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CHAPTER ONE
INTRODUCTION
1.1	Background to the Study 
	The project described the system which has successfully been used provide service to small enterprises at a reasonable cost. These services are provided by small enterprises advisors or consultant.
	It is important from the onset to explain the meaning of small enterprises. The term can be defined in various ways according to the circumstances in which it is being used.
	The Harvard business school in united state offers a course and these are said to have annual turnover of less ten million dollars. Sometimes people classify business by the number of employees and maximum numbers of fifty, a hundred or more people have been used to define the point at which a business ceases to be “small” yet, another way of describing the size of a business is to refer the ways decision are taken in it. For the purpose of this project the researcher choose this method and say that we are mainly concerned with business where the manager is not a specialist in management but is chiefly occupied in caring out the main function of the business.
	In the type of business a single person has undertaken the risk of production the probably provides all the capital though to make a start, he may have to borrow from friends or relations.
	He is thus the owner of the business shouldering the entire responsibility of its management and operations success of failure depends primary on his ability to produce things that other people need at a price which they are prepared to pay that is upon his efficiency as a producer.
	If he is successful, he reaps his reward in the form of profits which accrue solely to him, though subject to taxation by the state but if he is unsuccessful, he must bear the entire loss himself.
	The manager of these small businesses can be skilled carpenters or metal workers and in a shop he spends most of his time selling goods across the counter.
	It should also be cleared that there are enoronous number of the type of enterprises which can benefit from a service such as it is described in this project.
	No business is too small, the concord is on people rather than with money and if a business is in the main occupation of at least one person, it deserves assistance and attention however small its turnover may be.
	there are such large number of very small business enterprises and there is in fact, very little risk that there will be any difficulty in deciding how big a business must be before it cease to be qualified for advice and assistance.
	If all business with specialist manager are excluded, such enterprises like the ones won by a carpenter, a tailor, a mechanic and perhaps general metal workers are included.
	In farming areas, there are often small mills to process small holder produce large villages or small towns may be served by bakers, bicycle repairs, garages, blacksmith, brick makers, bus and tax operators and shoe makers as well as having large numbers of retail shop. The number and variety of these small enterprises will depend on the community they serve.
1.2	Statement of the Problem  
As the economy of Nigeria is becoming a fast developing one, there is the need for every businessman and woman to take advantage of the internal opportunities opened to them. During the 1980s, there was a very high demand for some items like snacks, and other fast food in some part of the country especially in the big cities where a vast majority of the citizen are either civil servant or self employed businessman and women. This demand arose because, majority of people find it extremely difficult to wake up in the morning and cook before finding their way to their working places.
	In the light of the above, many business man and woman went into business like banking, ice cream making and similar product on the 26th day of September 1989, a business man in person of Elegbede Zacheus, commenced a business in baking cheeps, frying doughnuts etc, and made his enterprise Ezad foods. with time there was a significant expansion in his business and this called for diversification. Mr. Elegbede Zacheus got the service of a consultancy firm.
	He was helped to see the need for diversifying his business and he was also helped to see benefit of taking a particular business prescribed to him. After the consultation, he saw the need to enter into the soap making business and this dream was realized in July 1992 and Ezad soap came into being.
	Today the business is really experience what can be described as economic boom. It has also been successful in spite of the economic instability the country is facing as a whole.	
1.3	Research Question 
The following research questions were asked on this research work: 
i. To what extent does the consultancy service affect the small business organization in Nigeria? 
ii. How does consultancy service contribute to the economic development of Nigeria?
iii. Does small business owners’ receive any special system of training from the consultancy advisor?      
1.4	Objectives of the Study
