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ABSTRACT

This study has been undertaken an order to
idenfcifytheproblemsfacingtheadvancerentof
retaiJ superiorkets in Jigawa state. The scope
of the study involved four supermarkets i.e.
Nasiha, Nakowa Store, Namallam Zangi Supermarket
and Dan - Alu store in four local governments
they are, Taura, G-umd, Hadejia and Ringim
respectively.

The researcher found that "te owners of
the supermarket pay loss attention to cash
management i.e. Nasiha and Nakowa. And with
regard to financial position of the supermarket
they ail performed averagely good for example
Nasiha supermarket have Netprofit of N135,647,
Nakowa Store have 5150,372 as net profit,
Namallain Zangi have N600,000 as net profit and
Danr-Abu Htore have N1,009,925 as net profit.

The sources and applications of cash of the
selected supermarketwasinteresting, sincethey

use the money collected for its purpose e.g.
Nasiha supermarket used 60% of its cash realised



into the business of super marketing, Nakowa ¢ super-
market used 70% to 75% of its cash realised into
business of supermarketing ¢ Namailam Zangi
supermarket used 60 to 70/ of its cash realised
into the business of super marketing and Dan-Abu
used 60/ to 65/ of its cash realised into the

supermar ketbusinesse

Ard tie problem of the supermarkets laid on
the cash management, record keeping, emerge
enhancement, lack of government assistance and
pr o per oare of the s tore .

It was recommended that, owners of the
supermarkets should have a good balance of capital
structure. The supermarkets owners have to provide
the good parking space a,d set aside capital for
lupermariseting aione. The supermarket owners have
to take good care of its cash management.

They (the owners) suppose to meke an associalion
in order to achieved their aims.

It was also reoemmended that care must be
taken by the owners when employing night watchmen

J stop collecting loan £r on government for

Ticulturai purposes and use it in the business of



Supermarketing. And try to train their store
Operators.
Furthermore, government should endevour to
give loan to supermarket owners in order to boost
their business.
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CHATTER T

1.1 LNIROCTION

People have said that any one with little comman
sense c2n run 2 sStore, unfortunately th=t is rnot what
is obtainztle today. To run & retail store successfully,
one must have some basic kmowledze of cash m@nagemente.
Some people gave so meany re@scrns 2s to why retail
business owners fail e.g poor location, hardluck,
unqualified peréctmel, poor business year, lack of enough
cash e.t.ce the most important reason is poor cash
menagement, Without ®inancial facts, ret2il store managers
act on "hunches" when trying to devise ways of meeting
coempatieiome

To start retall store business tcday, ome has to
2c~uire sulficient cash that will en2ble lease the store
or purchkase it, acguire enough inventery of merchandise,

in order to hove sufficient profit, wiich will keep the
busiress goinz successfully, The m2in geal of most
business orgenis2tioms today is to make as huge profit

as possible i.e. to oBximize profit, tierefore without

sufficient cash %o invest in tie busineszsz, %tke whele

4 - + - -] ~ 4 T+ < r~ . a'n 3 = B e o D -] 41
Eotivitiss ol tl.z business will be Tloci=d 24 the
| NP LR £ 1 . PR - o — N
F=w- - - o C e - - f - :- — ‘ - - - wtis @
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The retail business i3 painly concerned with buying
goods and/or services either from menufacturers or
wholesalers and selling to the fin2l consunmers for &
profit. Th2at is, the retailers buy in bulk and try to
sell in small units tc the consumers 2t affardable prices
by taking the goods and/or'aervices to areas of the
final consurmers, At the sametime; the retailsrs help
the manufacturers and wholesalers in cle2ring their
store corngestim. To sore extent, retailers give credit
to true worthy customers and they too, collect goads
from manufacturers 2nd wholesaler on credit, MR, AXPAN
(1989) FCTE or Ret2ilinz 2nd wholesaling intermediaries,
Defined reta2ilings 2g "all activities inveolved in the
s2les of sm2ll quantities of goods and services, at a
profits to ultimate consvmers for personal use,! nd
also explained th2t a retail sale is one in which the
buyer is the find consumer 2nd the purchase is for a
non business use.

The clk2racteristics of good retailing can be
illustrated below:-

The whcle activities of the transactim is
initiated by the customer, that people wvent to buy and
use many retail gocds imrediately, the typicel sale

involves 2 sm2ll quantity of goeds or services it is

- nre TET AN ™~ - e
! « ATTAT 1 gt on
1

. . -

Lie L mrrmnm el 27 a2 - T
sl NP . a5 —
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localized
usually to / - ‘and the retail sectar of the economy

is influenced by 8hifting epvircmmental 2rnd finencial
conditionse

Any institution thet does sell direct to the final
consumer for persmel use whether & manufacturer,
wholesaler, or retailer is doing retailing. It does
not matter where the goods are so0ld ( in the home,
store, street or on the air or in train e.t.c.) and
how the goods or services are sold (i.e whether by
meil, telephone perscn, vending machine).

Cash management refers to meneging cash inflow
and outflow cf the retail store, cashflow within the
firm 2nd cash balances help by ti.e store 2t 2 point in
time, Trade credit is the most prominent foarce of the
modern business, tlerefore to achieve the gl of any
business arganis@tion ca2sh m2nagement efficiency will
have to be improved thrcuglb 2 proper control of cash
collection 2nd disbursement, The twin objectives in
meénagin: the cash flows should be to zccelerate cash
ccllections as much &s possible and to decelerate or
delay any unnecessary cesh disbursements s much as
possible, Cashflows inflows anld outflows are

inseperable parts of the businecss o

a4+
rer"' o

firms, ©Cash planning is 2 tecimioue %0 plar for end
4

= Vo . e~ " 4 ~ - 1
control *ic use of cash, c2 rIapnin~ mav Ye done @

~ves p o= Fammemas -
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daily, weekly, or manthly besis.

Cash is the most important current asset for the
operations of any business, It is the basic imput
needed to keep the business moving m 2 continuous
basis, it c2r be the ultimate result expected after the
sales of goods and aervi.ces. Pusiness crganiéaticn
should keep just sufficient cash, neither nmere, nor
less. However, c2sh is unproductive, like fixed assets
or inventories, if it does not produce goods Tor sales,
Therefore, the aim of cash m2nagement Should te to
maint2in adequate cash position to keep the business
sufficiently liguid and toc use excess cash in some
profitable way. The p2in problem of cash
p@nagenment is determining tle optimal level of investment
in each segment  the asset.

One of the priméry respansibilities of the financial
manager is to m3intain a sound liquidity position of the
firm, so thet dues may be settle an time 2nd 2also cash
management programm rmst be concerned with minimizing
the store's risk of insolvency, in the context of cash
management the term insclvency 1s used to describle

the sitv2tion where the g+ore is unable to meet its

e -

maturins 1izbilities on time,

sy -
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The focal point of the risk - return trade off 1s
that managers mst strike 2 palence between holding too
mich or too little cash. Bnough cacgh mst be in hend
to dispense effectively with the disbursal neecds thet
arise in the course of conducting business and the
store's investrent in idle caah'balances mst be raduced
tc 2 minimum in retailing.

Retailing is an old business form in the warld,
1t started since early 15th century 2t the trading post
in Americe. A retailing c2n be defined 2s any
activities $h2t involve the sale of goods and services
to the final consumers for & profit at 2n appropriate
time for nme business use or reselling it agaim *©
others.

This study there fore, was stated by enumerating
the scurces o cazsh 10 retail ventures, m2n2ging the
cash obtained, finding reasam for specific failures
and success of the supermerkeis by evaluating the store
management policies concerning credit sales and the

overall cash menagement of the supermarkets.

The m2in problem of retail ventures zre inliguid

business, inefficient plerring, controllinz, coordin2ting,

cormmricction 2nd 18ck of cagk budzeting.
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Nothing h2s so far been specific2lly written
about c2sh management in selected supermarket in
Jigawa 3tate. Most of the available local m2terial
deal with financial mansgerent in sp@ll scale industries
and managamer;-t problems of wholesale bmeti.::x.«.-s.s;.2 ‘
Thus, the problem of tiis study concerns the behaviour
of cash management in Jigawad State. The st dy hopes
to provide answers to the following quesiims: "What
basic problems hampers the growth of the supermarket
activities in Jigawa State? What steps will be taken
to carrect the difficulties? and what are the reasms
for some specific failures and/ar success of the

1.3 OBJPCTIVE OF THE STUDY

Most supermarkets owners usually took defensive
stand in explaining their failure, They level their
problems on such factors as poor location, hardluck,
unqualified personnel, poor business year, lack of
encugh cash, traditional belief, lack of good product

asgortmant, difficulties with regard to receivebles

2e For detai

T ob]

1, see Moh'd (1
wiholesa %
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and inventories. However, it is interesting to note
that these problems, cash be attributed to me simgle
factar thet is owners poor, inefficient cash management
or managerial incompetence.

