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Abstract
Purpose – This paper is an empirical investigation of the effect of knowledge, skills and entrepreneur
competencies on the performance of micro-, small- and medium-sized enterprises (MSMEs) operating in Upper
Sindh, Pakistan.

Design/methodology/approach – The data were collected from owners/managers of MSMEs operating in
major cities of Upper Sindh. A total of 1,100 respondents were identified through snowball and social contacts
tools. A total of 316 respondents permitted researchers to visit their firms and collecting data from them by a
survey questionnaire.

Findings – The findings shows that entrepreneurial skills and networking have a positive and significant
effect on entrepreneurial competency. Then, entrepreneurial skills, networking and entrepreneurial
competency have a positive effect on enterprise performance. The findings show a significant mediation effect
of entrepreneurial competency on the relationships between entrepreneurial skills and networking and
enterprise performance.

Originality/value – This paper provides useful conclusion in understanding the entrepreneur’s characteristics
and their impact on performance MSMEs, which is crucial for promoting entrepreneurial activities and for
enhancing socio-economic conditions among low-income households located in Upper Sindh, Pakistan. The
government must make preparation in organizing trade fairs, seminars and road shows on certain services/
products to whichMSMEs’ entrepreneurs, consumers and suppliers might be invited to ease their connections.
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Introduction
Small- and medium-sized Enterprises (SMEs), which make up over 90% of firms worldwide,
drive job creation, innovation and economic growth (Mago and Modiba, 2022). According to
the World Bank SME Finance (2019), more than 65 million enterprises, accounting for 40% of
all MSMEs in developing countries, are affected. According to Ratanova and Voroncuka (2021),
SMEs are extremely important to the global economy because of the impact they have on gross
domestic product (GDP) and employment opportunities worldwide.

In Pakistan, MSMEs significantly contribute to the economy, accounting (Raza et al., 2018;
Khan et al., 2013) for over 30% of GDP, 25% of exports and employing more than 80% of the
workforce across various sectors (Khan et al., 2013; Dar et al., 2017), including agriculture,
services, retail and wholesale trading firms and manufacturing. Sindh is home to one million
SMEs, or small- and medium-sized businesses, and a whopping 30% of Pakistan’s GDP.
Approximately, one-third of Pakistan’s SMEs are located in Upper Sindh (Tribune, 2021). This
past year, 5.2 million SMEswere recorded in Pakistan, according to Najeeb (2021).

Operating a firm or entrepreneurship cannot avoid uncertainty (Afwa et al., 2021; Christa
and Kristinae, 2021), so it demands experienced entrepreneurial competence to run it (Halim
et al., 2021). Lack of key competences in entrepreneurship, for instance, mastery of
knowledge, attitudes and abilities connected to business governance, makes it difficult for
business competitiveness to develop and compete with similar businesses (Sembiring et al.,
2023). Competencies, sales orientation, networks, entrepreneurial abilities and market
orientation are among the many characteristics that impact the performance of MSMEs,
according to multiple research (Nugroho, 2023). According to Dwi et al. (2022) and Man
et al. (2002), an entrepreneurs’ inherent skill is associated with their productivity on the job.
To succeed, stay focused and obtain an advantage over the competition, one must develop
their entrepreneurial competency (Julyanthry and Sudirman, 2021; Muniarty et al., 2021).
The importance of entrepreneurial skill on a company’s growth and development has been
highlighted by research (Yustian et al., 2021; Trisnawati and Darsana, 2021). According to
multiple studies, including Kyndt and Baert (2015), Bhutta and Ali Shah (2015), Toma et al.
(2005) and Osman and Rahim (2012), entrepreneurial abilities are one of the many factors
that contribute to the success ofMSMEs.

According to Hisrich and Peter (2002), the capacity to manage a company is known as
entrepreneurial skills. Entrepreneurial skills allow one to recognize possibilities in the
market and technical areas, come up with concepts for products or services to address those
requirements and learn more about the domain and prospective prospects (Chell, 2013;
Hayton, 2015). Acquiring the skills to assess a business environment for opportunities,
threats, strengths and weaknesses is a key component of entrepreneurial skills (Albanus
et al., 2022). MSMEs’ performance is negatively impacted by a lack of entrepreneurial skills
(Abdullah and Mansor, 2018). As managers and SME owners are more likely to spot new
market opportunities and figure out how to close gaps and transform them into
profitable ventures, entrepreneurial skills foster innovation in the workplace (Esubalew and
Raghurama, 2020). According to Tjahjadi et al. (2024), market orientation and business
performance have grown in importance for companies. Kotler et al. (2021) presented the first
notion of market orientation, highlighting the significance of comprehending the market,
providing value for customers and adjusting to changes in the business environment. To
achieve strong corporate performance, market orientation highlights how crucial it is to
recognize and satisfy consumer wants (Narver and Slater, 1990; Kohli and Jaworski, 1990).
According to earlier studies (Gruber-Muecke and Hofer, 2015; Narver and Slater, 1990;
Gerschewski et al., 2015; Jogaratnam, 2017), market orientation improves a company’s
performance. Another significant element of this research study, sales orientation, relates to
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the entrepreneur’s involvement in company activities and emphasises obtaining revenue
from the sale of goods and services (Panagopoulos et al., 2017). According to Taneja and
Toombs (2014), sales orientation measures an entrepreneur’s capacity to forge enduring
bonds with their clients to boost revenue for the business. According to Saengchai et al.
(2019), the sales orientation offers a workable option for forging enduring relationships with
customers and generating sales using effective common sales techniques. Higher sales could
result from the impact on sales orientation, which would help entrepreneurial enterprises
achieve sustainable performance (Moura-Leite et al., 2011). To build and maintain
networking relationships with both present and future stakeholders, the final competency –
the relationship competency – is required (Mamun and Griffiths, 2019). This competency
develops a network of solid, reciprocal connections with a range of stakeholders, which
eventually drives company expansion and success. Entrepreneurs now frequently participate
in networking events through trade exhibits (Gerschewski et al., 2020), social clubs, clusters
and alliances (Sorensen, 2018). To acquire vital resources like cash, raw commodities,
information and knowledge and skills, organizations must actively build relationships and
networks with these external actors (John, 2024).