The main objectives of the study is to help in providing the system that has been successful used to provide management advisory services to small enterprises at reasonable cost. 
However, the specific research objectives are as follow:
i. To examine the relevance of consultancy services to small business organization.
ii. To assess the contribution of consultancy service to the fast development of Nigeria economy.
iii. To evaluate a particular system of training the small business owners is expected to get from consultancy service.                
1.5	Research Hypothesis 
The following research hypotheses were formulated to guide the conduct of the research.
Ho: There is no significance positive relationship between consultancy service and small business organization.
Hi: There is a positive significance relationship between consultancy service providers and small business organization.  
1.6	Significance of the Study
For the purpose of this project the researcher choose this method and say that we are mainly concerned with business where the manager is not a specialist in management but is chiefly occupied in caring out the main function of the business.
	In the type of business a single person has undertaken the risk of production the probably provides all the capital though to make a start, he may have to borrow from friends or relations.
	He is thus the owner of the business shouldering the entire responsibility of its management and operations success of failure depends primary on his ability to produce things that other people need at a price which they are prepared to pay that is upon his efficiency as a producer.
	If he is successful, he reaps his reward in the form of profits which accrue solely to him, though subject to taxation by the state but if he is unsuccessful, he must bear the entire loss himself.
	The manager of these small businesses can be skilled carpenters or metal workers and in a shop he spends most of his time selling goods across the counter.
	It should also be cleared that there are enoronous number of the type of enterprises which can benefit from a service such as it is described in this project.
	No business is too small, the concord is on people rather than with money and if a business is in the main occupation of at least one person, it deserves assistance and attention however small its turnover may be.
	there are such large number of very small business enterprises and there is in fact, very little risk that there will be any difficulty in deciding how big a business must be before it cease to be qualified for advice and assistance.
	If all business with specialist manager are excluded, such enterprises like the ones won by a carpenter, a tailor, a mechanic and perhaps general metal workers are included.
	In farming areas, there are often small mills to process small holder produce large villages or small towns may be served by bakers, bicycle repairs, garages, blacksmith, brick makers, bus and tax operators and shoe makers as well as having large numbers of retail shop. The number and variety of these small enterprises will depend on the community they serve.
1.7	Scope of the Study
This study is designed to examine the effect of consultancy service on  small business organizational performance of of ezad nig ltd Ilorin, The research highlights the needs for having consultancy services in the establishment and running of small scale business. The study attempts at highlighting why the services of the consultancy firms are needed by the owners of small scale business clients.
	It is also goes further to discuss at length how various small scale business have benefit from the service rendered to them by various consultancy firm especially the case study under discussion. Also in the context of this study are various approaches adopted by the consultant firms to provide up to date services for their client.
	It is also within the scope of the study to explain how the services rendered to small scale business by the various consultant firms contributor to the fact development of the economy of this great country (Nigeria).
	It could however be said that the scope of the study is rich indeed as the readers of this work will find it beneficial now and in the nearest future.
	In the light of the above I have consulted a group number of books, journals, and magazines, I also conducted interview with very few workers of Ezad Nigeria limited and a staff of a recognized consultant firm.
1.8    Definition of Key Terms 	
Consultant: These are the person that provide active and training to small business owner they are known as advisors.
Consultancy Services: These are the service, training or assistance render or given to small business enterprises. 
Clients: These are the person that receive the services or assistance rendered by the consultant. They can also be referred to as small business owners.
Development Agencies: This may be government and other organization that are interest in extending various modern techniques in developing countries not because they are making money by selling them but their use would benefit the people 
Voluntary Organization; These are organization that volunteers themselves in training small business.