It ie against this background the study will base
its objectives, The main objectives of this study are:-
1. To findout the basic problems hampering the growth
of the supermerket stores in Jigawa State,
2e To m2ke recommend@tion or solution to the prodlems
identified,

3. AMnalyse steps to be trken far any successful retail
superm®rhket husiness,

4. To identify the specizl or peculiar problems
encountered by store owners in tle operation of their
business,

This study is therefore, 2imed at making an indepth
study i.ntO the management aspect of ret2il supermarket
business in Jigawa State with a view to identifying
the problems and ewolving a sound solution, which will
improve the operation or perfarmance or m@negement of
this field of business. It is hoped that improvement
in the meragerial abilitirs, perform2nce, duties will
helr %o condense the problems 2r2 rerved w2y %c +the

- - i

gclutien ©f *he Alffiovities,
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‘In @ related development, the study aimed at
findingout various sources of cash to supermarket
stores and ways to manage the cash obiained,

The need for this study is to findout various
problems comfronting reteil btiéinesaes in ‘J'*_,_,craﬁa’
State and try to find solutions to their problems,
The reason for the study is that, it will give @n
insizht to the individual or groups that want to go
into retail business under the heading supermarket and
also will provide an oppartunity far any me in the
state who want to examined the advancement of retail
business in ‘e state (JIGAWA)

The researcher have access to the operators of
the supermerlkest to some extent and I some time participate
in tl2 business especi2lly in NASIFHA supermerket,
And some Superm2rkets owners invite people with Pusiness
Administration Imowledge to come 8nd advice them, 80
2s among the advisers, I will be adble to get some of the
vit2al inform2tion needed with regard to the study "Cash
vanagemen t in selected Retail Supermeriet”,

1.4 TMIC2ATLO00 OF 783 Smuny

—

After e finnl comcution of the ressarch 3+ dr
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topic 2nd is 2ble to have a look 2t the thesis will be
able to lmow whﬁt are the specific problems of supermarket
business in Jigawa State which me2nes any orgénisatimm
whether government or private that are interested in
helping tle sSupermdrkets business owners will be able

to know more of their problems &nd pradpects i:: their -
business.

1.5 JCOPE OF THE SIUDY

Thies study is intended to cover o2eh managemen t
in ret8il supermérket in Jigawa st2ie, 2s earlier
indicated, is of descriptive nature, It does nct
subject its d242 to rigarous steiistical apalysis.

It anly 2tteryts to idertify similarities, if any
between il findinss end the existing cash management
2nd retail supermarl¥et theories,

However, for emviniempeihe followinz areas will
be gi-rén wore 2ttention thet is cash management,
retailing, supermarkets receivables 2nd M|metars
affecting advancement of supermerlet business in

Jigawa tzte,
Due to the problem of tize 2nl financizl
resources ceing the investia2tar, the investisator

is ;xly atls 4o selsct amly four loeccl sovsrrzerts,

—
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choose me supermerket from e2ck local government i.e.
only four supermerkets were chosen far the study, aboat

19,05% of the lccal governments in 4le state.

1.6 REZSARCIT MITHODOIOSY _

This section outline the methodology 2nd procedures
of the study. The rese2rch desigr is explained as en
(1) of the rese2rch methodology.

(j) Resezrch design - The rese2rch desizn will de
discussed under two broad sub-he2dins:

(a2) S2mpling procedure 2nd

(b) D»ata collection,

(2) 32ppling procedure, There were two m2in factiors
tiat guide the selection of respondents for this
study. These factors were:

(1) The need %o obt2in = reascn2ble sample size

3

(11) The resources 2nd time available far the study.

The propriztars of the supermarkets lack enough
educatiornal beclkground %0 properly understend and respond

to the questions asked, mly am very rare occasiom tisy
canfidently spoke the truthe

3« [EKotler is of the opinion that much insight about
merketing process 2rd ettitudes can te z2ined from
gsapple of fewer than one hundred persais. Por
de+2il see PETIIP FOTILUR, ™arketir~ Mara~ament
Pier 2d4tion pige €14,

¥
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This section refers to & research design ar plan
to canduct *he research work, but in +his research no
questimneire was used, infarn2ticn were collected
directly from the various stare's owmers, their '
assistance, by persmel interview, some observatim
of some records of the supermirlkets and in Some situetion
we used estirmation of figures, bec2use ol laclk of

proper systex of bock keeping,

Open - ended questions are used in order to
interview the menagers of the selected supermerket and
their aesista.nts.

The open ended questions used are:-

() wnat can you s2y about the slow growth of super-
merket in Jigawa State,

() 48 one of the operators of supermarket business in
Jigawa 3tate wvhet cén you say about the most serious
problem facing your activities?

(¢) Ret2il business is ap impartent activities to
casurper but still need the attention of mare people to
come into *he business of supermerket, what call can you
m2ke to the people to embark m superzerketing
activities?

(1) Most of +ke supermerkets in Jigewa T42ts d¢ not

oenTT - T e -~ A P e Ty e ale s T =
£ell gool® e credit, ag 2 gtore o - Ao o

yom T o T e —wa Ve o ,.-1_:,.,,_1‘“

” v S - » —



12,
(e) What problem do you encourter in the sourcing
your finance?
(£) 1Imece emhancement is an important aspgct in
any business btut I realise that you do not care much
to improve m. its element (imege enhincerent) these
element are store location, persamnel, decorztia,
design, product assortments.
(g) There is a need for you to keep '.bd.a'.:i.].;r recerd
of selling and buying 80 that you c2ny2ile tc kmow how
much you realise within 2 given period of time, but I
fomd out th2t you don't pay e2ttention to such aspect

of recording purchase end sales, why?

1.7 TEE S®IECTEN SUFSRMARVETS,

—

Supermarket c2n te defined as 2 large department-
alise retailing institution offering 2 wide variety of
merchandise, ‘ccarding to MeCammom, Smpermarket can be

de fined as;

The sugpermarket concept involves s2lf-
gservice and self-selecticn displays;
centralization of customers services,
usually at the checkout counter; la-ze
scéle physical facilities; a strang
price emphasis; and a broid assartment
&nd wide variety of merchandise tc
facilitate multiple - itew purchase,”

m 1 4 - 3 4 i i S ] 3 1
The selected supermarkets are ILTTIA sy erzariet
» T an A e - : oo . e ~ o 1
= »® b, - o = .,r_’ w1 8 R-_:C- Y.
‘:.n..,, A - TV B % D'j. =
b clind - = i s
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at Taura loctl.government, NAFOWA STCTD 2t Gumel lecal
government, IAMALAM Z2ANGZ Supermarket 2t Hadejia and
DAN - ABU STCRE at Ringim Local Gove rmment.

The superparkets have numerous custmnérs nearly
all over their loc2l government and to soxe extent to
nearby local governments and with rezard tc¢ M.EOWA
STORE a2t Gumel they even have customer from the Niger
republic, since thkey are to some extent closer, because

the distance is not up to twenty five kilometres.

The purpose of this section is to point out the
major limitations and wealmess of this study., The
section will also advance possible reasms tlat are
respansitle for the shortcomin-s,

The impertance of retailing institutions in
developing economy cannot be over emphasized, Thus,
a research on the superm2rket activities should have
a wider coverage since it is a phenomenm that affect
the whole nation., However, such an extensive study
is not feasible considering some major canstraits of
the researclier such as limited finencial rescurces to
tour the whcle local governmen ts in tle siAate and the
desire to carryout the study within <iec limited tine

b - o J * -~ - £ . L, -y = At . 2, L= - S s =~
8lloo2 e for 12 3ty oFf net mors on Lree pmiS3e
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This, however, does not means thit the findings
of the study 2re not applicable to the whole state
and the n2tiom in general, since supermarlket anywhere
in this country have peculiar problems.

