variable. However, a little research has been conducted in the SMEs, which 

probably provide interesting research opportunities to be explored. (Chenhall, 2003). 

However, Davila (2005) has studied the development of HR related management control 

systems in high technology growth companies. The results of this quantitative analysis 

show that size has positive effect on the adoption of MCS. Size has an effect when the 

cost of governance by only informal means becomes too high and leads to a more formal 

approach. Personnel controls are informal in small companies, which allows also the new 

employees quickly to adopt the company culture. When company grows, this is no longer 

alone sufficient and for example a proper introduction procedure becomes necessary. 

Size also drives formalization in forms of rules and role descriptions. Additionally, for 

instance compensation and rewards are in the hands of the owner in a small company, 

but as the company grows, it becomes difficult to evaluate personally each person’s 

performance.  

Chenhall (2003) notes that strategy is a bit different in comparison with the other 

variables, being something the management can change and influence. The choice of 

strategy can then in its turn help management to some extent influence the other 

contextual factors (environment, technologies and organizational structure). However, 

as pointed out by Porter (1996), it is important to understand the difference between 

operational effectiveness and strategy. Operational effectiveness should be seen as a 

necessity for any successful business, but not as the strategic goal itself. The original, 

generic strategies by Porter are cost leadership, differentiation and focus (Porter, 1996). 

Simons (1995) work regarding management control systems is central in this topic, how 

the controls can be used in relation to chosen strategy. If previously the research focused 
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on finding the MCS that best fits the chosen strategy (static approach), Simons’ levers of 

control framework brought dynamics into the equation. However, Chenhall (2003) notes 

that the main archetypes of strategy were developed during the 1970s and 1980s, which 

can lead to the question of their relevancy in today’s world. Still, Porter (1996) notes that 

even a consistent strategy does not need to be static, but it should be adjusted based on 

for example the environmental factors, to maintain its competitive advantages.  

Chenhall (2003) notes that the variable culture has been so far quite under-researched. 

Culture can be defined as national culture or organizational culture. It should be noted 

that the Malmi and Brown (2008) MCS typology specifically includes cultural controls 

as well.  

The main criticism of the contingency theory is pointed at the difficulty of defining the 

theoretical concepts, constructs and models and lack of repetitive, cumulative empirical 

research thereof (Drury, 2004). However, Chenhall (2003) summarizes his review, that 

although criticized, the contingency-based research has formed a basis for generalized 

propositions between elements of MCS and context and solid amount of empirical 

research. Additional criticism raises the question, whether any amount of empirical 

research will provide generalizable results across time and different cultures, when both 

the organizations evolve and contextual factors change continuously. In other words, the 

implication would be that the results from any given study would always be applicable 

only in that particular context and point in time. (Merchant & Otley , 2007) 

2.3.2 Life cycle theory 

Davila, Foster and Oyon (2009) note that the recent empirical findings challenge the 

traditional view of controls being in contradiction with new venture creation and 

innovativeness. Traditional view of controls emphasizes “command and control”, to 

eliminate “insecure and risky” innovativeness. This development in MCS research can be 

said to have taken more than 30 years, as Greiner (1998) actually challenged this view 

already in 1972 (his original 1972 article was republished in 1998). Greiner describes the 

life cycles, periods of stable evolution, interrupted with short crisis and revolution stages. 

Noteworthy from this study’s perspective is the first “crisis of leadership”, when the 

entrepreneur should change his or her mind set towards managerial duties, including a 

more formal management system and controls.  
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Greiner’s theory describes how evolution happens through crisis to the next level. His 

model includes five key dimensions, which affect the development: Age of the 

organization, size, stages of evolution, and stages of revolution and the growth rate of the 

industry. According to Greiner, revolution or crisis emerges once management practises 

become outdated for the organizations current needs. The key is then to find new set of 

organizational and managerial practices to use during the next period of evolutionary 

growth.  

Growth rate of the industry is interesting, as it relates to differences between high-tech 

firms and traditional business areas. Quick growth in number of employees requires 

sooner suitable organizational structures, but “Evolution can be prolonged and 

revolutions delayed, when profits come easily” (1998, p. 57). 

In Greiner’s (1998) five phases of growth-model each phase is characterized by 

management practice to achieve growth and crisis thereafter describe the problems that 

must be solved by the management in order to continue growth and move to next phase. 

From this thesis study’s perspective, mainly the two or three first ones are interesting, as 

Greiner’s model refers to a very large corporation structure, which does not directly 

transfer to an entrepreneurial company.  

1. Creativity: Focuses on creativity, founders are usually technically or 
entrepreneurially oriented and not too keen on managerial or administrative 
duties. However, as the company grows, handling the growth demand also 
more formal procedures and knowledge / focus on administrative such as HR 
tasks. Growth may require e.g. external capital, which puts more pressure on 
the financial accounting information.  The entrepreneurs may wish they could 
go back to the “good old times” and a crisis is under the way. Nevertheless, the 
individualism and idealism is essential in this phase for the new company to 
start flying. → Crisis of Leadership: Need for (usually external, 
professional) new manager or at least management practises whom / which 
can lead the company out of the crisis. Greiner notes that the founding owner 
may not be suitable for this task and might have difficulties in giving the 
position to someone else.  

2. Direction: Usually adopts a functional organization e.g. marketing is 
separated from the sales, accounting systems for inventory and purchasing, 
incentives, budgets, work standards, more formal communications. The lower 
lever managers have less influence on the central administration, which can 
lead to frustration. → Crisis of Autonomy: During this crisis, most 
companies seek for solution through delegation (in 1998 review, Greiner 
prefers to call this decentralization).   

3. Delegation: Managers at different levels acquire more power and 
responsibility, and top management satisfices with management-by-
exception. Managers tend to forget the big picture, the whole company’s best 
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interest and top management feels that they lose control → Crisis of 
Control:  Top management tries to regain control, but this is difficult due to 
the now vast scale of operations. 

4. Coordination: Top management introduces more sophisticated, formal 
systems for coordination. Decentralization is transferred to e.g. global product 
groups. Formal planning and follow up of activities. Headquarter staffing for 
corporate functions. Focus on invested capital, use of stock options and 
company wide incentives. Aims to achieve growth more profitably. Usually 
this leads to lack of trust between the line managers (“field”) and 
headquarters. → Crisis of Red Tape 

5. Collaboration: In essence, new ways of working, not only relying on 
formal procedures is needed for further development. Emphasizes 
interpersonal collaboration, communication and more flexible approach to 
management. Typically HQ staff is reduced, more emphasis on e.g. matrix-
type task forces and teams. → Crisis of ? 

 

In small, entrepreneurial companies, the key is probably in the transition from the first 

to the second phase: unless the owner-manager wants to take this step and the 

“necessary” crisis and revolution, there is a little chance for the company to achieve 

substantial growth. As Greiner (1998, p. 67) puts it: “If they choose to grow, they may 

actually grow themselves out of a job and a way of life they enjoy”.  

MCS research (see for example Moores & Yuen, 2001; Granlund & Taipaleenmäki, 2005) 

utilizing life cycle theory usually builds on Miller and Friesen (1984). In this longitudinal 

study, Miller and Friesen tested the life cycle model empirically with 161 periods from 36 

firms. Based on the theoretical literature review, they present the five common life cycle 

stages: birth, growth, maturity, revival and decline. Variables associated with stages were 

environment, strategy, structure and decision-making. Miller and Friesen (1984) find 

support for the interaction of the variables within a stage and differences between stages. 

However, the results do not support the theory that organizations would move through 

the stages linearly.  

The five life cycle stages are described briefly below (Miller & Friesen, 1984): 

Birth: firms are young, dominated by their owners and have simple and informal 

structures.  

Growth: Birth develops to growth once the company has found its competitive advantage 

and has had some initial product-market success. In this stage, the company then tries 

to scale its success and this leads to need to develop the organization (to handle the 
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growth). Miller and Friesen name for instance establishing functionally based 

organization with middle management. Procedures are formalized. 

Maturity: The rapid growth levels out and organization becomes more stable. Emphasis 

is on smooth and efficient operations. Might also lead to an organization that is more 

bureaucratic. 

Revival: According to Miller and Friesen, this phase is typically dominated by need to 

cope with more complex and heterogeneous markets. This is achieved by creating 

divisional organization and control and planning systems that are more sophisticated. 

Decline: Stagnation, as the markets dry-up and the company is not able to revive (lack of 

innovation). Sales and profitability decline.  

Birth stage company was defined as less than 10 years old, informal structure and 

dominated by owner-manager. Growth company definition was sales growth by over 15 

per cent, functionally organized structure and early formalization of policies.  

The empirical findings show that the progress along the stages is not as straightforward 

as the theory suggests. The length of the periods can vary significantly. It should be seen 

more as a tendency, not an evolutionary imperative. For example, maturity can be 

followed by decline, revival or growth and growth can be followed by maturity or direct 

decline. The authors conclude that the key attributes (strategy, situation, structure, 

decision-making) seem to be able to define and predict the phases. Secondly, the phases 

seem to differ significantly more than earlier thought. The changes the organization goes 

through between the stages are various and many. The key attributes seem to be 

interdependent in many ways and are hardly changed independently of one another. It 

should be noted that age alone does not necessarily mean life cycle changes, in other 

words a firm can stay on some stage if its strategy and size becomes fixed. (Miller & 

Friesen, 1984) 

Davila, Foster and Oyon (2009) note that the life cycle model is a common approach in 

organizational research. In MCS research there has been mixed findings though, namely 

regarding the claim of crisis-driven adoption of controls (Collier, 2005; Granlund & 

Taipaleenmäki, 2005). The evolutionary perspective of the life cycle models propose that 

MCS are adopted to address the challenges faced with the growth (controlling and 

managing growth). Further research should address this question, whether evolutionary 
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or crisis-driven approach better suits the research in entrepreneurial companies. (Davila, 

Foster, & Oyon, 2009).  

2.3.3 Management control systems as a package 

The Malmi and Brown (2008) conceptual framework is used in this thesis to analyse the 

management control systems as a package. From the small company perspective, it is 

meaningful to consider MCS as a package, as the informal controls are expected to play 

an important role and one does not expect to find many formal systems implemented 

(Collier, 2005; Sandelin, 2008; Davila & Foster, 2009).  

Figure 2 illustrates the typology and its different elements are described below. Cultural 

controls are presented at the top, and broadly affecting the whole control system. 

Respectively administrative controls at the bottom create the foundation and structure, 

in which the other controls are executed. In other words, cultural and administrative 

controls can also be seen as the context, in which the other controls function. The 

planning, cybernetic and reward and compensation controls are assumed to be linked to 

each other and are presented in temporal order from left to right. (Malmi & Brown, 

2008) 

  

Figure 3 Management Control Systems package (Malmi & Brown, 2008, p. 291). 

 

Planning provides goals to organization, which enables the directing of behaviour and 

co-ordination of activities. Short-term planning is done for the coming year and has 

tactical and operational focus. Long-term planning with more strategic focus is done for 
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time window more than 12 months ahead. Malmi and Brown compare their definition to 

Merchant and Van der Stede (2007), who include planning and budgeting together in 

their typology as financial control systems. Malmi and Brown argue that planning is not 

only tied to financial (budgetary) planning, as for example action planning. (Malmi & 

Brown, 2008). This view is supported by Davila and Foster (2007), who use classification 

to financial planning, human resource planning and strategic planning. Nevertheless, 

planning often forms the basis for financial control.  

Cybernetic controls include budgeting and measurement systems. According to Malmi 

and Brown, in this category the difference between decision-making and control tool is 

distinctive. If for example an accounting-based system is used by a manager to detect 

and correct a variance, it is used as a decision making tool. On the other hand, if the 

information is used to effect someone else’s behaviour and actions, perhaps holding 

subordinate accountable for a certain outcome, then the use complies with the control 

tool definition. (Malmi & Brown, 2008) 

Budgeting is one of the corner stones of any MCS and is widely used by organisations. In 

addition, the smaller and growth businesses commonly utilize budgeting (see e.g. 

Sandino, 2007). Its purpose is to set target levels and enable evaluation of outcomes 

against those plans. The outcomes to be evaluated are received from measurements.   

Financial measures (such as operating margin, return on investment) are traditionally 

used widely, and these may be called key performance indicators (KPI). Non- financial 

measures (for example customer satisfaction, market share) have become increasingly 

important, as they are seen as drivers of the financial performance. The combination of 

the two first mentioned are called hybrid measures, the balanced scorecard (BCS) by 

Kaplan and Norton (1992) being to most widely known hybrid system. (Malmi & Brown, 

2008) 

Reward and compensation controls are used for motivating and increasing 

performance.  However, these can be linked also to other targets than financial and can 

have other purposes as well (e.g. retaining employees). (Malmi & Brown, 2008) In the 

entrepreneurial context, the non-financial rewards play a significant role (Jänkälä, 

2007). 

Administrative controls include organization design and structure, governance 

structures, and the procedures and policies. At first glance, one might think that these 
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controls do not exist in small companies. However, if we consider the growth perspective, 

they become central when the personal way of working (direct monitoring and 

communication) is no longer sufficient. Governance includes for example meeting 

structure and formality of minutes and the board structure. Procedures and policies 

include controls such as pre-action reviews. Some research has defined organizational 

structure as contingent variable, but here it is seen as something the managers can use 

and change. (Malmi & Brown, 2008) 

Cultural controls include value-based controls (Simons, 1995), system-based controls 

(Schein, 1997 cited in Malmi & Brown, 2008) and clan controls (Ouchi, 1979 cited in 

Malmi & Brown, 2008). Simons (1995) presented the concept of belief systems, which 

provide values, purpose and direction for the organization. In entrepreneurial 

companies, the culture has been found to form a significant control mechanism (Collier, 

2005). The values impact behaviour in three ways: 1) when particular values are used in 

recruitment, 2) when individuals adapt their values to the organizational values and 3) 

when individuals act according to the organizational values even though they do not 

comply with their personal values (Malmi & Brown, 2008). Symbol-based controls are 

visible expressions of the culture by for example workspace design and work uniforms 

(Schein, 1997 cited in Malmi & Brown, 2008). Clan controls are formed by subcultures 

or individual groups (such as department or organizational unit) in the workplace. Clan 

controls work by establishing common values through ceremonies and rituals. (Ouchi, 

1979 cited in Malmi & Brown, 2008).  

In figure 3 below the purpose is to illustrate, how management control systems and 

growth are combined in this study. The starting point is the long term planning, setting 

a strategic target or wanted position, usually in 3-5 years time. The roadmap to the 

wanted position is built through shorter term planning (here called action planning) and 

through annual budgeting. The follow up of progress is made through measuring the 

actuals towards set short-term targets. The underlying assumption in this study is that 
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management controls are indeed necessary for achieving any growth targets. 

 

Figure 4 MCS in the context of this study. Modified from Malmi and Brown (2008). 

2.4 Management accounting in small business context 

This study uses the terms small company (or business or firm), micro company and 

entrepreneurial company in principal interchangeably. The difference between small 

and micro company is the size and when referring to small companies it automatically 

includes micro companies. However, Davila, Foster and Oyon (2009, p. 290) define 

entrepreneurial companies “Entrepreneurship is a process of growth from the founding 

of the company until it reaches the behaviour of a large company with its structures, 

processes and systems.” Thus, there is by definition the target of growing the company, 

to become a large company. In this thesis, this definition is relaxed and entrepreneurial 

company is understood as being an independent company controlled by the owner-

manager, which may or may not have growth ambitions. 

The sector of small business and entrepreneurial activities have had difficulties to attract 

the attention of academics within management accounting research (Mitchell & Reid, 

2000; Chapman;Hopwood ;& Shields, 2009). Nevertheless, Mitchell and Reid (2000) 

argue that management accounting is equally important for any small firm, if not to be 

successful, but at least to avoid failure. Additionally, small firms provide many research 

opportunities, to study evolution and development of management accounting practices 

(Mitchell & Reid, 2000). The small entrepreneurial company provides an ideal setting to 



 

 

24 

investigate, when and how the informal controls evolve to a set of more formal 

procedures and system adaptation. This stage is noted to be often difficult and thus 

challenging the management and its capabilities. Therefore, it might even form a 

material obstacle for growth (Davila, Foster, & Oyon, 2009). 

Perhaps it could even be assumed that in many small companies management 

accounting and accounting in general is commonly seen as the necessary evil, not a 

success factor. It is only something that is handled on the side. Based on research this is 

a faulted view and better understanding might help more businesses to grow (Jänkälä, 

2007; Davila & Foster, 2009). Hence, when a company grows, MCS can provide the basis 

for the needed managerial infrastructure. An early adoption of MCS has been found to 

correlate with venture capital involvement, but as that relates usually to NEFs, the VC 

aspect is not included in this study. (Davila & Oyon , 2009) 

Davila and his research teams (Davila & Foster, 2007; Davila & Oyon, 2009; Davila T., 

2005) have published many papers on the subject of MCS in entrepreneurial companies, 

and found support for originally Greiner’s (1998) notion that the earlier adaptation of 

formal systems is linked with the number of employees. Davila, Foster and Oyon (2009, 

p. 291) report that besides crisis, there are several factors which seem to effect the 

adoption of systems: 1) the “import in” concept, 2) codifying learning, 3) managers’ 

perceived need, 4) contract with external parties, 5) legitimizing the company vis-à-vis 

external partners. Davila, Foster and Oyon (2009) conclude that the new more dynamic 

approach to MCS has proven that controls are a key element in contemporary, dynamic 

organization and in fact a necessity for growth. They support Malmi and Brown (2008) 

notion of need for more research for understanding the relationship between formal and 

informal controls, how the transition happens, how they are balanced and whether they 

are substitutes or complementary. The aim of this thesis is to gain understanding about 

these elements by studying the small companies where the observation should be doable. 

All in all, during the 2000’s the research of MCS in small business environment has 

clearly proven that there, first of all, are MCS in use in these companies and secondly 

that MCS can be seen as necessity for the growth or handling the growth of a company. 

The next sections will present some of the key studies in more detail.  
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2.4.1 Previous research based on contingency theory 

Jänkälä’s (2007) doctoral dissertation is the most comprehensive MCS study that has 

been conducted in the Finnish small business context. Jänkälä’s study is very wide and 

only the most relevant parts concerning the thesis topic will be covered here. 

Jänkälä investigates the use of MCS practices and the role of those in a contingency 

theoretical framework. The data includes both rapidly growing and more stable 

traditional firms, employing 10 – 49 persons. Due to the novelty of topic, this is an 

exploratory study, conducted in two phases: first, a qualitative pilot study and second, a 

survey analysed with quantitative methods. Survey data covers responses from 183 

managing directors. The MCS and contextual factors effect on financial performance is 

investigated (fit approach). 