CHAPTER TWO
LITERATURE REVIEW
2.1	  Introduction 
	In order to enrich the scope of this study it is reasonable to consider what scholars mass media, businessman have commented with regards to the services rendered by the consultant firms.
	In a developing country like Nigeria the relevance of consultancy service can not be over emphasized for it plays a vital role in the decisions made by a enterprises (owner of small business) in the issue of establishing or floating a new business or improving on the a new businesses or improving on the existing ones even when an entrepreneur has any tendency to expand, there is need for the service of the consultants in area of their specialization. The consultant firms however have various area of specialization such as:
1. Asset valuation
2. Taxation
3. Capital formation
4. Registration of business etc.
For example chief D. O. (1999)
	(F.C.A) fellow chartered accountant in his speech highlighted the benefits that can be derived from the service of a value in this regard, the owner is exposing his business to great risk because there are problems associated with the business and returns of a business of asset of such firm is not properly value i.e if it is under valued or over valued. He further stated that if the asset of company is under valued or over valued there will be problem in ascertaining the correct depreciation. Hence this will jeopardize the future prospect of business. He therefore concludes that there is the need for Nigeria businessmen of today to be educated on the service of the consultancy firm and see how this can benefit them on the long run.
	Olutatoyin Olakunri (F.C.A) (2000) a past president of the institute of chartered accountant of Nigeria made known to the participants at the seminal organization by the institute in 2002 that there are many educated persons who still do not know the implication of their failure to engage in the service of the consultancy firms who are versed in problem of taxation. She stressed that apart from the fact that the chartered accountants can serve as the financial adviser to a private and corporate bodies they can still help in the area of taxation by assisting the entrepreneur to pay less tax without violating any tax legislation.
	Godson Nnmadi, identified some of the service rendered by consultants especially those who are auditors. He mentioned that accounting is a language use to communicate financial and other information to all the interest parties.
	Business activities including the activities of small ones and to report the results of the activities to shareholder and the owner of small business.
	Government agencies and others are therefore, in need of services of consultancies firms are needed for proper accounting.
	And since the information supplied by the consultant (Auditor).
	Is USEFUL for planning, conducting and controlling, an entrepreneur (owner) cannot do without their services if he wants to brighten the future of his business.
	According to Hanson J.C (2003) says there is the need to consider what the wages of labour would be like since labour is one of the important factors that determine the productivity in a firm.
	There are situations where an entrepreneur cannot meet the challenge of the supply of labour today. So far proper negotiation, an entrepreneur can seek for services of a consultant who can make an arms length bargain in his behalf.
2.2	WHY DO SMALLER ENTERPRISES NEED HELP
	Small businesses are good for a country because they have important roles to play in economic development.
	Nevertheless, before we go into the details of how they can be helped to play their plants in nation building, we must understand why they need assistance.
	Business needs capital, suppliers, equipment buildings, customers, employees and above all proper management. If the needs of any specific group of small business are investigated, we find out that they do not always need what they belief they need.
	Nevertheless, there are difficulties which small business normally encounter.
	
