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ABSTRACT

This study investigated access to and use of irdéom by book trade entrepreneurs in
Nairobi. It examined the experiences of the engeeurs in the day to day work situation
by identifying information needs, information se®kibehaviour and use, determining
information systems, sources and channels avajlabtablishing specific environmental
factors both micro and macro that impact on the kwsituation. The study also
considered problems that hamper the smooth flovinfrmation in the book trade;
investigated the role other players whose operataffect or are affected by the book
trade play and further examined views of infornsantthe book trade such as the Kenya
Booksellers and Stationer’ Association, supplierthe trade and Ministry of Education.

The study used largely qualitative case study aggres with arising quantitative aspects
being incorporated as per research parameterslibat for use of both qualitative and
guantitative methods irrespective of the dominaathod of study. The main theoretical
framework for the study was the interpretive sog@atadigm framework. In giving
perspective to the study Glaser and Strauss’s fgted theory’, and Denzin’s ‘principles
of thick descriptions’ guided data collection, mpeetation and analysis. Wilson's
barriers to information-seeking behaviour formeel tbnceptual model of the study.

Data collection was through the interview methocerehsemi-structured interviews were
conducted. These were tape-recorded for most oénitrepreneurs and hand written for
those not comfortable with taped interviews. Respsnwere transcribed, coded,
analysed and interpreted for each interview. Boadd entrepreneurs in Nairobi,
provided the sample population where non-probaiplitrposive sampling was applied.

Major findings of the research show that book tredé&repreneurs’ information needs
comprise funding related information, stock and ckitmg information, market
information, supplier information, human resoune®rmation and personal development
information. Other emerging issues that affectatrepreneur access to, and use of
information included information illiteracy, lack streamlined records systems, manual
systems of operation, entrepreneurial oversightangh preparedness inadequacy,
information inequalities, poor provision of bookKammation, an unstructured system of
book trade communication and ineffective book trasociations.

Recommendations arising from the study for improgedess and use of information by
book trade entrepreneurs included inculcating mafmalism into the book trade, the
need for change of attitude towards information agn@ntrepreneurs, the need for
training including regular seminars and workshopsl ¢ghe need for an information

system that addresses book trade entrepreneurpuaiimformation needs. A model of
the proposed information system depicting possiileroved communication flow was

created.
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DEFINITION OF TERMS

The definitions given indicate the meaning of thents in the context of this study.

Bookseller:  An entrepreneur, who finances, provides leaderghgoruns the day to
day operations of a bookshop.

Bookshop: A major outlet through which books are availed@osumers for perusal
and purchase either in single or multiple copies.

Book trade: The book distribution process usually carried out bookshop setting
which brings together authors, publishers, theadpcts and the end
consumers through commercial transactions.

Data: Data are considered as raw unprocessed messagssaid figures from
which meaning can be derived.

Entrepreneurs: Risk takers in business that seek profitable opmdres, and thus
venture into the book trade as financiers, decisiakers and
facilitators of the process.

Entrepreneurship: The process by which individuals either on themar in
partnership with others pursues business oppoisribty looking
beyond their current constraints.

Information: Factual data, advice or opinions, in oral writterelectronic
format, into which value judgements can be entered.

Information need: A state associated with uncertainty coupled withdhsire to fill a
gap in knowledge.

Information seeking behaviour: These are acts that individuals engage in, i thei

efforts to fill an existing gap in knowledge.

Modes of analysis: A qualitative research term used in place of énmtdata analysis.

User studies: Researches where in depth analysis of the undgrheeds that
result in information—seeking behaviour are undena

Sound decisions:  These are situations in which decisions made byepreneurs

enhance chances of profit making.
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Steps:

Stock:

Stocking:

Refers to actual efforts undertaken to enable walte meaningful and

interpretable.

These are items including books, stationary andpten accessories that
a bookseller can put on offer for sale.

This is the process of acquiring stock that willdvailable in the

bookshop for purchase by customers.
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CHAPTER ONE

1.0 INTRODUCTION

1.1 Background to the study

The book trade is a business enterprise that peevédliink between publishers and book
consumers. Bookselling, the main function of thelbtrade is accomplished through a
variety of outlets with bookshops playing a majoler Other bookselling outlets include
supermarkets, petrol station stores, mail ordaveigl and the Internet. Greater focus and
emphasis, however, is put on bookshops since theyide a more structured system

through which consumers can purchase books.

Book consumers comprise the target market for koadte entrepreneurs and fall into
different categories that include; individuals, w@pe, institutions, libraries and
information centres. Booksellers, as entreprenecospe in direct contact with end
consumers and have an obligation to ensure theg thedequate and constant supply of
books in circulation. They facilitate the day-toydaperations of bookshops through
financing and decision making. Bookshops play gomeole in the creation of book
business. According to (Anzar 2002; Muita, 2001; rMifege, 1995) bookshops are
rightfully regarded as the life-blood of the boaidustry while the book trade is the

arteries which provide the necessary lifeline ®plblishing industry.



Observations of the Kenyan book trade by (Muita120Botich 2000; Maktosi and
Nyariki 1997) indicate that a large proportion betbook market is textbook oriented
comprising mostly of primary and secondary schatiligations. These sectors have also

received unparalleled attention both from the Gorent and the donor community.

Acknowledging the pivotal role of the book trade eémhancing access to learning
materials and information, the Government of Kemyahe 1998 Revised Policy on
Education, which is applicable to date, required #il textbooks and stationary items for
free primary school programme are purchased byeotse schools through bookshops
(MOEST 2004). The free primary education progras is now part of the Kenyan
Government’s strategy of actualising Millennium B®pment Goals (MDGs) and
specifically targets the attainment of MDG No. Zyieh proposes Education for All

(EFA) by 2015 (MOEST, 2007).

The Kenyan book trade though said to be one ofmbset developed in Africa has a
majority of the bookshops not exhibiting signs oprasperous book trade with many
businesses being medium or small in size, haveddrstock range and many times lack
the books that consumers need (Zell, 2000; MuitdQ12 Chakava, 1996). This
discrepancy between expected performance of thkshops and the inability to satisfy
consumer needs is a matter of concern. Makotsi Nyatiki (1997) in a study they

conducted concur that Kenyan bookshops do not fgatiseir customer book



requirements. This is despite the apparent existen@ captive market as provided by

primary and secondary schools.

In seeking to unravel the reasons for the geneyal performance of the bookshops in
the face of an increasingly favourable trading sstvinent, this study investigated book
trade entrepreneurs’ access to and use of infoomai the day to day work situation.
The pivotal role of information in business success considered to be a good starting
point. The study took into account the fact timibrmation is today recognised as a
factor of production alongside land, labour and itedp(Stroemann, 1992). As
information experts affirm, information is powerdams a forceful tool for personal,
organisational and business advancement. Concuitingthis fact, Stroemann, (1992)

states that:

“Information is a most potent source of value addedervices and in administration.
Organisations and institutions all over the wonld asing to the realisation of the potent
power of information and are working at encompagsiiormation in all areas of their

operations. A significant realisation in the advefithe ‘information age’ however is the
existence of an information divide, where as abdily, accessibility and dispensation of
information in organisations betrays glaring gapghile some organisations fully

embrace information as the very basis for survaradl progression, some still look at
information with scepticism as a tool that is dnyithem fast into an unknown sphere”.

In the research, book trade entrepreneurs’ infdomaheeds, information seeking
behaviour, sources and channels of communicatioe stedied to establish entrepreneur

information access use as an impetus to the suo€déssir book business.



1.2 Historical development of the book trade in Kepa

The history of book selling in Kenya can be tratethe 1890s, a period that was marked
by the coming of Christian missionaries and Europ8attlers. It is to this group that
early publishing in Kenya is credited. Before thexiod however, Arab traders, the first
arrivals to the East African Coast had brought wltbm Islamic teachings. They ruled
Zanzibar and part of the Kenyan Coast where thayamged confined. Their teachings
were mostly conducted iitMadrassas’through oral means and therefore did not have
much influence on the developments in the publglsicene. This was attributed mostly
to the fact that the Arab interest was in trade ihtbey engaged in slaves and ivory

trading (Ndegwa, 1973).

European interest in East Africa and by extensiemy@ was fuelled by many factors.
However, the dominant factor that eventually madeossible for them to penetrate the
interior of Kenya was the Christian missionary et (Ndegwa, 1973). The coming of
missionaries created the need to have close contticthe local Africans and therefore
the necessity of learning their languages and tegadhem how to read and write. This

led to a need to have books printed in these lagggiéNdegwa, 1973).

Dr. Ludwig Krapf, who is said to have been lookiiog an alternative route to Ethiopia,
became the first missionary to explore the Kenyaintand. He set up a missionary
settlement in 1875 near Mombassa Main Island angedat Freretown which was then

used to house freed slaves. This settlement dexlapd later became the head quarters



of CMS work in Kenya whereby a printing press wastalled in 1887 (Ndegwa, 1973).
Significant work was not reported from the pressilut890 when it began printing

translations of the prayer book and hymns in variernacular languages.

The advent of book selling in Kenya is traced t84.8&hen the CMS started a bookshop
initially based at the Headquarters in Mombasa latgr extended its influence by
opening branches and depots in mission statiodgfarent parts of the country. Notably
bookshops were opened in Nairobi, Central KenyakuNg Maseno and Butere in
Western Kenya. Other bookshops that opened ardumddme period and which were
not Christian oriented were the East African staddand S.J. Moore Bookshops. While
these two catered mostly to the European populanzhthe more educated clientele, the
CMS bookshops were interested in the African pdmriaand sold mostly religious

books and vernacular publications.

The CMS bookshop is thus recognised for its pianggposition in the development of
commercial publishing and book trade in Kenya. As €MS bookshops increased in
number and business expanded, a manager, Mr. Gl@rRichards was brought in from
Britain in 1935 to run its affairs. Richards latexcame instrumental in the setting up of
the first commercial publishing firm in Kenya, tiddia Kuu Press’, a corrupted Swalhili
term for ‘Njia Kuu’ meaning Highway Press which wstarted during the 1939-45 war
(Ndegwa, 1973). In this pioneering position the ksbwp performed the dual functions
of publishing and bookselling. Establishing a prigt press was meant to ensure a

contant supply of books for the bookshops.



Business for the CMS bookshops began to decreakevantually ceased around 1965
when a new manager, Mr Brown was employed to repMc Richards. At around this
period, Mr. Richards was appointed by then Colofdalernment to start a publishing
firm, named the EALB (East African Literature Bunganow KLB (Chakava, 1996). The
CMS bookshops were eventually sold to the EducaliSapply Association who did not
continue with the bookselling business but insteaticentrated on the publishing

(Ndegwa, 1973).