Survey results suggest that firms use a wide range of MCS. Jänkälä reports that it seems 

that the strategy is positively associated with both growth and profitability. On the other 

hand, the use of a comprehensive MCS is not related to neither growth nor increased 

profitability. This can be interpreted that the decisive factor is the long-term target 

setting, which may lead to adoption of a more sophisticated MCS, which in its turn 

supports the target achievement. Firms, which have been profitable or had lower growth 

rate in sales use more advanced MCS practices. Nevertheless, use of more advanced 

dimensions of MCS seems to predict significant improvements for longer-term growth 

in net sales. One can ponder whether the results have been affected by the general 

economic situation as the base data was gathered 2001. Jänkälä compares the 

performance and net sales three years before (1997-2000) and two years after (2002-

2003) the base year. There had been a strong growth in the GDP in Finland up to 2000, 

then significantly slower growth during 2002-2003.  

The pilot study (2009) was qualitative, conducted with face-to-face semi-structured 

interviews and short questionnaire. Pilot companies were at least 5 years old (start-ups 

were excluded), 12 owner-managers were interviewed, six from stable companies and six 

from growing. Seven of the companies were micro companies. The companies were 

located in northern Finland and represented different industries and services, varying in 

sales, average was 0,3 million euros and on average 5,5 persons. Eight of the interviewees 

had vocational education, and three had university degree (out of which one in 

economics and business administration). 
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Common conclusions of the pilot study are that entrepreneurs deem net income and 

liquidity follow up important. Planning and budgeting was done once a year, investments 

should be profitable (but no specific method was used), the possible selling of the 

business was not considered important. The entrepreneur is the main capital investor 

and possible external financing is received from bank. Findings suggest existence of non-

financial objectives in small business: respect, reputation, success. Generally the 

entrepreneurs enjoy their work, independence and being in control of things. Family 

entrepreneurship background seems to be an influential factor: entrepreneurship is 

considered as one alternative among many.  

The growth firms in the study consider the developing of the business and liquidity 

important and investments are carefully estimated. “Grow or Die” mentality. Growth is 

gained through networking and geographical spread. Profitability is first and foremost 

seen as enabling the development of the business. Second priority is own earnings and 

benefits, which entrepreneurs benchmark with the level one could earn in a larger firm 

as a manager.  

Attitudes are cautious against new shareholders or venture capitalists. Informality of 

organization and free information flow are perceived important (note, these are also 

characteristics for innovation). Growth firms seemed to have or aim for a more 

structured way of running the business. Companies strive for healthy and controlled 

growth. Non-financial returns are valued less than in the over all sample.  

The owners of the traditional businesses in the study are modest in their expectation for 

earnings: “minimum standard of living”. Budgets are usually done once a year. 

Companies do not expect growth; they are rather fighting against decline. They see 

expansion a risk and being too dependent on the one owner-manager. More importance 

is put on the non-financial rewards. Owner has the role of a manager not a leader. Less 

emphasis on openness in communication or discussing financials with employees. 

Entrepreneurship has become a life style and the owners would not work for another 

anymore.  

These results from Jänkälä’s pilot study offer a valuable background information for this 

thesis as well. The owners’ characteristics seem to differ quite notably between the 

growth companies and stable companies and it will be interesting to see how the results 

of this study comply with Jänkälä’s findings.  
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Sandino (2007) studied the choice of MCS adoption by 131 start-up companies (32 

public) in the retail industry in the United States. The retail industry makes Sandino’s 

study specifically interesting, as the growth usually comes with opening of new branches, 

meaning geographical spread and therefore, controls that are more formal are needed 

relatively early. Study was conducted in two stages: first exploratory interviews (40), 

then survey (97) to a larger sample of 2-10 years old companies, which were analysed 

with quantitative methods.  

Sandino considers both the life-cycle models and contingency theory. Based on the life 

cycle literature, Sandino suggests that an early-stage company first implements only the 

formal controls that are seen to liberate managers’ time to focus informally on firm’s 

strategy. The interviews conducted in the first research phase revealed that managers 

describe the implemented controls by their purpose, not so in direct concepts as for 

instance “budgets”.  

The key findings from Sandino’s study are that all the sample companies adopt the same 

set of “basic MCS” (budgets, pricing and inventory control) first. The basic MCS seem to 

represent a “hygiene” factor in the industry. This could be relevant also in this thesis 

study, when the case companies are all from construction industry (for example time 

keeping needed already in the very beginning as a prerequisite for invoicing). Sandino’s 

concept of “additional MCS” includes the chosen strategy. Third finding is that the 

contingency model holds: MCS fit improves performance.  

Limitations of Sandino’s study are generalizability outside retail sector, possible 

survivorship bias, not using data triangulation, memory and interpretation bias (answers 

are based on the respondent’s recollection). Relatively small sample size. Possible self-

selection bias, but that was mitigated with efforts to maximize the rate of response.  

All in all, Sandino (2007, p. 268) states, “the real question is not whether MCS are 

needed, but which MCS are best suited to the contingencies of each firm.” 

2.4.2 Previous research based on life cycle theory 

Moores and Yuen (2001) apply the Miller and Friesen (1984) life cycle model in their 

explorative study. This study has configurational approach, examining the relationship 

of variables strategy, structure, leadership and decision-making styles to MAS. Although 

this study does not focus on small companies, it provides fundamental insights to the life 
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cycle model in MCS research. Their method consists of survey and selective interviews to 

support the survey and provide deeper insights. Life cycle model and contextual 

approach are both considered, but assumes that the contextual factors are included in 

the different life cycle stages, in other words, the life cycle stage itself includes the 

contextual factors that then again differ between the different stages.  

The key finding of Moores and Yuen is that 12 examined MAS attributes vary significantly 

between the life cycle stages. Quantitative analysis defines distinctive patterns of 

organizational characteristics and MAS formality across life-cycle stages. The use of 

more formal MAS increases from birth to growth, then decreases when turning mature, 

increases in revival and again reduces in decline stage.  

Based on Moores and Yuen (2001) results, growth firms typically focus on long-term 

growth and development, less on short-term profitability. Mostly used systems in the 

growth firms are monthly profit and loss statement, capital budgeting, long-term 

planning and forecasts, financial information for performance evaluation and long-term 

criteria for performance evaluation. Results also indicate that growth firms have stronger 

focus on performance evaluation than any other group. In this study, growth firms do 

rely on a broader set of MA tools than in any of the other stages. The formalization of 

MCS comes usually with transition to computerized systems. Noteworthy is, that in 

formalization process firms used professionals in management or external consultation. 

Moores and Yuen (2001) results show that mature firms utilize somewhat less formal 

controls than the growth firms do. The underlying reason is that the operating 

environment and organization becomes more stable and more focus is put in operational 

efficiency. However, formal controls are complemented with informal controls, 

especially regarding business intelligence (scanning external environment). Mature 

firms have the threat that they become stagnated and bureaucratic, specifically if they 

continue to implement and rely heavily on formal controls, which could lead to decline. 

Perhaps surprisingly, this study shows that mature companies rely less on financial 

information (for example performance indicators) than growth firms do. The most used 

MAS in mature companies are monthly P&L and cash flow statements. Second most 

utilized MAS include monthly balance sheet, cost accounting, authoritative budgetary 

control, capital budgeting, long-term planning and forecasts, responsibility accounting 

and quality controls. 
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The limitations of this study are the quite small sample, generalizability of results outside 

this industry and geographical location, low response rate, self-assessment and partly 

relying on respondents recollection. Nevertheless, the authors state that this approach of 

bringing dynamics to the research by using the life-cycle theory was successful.  

To sum up, the results show that the MAS attributes do vary between the different life-

cycle stages. Moores and Yuen say that the changes in MAS are probably both due to need 

for internal consistency (equilibrium) and external contingencies. They need to be 

balanced by the management.  

Collier (2005) conducted a 10-year longitudinal field study of TNA, an owner-controlled 

multinational packaging equipment supplier. TNA is an Australian company, at the end 

of the study having a turnover of 60 million Australian dollars and 120 employees. It had 

grown from six millions sales level during the study. Collier uses Simons 1995 and Otley 

2005 frameworks. 

Data was gathered through interviews, observation and data triangulation. The 

entrepreneurial characteristics of the owner are strong and he is growth-minded. This 

results in very strong social control through informal meetings, telephone calls, and high 

level of communication. A downside is reported to be high turnover of personnel, not 

everyone adapts to this kind of management style and control. 

Collier reports in results that formal, system-based controls were not significant. 

Important were long-term sales growth and market share. MA and non-financial KPI 

were not important except for expense follow-up. The entrepreneur used a sophisticated 

spreadsheet model for accounting based controls, but the role of the entrepreneur 

through social control was dominant.  

Nor was there any attempt to gain more information about MA, the owner did not see it 

worthwhile. Collier sees as the main weakness of this system its total dependence on one 

single individual. However, this study provides a good example of a control package 

suitable for this particular company, resulting in good performance. Even though formal 

controls were almost non-existing, the package builds on the “fundaments” of MCS: very 

clear vision and mission leading to targets and strategy to achieve those. Collier 

concludes that life cycle factors are important in understanding the management 

controls used. Although, it should be noted that the development of MCS did not happen 

through crisis, nor due to shifts between the stages, but during the lasting growth phase.  
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Collier concludes that more attention should be paid to attention to belief systems (social 

controls) (Simons, 1995), which are significant in relatively small entrepreneur 

controlled companies.  

2.4.3 Previous research in high-tech firms 

Granlund & Taipaleenmäki (2005) conducted an explorative multi-case study in nine 

Finnish high-tech firms with the purpose of describing and explaining current 

management control practices with the corporate life cycle models as theoretical basis. 

Background for the study is drawn from the IT-bubble in the late 1990s and early 2000s. 

The burst of the bubble lead to concerns, whether lack of proper MCS were in fact part 

of the underlying causes. According to the authors, the biggest difference between NEFs 

and traditional firms concerns temporal orientation (time pressure), leading in many 

cases to emphasis on planning over control in the high-tech growth firms.  

Data triangulation was used, including interviews, questionnaires, observation and 

analysis of written documents. Granlund and Taipaleenmäki argue, that traditional life-

cycle models (Miller & Friesen, 1984) do not fit NEFs, as more stages are needed 

(otherwise would only use birth or rapid-growth stage). Therefore, they utilize Victor and 

Boynton 1998 model of corporate evolution phases in their analysis and in addition to 

the MCS research, aim to contribute to life cycle related research as well. Simons (1995) 

classification of control systems is applied in the analysis. 

The key findings suggest that long-term financial planning may be “waste of time” in 

these fast changing environments. Also, capital budgeting is rare, as no bigger tangible 

investments are usually done. Belief systems (e.g. culture) are the primary MCS in NEFs; 

note for instance the importance of R&D orientation. However, forward-looking controls 

(short-term planning) are used dominantly over other controls. Business model is clearly 

driven by the technology and growing markets. This could form a substantial difference 

when comparing to the traditional small companies, which usually operate in stable 

markets. Additionally, this study supports the use of basic contingency factors such as 

age, size, line of business, strategy and environmental uncertainty. Granlund and 

Taipaleenmäki conclude that those are relevant in framing MAS change and stability. 

Furthermore, life cycle perspective is seen as fruitful in analysing management control 

development.  
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Davila and Foster (2007) conducted a multi-method, multi-case field research in the 

U.S. Sample consists of 78 early-stage high-tech start-ups, which have 50 – 150 

employees, are less than 10 years old and independent. Data was gathered by 

questionnaire, semi-structured interviews and analysis of additional material. Multi-

case was chosen to enable generalization of the results through statistical validation. 

Sixty companies out of the 78 had received VC financing. Most of the companies had not 

yet reached profitability. 

Davila and Foster divide MCS to eight different MCS categories: Financial planning, 

financial evaluation, human resource (HR) planning, human resource evaluation, 

strategic planning, product development, sales/marketing, and partnerships, which 

altogether cover 46 individual systems. The key findings are:  

1) Speed of adoption of financial planning and financial evaluation systems in relation to 

the other six MCS categories. Financial planning (operational budget, cash flow and sales 

forecasts) is most widely adopted already at the early stage, followed by the HR planning 

(e.g. organization charts, headcount budgets) and strategic planning (e.g. definition of 

strategic milestones) categories.  

2) Variables associated positively with the rate of adoption of MCSs: number of 

employees, VC capital, international operations and time to revenue.  

3) CEO turnover: shorter tenures for those who have adopted fewer MCSs.  

As Davila and Foster have not used any existing typology for the MCS classification, one 

can note that their category of for example HR planning includes elements, which in 

Malmi and Brown (2008) typology belong to both cybernetic controls and administrative 

controls.  

Davila and Foster state, that MCS provide means to professionalize a company’s way of 

working (management infrastructure) and they enable managers to focus on core 

business activities, to delegate and control by exception and handle information once 

informal communication becomes overloaded. Overall results give strong support about 

the importance of MCSs for the growth. They also raise an interesting alternative 

question for future research: Alternative role of MCS could be stated to be preventing 

failure due to events caused by lack of controls. This subject has not been studied yet, 

even though the idea was raised already by Mitchell and Reid (2000). 
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Sandelin (2008) studied the management control systems as a package in a Finnish NEF. 

Data consists of two cases, performed in the same company at different points in time. 

Data was gathered by theme interviews and data triangulation strived for, to confirm 

individual person’s statements. Sandelin points out that the relatively small company 

(0,4 ME turnover in the beginning), even though growing, enables to observe the 

connections between different controls, which in bigger organizations tend to be more 

difficult to observe due to the size and complexity (e.g. Mitchell and Reid 2000).  

This study argues that under different circumstances, two different control packages can 

provide equally sufficient end results. The contingencies are more or less the same 

between the two points in time, but the functional demands differ. This article provides 

also support to the view that the efficiency of a control package depends on its internal 

consistency. In this study, the concept of equifinality means: “the control systems may 

look fundamentally different but result in an equally good final state even in the face of 

similar contingencies (p. 337).” 

This study aims to add to previous knowledge by examining the couplings between MAS 

and other controls, which could provide further explanation about the functioning and 

effectiveness of different control packages. This study uses Merchants 1998 and 

Merchant and Van Der Stede 2007 object-of-control framework with cultural, personnel, 

action and results controls.  

The results indicate that internal consistency was achieved by prioritizing one form of 

control, and the others supported that one. Sandelin argues that based on these findings, 

it seems certain that all forms of controls need to be seen as part of the package, not 

considering only MAS. More informal cultural, personnel and action controls can act as 

substitutes for more formalized controls. In this case, cultural controls were the primary 

form of control in the case 1 situation. In addition, Sandelin reports that depending on 

the environment or the firm life cycle, the control package may become inefficient and 

needs alteration, even though this study does not apply life cycle theory. Sandelin uses 

concept functional demands to the management, which effects the choice of controls. 

For example, operational complexity, for instance geographical spreading, can make 

informal controls less functioning. Sandelin does not include strategy in his analysis due 

to the problematics of defining the concept. 

The idea of balancing and prioritizing the functional demands is close to practice and the 

environment in which the management operates and therefore this study has practical 
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contribution. For instance, efficiency, customer satisfaction, quality information and 

new product development pose different functional demands to the management. 

2.5 Small business and growth 

Based on the literature review made by Davidsson, Achtenhagen and Naldi (2010) the 

factors affecting or driving growth have been fairly well identified and established by the 

growth research. Depending on the author, there might be slight differences in the 

naming of the factors, but all in all the main categories are internal factors relating to 

the entrepreneur, the firm and strategy and external factors including the industry and 

environment.  

Company growth can mainly happen through two different ways: internally (organic 

growth) or externally. Internal growth is achieved through increase in sales, for example 

by introducing new products and services or by increasing the market share of current 

products. External growth is achieved through mergers and acquisitions. The strategic 

choices have to do with the choice of means to achieve the end result (growth). 

(Tornikoski, Saarakkala, Varamäki , & Kohtamäki , 2011). 

Davila and Foster (2007) touch upon the relationship between MCS and growth factors. 

There is lack of research so far investigating how MCS affects the growth factors. One 

example is Reid and Smith (2000), who report though that management characteristics 

are indifferent or negative in relation to performance, except for “pursuit of high return 

on investment”, “forward planning” and “organizations and systems”. The results from 

Davila and Foster (2007) study in high-growth high-tech firms indicate that MCS can 

facilitate future growth and that management can plan for growth by increasing MCS 

intensity for managing growth. Furthermore, it seems that growth and adoption of MCS 

reinforce each other, enabling the early-stage company to overcome the first “growth 

crisis” (Davila & Foster, 2007).  

Achtenhagen, Naldi and Melin (2010) conducted a literature review, a quantitative and 

a qualitative study regarding the issue they raise: whether practitioners and scholars 

mean the same thing when talking about business growth. As this thesis is not directly 

studying growth, the details of the problematics of measuring growth will not be covered 

here. It should be noted though, that growth could be measured by for example number 

of employees, sales or profits. From the viewpoint of this thesis, the assumption is that 

growth in sales creates also employment, as the case companies function in construction 
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business, where the sales is highly correlated to either number of employees or 

subcontractors. As the empirical studies of Achtenhagen, Naldi and Melin are based on 

Swedish SMEs data, it could be assumed that the results can be generalized to the Finnish 

companies at least to some extent. (Achtenhagen, Naldi, & Melin, 2010) 

The key findings from Achtenhagen, Naldi and Melin qualitative study are: 1) 

Entrepreneurs see growth commonly as a process of internal development, including for 

example competence development and cost efficiency in organizational practices. In this 

view, the growth is not the object itself, rather an outcome of the process. 2) 

Entrepreneurs have highly heterogenic views on the commonly used growth measures. 

The importance of certain measure seems to depend on the owner structure. For example 

in family firms, the continuity and successful future were seen most important and 

achieved by reinvesting profits (Jänkälä’s (2007) qualitative study presents similar 

thoughts). Furthermore, entrepreneurs (also besides family owners) who were not 

planning to sell their company were more concerned about their responsibility to local 

community and employees. This notion was more common in established high-growth 

and continuous-growth firms. (Achtenhagen, Naldi, & Melin, 2010) 

Willingness to grow is dynamic and changes over time. However, interestingly the 

owners do not seem to put as much weigh on the employment, as the government and 

politicians do. Again, it is not the goal itself, but rather an outcome of the (profitable) 

growth. The entrepreneurs criticize that the high focus only on employment overlooks 

the risk of the owner, who is personally responsible to her or his employees and has to 

face the difficult situations e.g. when laying off is necessary. (Achtenhagen, Naldi, & 

Melin, 2010) This notion is also supported by Walker and Brown (2004). Achtenhagen, 

Naldi and Melin (2010, p. 309) conclude among other things that the current research 

does not fully appreciate the central role of the entrepreneur who in fact are “the enactors 

of business growth”. Future research should aim to increase understanding of the 

internal development processes and other management and organizing processes, 

enabling better understanding of the complex and multidimensional process of growth. 