They are:
· Capital: Most good business people are short of capital, since they have more ideas than they have money to put them into effect nearly all business people think their main or even only problem is their shortage of capital, but with thorough investigation and analysis, it has been discovered that they are not always correct.
· Customers: Every business needs customers but small business people often find it particularly difficult to sell enough of their products to keep them busy and earn a reasonable living. They cannot afford to advertise, big international companies are competing in remote rural markets, and small businesses are at a disadvantage even in their own communities.
They are for less able to sell their goods into the urban areas which are growing so fast and where people often need the products of small businesses, because the large firms can afford to use every modern marketing tool in the city. Government can help by helping small business people to obtain their share of the public contracts, but business people themselves must play the major role, by learning how to sell and market their goods and by combining with other business. This will enable them to reach out to more customers than they did in the past.
· Joint activities: small business often used to co-operate with one another, in other to obtain reliable economic suppliers of raw materials.
In order to market their goods or to present their point of view to government and the general public.
They cannot easily do those things on their own, but any form of co-operation required initiative from an experienced individual who has the time and ability to organize it.
If none the small businessman have time and ability to organize this, some outside organizations may have to organize some form of co-operative effort. Only this way, can small business compete with large ones for sources of supply for markets and for government attention.
· Management: finally and most importantly, small businesses are in need of assistance of management. They must have access to managers and management techniques which have been tested elsewhere. We have already defined small businesses as those where management is in a sense a part-time activity, carried on by some one who is mainly a craftsman or a shop assistant. Small businesses cannot earn to pay for full time managers, so that their owners have to carrying out their normal job in the business, small business, which are owned and managed by indigenous people are often a new development in may developing countries. There has, therefore been no opportunity for children to learn from their parents or for young people to learn through a system of apprenticeship and every small business has had to start from the beginning.
Some form of training is obviously needed to make up for this disadvantage, but because of their size individual small businesses enterprises are unable to organize this for themselves. It is therefore necessary, for an outside organization to take a hand, and the purpose of this management training to be made widely available.
· Information: Small business enterprise is often unable to take advantage of service provide by the government or other organization simply because they do not about them. This is because business people often infringe the law because they are not aware of it.
In the some way that small businesses people are unaware of service or regulation which affect them. Government and other are often ignorant of the numbers, locations and problems of small business people. There is need for a communication system which conveys information in both directions.
It is clear that, the small business enterprises are at a disadvantage in some ways, and may meld assistance in obtaining finance, in finding customers, in organizing joint activities and in management.
This project concerned with way of providing management advice and training to managers of small business.
2.3	IMPROVING SMALL BUSINESS MANAGEMENT
	Small businesses people fail to realize that if they do get a loan, they will have to repay it with heavy interest charges over many years. If their enterprises do not succeed, they may loss their whole business, or even their land, cattle and home which have provided as security. If a small business person still believes that he needed a loan after he has analyzed his situation properly, he is far more likely to make good use of the money he borrows, and thus, unable to repay it.
	Before deciding on the method to use in teaching small business to improve their management, it is first necessary to determine who we want to teach. And what we want to teach them.
	All too often teaching is undertaking without this preliminary investigation, and it fails to achieve his objective because the methods chosen are not suitable for the target students or the subject matter. First, the target students who are small scale businessmen and women, their characteristics must be know and the form of training itself must be determined from the different characteristics.
	The characteristics of the businessman and the form of training itself must therefore go thus:
1. There are very large number of them: There are few accurate count of small business, any where but it is unlikely that there will be less than three small businesses per thousand population in any country, however poor, and there may be ten or more per thousand in a wealthier country. In view of this, the training itself must be on a large scale.
2. Small business enterprises are widely scattered because people start them where they live.
Large scale enterprises are often located in or near the city, or in a few other places, but small business will be found in the same places where the low income earners in the country live. In this case the training itself must be effective over a wide area.
3. Small business people are most of the time, not educated. Many of the small business owners are illiterates, although there may be some exceptions but usually the owners of small businesses have had limited formal education.
Based on this fact, the training must be simple to facilitate understanding.
4. Small business, people speak a variety of different dialects and languages and because of their limited education they find it difficult to communicate. To overcome this problem, the training must be take language into consideration.
5. The small business are often competitive with one another as a result of this, the training itself must therefore be party confidential.
6. Small business are different from one another for this reason, the training must be flexible and adaptable to individual circumstances.
Now, we must consider what we want to teach, bearing in mind that small businesses management involves special skill and techniques, but positive attitudes and motivations are far more vital.
	These are unlikely to be developed by the normal classroom teaching. In all cases of problems encountered by small business managers, the attitude and management skill required to analyze their problems correctly and to come up with more profitable solutions are the same even when the difficulties and problems are not. Therefore it can be generalized that there are certain common features about what we are trying to teach, whatever the particular problems of the business people who are our target trainees.
	The common features about what we are trying to teach goes thus:
i. We are trying to create positive attitude and not just to increase knowledge. This is so because emphasis is based on the information of small business people are not the ability to write and pass exam in management. The training itself must therefore be intensive with opportunity for feedback and discussion.
ii. We want small business people to be able to analyze their own situation.
iii. Not be enough to teach the small business people facts about small businesses general but they should be taught how to analyze their own problems. In this view the training must be practical with opportunities for the trainees to do things themselves.
iv. We want to teach the small business people how to make bigger profits. In doing this, we can as well teach them on how to serve the community better. This can only be done by appealing to their profits motives. Training itself must therefore be personally relevant.
v. We want to teach the business people not just how to perform better at the particular time that they are taught rather what they are taught must be remember for many years. For this to be so, the training itself must be thorough.
vi. The training must be right for each trainee this is because any wrong done by the small business owner result to failure of his business, because of this the training must be personal and individual.
vii. The small business people will have to practice what they are taught on their own. This is because they are unlikely to act in groups; therefore what is taught must enable the trainee to act independently without support the training itself must therefore build confidence.
We have identified certain characteristics of the people whom we want to teach, what we want to teach them and our conclusion about the trainees and the subject matter. These approximate specifications of the training methods may appear almost impossible to satisfy. Let us now examine all the various types of training that can be provided in order to see how they compare against these specifications. There are numerous types of training methods but for the purpose of this research we may summarize these under five head lines: Books, Radio Broadcasts, correspondence course, classroom instructions, and individual consultancy service.
BOOKS:
	Many books have been written and published about small business management. A local text is available in some countries and the small business person who is very  been to improve his management and has the necessary background for private unassisted study, may learn a great deal from it. Books are of no value to illiterates or those people who cannot read. It also provides no opportunity for feedback and discussion or for correcting misunderstanding. It may be possible to learn about business techniques and similar skills from a book, but people are likely to change their attitudes as a result of reading.