Kenya’'s book-trade, however, survived its relegatim second place and is reputed to be
one of the most active in Africa with the bulk dfettrade consisting of small-scale
businesses, which are urban-based. As Rotich (288i@)s out, there are bookshops of
various sizes in Kenya, which are concentrated ajonmurban areas. This situation goes
contrary to Kenya's population setup where mostppedive in the rural areas.

Consequently, there is a major imbalance in acte$®oks and other products of the

information industry.

Other features of the book trade in Kenya as dige@®dini (2002) in his contribution in
the book ‘The book Chain in Anglophone Africa’ edditby Roger Stringer, e book
chain in Kenyaare:

* A low level of literacy- meaning that a sizeable proportion of Kenyares ar

excluded from readership;



 The dominance of books written in the English laggs which means that
people with basic literacy skills in Kenyan verniaculanguages are excluded
from using books, sold by bookshops or stockedlrgadies as so few of them are
available in the vernaculars.

* The absence of a reading cultusehich results in few individuals buying books
and other reading materials.

» The Kenyan culturewhich encourages people to spend their leisures tin
sporting activities, recreational places (barsel®)t and in churches and mosques

rather than spending it reading.

Additionally, the Kenyan book trade is charactetibg the high cost of books, especially
textbooks. Books are treated like other common codities and are not regarded as
special or unique products. This situation discddsg Makotsi and Nyariki (1997) has

limited the ability of many Kenyans to have accéssinformation, knowledge and

education. Also, unlike other products which can fmerchased according to an
individuals taste or class, books in Kenya arerd quality (paperback versions) which
both the rich and the poor alike would have to biiyis is in contrast to developed
countries where hard cover and paperback editidrisooks are produced to suit the

preferences of the users.

Regarding the types of bookshops, Muita (2001) ikt bookshops in Kenya can
broadly be categorised into two as those privatened and the institutional. He

describes privately owned bookshops as businessas as sole proprietorship,



partnerships or private companies. These are thse thrat form the majority and seem to
be the most successful. They are, however, limitethe variety of books and other
materials on offer and often customers have to @ititcer means of acquiring the books
they need. Institutional bookshops, which includaversity, research and religious
establishments, also experience similar probldm$act, most institutional bookshops

rely on the parent institution for financial suppor

Bookshops in Kenya can further be categorised adeshle and retail. The wholesale
trade is, however, not clearly defined as theseuawally retail bookshops that are able to
service other weaker bookshops. Notably, bookshop$ound in urban areas throughout
the country with most towns both big and small besequately represented while the

rural areas are not adequaltly provided.

1.3 Development of the book trade in Nairobi

Nairobi City is the capital of Kenya and is locat®dand 16’s 3B at an altitude of 1,660
metres above sea level. It derived its name franMhasai term ‘Enkare Nairobi’ which
means a place of cold water. The City serves ahé¢laelquarters of Nairobi Province,
which is the smallest province in the country. ikimlother provinces however, Nairobi
comprises only one District. Nairobi District isvifled into divisions, currently eight (8)

in number and comprise fifty (50) locations.



The divisions and locations are in place to easuiradtrative decision-making. The
Province also has eight constituencies, which v¥ollthe same boundaries as the
administrative divisions (which is not the casehwnost other districts in the Country).
Constituency names do not necessarily tally withsthn names. Starehe Constituency
for instance is in Central Division, Langata Consncy in Kibera Division and

Kamukunji Constituency in Pumwani Division.

The City is the commercial, industrial, politicadamomic and social hub of Kenya. As
Nyakaana (1996) observes interest in Nairobi asnantercial centre developed as early
as 1899 with the commencement of the constructiothe Kenya Uganda Railway in
Mombasa, a coastal town of Kenya. The unique lonabf Nairobi also led to the

transfer of the then colonial capital from Machako4907 to its present location.

Origins of the book trade in Nairobi can be traced1910 when the East African
Standard Limited a pioneer newspaper publishingmsgtion moved its head quarters
from Mombasa to Nairobi and opened a bookshop wtdetinuing to produce the
Newspaper. During the same period other bookshppeeal business in Nairobi among
them the Church Missionary Society (CMS) and S.biMdoth of which are no longer

in existence.

The East African Standard, however, still carrieswith the business of newspaper
publishing. At the time of their existence, the ristard and S..J. Moore Bookshops

targeted mostly the elite of the time who were yost European and Asian origins.



Consequently most of their book stock consistedoogign publications. The CMS
bookshop whose interest was to spread the gosplehsats target clientele within the
African population. Since the church had a locahtprg press, a large proportion of its

stock consisted of local publications.

Modern book trade in Nairobi can be traced to trendfer of TextBook Centre,
Bookshop from its then location in Murang'a, a towmnCentral Kenya, where it was
established in 1958, to Nairobi in 1964 (Shah, 208% present Nairobi has over 300
bookshops of which 287 are registered memberseoKdnya Booksellers and Stationers
Association (KBSA) (KBSA, 2002). The book tradeNiirobi continues to perform the
crucial role of being the link between publishensl #he end consumers. As indicated in
the KBSA report (2002), the number of bookshopdlairobi has increased from about

30 in the 1980s to the present figure of over 3@6kkhops.

The book trade in Nairobi is supported by the exise of the more than 45 publishing

firms with about 30 of them being members of th@y&ePublishers’ Association (Muita,

2001). Textbook publishing is still the main aréguoblishing for most firms making up

about 90% of the Kenyan book business. This treradisio exhibited by the book trade.

1.4  The book trade and the larger information marke

The book trade is an important component of theewidformation services market. As

Stroemann (1992) explains, the larger informatioarket comprises other service
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producers and organisations embedded in a dynastérdgeneous environment, which
has an influence on, and impacts on the actorgorMators in the information market in

which the book trade operates include:

* Producers these are manufacturers of the products to lereaffto the market which
in the book trade are represented by publishers.

* Information distributors these are distribution channel agents and network
management corporations among others which faeilitae exchange of information
between information producers/suppliers and infeiona services and between
information services and their customers. They &apresented by the various
associations of the book trade and bibliographreegation agencies.

» Clients These are customers of the information servicesiaclude the book trade
and other players.

» Support servicesThese include publishers’ sales representatives iafiodmation
technology and management support services likdweae and software providers, or
telecommunication service providers.

» Competitors these comprise other bookshops and organisati@tsprovide similar

or related information services or use such sesvice

The wider environmental context according to Straem (1992) also impacts on the
operations of the service entity under considenatios therefore not possible for players
to operate in isolation. Being participants in theger information market actors in the

book trade have to observe a host of market rulesragulations such as government
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regulations, competitive behaviour, copyright, pay, libel and defamation laws among
others. They also have to be aware of institutsarh as associations and lobbies, either

those of the immediate professional environmemfather market participants.

The entrepreneurs would need to liase with theouarassociations of the trade inlcuding
the booksellers’, publishers’ and library assooii They would also have to observe
other laws such as taxation, labour relations afelty standards. Issues of technological
developments would have to be monitored as thelddmave an impact on how services
are delivered as well as provide new and innovatwags of service delivery. Other
concerns include socio-political changes like clegng consumer tastes and preferences,
political reforms and changes in government pddidieat impact on the trade such as
education policies. Economic changes should alsoflm®ncern as they impact on the

individual and by extension the national purchagioger of the population.

1.5 Statement of the problem

Book trade entrepreneurs work in a highly dynammeimnment in which access to
information is crucial for business success. Thekgeound information to the study
indicates a clear need to have an information sysfeat would enhance access to
information by book trade entrepreneurs. Considgtire role of the book trade in the
overall progression of the different facets of oadil development information access by
entrepreneurs that can facilitate provision of make in bookshops according to

consumer requirements is paramount. Further, cagrygut business using deficient
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information skills and systems means that entreqarehorizons are limited thus leading

to poor customer services and eventually to logsading opportunities.

Stock is the lifeline of any bookshop and a gresdlaf care must be taken in making
stock selection. This involves having relevant ibidplaphic tools and also having the
ability to use these tools for business succesghtRstocking leads to a good stock
turnover and therefore more profits, while wrongcking can lead to money being tied
up unnecessarily which eventually may lead to les&nce the type and quantity of
stock to buy is dependent on individual charadiessof the bookshop and skills and
book knowledge of the entrepreneur, successfukstgaequires that the entrepreneur

understands the market and particularly what tls¢orners want.

In accomplishing these tasks, entrepreneurs reguitable information systems to aid
the decision making process. Also crucial for badde success is the existence of
channels that would facilitate efficient and codte@ive communication between
entrepreneurs, their suppliers and the consumessthAy carry out the bookselling
business, entrepreneurs continually need to conuateiwith the suppliers on issues

such as availability of stock, the prices, delivergdes and terms of purchase.

Considering the poor performance of Kenya's boo&ddr in meeting consumer
requirements, it is obvious that the existing infation services in Kenya are inadequate
in meeting the unique needs of book trade entrepimsnn the day-to-day work situation.

It is evident that the information services weré created with the needs of all possible
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users taken into account. There seems to be aniecb between services offered by
book trade information service providers and wimdteppreneurs need in order to succeed

in their businesses.

Since book trade entrepreneurs face numerous pnebiecluding under-capitalisation
and personal limitations such as low educationaklge and inadequate training in
information skills, how can they find the needetbimation and at whose cost? What
information needs do entrepreneurs actually have@ldCthe fragmented nature of
information service providers of the industry berhenised for better information access
and use? Have developments in information and camuation technology (ICT) helped

in bridge the information gap?

As an important component of the larger informatioarket, the book trade remains an
essential agent in information acquisition, storagd dissemination both nationally and
internationally. Taking into account the centraler of information in almost every
aspect of individual, organisational, national agidbal sphere, a study undertaken to
investigate access to and use of information bkliamle entrepreneurs is justified. This
study therefore sought to investigate access td,ume of information by book trade

entrepreneurs by studying their information nesdsking behaviour and use.
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1.6

Aim of the study

This study sought to investigate access to and afisenformation by book trade

entrepreneurs in the work situation in Nairobi axdmined the extent to which existing

information systems met entrepreneurs’ informatieads.

1.7

Objectives of the study

The objectives of the study were to:

=

Identify the information needs of entrepreneurthmbook trade in Nairobi.
Establish the information seeking behaviour oféh&epreneurs.