The major wealkness of tie study is attribuﬁble
to the disadvantages associrted with the methods of
collecting data, and by implication, it is clear that
the investig2tor is unable %40 go round the whole state.
Only four locel government areas in the state were
selected out of twenty me. i.e. 2bout 19.05% The use
of persm2l observ@tion is highly susceptible to
observer variability and biases. However, persmal
observation by & person that is aware of such potenti-
ialities may reduce the likelihood of such errar to
the bearest minimum.

1.9 PREVIZY

In this chapter very vital issues were discussed
such as wha{ is supermirket, wh2t causes its failure,
wh2t is the objective of the study, wh2t are :2in
problems ir supermarke ting business, wiit areas the
study will cover and through wirt petiod tue research

will be canducted .,



Supermarket can be defined 2s a relatively 1arge,
10#-003‘:, low mergin, high volure, self service operetion
designed %o serve the cansumer's total needs Ior food,
1aundry and household maintenance producte lMost of ths
fajilures of supermarketers are cause by poar location,
nard Inck, unguelified personnel, poor business year,
1ack of enouch cash 2nd poor cash men=zement. With
regard to th2 objective of the s+udy 18 o findout
what are the problems of supermarketing business end
mly four out o twenty-one local goverrment are

selected far the study 2bout 19,05° of the s&te ( Jigawa)

person2 1l interview with some nhysisal chservailion were

alysis of progran in the next chapter. The
wext section will deal with literature review i.e. the
review of pest writting oo the topic or related me.

A total of about four releted studies will ©e look a1,

m

4 1n o _— - ww - ) am 3 P S N e 1 iy :
tne studies were financial menagement I.ln, PANDEY,

AR A vt A TTRAD ¥ o ooz s mi. o 1.
AMAD unpublished K3a Mmesis (1983%) tittle Inae Sup ermerket
™ Talmn ~ Lol . L TN i n 1. 21 -
"onsumer hehaviour in ZAria, Chapter 12 of Phllll Fotler
moaprlra $ir ~ m2na~enen + 1 A WL+ pAdtinm T A Ty A AT T AW
= v ey - aser "l aa L - P & Jae © 1 s s " el Lo @ o ] - e & T
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CHAPTE®

1Y TERATURE EW
REVIZY OF TMPERICAL STUDIZS

2.1 TIRCIUCTICN

Tn this chapter, the researclher reviews related
etndies corducted or carried out on a related topic
j,e cash man2gement in selected retail supermarkets,
L totel of four related studies were reviewed VIZ I.l.
PATDEY (1987) titled "Financial & yazement Part V
Chapter 13 @nd 14. ABU ABDI SSAMAD unpublished NBa
Thesis (1983) titled 'The supermérket Custoner behaviour
in 7Aria, ; PEILIIP KOTLER (19€7) Fifth Zditiom,
yarke ting lanagements Chapter 18, MR. A.B. AKPAY (1 938)
titled, Note on Retalling and wholesaling intermediaries

mnpublisied peper®

5.2 T.M, PAYDEY (1087)' edition, titled 'Finencial
menagement; pari v chepter 13 and 14 discucs more @
rmanaczemert of c2sh and mer¥etable securities and
management of receivables.

T™e major t2sl of any finarcial manager is to
maint1in 2 sovnd cash peosition $gvad il allev his

tusiness oper>tiom to prosper, Wt shoving neglezence

- - —

1 * T b e B3 LR a b g K Fet-lsA [l Taabal atilts N earma S = Emeaee b
L4 - - ’ AL 4 +'® s B 40 N - .
- & T Loy 17 Oy 2 T . TETRE- e dal
- i3 - =

i - d = e .
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with regerds to business oash man2gement will endanger
the operation of the entire business. The management
of cash assumes more importance th2n other current
agsets, because cash is the most imporiant cvrrent
assets and leést'prductive agget tirt 2 firm holds,
Therefore, the aim of c2sh management should be to
maint2in aderudte cash position to Yeep the firm
sufficiently lijuid and to use excess c=2sh in some
profitable vay,

Cash management is 2l1so important in any
orzanisation, 5ecause cash constitutes the smallest
portion of +ke total current asset, yet nencjerent's
considerable tipe is devoted in managins it.

Caskh management is concerned with the management
of (1) cash flows intc 2nd out of t. business (ii)
cash flows within the firm and (iii) cash balences hele
at 2 point in time,

Accord ing to pandey, in order to solve the problem
of umncertaintr with recard to cash m@nazement a
strategies were developed to ease the si‘uation, the
strateries 2re (i) cash planning i.e. plerning cash
inflow 2nd outflow by the use of cash hud-et to helyr

preodect zhout cask sur>Ius and cosk deficid,
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(11) Managing the cashflows 1,e, proper mani-ement
of cash flows,
(111) Optimum cash level i.e., The firz will try . to
keep appropriate level of cash, in ar:i'er fc avoid the
danger o tl:.e cost of excess cash and eash deficiency,
so that the optimum level of cash balances should be
aseertain.,

In the process of discussing cash men2sement,
I.M. Pandey (1987) stated three re2sons why firm hold
cash, The reascons 2re (i) Transection motivehail;‘a. c?c?d.ah for
and services (ii) precautionary motive i.e. holding cash
for unforoseen contingencies 212 (111) The speculative
notive i.e, Feeping cash with the 2nticipatiom of

decrenzes in +2 prices of securitie

8
2

\ccording to James C, Von Worn, Finencial
Vana~ement of receivables, seventh edition state that
trade credit is the most prominent force of the modern
business, It is camsidered as 2z essertial marketing
tool, acting 25 2 bridge for the movemernt ¢f zoods
throuskh productian 2nd distributicr ste e 40 customers

fin2lly. ‘Ten a firm allows or sal-s its goods and sarviai:s

4. - s ol e o< = v . L . . -
to 1t8 custcuer without receivi: | cisk a. .5 Spct it

- - P . T ™.~ s~ + o~

-8 CeT e e el LT, M A LS5t £
wAAS desat M .- = rros ++ AL LS o Famar\ -~ .A1"
e s o MOV, va. ©w . Lo ll. W B 4 e + .
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is said to be granting trade credit. The nmost
1m5portar:t of ﬁ-ade credit is to attrcet potential
cus temers 2nd protect its sales frow competitions.
The receivable arising from credit has three
characteris‘bi’aé (1) It involve an element of risk
which have +o be analyse (ii) It is basged m sconoric

]

value i.e. to the burer is thet goods 2nd services

p28ses immedintely 2% the time of 1ts s2les, to the

4]

seller be eoxpect an equivelert value © be received
later on . (14i) T¢ implies fMuturity,

Phe cir of manacement of receivables is to £ind
vays o m2aged efficiently 2nd investirent in rece-
ivables =2y be kert at the optizum level,

The dasic gOﬂl'o:’ credit management is to maximise
the value of the firm by ackieving a2 trade off between
liguidity (risk) and profitability. The purpose of
credit -m2n2germent is not to meximise s&les nar to
mirnimise 4ke risk of bad debt. The firz should try
to m@nage its credit position in suchk & wey that sales
ere expanded %o an extent to which risk rem2ins within
an acceptable limit,

Tre firn should menage its trode credit In order
tc achisve the maximise valye +hrovzh (1) oh*einin:

cptims (not mexdirwm volume 0 znlec {2f) 40 conirel the

Ve W e e j—b-—.l -
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cost of credit 2and keep it 2% minimun 2nd (114) To
meintain investment in debtors at optimun level.