RADIO:
	Radio broadcast are used in many countries for training purpose. In using the radio, some broadcasting times are normally devoted to an important minority such as the business people. 
	Radio is purely a one-way means of communication. However, the message must inevitably be the same for everyone whatever their level of understanding and their particular problems.
CORRESPONDENCE COURSE:
	This is two ways flow of information training institution sends out texts and exercise, and the trainees return to them again so that they can see how well they are doing. Correspondence course needs a reliable mail services which reaches the whole country.
	People often record success in passing examination through home study by correspondence course, but the skills the small business owners need for managing their business is quite different from those tested by examinations. Ability to answer a written question correctly is not the same thing as a ability to manage a business successful, and it can not usually be acquired by the same sort of instruction.
CLASSROOM INSTRUCTION
	When trainees attends full-time class and possibly sleeps and eat at the training collage, it facilitates complete concentration on their studies. They are together with other trainees with similar training needs, and they can discuss their problems and ideas among themselves as well as learning from the instructor. Small business enterprises often depend on one owner manager, and he cannot leave the business unattended for a long period without losing sales or otherwise failing to satisfy customers. Small business people have often had limited or little formal education and they may find it difficult to read just to the classroom situation after many years of practical experience.
	Although, there are disadvantages in learning in a group, but the subject matter must inevitably be general and therefore may not be suitable for the particular circumstance of the trainee, each of whom believes at any rate, that his circumstance are unique if the curses participants are in any way competitive with one another, as they are likely to be they will probably be unwilling to reveal the details of their problems which are in fact of most concern to them.
INDIVIDUAL CONSULTANCY
	Individual advisors, who may be called consultants or extension officers, visit the trainees on their own and teach them on the job. A business advisor must be able to do more than pass a standard instruction. He should check whether these have been followed on subsequent visit. He must be a sort of “business doctor” who can examine each patient individually, diagnose the problems and prescribe the right remedies.
	It is wrong to advise an illiterate businessman to keep a record of each of cash movements and a special price reduction, or other marketing suggestions. May be excellent if it is recommended to a businessman are asked to do it. The advisor must therefore be more than a transmitter of information.
	He must obtain information from each business, by making enquiry and observation and must then put together a picture of the business and its problems and opportunities. This will lead him to understand the situation, so that he can make appropriate recommendations for improvement. It is generally believe that individual diagnosis and prescription are more difficult than standardized advice and this is why business advisors are said to need high academic qualification and business experience. The cost and scarcity suitable candidate usually means that individual advisory services are impossible, so that those interested in reaping the fruit small business have to use other techniques which we have examined. These are generally far less effective for the particular situation of small business and the results are far satisfactory.
	There is clearly a need therefore for some systems which would enable less qualified and quite experienced staff to provide useful advice for small business people. Small businesses are important in any economy, but each individual business, because it is small, has little impact on the economy as a whole. Any advisory or training service whether it is financed by the small business owners themselves or by the government or other agencies that are interested, the money spend on providing the service must be justified in the overall benefits to the nation as a whole.
	Individual advice and training must be of necessity involving large number of the advisors and their balance and expenses must be quite low, if the cost does not exceed any conceivable benefits.
	In addition, other arguments apart from cost for attempting to employ less qualified staff than are generally through necessary for business consultancy are. Small business are scattered all over the country side and are not found only in towns or cities. They are often dirty or in sanitary and living and traveling in rural neighborhood may be inconvenient and difficult.
	Highly educated people may believe that there educated has released them from condition of there sort, and they are often unwilling to suffer the discomforts of peasant living conditions. The same problems may arise when they are meeting with simple uneducated business people.
	The business person may respect their education and experience, but doubt the relevance of what they have to say to their particular problems. The sophisticated graduate may despise the business owner, so that no useful communication will be possible, less qualified advisors, who have been educated locally and still see themselves as members of the local community, are more likely to be more willing to work with the community, and more able to work effectively for small business enterprises. 
2.4	WHO IS TO PROVIDE THE SERVICES?
	So far, we have talked about the types of institutions which might operate a small business consultancy service. There are many types of organizations which have interest in improving the efficiency of small business.
	These may include the following:
1. DEVELOPMENT AGENCIES: Government and other organizations are often interested in extending the use of various movious modern techniques in developing countries not because they can make money by selling them but because their use would benefit the people.
The ministry of agriculture tries to persuade farmers to use hybrid seed, new tools, modern fertilizer and institutes of health and welfare organization are anxious to promote the use of family planning devices or other health products sometimes, organizations like these try to develop their own system of distributing the product involved, but they often find that existing small business enterprises cheaper and more effective way of bringing things to the generality of people.
The distribution, job will be performed more efficiently, with less need for supervision, if the distribution outlets are well managed. The government ministries and other (like the case study Ezad Nigeria limited) are often prepared to devote substantial resources to improving retail management for this reason. They many also be interested in persuading local crafts men to manufacture and sell simple improved farming tools or other locally used equipment. Here again, it is necessary to improve the general management standard of the products and to provide the necessary information about the new product.
2.	BANKS
	The bank’s service includes receiving deposit and lending money to individual and to business. If businesses are more successful, more of them will open bank account and make larger deposit. Bankers have often been accused of using the funds deposited by small scale enterprise for leading to large organization which are often of foreign origin.
	The bankers sometimes, have no choice since the local small enterprises are so badly managed that they cannot safely be given loans. Banks are therefore interested in improving the management of small business enterprises both to increase their deposits and to transform them into reliable borrowers.
	A different and more urgent need arises when a bank has lent money to a small business owner who then fails to pay the loan. The bank may enforce its legal rights and recover some parts of the loan at a considerable expense in legal fees and loss of good will. The bank may alternatively, try to help the businessman to rescue his business so that he can repay his debts and carry on in the future. Individual consulting is clearly the best way of doing this.
3.	GOVERNMENT
	Many governments and other organization are interested in improving small business management. It is in the national interest of every aspect of the economy is efficiently managed by making the best use of the resources available. Many government have started subsided lending schemes to lend money to small business which is a reasonable response to the business people own belief in their need for more capital. Borrowers from subsidized government therefore, forced to concern themselves with management if only to recover money already lent out.
	It is obviously more effective to try to improve management before lending money or in order to show that which are not needed at all. For this reason government agencies are probably the most like organizations to want to become involved in small business consultancy.
4.	VOLUNTARY ORGANIZATION
	In many countries, villages – based voluntary organization are involved in trying to promote economic development. These may be of local or foreign origin and include churches chambers of commerce and private charitable foundations.
	They may originally have been interested in education, health or agriculture practices but it often becomes clear that small businesses are an essential part of the community development. Organization of this sort are in ideal basis for a small business consultancy services since they have not affected by centralized regulations, inflated city based salary scale or the general bureaucratic resistance to change. It may be that an original initiative of this sort can be they be taken up nationally by the government or other large scale institutions.