(Achtenhagen, Naldi, & Melin, 2010). This notion can be seen as linking also the 

management control systems to growth, as the MCS can be seen as central in 

management and organizing processes. 

Several quantitative studies have investigated the variables associated with the decision 

of firstly, becoming an entrepreneur and secondly, a growth entrepreneur. However, 

these studies are conducted in small business and entrepreneurship research field, and 
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the relation to management accounting research is still quite unexplored. Arenius and 

Minniti (2005) and De Clercq and Arenius (2006) have studied the data gathered in the 

Global Entrepreneurship Monitor (GEM) project during 2002. 

Arenius and Minniti (2005) paper investigates data from 28 different countries. They 

combine in their model the fairly established demographic and economic factors 

(education, age, financial background and current work situation) with what they call the 

subjective perceptual variables (alertness to opportunities, fear of failure, confidence in 

one’s own skills and the effect of role models) and how these affect the decision of 

pursuing entrepreneurship or not. Their findings reveal that the model has cross country 

explanatory power, even though there are differences between the countries. 

Furthermore, even though men are more likely than women to start a business, the 

drivers for the decision are similar for both genders. Age and gender affect the willigness 

to start a business negatively, education and current employment positively and wealth 

has a positive effect both in the lowest and the highest income levels (U-shape curve). 

The perceptual variables have positive and significant effect, except for the fear of failure, 

which has negative effect as presumed by the authors. The important conclusion is that 

as these variables are subjective and individual, they are something that for example the 

government cannot easily affect with for example policy changes. (Arenius & Minniti , 

2005). Therefore, when considering Finland, it could take a long time to change the 

overall atmosphere to a more entrepreneur-friendly, as like attitudes, these kind of 

perceptions are not quickly changed.  

De Clercq and Arenius (2006) builds on the previous paper, using the GEM data for 

Belgium and Finland to study the effect of knowledge-based factors (education and skills 

and individual’s contacts with entrepreneurs) to the willigness to start a business. Their 

findings indicate that higher education has some effect, but one’s perceived skills and 

knowledge to start a company is clearly more important factor in the decision-making. 

Additionally, knowing another entrepreneur seems to affect the decision positively. 

Interestingly, when they studied that the likelihood of starting a growth-oriented 

business, they found only weak positive effect for one single variable ‘personally knowing 

an entrepreneur’ in Finland. The variable ‘fear of failure’ affected negatively the overall 

willingness to become an entrepreneur in Finland, as opposite to Belgium. (De Clercq & 

Arenius, 2006)  

Hyytinen, Pajarinen and Rouvinen (2005) studied a sample (336) of new Finnish 

companies registered in October 2003. Material was gathered by survey and the 
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respondents self assessed intention to grow defined growth. Twelve percent of the 

companies in the final sample were construction companies. Hyytinen, Pajarinen and 

Rouvinen (2005) report that growth companies are bigger than average already in the 

beginning: more capital, owners and personnel. Business idea usually originates from 

the owners’ previous career and has to do with high tech or knowledge-intensive 

business. These companies function in networks. Growth entrepreneurs are more likely 

men, younger and have higher education than entrepreneurs in average. This finding 

supports Arenius and Minniti (2005) results. All experience, such as entrepreneurship, 

management position and living abroad, correlates positively with growth intentions. 

Financial success is more important than for less growth-oriented entrepreneurs. 

(Hyytinen, Pajarinen, & Rouvinen, 2005).  

Hyytinen, Pajarinen and Rouvinen found entrepreneurs with academic or college degree 

to be on average more growth ambitious than the ones with grammar school or high 

school background. Furthermore, growth ambitions are correlating with risk taking 

willingness. Growth companies are more often limited liability companies than other 

company forms and have several owners. Additionally, the salary level before becoming 

an entrepreneur is significant, the higher it has been the more growth seeking the 

entrepreneur is. This is significant in all education levels, but even more so the higher 

the education is. (Hyytinen, Pajarinen, & Rouvinen, 2005)  

Additionally, in Mäki-Fränti’s (2006) study made with Finnish material, factors 

explaining growth unwillingness were risk-avoidance and unwillingness or incapability 

to make additional investments in the company. As additional reasons, these 

entrepreneurs named the lack of business management and sales and marketing 

knowhow. Furthermore, 80 % of the entrepreneurs unwilling to grow simply thought 

that their company’s current size is convenient.  

In a large empirical study with two longitudinal data sets Davidsson, Steffens and 

Fitzsimmons (2009) find that low growth, profitable firms are more likely to reach high 

growth and profitability in the future. They explain this finding with the argument that 

in SMEs good profitability is likely to indicate underlying competitive advantage. They 

also suggest that growth alone should not be seen as an indicator of success and we 

should be more careful not to judge owner-managers for being reluctant to grow. Unless 

growth can improve profitability as well, there is no rational reason to grow one’s 

business. Walker and Brown (2004) report similar findings in their small business owner 

study in Australia. They find that non-financial criteria, such as personal satisfaction and 
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flexibility, are seen more important than financial criteria in determining successfulness. 

Hence, Davidsson, Steffens and Fitzsimmons (2009) make an important conclusion that 

policy-makers should aim to help firms to increase their profitability, not only to grow. 

This objective would better align with owner-managers objective and perhaps problems 

of growth could then be solve itself. (Davidsson, Steffens, & Fitzsimmons, 2009) 

2.6 Summary  

Chapter 2 has covered the theoretical background and framework applicable in this 

thesis. The aim has been to provide the reader with relevant information relating to 

management accounting and management control systems specifically in small business 

context. Furthermore, the previous research in this area has been presented. In the last 

section the key elements of entrepreneurial literature regarding the growth and linkage 

to MCS was covered. This study leans on the theoretical approaches of contingency and 

life cycle theory towards the study of MCS. The Malmi and Brown (2008) typology will 

provide the backbone for MCS elements categorization and further analysis.  
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3 METHODOLOGY 

3.1 Research method 

This study applies qualitative research method and deductive reasoning. Ghauri and 

Grønhaug (2010, p. 16) define deductive reasoning as “The logical process of deriving a 

conclusion from a known premise or something known as true.” When using this 

approach in the qualitative data analysis, it can be understood as building the analysis 

on existing theory and the purpose is not to create a new theory. 

More specifically, comparative case study method is used to study the phenomenon in 

question. Case studies are usually explanatory, exploratory or descriptive. This method 

is suitable, when one wants to gain in-depth understanding of how something is working 

in a real life setting. In a comparative case study, the purpose is to compare same 

questions in different organizations to gain knowledge about differences or similarities. 

This study is mainly descriptive. (Ghauri & Gronhaug, 2010) 

This methodological approach was chosen because there is plenty of previous research 

available in management accounting and also relatively well about growth and small 

businesses. Hence, there is a solid theoretical background available, enabling fairly 

structured research problem and framework for analysis of results. As reported by 

Scapens and Bromwich (2010), in the articles published in the journal Management 

Accounting Research between 2000 and 2009, 13 % used contingency theory and 40 % 

case study method.  The purpose is to gain new information by combining this theoretical 

background to the relatively under-researched small and micro companies context.  

3.2 Data gathering and research process 

One needs to consider how to form the sample, even though it is seldom the purpose of 

a qualitative study to aim for statistically significant results. In this study, the case 

companies a chosen by purposeful, non-probability samples based on the theoretical 

framework and research questions. (Ghauri & Gronhaug, 2010) 

In other words, the case companies were handpicked, fulfilling the defined criteria:  

 Functions in construction business (a traditional business area).  

 Employs 4-10 people (a micro company, when measured only with 
headcount). 
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 The owner-manager runs company’s daily operations. 

 Operates in Southern Finland, Greater Helsinki area.  

The researcher previously knew one of the case companies. The other two were identified 

through a search in Orbis database provided in Hanken network. Concerning the 

company size, the amount of employees being less than ten was the decisive criterion. 

Case companies A and C exceed the turnover or total assets limit for a micro company, 

hence being classified as small companies according the criteria mentioned in section 

1.3. Three companies were contacted, one of these refused to participate in the study. The 

case companies were contacted by phone and time was scheduled for an interview. The 

interviews were conducted with the owner-managers and lasted between 30 and 45 

minutes.  

The method of face-to-face interviews was chosen for ensuring good quality answers, 

correctly understood questions and possibility to elaborate on answers if found 

meaningful during the interview. The interview consisted of a combination of closed 

questions and semi-structured questions. This approach was chosen, to receive answers 

that are comparable with each other and with previous studies. Questionnaire aims to 

capture the relevant theoretical concepts, thus, enabling analysis of results against 

chosen theoretical background. Furthermore, semi-structured questions should provide 

some in-depth details, which can be used to deepen the understanding and presentation 

of the results. The interviews were recorded and answers were later written to the 

interview form from the recording. This enabled efficient interviews, when unnecessary 

time was not spent on writing the answers down during the interview session. Interviews 

were conducted during June 2015. They were made in Finnish and translation to English 

was done, when the results were analysed.  

The case companies were chosen from one industry (construction) and same 

geographical area in order to decrease the heterogeneity of environmental factors, thus 

enabling possible generalizations across the companies. Furthermore, companies from a 

single industry face the same legislation and regulation, which could potentially affect 

the management control systems in use. When considering the contextual factors both 

in relation to MCS and to growth literature, the differences can mainly be in life cycle, 

strategy, organizational structure and entrepreneurial characteristics.  
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3.3 Validity and reliability 

In addition to the theoretical underpinning, validity and reliability are crucial for any 

research. Validity can be divided to internal validity and external validity. Internal 

validity addresses the question of whether the results are in fact true and external 

validity, whether the results can be generalized. Construct validity is related to measures, 

whether they are in fact measuring what they are supposed to measure. (Ghauri & 

Gronhaug, 2010) 

Case studies and interviews require skills from researcher, in order not to affect the 

validity of the results (Smith, 2011). In a thesis study, this validity threat is present, as 

the researcher is not a professional and does not have prior experience from conducting 

a case research.  

In qualitative analysis, one cannot rely on statistical basis for addressing the construct 

validity issues (Smith, 2011). In this type of qualitative research, the main threat to 

construct validity is the divergent validity. This means, how well the constructs can be 

defined and separated from one another. This could be problematic, since this study 

deals with abstract concepts such as management control systems and growth ambitions. 

This validity threat has been mitigated by the choice of data gathering method, allowing 

for explanations and additional questions, which would not be possible in for instance 

an online survey. Additionally, the interview questions have been formed in a way that 

they are well defined and understandable without deeper theoretical knowledge. On the 

other hand, interviews themselves can potentially threat internal validity through 

interviewer bias. Bias can be caused by the interviewer during both the interview and the 

analysis and interpretation of the results. (Ghauri & Gronhaug, 2010; Smith, 2011) 

Ghauri and Grønhaug (2010, pp. 210-211) divide validity issues in qualitative research to 

four different dimensions:  

 Descriptive validity refers to the degree to which the actual description is 
true. 

 Interpretative validity addresses whether the expressed interpretation is the 
correct one. 

 Theoretical validity refers to whether the suggested ‘theory’ is adequate. 

 Generalizable validity means the extent to which the findings can be 
generalized. 



 

 

41 

The first point of descriptive validity can be seen as a synonym to the construct validity; 

has the study been able to capture the true and correct situation in the case companies. 

The interpretative validity concern is addressed in this study by providing the reader with 

information on how the study was conducted and how have the different choices been 

made. By following this reasoning, the reader should be able to conclude, whether the 

study’s conclusions have interpretative validity. As this study does not aim to provide 

new theory, the issue of theoretical validity does not apply here. The generalizable 

validity addresses the concern for external validity. In case studies, one has to be cautious 

about generalizing outside the case companies.  

Reliability in research means, whether the obtained results can be trusted, and if similar 

results would be received in similar context by another researcher using the same 

measurement instrument (Smith, 2011). In a qualitative study, the reliability is usually 

not as easily testable as in a quantitative research applying statistical methods. Reliability 

issues are addressed in this study by providing the reader a description of the research 

process, how the results have been obtained and the used interview questionnaire can be 

found as an attachment (Appendix 1).  
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4 CASE COMPANIES 

This chapter will begin by briefly presenting some facts regarding the chosen industry, 

construction business in Finland and then continue with the case company 

presentations. The case companies are called Company A, B and C, for guaranteeing their 

anonymity. Case company presentations for companies A and C have been pre-approved 

by the interviewees. The case company B owner did not require a preview of the 

presentation. The background data, for instance number of employees and turnover, 

have been extracted from the Orbis database. All the companies belong to the industry 

class ‘construction of residential and non-residential buildings’ according to the Orbis 

database coding. Figures are presented in thousands of euros. The respondents’ 

background information and the more specific data concerning the case companies’ 

business area and administration were gathered during the interviews. The three case 

companies represent slightly different business models and approaches within the 

construction business. 

The megatrend of urbanisation and increasing need for repairs in the dwelling stock 

makes construction industry important possible growth area in Finland. According to 

Hietala et. al (2015), the total technical need for repair is approximately 3,5 billion euros 

annually and the estimated repair debt for the past 25 years is about 15 billion euros. The 

gross production value of construction industry in Finland 2014 was 28,5 billion euros 

(Confederation of Finnish Construction Industries, 2015). 

Today the construction business in Finland employs about 250 000 people. According to 

the Ministry of Employment and the Economy (2013), 93,6 per cent of construction 

companies employed less than 10 people in 2011. The construction and renovation and 

refurbishment of houses cannot be outsourced to low-cost countries, but is on the other 

hand open for competition from, for example the Baltic and eastern European countries. 

In Southern Finland, Uusimaa region, about 30 per cent of work force in residential and 

non-residential construction is foreign, leading to increased price competition in this 

geographical area. Furthermore, the Confederation of Finnish Construction Industries 

(2015) reports that the average profitability, measured by net income before 

extraordinary items and taxes as a percentage of turnover,  in small (turnover less than 

10 million euros annually) construction companies has steadily declined from 8,5 % 

(2005) to 4,6 % (2014). Tougher competition makes it even more important to have good 



 

 

43 

performance and understanding of cost and profitability in the companies, in order to 

stay on board with the competition. 

4.1 Company A 

The case company A is a family owned business, where the owners are a couple who both 

work in the company full time. They are responsible for running the daily business and 

all the management decisions and tasks. This company is established in 2011. At the 

moment, the company only builds private homes for sale. This company is interesting, 

as the owner couple can be seen as so-called serial entrepreneurs, who have had many 

businesses over the years. They have operated in construction business also previously, 

after that in a different kind of a consumer service business and in 2011, they returned to 

the construction business. The interviewee, aged 52, has been an entrepreneur for the 

past 30 years and worked about five years before that as a paid employee. Organization 

is very light and accounting and payroll have been outsourced to an external accounting 

firm. The interviewee feels that they as owners have enough knowledge about financial 

matters, as they have been doing this business for a long time. Additionally, they have 

very good relationship and communication with their accountant, from whom it is always 

possible to get support if needed.  

 

 

Figure 5 Case company A: Turnover and profit graph. 
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The graph in figure 5 above aims to provide an overview of the company’s size and 

profitability over the four historical operating years. As can be noted, the turnover has 

varied quite significantly over the four operating years. This has to do with one of the 

specific characteristics of build-for-sale business’ accounting; the revenue recognition is 

usually done only after the whole project is completed. The variation in profit level is 

partly explained by the same characteristics, as the company usually builds one project 

at the time, the annual profit is fully dependent on that one project’s success.  

Table 1 Case company A: Key financial information. 

 

In table 1 above, the key financial information for the company is presented with some 

more details. One could note at this point, that the project nature of this type of business 

makes the use of some of the traditional key performance indicators, such as turnover 

per employee, difficult. Additionally, this type of business is capital intensive.  

4.2 Company B 

The case company B is the smallest one in the study, when measured with turnover, but 

has the most own employees. The company is fully owned by the owner-manager (age 

54) and is established in 2005. The interview was conducted with the owner-manager 

and his son, who also currently works in the company as a supervisor. The owner had 

worked as a paid employee in the construction business for about 29 years before decided 

to start his own business. He described the decision by saying, “Why work for others, if 

you can do the same for yourself”.  This company mainly operates as a subcontractor for 

bigger companies and they usually have three to four sites ongoing at the same time. If 

needed, they also use subcontractors themselves to manage high demand situations. 

Their business model is to a great extent dependent on whether tenders are won or not. 

Financial administration has been arranged so that the owner does invoices and offers 

and accounting and payroll have been outsourced to a third party service provider. The 

Case company A 2011 2012 2013 2014

Personnel 4 5 4 7

Turnover 1 710 2 852 526 2 350

Net income before tax 33 286 31 159

Net income after tax 24 215 23 131

Total assets 1 438 752 1 808 2 990

Profit margin (%) before tax 1,9 % 10,0 % 5,9 % 6,8 %

ROE (%) before tax 122,2 % 119,2 % 12,8 % 62,9 %

Turnover per employee 428 570 132 336
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owner (and his son) feels that he has enough knowledge about the financial matters 

regarding their business. He says that one could naturally always have more knowledge, 

but then again, one can get support from for example accountant if needed.  

 

 

Figure 6 Case company B: Turnover and profit graph. 

The above graph presents the turnover and profit margin percentage for the latest five 

operating years. Company B has grown in sales quite steadily until a slight drop occurred 

in 2014. On the other hand, the profitability has not been very strong during any of these 

years and turned clearly negative in 2014. The owner stated that competition has 

increased all the time during his ten years as an entrepreneur and price matters more 

and more when customers choose their subcontractors. As the case company B competes 

in the business-to-business market, they are possibly experiencing the price pressure 

even more than the other two case companies are. 

Table 2 Case company B: Key financial information. 

 

Case company B 2010 2011 2012 2013 2014

Personnel n.a. 6 n.a. 8 8

Turnover 575 713 942 1 023 929

Net income before tax 2 6 1 13 -53

Net income after tax 2 6 1 13 -53

Total assets 93 105 106 253 363

Profit margin (%) before tax 0,3 % 0,8 % 0,1 % 1,3 % -5,7 %

ROE (%) before tax (negative) 300,0 % 11,1 % 59,1 % (negative)

Turnover per employee n.a. 119 n.a. 128 116
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Table 2 above presents the additional financial information for company B. This 

illustrates well, how it can be difficult to analyse or understand the micro companies 

KPIs, as either some information is missing or the percentages can be misleading, when 

the changes in small numbers between years can be big. This information can also imply 

that as discussed in the prior sections, it is not only the sales or number of employees 

that should be noted when studying growth, but also profitability. In the case company 

B, the sales growth has been achieved, but not the profitability, which could indicate a 

need for more profound cost and profitability analysis and management.  