Above discussion shows that extant literature has recognized the crucial roles of
entrepreneurial skills, networking, market and sales orientation in increasing the performance of
MSMEs. However, no similar studies have been done in various cities of Upper Sindh (Sukkur,
Larkana, Shikarpur, Jacobabad and Khairpur) to determine the effect of entrepreneurial skills on
the performance of SMEs. Hence, this study aims to fill this gap by investigating effects of
factors (i.e. knowledge, skills and competencies) on entrepreneurial competencies and
performance of MSMEs located in Upper Sindh, Pakistan. This research will also contribute to
the literature on entrepreneurship in the context of MSME’s in developing nations like Pakistan.
As no such comprehensive study paradigm has been used in this context before, especially
when it comes to the mediated impacts of entrepreneurial competences on MSMEs’
performance. As literature clearly shows that network plays crucial role in arranging resources
for MSMEs. Therefore, another objective is how networking affects the owners of MSMEs in
enhancing the performance of their organization. Last but not least, this paper’s unique
contribution is the application of the resource-based view (RBV) theory, which enables it to
investigate the optimal solutions for improvingMSMEs’ performance.

Furthermore, our study also aims to assist policymakers and practitioners in framing
various strategies to increase skills and competencies of owners of MSMEs. To achieve the
stated goals, the study has used a structural equation modelling (SEM), with the help of
SmartPLS-04. Moreover, data were gathered from owners/managers of MSMEs in several
major cities in Upper Sindh, Pakistan. The paper is further sectioned into literature review
(which encompasses all conceptual thoughts on the subject matter), the empirical review and
the study’s conclusions and recommendations are presented in the last section.

Literature review and hypotheses development
Theoretical foundation
This study investigated the relationship between entrepreneurial orientation, entrepreneurial
abilities and performance of enterprise using the RBV. According to the RBV theory
(Penrose, 1959), an organization is viewed as a collection of resources because it possesses a
number of rare and valuable resources that can be used to gain a competitive advantage and
produce good organizational performance in the short term (Barney, 1991). Developing
and maintaining a competitive edge through efficient use of an organization’s resources and
talents is the main goal of RBV theory (Lestari et al., 2024). According to the RBVof the
firm, a company is composed of a collection of capabilities, resources and competencies that
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are unique, valuable, uncommon and integrated into one another (Barney, 1991). The
company can arrange these assets in a particular way to give it a competitive edge in
the markets in which it operates (Barney, 1991). Organizational resources can be divided
into two, namely, tangible and intangible. Tangible resources are physical and financial
resources like equipment or product stock and factories, whereas intangible resources
are resources that are not physically apparent such as knowledge, reputation, business
relationships technology, etc. (Grant, 1991; Russo and Fouts, 1997). These resources are
described as distinctive, significant, scarce, demanding and hard to reproduce (Abrokwah-
Larbi, 2024). The notion of RBV is a managerial concept that, according to Barney (2001)
and Lubis (2022), enables MSMEs to maximize their tangible and intangible resources,
which can produce a competitive advantage over rivals. According to Abrokwah-Larbi
(2024), these assets are distinctive, significant, scarce, difficult to replicate and demanding.
According to Mubeen et al. (2023), the RBV hypothesis similarly contends that a company’s
unique internal resources and capabilities are the source of its competitive advantage and
success. This theory states that an MSMEs’ capacity for attaining a lasting competitive
advantage and outperforming its competitors in the market is determined by the special
combination of resources and competencies within the company (De Arroyabe et al., 2023).
Capabilities specifically refer to a company’s ability to use organizational procedures and
resources, frequently in combination, to accomplish particular goals (Teece, 2014). By
following above discussion, RBV was relevant for this study to understand that the
endurance of microenterprises (as well as SMEs) is profoundly dependent on their unique
resources and human competencies.

Entrepreneurial competencies and entrepreneurial skills
Skills are the abilities required for business success. The essential competencies required to
enable someone to launch, build, support and succeed in a chosen endeavour are known as
entrepreneurial talents (Olaoye, 2024). A combination of self-esteem, job-specific knowledge,
personal qualities and social, managerial and networking abilities that boost business results
is what makes an entrepreneur competent (Rehman et al., 2021). These skills greatly affect
the success of MSMEs by impacting several areas of their operations, development and
sustainability (Srilekh and Kapoor, 2023). Entrepreneurial abilities are a vital resource for
organizations and significantly contribute to improving organisational performance (Rehman
et al., 2021). Fundamentally, developing entrepreneurial competencies necessitates acquiring a
set of capabilities by entrepreneurs (Kutzhanova et al., 2009). Accordingly, a company’s success
is highly dependent on the entrepreneur’s skills and competences (Gunawan, 2024). Resultantly,
in this investigation, the below-mentioned hypothesis is suggested:

H1. Entrepreneurial skills have a positive and significant impact on entrepreneurial
competence onMSMEs.

Enterprise performance and entrepreneurial skills
According to Albanus et al. (2022), entrepreneurs that possess entrepreneurial skills are
better able to assess possibilities, risks and the business environment. Because they lack the
necessary business skills, non-entrepreneurs typically lack the attribute that entrepreneurs
possess: the ability to expertly navigate complex obstacles (Mwangi, 2020). The enterprise
owner will therefore determine an enterprise’s performance. According to Park and Rhee
(2012), performance is the capacity of MSMEs to achieve favourable market outcomes.
Similarly, Venkatraman and Ramanujam (1986) defined a company’s performance is a
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holistic concept that considers both its financial and operational outcomes. The RBV stated that
the entrepreneur’s skills, notable knowledge and abilities can complement their business
presentation (Barney, 1991; Tehseen and Ramayah, 2015; Grant, 1991). Furthermore, this theory
says that to be successful, there are two essential things like capabilities and resources (Davis and
Cobb, 2010). Piperopoulos and Dimov (2015) believed that acquiring skills further enhances the
degree of performance of SMEs. Chandler and Jansen (1992) uncovered that organizations
could build their net revenues and growth by creating entrepreneurial skills. The literature
demonstrates that the individual skills of the entrepreneur contribute to a great extent to firm
execution and development (Bird, 1995; Lerner and Almar, 2010; Cooper, 1994). Campbell
et al. (2012) said that the beliefs and skills of entrepreneurs are essential for firms. Past studies
additionally demonstrated that the skills of an entrepreneur could add to enterprise performance,
profitability and growth (Cooper, 1994; Bird, 1995; Mitchelmore and Rowley, 2010; Lerner and
Almor, 2002; Chandler and Jansen, 1992).

This study presents the following hypothesis based on theories and available literature:

H2. Entrepreneurial skills have a positive and significant impact on firm performance on
MSMEs.

Entrepreneurial competencies and market orientation
According to Yaskun et al. (2023), market orientation entails constantly assessing customer
needs and wants to establish and satisfy them. Empirical evidence of the effect of market
orientation on entrepreneurial ability has been provided by previous research by Abidin et al.
(2022). According to Hujayanti (2020), in order for a business to provide sufficient market
service, it must successfully satisfy the needs of both customers and competitors. To
guarantee success, businesses need to have a market orientation, which is described as a
focus on and commitment to developments in market information dissemination, collection
and responsiveness to customer requests (Kohli and Jaworski, 1990). According to Elvina
(2020), every business owner worth their salt would prioritize their clients’ needs and go
above and above to fulfil their expectations whenever they were formulating a strategy for
their venture.