CHAPTER THREE
RESEARCH METHODOLOGY 
3.1	INTRODUCTION
	This chapter deals principally with the method used in collecting data for this study. It describes in details the research method used for colleting data that are analyzed to arrive at a conclusion in this project work.
3.2	METHODS OF DATA COLLECTION
	The main method of collecting data from the company of study is the questionnaire method. The questionnaire were drawn to collect information on the company’s profile, method and system of consultancy services research on the performance of business organization, consultancy research decision, does justify the performance of economic and does research justify the principle of research finding.

3.3	RESEARCH PROCEDURE USED
	A total number of fifty (50) questionnaires returned out of the fifty five (55) administered. This however represents 90% of the total administered.
	The question asked are clear and easy to understand in the course of administering the question, the respondents will complete the questionnaire without any responses. The respondent are given enough time to complete the questionnaire at their own leisure time.
3.4	RESEARCH METHOD USED
	Information collected will be tested both qualitatively and quantitatively. The choice of statistical techniques is as a result of the sample size, which is fifty (50) at the sample time; it is easier to use this method for analytical purpose in research.

3.5	RESEARCH POPULATION AND SAMPLE SIZE USED
	There are instance where the analysis of the population become difficult if not impossible. In such instances, a sample is selected for the purpose of making an estimate about the population from, which it is selected. The sample therefore, must be appropriate for reliability of the estimate made there from. In other word, it should be the characteristics of the appropriate total population.
	A sampling techniques is a set of element which is selected from the population with the aim of finding out something about the population from which it has been taken for the purpose of generalizing the conclusion reached for the whole population. Therefore, what is found out about the sample is assumed to be true of the population as a whole. Hence, a sample of fifty (50) workers was selected in order to gain adequate of deeper study. These comprises of the top management, middle management and lower level management.


3.6	STATISTICAL METHOD USED
	The statistical method used in this research work is frequency distribution and percentage distribution, which is expressed in tabular form in the next chapter, which is chapter four. The questionnaire were to be distributed to member of top management, which is the president, vice president and executive director and heads of departments and the insect through the use of documentary such as textbooks, journals and publications from the company under study.

CHAPTER FOUR
4.1	DATA PRESENTATION AND ANALYSIS
	All the data gathered through the questionnaire designed for the firm will be analyzed in this chapter.
	The analysis will be based on the fifty (50) questionnaire returned out of the fifty five (55) administered. This however represents 90% of the total administered.
QUESTION ONE
What type of work do you do?
	Alternative 
	Number 
	Percentage %

	Clerical 
	10
	20

	Administration 
	12
	24

	Supervisory
	2
	4

	Management 
	17
	34

	Technical 
	9
	18

	
	50
	100




QUESTION TWO
How long have you been in the organization?
	Alternative
	Number
	Percentage %

	1-5 years 
	12
	24

	6-10 years 
	30
	60`

	11-15
	8
	16

	16-20 years 
	-
	-

	
	50
	100


	We can infer from the above information that about 60% of the respondents have been in the organization between 6-10 years 
QUESTION THREE
	Do you enjoy consultancy services in your company?
	Alternative 
	Number 
	Percentage %

	Yes 
	50
	100

	No
	-
	-

	
	50
	100


	The above information tells us that all agreed that they enjoy the services rendered by business consultancy.
QUESTION FOUR
	Who do you think are in the best position to provide that services?
	Alternative 
	Number 
	Percentage %

	Suppliers 
	-
	-

	development 
	-
	-

	Agencies 
	-
	-

	government 
	2
	4

	Voluntary organization 
	3
	6

	All of the above 
	45
	90

	
	50
	100


	From the table above we can infer that 90% believe that all the above person can provide the help while only 6% believe that it is only the voluntary organization that can provide the service and the remaining 4% says it is the government.
QUESTION FIVE
	Who do smaller enterprises need help?
	Alternative 
	Number 
	Percentage %

	Capital 
	-
	-

	Customer
	-
	-

	Proper 
	-
	-

	Management 
	-
	-

	All of the above 
	50
	100

	
	50
	100


	The above table tells us that all agreed that small business enterprises need help be cause of all the reasons stated above.
QUESTION SIX
	How can small business people be trained?
	Alternative 
	Number 
	Percentage %

	Radio broadcast 
	-
	-

	Correspondence
	-
	-

	Classroom instruction
	-
	-

	All of the above 
	50
	100

	
	50
	100



	The above information tells us that the small business enterprises can be trained in all of the above ways.
QUESTION SEVEN
	Do you think the services provide to your company prove useful?
	Alternative 
	Number 
	Percentage %

	Yes  
	48
	96

	No
	2
	4

	
	50
	100


QUESTION EIGHT
	What benefits does it have on your organization?
	Alternative 
	Number 
	Percentage %

	Proper management 
	5
	10

	Increase in output 
	2
	4

	Sales
	3
	6

	All of the above 
	40
	80

	
	50
	100



	From the table above. One can infer that 80% of the respondents believe that the consultation has been benefiting their organization in all the various ways stated above while the remaining 20% believe it has an effect only in a small specific area. 