4.3 Company C 

The case company C is the biggest in the study when measured with turnover and the 

oldest, established in 1995. Even this company is family owned and the interviewee (aged 

45) was one of the owners, who works full time in the company and is responsible for all 

the administrative tasks. She had about nine years working experience before becoming 

an entrepreneur 20 years ago. This company operates both in build-for-sale and 

renovation business areas with consumer and business-to-business customers. In case 

company C, the accounting and payroll are in-house and accounting is done with ready-

made software. An experienced accountant makes the annual accounts with this software 

as a hired service. The underlying reason for this particular set up is that the company 

has used outsourced accounting service before, but those have been “total disasters” thus 

leading to this current solution. Additionally, cost centre reporting and other ad hoc 

reporting are made utilizing Excel. The interviewee feels that they have enough 

knowledge in financial matters within the company.  

Figure 7 below presents the turnover and profit margin as a graph for five full years 2009-

2013, as the information for 2014 was not yet available in Orbis. This company has grown 

in sales for the past three years, but the profitability has again fluctuated notably.  
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Figure 7 Case company C: Turnover and profit graph. 

In table 3 below, company C’s other key financial information is presented. Here it 

should be noted, that this company has chosen a business model that relies on 

subcontractors more than own personnel. Hence, the turnover per employee is 

significantly higher than in the other case companies. This decision will be discussed 

further in the results section, but yet again, it also highlights the special characteristics 

that could affect management accounting in the small companies’ context. 

Table 3 Case company C: Key financial information. 
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Turnover Profit margin (%) before tax

Case company C 2009 2010 2011 2012 2013

Personnel 5 4 5 7 7

Turnover 2 878 2 654 1 758 3 728 4 871

Net income before tax 272 21 322 109 435

Net income after tax 200 22 206 86 312

Total assets 974 500 385 1 849 2 821

Profit margin (%) before tax 9,5 % 0,8 % 18,3 % 2,9 % 8,9 %

ROE (%) before tax 54,2 % 4,1 % 44,1 % 14,6 % 58,5 %

Turnover per employee 576 664 352 533 696
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5 RESULTS  

5.1 Introduction  

In this chapter, the empirical data gathered in the study is reported. First, the results are 

mapped and discussed against the MCS as a package model by Malmi and Brown (2008). 

Secondly, the results are analysed against the relevant aspects of contingency theory and 

life cycle theory presented in chapter 2. Previous research results are used for 

comparison and discussion. Lastly, the results will be discussed in regards to the growth 

factors, but only to a limited extent as this was not the main focus in this study. A note to 

the reader: individual construction sites are commonly called projects in this section. 

The process of analysing the results began by mapping the information gathered in the 

interviews against the Malmi and Brown (2008) model in Excel. If no clear yes or no 

answer was available, the material was interpreted through the method suggested by 

Sandino (2007): What is the purpose for the system’s use? This interpretation then 

guided the mapping as a certain system in the typology.  Second, the results from the 

questionnaire part four ‘Factors related to entrepreneurship’ were summarized to one 

table for all the case companies. Mean and average deviation were calculated to support 

the presentation of the results, making it easier to interpret, where there are major 

deviations and where the respondents had similar views. As the characteristics of the 

entrepreneur is one of the growth factors, this part of the questionnaire intends to 

provide insights to the growth willingness or capabilities of the interviewees. After this 

initial classification and mapping was done, the actual analysis was conducted by 

reflecting the answers against theory and previous research results. In this reflection 

process, the idea was to find either similarities (confirmation) or differences in the 

results and in case of differences, try to find explanations for those.  

5.2 Management control systems in the case companies 

This section presents, which management control systems are used and how they are 

used in the case companies. None of the companies has specific management accounting 

function, mainly due to their size. The owner-manager is responsible for management 

accounting, if it is conducted, with the possible support from the accounting firm. This 

finding corresponds with the NEF firms studied by Granlund and Taipaleenmäki (2005). 

Figure 8 below summarizes the management control systems found to be used in the case 

companies. Each item will be further discussed under separate headings. 
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Figure 8 MCS results mapped against Malmi and Brown (2008) model. 

5.2.1 Planning 

None of the case companies engages themselves in long range planning. Longer term 

planning is usually associated with strategic planning, and based on the results the case 

companies do not seem follow any conscious strategy nor have they stated it formally.  

Long range Action Budgets

Financial 

measurement 

systems

Non-financial 

measurement 

systems

Hybrid 

measurement 

systems

Reward and 

compensation

Case 

company A No

Yes. Planning for 

next project, 

investing in a plot. 

Recruitments, new 

machinery & tools. 

6-12 months range.

Yes, for each 

project. Follow-up 

continuously during 

the project.

Monthly P&L. Sales 

and cash flow 

continuously. 

Profitability per 

project. No No

No monetary. 

Lunch once a 

week. 

Case 

company B No No No

Monthly P&L. Only 

the bottom line is 

of interest. 

Profitability follow 

up per project 

started. No No

Yes, piece wages 

in use. Parking is 

paid to 

employees as an 

extra benefit.

Case 

company C No

Yes. 1 - 3 years 

horizon, mainly 

related to the land 

development. No 

planning for 

machinery and 

tools investments.

Yes, for each 

project. Follow-up 

continuously during 

the project.

Continuous, regular 

follow up for cash 

flow. Monthly P&L. 

Historic data is 

utilized in future 

pricing decisions. No No No

Clans Values Symbols

Governance 

structure

Organization 

structure

Policies and 

procedures

Case 

company A

In interaction 

with 'values'.

Seen as important 

and culture is 

developed through 

activities together 

with the staff. Way 

of working and 

values are 

communicated to 

the personnel.

Working clothes 

with company 

name (but not 

demanded nor 

always used).

Regular meetings 

with staff once a 

month, no formal 

minutes.

No formal 

structure. Direct 

monitoring by the 

owner-manager. 

Formal form for 

introduction.  

Only owners are 

authorized to 

make purchases.

Case 

company B

If someone 

doesn't fit the 

team, they 

usually don't 

stay with the 

company. 

Yes, low employee 

turnover and 

longterm 

employees support 

own culture. This is 

supported and seen 

as important. 

Working clothes 

with company 

name (but not 

demanded nor 

always used).

No formal 

meetings, issues are 

handled on day-to-

day basis. Follow up 

of working hours 

(mandatory). 

No formal 

structure. Direct 

monitoring by the 

owner-manager. 

Only owners are 

authorized to 

make purchases. 

Case 

company C No

Good team spirit is 

seen as important, 

but not supported 

with any specific 

actions. No

No formal 

meetings, issues are 

handled on day-to-

day basis. 

No formal 

structure. Direct 

monitoring by the 

owner-manager. 

Formal form for 

introduction.

Planning Cybernetic controls

Cultural controls Administrative controls
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Case company B does not do any short term or action planning either. The owner 

describes the situation, “In this business you don’t know if you have any work after next 

six months.” Tools and machinery are renewed when the old ones break down; hence, no 

planning is done for investments either. Due to the very short order book and possible 

planning horizon, the owner does not feel it is worthwhile to create plans for a longer 

time period. The downside of this way of functioning is that the value of planning as a 

management tool, to co-ordinate activities and provide employees with the common 

signposts, is missed (Malmi & Brown, 2008). This finding also seems to be in 

contradiction with the fact that the case company B was the only one, who reported to 

aim for growth.  

In case company A the short term planning range is six to twelve months and concerns 

recruitment decisions, investments to machinery and equipment and to new plots. As 

this company is currently only building private homes for sale, they need to have the next 

plot ready during the previous project, eliminating unnecessary lead times between 

projects.  

Company C conducts short and medium range planning, covering one to three years 

horizon. This planning concerns mainly the land procurement and development of plots. 

Other capital expenditures are not planned, but handled as they occur. In Malmi and 

Brown (2008) typology long range planning is mentioned to cover horizon further than 

12 months ahead, but here the term medium range was thought to be more descriptive, 

as the response did not refer to strategic planning, but to actions.  

Based on the results, it can be said that the focus of planning in companies A and C is 

mostly on operational planning, covering daily activities, and somewhat on tactical 

planning mainly relating to land development activities. This finding is fully in line with 

Jänkälä’s (2007) results in small Finnish companies, where short-term planning (i.e. 

tactical and operational) and profitability follow up were dominant over long-term 

planning, It was somewhat surprising result that the companies B and C do not plan for 

investments in tools and machinery at all. This corresponds with the results from NEFs 

(Granlund & Taipaleenmäki, 2005), but there the reason could have been that those 

companies usually have low amounts of tangible assets in general. A possible explanation 

in these case companies could be that in construction business, it is quite common to use 

short-term rental equipment for the more expensive tools and machinery or in company 

C; the subcontractors might carry most of the equipment in their balance sheets. The 

findings do support the idea in Malmi and Brown (2008) typology that action planning 
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can be done separately from mere financial planning (budgeting), as all the purposes 

mentioned by the respondents are in fact actions (for example plot developing).  

5.2.2 Cybernetic controls  

In cybernetic controls Malmi and Brown (2008) model is distinctive about the difference 

between decision-making and control tool. This distinction is not assumed to be clear in 

the case companies, as in these small organizations the managers and owners are the 

same person.  

Budgets 

In case company A, budgeting is probably the most important MCS in use. In this case, 

budgets are made per project, not annually. A project is planned upfront and the plan is 

updated and followed up continuously. The owners hold regular meetings to follow up 

project’s budget among other things. The interviewee states though that the budget is not 

so strictly calculated, but more based on experience “how much building is allowed to 

cost”.  

Case company B does not create budgets at all. The main explaining factor is probably 

the same as for why planning is not conducted; it is not seen worthwhile due to the 

uncertainties. Second reason could be the nature of the company’s business; they do not 

have build-for-sale production nor external financing.  

When asking about budgeting in company C, the interviewee first answers that it is not 

done. Later on, it is clarified that annual budgeting on company level is not done, but 

also this company draws budgets for each individual project. This is a good example of 

why it was useful to conduct face-to-face interviews, as it is possible to explain both 

questions and answers. In this case, budgeting was the concept that was at first 

differently understood by the interviewee and the interviewer. It also relates to Jänkälä’s 

(2007) notion of possible bias in her study, that in a survey (email or web questionnaire) 

it is not possible to control for correct understanding of questions. In small companies it 

can be expected that not everyone is familiar with the theoretical concepts and thus, 

answers could be biased and form a threat to validity when survey method is used.  

However, each new project is budgeted upfront and followed continuously during the 

building in company C. Cost centres are utilized for follow up in the accounting system 

and the information is then extracted to excel for budget comparison. The budget itself 
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is not entered to the accounting system. Budget serves as a controlling tool and cost and 

profitability follow up tool. Furthermore, the historical actuals are also utilized in future 

project pricing. If the actuals are deviating from the plan during the project, corrective 

actions are taken when possible. It could be stated that in case company C the use of 

budget and comparison to actuals follows the standard, ‘textbook example’ way of 

working.  

In Jänkälä’s (2007) pilot study, budgets were mainly done annually, which differs from 

this study, but the explaining factor is probably the project nature of A and C companies’ 

business. Naturally, the project budgeting does not mean that also company level annual 

budgeting might be useful at least in companies B and C. Both Davila and Foster (2007) 

and Sandino (2007) report that budgets are among the first control systems adopted in 

high-tech start-ups and in retail companies. Hence, the results confirm the previous 

research findings. 

Financial measurement systems 

All the case companies use financial measures and follow them regularly. The results are 

similar as in Jänkälä’s (2007) qualitative pilot study, where net income and liquidity 

follow up were reported as the most important financial measures. In Davila and Foster 

(2007) cash flow and sales follow up and forecasting were among the first systems to be 

adapted, but other financial measurement such as monthly P&L were not. This difference 

is probably caused by the difference between the traditional, stable companies and the 

high-tech start-ups. Davila and Foster (2007) report that most of the companies in their 

sample were not yet profitable and if they for instance still are engaged in product 

development phase and have no or low sales, the historic data of income statement 

provides limited amount of useful information. As none of the case companies have 

managers besides the owners, the financial measures are not used for setting 

accountability and measuring performance, which has been found as a use in growth 

companies both in traditional businesses (Moores & Yuen, 2001) and in high-tech 

(Sandelin, 2008). 

In case company A, monthly profit and loss (monthly P&L) statement, is received by 

email from the accounting firm. At the moment, there is no online solution provided by 

the accounting agency and no additional reporting besides the statutory demands is done 

on regular basis. The monthly P&L is not the main measurement tool, as the revenue 

recognition practice makes it less informative during the fiscal year. Therefore, the gross 
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margin and net income are fully captured only in the end of the project. The main focus 

in financial measures builds on project budget and cash flow follow up on company level.  

Another characteristic in build-for-sale contracting is that the sales prices are fixed once 

the sales has been started and prices have been published. Hence, the prices cannot be 

changed, even if there are surprises on the cost side. Therefore, it is important to follow 

up the budget and update it as the final offers from suppliers are received. Case company 

A sets a profit target, when the project is planned and that forms the basis for financial 

follow up. The owner mentions though, that when we talk about construction, there can 

always be surprises that are impossible to take into consideration in the budgeting phase 

and for example in excavation works the surprises are unfortunately usually expensive.  

Besides budget, cash flow is followed up continuously in company A. This includes both 

monitoring the incoming payments from the customers and outgoing payments. Good 

liquidity is seen important in the company, ensuring that “[…] there is always money in 

the bank when invoices need to be paid”. Financial measures or KPIs, such as ROE or 

margins, do not receive much attention during the year, but once a year in conjunction 

to the annual statements, they are discussed in more detail with the bank. According to 

the interviewee, the bank does not set any specific demands on performance indicators. 

Build-for-sale business is usually bank financed, as the capital demand during the project 

is high. 

The owner of company A further elaborates on the financial follow up, that the 

construction branch and consumer business is so strictly regulated, that one does not 

have too many opportunities to change the plans once the building project has been 

started. Additionally, when the situation is that the house or an apartment has already 

been sold to a customer with certain specification, it is quite impossible to start saving 

money somewhere, even if it becomes evident that the original budget will not hold. She 

sees this as the entrepreneur’s risk in this business area and states, “If it goes well, we 

get the surplus and if it goes badly, then we take the hit. That’s the way it goes and this 

is a risky business.”  She also points out that the builder has commitments after the 

building has been finished and it is unfortunately common that a subcontractor’s mistake 

needs to be later fixed by the main contractor. 

In case company B, the monthly income statement received from the accounting service 

provider is the main tool for financial follow up. This company does not do budgeting or 

cost centre follow up. The owner says that the bottom line is mostly of interest, whether 
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there is a profit or not. This company does not have external financing and the 

interviewee does not mention cash flow at all, so probably that is quite steady 

(considering the business model) for this company.  

As could be noted from the key financials in the presentation section, company B has had 

some profitability issues despite the positive sales development. The owner’s son has 

started to follow up the profitability per project in Excel during the past year, enabling 

more detailed knowledge about the revenues and expenses per project. At the moment, 

pricing is mostly based on heuristics, basing the labour price on the piece wages in 

collective labour agreements and materials on offers received from the suppliers. The 

fact that sales have been growing, except for 2014, but profitability not, could indicate 

that tenders have been won with even loss-making prices. Or even if the prices have been 

on sufficient level, the cost might have increased, if additional capacity has been more 

expensive than the normal wages, for example in form of overtime hours or use of 

subcontractors. This question could be seen as quite basic analysis in management 

accounting, but impossible to solve without proper level of analysis. This finding 

supports the idea that one purpose of management accounting may be to prevent failure 

(Mitchell & Reid, 2000; Davila & Foster, 2007). The son informs during the interview 

that their accountant will implement a new accounting software soon, which will enable 

better cost and profit follow up on project level automatically. Both the owner and his 

son see this as a positive improvement.  

In case company C, besides using the project budget, financial measures are followed up 

on monthly and yearly level from income statements. However, emphasis is clearly on 

strong cash flow monitoring. This is done in own Excel follow up, where the incoming 

payments and outgoing payments are followed, monitored and planned for. As the 

interviewee states, “On daily basis we are interested in the balance of our bank account. 

KPIs are not of interest as such. Money is money.” It did not come up in the discussion, 

if there has been some liquidity issues in the past, which has caused this focus or if it has 

always been so.  

Non-financial and hybrid measurement systems 

None of the case companies use non-financial or hybrid measures. When asking about 

for example customer satisfaction, all the respondents answer that in their business the 

(usually negative) feedback comes instantly and directly. Furthermore, for example 

market share is not available measure for these companies. One could assume that in the 
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micro-sized companies, the use of non-financial measures is not very common. Company 

structure and operations are simple, enabling performance management directly with 

financial measures. One example of a non-financial measure, which could be of interest 

even for these type of companies, is the amount of work place accidents, but none of the 

companies reported to follow this information.  

The result concerning non-financial and hybrid measures is quite expected, as none of 

the case companies seem to have put weight on strategic issues nor long range planning 

or target setting. These measures are be called leading indicators in the Balance 

Scorecard terminology, indicating how the company is proceeding towards the set 

strategic target. (Kaplan & Norton, 1992). It could be hypothesized that these leading 

measures would become more important, if a case company decided to implement a 

more defined strategy for example in form of clearly aiming for growth. 

5.2.3 Reward and compensation controls  

In company A, compensation is strictly based on the collective labour agreement. The 

company provides the personnel with working clothes when needed, there are no rules 

that for example only one set of clothes is allowed per year. Additionally, the company 

provides free lunch for the whole personnel once a week.  

Regarding rewards and compensation, company B has a piece wage system in place, 

which they say is on higher level than the minimum stated in the collective labour 

agreement. This seems to be a hygiene factor (Sandino, 2007) rather than a reward or 

performance based pay. Additionally, company B pays the parking fees for their staff. 

They say that this decision has been taken because their projects usually are in centre of 

Helsinki and their employees have their own tools with them. If they would not travel by 

car and have their own tools, then the owner or his son would have to distribute tools to 

different sites during the day and that would be quite an inefficient way of working. 

In company C, rewards and compensation follow the collective labour agreement and no 

additional benefits are granted. This decision seems to comply with the chosen business 

model where subcontractors are used.  

The small additional benefits that company A and B have implemented seem to be 

intertwined with the cultural controls rather than aiming to guide employees’ 

performance. In company A, the small additional benefit in form of lunch is aimed at 
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improving (or maintaining) sense of belonging to a group and supporting positive 

company culture. These two can be seen as conveyors of commitment and satisfaction 

among employees. In company B, the compensation for parking fees and cultural 

controls seem also to be firstly targeted at retaining employees and supporting long 

lasting employment contracts. The owner specifically mentioned the purpose of creating 

understanding and willingness to be flexible among the staff. These are qualities, which 

quite probably are highly valued in small entrepreneurial companies, as for example 

frequent recruitment processes would consume the owners’ valuable time. 