According to RBV, entrepreneurial skills are highly valued in market-orientated activity
and culture. SMEs that maintain a high level of market orientation possess adaptation and
better knowledge of recent market trends (Menguc and Auh, 2006; Raju et al., 2011). In
addition, a focus on the market makes it easier for SMEs to raise productivity, as well as
increase communication, collaboration and integration among inter-functional areas with
fewer barriers to poor customer service (Liao et al., 2011).

By following the above arguments, this research study suggests the hypothesis that:

H3. Market orientation has a positive and significant impact on entrepreneurial
competencies onMSMEs.

Enterprise performance and market orientation
Businesses are evaluated based on their performance (Agarwal et al., 2022; Islam et al.,
2022; Blevins et al., 2020). There is a high degree of interdependence between business
success and market orientation. Companies with a focus on the market constantly analyse
customer preferences and needs using market data (Dameshifa et al., 2023). Dameshifa et al.
(2023) found that a company’s ability to adapt impacts the availability and response of
market information. A high degree of entrepreneurialism and market orientation improves
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business performance, according to Boso et al. (2013), who noted that market orientation is
influenced by shifting consumer demands and preferences. Various market-oriented research
studies reasoned that market-oriented culture is a massive indicator of further developed
business performance as it puts a top-notch on client needs through the market-oriented
business endeavours to develop consumer satisfaction further, consequently expanding firm
performance (Olabode et al., 2018; Ali et al., 2019; Morgan et al., 2019). Likewise, if a
market-oriented organization recognizes and battles to address client desires, needs and
preferences better than rivals, the degree of firm performance increments (Prifti and
Alimehmeti, 2017). According to RBV, a viable market-orientated strategy can work with
associations to use wonderfully as they comprehend their purchasers’ necessities and wants,
rivals’ capabilities and strategy, distribution channel prerequisites and advancements and a
more extensive market climate (Morgan et al., 2009; Jaworski and Kohli, 1993).

The following hypothesis is offered in this study based on the RBVand current research:

H4. Market orientation has a positive and significant impact on firm performance on
MSMEs.

Entrepreneurial competencies and sales orientation
As defined in the literature on sales management by Kushwaha et al. (2021), salespeople who
adhere to the sales-orientation ideology put more emphasis on making sales than on satisfying
customers’ needs. Sales orientation is a company strategy focusing on influencing people to
buy products rather than understanding the client’s needs. According to the research presented
by Jaramillo et al. (2007), a strong sales orientation conveys the message to business owners
who engage in sales training that they must close every sale. A sales-oriented firm is where
activities are steady with the development and maintenance of a sales programme satisfactory
to its requirements (e.g. increase profitability, expand market share, etc.) (Sumrall et al.,
1991). So, according to Boles et al. (2001) the goal of this strategy is to maximize sales while
accommodating as many clients as possible in a mutually beneficial way. In this case, RBV
contends that sales-oriented behaviour is an exceptional and irreplaceable asset for eliciting
entrepreneurial skills and generating competitive advantage (Barney, 1991). The exceptional
performance of a company can be guaranteed by a sales representative’s (an entrepreneur in a
small business) exceptional selling skills, as stated byWachner et al. (2009).

After evaluating the theory and current literature, the below hypothesis is proposed:

H5. Sales orientation has a positive and significant impact on entrepreneurial
competencies onMSMEs.

Enterprise performance and sales orientation
As a sales strategy, sales orientation occurs when a corporation disregards its consumers’ real
demands in favour of attempting to persuade them to purchase its goods and services (Bhasin,
2023). According to Terho et al. (2012), market performance is a firm’s success in terms of the
development of the number of products or services supplied, as measured by customer loyalty,
new customer acquisition and achievement of the intended market share and growth rate.
According to the RBV, sales-oriented behaviour is an enterprise’s unique talent that may lead to
exceptional success (Barney, 1991). Individually, consumer orientation and sales are significant
predictors of business performance, according to Jaramillo et al. (2007). A favourable influence
of sales orientation on performance was found by Wachner et al. (2009). Furthermore, selling
abilities are highly and favourably associated with sales performance.
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It is hypothesized in this investigation:

H6. Sales orientation has a positive and significant impact on entrepreneurial
performance ofMSMEs.

Entrepreneurial competencies and networking
The term “entrepreneurial networking” is used by Abu-Rumman et al. (2021) to describe the
informal or formal ways in which business owners help each other out. These networks help
small businesses get the resources they need to run (Ribeiro et al., 2021). Any company’s
network capabilities are a vital source of exceptional performance (Ziggers and Henseler,
2009; Dyer and Singh, 1998). The capacity to oversee networks that involve a core character
with direct engagement with other parties exposed to the principal character indirectly by
means of his immediate friends is depicted as networking in this study (Aldrich and Zimmer,
1986). A person’s competence can be defined as their demonstration of the behaviours that
are considered to be the norm for performance within an organization (Ismail, 2022). Skills
in planning, problem-solving and analysis are all part of the competences, as are business-
related abilities like orientation (Ismail, 2022). Using RBV as a foundation theory, and in
accordance with Mitchelmore et al. (2014) and Ahmad et al. (2018) research, we propose
that competencies of entrepreneurs, specifically ethical, network and strategic, are critical
inside resources that lead to MSMEs’ success. We presume a positive association between
network competence and strategic competency since the firm’s success depends on
networking with external parties. Indeed, networking through professional relationships can
help to sharpen skills (Ahmad et al., 2010; Bird, 1995).

By following the above arguments, this study presents the below-mentioned hypothesis:

H7. Networking has a positive and significant impact on entrepreneurial competencies
onMSMEs.

Enterprise performance and networking
An enterprise network serves as the communication infrastructure of a company, connecting
computers and devices within workgroups and departments to enable data accessibility and
knowledge sharing (Ayegba and Zhou, 2020). The entrepreneurial business network (EBN)
is a complex network of enterprises collaborating to accomplish similar economic goals
(Eisenhardt and Martin, 2000; Ozcan and Eisenhardt, 2009). The EBN also provides a
platform for businesses to create relationships, find, develop or share information, act on
business opportunities and take prospective business associates. According to Minai et al.
(2012), entrepreneurial networks are intangible resources that improves the efficiency of
micro, small and medium businesses. One alternative is to say that networking is a distinct
ability that propels business success. These networks help small businesses get the resources
they need to run (Ribeiro et al., 2021). Viable networking, for instance, equips entrepreneurs
with support and experience to improve business performance (Ahmad et al., 2010).).
Multiple studies (Chu and Yoon, 2021; Abu-Rumman et al., 2020; Madzimure, 2019; Wang
and Fang, 2021) have demonstrated the importance of entrepreneurial networks in improving
company performance. Networking is used to gauge the growth of the firm in MSMEs
(Nabiswa andMukwa, 2017).