QUESTION NINE
	What effects are they having in your organization?
	Alternative 
	Number 
	Percentage %

	Good
	48
	96

	Fair 
	2
	4

	No effect  
	-
	-

	
	50
	100


	The table above shows that 96% believe that it has good effect while 20% believe that it has a fair effect on the organization.

QUESTION TEN
	Of what effect is it to the society in general?
	Alternative 
	Number 
	Percentage %

	Good
	48
	96

	Fair 
	2
	4

	No effect  
	-
	-

	
	50
	100


	The above table shows that it has good effect on the organization. And it will also improve the society in general.
QUESTION ELEVEN
	Does it make your job interesting?
	Alternative 
	Number 
	Percentage %

	Yes
	47
	94

	No 
	3
	6

	
	50
	100


	As shown above in the table consultation of business advisers makes the job interesting as confirmed by 94% of the total respondents.

QUESTION TWELVE
	Since the consultation of business advisers are there still problems?
	Alternative 
	Number 
	Percentage %

	Yes
	2
	4

	No 
	48
	96

	
	50
	100


QUESTION THIRTEEN
	What type of problems are you facing before the consultation?
	Alternative 
	Number 
	Percentage %

	Inadequate 
	3
	6

	capital 
	2
	4

	Improper management
	45
	90

	Low sales
	-
	-

	All of the above 
	-
	-

	
	50
	100


	The table above implies that 90% of the respondent believes that only management problems stated above faced the company before the consultation.
QUESTION FOURTEEN
What are the types of problems?
	The respondents replied as follows.
1. Lack of potential customers
2. Inadequate raw material
3. Economic problems
QUESTION FIFTEEN
HOW DID THE CONSULTATION AFFECT YOU PERSONALLY?
	Alternative 
	Number 
	Percentage %

	Good
	48
	96

	Fair 
	2
	4

	Bad
	-
	-

	No effect  
	-
	-

	
	50
	100


	The information above tells us that it had good effect on 96% of the respondent while a fair effect on the remaining 4%.

QUESTION SIXTEEN
	Do you think that the advantages derived from the consultation of business advisers over weight the disadvantages?
	Alternative 
	Number 
	Percentage %

	Yes
	48
	96

	No 
	2
	4

	
	50
	100


QUESTION SEVENTEEN
	What effect had the consultation on the management of the organization?
	Alternative 
	Number 
	Percentage %

	Good
	45
	90

	Fair 
	5
	10

	No effect  
	-
	-

	
	50
	100


	The above table shows that 90% of the respondent believe that business advisers is having good effect on the management of the organization while the remaining 10% believe that it has a fair effect on the management of the company.
QUESTION FIGHTEEN
	Can you advise others to consult the business advisers?
	Alternative 
	Number 
	Percentage %

	Yes 
	50
	100

	No 
	-
	-

	
	50
	100


	As shows in the table above 100% of the respondents pointed out that they can advice other people to seek for training/ services of the business advisers.
QUESTION NINETEEN
	What is the justification of your answer on the above question?
	Some of the respondent replied as follows
1. Because of its general benefit
2. It will improve the management of the company
3. It will increase the output of the company
4. It will help to maintain customers.
4.2	METHODS OF DATA COLLECTION
	The following methods were employed in gathering information necessary for the research.
4.2.1	RECORD INVESTIGATION
	The researchers had the opportunity of staying in the company (Ezad Nigeria Limited) on many occasion, on each occasion the researcher was able to asses carefully the services provide to this company (Ezad Nig, Ltd) by the consultancy firm or business advisers. This was done and quite numbers of fact were extracted.
	The idea of record investigation was basically design to see the practicability of the training provide by the business advisors in order to know the loop holes the services might have.

4.2.2	QUESTIONNAIRE
	The researcher consider use of sending questionnaire to be very necessary for this kind of research. So the researcher sent questionnaire paper to entire staffs of Ezad Nigeria Limited Alagbado Lagos.

Sir,
	I am please to inform you that I am a student of kwara state polytechnic, Ilorin conduct a research in department of business studies (IFMS), for my National Diploma programme  ND. Business studies.
	The principal objective of this research work is to know why small business needs help and how the service or training rendered by business advisers proved helpful.
	Questionnaire are being sent to your company. I however consider the personal opinion of your staff (both management intermediary and junior staff) in your company as crucial to the success of my research. It is in this light that I am requesting you to please complete all the question in the following part of this questionnaire.
	All questions are framed to maintain your anonymity and assure you that all answer will be treated in absolute confidence.
	I thank you for your anticipated cooperation and hope that together we shall attain the potentialities of the Nigeria small business enterprises.
Yours Faithfully
Yusuf Olanrewaju A.
4.2.3	ORAL INTERVIEWS
	The researcher considered the use of sending questionnaire not adequate for this kind of research work, so the researcher considered oral interview with selected members of staff both management intermediate and Junior staff, this approach enable me to get the right consider to some questions, and where necessary a kind of discussion arises between the respondents and the researcher has been exposed to more service rendered to the company.