Granting of credit 2ad its manzgement involves
cost, therefore, to m2ximise the vaiue_ or.the firp,
these cos* most be controlled and tley skould remain _
within acceptable lirit. These cost include the
credit adziniziretion expenses, baddebt loscess and
oppartnity costs of the fun?s f£ied up in receivadbles,
These cost would not be eliminated®ltogdther v, 4 54
is the worl of credit manager or fin~necirl manager t0
reculate “nd canirol these costs,

re.de policy decisicn of any, Tusiress a@g2nis2ticn
have & gracter imp2ct an it., Though the fir: has no
control an facters like economic conditions, .tr.d:istr:;
norns, competitions eJ.t.ce but it can certainly
influence the level of tréade credit throuck its credit
policy.
2,3 PETIITP FOTLER 19867.° 5+h editiom titled Farketing
Manegement chapter 18, discuss much 2btcut reteiling
whica supermerket is part of it. Ret2il stores

caistitu4e epraximetely 18 porcext of 211 V7, 5. businec::
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Kotler clasesified retalling intc four bread
yerms, they ere:- (i) self - service reteiling,
used in meny retaeiling operaticn to cbtain canvinience
goods end services, mény customers are willing to
carry out their own locate compare select process to
save money (ii) Belf-sellecfion retailizg, involves
cus tomers lockin~ for their own goods tut c2n ask
for assistnce. Customers complete their transaction
by finding 2 sales persm to toke the money for the
stem. (4ii) Timited service retailing, the store
under this reta2iling offer services, such 2s credit
and merclondice retarn, not norm2lly fcund in less
gservice criented stores 2nd nence hove hizher operating
cost and it 2l1so provicde more sales assistance
because the store cerry more shocping gocds and
customers neel more inform2i . 22 (iv) Aull-service
retailing grovides sales people wio &re recdy to
assist customer in all locai® coupare-selact process.
According to Kotler supercerket 1is & relatively
large, low - cost, 1low mergin high voluxe, self-service
operaticn "designed to serve the camsumers tot2l needs
for food; lauadry and housahold mainierance produet”,
Supermarkets e°rn en opera¥ing profit of aely 2tot

- 3 Vst =] - |
{ perecart %o TTEIT s2les anl

1 r avm Ao L o Lt o~ 4 nwo s
o - - - - - - - — - -
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worth. A supermarket can be owncd independently
although most supermerket are operated by supermarket
chains ¢

Supermerket have move to different direction with
regard to its operations. They have opened 1érger
stords, with today's selling space occuping 2pproxim-
ately 18,000 square feet ag opposed to 11,70C square
feet in the mid -1950s, Therefore, here Totler
erphasize more on the sp2ce th2t 2 supermarket suppose
to bave got before it is recognis=d 2s 2 pure super-
market, ‘iccording to Wotler a typical supermarket
usu2lly hendled 3,000 items in 1946 and now handles
arround 8,000, Their was a significént increage in
the number of non~food items carried-nom=-prescription
druss, beauty aids, housewares, magazines, books toys
- which now account for 8 percent of tot2l sujermariet
sales.

Su ermerkets 8re alsc upgrading their facilities
tarough more expensive locations, larger parking lots,
and & wide variety of customer services, sucl @s check
cashinz, restroms and backgromnd msic., They 21s0
increased promotional competitior in form cf hezvy

SAwrerdigla~ 41ng -~ Far A e Tiwem -~ LR 9
dvertisins trading siemps 2n¢ gares of chones
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Supermarket has recently spread tc other types

of business particularly in the drug; home improvement,

toy and sporting goods fields, According to McCammon.

The supermarket concept involves
self-gservice 2nd self-selection *
displays; centralization of cu3ltorers
services, usually a2t tle checliiout
counters 12 rge sc2ale zhysic2l
faciliti=gs; a strong price eughkasis;

-

and 2 broad assortrent and wile
variety of merclendise to facilitote
mltiple - itex purcipses:

2.4 ABJ :iBDISSAAD (1983) 1BA Thesis unpublished,
title. The superm8rket cusiomer behdviour in Zaria,
He stated til:t, althouch superuarkets very greatly,
tey heve tc have certdin chartcteristics thet
distinguish ter frar other retzil institutions.
Some of the cheracteristics include (a) The super-
m2rket must carry & complete line of foods such as

dry groceries meats, fresh fruits and vegei2bles,

dairy products and bakery products. (b) A supermarket

must have self-service at least in the dry grocery
depertment., (¢) A supermarket must be 2 large store

with some departmental orzanisation.

L] T —ad T M - "nrTy - o s T 0 A p—
- Nert LoeCampon 1Y  Tan mT A A " 4. <

| rat - | R, - ~ O e
e ~ada b Bl T r W - . - “a
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To him ('™ -~ ABDTTSAMAD) supermarket can dbe |
defined as any shop that satisfies the basic element
of supermartet, like selling complete product, operate
o 2 checkout systen and has atleagt three -checkmt_a. :
The acmél defination givexz by Butcher Imcanelly.
imerican marke ter emphasizes an turn-over not size,
likewise ir Germany, but with regard to Nigeriz it may
be unapproprizte to defined supermerket based meither
size or turnover, because of the difficulties of
getting wh2t is the turnover or size of the supermarket
due to the ina2bility of the most store owmers to help
researchers in providing thex wi#: 211 necessary
informatim, tierefore, the defirition in cur camtent
will mly satisfy the necesséry characteristics of
sypermartet wiich includes (1) it must sell 2 complete
rense of foodstuffs includinz frech meat, {(11) Tt must
gell a .b‘lsic ranze of household goods such 28 Adetergents,
(114) It muet operate on self-service and checkout systern.,
There fore, accarding to !Malam 'BU 3D3IM'D there
is no univers2] accepted definition of *he term super-
periket that will be accepted world over, an his opinimm
supermarket ruct heve some uni ve elemernt i.e, mmet

d=aed gn = aqen o gps N VYas = . N , S -~ o . .l <
scone tains universally recognise like produv-t 2ssartue. 3
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2,5 MR, A3, AKEAN (1988).° titled 'Retailing and
wholesaling intermedisries, unpublished paper. Briefly
discussed what is ret@iling. Accardjng”;lo Akpan A
retailing involve 81l activities in thy small quan-
tities of goods' and services at a.proﬁ.t, “to ultimate
consumers for persontl use, 2nd a gituation vhere
buyer is the final coansumer and the purchase is for
a ntn business use,

Fe also c3assify retailers on the bosis of (1)

product line sold e.g, Specialty store that have a large
assorirent thot eaacentrates on +he =2le pf 2 limited

nurber of zools, Derartment Jtore which offer atleast

3 importAnt types of merchandise: Wome furnishings and
aprzliapces; apreal formen, women 2nd children and house

[ |

wares; Surerrarket thet is a large deparimentalise

retailing institution offering a wide variety of
merchandise, Copvinience Store whick provide

cus toner witl place convinience and time convinience
and superstore which has an 2rea of 17,000 square feet
and handles roushdly 8,000 itexs, mostly. Feod
lavndry and household products (ii) Reletive ;rice
epphasis 2.5+ Discount stores, warehouse stares and
czfalog., Shevroom 2nd (131) Nafere o2 +'2 Biciress

wvardges Z.~, ~211 order,

F.' Mam = e sammy f" > — [ s 4 ~~¢
. s : .
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jecordinz 4o ‘lpon, there IS 54371 no firm
agreenent on wiFt exactly a sypermariet i8. Fovever,
a supermsrket 1s defined 28 a ler_e sale depériment-
alised reteilin; institution, offerix;.-__- 2 w.{c‘;e varie &y
of merchandise, operating lergely o @ 2elf-a8rvice
basis wit. 2 minimum of customer gervices 2nd
offerin; & price appe2l =ad veually ample pfrking

3?308 .
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3.1 FISTIORICAI DUVEIQTATM M 0B RBMATITNS,

Yrom t:¢ very heginning ‘of recorded1 history 2na

even back ir+o thore 8zes for whick omly the arohe
aeologists® excavotions give us 2 record, we lind {that
mey. have troded -rith e2ch other to ohirin tle necossities
and luxurisz of lice,. "nd throuch thic cctivities there
iz the sare objective the stru;sle of mankind better to

satisfy his wvarts. In today's complex 1life we must not

farget tidis 9iry le ftruth - thit the ctject of 211 business,

retailing ircluded, is +he s&tisfoction of lmuren wents,
wihich has led us o througk countless centuries of
business hiztary.

The slic;kee; of ancicat Rome, thc ;eddlers of the

-

middle ages, +he early An

sners] storekee
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and the crerctars of today's glisteningzg supermarkets
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to him some rewards i.e, return of satisfaction and
of money and some time of a fortune, Today retailers
find that works investment @nd risk still his lot,
but also hdve the same reward awaiting him.