Thus, the following hypothesis is offered:
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H8. Networking has a positive and significant impact on company performance on
MSMEs.

Enterprise performance and entrepreneurial competencies
According to Onstenk (2003), competency is an expansive notion that includes entrepreneurs
must have abilities, knowledge, motivations and attitudes to practice (Alam et al., 2016). An
entrepreneur is someone who has the innate qualities that allow them to start their own
company (Rajendra Prasad, 2022). Information, qualities, motivations, self-perceptions,
social roles and abilities – both general and specific – that the individual is or is not aware of
are all part of the characteristics (Rajendra Prasad, 2022). Researchers found many
entrepreneurial qualities and their relationships to firm performance were explored (Man,
2001; Alam et al., 2016). Personal contacts, business management, entrepreneurship and
human relationships are required to confirm corporate achievement, according to
Mitchelmore and Rowley (2013). Entrepreneurial talents have a substantial impact on
company success in the creative industries, according to Sukriani et al. (2023), especially in
the food subsector. Existing research suggests various abilities to produce superior financial
performance in small businesses (Gerli et al., 2011; Baron and Markman, 2003). Hence, it is
critical to acknowledge that enhancing the outstanding performance of MSMEs requires
obtaining additional talents (Kisubi et al., 2022).

This study offers the following hypothesis based on available empirical evidence:

H9. Entrepreneurial skills have a positive and significant impact on firm performance of
MSMEs.

Mediating effect of entrepreneurial competencies
The research conducted by Pepple and Enuoh (2020) sheds light on the key elements linked
to entrepreneurial competency. Personal traits and leadership abilities influence the attributes
and skills needed for business success, which are examined in the study (Pepple and Enuoh,
2020). Sales orientation, entrepreneurial skills, networking and market orientation are all
components of entrepreneurial competency, and it is possible to achieve company
performance. This research implies that entrepreneurial competency may be a moderator in
the interactions between market orientation, entrepreneurial skills, sales orientation,
networking and company success. Sarwoko et al. (2013) discovered that entrepreneurs’
competency has a mediating influence on the performance of MSMEs. Baum and Locke
(2004) discovered that entrepreneurial abilities indirectly influenced venture growth.
Entrepreneurial competencies (including market orientation, orientation, sales, networking
and skills) are unique resources that give capabilities (including entrepreneurial competency)
for enhancing the performance of the firm, which brings us back to the RBV (Grant, 1991;
Barney, 1991). As a result, entrepreneurial abilities might be investigated as a mediating
function. In accordance with Baron and Kenny (1986), this research investigated the indirect
(as opposed to the direct) influence of entrepreneurial abilities, sales orientation, networking
and market orientation on firm success.

By following the above literature following hypotheses have been formulated:
• HM-1. Entrepreneurial competencies serve as a mediator between entrepreneurial

skills and enterprise performance among MSMEs.
• HM-2. Entrepreneurial competencies serve as a mediator between enterprise

performance and market orientation among MSMEs.
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• HM-3. Entrepreneurial competencies serve as a mediator between enterprise
performance and sales orientation among MSMEs.

• HM-4. Entrepreneurial competencies serve as a mediator between enterprise
performance and networking among MSMEs.

Research methodology
Procedure and participants
A cross-sectional research design was applied in this research manuscript for the collection
of quantitative data on the effect of market orientation, entrepreneurial skills, sales
orientation and networking on the entrepreneurial competency and performance of micro,
small and medium firms possessed by low-income households in major cities in Upper
Sindh, Pakistan (Figure 1). Many SMEs in Pakistan’s Upper Sindh region were surveyed.
Respondents belonged to the MSME’s management or ownership team. We also believe that
an owner or a manager possesses complete information regarding their organization
(MSME). To compile a comprehensive list of MSMEs in Upper Sindh, we combed through
the websites of various Chambers of Commerce in Sukkur, Larkana, Shikarpur, Jacobabad
and Khairpur. It was still not possible to find any lists or information there. Due to the lack of
a complete list, we were unable to ascertain the overall count of MSMEs in the main cities in
Upper Sindh. Consequently, data from various MSMEs operating in various main cities of
Upper Sindh were collected using a snowball sampling technique and social contacts.
Snowball sampling can be used when researchers have difficulty finding study participants.

Using these methods (social contacts and snowball methodology), we were able to collect
data on 1,100 MSMEs across many different sectors, including wholesale, retail,
manufacturing, agriculture, livestock, poultry and services. Among the 1,100 respondents, a
total of 360 respondents permitted researchers of this research manuscript to visit their firms
and collect data from them through a survey questionnaire. Out of 420 survey questionnaires,
60 survey questionnaire were found invalid due to several issues like such as missing or
incomplete data, presence of outliers and unengaged responses. The data collection started

Figure 1. Research framework
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from December 2022 to February 2023. In addition, Reinartz et al. (2009) suggested a
sample size of 100 for applying SEM using partial least squares (PLS). Direct participant
completion of a questionnaire in person provided the data for the survey. We selected
potential respondents earlier in the data collection process and briefed them on the purpose of
the survey as well as the strict confidentiality of their responses.

Survey research instrument
A questionnaire was written in English so respondents could readily grasp the questions. We
translated the questionnaire by professional language translators in Sindhi and Urdu
languages before administrating them for data collection. More than 60% population of
Sindh province speaks the Sindhi language, whereas more than 18% speak in Urdu (Khaleeq,
2018). With minimal adjustments, items for the questionnaire were adopted from the
literature (refer to Appendix). Linan's (2008) items for measuring entrepreneurship talents
were borrowed. Kohli et al. (1993) provided the items used to assess market orientation.
Saxe and Weitz (1982) were then used to develop things that considered sales orientation.
With items obtained fromWitt (2004) were used to measure networking. Also, we borrowed
certain questions from Man et al. (2008) to use in gauging entrepreneurial competency.
Survey questions were culled from Morgan and Strong (2003) to evaluate an enterprise
performance. Respondents were asked to rate their level of agreement with each statement
using a five-point Likert scale (ranging 01 – strongly disagree to 05 – strongly agree).