Determine how the entrepreneurs use the informaioopired.

Identify the information sources and channels abdd to book trade
entrepreneurs in the work situation.

Identify macro and micro environmental factors timapact on an entrepreneur’s
day to-day work situation.

Analyse the communication process among entreprerawd between them and
their suppliers and consumers and to establishtheware linked.

Identify problems that hamper the smooth flow dbrmation in the book-trade.
Offer suggestions on how current information segsito the book trade could be

improved to enhance entrepreneur access to anof ugermation.
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1.8

1.9

Research questions

The study was guided by the following research tioes.

1. What activities in the day-to-day work situatior lbook trade entrepreneurs to

experience an information need?

. For what purpose did book trade entrepreneurs imdé@anation?

. What type of information did book trade entrepreseneed to satisfy their

information need?

. How did the entrepreneurs seek for information?

. What sources of information were available for bdokde entrepreneurs to

consult?

. What was the order of preference in use of inforomesources?
. To what use was the acquired information put?

. What main constraints affected access to and usefaimation by book trade

entrepreneurs?

. What form of information system and structure wasjuired for optimum

information access and use by the entrepreneurs?

10.What suggestions could be made to improve infownaservice provision to

book trade entrepreneurs?

Assumptions of the study

The study was based on the following assumptions:

1. The value and effects of information in enhancingibess progression is yet to

be appreciated by players in the book industryuidiclg book trade entrepreneurs.
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Furthermore, the book trade has not been actifighting for the enactment of a
national book policy and an information policy.

2. Book trade entrepreneurs in Nairobi have inadequdt@mation provision on
important factors such as training opportunitiespdpct knowledge, market
identification, the prevailing industry rules anegulations, stocking decisions
and funding sources. The problem is caused bygafeated information service.

3. As a result of the inadequate understanding of ittfermation needs and
information seeking habits of book trade entrepuesiethe existing information
systems of the book trade industry are inefficiamtl ineffective in serving the
unique needs of the intended users.

4. Due to the existence of an information divide, baokde entrepreneurs in
developing countries are disadvantaged in acceasdause of information. The
inability to access and use information is attrdolto lack of information literacy
and low educational levels.

5. It is possible to develop improved information gyss for the book trade if we
have a better understanding of the information sesfdthe users through the

conduct of research.

1.10 Significance of the study

This study, to the best of the researcher’'s knogdedorms a pioneering work in the

study of access to and use of information by en¢regurs in the book trade in Nairobi.

As a user study, it offers an insight into the miation needs and information seeking
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behaviour of book trade entrepreneurs which camudssl as a basis in developing an
appropriate information system. Such a systemrefted, would take cognisance of

unique information needs of book trade entrepreeur

Currently, Kenya lacks national information and bpolicies. As a result, the book trade
operates without formal guidelines on the roledhaf different players. Through such
research therefore, it is possible to formulatecpes founded on the true reflection of the

needs of beneficiaries.

The book trade plays an important role in the déndormation service by bringing
together authors, their books, the publishers aodkbconsumers. This function is
accomplished successfully when the book trade ig &b offer consumers books
according to their tastes and preferences. Finddhgjsis study may help in designing an
information system that is sensitive to informatreeds of users, in this case, book trade

entrepreneurs.

1.11 Scope and limitations of the study

In investigating the access to and use of inforomaby book trade entrepreneurs in the
work situation in Nairobi, this research considetbd book trade in its distributive

perspective of booksellers to end user through &logbs. Bookselling outlets such
supermarkets, petrol station convenience storestitutional bookshops, religious

bookshops and book vendors were outside the rdsestope. Focus was put on

18



commercial bookshops in Nairobi by virtue of thestocking which gives a more

representative picture of the books available liother bookselling outlets.

Since the aim was to get representative viewssoieis affecting book trade entrepreneurs
in the process of information access and use, teffeere made to reach the furthest
possible boundaries of Nairobi which covered thghtedivisions of the City namely

Central, Dagoretti, Embakasi, Kasarani, Kibera, 8da, Pumwani and Westlands.

Bookshops in the City environs which fell outsitie tlivisions were left out.

The study also focused on entrepreneurs’ informatieeds and did not therefore
investigate information needs of employees exasph the entrepreneur’s point of view.
Intricacies of bookselling were also outside thepscof the study as such a focus would
have disrupted the in-depth investigation of baaklé entrepreneurs and their problems

in information access and use.

Owing to the sensitive nature of business, some=praneurs declined to be interviewed.
Largely therefore, purposive sampling based on mtnepreneur’s willingness to be
interviewed was used. A lot of time was spent ggttisomeone known to the
entrepreneurs to make initial contacts. This, hasedid not affect the findings as a
majority of the entrepreneurs opened up after these assured of the confidentiality of

the information they gave and discussed.
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CHAPTER TWO

2.0 LITERATURE REVIEW

2.1 Introduction

This chapter reviews literature on important aspeaft the book trade including its
developments, distribution role and informationuss relevant to understanding
information needs, information seeking behaviouwt ase by book trade entrepreneurs.

A critique of related studies is offered to givegpective to the present research.

2.2  The book as a product

A product is what one prepares to present to tinswoer as a commodity or service that
will satisfy the demand for that commodity or seeviThe book as a product therefore is
what the bookseller presents to the customer imaxge for money. The customer
enjoys benefits of information as contained in lo®k while the bookseller expects to

make a profit from the sales.

According to the Shorter English Dictionary:

“a book is a collection of sheets - usually papees) fastened together and protected by a
cover which do form a genuine unit”.
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The United Nations Educational Social and Cultu@aganisation (UNESCO) (1972)
define a book as:

“Sheets of paper of more than 49 pages excludiegctivers that do form a genuine
unit”.

These definitions while describing the physical eetp of a book fail to recognise
intrinsic values most of them intangible that axperienced when individuals come in
contact with books. Indeed, in society books arehmmore than artefacts. Elaborating
on this fact, Zeleza (2002) explains that bookst@ionmore than useful knowledge or
information; they are reservoirs of human actigitgéend fantasies, bequest of a purposeful
consciousness. Books can also be described asryiteompositions that are used in
society for among other things knowledge acquisiaod transfer, for education, and for

the communication of cultural values.

As products books have an edge over other comntioncanedia by the length, overall
general convenience, physical attractiveness, siatgociety and relative cheapness. A
book, for instance, has no need for a power soaftey, sales service or maintenance in
the same way an electronic device would require. vérsatile nature of books allows for
a wide variety of distribution that creates boolsihess. Like other products on offer in
the market, however, books compete against diffef@ms and formats of learning

materials and processes, entertainment and infmmspurces and channels.
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In contrast with other products, however, booksehamique factors that make them
different. The most outstanding factor arises fribra relationship between the author
and the publisher. Under normal trading terms,pifuelucer is usually the owner of the
end product. Books as products, however, are résedras ‘property’ of the author
under the copyright law. The law recognises thth@uof a book as the owner of
‘intellectual property’ arising from the publicatioPublishers though providing funding
in facilitating the totality of the origination am@toduction process cannot be considered
or recognised as ‘owners’ of the book. The deabegveen authors and publishers is
done under contractual terms. Other factors thdtenteoks unique include the many
forms it can adopt, like, trading in them undetisgland buying of rights and possibility

adapting to a multiple formats.

2.3 Book trade developments

The book trade has developed over time from oralraanication to the present time of
information technology. This evolution of informati and its communication is as old as
the existence of mankind. As a social being manahaays devised and found ways of
communicating according to the various demandsisswes that have come his way. The
oldest form through which man communicated is tglooral communication. As they
evolved, however, and as challenges presented #heess they began to device means

other than oral through which to communicate ariddable to pass information.
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Discussing orality as a precursor of script, On@g0@ presents a picture of resistance to
change that existed then, and which can still jEeegnced in the modern world. In his
writing, Plato an eminent philosopher and studeintSocrates, expresses Socrates's
displeasure at the introduction of written formgsh

“It is inhuman pretending to establish outsiderfiad what in reality can only be in the
mind. It is a thing, a manufactured product. wgtidestroys memory. Those who use
writing will become forgetful relying on an extetngesource for what they lack in
internal resources. Writing weakens the mind” (Q2@f)2).

It is notable, however, that though rejecting tleeadh for written communication, those
raising objections presented such objections intimgi (Ong, 2002). Like other
momentous changes, the move from oral communicatidhe written form was strong

and therefore unstoppable hence the creation déshoo

2.3.1 Historical perspectives of the book trade

Since man begun to communicate through means tther oral, there was a need to
have communication stored especially for future aiséor access by a larger audience
(Zelega, 2002). Writing on historical developngenf the book trade Feather (1988)
explains that books became products of commercen dafore the invention of

typographic printing. In this regard, bookselleen aightfully be said to have been the
earliest forerunners of the book trade. Furthebaiating on the pioneering role of the
book trade, Feather (1988) states that commerciek ltirade is known to have taken
place in ancient Athens as authenticated in Romaugh the sales of publications such

as “the Egyptian Book of the Dead” a favourite pedtion for the high in the society
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who had lost loved ones. He elaborates that inetlsesly period scribes working for
booksellers made copies of text for individual onsérs, or for authors to distribute to

their friends, or even, speculatively for the beekers to offer for sale.

The fall of the Western Empire at the beginninghef 5" century AD caused the copying
of manuscripts to retreat into monasteries, amndag not until the twelfth century that it
emerged again into the public sphere. The re-emeegef the book did not alter the
distribution process as booksellers continued tdopa all the functions of the book
trade which included, reproduction of copies mostignually through the use of scribes

and selling in single or few copies as could belpoed.

Information record, its presentation and multigiica of copies improved and changed
dramatically with the advent of the invention opegraphic printing in the mid 5
century. The change popularly referred to as thmok revolution’ is credited to a
German Gold Smith, Johann Gutenberg (Feather, 1988his invention, Gutenberg
realised the letters of the Latin alphabet whenimaated in varying combinations could
produce words in most European languages and tial€oese letters are twenty-six in
some languages as in the English alphabet and ywiemt in some as in the Kiswahili
alphabet. Important outcomes of the invention gbtyraphic printing were the increase
in number of copies of books that could be produeader circulation and the separation
of functions of the industry into publishing, primg and distribution which gave rise to

book business.
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2.3.2 Contemporary book trade

The period marks the increase in the number ofesoproduced and provided the
possibility of wider circulation. This introducticof mechanised publishing while having
the advantage of increased players however, brouigitit new problems with regard to
distribution. Earlier, booksellers performed allnftions of the book-trade which
included searching for manuscripts; ensuring miigégion of copies and performing

book selling functions.