5.2.4 Administrative controls  

Mainly informal controls are used in company A regarding administrative controls. The 

owners alone handle the management and supervision and there are no other 

supervisors. The organization is so small that this is enough and direct monitoring is 

possible. Regular meetings with the personnel are held approximately once a month and 

current matters regarding the project are handled. Minutes are not written of these 

meetings nor do they include any financial information. Formal controls are in place for 

follow up of working hours, the employees send them every two weeks by email to the 

owner, who then summarizes and checks them before sending them to the outsourced 

payroll. Another formal control is the introduction form, which needs to be done every 

time a new building site is started. This is a mandatory demand from Regional State 

Administrative Agency. The owner says that it is actually quite useful, even though the 

employees sometimes seem to think that it is waste of time, but still, it is good to through 

the important points regularly, for instance relating to work place safety.  

As is quite typical for micro companies, case company B does not have any formal 

organization chart or meetings. Issues, also financial ones, are handled on the go as they 

come up. There are no common meetings for the whole staff. The administrative controls 

that are in place are follow up of working hours, which is mandatory due to the 

regulations for building sites, and that only the owner or his son have the authority to do 

purchases. If an employee needs to make a purchase, the authorization is given by phone 

to the supplier. This company does not utilize a formal introduction form.  

Even company C has a very low organization and informal way of working. The owners 

do not hold any regular, for example, weekly meetings, but issues are handled on the go. 

Working hours are not followed or monitored systematically; only exceptions from the 
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normal working hours are noted. For new employee introduction, a written form is used. 

None of the case companies have formal or informal plan for competence development. 

In traditional contingency approach, organizational structure is seen as a static factor 

(Chenhall, 2003). The results support the Malmi and Brown (2008) typology’s approach, 

where organizational structure, together with other administrative controls, is seen as a 

dynamic form of control, which the manager can adjust. This is especially true in small, 

entrepreneurial companies, where the owner-manager holds the power. Hence, the 

results also confirm Davila, Foster and Oyon (2009) statement that the contemporary, 

more dynamic approach suits the small entrepreneurial companies better. 

5.2.5 Cultural controls  

A good company culture is something the owners of company A perceive important and 

want to encourage. Cultural controls mainly rely on shared values and beliefs, forming a 

good team spirit. They organize different kinds of activities for the personnel, as daily 

work is so hectic; it is seen as valuable to spend sometimes a bit more time together. 

Strong culture is also seen as a way to improve quality, for instance by creating long-term 

employment relationships. 

The most important value for the company A is continuous improvement. As the owner 

puts it “There will always be a new customer, a new request and it is rarely that the 

customer is wrong. We just need to improve and do better every time.” This way of 

working is communicated with the employees and their opinions and improvement ideas 

are asked for.  Regarding symbols, the working clothes are company branded, but then if 

something needs to be replaced quickly, they are not branded. The interviewee says that 

it is more important the clothes are neat than the company branding. 

Cultural controls are seen important also in case company B. The underlying reason 

seems to be the need to retain good employees. The owner describes the situation “Good 

team spirit is important, so that they wouldn’t pack their tools and leave the company 

when the first problem strikes”. With this he refers to the difficulty of finding suitable 

employees, therefore long employment contracts are highly valued. Additionally, in a 

small company and small working teams it is important that everyone fits in. The clan 

and value controls seem to work in this aspect. The owner names three values which 

describe their company “hard-working, conscientiousness and honest”. He also says 

that the older employees work according to the values, it can be more difficult with the 
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new, younger ones. The company also provides the employees with branded working 

clothes. 

The owner of the company C states that there is a company culture, but that it has been 

forming over time, without any specific actions. There is a network of subcontractors 

with whom they have been working for a long time. There are no common free time 

activities nor do they know the subcontractors personally, just professionally. The 

interviewee emphasises that the subcontractors could of course work for anyone else, but 

they choose to stay with company C. When thinking about the reason for this, she replies 

that it is probably the way of working, that there is mutual trust, understanding, and 

“easiness to do business”. In contrast to the other two case companies, they do not 

provide branded working clothes to employees nor consciously try to build the company 

culture or team spirit. The interviewee names values “Finnish and honest” as descriptive 

for the company C and she thinks that the employees and subcontractors work according 

to these values. They aim to use as often as possible Finnish companies as subcontractors 

and purchase materials from Finnish suppliers or manufacturers.  

Even if the working clothes have been mapped as a symbols control, it might be that their 

purpose is not largely related to control, but more to the standard of the construction 

business. None of the interviewees seemed to put emphasis on the branded working 

clothes. One might have assumed that in these type of companies in this particular 

branch, talking about core values and company culture would have been regarded as 

somewhat of a nonsense. Therefore, it is somewhat surprising that all the companies took 

cultural controls quite seriously and saw their value in creating commitment. 

Individual’s commitment to the company increases his or her performance and goal 

achievement (Simons, 1995).  

5.3 Contingency theory 

The results will be analysed from the point of view that how these contingent variables 

may have effected the MCS choices of the case companies. Furthermore, it should be 

noted that not using something could be interpreted as a choice.  

External environment  

The external environment is quite common for all the case companies. They all operate 

in the same geographical area, Uusimaa region, and face the increase in competition by 
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the companies from other EU countries. None of the companies has international 

operations; hence, they are directly influenced only by the home market events. All the 

case companies face the same legal demands and branch specific rules and regulations.   

Construction business in general may be described as fairly stable, although highly 

dependent on the general economic cycle. As these companies operate in residential and 

non-residential construction, there have not been any major turbulences, which would 

have changed the business area as such during the past decades. The major change has 

been the expansion of EU, for example, when Estonia became a member in 2004. This 

change in the external environment has changed the construction business in Southern 

Finland significantly.  

Case company B emphasized the most the toughened (price) competition and perhaps 

this has been something the owner could not predict when he first decided to start his 

own business in 2005. It seems that this factor has influenced the decision to introduce 

more specific profitability follow up per project.  

The use of formal introduction form at the beginning of each site is in company A is said 

to be a demand from the authorities. The same should then apply to other case 

companies, but B did not report to use this. The reason could be that company B is not 

operating as the main contractor.  

Both companies B and C mention the uncertainty, which comes from the tender 

processes (both public and private). All major projects are divided to smaller 

subcontracts and it is quite impossible to predict, which tenders will be won and which 

lost. Company B is fully dependent on this and company C only partly, as they also have 

the other business area of build-for-sale. This high uncertainty is comparable with the 

high-tech companies, where short-term planning is more important than long-term 

planning due to the fast changing environment and technology (Granlund & 

Taipaleenmäki, 2005; Davila & Foster, 2007).  

The external environment can be expected to change fast even in the future, which might 

provide challenges to small and specifically micro companies, if they do not monitor their 

external environment sufficiently.  

Technology 

In the case companies, the complexity, task uncertainty and interdependence seem all to 

have little impact on the MCS. The companies do not have subunits, who might cause 
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need to control them due to the dependence. In case of using subcontractors, for instance 

for electricity installation, this type of situation might occur, but is likely handled through 

direct monitoring by the owner-manager.  

Complexity and task uncertainty are low for different reasons though: A has only one 

building site ongoing at a time and B has specialized in specific type of work, even if they 

may have several projects at the same time. Case company C might face a bit higher 

complexity and task uncertainty, due to the broader service portfolio, but as noted before, 

they have mainly outsourced the management controls to the subcontractors. The nature 

of build-for-sale business, which can be seen as belonging to the variable ‘technology’, 

has affected the need to exercise planning in case companies A and C. If comparing to 

manufacturing, one could see the land acquisition and development as a process 

ensuring that there always is the next project in the pipeline.  

On the other hand, traditional business seems to differ notably from the high-tech 

growth companies, where the business model and even survivor is driven by fast 

technological development. There the R&D orientation is crucial and influences the MCS 

(Granlund & Taipaleenmäki, 2005). Additionally, if the high-tech business is about 

scalability (at extreme digital content with minimal cost for an additional product), it is 

a considerable difference in comparison to, in this case, a construction company, where 

the production output is mainly dependent on working hours input. Davila and Foster 

(2009) clearly illustrate this difference, as based on their studies, the CFOs of high-tech 

start-up companies define that company with 40-100 employees is manageable with 

informal controls. Future research could address this question in traditional firm set-up, 

if such a limit in number of employees could be found there.  

Organizational structure 

All the case companies operate with very light organization, without formal hierarchy. 

Only company C has one supervisor in addition to the owners, the other companies have 

only the owner acting as a manager. Only company A holds regular meetings with the 

staff, but even those are mainly informal, without for example written minutes. For case 

company C, the business model choice of utilizing network type of structure has made it 

unnecessary to build up a more formal organization of their own. Thus, in this case the 

choice of not choosing to have a larger organization is in fact very influential on the MCS 

or - more precisely - lack of need to implement a more formal MCS. This finding 

corresponds with Davila and Foster (2007), stating that the growth of a company results 
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in the need to separate ownership and management (agency theory) and hence creating 

the monitoring need, which is a driver for MCS implementation.  The light, informal 

organizational structure could also work in interaction with cultural controls, in 

advancing flexibility (in contrast with more formal, bureaucratic organization) and 

entrepreneurial mind-set. In NEF research both Granlund and Taipaleenmäki (2005) 

and Sandelin (2008) report that informal organizational structure was used to advance 

R&D, technology and innovation focus. 

This contingent variable includes also compensational issues (Davila, Foster, & Oyon, 

2009). As noted earlier, the reward and compensation controls, which the case 

companies have implemented, are not tied to performance or guiding employee 

behaviour. If some of the case companies chose to grow, it would probably become 

necessary to consider this aspect as well. Especially, if one wants to encourage an 

entrepreneurial mind set in the company, ownership among employees might be one way 

to do it, as noted by Sandelin (2008).  

Size 

As could be assumed, in small companies the mere small size probably is the most 

important contingent variable affecting the need of implementing MCS. As long as the 

company stays sufficiently small, informal way of working and direct monitoring is 

enough.  

In this study, company A has explicitly chosen to stay small, as the experienced owners 

know that a bigger company would require a different way of working. Company B on 

the other hand had made a conscious decision to grow, but has faced challenges on the 

profitability side. According to Sandino (2007), a company attempts to fulfill three 

different goals when implementing MAS: 1) aspects related to understanding the cost 

structure, 2) improving profitability and growth with more accurate analysis and 3) 

mitigating risks with controls. Company B’s decision to start a more detailed profitability 

analysis can be seen as an attempt to answer the two first mentioned points. Company C 

has tried different set up in the past, but now working with the network setup and not 

seeking to grow their own company in size.  

Sandino’s (2007) research in retail sector has similarities to the construction industry. 

For the type of business in which the case companies operate, the growth in size is 

possible by adding more sites, which in turn lead to the need to hire more personnel or 
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subcontractors. Even if sites are close to each other, it still means geographical spread, 

as in the retail sector. This makes direct monitoring and managing the operations 

immediately more challenging for the owner-manager. Hence, more developed 

management structure and management controls become a necessity perhaps sooner 

than in some other industry. Comparison with the high-tech start-ups studied by Davila 

and Foster (2007), clearly illustrates the situation: For example, financial planning is 

done only in slightly over 50 percentage of the companies having 150 employees. 

Furthermore, Davila (2005) reports in his study in high-tech growth firms that there is 

no major difference in what rate the personnel, action and results controls (using the 

Merchant and Van der Stede classification) are adopted. Size in number of employees 

shows that adoption starts at about 17 employees and companies keep adding systems 

until they reach 34 people. Then new systems are not usually added until reaching about 

75 people. Size and age had positive and significant effect on the overall MCS. However, 

Davila’s (2005) findings are not fully comparable with the results of this study due to the 

different type of companies included in the sample. More research is needed to improve 

the knowledge about MCS adoption and size in the traditional companies.  

Strategy  

In this study, the case companies do not report to follow any defined strategy, therefore 

it can be assumed not to affect the MCS either. Regarding previous research, Sandino 

(2007) and Jänkälä (2007) both report findings that contingency model holds: MCS fit 

in relation to chosen strategy improves performance (profitability). 

Culture 

Cultural controls, mainly through shared values and beliefs, are deemed important in all 

the case companies. As noted by Collier (2005), cultural, informal controls are important 

in small, entrepreneurial companies. In small companies the entrepreneurs’ presence in 

daily operations affect the company culture and those who do not adjust to it, usually do 

not stay in the company. Hence, case company B result corresponds with the Collier 

(2005) study. Additionally, Sandelin (2008) points out the cultural control could even 

act as the primary form of control, which was supported by the other forms of controls. 

Both Sandelin (2008) and Granlund and Taipaleenmäki (2005) report cultural controls 

being important in the high-tech growth firms, where the formal, traditional controls 

may be experienced as limiting the innovativeness and business agility. Perhaps it could 

be interpreted that cultural controls are important both in traditional small businesses 
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and high-tech firms, but for slightly different reasons; traditional businesses value long-

term employees, commitment and flexibility and high-tech companies innovativeness, 

R&D and technology orientation. Davila (2005) and Davila and Foster (2007) studies 

focus on the adoption of formal systems and they have not included culture in their 

scope.  

5.4 Life cycle theory 

When beginning from Greiner’s (1998) five phases of growth –model, it can be noted 

that the case companies do not fit any of the stages. At least in company A and C, the 

owners have taken the conscious decision of not wanting to grow their business and 

organization beyond owner-managers’ own capacity. As the owners are experienced in 

both of these companies, it could be seen as a deliberate way of avoiding the “Crisis of 

leadership”. As Greiner (1998) predicts, unless the owner-manager is willing to take this 

step, it is unlikely for the company to achieve substantial growth. Davila and Foster 

(2007) find support for this statement in their study concerning early-stage growth 

companies.  

In Miller and Friesen’s (1984) life cycle model, the case companies can be classified as A 

and B belonging to “Birth” and C to “Mature”. A and B fulfil the criteria of “Birth”, being 

less than 10 years old, having informal structure and being controlled by the owner-

manager. Company C is older than 10 years, even if otherwise fulfilling the criteria for 

“Birth” stage. One could also ponder, whether A could be categorized as “Mature”, 

considering the past experience of the owners. On the other hand, according to Miller 

and Friesen (1984), age alone does not define the current life cycle stage. The case 

companies follow the results reported already by Miller and Friesen in their seminal 

study; the progress between the stages is not linear and a company can even stay in one 

phase. However, as A is young and chosen to stay small, it seems correct to classify it as 

a “Birth” company. Furthermore, as company C is running somewhat wider operations 

with a clear, stable business model, it does seem to fulfil the criteria for “Mature” rather 

than for “Birth” company.  

As company B has aimed for growth during the past years, and now faced profitability 

issues, which complies, even though to a limited extent, with the original theory (Miller 

& Friesen, 1984) of crisis driven adoption of controls. Company C might be facing the 

risk of moving directly from “Birth” to “Decline”, unless they are able to improve their 

profitability. Companies A and C seem to have followed the evolutionary approach to the 
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MCS adoption, where learning has learning has happened during the way, what level of 

business can be done without need for more formal controls. This evolutionary 

development of controls complies with the results of Collier (2005) and Granlund and 

Taipaleenmäki (2005).  

Moores and Yuen (2001) study’s results have to be compared to this study with caution, 

as their sample is not limited to small companies and sample is small. The results of the 

“Birth” stage include only two companies. However, the most widely used MAS in that 

group were cash flow statements and capital budgeting. The use of cash flow statements 

is found in company A in this study, but not in B and neither of them utilize capital 

budgeting. Results are supported in phase “Mature”, where Moores and Yuen (2001) 

report monthly P&L and cash flow statements to be widest used systems, equalling the 

result from case company C. Nevertheless, the evidence regarding life cycle stages’ 

influence on the MCS is mixed and any conclusions have to be made with caution.  

5.5 Entrepreneurship and growth 

This section begins by presenting the summary of answers to the fourth part of the 

interview questionnaire, based on Walker and Brown (2004) study and continues the 

results from the interviews’ growth section. Walker and Brown used a 6-point Likert 

scale, while this study uses 5-point Likert scale, for decreasing the neutral, middle range 

answer options. Hence, the numeral results are not directly comparable between these 

two studies.  

As was stated in the introduction of the thesis, the inclusion of growth factors in the study 

aims to find out, if the use of management controls and growth ambitions are somehow 

linked in the case companies. Previous research has found out that the point in the 

company’s development, when the informal controls become insufficient, can in fact 

form a considerable obstacle for growth (Davila, Foster, & Oyon, 2009). The need to 

implement more formal management controls might be beyond the entrepreneurs 

knowhow and preferences. Additionally, in owner-controlled small companies the 

entrepreneurial characteristics can be assumed to influence everything, which should not 

be overlooked when analysing the results from the management accounting part of the 

questionnaire.  
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Attitudes towards entrepreneurship 

Attitudes could provide insight to the respondents’ attitudes towards growth as well, as 

entrepreneurial characteristics are one of the internal growth factors established by the 

previous research (Davidsson, Achtenhagen, & Naldi, 2010). The reader should note, 

that in the table 4 below, case company A’s answer to question number four meant that 

the entrepreneur is even more ambitious today than when she first started.  

Table 4 Summary of results related to entrepreneurial attitudes 

 

FACTORS RELATED TO ENTREPRENEURSHIP

(Questions 1. - 13. according to Walker and Brown, 2004)

A B C Mean

Average 

deviation

1. I feel I am running a successful business. 4 4 5 4,3 0,44

2.

Personal satisfaction is more important than 

making lots of money. 5 4 5 4,7 0,44

3.

Having pride in the job is more important than 

making lots of money. 5 3 5 4,3 0,89

4.

I am as ambitious now as when I first started the 

business. 2 5 1 2,7 1,56

5.

Having a flexible lifestyle is more important than 

making lots of money. 5 3 5 4,3 0,89

6.

Giving people a job gives me great personal 

satisfaction. 4 5 4 4,3 0,44

7.

Being my own boss is more important than 

making lots of money. 5 3 3 3,7 0,89

8.

I would like to spend more time with my family 

but I often have to put the business first. 3 1 1 1,7 0,89

9.

As a small business I have a responsibility to the 

wider community. 4 5 5 4,7 0,44

10.

Importance of financial success has diminished 

as the business has become established. 4 2 5 3,7 1,11

11.

When I first started the business I was more 

money oriented than I am now. 2 2 5 3,0 1,33

12.

Financial measures are the only way to measure 

the success of a business. 2 2 2 2,0 0,00

13.

I think of my business as something my children 

can become / are involved in. 3 5 3 3,7 0,89

14.