Common method variance
Empirical research in the fields of organizational studies and entrepreneurship has recently
centred on the problem of common method variance (CMV) and common method bias
(CMB), which can distort the findings of empirical analyses conducted by different
researchers on the same pool of respondents (Tehseen et al., 2017; Jakobsen and Jensen,
2015). According to Jordan and Troth (2020), the concept of CMB arises when data is
gathered for all variables, including independent, dependent, moderating and mediating
variables, using a consistent measurement approach. Richardson et al. (2009) explained the
CMV as the systematic error variance shared by constructs assessed using the same
technique or source. CMV has continually grabbed the interest of PLS researchers as it has
the potential to contribute to biases in each PLS study that use the survey approach to gather
information from similar sort of respondents while using a similar kind of Likert scale.
Because our study used a survey approach with a five-point Likert scale (a similar sort of
estimating scale) to gather data from MSMEs’ owners/managers (similar kinds of
respondents), CMV might occur, making our study’s results biased and untrustworthy. To
assess the presence of CMV, the study used a technique proposed by Kock (2015), wherein
the variance inflation factor (VIF) values were examined. The presence of a VIF over the
threshold of 3.3 is suggested as an indicator of pathological collinearity and potential
contamination of a model due to common technique bias. Hence, if all VIFs obtained from a
comprehensive collinearity examination are equal to or less than 3.3, it is reasonable to
conclude that the model is devoid of CMB. Table 1 displays the VIF (inner model) values
generated by SmartPLS. Hence, if all VIFs derived from a comprehensive collinearity
assessment are equal to or less than 3.3, it can be concluded that the model is devoid of CMB.

Multi-variate normality
This research manuscript used the Web Power online program to measure multivariate
normality. This Web Power tool assessed Mardia’s multi-variate skewness and coefficients
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of kurtosis. Therefore, the p-value was less than 0.05, indicating the presence of multi-variate
non-normality.

Empirical results
Data analysis
To calculate descriptive statistics and test the study model, this paper used SPSS-24 and
PLS-SEM. Using Smart PLS 4.0, the data analysis was carried out. SmartPLS 4 introduces
some notable new features like redesigned graphical user interface, side-by-side comparison,
saving reports, opening later customizable charts and accepting different data types.
PLS-SEM was used for this investigation because the psychometric aspects of the research
components, including reliability and validity, were tested concurrently with the connections
between exogenous and endogenous variables in the research model (Chin, 1998).
Furthermore, PLS-SEM is variance-based and appropriate for predictive applications
(focuses more on explained variance, R2) (Hair et al., 2014). In addition, while using
PLS-SEM, data do not require normally distributed data; PLS prefers nonparametric
multi-group analysis for group comparison (Chopdar et al., 2022).

Demographic characteristics
Of the 316 SME responders, 65.8% were men and the remainder were women (Table 2). The
majority of respondents were between the ages of 20 and 30 (23.4%). Many of them (64.6%)
were married. Moreover, 20% of respondents completed their high school education,
whereas 19.3% completed their elementary education. However, 13.3% of those respondents
finished their education. Only 14.9% of those polled never attended any degree of education.
In addition, 25.3% of respondents were employed by retailers. Out of the remaining
workforce, 20.6% were involved in wholesale, 15.2% in manufacturing, 17.1% in services,
5.7% in livestock, 11.4% in agriculture and 4.2% in poultry.

Reliability and validity
Statistics for reliability and descriptive values are displayed in Table 3. Entrepreneurial
competency, networking, market orientations, entrepreneurial skills, sales orientations and
micro-enterprise performance were all shown to have meant and standard deviations by use
of descriptive statistics. For evaluating the reliability of a survey’s internal consistency,
Cronbach’s alpha is typically used as a conservative measure. All the variables had
Cronbach’s alpha values higher than 0.7, according to the study. This proved that all poll

Table 1. Full collinearity VIF

Variance inflation factor values
Ent_Compt Entrp_Perf

Ent_Compt 1.58
Ent_Skills 1.31 1.52
Entrp_Perf
Mrkt_Ort 1.29 1.29
Netwrk 1.16 1.36
Sal_Ort 1.28 1.28

Source: Table was created by authors
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questions were valid. Composite reliability, another indicator of dependability based on
internal consistency, can also be used (Hair et al., 2013).

Composite dependability must be at least 0.7 to be achieved (Hair et al., 2011). According to
Table 3, all of the CR values for the different variables were higher than 0.8. Dillon-Goldstein rho
values for all indicators were also greater than 0.7. Convergent validity (CV) requirements require
that AVE values be greater than 0.50. All AVE values were more than 0.50, hence CV was
considered adequate. VIF were calculated for each variable to identify multicollinearity; VIF
values for all variableswere less than 3.3. Thus, this study paper lackedmulticollinearity.

Table 4 shows that loadings of all indicators were greater than 0.7, except for 03 indicators
with higher than 0.5. Indicators with standardized loadings of less than 0.7 were maintained

Table 2. Profile of the respondent

Demographic characteristics n %

Gender
Male 208 65.8
Female 108 34.2
Total 316 100

Age
20–30 years 74 23.4
31–40 years 113 35.8
41–50 years 85 26.9
51–60 years 31 9.8
61 years and above 13 4.1
Total 316 100

Marital status
Single 74 23.4
Married 204 64.6
Divorced 24 7.6
Widowed 14 4.4
Total 316 100

Education
Never attended school 47 14.9
Primary 54 17.1
Secondary 61 19.3
Tenth grade 46 14.6
Twelfth grade 54 17.1
Graduation 42 13.3
Graduation and higher 12 3.8
Total 316 100

Business type
Manufacturing 48 15.2
Retailing 80 25.3
Wholesaling 65 20.6
Agriculture 36 11.4
Livestock 18 5.7
Poultry 15 4.7
Service 54 17.1
Total 316 100

Source: Table was created by authors
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for further analysis, but items with loadings more than 0.5 should be retained, according to
Chin (1998). All loadings of indicators in Table 4 were more than the total cross-loadings.
This proved that discriminant validity existed. Each indicator’s AVE ought to be higher than
the construct’s highest squared correlation with another. According to the Fornell–Larcker
criteria, the results of all variables met this requirement. Furthermore, the heterotrait–
monotrait ratio, like the disattenuated construct score, studies the association between
constructs. It was established that there was no proof of discriminant validity based on the 0.9
thresholds.

Path analysis
Table 5 and Figure 2 portray the results of path analysis. The coefficient value for the effect
of entrepreneurial skills on entrepreneurial competency (H1) was 0.42, with a significance
level of 0.000. This suggested that entrepreneurial skills had a favourable impact on
entrepreneurial competency. However, the f2 value of 0.22 indicated that entrepreneurial
skills had a minor effect on entrepreneurial competency amongMSMEs.