As demand for books increased there was a neegrémsision of books to meet the
changing consumer tastes and preferences causksetiecs to be overwhelmed leading
to libraries becoming focal points for greater asc® books. The problem was however
only partially solved as there were a large majaoit consumers who preferred to own
copies of their own. It became imperative thereftmestart outlets through which

consumers could buy the books they wanted. Boolssivape the result.

The ‘book revolution’ caused realignment in theusuly that led to the creation of
defined job roles, as we know them today. Indeed karge extent, the unwritten law in
the modern book trade is for authors to write, @higrs to produce, printers to facilitate
multiplication of copies, bookshops to distributedalibraries to provide for greater

access to books.
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The advent of, and greater use of computers fraanst#ttond world war onwards and
particularly the increased access to the World Wideb (WWW) from the 1990s,
opened up an era of life without frontiers. In theok trade, business can be conducted
both in the traditional bookshop system and onitibernet. The use of the Internet for
business transactions means that consumers have amtions when it comes to

accessing products of the book industry.

2.4 Environmental contexts of the book trade in Keya

“Kenya is a land of variety; variety of human besngf wild fauna and flora, of scenery
and climate. It is a land too of great variety pportunity for those who are not afraid of
real hard work and are prepared to venture thargees and capital” ( Ncebere 2003).

As with other businesses, the book trade operaithénva given business environmental
context. The prevailing circumstances within thesibass environment very much
determines whether it would be conducive or nordaaive. Kibera (1996) explains that
“for a business to take place, it has got to exnst operate within a context of an internal
as well as a larger external environment that prtsseoth opportunities and constraints”.
This observation is true of the Kenyan Businessifenment, which as is detailed here,

consists of unique factors including physical, d¢nistal, economic, socio-cultural and

technological that affect business processes. Tiaet&r's are individually examined.

2.4.1 The Physical Environment

Kenya'’s physical environment has played a maja molmaking the Country particularly

attractive for investment. In detailing the unigphysical characteristics of Kenya,
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Ogonda and Ochieng (1992) state that the repulbli€emya today covers an area of
some 582,646 square kilometres of which water esarfaccupies 13,393 square
kilometres. Mburugu and Ojany (1988) state thaty&eis situated on the upraised part of
the eastern portion of the African continent astticde equatorial latitude, a situation that
gives it a warm tropical climate with varying veggon types. The Northern part of the
country is generally dry, characterised by send-aonditions. It also has a fairly good
inland water supply, the Tana River, Athi, Nzoiaal®, Nyando, Lakes- Victoria,

Nakuru, Turkana, and Magadi Naivasha. The Indiaea@rovides one of the best ports

worldwide, and is situated in the Country’s sectargest city of Mombasa.

Kenya’'s climatic conditions and physical featureovie both opportunities and
challenges as far as the book trade is concernlee.Country for example, does not
experience extreme weather conditions such as mame summer making it possible to

do business without having to make major adjustmalhtyear round.

2.4.2 The Commercial Environment

The commercial environment is the prevailing bussneatmosphere in which

entrepreneurs trade. Historically, Kenya’'s businesgironment is closely intertwined

with the history of mercantilism in Africa. In nating this history, Ochieng (1992)

details that Africa was visited and penetrated bpresentative merchants of ancient
Mediterranean civilisations — Greeks, PhoenicidRemans, Vandals and Vizantiles
between 500 BC and the Christian era. Trade betwesse merchants and Africans was

enhanced by the presence of the Indian Ocean wpaticularly opened up routes into
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Sub-Sahara Africa. A notable feature about thisyeaading however was its unequal
and generally imbalanced nature. This situationatrex especially prevalent between
1498 A.D. and the 1®Century when there was increased interest botthéyFar East

traders and the newly arrived Europeans.

The 19" century is particularly noted as watershed peiiolenya’s historical business
environment. This period according to Ochieng ()9®2as crucial for Kenya in many
ways. It was the period during which the Europeattl&s, Missionaries, and the Arabs

begun to make their influence felt beyond the Cbgishoving inwards to the mainland.

As the exploration of the mainland continued, tBatronship between the Europeans
and Africans began to change with the Europeansgdatontrol of the land by colonising
it. Reasons for colonisation can be deduced froenftlowing quote from (Ochieng
1992):

“It is increasingly believed by historians that af the factors that led to the colonial
form of imperialism, the needs of the emergent #tdal capital in the 18 and 14
Centuries were the most crucial. Europe needed etarfor her industrial products.
Colonies were also profitable because they providedstors and traders with cheap

labour and cheap goods. Thus the industrial relviuvas decisively the major factor
that led Europe to conquer Africa”.

The eventual colonisation of Kenya took place i®@3.8hen the country was declared a
British Protectorate (Salim and JanMohamed 1988)is Tperiod also marked the
foundation of modern business in Kenya includingt tbf publishing and book trade.

During this time the barter system of trade wagdbr replaced by a monetary system
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which in this early period was conducted by usthefindian Rupee. It is also around this
period that formal education was started in Keriace books and education have a
kind of symbiotic relationship education has com#id to boost the book trade while the

book trade supports education.

Features that mark the current business environnientKenya are the broad
categorisation of the sector into formal and infalrusiness sectors (Ncebere, 2003).
The formal sector comprises manufacturing, indabktparastatal and service sectors,
while the informal comprises of the Jua-Kali andestinformal, mostly small businesses.
As a sector, the book trade falls into the formadibess sector category since a majority
of the bookshops observe formal and legal requingésngertaining to starting and doing

business in Kenya.

2.4.3 The Economic Environment

The economic environment refers to fiscal aspetcte@business environment. Kenya's
economic environment is largely a product of suites put in place during the colonial

era. As Ochieng (1992) states the Country’s ecoa@nvironment is a legacy of the

colonial period with little ideological or structlrbreaks after it gained independence.
Former colonial administrative and economic strreguhave either been modified or
retained in the state in which they were, a situathat often erroneously leads Kenya to
be labelled a ‘neo- colonial’ State. Concurringhnihis view, Ncebere (2003) explains

that in her short history Kenya has been a cagitatate and still projects this image in

the social, political and economic spheres.
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Kenya has made big strides in efforts to give éspgles a better life. According Travel
to Documents Systems (2008) since independendeehgan Government has promoted
rapid economic growth through public investment amcentives to private industrial
investment. The period 1963 to 1973 was one aflrgmwth with the economy growing
at an average rate of 6.6%. The Country’s econ@aitormance during the 1980s and
the 1990s however, saw an unprecedented drop htdopotential. Between the years
1997 and 2002 Kenya experienced the worst econslomcp with the economy growing
at just 1.5%. The extreme decline in economicgrarance was largely attributed to
poor policies both for industry and for businessdequate credit, and poor international

terms of trade.

In 1999, the Government took positive steps onrne$oaimed at improving the
Country’s economy which included establishment ehita Anti-Corruption Authority
and the adoption of measures aimed at improving tthesparency of government
procedures particularly in procurement (Travel Dueats Systems, 2008). The economy
begun to recover in 2003 when a new Government camoepower and registered
growths of 2.8% in 2003; 4.3% in 2004; 5.8% in 2003.% in 2006 and 7.0% in 2007

(Travel Documents System, 2008).

This upward economic growth, however, was disrufigdhe violence that broke out

after the December 27, 2007, general electionpghedlysed the economy in January and

February 2008. During this period, the manufacty@md service sectors including the
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book trade cut back on operations and were toge laktent grounded. The signing of a
reconciliation agreement on ®&ebruary, 2008 put the economy back on track @rav
Documents System 2008). Further strengthening fitert® at economic growth the

Government unveiled Vision 2030 that advocates dod spells out structures for
improved delivery of government services, addregsinuctural reforms, investment in
infrastructure, especially roads, improved intermatess, reduction of chronic instability

caused by crimes and improved economic governance.

The book trade being a business industry also dedopoor performance proportional to
the general economic situation for the periods hctv the economic situation was in
decline. A report prepared the KBSA (2002) captutez situation in the book trade in

Kenya as the Chairman states:

“KBSA wishes to draw your attention to the intriegbroblem of under capitalisation
experienced by majority of bookshops Kenya-wideol&ounlike consumable items like
sugar tiesup a lot of money in the form slow mowstock. Our sales are hinged entirely
on education books because our readership haletdaaroff the western countries
reading society. Our annual book turnovers are stogenerate enough working capital
to sustain even our basic commitments like staffjega electricity, water telephones,
rents and short term overdraft loans to mentionaé#w due to borrowed money our
profit margins are greatly reduced”.

Anzar (2002) delineates the relationship betweeanewmic performance, business
progression and education by stating that with@anemic guarantees, booksellers are
the first to feel the brunt of economic recessibrotigh the disappearance of reading

habits or the changes of mood of the governmetiteoflay in textbook policies.
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As demonstrated in the MPND (2003) report, eduoaitogiven prominence as a key
determinant of earnings and therefore important mxite from poverty. Education also
improves the lives and well being of individualsdaby extension that of the larger
society. In most cases, high educational attaindoerda household reduces the likelihood
of a household being poor, likewise, the educatideeels of mothers significantly

affects the health status of the entire family.

As part of addressing economic challenges fadmgeople, the Government of Kenya
introduced free primary education and substantiadlyised the curricula to reduce the
financial burden of education (MOEST, 2003). Measuwere put in place to aid in the
attainment of the government objectives. These areasncluded:
» Optimal staffing (student teacher rations of 40:1)
* Increase availability of textbooks to achieve aiptgxtbook ratio of 3:1 in the
early grades and 2:1 in higher grades.

* Sensitisation of communities on the benefits ofcadion

Considering that issues affecting education ultglyahave a corresponding effect on the
book trade, it was inevitable for the book tradeb® looked upon to provide the
necessary textbooks to meet the educational obgscas put forth by the Government.
Since education is accomplished through schoolskdmlers have to place greater
emphasis and focus on schools. The spread of shwolughout the country means that

the distributive aspect of book trade has to beentanrgeted and well thought out.
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Emphasising the critical role of book distributioAznar (2002) argue that book
promotion and distribution are in particular ardsioand difficult tasks that are
undertaken by booksellers. He further suggests thabne is interested in the
development of a vibrant and healthy book industmg have to reckon with the

importance of book selling networks at nationagioaal and international levels.

