European Journal of Business and Management www.iiste.org
ISSN 2222-1905 (Paper) ISSN 2222-2839 (Online) g
Vol No 27, 2013 STE

What Strategies should be Adopted for Small Level Businessin
the Prospective of Entrepreneurship?

Muhammad lkramFaisal Rashid GoharAtif Jamal , Muhammad Zia ul Haq
MS Scholar at Govt. College University, Faisalabad

Email:lkram931@gmail.com
Abstract

In this article it is tried to find best strategifes small level businesses. For this purpose lagiof different
authors studied and ideas of different scholars sisdied. There are three dominations discusséusrarticle
which are marketing strategy, financial strateggd aompetitive strategy. It is examined that honaficial
matter effect on small business and how can it cdwarketing hardships also discussed and theirtisols also
provide. It is also discussed how a small busicassget competitive advantage.
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1. Introduction

Strategy means a way to doing something or a plawhich you decide to achieve your selected goats a
business is name of legal activity in which someongroup of people deals in goods or servicesath tor
taking of benefits or financial benefits. Entrapear is self derived person who invest in busirzesbtake risk
and get opportunity for benefits or financial bétsefNow in this article we will discuss in what yan
entrepreneur can achieve his destination withvia tiis legal boundary. Every business has diffeaspects and
different dominations according to its target marked its nature of business. But here we will assconly a
few dominations in which an entrepreneur can perfbetter. Here we will discuss financial strateggrketing
strategy and competition strategy. For getting begbut | took literature reviews. | study diffetaarticles and
readings of different authors. Here there is magtdrtant point is the nature of business mattet.d study the
consumable goods. It may highly possible that thers products may demand for different type aitefies. |
examined that small level business always beardiffieulties of finance. | observe an entreprensuro
reinvest his capital as soon as possible he gets amwl more and one’s who did late or do not ingasts profit
in business always bear hardships in business. Beeepoint is also noted that entrepreneur hasate f
problems and stress therefore an entrepreneur whis avith patience and tolerance always find thg wfa
success. Another factor is that it is tuff for arirepreneur to compete his competitors in marketrket is the
place of battlefield where everyone wants victoejooe sunset because nobody knows the next mountirad
will bring for him therefore strong companies arig bompetitors never want to give a single chamcerty
small level entrepreneur to win. Here, | observetiecessful entrepreneur always ready for badkerstinshine.
Whenever he gets a single chance of opportunitsebponds quickly and gets benefit. Here, | find thaget
market and area which select for lunching your pobgblay a vital role. Small level businesses alnase low
finance therefore the advertisement at large lsvebt possible. | saw a lot number of entreprefi@iled due to
over spend in advertisement as they not chose pight and right time for advertisement.

2. Literature Review

According to (Namiki 1988) it is very difficult fosmall business to lead in market where a numtesappliers
already exist. Main focus should be at its existeimcevery way it should be remain in market. Adbog to
(Joynt and Welch 1985) it is very hard to managgrawing business because whenever new small bgsines
grows it require more investment and more profemdiorhe expenses of business ultimately increaddtalso
possible that the short run profit of an organatalso decrease. Mostly organizations do not whaled the
phenomena this circle and goes to low level or stgmall level. According to (Hallberg 2000) in aimn
business management team is a main factor. Acaptdiim entrepreneur’s trust in market also playatal
role in small level business. Further he said sales necessary for small level business. Becabss the sales
increase the profit of business also increase.sdiid if the management team will efficient themwill observe
the quality of product and niche market of prodddtere are no black and white rules to run a bgsinEvery
situation demands its own solution. And it is maaragnt team who respond as situation demands. @uos pl
may not fulfill the requirement of the time. Acdarg to(Bell, Crick et al. 2004) entrepreneur i timost
important element to run a successful businesgepraneur’s experience and his strategy about tBiness
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help him getting profit and make the stable growfinis business. Here the entrepreneur’s formaliafatmal
education matter a lot. According to(Beal 2000) dvener of small business must be known what type of
strategy he needed. As they know the requiremestrafegy then they will able to find success. ¢@erand
Udell 1998)stated that qualities of a manager anenwwho showed innovative, risk taker and have paming
were most successful in their small business .l$e &und that customer treatment, good productdgoo
treatment with employ increase the goodwill of ybusiness.(Meyer and Roberts 1986) argues fotraiireing
and development in business can beneficial fornassi. But major thing how can we manage it and et

of training is facilitated. According to (DeLone 8% management’s education from the decision making
perspective is play a vital rule in business. If nagement has education about decision making then
management will work efficiently. If they have lesducation then it will tuff for business to giveagl output.
According to PP Powell finance is major elemerdgnsall level business. He elaborate that small lbusiness
always faces the music regarding to finance. Hgysstgd the supply should gain from that supplieo give
you time to clear your payment and the product kheale at cash so that that extra capital shooliéat for
investing in business. According to Judith (DeLd®88) entrepreneur should find his niche markétitah his
products. As finance is less in small level busindeerefore overall lunching of a product is veiffiallt.
(Morris, Kocak et al. 2007) observed the small bess and found that the problem that small busihadsto
face is planning. He further said that small bussnenostly make long term plans but unfortunately th
circumstances change in every movement and masiyl $usiness unable to change according to theaddm
of time. Because small level business has lessimant therefore it is very tuff to change becanfdaigh risk.
According to (Dyer and Singh 1998)