Growing the value of my business is important to 

me. 5 5 3 4,3 0,89

15. I have considered selling or quitting my business. 1 4 4 3,0 1,33

Scale:

1 Strongly disagee

2 Disagree

3 Nor agree or disagree

4 Agree

5 Strongly agree



 

 

66 

In the above table five questions are highlighted as being common and important to the 

respondents; these are questions number 1, 2, 6, 9 and 12. If compared to the four 

distinctive groups defined in Walker and Brown (2004) factor analysis, it can be noted 

that questions 1 and 12 belong to “Strong Financial”, 2 to “Lifestyle” and 6 and 9 to “Social 

Responsibility” orientations.  

In company A, regarding the questions about factors relating to attitudes towards 

entrepreneurship, the main message is that the ambition level and enthusiasm has 

nothing but increased during the years as an entrepreneur. Additionally, when children 

already are adults, there are no difficulties in combining the business and family. Even 

when children were younger, running your own business as a couple gave more freedom 

to balance these. Financial success is clearly not the foremost motivator for this 

entrepreneur, the work itself gives more satisfaction. When asking about children 

becoming involved in the business that interviewee thought, “if the children work for 

you, the family suffers and good family relationships are more important to me.”  Still, 

their children are running their own business, so the example has perhaps had positive 

push to entrepreneurship.  

Regarding the attitudes towards entrepreneurship, the owner of company B mostly sees 

both financial success and the non-financial values equally important. This might have 

to do with the specific business area his company is working on. He clarifies his thinking 

by saying “I have worked my whole life to get money for living. You don’t get rich by 

doing this.” Still, as a single parent he values the flexibility and possibility to make his 

own decisions. He also feels strong responsibility for his employees. He has considered 

the possibility to quit or sell his business. This has to do with the increase in competition 

he has seen during the ten years of entrepreneurship. After the interview, it comes to 

discussion that the son plans to move abroad for personal reasons. Hence, he cannot be 

here to support his father or to continue the business. This probably affects the father’s 

sentiments about possibly quitting the business. However, the owner states that he 

probably would not work for someone else anymore, but start some new business. 

Furthermore, his son says that entrepreneurship is one alternative among others in the 

future. 

When talking about the attitudes towards entrepreneurship, also the owner of company 

C values strongly the non-monetary rewards and aspects. She feels strong commitment 

as an entrepreneur towards the employees and society. Additionally, she states that she 
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has considered quitting; perhaps this has to do with the decreased ambition level as an 

entrepreneur.  

The results are highly corresponding with the ones from Jänkälä’s (2007) pilot study, 

where the entrepreneurs were reported to value non-financial rewards, independence, 

being in control and flexible life style.  

Growth targets 

Company A does not have growth targets and this is a conscious decision by the owners. 

The main reasons given by the interviewee for this decision are:  

“1) We would need to change the operating model, if we wanted to grow the business. We cannot 
do more with current resources (management). 

2) Responsibility would become too large, we do not want more than what we have today. 

3) It would be hard to hold the quality standards in a bigger company. This works well now. “ 

The owner states it very clearly that “We couldn’t do more than what we do today. Then 

we would need to grow the firm and that we don’t want to do. This model works well 

and this is what we are good at." The above-mentioned follows the presumption from 

previous research, that growth willingness is probably the first step to growth and that 

growth requires at least gradually implementation of more formal controls. Additionally, 

these entrepreneurs have - with their long experience – realized and accepted that 

without changing the way of working it would be impossible to grow the company.  

Company B owner has made a conscious decision to grow the company during the past 

years. The reason was that the son became employed by the company and smaller 

business could not have carried the cost. Additionally, he says that before the son came 

along, he could not have handled a bigger turnover and work force by himself. The 

company has pursued growth by trying to increase its market share in current business 

(organic growth); they have not introduced any new services or entered new business 

areas.  

The case company C operates without any stated growth targets. The interviewee 

explains that when they have grown, it has happened more or less by coincidence, not 

deliberately. She points out the characteristics that in renovation business “The bigger 

projects are always under tender and you never know in advance, which projects you 

will be doing next year”. This brings uncertainty to planning and as noted also by the 

owner of company B, it makes long term planning quite impossible.  In build-for-sale, 
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the volume for each year depends on the supply of plots and which projects can be started 

based on the pre-sales. The owner of company C names two main reasons for not 

pursuing growth: 

“1) Laziness. You don’t want to work more, for example evenings and weekends. Once you have a 
good living standard, you don’t really need more. You become less ambitious.” 

2) Lack of good, qualified supervisors and managers (engineers). In construction business in most 
cases, qualified management is a legal demand. “ 

The interviewee further explains that point two is probably the biggest obstacle for 

growth. A small company such as C has difficulties in attracting the good supervisors, 

who perhaps prefer to work for the larger, better-known companies, who can provide for 

example more career opportunities. In the past, company C has tried to recruit more own 

management to enable growth, but has not succeeded. Hence, the business model relying 

on subcontractors originally started to evolve. When considering the results from Collier 

(2005), these are to some extent confirming each other: in Collier’s study the 

entrepreneur was able to run a multinational company mainly with strong informal 

controls, but with the alternative cost of using all his time for the business.  

Previous research has identified the internal growth factors (the entrepreneur, the firm 

and strategy) and the external growth factors (industry and environment) (Davidsson, 

Achtenhagen, & Naldi, 2010). There are interestingly quite many similarities to the 

contingency theory’s identified variables, which affect the MCS.  

If we first consider the external factors, it can be noted that construction business is a 

traditional business area, which might not at first glance seem very lucrative for growth, 

but when studying the industry facts, growth opportunities are in fact revealed. 

Nevertheless, as a downside, it is a very cyclical business and dependent on the overall 

economic outlook, which has not been positive in Finland during the past years. 

Additionally, in the Uusimaa region especially, the price competition has increased 

during the past years. Build-for-sale business is capital intensive and usually depends on 

external financing, which could affect the growth possibilities and at least, requires risk-

taking from the entrepreneur. All the mentioned facts could affect the answers from case 

companies in this study. These external factors also differ from the ones generally 

associated with the high-tech companies, where the technological development is fast 

and the markets are growing strongly.  

The internal factors that are mainly of interest in the light of the results are the 

entrepreneur and the firm. As the case companies do not report to follow any specific 
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strategy, the only strategic choice is whether growth is pursued or not. However, Porter 

(1996) makes an important notion that growth itself can form a serious threat to strategy, 

as when the company is trying to find ways to grow, it may lose its original competitive 

advantage and focus. The firm specific factors could include for example the composition 

of the management team and the financial state of the firm. In the case companies 

management teams are not in place, therefore the financial state is the more meaningful 

factor. Here, a difference can be seen between the companies A and C in comparison to 

B. A and C are both showing fairly satisfactory profits and the owners are content with 

this level. In B, this is not the case and growth is pursued.  

The factors relating to the entrepreneur are for instance background, education and age. 

Additionally, in this study the attitudes of the entrepreneur are considered. Thus, it can 

be noted that the results regarding growth ambitions in the case companies are in fact 

not surprising. Almost all the findings from the case companies are against the ones 

reported by Hyytinen, Pajarinen and Rouvinen (2005) to characterize growth 

companies. Two of the interviewees have grammar school educational background and 

one has college level education. All the interviewees were over 45 years old. Except for 

the owner of company B, they had worked relatively short time as a paid employee before 

becoming an entrepreneur. Only company C’s network type of business model could be 

seen as complying with the growth company characteristics. Networking as a mean to 

grow is also reported by Jänkälä (2007). Attitudes towards risk taking were not covered 

in the study therefore that cannot be assessed regarding the case companies.   

If compared back to the importance of these small companies as employers, it should be 

noted that in construction industry, there were only 13 young, growth firms (so-called 

gazelles) in whole Finland and they employed 884 people in the end of 2011. The total 

amount of young growth firms was 127. (The Ministry of Employment and the Economy, 

2013). Therefore, it remains an important question, how growth could be achieved on a 

broader front. One possible solution is the one chosen by company C, at least to some 

extent: forming more network-based business models. This could be seen as a way to 

solve the evident problem of the cost of management control systems becoming too high 

on an individual company level. 
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6 CONCLUSIONS  

6.1 Conclusions  

The purpose of this study was to investigate the management control systems in small 

Finnish companies. This was identified to be a rather under-researched topic as most 

management accounting research has focused on large corporations. Small companies, 

employing less than 10 people, were chosen due to their importance in the Finnish 

economy and as providers of employment. The growth factors were included in the 

analysis, as previous research has found that management control systems are important 

in supporting and controlling growth (e.g. Jänkälä, 2007; Davila & Foster, 2007). 

However, the scarce previous research in smaller companies has mainly concentrated on 

fast growing high-tech companies. Achieving growth even in the small companies 

operating in traditional business areas, such as construction, is particularly important 

from the employment perspective.  

The research was conducted as a comparative case study and material was gathered by 

face-to-face interviews with structured and semi-structured questions from three case 

companies. The single industry, size and geographical location set-up were used to 

control for certain contingent factors, which enables conclusions to be drawn on the 

similarities and differences between the case companies. The main theoretical 

framework consists of contingency theory, life cycle theory and management control 

systems as a package -approach. Entrepreneurship and growth factors were included to 

firstly deepen the analysis in the small company setting and secondly, explain the 

possible growth decisions taken by the companies. 

The problem area was covered with three specific research questions:  

1) What management control systems are used in the case companies? 

2) How are the management control systems used? 

3) Is there a linkage between the use of management controls and growth ambitions?  

The results show that even in these small companies there are several management 

control systems in use. All case companies use monthly P&L and one or two of the 

companies uses the following controls: short-term planning, cash flow statements, 

budgets, profit and cost analysis, extra benefits for personnel, cultural controls, staff 

meetings, authorization rules and introduction form.  
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The use of MCS includes both formal and informal methods, for example, 

communication of values is informal. All companies reported some formal controls in 

policies and procedures. The use of short-term planning, budgets and financial follow up 

does not follow strict process or form and is on rather basic level in all the companies. 

None of the case companies use long range planning, non-financial or hybrid 

measurement systems and use possible of clan controls is somewhat difficult to assess. 

The main contingent factor driving the implementation of specific MCS seems to be the 

size accompanied with the light organizational structure, as the companies are small 

enough to be managed with relatively light and informal controls. Furthermore, these 

companies are sufficiently small, that informal controls can substitute formal controls 

(Malmi & Brown, 2008; Sandelin, 2008). This is evident in cultural and administrative 

controls, where the owners’ daily presence forms an important control. If the company 

grows, this becomes impossible and informal controls would need to be at least 

complemented with more formalized controls. 

The use of cultural, rewards and compensation and administrative controls follows the 

Malmi and Brown (2008) distinction of being used to influence and guide the behaviour 

of the employees. The use of planning and cybernetic controls is more closely related to 

decision making by the owner-managers, especially concerning financial information, 

which is not communicated to the personnel. Altogether, one might have expected more 

sophisticated use of cost and profitability analysis and the utilization of those in the 

future for example in pricing decisions. As the external environment keeps changing at 

fast pace, it might form a risk that the use of heuristics based on past experience becomes 

outdated. On the other hand, as noted by Jänkälä (2007), small companies with limited 

resources and higher cost consciousness are not likely to implement anything without 

significant expected usefulness. The use of MCS in the case companies fulfils to limited 

extent the purposes of 1) understanding the cost structure, 2) improving profitability 

and growth and 3) mitigating risks (Sandino, 2007).  

Based on the results, it seems that the moment when controls that are more formal 

become evident can be pinpointed: when the owner-manager can no longer fulfil the 

direct monitoring task. If a construction company grows, it usually means several 

individual construction sites. In this type of business model, the middle management in 

addition to the owner becomes necessary. Instantly, the management infrastructure 

needs to be developed to enable delegation, accountability and performance 

measurement, usually in relation to compensation. In other words, growth requires quite 
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a sophisticated set of management control systems in a relatively early stage, if compared 

for example to the results from high-tech companies (Davila T., 2005; Davila & Foster, 

2007). From management control systems perspective, the case company C is 

particularly interesting. As already mentioned, they have chosen a business model, where 

they only have a few own employees and the rest is covered with subcontractors. This 

could be described as a network type of organization. This creates flexibility in resourcing 

and lessens the administration in the case company. Additionally, one could conclude 

that this business model actually outsources a large part of the management controls to 

the subcontractors. The case company is able to run a larger business and turnover, but 

without the inevitable need to change the organization and way of working to a more 

formal one. 

Based on the qualitative data analysis, not statistical relationship, a link between MCS 

use and growth ambitions could be observed. The decision by companies A and C to not 

to grow is clearly related to their wish to keep the company size manageable with the 

current owner-managers’ resources. The results of Jänkälä (2007) and Hyytinen, 

Pajarinen and Rouvinen (2005) and this study as well show that the characteristics of 

the entrepreneur seem to differ clearly between growth and less-growth oriented owners. 

Results regarding growth and entrepreneurship comply quite fully with the ones of 

Davidsson, Steffens and Fitzsimmons (2009). For a small business owner it simply does 

not create any value, if growing the business does not lead to increased profitability. Even 

in that case the owner considers the opportunity cost of perhaps having to work longer 

hours and implementing a more complex structure.  

Additionally, even if the owner would be willing to grow, running a larger company with 

more complex structure might be outside his or her competence. In such a case, the 

concept of “import in” knowledge, by hiring for example a controller, might solve the 

problem (Davila, Foster, & Oyon, 2009). Growth willingness is the first prerequisite for 

growth, the role of MCS becomes central in managing and controlling the growth if that 

is achieved. It seems safe to conclude that at least this study did not find any results, 

which would conflict with Davila and Oyon (2009, p. 277) saying “The management 

infrastructure required to grow an entrepreneurial company is rooted on the 

knowledge base of managerial accounting.” 
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6.2 Discussion 

The contingency theory and management control systems as a package -approach were 

found to be useful in small companies’ context. When combined with entrepreneurial 

characteristics, it forms a holistic view, which seems to enhance the analysis and enable 

deeper understanding and possible explanations in small company setting. Furthermore, 

the differences and similarities in case companies and the previous research in high-tech 

growth firms seem to be explained quite well through contingency theory. This 

comparison might prove to be yet even more fruitful if the traditional companies were 

growth companies as well. The life cycle model was found more difficult to apply at least 

in this study. Regarding life cycle models, this study’s results indicate that both crisis-

driven and evolutionary adoption of controls has happened. The classification criteria 

regarding different life cycle stages is not unambiguous and in the view of this study, is 

affected by the contingent variables. Thus, it would support the idea that the combination 

of contingent theory and life cycle theory might provide a useful approach in the small 

company context.  

The findings support the practical implication already suggested by Jänkälä (2007) that 

these results from the small companies could be used to develop more effective MCS to 

small firms, supporting the achievement of better profitability. Furthermore, 

profitability as the healthy prerequisite for growth should be noted by the practitioners 

and public actors. Additionally, the entrepreneur self and his or her characteristics seems 

to another equally important prerequisite for growth. There is potential for growth-

minded entrepreneurs also outside the high-tech or gaming industry and perhaps the 

potential of the traditional business areas should be promoted to for example students 

more. Furthermore, as suggested by De Clercq and Arenius (2006), growth-oriented 

entrepreneurs should be promoted by the media, government and the educational 

system in order to create positive role models. 

The chosen research method worked well and enabled data gathering without problems. 

The face-to-face interviews enabled good quality answers and provided insight to these 

small, traditional companies and to their owners’ mind-set. Based on the experience 

from this study, the use of survey (web, email) as the sole method for data gathering in 

these smallest companies should be considered carefully. 

When reflecting back to the whole problem area, this study had quite an ambitious target 

setting. The analysis of results from all the different angles was by no means 
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unproblematic and the completeness and accuracy of the analysis is left for the reader to 

judge. Still, considering the outcome, the decision to include the entrepreneurship and 

growth section feels correct. In these small and micro-sized companies the owners’ 

influence on the whole business is present at all times and based on the results, the 

analysis of MCS use would not have been complete without inclusion of these. However, 

the role of MCS as a growth enabler was possible to be assessed only to a limited extent 

through company B and previous research. Altogether, the research process has been 

satisfying and provided this student-researcher both with new knowledge and ideas to 

be applied in own work later on.  

6.3 Limitations 

As this study does not utilize quantitative methods, the “fit approach” of contingency 

theory was excluded from the scope. This would be something that further research could 

investigate. Furthermore, no definite conclusions about the cause and effect (for example 

whether small size is caused by lack of growth targets or by another factor) can be drawn 

based on this descriptive study.  

The internal validity of this study might be threatened by mainly the possible lack of skills 

of the student-reasearcher and by interviewer bias. The interviewer bias can affect both 

the interview itself and the description and analysis of the data. These internal validity 

issues have been addressed throughout the process as described in section 3.3, by 

providing the reader with the information about how the data gathering and analysis was 

conducted. Furthermore, regarding external validity in a case study, generalizations 

cannot be made outside the context of small companies, construction industry and 

geographical location. (Ghauri & Gronhaug, 2010; Smith, 2011). The interview form can 

be found as appendix 1 in English and as appendix 2 in Finnish. 

6.4 Further research 

It is easy to agree with the distinguished professionals (see for example Chenhall, 2003; 

Collier, 2005; Drury, 2004; Malmi & Brown, 2008), who have noted the need of 

improving the definitions and conceptualizations within management accounting 

research and produce more accumulating results. The small company setting provides 

one interesting area, where knowledge can be improved both for the use of practitioners, 

but also to the management research field on more general level. An example of this is 

Davila’s (2005) suggestion that small and growth firm research can provide useful 
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information, which could be applied in larger corporations as well. The effects on MCS 

design and use can correspond to a unit or department within a larger company. 

To deepen the knowledge about growth, MCS and entrepreneurial characteristics, 

companies where generation change has occurred (or is about to occur) and the younger 

generation has clearly started to pursue more growth oriented strategy, could be studied 

in for example a longitudinal field study. In this type of setting it would be possible to 

observe the evolution and interaction of informal and formal controls as well. 

Additionally, quantitative study of traditional business growth companies with high-tech 

growth companies from contingency theory perspective would add knowledge in this 

area. 

For instance a thesis study in the future, could repeat this study in slightly larger case 

companies, for example, with 20, 30 and 40 own employees, and then compare the 

results to this study through the same Malmi and Brown model and contingency theory 

approach. It would be interesting to see, what effect the size alone has and does for 

example the industry factors remain the same. Best outcome would probably be achieved 

by combination of qualitative and statistical analysis. 
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SVENSK SAMMANFATTNING 

Introduktion 

Intresset för entreprenörskap har ökat under de senaste åren både globalt och i Finland. 