Kenya has continued to encourage integration vathional and international bodies as
part of its strategy at economic growth and exgandimportant organisations in which

Kenya is a member are:

* African Union (AU) formally Organisation of Africa n Unity (OAU)

The biggest regional grouping among third worldrdaes, of which Kenya is a member
is the OAU now AU. Arnold (1994) however observéattsuch groupings are not
always advantageous to member countries. Ofterffiautli discrepancy to understand,
for example, among the African countries is thélat correlation between a country’s
size and its economic strengths. According to himnay seem that the larger the country
the weaker its economic abilities. This phenomemorviewed to have led to the
insignificant negotiating power of many African ecares in major world bodies such as
the UN and the World Bank. The resultant effect hasn that many resolutions are
passed which, in most cases, are unfavourable ticaAf A case in point that
demonstrates Africa’'s weak bargaining power was itmeoduction of Structural

Adjustment Programmes (SAPSs) by the World Bank&1990s. The SAPs were meant
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to openup country markets through liberalisatiod ftee market economies. It is largely
the introduction of SAPs that have been blamedslowing down Kenya's overall
economic progress in the last decade (GATT, 19%B4g situation is captured in the
following statement (GATT, 1994):

“Kenya is a low-income developing country with a BPer capital of US$ 347 in 1991.
In the 15 years to 1980, real growth averaged ér8gnt a year but slipped to an annual
rate of 4.2 in the 1990s as macroeconomic imbataoame to the fore”.

The need for unity among African states, howevwgpesseded any set backs encountered
in efforts to come together. This fact became agpavhen individual countries realised
that gaining political independence led to new lemgles more so the challenge of having
to sustain the countries economically. Over therggherefore efforts to maintain

regional integration became a rallying call tocallintries, Kenya being in the forefront.

» African development bank (ADB)
The African development bank (ADB) was establisied964. The bank’s stated aims
were to contribute to the economic developmentsowial advancement of its members
both individually and collectively. It was to proteo public and private capital
investment and to provide capital technical asscaThe little impact ADB made in
member countries was mostly attributed to its extglki African subscription thus it fell
prey to the small size of the economies of most be¥nstates. This weakness was

addressed when the bank opened membership to mara#tountries in 1982.
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» East African community (EAC)

The East African community (EAC) was establishedune 1967 with the membership
comprising of Kenya, Uganda and Tanzania. The obp¢cEAC was to strengthen

economic, trade and industrial ties between thentrms. Its provisions included; a

common exercise tariff, no internal tariffs; ance thstablishment of an East African
Development bank (EADB. Problems for the EAC emérgdaen Tanzania and Uganda
begun to complain that a majority of the econon@néddits went to Kenya due to its then
advanced infrastructure and better developed indusiase. Two factors, however, lead
to the eventual collapse of the original EAC. Thesee the coup in 1971, which brought
General Idi Amin Dada to power in Uganda with te@sequence of the Tanzanian Head
of State Mwalimu Julius Nyerere refusing to meanhand the subsequent quarrel

between Kenya and Tanzania in 1977 that led taltsre of their joint borders.

Following the dissolution of the EAC, former Memb8tates negotiated a Mediation
Agreement for the Division of Assets and Liabiliewhich they signed in 1984.
However, as one of the provisions of the Mediatgmeement, the three States agreed to
explore areas of future co-operation and to makecra@e arrangements for such co-

operation (EAC 2007).

Subsequent meetings of the three Heads of Stat® lgw signing of the Agreement for
the Establishment of the Permanent Tripartite Coseion for East African Co-operation
on November 30, 1993. Full East African Co-operagfforts began on March 14, 1996

when the Secretariat of the Permanent Tripartiten@ssion was launched at the
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Headquarters of the EAC in Arusha, Tanzania. Cemsid the need to consolidate
regional co-operation, the East African Heads at&tat their second Summit in Arusha
on 29 April 1997, directed the Permanent Tripar@@mmission to start the process of
upgrading the Agreement establishing the Permamdpartite Commission for East

African Co-operation into a Treaty. During a ong~gdammit in Arusha, Tanzania on 22
January 1999, the Heads of State of Tanzania, KangaUganda resolved to sign the
Treaty re-establishing the East African CommunBAC) by the end of July 1999. The
community was to take over from the Permanent TitgaCommission for East African

Co-operation (EAC 2007).

In addition to a decision to re-establish the Bdstan Community by the end of 1999,
other issues raised at the EAC Summit of JanuaB@ liicluded the signing of a
Memorandum of Understanding. This included, ForeRplicy Co-ordination; Zero
tariff rates to be adopted by 1 July 1999 and thplementation of COMESA's 80%
tariff reduction objective at the same time; settimp of a mechanism to deal with

terrorism in the region.

A meeting of experts that took place at the EACr&aciat in Arusha from 28 June to 7
July 1999 resulted in the revision and redraftimdrade provisions of the draft treaty.
Members of the three task forces also agreed orcrémtion of a customs union, the
removal of internal tariffs by July 2000 and themowal of non-tariff barriers to

importation of goods originating from the partnttss within twelve months of coming

into force of the treaty. The Treaty for the Esgtithent of the East African Community
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was signed in Arusha on 30 November 1999. The ¥reatered into force on 7 July
2000 following the conclusion of the process of iigification and deposit of the
Instruments of Ratification with the Secretary Gahbey all the three Partner States. The

EAC was inaugurated in January 2001.

During the 5th Summit of the Heads of State andgBdawient, held in Arusha, Tanzania
on 2 March 2004, the presidents Mkapa of Tanzaatigh@t time), Museveni of Uganda
and Kibaki of Kenya signed a Protocol establishimgEast African Customs Union. The
Protocol was ratified by all three member states, @ntered into effect on 1July 2004.
This will create a common market of 90 million pegpvith an estimated US$30 billion

market potential (EAC 2007).

* The Commonwealth
This is not a regional body though it is uniqueitaacludes members of all continents
from both sides of the north-south divide. The aohthe common wealth is to provide a
pattern for co-operation between rich and poor pmderful and weak nations, while its
members embrace most of the world’s races, relgyjoolitical systems, ideologies and
especially putting emphasis upon encouragementeafodracy. A major impact on
developing country’s education systems by the conwealth was to be felt through
subsidies given to selected British publishershwy British government to produce low
priced edition textbooks through the ELBS schemeg@s, 1996). The ELBS scheme

ended in 1995 though other areas of co-operatitintwe Commonwealth are on going.
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* New Partnership for Africa’s Development(NEPAD)

The New Partnership for Africa’s Development (NEPA®also not a regional body; but
rather it is a vision and strategic framework fdriéa’s renewal initiated during the 87
OAU summit of October 2001(NEPAD 2007). The bamsgon and policy framework
document defines the NEPAD vision and lays out allehge and an appeal to all
Africans to rise up to the challenge of betterihgit Governance. Member countries are
urged to become aware of the seriousness of theaffrsituation and the need to
mobilise themselves in order to put an end to &rrtharginalisation of the continent and

ensure its development by bridging the gap withettgsed countries (NEPAD 2007).

The NEPAD framework document calls on the Africaople to mobilize themselves in
support of the implementation of this initiative bgtting up, at all levels, structures for
organization, mobilization and action. The governtmef Kenya in responding to this
challenge established a national NEPAD steering naiti@e (NSC) comprising a
combination of senior government officials, pronmhecaptains of industry, and
distinguished leaders from the civil society andd®mia. NSC serves as:
A broad based, inclusive platform for debating amiting national priorities
within NEPAD framework;
* A vehicle for promoting genuine partnership betwéea government and the
private sector and civil society;
* A mechanism for constructive engagement with dguaknt partners, especially

in the harmonisation of aid flows and procedures;
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* A prominent platform for co-ordinating Kenya's peigation in the African Peer
Review Mechanism (APRM)
» The Kenyan NSC provides oversight to a national NEFSecretariat that was

established to implement its decisions and to sasvthe national focal point for

NEPAD in Kenya.

* Common Market of Eastern and Southern Africa (COMESA)

The Common Market of Eastern and Southern AfricAMESA) was established by the
Treaty signed on 5th November 1993 in Kampala, dgaand was ratified a year later in
Lilongwe, Malawi on 8th December 1994. Member ddes are Angola, Burundi
Comoros, D.R. Congo, Eritrea, Ethiopia, Kenya, Mgzar, Malawi, Mauritius,
Namibia, Rwanda, Seychelles, Sudan, Swaziland, draaz Uganda, Zambia and
Zimbabwe (COMESA, 2007). It was established toaeglthe former Preferential Trade
Area (PTA) which had existed from the earlier daf4981. COMESA was established
'as an organisation of free independent soverdagess which have agreed to co-operate

in developing their natural and human resourceshi®igood of all their people.’

The main focus of COMESA is on the formation ofasge economic and trading unit
that is capable of overcoming some of the bartieas are faced by individual states. In
attaining that goal, COMESA recognizes that peassurity and stability are basic
factors in providing investment, development, tradel regional economic integration.
Experience has shown that civil strives; politicedtabilities and cross-border disputes in

the region have seriously affected the abilityhed tountries to develop their individual
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economies as well as their capacity to participete take full advantage of the regional
integration arrangement under COMESA. It has noenbkilly accepted that without
peace, security and stability there cannot be iafaetory level of investment even by
local entrepreneurs. In pursuit of the aims andedbjes stated in Article 3 of the
COMESA Treaty, and in conformity with the Treaty the Establishment of the African
Economic Community signed at Abuja, Nigeria on 3uhe 1991, the member States of
COMESA agreed to adhere to the following prinCigg®MESA, 2007):

equality and inter-independence of the member State

solidarity and collective self-reliance among themiver States;

inter-State co-operation, harmonisation of poli@es integration of programmes among
the member States;

non-aggression between the member States;

recognition, promotion and protection of human @edple's rights in accordance with
the provisions of the African Charter on Human Bedple's Rights;

accountability, economic justice and popular pgéton in development;

the recognition and observance of the rule of law;

the promotion and sustenance of a democratic sysfegovernance in each member
State;

the maintenance of regional peace and stabiliyudin the promotion and strengthening
of good neighborliness; and

the peaceful settlement of disputes among the mei@tates, the active co-operation
between neighboring countries and the promotioma pleaceful environment as a pre-

requisite for their economic development.
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In line with the all-embracing co-operation in @lonomic and social Sectors, and due to
resources Constraints, the implementation of aw&iand programmes by COMESA
were prioritized to areas where the greatest ingpeatild be made. To that end, member
states adopted the following five priorities to the basis of COMESA's focus for the

next five to ten years. They are (COMESA, 2007):

» significant and sustained increases in productivity industry, manufacturing,
processing and agro-industries to provide competigjoods as the basis for cross-
border trade and to create more wealth, more jodsvere incomes for the people of

the region;

» increase agricultural production, with special eags on the joint development of
lake and river basins so as to reduce dependencaimiied agriculture and new
programmes on food security at the provincial strdit levels, national and regional

levels;

» development of transport and communications infuasires and services with

special emphasis on linking the rural areas with tést of the economy in each

country as well as linking the member States
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* new programmes for trade promotion, trade expansod trade facilitation
especially geared to the private sector, so asdble the business community to take

maximum advantage of the Common Market, and

* development of comprehensive, reliable and up tte daformation data bases
covering all sectors of the economy including irtdys energy, environment,
agriculture transport, communications, investmemd dinance, trade, health and
human resources to form the basis for sound inwstndecisions and macro-

economic policy formulation and programming.