Small level business had to face a numbers of fiimhiarriers. In only way in which they can geteess is
reduce its expense and increase its income. Budaotixig of high return on investment make productstlg
while large competitors have heavy machinery atestaechnology, because of this their productscheaper
as compare to small level business ‘product. Adogrtb Eugene price war is not suitable for smabibess. It
should be avoided. It is very harmful for small iness. Competitors can easily win this war becdlisg have
more resources as compare to small level busikesording to(Ward, Bickford et al. 1996) small husss
mostly fail to identify its niche market as resitifface hard time in business and mostly reduce theestment
because of loss. He further put reference of smainess which failed in the period of 1995 to 2086 said 40
percent business failed in USA due to adopt thpe tyf strategy. (Stanworth, Stanworth et al. 200d¢tude that
small business should lunch exclusive producthiabthe competition level can minimize. He alsolaixs that
small level should lunch new product for new custesn In this way the chances of failure reduce fanel of
competition also reduce. He further says drop tuelycts which require high maintenances so the dsuraf
business reduces. And try to add value added sariicproducts. According to (Wiklund, Davidssoraet2003)
growth is major factor in any business. When srhainess gets growth the business portfolio reghuigé
investment. And small level business has low innesit then there as a chance to drop. In this atisituation
the handling of business is very tuff due to stgetaf investment. Wiklund also explore that smailel
business required reinvest in business so theidedig of capital can be minimized. Wiklund used tirethod of
BCG matrix and point out that the position of qi@simark and star is very dangerous. New smallrass can
easily go to dog. And it is very difficult for snhdével business to mature its products as cash tfoavsmall
business one or two cash cow products then it dhptdmote one question mark or star. And dog prisduc
should sale out rather than time by time investnierdog products. According to B Micheal Andchrisien
small business gets growth it requires a set ofegeionals to managing the growing business. At liwvel
business require more attention and investment.agenrs have to manage growth as well as investrretttis
critical situation entrepreneurs and mangers havade the music in small level business.

3. Discussion

After studied the literature | observed that difer authors recommend different strategies for Isiegél
business. First of all we will discuss about marigtrategies. Some authors say marketing teamldvery
strong and should be consist on highly professpmdliile the other say highly professionals will e for
high pay and that is not possible for small busin€&dome authors recommend that small business dshoul
focused on niche market rather than to lunch ibslpct in whole market, and some other author wlsinesg this
they say if a product will lunch in small markeetgrowth will minimum and profit will also decreagend this

is also possible that you may did mistake in figdarf your niche marketMostly author agree on one point that
is small business should be avoided from price Bacause of its heavy competitors who can easity thvis
war. Many authors says business’s finance genbsataarket. And market generates sales and salesatdty
generate profit. So it is very important for snalisiness to increase its sales. But one pointaisktbcause of

! http://shinformation.about.com/cs/bestpracticestal 2402a.htm
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competition the margin of profit is very low as qoame to strong competitors. Heavy competitors @aone
because of their latest technology and heavy invesst! Therefore some authors gave solution of this tgpdro
low margin goods and try to find new products femncustomers. And give attention to those prodinztsgive
you good return’Some authors not agree the strategy of discountnfoeasing the business sale. Because
customers sometimes take it wrong and your saleedee instead of increase. Now we will further asscthe
financial strategy for small business. Financialttera closely attach with sales and marketing. &hisrno
blinking the fact is that small businesses alwagartihe hardships of financial matters. Small besses always
required well trained financial managers or gooaficial entrepreneurs to control cash managemdnitsimess.
Whenever small business grows it require more flash Mostly authors tried to point out this crigicsituation.

In this condition which business handles this $ituawith good strategy it earns profit as wellggewth. Other
businesses face difficulties in managing its groesid profitability.’Some authors recommend small business
should reduce its expenses and try to hire theepsidnals who receive less salary and kick outendligphants
from busines$é Some others say it is best to buy supplies oditcire small business but it is not best to sale ou
your products on credit. Some authors proved liteist for small business to reinvest its capital simould not
take out profit immediately. Reason is that smaBibesses almost always need of capital. Most thfoas! are
agree on it. One thing is that highly profitableode makes business strong financially. Now we cdone
competitive strategies. Many scholars believe itesy tuff for small business to get competitivevaictage. But
many others say small business can get competitivantage by lunching new product for new customeys
entrepreneur can get competitive advantage by begser to his customers by giving them best sesviend
good quality of products.

4. Conclusion

From all over above and examined the ideas of diffescholars | lean some points about small basinéirst
of all | observed, it is very tuff for small busBgeto convert into a large business. Entreprenasitdiwork hard
for existence of his business. Small business aViages problems regarding finance. According tgpergonal
point of view entrepreneur should high risk takad ashould not be avoided from opportunity. Entrepre
should adopt the change quickly. From market pofiniew | suggest small business find out theiheienarket.
Once it overcome in niche market then it shouldbgbfor searching further markets. Step by stepeagng of
business will reduce the chances of failure andintkestment will also cover. Because whenever anbss
overcome its niche market it earns high profit #md profit help business to go in new markets. [Emssiness
leaves the market where the competitors are hé&auwyepreneurs and managers should find market whese
can easily sale out their products. New produatsiéav customer should be lunched so that the catigretear
reduces. One thing is that small business canfiotdathe huge expense of advertisement therefardatal
media should use rather than the national medial that media should use which target your nichekatar
Another factor is that entrepreneur’s social relatmatter a lot in small businesses, thereforeepréneur
should social so that the ultimate impact on bussirean positive. From financial point of view | ebsd small
business always need the finance so the profiusiness should reinvest in business, and shouldadaken
out immediately. Small business should do carésofxpense and should drop out these products wieictand
for high cost maintenance. Products quality shdidth so that the expense of after sale servicebearduced.
Now we come on competitive strategy. According tg observation small business can get competitive
advantage by lunching new products for new custoEwmrepreneur can get competitive advantage bgduil
relation while this is not possible for huge orgaation. Another factor is that small level businean lunch its
product at small level and can easily accessiblacms to his customers.
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