The f2 value of 0.22 indicates that entrepreneurial skills have a moderate effect on MSMEs’
entrepreneurial competence. The p-value for the correlation between entrepreneurial skills and
firm performance (H2) was 0.05, and the corresponding coefficient value was 0.14. This
indicated a positive and statistically significant influence of entrepreneurial abilities on business
success, with an f2 value of 0.02 suggesting little or minimal effect.

Furthermore, the market orientation coefficient (b = 0.03) has a statistically insignificant
(p-value of 0.56) influence on entrepreneurial ability (H3). The f2 score of 0.00 suggested
that market orientation had minor or negligible influence on entrepreneurial ability.
Furthermore, the p-value for the path coefficient for the influence of market orientation on
company performance (H4) was 0.42. In other words, with an f2 value of 0.00, market
orientation had statistically negligible influence on company performance. Furthermore, the
p-value for the path coefficient for the influence of market orientation on company
performance (H4) was 0.42. In other words, with an f2 value of 0.00, market orientation had a
positive but statistically negligible influence on company performance.

Also, with an f2 value of 0.00, the sales orientation coefficient (b = −0.03) has statistically
a non-significant (p = 0.58) effect on entrepreneurial abilities (H5). Results indicated that a
sales orientation contributed very little to one’s capacity to be an entrepreneur. For the
hypothesis that sales orientation affects company performance (H6), the path coefficient
value (−0.01) with a statistically non-significant p-value of 0.84. It was said that sales

Table 3. Reliability and validity

Variable Item Mean SD CA DGrho CR AVE VIF

Entrepreneurial competency 4 3.29 1.08 0.91 0.91 0.91 0.72 1.76
Entrepreneurial skills 4 3.25 1.27 0.86 0.87 0.86 0.61 1.72
Enterprise performance 5 3.23 1.09 0.86 0.87 0.86 0.55 00.0
Market orientations 4 3.07 1.23 0.82 0.82 0.82 0.53 1.41
Networking 6 3.28 0.78 0.95 0.95 0.95 0.74 1.43
Sales orientations 4 3.29 1.11 0.92 0.92 0.92 0.74 1.36

Notes: Cronbach’s alpha (CA); standard deviation (SD); composite reliability (CR); Dillon-Goldstein’s rho
(DG rho); variance inflation factors (VIFs); average variance extracted (AVE)
Source: Table was created by authors
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orientation negatively influences enterprise performance with a statistically negligible p-
value. On the other hand, the f2 value of 0.00 had an almost no influence on sales orientation
and company performance. Aside from that, the influence of networking (b = 0.37) on
entrepreneurial ability (p-value 0.00) is also significant; hence, H7 is accepted with an f2

Table 4. Reliability and validity

Items EEnt_Compt Ent_Skills Entrp_Perf Mrkt_Ort Netwrk Sal_Ort

Ent_Compt1 0.83 0.48 0.46 0.24 0.46 0.20
Ent_Compt2 0.84 0.48 0.46 0.27 0.40 0.19
Ent_Compt3 0.85 0.44 0.49 0.26 0.46 0.23
Ent_Compt4 0.87 0.49 0.45 0.31 0.45 0.22
Ent_Skills1 0.33 0.62 0.29 0.30 0.22 0.37
Ent_Skills2 0.44 0.81 0.37 0.33 0.32 0.33
Ent_Skills3 0.44 0.77 0.31 0.32 0.25 0.33
Ent_Skills4 0.51 0.90 0.39 0.38 0.31 0.30
Entrp_Perf1 0.42 0.35 0.78 0.27 0.48 0.18
Entrp_Perf2 0.43 0.31 0.75 0.22 0.47 0.17
Entrp_Perf3 0.45 0.35 0.81 0.26 0.49 0.17
Entrp_Perf4 0.40 0.32 0.74 0.21 0.47 0.22
Entrp_Perf5 0.33 0.30 0.62 0.21 0.38 0.10
Mrkt_Ort1 0.22 0.28 0.23 0.71 0.19 0.33
Mrkt_Ort2 0.24 0.32 0.18 0.68 0.25 0.33
Mrkt_Ort3 0.23 0.31 0.23 0.73 0.22 0.26
Mrkt_Ort4 0.23 0.33 0.27 0.79 0.27 0.37
Netwrk1 0.40 0.29 0.54 0.28 0.88 0.21
Netwrk2 0.50 0.37 0.60 0.32 0.96 0.25
Netwrk3 0.48 0.34 0.53 0.24 0.85 0.22
Netwrk4 0.47 0.32 0.53 0.28 0.86 0.20
Netwrk5 0.43 0.29 0.50 0.28 0.80 0.18
Netwrk6 0.42 0.24 0.50 0.25 0.81 0.17
Sal_Ort1 0.24 0.40 0.23 0.41 0.20 0.98
Sal_Ort2 0.20 0.34 0.18 0.38 0.20 0.78
Sal_Ort3 0.22 0.35 0.19 0.36 0.22 0.86
Sal_Ort4 0.19 0.34 0.19 0.37 0.21 0.80

Fornell–Larcker criterion
Ent_Compt 0.85
Ent_Skills 0.56 0.78
Entrp_Perf 0.55 0.44 0.74
Mrkt_Ort 0.32 0.43 0.31 0.73
Netwrk 0.52 0.36 0.62 0.32 0.86
Sal_Ort 0.25 0.42 0.23 0.44 0.24 0.86

Heterotrait–monotrait ratio
Ent_Compt –
Ent_Skills 0.55 –
Entrp_Perf 0.55 0.44 –
Mrkt_Ort 0.32 0.43 0.31 –
Netwrk 0.52 0.35 0.62 0.32 –
Sal_Ort 0.25 0.43 0.23 0.44 0.24 –

Notes: Cronbach’s alpha (CA); standard deviation (SD); composite reliability (CR); variance inflation
factors (VIF); Dillon-Goldstein’s rho (DG rho); average variance extracted (AVE) The italic numbers in the
matrix above are item loadings, whereas the others are cross-loadings
Source: Table was created by authors
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value of 0.20. Results indicated that networking impacted entrepreneurial ability somewhat.
This result was supported by a p-value of 0.00 for the path coefficient value of 0.43 for the
effect of networking on enterprise performance (H8). The f2 score was moderate at 0.25,
indicating that networking had a sizable impact on enterprise performance. The path
coefficient (b = 0.23) values show that enterprise competency is statistically significant (p =
0.000) effect on enterprise performance with an f2 value of 0.06 (H9). This proved that the
ability to start a business has no bearing on its success.