In colmial America.? tie little retailing that
existed was usually conducted through bartering or
trade, 2t that time most settlers were farmers who
built their own homes, grew their food @nd made their
own clothing. However, not all the early colmists
were self-sufficient farmers, smme continued to
specialise am the craft they learned in their homeland.
These settlers established places of business in the
sea ports of Boston, New York, Philadelphia and
Baltimore and in other populated areas almg the coast
side,

An American retailing ° as we kmow it today,
with its sophisticated research methods and such
decisjon-making devices as the computer, had its
meager beginning in the early fifteenth century at
the trading post. At that time currency was not

2. Gillespie Hecht , Hetail busigess Management page 1
5« Gerald apd Dismamd, Betailing! page 15
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in used to make purcheses; instead, goods from
Buropean markets were exchanged for the pelts of
fur trappers and produce grown by farmers,

In the mid - eighteenth century this first
retail institution began to expand its operatiom
to better served the needs of tke colmists. 4
greater yariety of merchandise was needed by the
settlers, and the trading post give way to the
general store, This retail store operate m oash
basis, a departure from the barter system of the
ealjer retailer, The merchandis asscortment was
extensive, with offerings of foodstuffs, yard
goods feed for cattle, manufactured goods from the
old warld, shoes and such anim@1l supplies as
Brmesses. In the early histary, a haphazard
nondepartmentalized arrangement was typical, even
the merchandise wés not carefully arganised as it
is in retail stores today.

In the middle of the nine teenth century there
were a great variety of goods being produced in
the united states, so much so that the general
store was un@ble to carry the ultimate offerings
of manufacturers, which necessitated the begining
of specialization in retailing, as a result come
out with wirt is kmown today as limited line store.
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This store carried a wide variety of me classif-
ication of product, e.g. shoe store, Jewelry stare
and groceries store operated am limited line
product. Todeay, the term used as specialty stare
or limited line store, still enjoy &n impartént
place in retailing.

The early cperators of specialty store,
operate on sole proprictorship but many of them
have grown into large well-known retail empires
and enjoy the distinction of having stated the chain

organisatian.
The chain organisation as the first venture in

large scale retailing come figto existance in the United
States, which began in the latter part of the nineteenth
century. It is generally defined 28 two ar moare stare,
carrying similar product and bhaving comma ownership,
many of the operators of chain organisation who are
successful opened second, third, and more unit in other
areas, And among the early chain argcnisciions were
JeoCe Penney Co.; A & P, the food giant and F.W. Woolworth
Co.; the "5 & 10 cent store”,

At the end of nineteenth century and the beginning
of twentieth century the word department store state
to circulate in America, Department store can be define
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ag the bringing togather of many limited line operations
under one roof, with common ownership, it differs from
general store, because under this store there is an
orderly arrangement of many types of merchandise. Apart
from hard goods such as furniture, appliances and §0
am, department store specialize an baked goods gourment
foods, pets, travelling arrangements, entertainment
infarzAtion 8nd sales,

The opportanity or Iuxury of one stop shopping
is available to department store customers. Today
in the retail business few new department store are
being established, which means we are witnessings a
greate expansion in the field.

According to Rom Jr.‘

stated that the early farms
of reteiling were largely a crude affairs but, generally
speaking, were about as gtreamlined as the social,
politioal and economic system could suppart. The
earliest retail store in the United States were the
trading pests that sprang up 21lomg the trading and
travel route. According to him (ROM Jr) The term
supermdrket emerged in the early 1930e and was largely

tke result of customer's increase mobility brought

4, ROM Jr. Retailing Mapagement, A System approach
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about by automobile ownership 2nd his urgent desire to
reap price advantages by performing certain of the
marke ting function. At least to date, it was ome of
the last great and significant retailing institutions
to emerge. This institution with its emphasis m
simplified selling &nd cash and odrry merchandising
bas had an effect an the entire® structure of retail
distribution, leading to self-service merchandising
strategies in many kimnds of retailing institutimms

and to the widespread adoption of discount merchandising
strategies.

As dep2rtment store provides me-stop shopping
for the consumer, similarly the superm?rket affords
the housewife the luxury of purchasing all her food
needs a2t one location instead of making seperate trips
to the grocer, butcher, baker and produce dealer,

Although supermarketss very greatly, they have
certain chAracteristics that distinguish them from
other retail institutions. Some of these characteristics
inc lude:

(a) The supermdrket must carry a complete line of food
products such as dry groceries, meats, fresh fruits and
vegetdbles, dairy products, and bakery products.

5¢ ABU ABDISSAMAD (1983) M.B.A gis blished
The supermdrket customer behaviour in Zaria.
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(b) A supermarket must have self-service at least
in the dry grocery department.
(¢c) A supermdrket must be a large store with some
departmental organisation.

There is still some confusion as to whrt is
& super market, although the actual definition of super-
market varies in different parts of the warld, all have
oné thing in common, that is super market is & shop in
which the housewife ca&n buy all her weekly food and
household requirements. The accepted definition in
Great Britain is the one laid down by "self-service
and supermarket", The definition insists that a store
most fulfil the following requirements be fare it is
te rmed "supermarket.s

Has a selling area of at least 2,000 square
feet,

Sells a complete range of foodstuffs, including
fresh meat, fresh fruit, and vegetAbles, grocery and
provisions @nd a basic range of household preparations,
such as scaps, detergents, andpolishes, The definition
does not include fresh fish.

Operates an a checkout system, even though there

mdy be Some service departments.

6. Ralph G, Towsey, service re L 1
profitability application to all es ondon:
T11ffe Book Ltd., 1964 page 156 - 157,
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Bas at leagt three checkouts.

In America the emphasis is on turnover not size,
likewise in Germany, but with regard to Nigeria it
may be &n appropriate to defined supermirket based m
either size ar turnover, because of the difficulties
of getting wiat is the turnover ar size of the super-
merke t due to the inability of the owners to help
researchers! in providing them wi th &1l necessary
information, therefare the definition in our cantent
will only satisfy the necessary characteristic of
the supermarket. That is:-

(1) It mst sell a complete range of foodstuffs
incIluding fresh meat,

(2) It mst sell a basic renge of household goods
such as detergentse.

(3) It mst operate an self-service and checkout
system.

Be fore the advancement of supermerket food
refailing was carried out on a very limited stares,
Mostly operated by the store owners with the help of
their family members,

The first true supermérket appeared in early
19308 when Micheal "King" Kullen opened his first

Te See acknowledgemento
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market in an abandoned long Island garage with empty
ginger-ale cases for display tables .8 Some authors
are of the opinion that supermarket appeared in the
United States of Americe earlier than 1930s. For
example, Butcher and McAnelly assert that: 2

The first supermerkets in the United
States appeared in southern california
in about 1925. These supermérkets

were primarily large, open - &ir, self
service stores with drive in facilities.
(ne of the most advanced of the early
supermérkets was the chapman pank drive
in mérket of los Angeles. Chapman's
offered a wide @2ssortment of foods,

and its facilities included an enclosed

parking lot with a capacity of cantaining
five hundred cars.

3.2 WHAT IS RETAILING

According to Rom J. Markin er retailing can
be defined as the act of selling goods or services
to ultimate consumers, Thus, the motive of the
consumer becomes the fundamental criterion far
distinguishing s2les at retail from other farms.
Retail selling may be perfarmed by a host of
individuals, firms a companies, That is, ma&nufacturers

g, M’I'Eeodare H.mﬁch{e&ni and William fIE. Evgﬂam{ .5
5 ew York; The Rmmald Press 9
7% - Oy »

on page 229.
9. Benjamin €, Butcher, and James R, Mcinelly

@m_a%%&a.ﬁ.rﬂsﬂ_ﬂlmg (New York: The Maciilliam
oy . page 15.

10 Row J, Markin Jr: Re ! ement: A s te
approach; (MacMillan Pub. Coy, c page
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may make sales at retail; so, too, can wholesalers
or private individuals whoee priméry vocatiom is
not retailing.

According to Phillip Iotler”

Retailing ean be
defined as all activities involved in selling goods
ar services directly to final consumers far their
persmel, nan-business use. Any institution that
does this selling whether a manufacturer, wholesaler,
or retailer - is doing retailing. It does not matter
how the goods or services are sold (by person, mail,
telephone ar vending machine). On the other hand,
a retailer or retail stare is any business enterprise
whose sales yglye primadrily comes fram retailing.
According to Gillespie Hecht!? Retailing is the
buying a2nd selling of goods and services to satisfy

tke consunmer.