2.4.4 The Politico- legal environment

All aspects of business operations in Kenya areegwd by respective legislation, which
ensures efficient use of the country’s resourcdwyTdirect and control the economy
through measures such as taxation, supply of mandyinflation control mechanisms. It
also guarantees adequate physical and mental yectiworkers at their places of work.
The laws ensure that workers are treated justly famdly in respect to terms and
conditions of service; consumers are protected fe@ploitation by unscrupulous traders
ensures that Business contracts are made fairlgamilactual terms are observed and to
protect the business environment from unnecessasiruttion by business operations.
Among important legislation and regulations thablbdrade entrepreneurs should be

conversant with are:
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» Registration of business
As Ncebere (2003) explains, formal businesses inyemust be registered before or
within fourteen (14) days of starting the busine3a register a business, the
entrepreneur(s) must first decide on the form o$itess ownership that they will
operate. There are numerous forms of businessrshipeopen to entrepreneurs the most
common ones being (Globe Africa, 2003):
- Limited Company - private or public
- Branch of a foreign company
- Partnership
- Sole Proprietorship
- Joint Venture

- Co-operative Society

* Limited Companies
The provisions concerning limited companies aretaiord in the Kenyan Companies
Act of 1962 which is modelled closely on the UK Qumamies Act 1948 (with

amendments).

Limited companies may be public or private. A pter&ompany is prohibited from
inviting the general public to subscribe for itsass, it cannot have more than 50
members, and its shares are not freely transfelatigeen members. A public company

as its name suggests, may offer its shares to @hergl public. There is no maximum
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number of members and its shares are freely traaidé& Such a company is the

equivalent of a corporation in many other countries

» Partnerships
The law relating to partnerships is largely corgdirin the Partnership Act 1962. A
partnership is restricted to a maximum of 20 pessaach of whom is jointly and
separately liable for all debts incurred. If thesembers are exceeded the partnership
must be registered under the Companies Act. A peslip may be formed by any kind
of agreement. This need not be formal but is ugualiwriting. If the partnership does
not trade under the names of the partners, thesesianust be registered under the
Registration of the Business Names Act 1962. Pestiiieg agreements do not have to be
filed in any public registry nor do partnershipdirtial statements have to be published.
Partnerships are not required by law to appointitared although many larger

partnerships do so in practice.

The death, resignation or retirement of any indigidpartner dissolves a partnership

unless, as is usual, the partnership agreemenide®otherwise.

A limited partnership may be formed. The same maxmmumber of partners applies but
at least one partner must be a general partnerisvhable for all the debts of the firm
without a limit. A limited partner cannot take part the management. Limited
partnerships are governed by the Limited Partnprélat 1962 and under the Act, are

subject to registration with the Registrar of Comipa.
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» Branches of Foreign Companies
A company incorporated outside Kenya may carry osirtess in Kenya through a
branch. In order to establish a branch the follgvdocuments and details must be

submitted to the Registrar of Companies:

» a certified copy of the company's own Memorandurmh Articles of Association or

equivalent constitution documents

» a list containing the names, addresses, natiocgmland occupation of its directors
and company secretary

» a statement of existing mortgages and chargesecrdnt the company in Kenya, if
any

» the names and addresses of one or more Kenyaremesidtho are authorised to
accept legal notices on the company's behalf

* the address of the company's registered or prihoffiae

Financial statements of a branch must be deliverede Registrar of Companies. Under
the Companies Act, there is no requirement for@éhfosancial statements to be audited
but, in practice, an audit is usually performedcsirthe tax authorities are reluctant to

accept un-audited branch accounts for tax purposes.
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» Sole Proprietorship
This is a form of business ownership where the owwnacipally runs the business alone.
A sole proprietorship can trade either in the nahéhe owner, or a legally registered

business name.

» Joint Ventures
Joint ventures with Government-owned agencies areowaged. These may be
conducted as a partnership or sometimes as limdetgpanies in which all the parties are

shareholders.

Once the business has been registered, the sqleqtooship and partnerships have no
further legal procedures (Ncebere, 2003). Limitechpanies however must file annual
returns with the registrar general. Failure to fi¢urns over a period of time may lead

the registrar to strike the name of the companyhafregister.

All forms of businesses however are required asla@ to display a copy of business
registration certificate or certificate of incorption in the business premises. The name
of the business should appear prominently on thsidari of the premises where the
business is housed. It should also appear on alhbss official records, stamps and the
company seal and in any communication to the public

» Business licences
Business licences are obtained from the jurisdictb the local authority in which the

business is operating. It is a mandatory requireérfeanall businesses operating in the
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locality. Copies of such licences must be displayesminently in the business premises.
The originals of the licences should be availabtestrutiny from local authority officials

who demand to see them.

Other regulations that book trade entrepreneursldhi® conversant with include:

* Labour Laws of Kenya
According to IO (2004) a Labour Law reform procéssurrently underway in Kenya.
The major regulations covering employment polidiedKenya are encompassed in the

following Acts:

» The Employment Act Cap 226

» The Wages and Regulations of Employment Act Czp 2
» The Trade Disputes Act Cap 234

» The Workmen’s Compensation Act Cap 236

* The Trade Unions Act Cap 233

» The Factories Act Cap 514

* The National Social Security Fund (NSSFJCAP. 258)
The fund is established under an Act of Parliamé&wery employer with ovefive
employees should register with the fund. Employarse expected to register their

employees with NSSF within 21 days once the nurabemployees isive and above.
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* National Hospital Insurance Fund (NHIF)
It is mandatory for employers with employees eagnaver Ksh. 1000 per month to

register with the fund.

. Income Tax Act CAP.470
This tax is administered by the Commissioner obine Tax under the Kenya Revenue

Authority (KRA) (Globe Africa, 2003).

The income tax law is contained in the Income Tax 2973, under which companies
and individuals are taxed. It is administered ki @ommissioner of Income Tax who has
offices in Nairobi, Mombasa, Thika, Nakuru, KisumNyeri and Eldoret. Taxation

changes and amendments to the Act are normallyusced by the Minister of Finance

in his budget speech delivered in June each year.

Tax returns are made in Kenya pounds although émsistency businesses use the
official currency of Kenya shillings. One Kenya paluis equivalent to twenty Kenya

shillings.

In general, the tax department is unwilling to gimdvance rulings on proposed
transactions. A foreign investor introducing a nmgjoject is of particular importance to
the Kenyan economy and may be liable for specficdoncessions, but these would be

negotiated with the Minister of Finance, and nahwhe Income Tax Department.
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* Corporate Taxes
Kenyan income tax is payable at the corporate katecompanies and also by
unincorporated organisations and associations {dkaj partnerships) that have taxable
income as defined by the Income Tax Act. Exemptiamesgranted in case of religious,

charitable and educational trusts, pension trusissame other bodies.

* Taxes on Individuals
Individuals, like companies, are liable to Kenyaodme tax only on income arising in
Kenya. However, in the case of income from emplaymesceived by a resident
individual, the whole of that income is deemed fisain Kenya, whether the duties of
employment are performed in Kenya or abroad andeviee the income is paid. In effect
therefore a resident individual is liable for Kenyancome tax on his worldwide

employment income.

A resident is liable for Kenyan income tax at tloemal graduated rates on income from
employment with a resident employer or a Kenyamgent establishment of a non-

resident employer. A non-resident is liable toheous flat rate withholding taxes.

» Other Taxes include:

- Value Added Tax

- Customs and Excise Duty
- Stamp Duty

- Estate Duty
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- Real Estate Tax
- Motor Vehicles Tax
- Air Passenger Service Charge

- Local Government Service Charge

* Minimum Wages Guidelines

These change from time to time and thus employarst monstantly monitor with the

relevant authorities to keep up to date.

The legal minimum wage for blue-collar workers hretwage sector has 12 separate
scales, varying by location, age, and skill lewelmany industries, the minimum wage
equalled the maximum wage. On May 1 2006, the gowent increased the minimum
wage for workers in both urban and rural areasidhest minimum wage in large urban
areas was approximately $60 (4,638 shillings) pentim and approximately $55 (4,279
shillings) per month in rural areas. (The BureauD&mocracy, Human Rights, and

Labour 2006).

* The Company’s Act
The Act regulates the running of a registered Compan Kenya and stipulates

requirements including:
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» Yearly returns to the registrar of companies whbee main items are; business
location, names of company directors and annual &incounts.

* Filing income tax returns to the commissioner @bime tax.

* The copyright ACT, Kenya, amended 2001

Copyright ACT, Kenya commenced' Rpril,1996 (laws of Kenya, CAP 1983) since
commencement the ACT has undergone several resgigioh975,1983,1988 and a minor
revision in 2001(law of Kenya, CAP, 2001). Basigallhe copyright ACT, Kenya is

similar to the copyright ACT UK.

As a law, the copyright ACT exists to protect aughivom unlawful use of their ‘works’.
The term ‘works’ refers to ideas irrespective dfistic quality as put together by the
author (laws of Kenya, 1983). Parts of Section flthe copyright ACT 2001 that impact

on the book trade expressly states:

1)

a) a person who at a time when copyright subsistsmork:

b) sells or lets for hire, or by way of trade offerpese for sale or hire

C) by way of trade exhibits in public or

d) imports otherwise than for his private and domeasstie,

e) An article which he knows to be an infringing capiythe work, shall be 1guilty

of an offence.
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2
A person who at a time when copyright subsistswogk, distributes-
a) For purposes of trade,
b) For other prejudicially the owner of the copyright,
c) Articles, which he knows to be infringing copiestié work, shall be guilty of an

offence.