With an r2 of 0.43, entrepreneurial competencies such as entrepreneurial skills,
market orientation, sales orientation and networking can explain 43% of the variation
in entrepreneurial ability. Aside from this conclusion, the r2 value for enterprise performance
is 0.47, indicating that market orientation, entrepreneurial skills, networking, sales orientation
and entrepreneurial competency can account for 47% of the variation in MSMEs
performance.

Mediating effects
Table 6 shows the results of indirect coefficients, p-values and confidence ranges for the
mediating effects of entrepreneurial competencies. The findings show that entrepreneurial
abilities have a favourable indirect influence (p-value < 0.05) on MSMEs’ success (5%
significance level). This demonstrates a mediating influence of entrepreneurial competencies
on the link between entrepreneurial skills and MSMEs’ performance (HM1). The findings
show that networking has a favourable indirect effect (p-value < 0.05) on MSMEs’
performance (5% level of significance). It demonstrates that entrepreneurial abilities mediate
the link between networking and MSMEs’ success (HM2). The findings show that market
orientation has a favourable indirect influence (p-value < 0.05) on MSMEs’ performance
(5% significance level). This demonstrates that market orientation does not influence the link
between entrepreneurial ability and MSMEs’ success (HM3). The final study shows that
sales orientation has a negative indirect influence (p-value < 0.05) on MSMEs’ performance
(5% level of significance). As a result, there is no evidence of a mediation impact of
entrepreneurial skill on the connection between sales orientation and MSMEs’ performance
(HM4).

Discussion
The sole aim of research manuscript is to investigate both the direct and indirect effect of
entrepreneurs’ knowledge, skills and competencies on the performance of MSME operating
in Upper Sindh, Pakistan. There is little doubt that entrepreneurial skills are critical for low-
pay families who depend on largely on MSMEs for revenue. Hence, this research study
investigated the impact of entrepreneurial competencies and enterprise (MSMEs)

Table 6. Mediating effects

Path Beta CI-min CI-max Sig. Decision

HM-1 ES! EC! EP 0.10 0.04 0.16 0.00 Mediation
HM-2 MO! EC! EP 0.01 −0.02 0.04 0.58 No mediation
HM-3 SO! EC! EP −0.01 −0.04 0.02 0.61 No mediation
HM-4 NE! EC! EP 0.09 0.03 0.14 0.00 Mediation

Notes: Entrepreneurial skills (ES), market orientation (MO), sales orientation (SO), networking (NE),
entrepreneurial competencies (EC), enterprise performance (EP)
Source: Table was created by authors
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performance. This study explored that most entrepreneurial skills had a favourable influence
on entrepreneurial competencies, consistent with previous research (Teece, 2012; Phelan and
Sharpley, 2012). The findings also demonstrated a beneficial impact of entrepreneurial
abilities on the performance of an enterprise, which was consistent with previous research
(Chandler and Jansen, 1992; Lerner and Almor, 2002; Bird, 1995; Cooper, 1994;
Mitchelmore and Rowley, 2010). The link between entrepreneurial skills and entrepreneurial
competencies was both substantial and beneficial. This outcome was consistent with
previous research attempts made by Teece (2012) and Phelan and Sharpley (2012). The
association between entrepreneurial abilities and firm performance was also found to have a
beneficial influence. This conclusion supported RBV and earlier research that stated
entrepreneurial competencies were intangible and significant characteristics for firms to
attain exceptional performance (Ahmad et al., 2010; Barney, 1991; Grant, 1991; Gerli et al.,
2011; Al-Mamun et al., 2016; Tehseen and Ramayah, 2015; Mitchelmore and Rowley,
2013). Following that, the findings revealed a favourable influence of networking on
entrepreneurial competencies, extending the work of Bird (1995) and Ahmad et al. (2010).
Along with this result, a positive effect of networking on the performance of enterprises was
also found. These networking results show that MSMEs’ owners attach significant
importance to networking. This conclusion revealed that market orientation, entrepreneurial
skills and networking were further entrepreneurial competencies that improved MSMEs’
success, according to the RBV and prior research (Barney, 1991; Baum and Locke, 2004;
Grant, 1991; Gerli et al., 2011; Narver and Slater, 1990).

The association between market orientation and entrepreneurial skills was shown to be
both insignificant and unimportant. This discovery contradicts the findings of numerous other
studies (Chandler and Jansen, 1992; Bird, 1995; Cooper, 1994; Mitchelmore and Rowley,
2010; Lerner and Almor, 2002). The reason for this discrepancy with prior research lies in the
fact that a significant number of MSMEs owners, situated in the Upper Sindh region,
primarily engage in selling their products within local markets. Consequently, it is likely that
these owners do not possess surplus products to distribute in more distant markets. There was
an insignificant relation between enterprise performance and market orientation. This
discovery contradicts previous research (Boso et al., 2013; Baker and Sinkula, 2009; Morgan
et al., 2009). The underlying cause of this conflict can be attributed to a deficiency in
understanding and aligning with the preferences and requirements of customers in the local
markets, thereby resulting in constrained performance. Furthermore, this study discovered
that sales orientation had a minor influence on entrepreneurial abilities. This study’s findings
revealed that a sales-oriented strategy was beneficial for MSMEs and salesperson
effectiveness (Wachner et al., 2009).

Ultimately, discoveries depict a huge, backhanded impact of networking and
entrepreneurial skills on big business execution. At the same time, market orientation and
sales orientation have adverse and statistically insignificant effects on the performance of the
enterprise. This paper’s findings suggest that the entrepreneurial competencies assessed here
are valuable, rare and imperfectly imitable resources since they are not readily available to all
business owners. We propose that the talents of the performance of SMEs, as outlined by
RBV, are a key differentiator in the performance of SMEs (Crook et al., 2008; Barney, 1991;
Ketchen et al., 2007).

Conclusion and implications
The purpose of this research was to examine how entrepreneurial skills affect the success of
small businesses owned by people with low incomes. This research contributed to the RBV
by exploring the connection between entrepreneurial skills and firm performance. This study
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contributes to the literature by looking at the direct and indirect links between entrepreneurial
skills, sales orientation, market orientation and networking on firm success. The mediation
test and path analysis results confirmed that entrepreneurial skills, entrepreneurial
competencies and networking on business performance were firm resources, indirectly and
directly influencing performance. Furthermore, networking was a one-of-a-kind resource
that affected enterprise performance via entrepreneurial competencies. Even though this
conclusion violates the stated premise, it has contributed to the RBV literature. In developing
countries (like Pakistan), the portion of SMEs to GDP is somewhere in the range of
70%–95% of all out business (Hashim et al., 2018). However, it is widely established that the
failure rate of MSMEs is exceptionally high and practically everywhere in Pakistan. To
address the high failure rate and foster the growth of MSMEs, policymakers worldwide
implement various assistance measures. The government must prepare to organize trade
fairs, seminars and road shows on certain services/products to whichMSMEs’ entrepreneurs,
consumers and suppliers might be invited to ease their connections.