53 THE ECONOMIC IMPORTANCE OF RETAILING
Distribution is tie most impartant function

of retailing, which alsc is an impartant ecanomic
functione

12. Giunespie Hecht: Rag;l;@rg Business F,angﬁe%gj
(Gregg Division McGraw Hill Book Coy ond editiom

1 977 p&ge 1 .
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The reteilevs sales goods in small quintities
tc consumer 2% the time and i +he nl2ed mest

convinient +¢ them., 'ost lar~e refail tucine-ses

hely in sSolvings the umemployment problem, since tha.y
employ derarirental heads, salesren, drivars, cleaners,
watchmen e.t.c.

The owners of retail store pay local taxes to
their euthoriticse,

Harris =and ;:'pencer13 in spite of thc Zect that
retailing links the producer with the consumer, the
capitel inveutment which the producer cun arfard
cannot, 4g a rule, be extended to cover distributian
as welle. inereiore, he need an entirely different
organisation in order to distribu e what he produces
and his capit2l inveetment could certainly have to be
increase,

Retailers help alot in the problem of bulk
breaking, transpartating the goods from the place of
production to the place of consumption &t affordable
prices and within a8 stipulated time, allow a choice
of differont vacicties to comaumers, und help to cledr

vie o bG'S0 canycsoticn in the menpuliccturing organasation

13 dBrri. 2n? penecr) ATQ01%T L3 <SsSga- Tl by ip
retei (LG DON Business sublicetion Limitea

lE‘,'U

IPELE Do
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which ag a result they will bhave enough places to store
the immediate goods produced.

3.4 VARIOUS DEFINITIONSQF CASH

when S contact a hawker selling cigerate and
colanut in Hadejia town of what does he understand with
the ward cash "He simply define cash as naira amd kobo
in a positimwhoéa peram at a particular point in time.

In Gumel ; met with & local treder &nd asked him
what is cash, he simply replied to the researcher that
cash is nothing more than anything that can be use for
an exchange of goods and services.

A graduate with B.A in Hausa from Taura Local
government was asked, what is cash? he defined cash as
a legal temder use to purchd@se goods and services,

In a diction2ry definition ' cash is term as money
in form of coins ar paper,

According PANDZY'4 cash is the money which the
firm can disburse immediately without any restriction,
and it is also the ultimdte output expected to be
realised by selling the services or product manufac tered
by the firm.

14. T.M, PANDZY (1989 Vikas Publishing House FVT Ltd)
Page 355 Einapcial Management
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LIPSEY R. G.'? in economics defined o3sh as high
power money which involved cash in ti® hand of public,
bank reserves and clearing balances help by the comm-

16 ash is the medium

erical banks. More foundamental,
of exchange which @llows management to carry on various
activities of business firm from day to daye.

Cash is the lifeblood of a business firm. It is
needed to acquire supplies, resources, equipment and
services provided by the firm. It is also needed to
pay warkers salaries and wages, paid taxes, divident
to stockholders and interest 2nd principal to creditors,

BIRTON A. KOLB'' defined cash as currency 2nd the
checking account (dem@nd deposits) balance(s) in the
firm commercial banks,

ARTHUR J.K. DAVID F.S. Jr, JOBN DM, and J., WILLIAMS
PETIY 18 defined cash ag the currency and coins that
the firm has on hand and/ar &t bank, cash registers ar
in checking account at various commercial bank where its
demand deposit is maintained.

150 LIP3EY R.Ge O ec
(EaL.B.So 1989 p&ge 91.

16. K.V. aHTH, Read ment W Qar ca
(Section 11 pege R Eghndlel.

17. BURTON A, KOLB, Principle of Fjpnancjal Maq_a_.gemenj,
(Business publications, Inc Plano, Texas 1983 page

18, ARTHUR J.C,, DAVID F.S. JR, JORV D,M, and J. WILLIAM

PETTY, Basic Financial Management (Prentice Hall of
india privaie %mitea new éﬁ 1986 page 145,

176
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3¢5 CASH MANAGEMuIT

Cash manégement concerns with the management of cash
to avoid the level of unncessary risk. The cash positim
of a firm is the most important aspect to be givem due
recognition, a1l the time to avoid holding too much cash
in hand and too litle cash in h@nd, therefore there is
a need to balance cash position of any business concerned
in order prozress, Therefore, cash management simply
concerned with minimizing the firms risk or insolvencye.

The management firms cash position, thus, is one
of those major problem 2reas where you are criticize
if you don't and eriticize if you do. The business
should halted if you keep too little cash to pay far
your goods and services if excess cash balance are
carried, however, the value of the enterprise in the
merket place will be spressed because of the large
cost cash forgome.

PANI::EY19 de fine cash management 28 conceérned with
the managing of (i) cash - flow into and out of the
firm (ii) cash - flow within the firm @and (iii) cash
balances held by the firm 28t a point in time. Cash
ménagement assume more importance thAn other current
assets becausge cash is the most significant and the
leasgt productive agset that a firm hold.

19, 3ee source 23 1.V. PANDIY page .
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uncertainty
To solve the problem °f about cashflow

prediction and lack sychronization between cash receive
and ocash paymen t, the business concerned have to
develop some Strategies for cash management.

The four basic strategies are listed below for
clarificatione.
1. Cash planning. Cashinflow and cash outflow
should be planned to avoid holding excess ar deficit
balance at each period of time.
2, Managing the cashflows. The flows-in-flow and out-
flow should be properly mandged that is, the flows
should accelerated, while the outflow should be decel=-
erated,
3¢ Optimum cash level. The retailer suppose to
take a good perceptive of keeping the appropriate
level of b2lance in his position, in order to avoid
the cost excess cash and danger of running of shartage
of cash,
4. Investing idle, mne idle cagh suppose to be
invested in another profitable business, so that mare
can be realised as profit, i.e the precautiomary

balance of the retailer should not be too much to cost

a lost to him due to holding cash 4d1le
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PAUL J. BEEHLER?? define cash management as an
attempt to track and cantrol the flow of funds through
the cooperation or any business concern 2nd build a
sub-system of the entire family of business functioms.

Cash management involves masmgmo;ias of a
store in order to maximizing cash availability and to
minimize waste in form idle funds, so that the surplus
funds will be invested for an interest., High interest
charge by commercial bank have increases impartance of
cash ménagement. On the other hand, many store owners
believes that a reason2ble a8mount of c2sh adgastr? a
store debt paying ability, therefore excess /_ for any
extended period of time is largely waste of resources
because it is not earning any re turn.

Cash in its self, is none eirning asset, therefore,
the main aim of cash m@8nagement will be to m@intain
adequate cash position to keep Y.c supermirket-
sufficienty liquid and used excess ca2sh in some other
profitable venture. Cash management is partim of
total current asset, yet meénagemeént considerable - time

is devoted in it. 1t is difficult to predict all the

time cashflow accurately, during scme periocd cash ocutflow

20, PAUL J. BEEHLER, Contemparary CASH MANAGEMENT?
(Principles, practices, gerceptivesf (Jom Willey

& Sons 1953 2nd edition )p2ge .8
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of taxes, divident e.t.c. &nd likewise in sSome cases
cash inflow will exceed cash outflow, because large

sales &nd debtars pay promptlye.

3.6 SOURCES OF CASH;

There are so many discussion on this topic
(Sources of cash) by mény ménagerial expert, but they
2ll resolve in t%:izg.dea.

According Author J.,D. David F.S Jr, Jom D.M. @nd

21 j1lustrated thet the firm can cbtained

J.¥Willian P,
funds (c2sh) from anly ane of the four principal
sources:
1) From its operatiom commonly refered to us funds
provided by operétion)
2) By borrowing (by means of either a shart term note
payakble oar longterm debt in the farm of band issue)
3) By sell of asset.
4) By issuing common or preferred stock.

PAUL J. BEBHLER, 22

cash (funds) can be attributed to farecasting cmsider-

stated tre firms source of

ation i.ee ligquidation of fixed assets, redefinition cof
warking ca8pital énd increased carparate stock issue.

