
 

 

Summary 
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From October to December 2009 data for the third survey of our longitudinal research programme 

BusinesSMEasure were collected. Throughout New Zealand 1447 randomly selected small and medium sized 
enterprises (SMEs) participated in this phase of the study. Thanks to your willingness to take part in this research 

we have been able to collect important information on how you manage your firm in difficult economic times, the 
impact of the recession on your firm and how you develop your managerial capabilities. 

About your firms 

  All firms belonged to the small and medium enterprise (SME) sector. Over half (58%) were micro-enterprises 

(employing fewer than six staff) and another 40% were small (employing six to 49 staff). The firms’ average age 

was over 21 years and the average annual turnover was $2.2 million. Two fifths of the firms were in the services 
sector, one fifth in the manufacturing sector, and the remaining in other sectors. The firms were located 

throughout New Zealand, with urban centres accounting for over half of the firms in the survey.   

 
  What was the impact of the recession on your firm? 
 

Overall you felt the impact of the recession more in 2009 (52%), than 2008 (43%) and 2007 (4%) with the main 

factors being late payments made by customers and increased energy, transport and supply costs.   

 

Did you use finance to cope with the recession? 
 

Forty percent of you coped with the recession without relying on finance. Only a quarter of you increased your use 
of bank overdrafts, or increased the use of personal savings. Of those of you who did use finance, you used it as 

working capital (44%), to acquire fixed assets (31%), to develop new products/services (13%) or for marketing 
(9%).  

 

What were your strategies in the recession?  
 

Your most common strategies to cope in the recession included introducing new or improved products (54%), 

personally working longer hours (48%), increasing sales effort (44%), reducing numbers employed (40%), and 
selling to new types of customers (38%). 

 

There was a relationship between the 
strategies you employed and the growth 

you experienced throughout the last 
twelve months. Those of you who reported 

growth in sales turnover and profitability in 

the last 12 months were significantly more 
likely to be making attempts to expand.  

Conversely, those of you who did not 
report growth in sales turnover and 

profitability in the last 12 months were 
significantly more likely to be making 

attempts to reduce costs. 

 
Relationship between recession strategies with turnover and profitability in the 

last 12 months 
Those of you with growth in sales 
turnover and profitability were more 

likely to have/be: 

Those with no growth in sales 
turnover and profitability  were more 

likely to have/be: 

Introduced new or improved 
products/services 

Reduced selling prices  

Selling more to existing customers Reduced numbers employed 

Selling more to new types of customers Introduced wage/salary freeze 

Invested in new equipment Invested personal savings 

Made changes to the mgt team Reduced investment expenditure 

Increased numbers employed Extended payment periods to suppliers 

Taken greater care in recruitment of staff Sold personal assets to compensate for 
poor business performance 

Increased employee training Cancelled personal holidays 

Opened new branches and outlets  

What do you think about managerial capability? 

Most of you expressed that managerial capability development is important to you, as it assists your firm’s 
success as well as your personal development. You reported that you use a number of sources to help identify 

your managerial capability developmental needs. They include finding gaps between your current capability and 

your business needs. (75%), as well as identifying the areas for improvement via feedback from your peers, 
employees, accountant or bank manager. 
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How do you partake in managerial development? 

The main way that you go about partaking in managerial 
development includes learning by doing (61%). As successful 

learning requires self-reflection, slightly more than half of you (55 

%) include this reflective element in your learning process by 
reviewing what you have done and thinking about how to do it 

better. Further, about half of you reported to actively engage in 
what can be described as learning from mistakes i.e. trial and error.  

 

How much do you spend on management development? 
In the last 12 months you spent an average of $1,000 on 

developing your managerial capability. It was found that the 

amount spent varied according to age (women spend slightly less 
than men), gender (those aged below 55 spent double the amount 

of those above), firm size (firms who employ fewer staff spend 
less), and with innovation activity. Those of you who reported 

innovation activity in your firm spent an average of $1,500 on 

management development, while non-innovators only spent only 
$300.  
 

 

 

Is there link between management development and firm 
performance?

Those of you who reported high firm performance in the last 12 months were significantly more likely to report 

that you manage regulation extremely well or with ease. This effect was observed for tax and employment 
related regulation as well as wider business related regulation. Those of you with high performance reported 

fewer difficulties with tax and employment related regulation (only 6%), or wider business related regulation 
(24%) when compared with lower performing firms (31% and 48% respectively). 

 

THANK YOU! 

On behalf of the project team, thank you for helping us by responding to this survey and sharing your insights 

and experiences with us. They form a valuable contribution to the knowledge base on New Zealand firms. If you 
would like further information on the project, please do not hesitate to contact us – our phone and email details 

are below. 

 

What will happen next? 

BusinesSMEasure is designed to be repeated over time, in order to provide ongoing information on New Zealand 
small firms and their owners. Our aim is to make this available to everyone interested in the sector – especially 

to those of you who are running these firms. We know from our previous work that you are genuinely interested 
in how other firms operate and we hope that this ongoing work will be of real value to you – and will be the first 

step in creating a community where firm owners can learn from each other.  

The key element of this will be a questionnaire which we are currently developing for the next survey later this 
year – so look out for it in your mailbox. Various public and private agencies are showing great interest in 

BusinesSMEasure, but only you can help us make this study a success and give the New Zealand SME sector the 
acknowledgement it deserves. 

By participating in the third survey of BusinesSMEasure, you have already given us considerable support.  To 

make this study work – the first ongoing study on New Zealand SMEs– we need your participation and your 
ongoing commitment. Please help us do this by letting us know of any changes in your contact details so that 

our database is up to date – both for the next survey and the next summary report.  

 

Watch out for the next survey! 