* The Books and Newspapers Act (CAP 111) amended 2002

A Portion of the Act that impact on the book tratigtes as follows (section 4):

“Any person who sells or distributes any book owsgaper the publisher of which has
not complied with the requirements of sections,&r® shall be guilty of an offence and
liable to a fine not exceeding twenty thousandlisigis or to imprisonment for a term not

exceeding six months or both”.

2.4.5 The Socio-cultural Environment

Kenya has a rich cultural variety that providesdarinteresting blend of traditional and
modern ways of life. A striking characteristic dfet population of Kenya is its ethnic
diversity as reflected in the 1979 census accordlinthe Official Hand Book Kenya,
(1963-1988), 98% of Kenya'’s total population isAdfican origins of which 99% are of
Kenyan origin. The Kenyan population had mostlyrbderided on linguistic basis thus

putting a figure of over 42 tribal dialects. Int&iagly, the social and -cultural
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organisation of the various ethnic groups is clpsassociated with the linguistic
classifications. Of note is the further breakdoviithe linguistic dialects into sub-dialects

which brings Kenya’s linguistic dialects to a figuapproaching 100 in number.

The rich cultural diversity with the attendant éetls pose a major challenge to the
publishing and book trade industry in Kenya dughe splitting of markets into very
small and potentially unprofitable units. Furthemplicating the Kenyan book market is
the recognition of Kiswahili a language understdog a large proportion of the
population as a National language, and Engliskanguage understood only by those
who have gone through formal education- as theciafflanguage. There is always the
possibility of individuals being conversant in Kigkli yet be unable to read and write in
the same. This could be among the reasons for #reyah book industry remaining
mostly textbook oriented. Other issues arising ftb socio-cultural environment is the
religious diversity in the Country. Major religisnin Kenya include Christianity and
Islam with Buddhism and African religious worshigkmg up a small group. At present,
it can safely be argued that religious publishimgenya takes up a bigger market share

compared to general publishing.

2.4.6 The Technological environment

Kenya's telecommunication services are fairly gesgecially when compared to other
countries in Africa. The Country has made big ssidin providing an enabling
environment for technological advancement. Inteooginectivity particularly in Nairobi

is fast and power outages are fewer. What is pigbalsking is information literacy
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among a large proportion of the population a fattat denies them opportunities of
exploiting the benefits of technological advancemtnthe fullest. Kenya presently
enjoys the services of two mobile telephone serprogiders and other wireless services

as provided by the Country’s Telecommunication pter Telkom.

An aspect of the technological environment that impact directly on the book trade is
the impending advent of e-learning in Kenya. Cuiyerthe Ministry of Education is
seeking alliances with ICT providers to come uphvgtrategies and accessories that will

aid the implementation of the grand plan.

Top in the plan for e-learning is the provisionesfextbooks. As detailed in the Daily
Nation of Friday, 8 June 2007, under a NEPAD initiative, Kenya hasaaly launched a
pilot project where an initial number of six sch®alre involved in the project where
students use computers for learning. In the wofdie® Minister of Education, Kenya,
Daily Nation (2007), a shift from traditional teach methods to e-learning would
address the problem of access to the educationpaper further adds that software is
being developed to digitise textbooks and to previor a virtual library with over 15
million textbooks. Since the functioning of ICTdspendent on availability of electricity,
which is a major requirement, the Government habaeced its efforts at rural
electrification. Though the availability of ICT s#res across the Country is still
unsatisfactory there is no stopping the move towaeghnological dependence. As it is
today, Nairobi leads in the availability of techogy and also with at least 56 percent of

the fixed telecommunication network. in the couridgily Nation (2007).
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The prospects of implementing e-learning sent siveakes to the publishing and book
trade industry with Kenyan publishers expressingceon that the plan should not take
force until important issues of policy and copytigiere considered (Daily Nation May
31 2007). Through the Chairperson KPA, publisherslanrpd that while appreciating
that the digitisation of textbooks is inevitabledamprerequisite to e-learning, the process
has to be systematic to ensure the interests dbeitand publishers are preserved. A
legal framework that safeguards publishers fronsdesand which would also guard

against digital piracy of textbooks must first he m place.

It is obvious that dynamism in consumer book needtsespecially the fact that different
formats of the product are fast becoming part & tonsiderations of book trade
entrepreneurs, the book industry and particuldnly ook trade requires adequate and

efficient access to information as well as theighib interpret and use such information.

25 Book market development

Book market development refers to various ways rapdns employed in increasing the
market share of a book. The existence of a magkgely determines the survival of the
book trade. Important issues and institutions ity a role in book market development

are here presented.

2.5.1 The role of literacy

Literacy is the ability to read, write and compnetienformation as presented in a book

or other media. Central to reading is literacy, alisuthe end result of education.
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According to Zelega (2002) reading and literacy a&ssential for critical self—

consciousness, for reflexive development and fdigletened citizenship. He further

states:

“Reading is one of the most enchanting gifts of hRnmmommunication across the spatial-
temporal divides of history and culture. Writterxtte have the incredible ability to

breathe with new life in climes and context beydheir original creation. Those who

read are able to transcend the immediate intimaxiéseir places and times and acquire
the permissive pleasures of imaging other placddiares”.

Literature on literacy in Africa, however, larggdyesents a picture of low literacy levels
and reading culture. This situation means that lthek trade in most developing
countries has remained stagnated or is developirg \&ery slow rate. In Kenya the
expansion of education and even the recognitiogtig#ahili - a language understood by
a majority of the population - as a national larggihas not translated to interest by the
publishing industry, instead, Kiswabhili publicat®mo a large extent remain academic

reference materials.

Literacy levels in Kenya have also been hampereds$iyes such as economic growth
that does not trickle down to the poor leading msmpoverty, a general poor attitude to
education where focus on white collar jobs discgergouth from viewing education as a
route to future survival and HIV/ AIDS pandemic ttheas affected the productive age

groups of between 25years-45years.
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2.5.2 The role of Education

World wide book publishing and literacy are ancldoren the expansion of the
educational system. A literate population howewszds to have good reading habits that
would lead to ingrained reading cultures which sftates into growth of the book
industry. It can therefore be argued that the hidhe levels of literacy the bigger the
book market. This view is supported by Waruingigq8Pas he contends that it is in the
interest of any country to develop a reading celtas a literate society provides the
market for the book. This in turn brings about éased development and the continued
growth of the industry, further leading to the albgrowth of the Nation’s economy.
Underscoring the role of bookselling in economigalepment Waruingi (1995) notes:
“the more literate and economically empowered tbpupation is, the larger our market
is. Since we know the book to be low on the pryoréting of the ordinary house hold
budget, it is our concern and in our interest thateconomy grows faster---, we are not
powerless to influence at least the direction @nenic change in this Country .

This circle of education bringing about literacydaliteracy requiring education to be
achieved means that education constitutes the dormimarket for books while it
remains the centre for to creating literacy aneéktension reading culture itself essential
for the growth of the book industry. Linked to tlgsthe issue of language of instruction

which is crucial in determining accomplishment déieation.

In Kenya, the bigger share of this market is tegkboentred with a large proportion of
books being those for the primary and secondargacectors where the Government
and the donor community are putting a lot of resesirin support of the free primary

education. The tertiary book market in Kenya, casipg of middle level colleges and
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the higher education sector depends mostly on @i materials, which are not
readily available in the local bookshops with 90% bmoks for this sector being

imported.

Other sectors that are not adequately catered yothe Kenyan book trade are the
professional and general readers’ categories. Tdiges a discordance where market
sectors that have a purchasing capacity and whos& bequirements could boost
professional advancements and by extension therglee@nomic development, are not
adequately catered for. Arguments put forward bgkisellers for leaving out these
sectors in their stocking decisions are the unptabie nature of the sector, inability to
gauge the exact size of the market and the prevaleor reading habits and culture

(Waruingi (1995).

Schools being the main beneficiaries of the boakldrKenya's Ministry of Education
over the years has devised various methods of prownt and supply of textbooks.
During the colonial period for example, textboolpgly was administered by District
Education Boards (DEBSs) or the churches. This w#ewed by a centralised system of
supply through Kenya Schools Equipment Scheme (KSpSto 1988. Between 1989
and 2002, textbook supply was supported by pam@misthe community under the cost

sharing policy (Ministry of Education Official, 26D

Each of these methods has had its own strengthweakihesses. The KSES for example,

faced challenges that included funding, as the $ftipion many occasions delayed in
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paying publishers which, sometimes, led to refusaupply in subsequent orders. These
policies also led to the sidelining of the bookd&ahus bookshops were denied their
rightful place as players in the book distributimocess. The policy of cost sharing on
the other hand led to declining access as manyliemmiould not afford the cost of
books. Consequently, it became difficult to ensegaity and quality of education in the

Country.

As a first step in addressing these disparities,Glovernment introduced safety nets for
poor communities through social dimension prograsuéOEST, 1998). Through the
policy on social dimension of development, the Gouweent of Kenya increased
budgetary allocation to meet cost of textbookssfnools in what is referred to as Arid
and Semi-Arid Land (ASAL) and Pockets of PovertPf areas of Kenya between the
years 2000 and 2002 (MOEST 1998). This was in mndito donor support through
budgetary support to the education sector to aug@enernment efforts. In efforts to
seriously address the need for increased accésmois, the Government in collaboration
with funding from the Royal Netherlands Governmeaitried out a pilot project to test
various methods of textbook supply. At the endhaf éxperiment, one method that was
found to be effective, easier to manage and whatueced administrative costs in

textbook procurement and supply was adopted.

The pilot project tested three methods of procurgnaad supply as follows (MOEST

1998):
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1. Purchase of books by schools using cash anct giesment by schools to booksellers.

2. Procurement by schools using Local Purchaseroid€’Os) \ vouchers with payment
being made-out by District Education Officers (DE@sough the district treasury.

3. Procurement through schools ordering, consatidaand payment by the DEOs through

district treasuries.

Among areas of concern in the proposed methods were

» Liberalisation of the book trade to enable schdolchoose freely.
» Liberalisation of the decision on choice of bookkich was left open to individual

schools though respective District Education Bo&isBs).

At the end of the experiment period, the first nogthwhich entailed purchase of books
by schools using cash and direct payment by schtwlbooksellers, was selected
(MOEST 1998). It is these evaluations that ledh® adoption of the present policy of
National Policy on Textbook Publication Procuremantd Supply for primargchools
(MOEST, 1998). Under the project, schools are sspgdo select booksellers and make
payments as provided for in option No. 1. The poticated in 1998 is still in force. No

revisions have been effected to date.