21. 9ee gource 18 page 40.
22, 8ee source 20 page 165,
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On the otker hand tke basic sources of funds to
firm are through owners shares, lcén from banks and
lending houses, buying goods om credit i.e. buy goods
end pay l2ter, debventure, ploughing back profit and
sale of addition21 sheres to the public,

But with the regard to retail supermeriet owners,
they differ in certAin segmen ts with - ?hat of the firm
in manufacturing concern especially in the item of
barrowing from friends and relatives. Therefore, tlre
basic ways through which the retail supermérket owners
can obtain oaah23 to fin8nce his business &re:

(i) Perscn2l savings

(ii) Barrowing fram friends and/or relatives

(iii) Retain earnings

{iv) Trade credit

(v) Loan and/or overdraft.

i) Persopal savipgs; Theoritically and also in
practices to stArt any business you have to use your
own first accumulated through saving so that people
will know how best ar bad you can performs, then after
evaluating your performance, then the result will make
people to decide whetler to help you or not.

73, DR, HAJIYA BONFE OIOFIBA, Iecture note 1968 page 15

Lecturer Dept. of Bus and Admin £.3.U. Zaria,
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ii) Borrowing from friends and or relatives: Some times
small business operators use to go to their friemnds or

relatives to borrow sopre money, in arder to build up
their capital far their business., It is also advant-
egeous to borrow from friends and relatives because
most of the time no interest is paid upon the barrowed
amoun t.

iii) Retpined Earnipng; This is the easiest source of
finance to any business arganisatian thét was in
operation for some years. DBusiness owners use to
plough back their profit to their business in arder

to increase their business in arder tc increase their
level of business activities, there fore, retail super-
market owners ce2n plough back some of their re turm

to boost their business, so that the candition of their
business m2y be improve,

iv) Trade Credit: As usual this is another methad
through which the retail supermdrket owners can secured
a finance to their business. This is a situation
whereby creditors (wholesalers ar m2nufacturers)
allow the debtors (reteilers) to carry on the godds

o credit, which means payment will be made after
selling the goods, In this siteation the retailer

is a very much similar to factar type of merchandise

3381’1 te
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v) loan 2nd /or Overdraft; A wise supermarket owner

who keep his money in the bank under current a8ccount
farm is able to get an overdraft or lcan. An overdraft
can be defined as a special type of advance given to
current account holders, @uthorising the account holder
to withdraw a certdin sum of money 8bove his balance
in the bank account, an which interest is paid aly
an the actually withdrawn not on the amount agreed
upon e

There fore, any wise supermarket owner who keep
his money in & current account and good financial
recard oan be able to get additional cash through this

process (overdraft)s,

3.7 REASONS FOR HOLDING CASH:

It is tke most import2nt aspect of any business
operation when managed effeatively.

Jom Maynard Keynes was a literary buff,
intellectual 2nd journalist as well as a classical
ecanomic has categories the motive holding cash in
any situ@tion into three distinct groups which are
as follows:-

Te sac otiv

2e Precautignary motive

Je ecula tive ve
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1e TIrapsaction lotive; People who hold cash in arder
to buy some goods and services, therefore, holding cash

for the above reason is wha t: is known 2s transaction
motive - dem@nd for holding money. 1t can also be

for paying water bills, rent, electricity bills,
salarjes and wages of workers e.t.c. Any cash hold

for day to day activities c2n be termed as holding mmey
for transéction purpose.

s Precautiopna2ry Motive; This is a situ2tion whereby
an individual hold money for unfareseen contingencies,
that is holding money to safeguard against unplane
situdtion. e.g. money for medical care (illness).

3. Speculative Motive: This is a situation whereeby
people hold money, when they forecast that the prices

of certain goods will falls, so that they can buy the
goods or securities wien the prices falls, with the
assump tion th&t the prices will increase in the future

of that same goods or securities.

3.8 IREVIEW;
Retailing started in Ancient Rome, the Peddlers

of the Middle ages, retAailing existed through
bar tering most of the settlers were farmers. The
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chein orgéanis2ticr. as the first venture in large
gcale ret2iling come into existince in America which
started in the nineteenth century, what is retailing
can be defined a2s all activities involved in selling
goods or services directly to final consumers far
the ir persm2 1, nm-business use., The ch2pter dis-
cuss more au the importance of ret2iling, various
definitions of cash, cash m@nagement, various sources
of cagh to supermdrket and reasoms why retailers
hold cash in sufficient amount to run away from the
un foreseen circustance.

In chapter iv issues to be discuss will cover,
histaries and operatims of selected supermarkets
with respect to formation, capitalization, description
of goods sold, sales capacity 2nd past and present

operations,
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CHAPTER 4
4.1 ES AND OPERA’ F C TED
SUPERMARKETS
44141, FORMATION
Nasiha Supermarket was established in 1978 as

Sole proprietorship business by Alh2ji Moh2mmed Iawan,
employing his son as an assistint to him, when he was
out ar doing some other things. He also employed two
persons to serve as cleaner, 2nd night watchman
respectively. When the supermerket has improved he
employed additional thres pec;le, me to help in
checking those goingout from tae supermarket, me to
be vigilant inside the supermarket and the otler ame
to be writing receipt and collecting cash at the same=-
tine.

Nakowa Superparket; was founded in the year 1975
by Mallam Abubakar Sheim Usman , with tke help of his
brother who tAkes care of the recording of purchase
and sales of goods in the store, in 1975 aaly two
people worked in the store, but in 1985 with the
improvement in the business the owner employed about
four more people to serve an various opacity in the
store i.e. from checking, writing receipts and

c¢oll2c tine cash to nirht wAtching 2nd cleaning of the
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store and its environment., In the year 1987 Mallam
Abubakar wish to c2ll ane of his brother to come and
join hand together in the business of supermérke ting.

Na Mallag Zapngi Super-Market; The business
started in the year 1972 but not @s a supermarket at

that time but as a petty trader who sells variety of
goods m & table in ane outskitch area, but in 1976
toe business improved to point of obtAaining a shop and
putting the articles inside for sales, suddenly in
1978 what seem to be called supermérket emerge, by

the collabaration of two persan Na Malam and Zangie.
With regard to the people employed about six people
were employed to see the affairs of the supermarket
and in 1988 two mare addition21 people were employed
one as a driver of the supermérkets van and the other

one to help the driver with regard to lcading and
offlead ing.

Dep Abu Store; StArted business of trading
around 1973 as a retail store selling different goods,
in 1979 the store improved to the extent that the
owner have to employ somebody to help him in running
the affairs of the store. In 1985 ti® store come to

the standard of a supermdrket and in that same year
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the owner Alh, Abdu called the attention of his brother
to come and join him in the business as a parer,
since according to 4lh. Abdu two heads 2re better then
one. They employed about seven people to help them
take care of the business of superm3rke ting. |

4.1.2 GAPITALIZATION

Nasiha Supermarket: Capital's includes the
tot2l sum of three thousand Naira (1’43,::00)1 had been

the opening capital in 1978, after spending the sum
of eight ndred naira (¥800) to build 2nd decorate
the store, In 1980 he is able to loan the sum of
three hundred naira (E300) from his friend for a
period of two years, without paying any interest and
in 1983 he obt2ined the sum of one thousand naira
(¥1,000) from 2 member of his family for the period
of one and half year, He also got the sum of e
thousand four hundred and fifty naira (M1,450) as a
lodn to rural farmers from local government authority
in 1987, which he diverted it to his ret2il business,
this loan is to be paid at the end of two years i.e.
1989, which it had been paid., As 2t december 1993,

were
the capital structure of the supermarket / estimated

e The owner himself 16 May 1994.
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ag total asset (current and fixed asset) to be about

six mndred thousand naira (¥600,000) .

Nakowa Store: Started business with the sum of
about fivethousand naira (»5,000) in 1975 after spending
about ane thosand naira (E1,000) ° for building 8nd
decordating the store, In 1982 he was 2ble to secured
loan from a friend based on agreement th2t he was to
pay about 8% per year of tie ameunt  lo2ned to him
for the period of three years, In 1989 he was able
to secure lodn from Nigerian Agricultural and Commerce
Bank (NACB) of ten thousand naira (¥10,000) far
agricultural purposes, but he diverted the maney into
his ret2il business. he Alh Abdullahi barrowed him
(owner) tike sum of fifty thousend naira (50,000)
in 1991 to help the owner improve his supermérke tinge.
In 1993 the owner Alh. Abubaker Sheimu Usmadn was 2ble
to get 1loan from Jigawa State Governmen t under Ministry
of Commerce 8nd Industrys for small sc2le industries
of thirty seven thousand, five hundred 2nd seven ty-five
naira (li3‘7,57‘5)3 which he diverted the money to0 his
retail supermarketing. The present c2pital position
of the supermarket as at December 1993 wAs estim#ted
at Five hundred thousand naira (500,000).