Speciellt har betydelsen av tillväxtföretag som arbetsgivare och skapare av social välfärd 

i samhället runtom märkts. Det gäller speciellt i Finland, där strukturella förändringar i 

industriproduktionen och en minskad betydelse av Nokia-klustret har lett till stora 

ekonomiska utmaningar. Små- och medelstora bolag är särskilt viktiga som arbetsgivare, 

eftersom 96 procent av nya arbetsplatser i Finland skapas i företag som sysselsätter 

mindre än 100 människor  (Räisänen & Koponen, 2013). Dessutom är 93,3 procent 

(264 435 stycken) av alla finska bolag (utan primärproduktion) så kallade mikrobolag, 

som har mindre än 10 anställda. Som jämförelse kan man notera, att enligt Arbets- och 

näringsministeriet (2013) fanns det bara 400 snabbväxande företag i Finland under åren 

2008–2011. Således är det ur hela landets synvinkel viktigt att kunna skapa tillväxt även 

i små bolag. Tornikoski, Saarakkala, Varamäki och Kohtamäki (2011) utförde en studie 

om faktorer som främjar tillväxt, i vilken ekonomiska kunskaper, lönsamhet och 

finansiering nämndes som viktiga. Emellertid finns det nästan ingen forskning som 

kombinerar små företag och tillväxt med ekonomistyrning och redovisning. 

Motivering av studien och en syftesformulering 

Syftet för den här avhandlingen är att undersöka hurdana företagsledningens 

förvaltnings- och kontrollsystem (management control systems, MCS) som används i 

små bolag i Finland. Det här forskningsområdet har inte tidigare varit i akademiska 

forskningens fokus, utan det mesta av forskningen har hittills koncentrerat sig på 

storföretag (t.ex. Mitchell & Reid, 2000; Jänkälä, 2007; Chapman, Hopwood, & Shields, 

2009). Den marginella forskningen som har handlat om små företag har i sin tur 

fokuserat sig mest på snabbväxande högteknologiska bolag (t.ex. Granlund & 

Taipaleenmäki, 2005; Davila & Foster, 2007). Utöver de högteknologiska företagen har 

de små bolagen som fungerar på traditionella affärsområden en mycket stor betydelse 

för hela den finska ekonomin, inte minst som arbetsgivare. Således fokuserar den här 

avhandlingen på små byggbolag. Tidigare forskning har visat att ledningens 

kontrollsystem är nödvändiga för att stöda ett bolags tillväxt (Mitchell & Reid, 2000; 

Jänkälä, 2007; Sandino, 2007; Davila & Foster, 2007; Davila & Foster, 2009; Davila & 

Oyon, 2009; Davila, Foster, & Oyon, 2009).  
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Problemområdet ska täckas med tre specifika forskningsfrågor: 

1) Vilka förvaltnings- och kontrollsystem använder de valda fallbolagen? 

2) Hur utnyttjas förvaltnings- och kontrollsystemen? 

3) Finns det samband mellan tillväxtmål och användning av systemen?  

Syftet är inte att fokusera specifika faktorer som inverkar på tillväxten, utan att 

kombinera tillväxtsynpunkten med användning av kontrollsystemen. Utöver detta är 

syftet inte begränsat till något specifikt datasystem eller en viss kalkyleringsmetod, utan 

förvaltnings- och kontrollsystemen betraktas som en helhet. 

Teoretisk referensram och tidigare forskning 

Den teoretiska bakgrunden består huvudsakligen av vetenskapliga artiklar i akademiska 

tidskrifter, med ABS-rankning två eller bättre. Källorna identifierades under den 

preliminära litteraturgenomgången och genom sökningar i Google och Google Scholar 

med nyckelorden ”management accounting in small business” och ”obstacles for growth” 

på engelska och med liknande sökord på finska.  

Forskning inom internredovisning (management accounting) har under sin historia 

utnyttjat teorier till exempel från samhällsvetenskap och humaniora samt använt sig av 

olika metoder. Detta kan ses som en rikedom för forskningsområdet, men också som en 

nödvändighet för att fånga komplexiteten i design och drift av system för redovisning. 

(Chapman, Hopwood , & Shields, 2009; Scapens & Bromwich, 2010). Motsvarande 

rikedom av utgångspunkter gäller i forskningsområdet företagsledningens förvaltnings- 

och kontrollsystem i små företag. Ytterligare har forskningsområdet många 

anknytningar till entreprenörskapsforskning. (Davila, Foster, & Oyon, 2009; Davila & 

Foster, 2007). Följaktligen bygger det teoretiska ramverket på kontextuell teori, 

livscykelteori och syn på förvaltnings- och kontrollsystem som en sammanlänkad helhet 

baserad på Malmi och Browns (2008) modell. Inkludering av entreprenörskaps- och 

tillväxtfaktorer möjliggör en djupare analys och förklaring av beslut som har tagits i 

fallbolag gällande tillväxtmål. Tidigare forskning i småföretagssammanhang har visat att 

förvaltnings- och kontrollsystem hjälper företagsledningen att implementera en 

infrastruktur som är nödvändig för tillväxten (Jänkälä, 2007; Davila & Foster, 2009). 

Malmi och Browns (2008) modell försöker integrera tidigare forskningsresultat inom 

förvaltnings- och kontrollsystemforskning till en heltäckande modell. Den ledande 
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tanken är att hantering av förvaltnings- och kontrollsystem som en helhet kan ge bättre 

förståelse för hur en rad kontroller kan stödja organisatoriska mål, verksamheten och 

driva prestanda, inklusive hur de informella kontrollerna kan ersätta eller komplettera 

de formella kontrollerna. De främsta skälen till att välja denna särskilda typologi är att 

den är omfattande, bred, aktuell och den tar hänsyn till både informella och formella 

kontroller, som är särskilt intressanta i småföretagssammanhang. Resultat från tidigare 

forskning visar att informella kontroller är viktiga i små, ägarkontrollerade företag 

(Collier, 2005; Sandelin, 2008; Davila & Foster, 2009). 

Kontextuell teori bygger på organisatorisk teori och började ursprungligen som en 

motsatt forskningsström till den allmänna kontrollsynvinkeln (universalistic control 

approach), som har sina rötter i Frederik Taylors vetenskapliga ledningsteori (Fisher, 

1998). Teorin om den allmänna kontrollsynvinkeln antar att det finns ett allmänt 

förvaltnings- och kontrollsystem, som skulle passa bäst för alla organisationer eller 

situationer. Enligt den kontextuella teorin beror dock den bästa utformningen av 

förvaltnings- och kontrollsystem på situationsspecifika faktorer (även kallade 

kontextuella faktorer eller kontextuella variabler). Tidigare forskning har kunnat 

identifiera de nyckelvariabler som inverkar på planeringen av förvaltnings- och 

kontrollsystem: extern omgivning, teknologi, organisatorisk struktur, storlek, strategi 

och kultur. (Chenhall, 2003) 

Livscykelteorin baserar sig på Greiners (1998, då ursprunglig artikel från 1972 

återpublicerades) och Millers och Friesens (1984) forskningar. Greiners modell över fem 

faser av tillväxt framställer hur ett företag utvecklas via stabila perioder och krisperioder 

eller revolutioner. Företagsledningen måste överkomma krisperioder för att kunna 

vidareutveckla sitt företag. Om krisperioden inte kan hanteras, kan den leda till hela 

företagets nedgång. Förvaltnings- och kontrollsystem har en betydande roll i att 

överkomma kriser. (Greiner, 1998) 

Miller och Friesen (1984) presenterade som resultat från en omfattande empirisk 

undersökning fem livscykelfaser: födelse, tillväxt, mognad, förnyelse och nedgång. 

Senare forskning på området (t.ex. Moores & Yuen, 2001; Granlund & Taipaleenmäki, 

2005) har använt Millers och Frisens modell, men resultaten har varit varierande. Collier 

(2005) och Granlund och Taipaleenmäki (2005) rapporterar att utvecklingen inte skett 

genom revolutioner, utan mer genom evolutionär utveckling.  
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Jänkälä (2007) använde kontextuell teori och har genomfört en omfattande 

undersökning i finska småbolag. Undersökningens resultat föreslår att företag använder 

ett brett utbud av förvaltnings- och kontrollsystem. Jänkälä rapporterar att det verkar 

som om strategin är positivt associerad med både tillväxt och lönsamhet. Å andra sidan 

är användning av ett omfattande förvaltnings- och kontrollsystem inte relaterad till 

varken tillväxt eller ökad lönsamhet. Detta kan tolkas som att den avgörande faktorn är 

den långsiktiga målinställningen, vilket kan leda till antagandet av ett mer sofistikerat 

förvaltnings- och kontrollsystem, som i sin tur stöder måluppfyllnad. Jänkäläs 

pilotstudie (2009) var kvalitativ, med personliga semi-strukturerade intervjuer och ett 

kort frågeformulär. Slutsatser av Jänkäläs pilotstudie är att företagare bedömer 

uppföljning av resultaträkning och likviditet som viktigt. Ytterligare ansågs en eventuell 

försäljning av verksamheten inte vara viktigt. I Jänkäläs fallföretag är entreprenören den 

viktigaste kapitalinvesteraren och eventuell extern finansiering mottas från bank. 

Resultaten visar att icke-finansiella mål är viktiga för ägare: respekt, rykte, framgång. 

Allmänt njöt de intervjuade entreprenörerna av sitt arbete, eftersom de var oberoende 

och hade kontroll över alla aspekter på sitt arbete.  

Sandino (2007) studerade implementeringsval av förvaltnings- och kontrollsystem hos 

131 nystartade företag i detaljhandeln i USA. Detaljhandeln gör den här forskningen 

särskilt intressant, eftersom tillväxten kommer vanligtvis med öppnandet av nya affärer, 

vilket betyder att geografisk spridning och därför kontroller som är mer formella behövs 

relativt tidigt. Sandino använder både livscykelmodeller och kontextuell teori. De 

viktigaste resultaten är att alla företag i urvalet tar i bruk samma uppsättning av 

grundläggande kontrollsystem (budgetar, prissättning och inventeringskontroll) först. 

Ett grundläggande kontrollsystem verkar representera en hygienfaktor i branschen. 

Sandinos resultat bekräftar den kontextuella teorins grundläggande princip, att ett 

välpassande förvaltnings- och kontrollsystem förbättrar lönsamhet.  

Moores och Yuen (2001) utnyttjar Millers och Friesens (1984) livscykelmodell. Deras 

forskning fokuserar inte bara på små företag. Det viktigaste resultatet för Moores och 

Yuen är att de 12 undersökta förvaltnings- och kontrollsystemattributen varierar 

betydligt mellan olika livscykelfaser. Användningen av mer formella förvaltnings- och 

kontrollsystem ökar från födseln till tillväxt, minskar vid utveckling till mognad, ökar i 

förnyelse och minskar igen i nedgångsfasen. Ytterligare visar resultaten att 

tillväxtföretag vanligtvis fokuserar på långsiktig tillväxt och utveckling, och mindre på 

kortsiktig lönsamhet. Mogna företag utnyttjar något mindre formella kontroller än 
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tillväxtföretag gör. De mest använda kontrollerna i mogna företag är den månatliga 

resultaträkningen och kassaflödesanalyser. 

Granlund och Taipaleenmäki (2005), Davila och Foster (2007) och Sandelin (2008) har 

undersökt små, snabbväxande högteknologiföretag. Granlund och Taipaleenmäki 

(2005) rapporterar att långsiktig planering tycks vara omotiverat, eftersom teknologin 

och marknaderna utvecklas så snabbt. Kulturella kontroller visar sig vara de viktigaste i 

dessa högteknologiföretag. Framåtblickande kontroller (kortsiktig planering, 

kassaflöde- och försäljningsplanering) används dock dominant över andra kontroller, 

och samma resultat rapporteras även av Davila och Foster (2007). Affärsmodellen är 

driven av teknologi och växande marknader. Detta kan utgöra en betydande skillnad när 

man jämför med traditionella småföretag, som brukar fungera på stabila marknader där 

den teknologiska utvecklingen spelar en mindre roll. Davila och Foster fortsätter, att 

förvaltnings- och kontrollsystem ger medel för att professionalisera ett företags sätt att 

arbeta och att fokusera på kärnverksamheten, delegera och kontrollera, när informell 

kommunikation blir överbelastande. Davila och Foster väcker också en intressant fråga 

för framtida forskning: en alternativ roll för förvaltnings- och kontrollsystem kunde vara 

att förhindra misslyckande på grund av händelser som orsakas av brist på kontroller. 

Sandelin (2008) rapporterar även att olika kontrollpaket kan vara lika effektiva i olika 

situationer. Ytterligare kan informella kontroller fungera som substitut för mer 

formaliserade kontroller.  

Tillväxtforskningen har kunnat identifiera faktorer som inverkar på tillväxten och de kan 

delas i  interna faktorer (entreprenör, företag, strategi) och externa faktorer (industri, 

omgivning) (Davidsson, Achtenhagen & Naldi, 2010). Tillväxten kan uppnås som intern 

tillväxt genom ökning av försäljningen, till exempel genom att införa nya produkter och 

tjänster eller genom att öka marknadsandelen för nuvarande produktsortimentet. Extern 

tillväxt uppnås genom fusioner och förvärv. (Tornikoski, Saarakkala, Varamäki , & 

Kohtamäki , 2011). Hittills saknas det forskning om hur förvaltnings- och kontrollsystem 

påverkar tillväxtfaktorer. Resultat från Davilas och Fosters (2007) studie i snabbväxande 

högteknologiföretag indikerar att ledningen kan hantera tillväxten bättre genom att öka 

på förvaltnings- och kontrollsystemintensiteten. Dessutom verkar det som om tillväxt 

och förvaltnings- och kontrollsystem förstärker varandra, vilken hjälper det nystartade 

företaget att övervinna den första tillväxtkrisen (Davila & Foster, 2007).  

Flera kvantitativa studier (Arenius & Minniti, 2005; Hyytinen, Pajarinen & Rouvinen, 

2005; De Clercq & Arenius, 2006) har undersökt variabler associerade med beslutet om 
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för det första att bli företagare och för det andra, att sträva efter tillväxt som entreprenör. 

Dessa studier har gjorts inom forskningsområdet för småföretag och entreprenörskap, 

och relationen till internredovisningsforskning är fortfarande ganska outforskat. 

Davidsson, Steffens och Fitzsimmons (2009) rapporterar, att lönsamma företag med låg 

tillväxt är mer benägna att nå hög tillväxt samt bibehålla sin lönsamhet i framtiden. De 

föreslår också att enbart tillväxt inte bör ses som en indikator på framgång och att man 

borde vara mer försiktig med att döma företagare för att vara ovilliga att växa. Om 

tillväxten inte kan förbättra lönsamheten, finns det inga rationella skäl att utöka sin 

verksamhet. Davidsson, Steffens och Fitzsimmons (2009) drar därför en viktig slutsats 

att beslutsfattare borde syfta till att hjälpa företag att öka lönsamheten, inte bara att växa.  

Val av metoder och material och redogörelse för genomförandet av 

undersökning 

Undersökningen genomfördes som en kvalitativ, jämförande fallstudie. Tre bolag 

identifierades för intervjuer, som utfördes personligt och omfattades både strukturerade 

och halvstrukturerade frågor. Alla fallbolag representerar samma industri, nämligen 

byggbranschen, är lokaliserade i huvudstadsregionen och är av samma storlek. Det här 

tillvägagångssättet möjliggör jämförelser mellan fallbolagen och likriktar några av de 

kontextuella faktorerna som kan påverka kontrollsystemen.  

Processen att analysera resultaten började genom att kartlägga den information som 

samlats i intervjuerna, samt att jämföra den med Malmis och Browns (2008) modell i 

Excel. Sandino (2007) rapporterade, att i småföretagssammanhang kan ett system 

utnyttjas för olika ändamål. Därför är det viktigt att överväga, vad det egentliga syftet 

med systemets användning är. Denna tolkning guidade sedan kartläggningen som ett 

visst system inom Malmis och Browns modell. För det andra sammanfattades resultaten 

från enkätens del fyra entreprenörskapsrelaterade faktorer till en tabell för alla 

fallföretag. Medelvärdet och den genomsnittliga avvikelsen beräknades för att stödja 

presentationen av resultaten, vilket gör det lättare att tolka var det finns stora avvikelser 

och var respondenterna hade liknande åsikter. Denna del av enkäten syftar på att utreda 

tillväxtvillighet och -förmåga, eftersom entreprenörens personliga egenskaper är en av 

tillväxtfaktorerna. Efter att denna inledande klassificering och kartläggning var färdig, 

genomfördes analysen av resultat mot teori och tidigare forskningsresultat. I denna 

reflektion var tanken att hitta likheter (bekräftelse) eller skillnader, och om skillnader 

fanns, försöka hitta förklaringar till dem. 
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Resultat 

Undersökningens resultat visar att flera kontrollsystem används i fallföretagen. De mest 

utnyttjade systemen är månadens resultaträkning, kassaflödesanalysen, budgetar, 

kortsiktig planering och kulturella kontroller. Resultaten motsvarar de tidigare 

undersökningsresultaten (t.ex. Jänkälä, 2007; Davila & Foster, 2007). I alla fallföretag 

är den interna redovisningen på ägarchefens ansvar, det finns ingen separat resurs för 

den och även det här resultatet motsvarar de tidigare undersökningsresultaten 

(Granlund & Taipaleenmäki, 2005).  

Alla fallföretag använder månatlig resultaträkning och en eller två av företagen använder 

följande kontroller: kortsiktig planering, kassaflödesanalyser, budgetar, lönsamhets- och 

kostnadsanalys, extra förmåner för personal, kulturella kontroller, personalmöten, 

auktoriseringsregler och introduktionsformulär. Fallföretagen A och C planerar varje 

enskilt byggprojekt och utfärdar en projektbudget. Projektbudgeten utgör sedan 

grunden för finansiell uppföljning och kostnadsanalys. Fallföretagen A och C nämner 

också kassaflödesanalys som en av de viktigaste kontrollerna. Fallföretaget B har inte 

utnyttjat budgetar eller lönsamhetsuppföljning hittills, men har nyligen genomfört en 

mer detaljerad projektuppföljning. Syftet med projektuppföljning är att förbättra 

förståelse om kostnader och inkomster samt förbättra lönsamheten.  