CHAPTER FIVE
5.1	SUMMARY OF FINDINGS
	The topic of this study is “consultancy services for small scale business”. This research work described the system which has successfully been used to provide service to small enterprises at a reasonable cost. These services are provided by small enterprises advisors or consultant.
	Consultancy services for small scale business cannot be over emphasized as it has been concretely established that its effectiveness in small scale business is very vital and important.
	It has also been proved through the hypothesis tested that consultancy services has good effect in running the business and organization can lead to organizational effectiveness, and efficiency and high level of profitable production and in general, can enhance the smoothness and ease of achieving the planned objectives and goals of an organization.
5.2	RECOMMENDATIONS
	Having explained the need for consultation services in small scale industries with special reference to Ezad Nigeria Limited.
	Readers have come to see that the benefits derived from such service by entrepreneur out rightly over weight the disadvantage. Hence there is the need to make the following recommendation to the commercial consultant on areas where improvement could be made in the advisory rendered by them and also to entrepreneur of small scale industries like Ezad Nigeria Limited on areas where they should go for further advise and how such advisory service rendered to them could be utilized.
	The following are the recommendation: 
i. Since a consultant only benefits through the satisfaction derived from doing his job well, The advisory service will only grow if its advisors is successfully sols. However, in order to sell better services to better management the consultant ought to be conversant with the work of a sales man. He also ought to know what is best to recommend to his clients.
ii. A consultant has derived what his “product” i.e. his recommendation will be before he actually sells it. Each “product” is made according to the need of his clients.
iii. A consultant should be given information and suggestions for nothing or possibly a small fee which is not related to the number or type of recommendation. The client pays by scarifying old habits and ideas, and by putting an effort into learning new techniques.
iv. A consultant must sell the right product cause a wrong recommendation will inevitably damage the client and the consultant.
v. The consultant must know that consulting is a selling job i.e. consulting involves the act of selling. It is also recommended that the consultants in order to be able to achieve their aim and objectives on the small business. They must:
· Know what they are selling i.e. know how to diagnose problem, made recommendation and actually be able to do themselves, the techniques they are selling to clients.
· Discover the personal and business needs of clients and be able to determine basic strengths and weakness. this requires particular power or observation, to supplement the client spoken answers with visual evidence. 
· Explain that they are suggesting clearly to the client strength the benefits to the client but not concealing the cost such as increased effort sacrifice or old ideas and perceived security.
· Ensure  that the clients learn how to use the product.
· Close the sales by obtaining the client verbal commitment to apply the suggest changes. This involves more than a signature on an order since a “yes” may conceal uncertainly or confusion while a firm decision to purchase is clear and binding.
· follow up the scale, to ensure that a client is satisfied, and to make more sales, this is of course central to the idea of consultancy, but is vital to be as concerned with success of the recommendation as with attempts to sell new ones.
Before the actual sale, when the clients has to be persuaded to adopt the suggested changes the consultant must obtain a great dead of information. It may take several hours and more than one call before the “Product” is identified. The consultant must from beginning establish and maintain an atmosphere of trust and confidence. If the information gathering part of the job is not dealt with tactfully, the wrong information will be obtained and the client will not trust his consultants.
	Furthermore, since Ezad Nigeria limited has been doing well through the year and since there can be no gun saying the fact that their success can relatively be attributed to the qualitative consultancy services rendered to them by their clients. It is recommended that they continue to enjoy the service rendered to them as levy as the consultancy firm is not any way of final wanting.
	The company should also strive to see whether the consultancy firm is maintaining their usual standard or not if not there is need for switch-over. It is also recommended that before the company makes any major decision that would have a significant effect on the activities of the company; they should seek the advisory services of client (consultants) without minding the cost since this will reduce the magnitude of any risks that may be involved.
5.3	CONCLUSION
	It is generally recognized that small business enterprises have important roles to play in the development of employment opportunities and economic progress because they are in a far better position to make use of intermediate technology. It is not enough however for business people to be encouraged to use appropriate technology. They must learn how to decide what is right for the particular business how to calculate cost and selling prices and to sell their product and generally how to operate a successful and profitable enterprise. The system described in this project is in a sense a way of conveying intermediate management to small enterprises. The method itself is also labour intensive and may therefore be considered as an example of appropriate training.
	The system cannot on its own save the unemployment problem of rural areas nor can it correct all the management faults of small business people.
	If such a system is part of a well planned and coordinated programme of assistance, it should provide a useful means of reading out to the small business in order to bring information to them; to obtain information from them and to train them to manage their business more effective in the future.
	It should be noted however, that Ezad Nigeria Limited is not lacking in this area. Therefore the company’s management should not relent in its efforts to have a fully grown industry.
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