2. The owner's record book 25 May 1094,

3 Report of the Nin. of Com. and Industries Jigaws
. ctate, (1993)
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Na ¥allam Zangi Supermarket: Started tre
business of supermdrketing around 1978, Na Mallam
broucht the sum of Fifteen thous2nd naira (N=15,000)
and Malam 7angi contributed to the business the sum
of twenty thousand seven hundred and fifty naira
(¥20,750) totAalling the capital to thirty five
thousand seven hundred and fifty naire (1‘&35.7‘50)4

with to sharing of profit and losses, they both
agreed tc share it depending the amount you camtr-
ibuted to the business. In 1985 they jointly applied
for loan from First Bank Hadejia branch, where they
were able to secure & loan of twenty-five thousand
naira (25,000) to be paid at tke end of 1990, In
1987, a friend to both of tlem loaned them the sum
of fourty thousand naira (M40,000) to be paid in
1989. The .Jigawa State Government gave loan to small
sc2le industrialists in 1993 upon which Na Malam

and Malam Zangi were 2tle to secure the lodn of
Seventy-five thousand n2ira (¥75,000) which they
diverted the money into their business of the super-
marke ting. The capital position of the supermérket

4., The owners st2tement during the research.
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as at December 1993 was estimated to the tune of
Four hundred thousand, nine hundred and sixty

Naira (M400960 )

Dap-Abu_dijore Started businesé with'_the capital
of me thousand two h:u.ndred. and ﬁenty' naira-.(§1,_220)_5
realised fran the s&les of twenty sacks of groundnut
et the total cost of six mundred naira (¥600), fif teen
sacks of millet 2t three hindred naira (¥300), eighteen
sacks of guinecom 2t two mindred naira and sixteen
naira (B216), two cows at fourty naira each (¥40x2=N80),
FPive goats 2t thirty naira (R30) and Four hundred
and fifty-six naira (N456) he his at his hand 2t that
m2terial time in 1973. In 1976 he was able to obtrined
‘lean from & friend c2lled Alh, Isah Moh'd of six
thousand naire (86,000 ) to be paid within twc years,
His sister FRjiya Binta gave him the sum of ter.
thousand naira (¥10,000) tokeep far her in 1983 but
authorised him to use the money in his business
becéuse she don't think she will need it urgently.

And in 1985 the store owners brothker Alh Usmén Abmed
was invited ® the business and he contributed the

sum of Sixty five thousand naira (HGE,OOO)G and they

5.  The MZnager Dan-Abu Supermirke & 30/5794
6« Alh. Usman Ahmed 2nd June 1994.
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both agreed to share profit and losses depending upm
the amount of money each contributed to the business.
They jointly appled far loan in Savannah Bank Ringim
branch where they were able to secured the 1odn of
Fifteen thousend naira (315,000)7 under tkhe banner
of loan to local farmers, in 1988. In 1689 they
2lso applied for loan in the local gwammenf/isrmll
scale farmers in this respect they a2re able to
obtained the loen of ten thousand naira (E10,000)
where they diverted the money into their retail
business., In 1693 they applied for lcan from the
Jigawa Ctate government far small scale industrialist
in which tley were able to obtained the sum of

Sixty thous2nd Two hundred and Thirty Naira (¥60,230)8
in which they diverted the cash into treir retailing
sypermarke ting activities. The present positim

of the supermarket was estimated as a2t December1993
to be about six hundred thousand Seven hundred and
eighty naira (M600,780) «

7. Savann2h Bank Ringim Branch Report (Loan)( 1989
8. Min, of Comm. & Industries Report (1288 ,,
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4.1.3 DESCRIPTION OF GOODS SOLD: |
At the beginning Nasiha Store s2les m2inly house-

hold utensits, that is, Atamfa, salt milk, suger, shoe,
biscuits, cosmeétics, etc. DPut now it extend to saley
of variéty of goods, which include meat, fish g.teCe
Nekowa Store, Usually comcentrate on household
utensils, but set & side & place attached to the
supermarket store where he sales furnitures and

electronice

Na Ma;la'm Zapgi  is the nest stdndard supermarket
among then that sales a variety of goods and offer some

service to the customers like rest roohe.

Dan - _Abu Store is just like any other supermarkef

they sales household utensils and provides packaging 1ot
to customers and offer the least price of articles when
compared with the other supermdrket in the stete that

mea&ns they sales at subsidize price.

4.1,4 SALIS CAPACITY:

Nasiha Dupermdrket, due to illiteracy which lead

to the poor book keeping system of most retAailers, it

was obviously clear that they could not say exactly,what
was the sales capacity far & particulsar store at the end
of & particular time. This notion is «iso &pplicarlie to
Na3IHa Supermarke t. When Interviewed the lenager of the

-
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NASTHA Supermarket, he made it categoric2lly clear
that he can not say exactly how much his sales figures
for the previous years are, but all what he could say
wag an estimdte for the last three years i.e., from
1990 to 93, since it was during that period I have
started to enlicht the owner 2bout the importént of
proper records keeping partiening business operatime.

The estimé te sales capacity for the year ended
1991, 1992 and 1993 respectively are as follows:

1991 Sales ¥795,500.000
1992 sales E1,059,00000
1993 Sales ¥1,350,500.00

Source:- Sales Books year 1991/92/93 page.13,11,10,

These figures are estimate, since proper records
was nct kept to asscertained the correct figure, and due
to preqvent purchase we could not say exactly this is
the purchise figure, because in some cases the store
manager have to make an oarder twice in 8 manth., All
wha t the owner knows is tha@t he he pakes profit but
he could not say this is my ye2rly profit due to lack

of prorer record of purchise, sales and other expenses,

NAKOWA Stare; The owner explain to the researcher
that he could not say this is his sales but he could

only imows his purchese because he kept proper record

of all that he purclase, he said he started recarding

-
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purchase since 1981 but for our purpose here I mly
agked him of the purchase far three years i.e, from
1991 - 1993, Therefore, the purchase figure ape as

follows:
1991 purchases 21,250,000,00
1992 purchases E1,750,000.00
1993 Furchases 52,500,000.00

Source:- Purchase books year 1991/92/93 page
15’14,16.

These figure was derived fram the purchase book
the owner kept in his store.

Na Mallam Zangi Supermarket: was able to keep proper

record of purchases and sales, since the m2nager of the
store is a literate person since he h2s ordinary national
diplom® in Business Administr@ tion therefore, he knmows
tke important of record keeping. This is the stAtement
showing purchise and sales of goods for the year 1991,
1992 and 1993:

1991  Purchases ®1,750,550 sales N2,355,750

1992 Pruchases ¥ 2500,450 Sales N3,756,710

1993 Purchases 83,005,475 Fles B4,005,725
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Expenses Erofit
1991 total H302,600 1991 Netprofit K302,600
1992 total X508,130 1992 Netprofit 748,130
1993 total H400,250 1993 Netprofit ®600,000
Source: Sales and Purchases books year 1991/92/93
Page 8,7 & 9

Dan Abu Store, the owner explained to the researcher

tirt before the coming of his brother into the business
he don't use to keep recard of all what is happening in
the store, but with his brothers entrance, we come to
2n agreement that we suppose to keep proper record to
en2ble us ascertain what is our gain 2%t the end of
every financial year, Therefore, this is the record
of purchise, sales and general expenses of the stare
for three years:-

1991  Furchases N1,235,000 Sales K1,885,540

1992 Purchase 1,757,550 S2lss H2,765,570

1993 Purchase ®2,500,050 ©Sales B3,855,560

ense Ixrofit
1991 total B200450 1991 Netprofit 450,090
1992  total K300475 1992 Netprofit 707,545
1993  total E345585 1993 Netprofit E100,925

Source; Purchases, sales, and Expenses book
year 1991/92/93 page 10,11,9

These are the figure I collected from the
manager of the Store to en2ble research form2lise his

ste2tements.

-