Dessutom innehåller förvaltnings- och kontrollsystem både formella och informella 

metoder, till exempel företagsvärden kommuniceras informellt. Alla företag 

rapporterade några formella kontroller i administrativa förfaranden. Användning av 

kortsiktig planering, budgetar eller ekonomisk uppföljning följer inte en strikt process 

eller form och är på ganska grundläggande nivå i alla fallföretag. Inget fallföretag 

använder långsiktig planering, icke-finansiella eller hybrida mått. Fallbolagen B och C 

ser långsiktig planering som omöjligt, eftersom orderboken är så kort, oftast täcker den 

bara några månader framåt. Den viktigaste kontextuella faktorn som driver 

genomförandet av specifika förvaltnings- och kontrollsystem verkar vara storlek samt en 

lätt organisationsstruktur. Alla fallföretag är tillräckligt små för att kunna ledas med en 

lätt struktur och informella kontroller, och informella kontroller kan substituera 

formella kontroller (Malmi & Brown, 2008; Sandelin, 2008). Det är särskilt uppenbart i 

kulturella och administrativa kontroller, eftersom ägarnas dagliga närvaro utgör en 

viktig kontroll. Alla intervjuade ägare betraktar kulturella kontroller som viktiga och de 

vill främja till exempel en stark företagskultur.  
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Enligt Malmis och Browns (2008) definition är förvaltnings- och kontrollsystemens 

huvudsyfte att påverka och styra personalens beteende. Resultaten visar att användning 

av kulturella kontroller, belöningar och ersättningar och administrativa kontroller i 

fallföretag följer Malmis och Browns (2008) definition. Däremot används planering och 

cybernetiska kontroller (budgetar, rapporter, nyckeltal) mest för att stöda 

beslutsfattandet hos ägarchefen, särskilt när det gäller ekonomisk information, som inte 

alls kommuniceras till personalen. Sammantaget kunde man ha väntat sig att finna mer 

avancerad användning av kostnads- och lönsamhetsanalyser och ett utnyttjande av dem 

i till exempel framtida prissättningsbeslut. Eftersom företagens omgivning förändras i 

snabb takt, kan det finnas en risk för att den använda heuristiken, som baserar sig på 

tidigare erfarenheter, blir föråldrad och bristfällig. Å andra sidan kan man anta att ett 

litet företag med begränsade resurser och högt kostnadsmedvetande inte implementerar 

ett kontrollsystem utan betydande förväntad nytta (Jänkälä, 2007). Enligt resultaten 

uppfyller användning av förvaltnings- och kontrollsystem i fallföretagen i något 

begränsad omfattning de ändamålen som beskrivs av Sandino (2007): 1) förståelse av 

kostnadsstruktur, 2) förbättring av lönsamhet och tillväxt och 3) minskning av risker.  

Baserat på resultaten verkar det som att ögonblicket då mer formella kontroller blir 

nödvändiga kan utpekas: när ägarchefen inte längre kan uppfylla den direkta 

övervakningsuppgiften. Om ett byggföretag växer, innebär det oftast flera enskilda 

byggarbetsplatser. I denna typ av affärsmodell blir mellanledning nödvändigt. 

Företagsinfrastrukturen behöver omedelbart utvecklas för att möjliggöra delegering, 

ansvarsskyldighet och prestandamätning, oftast i samband med belöningssystem. Med 

andra ord kräver tillväxt ganska sofistikerade förvaltnings- och kontrollsystem i ett 

relativt tidigt skede, till exempel jämfört med resultaten från högteknologiska företag 

(Davila T., 2005; Davila & Foster, 2007). Ur förvaltnings- och kontrollsystemens 

perspektiv är fallföretaget C särskilt intressant. Det har nämligen valt en affärsmodell, 

där det bara har några egna anställda och resten görs av underleverantörer. Detta skulle 

kunna beskrivas som en nätverkstyp av organisation. Den här organisationsstrukturen 

skapar flexibilitet i resurser och minskar administrationen i själva fallföretaget. 

Dessutom kunde man dra slutsatsen att denna affärsmodell faktiskt utkontrakterar en 

stor del av kontrollerna till underleverantörerna. Fallföretaget kan operera större 

verksamhet och omsättning, men undviker behovet att ändra till en mer formell 

organisation och ett mera formellt arbetssätt. 
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Utifrån analysen av kvalitativa data, inte statistisk relation, kunde en länk mellan 

användning av förvaltnings- och kontrollsystem och tillväxtambitioner observeras. 

Företag A och C har fattat ett medvetet beslut att inte växa och beslutet baserar sig på 

deras klara önskan att hålla företagets storlek hanterbar med nuvarande ägarchefernas 

resurser. Dessutom om företagsspecifika tillväxtfaktorer övervägs, visar resultaten att 

sämre finansiell situation leder till tillväxtviljan i fallbolaget C. Däremot har fallbolagen 

A och C tydligt bättre finansiellt förhållande. Resultaten av Jänkälä (2007), Hyytinen, 

Pajarinen och Rouvinen (2005) och den här studien visar även att egenskaperna hos 

entreprenören verkar skilja sig klart mellan mer och mindre tillväxtorienterade ägare. 

Resultaten gällande tillväxt och entreprenörskap uppfyller ganska tydligt de av 

Davidsson, Steffens och Fitzsimmons (2009) definierade ramarna. För en liten 

företagare skapar det inget mervärde, om en växande verksamhet inte leder till ökad 

lönsamhet. I det fallet är ägarens alternativkostnad kanske ett behov att arbeta mer och 

implementera en mer komplex organisationsstruktur. 

Slutsatser 

Kontextuell teori och förvaltnings- och kontrollsystem som en sammanlänkad helhet 

befanns vara användbara även i de här mindre fallföretagen. Den övergripande 

synvinkeln på kontrollsystemen visade sig att vara välfungerande, eftersom de här små 

företagen utnyttjar både formella och informella kontroller och verksamheten i sin 

helhet är mycket sammanflätad. I kombination med entreprenöriella egenskaper, bildar 

synvinkeln en helhetssyn, som möjliggör djupare analyser och förbättrar förståelsen i 

småföretagssammanhang. Dessutom verkar skillnader och likheter mellan 

fallföretagsresultaten och högteknologiska tillväxtföretags resultat från tidigare 

undersökningar förklaras ganska väl genom kontextuell teori. Denna jämförelse skulle 

kunna vara ännu mer givande om de traditionella företagen också var tillväxtbolag. 

Livscykelmodellen befanns vara svårare att tillämpa åtminstone i denna studie. När det 

gäller livscykelmodeller, indikerar denna studies resultat att både kris- och 

evolutionsdriven utveckling av kontroller har skett. Klassificeringskriterierna angående 

olika livscykelsstadier är inte entydiga och på grund av denna studies resultat, har även 

kontextuella variabler effekt på livscykelfaser. Det skulle således stödja tanken att 

kombinationen av kontextuell teori och livscykelteori är en användbar utgångspunkt 

inom småföretagsforskning (Moores & Yuen , 2001; Sandino, 2007). 

Villighet att sträva efter tillväxt tycks mest bero på entreprenörens personliga egenskaper 

och lönsamheten av verksamheten. Resultaten stöder den praktiska implikationen redan 
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föreslagen av Jänkälä (2007), att forskningsresultat från små företag kunde användas till 

att utveckla effektivare förvaltnings- och kontrollsystem, som kunde bättre stöda 

lönsamhetsutveckling, särskilt för små och medelstora företag. Dessutom borde 

lönsamheten noteras som en viktig och hälsosam förutsättning för tillväxt hos offentliga 

aktörer. Ytterligare verkar företagaren själv och hans eller hennes egenskaper vara en 

annan lika viktig förutsättning för tillväxt. Det finns potential för tillväxtorienterade 

företagare också utanför högteknologi- eller spelindustrin. Kanske möjligheter inom 

traditionella verksamhetsområden borde främjas mer till exempel för studerande. Därtill 

borde tillväxtorienterade entreprenörer lyftas fram genom media, regering och 

utbildningssystemet för att skapa positiva förebilder, något som även föreslagits av De 

Clercq och Arenius (2006).  
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APPENDIX 1 INTERVIEW FORM IN ENGLISH 

 

INTERVIEW FORM Date:

1.BACKGROUND INFORMATION:

Company: Established:

Ownership:

Interviewee: Age:

Working experience before entrepreneurship 

(years): Education:

Working experience as an entrepreneur (years): 

2.MANAGEMENT ACCOUNTING AND ACCOUNTING

Organization of accounting:

Inhouse / outsourced

Reporting (schedule, usefulness, electronically or not)

Statutory reporting

Other, e.g. budget follow up, cost reports

Planning Yes: No:

Have you set plans or targets in 3-5 years time 

for the firm's business? E.g. Growth in sales. 

If yes, what kind?

Have you set shorter period (6 months - 2 years) 

plans or targets for the business? E.g. hiring a 

new employee, capital investments.

If yes, what kind?

Budgeting

Do you use a budget in your company?

If yes, what are the areas included?

If yes, for which time period it is set?

If yes, how do you follow up the budget?

Financial measures Yes: No:

Do you follow up the financial state of the 

company regularly?

If yes, how often?

What kind of reports and measures are used in 

the follow up?

Have you set targets to the measures / key 

performance indicators (e.g. Return on capital, 

gross margin)?

If yes, how do you follow up the targets?

Do you use financial data as a basis for pricing 

decisions? E.g. cost of sales / person / hour

If yes, what kind of data is used?

Do you follow up profitability per product or 

service? E.g. per each project (site).
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Non-financial measures Yes: No:

Do you follow up the non-financial measures 

(e.g. customer satisfaction) regularly?

If yes, how often?

What kind of reports and measures are used in 

the follow up?

Hybrid measures

Do you use any hybrid follow up reports 

combining financial and non-financial measures? 

E.g. Balanced scorecard.

If yes, how often?

What kind of reports and measures are used in 

the follow up?

Rewards and compensation

Do you have any rewards or compensation tied 

to the performance of the company? E.g. bonus 

schemes.

If yes, what kind of schemes?

Do you provide additional benefits above the 

legal minimum level? E.g. employer-provided 

meals, other benefits.

If yes, what has influenced the decision to 

provide these?

Administrative controls

Does your company have a defined 

organizational scheme?

If yes, does foremen or line managers have 

defined goals or performance targets ?

Do you have regular meetings  to plan and 

monitor the company's business?

If yes, is financial information included in the 

agenda?

If yes, do you draw formal notes of the 

meetings?

Do you use time recording (follow up of working 

hours)?

Do you have any written instructions of ways of 

working in your company? E.g. Expense approval 

limits or procedures.

If yes, what kind of instructions?

Do you have a training plan for your personnel?

Do you have an introduction procedure for a 

new employee?
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Cultural controls Yes: No:

In your own opinion, does your company have 

an own company culture (team spirit)?

Are employees expected to use working clothes 

with company's name / logo on them?

Do you attempt to create team spirit (company 

culture) in your company?

If yes, in what ways?

In your own opinion, what values would 

describe your company?

Do you feel that the personnel complies with 

the values and works according to them?

In you own opinion, do you feel that you have 

enough knowledge and competence in financial 

matters related to running your company?

Have you ever used or planned to use advisory 

services (e.g. consultants or accountant) in 

financial matters regarding your company?

3. GROWTH FACTORS

Does your company have growth targets?

If yes, what are the means to achieve growth? 

E.g. adding new services or increasing market 

share. 

If not, what are the three most important 

reasons for this? E.g. difficulties to find new 

employees. 

1.

2.

3.
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Strongly 

disagee Disagree

Nor 

agree or 

disagree Agree

Strongly 

agree

4. FACTORS RELATED TO ENTREPRENEURSHIP 1 2 3 4 5

I feel I am running a successful business.

Personal satisfaction is more important than 

making lots of money.

Having pride in the job is more important than 

making lots of money.

I am as ambitious now as when I first started the 

business. 

Having a flexible lifestyle is more important than 

making lots of money.

Giving people a job gives me great personal 

satisfaction.

Being my own boss is more important than 

making lots of money.

I would like to spend more time with my family 

but I often have to put the business first. 

As a small business I have a responsibility to the 

wider community.

Importance of financial success has diminished 

as the business has become established. 

When I first started the business I was more 

money oriented than I am now. 

Financial measures are the only way to measure 

the success of a business.

I think of my business as something my children 

can become / are involved in. 

(Walker & Brown, 2004)

Growing the value of my business is important 

to me.

I have considered selling or quitting my business.
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APPENDIX 2 INTERVIEW FORM IN FINNISH 

 

HAASTATTELULOMAKE Pvm:

1. PERUSTIEDOT:

Yhtiö: Perustettu:

Omistus:

Haastateltava: Ikä:

Työkokemus ennen yritystä (vuosia): Koulutus:

Työkokemus yrittäjänä (vuosia):

2. TALOUSHALLINTO JA JOHDON LASKENTATOIMI:

Taloushallinnon järjestäminen:

Sisäinen / ulkoinen

Raportointi (aikataulu, hyödyllisyys, sähköisesti vai ei)

Lain vaatimat kirjanpidon raportit

Muut raportit (esim. kustannuserittely, budjetti)

Suunnittelu Kyllä: Ei:

Onko yrityksen toiminnalle asetettu 3-5 vuoden 

aikavälin tavoitteita? Esimerkiksi liikevaihdon 

kasvu. 

Jos kyllä, niin millaisia tavoitteita?

Onko yrityksen toiminnalle asetettu lyhyemmän 

aikavälin (6 kk - 2 vuotta) tavoitteita? Esim. 

uuden työntekijän palkkaaminen, investoinnit.

Jos kyllä, niin millaisia tavoitteita?

Budjetointi

Laaditaanko yrityksessänne budjettia?

Jos kyllä, niin mitä se sisältää?

Jos kyllä, niin mille aikavälille se laaditaan?

Miten budjettia seurataan?



 

 

95 

 

Taloudelliset mittarit Kyllä: Ei:

Seurataanko yrityksen taloudellista tilaa 

säännöllisesti?

Jos kyllä, kuinka usein?

Millaisia raportteja ja tunnuslukuja seurannassa 

käytetään?

Onko tunnusluvuille asetettu tavoitteita (kuten 

oman pääoman tuotto tai kateprosentti)?

Jos kyllä, miten tavoitteen toteutumista 

seurataan?

Käytetäänkö taloudellista tietoa hinnoittelun 

perusteena? Esim. työntekijän omakustannus / 

tunti?

Jos kyllä, mitä tietoa käytetään?

Seurataanko kannattavuutta tuote- tai 

palvelukohtaisesti? Esim. projekti (työmaa) 

kohtaisesti.

Ei-taloudellinen seuranta

Seurataanko yrityksessä ei-taloudellisia (kuten 

asiakastyytyväisyys) mittareita säännöllisesti?

Jos kyllä, kuinka usein?

Millaisia raportteja ja mittareita seurannassa 

käytetään?

Yhdistelmämittarit

Onko yrityksessänne käytössä 

yhdistelmämittaristoja, kuten balanced 

scorecard?

Jos kyllä, kuinka usein niitä seurataan?

Millaisia raportteja ja mittareita seurannassa 

käytetään?
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Palkitseminen ja edut Kyllä: Ei:

Onko yrityksessänne käytössä tulokseen tai 

muihin mittareihin sidottuja palkkausjärjestelmiä 

(kuten bonuksia)?

Jos kyllä, niin millaisia?

Onko yrityksessänne käytössä muita kuin 

lakisääteisiä työsuhde-etuja? Kuten 

liikuntasetelit, lounasetu.

Jos kyllä, niin mikä on ollut päätöksenne perusta 

näiden etujen tarjoamiselle?

Hallinnolliset toimintatavat

Onko yrityksessänne määriteltyä 

organisaatiokaaviota?

Jos kyllä, niin onko esimiehillä määriteltyjä 

tavoitteita tai tulosvastuuta?

Onko yrityksessänne säännöllisiä kokouksia, 

jossa toimintaa suunnitellaan ja seurataan?

Jos kyllä, sisältyykö talouden seuranta 

kokouksien asialistalle?

Jos kyllä, laaditaanko kokouksista kirjalliset 

muistiinpanot?

Onko yrityksessänne käytössä työajan seuranta 

(tuntiseuranta)?

Onko yrityksessänne käytössä kirjallisia 

ohjeistuksia toimintatavoista (tai esim. 

kustannusten hyväksymisestä)?

Jos kyllä, minkälaisia?

Onko yrityksessänne käytössä 

koulutussuunnitelma henkilöstölle?

Onko yrityksessänne käytössä toimintamallia 

uuden työntekijän perehdyttämiseen?
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Yrityskulttuuriin liittyvät asiat Kyllä: Ei:

Oman arvionne mukaan, onko yritykseenne 

muodostunut oma kulttuurinsa ("me-henki")?

Edellytetäänkö työntekijöiltä yrityksen logoilla 

varustetun työvaatetuksen käyttöä?

Pyrittekö luomaan yritykseenne 

yhteenkuuluvaisuuden tunnetta?

Jos kyllä, miten?

Millaiset arvot mielestänne kuvaavat 

yrityksenne toimintaa?

Toimiiko henkilöstö mielestänne yrityksen 

arvomaailmaa vastaavalla tavalla?

Onko teillä oman arvionne mukaan riittävästi 

tietoa ja osaamista yrityksen talouteen 

liittyvissä asioissa?

Oletteko käyttäneet tai suunnitelleet 

käyttävänne neuvontapalveluja talouteen 

liittyvissä asioissa?

3. KASVUUN LIITTYVÄT TEKIJÄT

Onko yrityksellänne kasvutavoitteita?

Jos kyllä, millä keinoin kasvuun pyritään? (esim. 

uudet palvelut, m-o kasvattaminen)

Jos ei, niin mitkä ovat 3 tärkeintä syytä tähän? 

(esim. työvoiman vaikea saatavuus)

1.

2.

3.
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Vahvasti 

eri 

mieltä Eri mieltä

Ei samaa 

eikä eri 

mieltä

Samaa 

mieltä

Vahvasti 

samaa 

mieltä

4. YRITTÄMISEEN LIITTYVÄT TEKIJÄT 1 2 3 4 5

Koen johtavani menestyksekästä yritystä.

Henkilökohtainen tyytyväisyys on minulle 

tärkeämpää kuin rikastuminen.

Ylpeys työstäni on tärkeämpää kuin 

rikastuminen.

Olen yhtä kunnianhimoinen kuin aloittaessani 

yrittäjänä.

Joustava elämäntyyli on tärkeämpää kuin 

rikastuminen.

Muiden työllistäminen on minulle tärkeää.

Oman itseni pomona oleminen on tärkeämpää 

kuin rikastuminen.

Haluaisin viettää enemmän aikaa perheeni 

kanssa, mutta joudun usein asettamaan 

yrityksen etusijalle.

Pienyrittäjänä koen vastuuta myös ympäröivästä 

yhteiskunnasta.

Taloudellisen menestyksen merkitys on 

vähentynyt, kun yritystoiminta on vakiintunut.

Aloittaessani yritystoiminnan olin 

kiinnostuneempi taloudellisesta menestyksestä 

kuin nyt.

Taloudelliset mittarit ovat ainoa tapa mitata 

yritystoiminnan menestystä.

Ajattelen, että lapseni voivat tulla / olla mukana 

mukaan yritystoimintaan.

(Walker & Brown, 2004)

Yrityksen arvon kasvattaminen on minulle 

tärkeää.

Olen harkinnut yrityksestäni luopumista.