In the Pakistani context, most research studies have reported that owners of MSMEs face
fewer financing opportunities for their organizations. Large banks prefer to lend to big
organizations and governments. However, the Government of Pakistan has taken some
initiatives to help MSMEs, like establishing the Small and Medium Development Authority
and MSE bank. But their functioning is limited to big cities; therefore, they cannot offer their
services in remote areas like cities located in Upper Sindh, owning limited financial and
human resources. Entrepreneurship-promoting educational institutions should be part of
these collaborative initiatives, as entrepreneurial universities play a significant role in
transferring knowledge (Afzal et al., 2018). Therefore, educational institutes in Upper Sindh
should be focused on promoting entrepreneurship education. Business Incubation Centres
should also be established among all educational institutes in Upper Sindh. Finally, as
climate change is an issue in Pakistan, Soomro et al. (2020) suggests that MSMEs should
work on providing environmentally friendly products to their clients.

Theoretical implications
Some theoretical implications are offered by this investigation. Firstly, the theoretical
understanding of the relationship between entrepreneurial knowledge, skills and competencies
and the performance ofMSMEs is substantially advanced by this study. This research contributes
to theoretical frameworks for developing nations by experimentally investigating these effects of
competences and skills on MSME performance. The second important thing is that this study
added to the literature by looking at how entrepreneurial skills, market orientation, sales
orientation and networking affect the performance of MSMEs in both direct and indirect ways.
The path analysis and mediation test results confirmed that the firms’ resources – their
entrepreneurial competencies, skills and market orientation –had an indirect and direct impact on
performance. Networking, as a last point, was a special asset that affected the success ofMSMEs
via entrepreneurial skills. To sum up, these findings added to the body of knowledge on RBVas it
pertains to a developing nation.

Practical implications
There are some practical implications of this study. It has highlighted, for example, the
significance of network competence as one of the potential answers to managerial difficulties
such as employment, low productivity, a higher failure rate of SMEs and low contributions to
the GDP of the country. By developing network competence, entrepreneurs/managers of
SMEs can be beneficial from access to numerous key resources, like the most recent
market information, technology, industry trends, consumer wants and other expertise.
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Entrepreneurs in Pakistan’s MSMEs sector would benefit greatly from training programs
designed specifically for their requirements. Governmental organisations in Pakistan should
encourage low-income women to pursue economic independence by enacting policies
and implementing training programmes that improve their initiative, creativity, autonomy
and entrepreneurial skills.

Limitations and future directions
In terms of limitations, this research study has not considered other potential factors that
impact performance of business. Furthermore, this study was confined to MSMEs in Upper
Sindh, Pakistan, and cannot be generalized to different types of businesses in other countries.
Future research should add contextual characteristics such as business strategy and culture to
forecast the performance of MSMEs using a more diversified sample. Future studies can also
examine entrepreneurial behaviour in diverse economic, age and gender groups across
nations to learn more about its causes and repercussions. Finally, statistical analysis, namely,
SEM, has been used to produce these findings. When evaluating the effect of competencies
and abilities on MSMEs’ performance, future research might take a dual approach, using
both SEM and artificial neural networks. This would provide more reliable and credible
results.
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Appendix

A Questionnaire on
Impact of Entrepreneurial Knowledge, Skills, and Competencies on 

MSME Performance: Evidence from a developing country

Entrepreneurial Skills Strongly
Disagree Disagree No

Opinion Agree Strongly
Agree Source

I consider myself very creative

L
in

a
n

 (
2

0
0

8
)

I have adequate problem-solving skills

I possess high level of leadership

I possess adequate entrepreneurial skill to manage the 

enterprise

Market Orientation Strongly
Disagree Disagree No 

Opinion Agree Strongly
Agree Source

I am quick to detect changes in customers’ product 

preferences

K
o

h
li

 e
t 

a
l.

 (
1

9
9

3
)

I will promote a product even if I am not sure whether it 

is right for the customer

I will paint too rosy a picture of my products to make 

them sound as good as possible

As the owner of a business, I sell product lines 

depending on real market needs

Sales Orientation Strongly
Disagree Disagree No 

Opinion Agree Strongly
Agree Source

I stay alert for weaknesses in a customer’s personality 

so I can use them to put pressure on him/her to buy

S
a

x
e

 a
n

d
 W

e
it

z 
(1

9
8

2
)

I will promote a product even if I am not sure whether it 

is right for the customer

I will paint too rosy a picture of my products to make 

them sound as good as possible

I spend more time trying to persuade a customer to buy 

than trying to discover his needs

Networking Strongly
Disagree Disagree

No
Opinion

Agree Strongly
Agree Source

I frequently communicate with actual and potential 

business network partners

W
it

t 
(2

0
0

4
)I have a high number of business network partners.

My network is very diverse

My network is very dense

My network partners frequently provide me new 

I receive extensive support from my network partners

Entrepreneurial Competencies Strongly 
Disagree

Disagree No 
Opinion

Agree Strongly 
Agree Source

I identify goods or services that customers want

M
a

n
 e

t 
a

l.
 

(2
0

0
8

)I develop long-term trusting relationships with others

I negotiate with others

I recognize and work on my own shortcomings
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Enterprise Performance Strongly
Disagree

Disagree No
Opinion

Agree Strongly
Agree Source

Compared to your major competitors, how is your 

�irm’s customer satisfaction?

M
o

rg
a

n
 a

n
d

S
tr

o
n

g
 (

2
0

0
3

)

Compared to your major competitors, how is your 

�irm’s competitive position?

Compared to your major competitors, how is your 

�irm’s customer retention?

Compared to your major competitors, how is your 

�irm’s sales growth?

Compared to your major competitors, how is your 

�irm’s return on investment?

Thanks for filling out this questionnaire.

General Information of a Respondent.
1.1 Gender Male Female

1.2 Marital Status Single Married Divorced Widowed

1.3 Level of Education
Undergraduate Graduation

MPhil PhD

1.4 Age 20-30 years 31-40 years 41-50 years 51-60 years 61 years & 

above

1.5 Past Experience

Never attended school Primary Secondary

Tenth Grade Twelfth Grade Graduation Graduation and 

higher

1.6 Business Type
Manufacturing Reatiling Wholeslling Agriculture

Livestock Poultry Services

Source: Created by authors
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