In the forward to the policy document, the Ministoy Education MOEST (1998)

declares:
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“In a major departure from previous arrangement$ier® textbook production,

procurement and supply were centrally controll&ée, new policy guidelines have been
developed in response to the current trends todliise the book trade”.

The Ministry explains that the older systems whire Government controlled book

production were aimed at ensuring high standardse weaintained in production of

textbooks. In the current dispensation of a liieeal book market, it was necessary to
involve all players including publishers and bodkss in the distribution process.

According to the Ministry this was to encourage @ypof relevant and high quality

books and other support instructional materiaksctwools.

In enabling schools to make informed choices in kbselections, publishers and
booksellers were urged to make available inspectiopies to schools or teachers’
advisory centres for review and possible adoptidme policy taking cognition of the
declining economic growth and the increasing pnesen parents provides a strategy that
relieves the pressure, alleviates poverty as welem@sure equitable access to learning

materials and books.

Further streamlining the procurement proceduresE®D (2000), gave guidelines on the
selection of booksellers showing qualities requioédhe bookseller and also provided
booksellers with directions on how to obtain ordeosn schools and the procedure for

servicing of such orders.

Qualities of good booksellers as specified in tbkcy document are possession of:

. Adequate relevant stock
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. Wide variety of titles

. Is accessible geographically, that is, road stftecture, good location and secure
premises

. Ready to give discounts

. Has clear terms and conditions

. Supplies quickly

. Is up to date on book trade issues

Personal qualities required include:

The bookseller's negotiation skills
Approachable

Knowledgeable

Through these efforts of providing textbooks, tGevernment felt would help in
actualising its overall goal, which is to achieveuEation for All (EFA), by 2015
(MOEST 2003). This view follows the realisation ttlrpuality education can contribute
significantly to economic growth; improve employr@nospects and income generating
opportunities. The book factor therefore is seencatical in enhancement and
sustainability of access, equity and quality imary and secondary school education in
Kenya.

According to UNESCO (2007) in their country repdff,owards Education for All",

Kenyais among countries with the highest literacy ratesu-Saharan Africa with
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literacy rates as estimated at between 75%-85%06.2

Table 1: UNESCO literacy figures for Kenya

Type of institution No. of institutions | enrolment | Teachers
Early childhood 23,344 1,204,606 30,000
Education

Primary schools 17,080 7,900,000 192,42p
Secondary schools 3,891 850,000 43,701
Teacher training 30 18,000 11,252
colleges

Public universities 7 43,591 5,000
Private universities 13 5,000 8000
Totals 44,365 8.9 Million 290,375

Source: UNESCO Country Report (2007) 6Wards Education for all”.

In this table, for the period 2003/2006, there wetemulatively approximately 8.9
million children and youth in the country’s formadlucation sector from early childhood
to tertiary level. The figures are an indicatioattthe textbook market in Kenya is large.
This is more so when it is considered that textisoo&ve been recognised as the single
most important input to education the world oveneTparadox with Kenya according to
MOEST, (2002) however is that while the Countrytblsshing industry is considered to
be one of the most vibrant in Africa, the basidllexk ratio is in most cases below 1:3

on average.

It is even more puzzling as these ratios tend tg eansiderably from one part of the
country to another. The Government’'s decision tprowe student textbook ratios is
therefore seen as having the mutual effect of lmgshe publishing industry as well as

the book trade.
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Funding for the free primary education programmavigles that each child is allocated
Ksh. 1, 020 (One thousand and twenty) per finieary The money is released to schools
in batches as specified by the Ministry of EduaatiDisbursed funds are divided into
two major accounts named Account | and AccountAldcount | deals with money

allocated to be used for instructional materialfoflews:

Table 2: Allocation of funds for Instructional Materials (Account 1)

(Account 1)
Instructional Materials Amount in K. Shillings
Textbooks 360
Exercise books1 210
Supplementary-readers and reference materjals 55
Dusters, chalk and registers 5
Pencils 15
Charts and wall maps 5
Total amount 650

Source: Ministry of Education (unpublished report, 2005).

Account Il refers to money for general-purpose apen of the schools. The break down

is as shown in table three:
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Table 3: Allocation of funds for general-purpose oprations (Account II)

(Account II)
Money Usage Amount in K. Shillings
Support staff wages 112
Repairs; maintenance and improvement 127
Activity 43
Quiality assurance 29
Local travel and transport 21
Electricity, water, conservancy 10
Postage, box rental, telephone 22
Contingency 6
Instructional Materials & General Funds 650 + 370
Grand Total 1020

Source: Ministry of Education (unpublished report, 2005).

Disbursements as of April \ May —2003 was Ksh. p&0 child, September \ October
2003 it was a Ksh. 185 plus a flat rate of Ksh0ORB,per school for the provision of book
storage. June 2004 was 185 per child plus Ksh 6(]@0rate per school for provision of
improvement of sanitation and water harvesting.tid 10,000 was for making the
environment disability friendly that is, to improwen poor lighting, pavements, stop
flooding of classrooms among other improvementsné&schools however thought the
money was to help the disabled. March 2005 - 185hid, May 2005 - 185 per child

and August 2005 - 185 per child.

Special schools and special units also receivediapattention. Disbursement of money
to these schools was as follows; July 2004- spestiabols receive a flat rate of Ksh
153,660 to meet specific disability needs as reste®,000 per child plus the designated

1020 per child. Special units, which are speciatsuim regular schools, received in the
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same Ksh 17,400 flat rate and 2000 per pupil glasl020.

Table 4: Allocation of funds to Special Schools

Money Usage Amount in K. Shillings
Special award 153,660
Materials and Operations per child 1020
Special units in regular schools 17,400
Specific disability needs per child 2000

Grand Total 174,080

Source: Ministry of Education (unpublished report, 2005).

The funds are given to schools as per capitalisahat is, as per enrolment. Textbook
ratios are 1:3 for lower primary and 1:2 for Uppemary. The allocations are for each

child per financial year.

In emphasising the Government’s commitment towarctsieving the desired textbook
ratios, a Ministry Official observed that the textix rations would be achieved
gradually. According to the Official, some schob&l attained the ratios while some had
not. Reasons given for the delay in achieving #ti®s was the gradual phasing out of the

curriculum which affected books for classes 4 and 8

2.5.3 The role of libraries
Libraries are organised collections of informatioaterials provided for use by specific

communities which include schools institutions,amgations and universities. Libraries
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provide a large proportion of the book market inme of quantities and high value

books. Zeleza (2002) in supporting this view states

“Books constitute an important part of the soeiadl cultural capital of society, libraries

are the banks where this capital is most produgtivivested for private and public use
and for profit. Thus books and libraries go togetiteo poles in the chain that links

writers, publishers and readers”.

Considering, their cultural, societal and educatlaoles, libraries are important centres
and by extension markets for books. Zell (2001)eagrwith this view and says that
libraries constitute a large proportion of the amde for new books, and one that is

especially critical in the marketing of academimk® as some scholarly publications

would not succeed were it not for library sales.

Libraries though do face some challenges in thele as book markets. A major

drawback to libraries as obvious markets for boekpecially in developing countries is
the chronic state of under funding (Zell 2001)elaborating on the issue of funding Zell
(2001) explains that most public and academic flibsarely on donations of books to a
large extent and the acquisition budgets for liBsarin many countries are quite
depressing. He further states that due to the nablof under funding libraries may not
always constitute a significant component of theeptyal market for every new book, as
they should. Despite the funding shortcoming, liles still remain a major market for

booksellers. In approaching the library market e¢fene, there is need for booksellers to
be conversant with the types of libraries and thequisition policies. Broad categories

of libraries include:

67



* Public libraries
Usually, they serve the local community and theirchases are determined by the broad
needs of that community. Zell (2001) elaborates awrdlains that most developing
countries have them as national libraries with bin@s across the country. Many public
libraries have a wide selection of book categometuding special collections such as
children’s sections or may be involved in specm@imunity programmes and reading-
promotion schemes. Kenya, for instance, has kes&blished National Public Library
network under the KNLS. As Otike (1989) observesnya does not have a true national
library, the KNLS, which is the national public ldyy system, plays the role of National
Library. According to Odini (2002) the KNLS Boardaw established by an Act of

Parliament in 1967 to:

Promote, establish, equip, manage, maintain andlojg\branch libraries

in Kenya;

* Plan and co-ordinate library, documentation andteel services in Kenya,

» Advise the government, local authorities and pubbdies, on all matters
relating to library, documentation and related s&v.

» Advise the government on library education anchtray;

» Stimulate public interest in books and promote iregdor knowledge,
information and enjoyment necessary for comprekenshational
libraries;

* Acquire books produced in and outside Kenya, aruh sither materials

and sources of knowledge necessary for a comprisfeemational library
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» Publish the national bibliography of Kenya and tovide bibliographical

and reference services.

Actualising these objectives has not been easy rasemt survey has revealed specific
inadequacies and shortages in areas of infrasteua@nd physical facilities for the
provision of library services in Kenya (Odini 200B)rst, the existing KNLS libraries do
not provide adequate reading space in many regibtrese they exist. Secondly, quite a
number of libraries are in need of repair. Thirdhg library network does not cover most
districts in Kenya. As at the end of the year 20®@re were eight provincial libraries
(one in each province), six district or branchdities and twelve other community—based

libraries, giving a total of 26 operational libresi

* Academic and Research libraries
These comprise university libraries, college lirarand libraries at research centre or
those serving special teaching programmes. PursiHassuch libraries to a large extent
are geared towards serving the needs and scope ecademic disciplines and research
areas. Acquisition is usually based on recommerndeding, lists, selected reference
resources and important aids to research. In nmasstscpurchases are made in multiple
copies a situation that makes academic librariésr gfreat business opportunities for
booksellers. The advantage of libraries orderimgnfibookshops arises from the benefit

of raising one order instead of many orders taedd#ht publishers.
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Bookshops in Kenya however have not been ablekwmddvantage of library supply due
to their stocking trends which, are skewed towatelgbooks for the primary and

secondary school sectors. Indeed, Otike (1985¢stéiat university libraries in Kenya
acquire most of their materials through overseasklsuppliers. The reasons given for
this trend is the stock profile in most bookshogscdh is skewed to textbooks. Another
factor is the nature of materials required by acaddibraries. To a large extent stock for
academic libraries tend to be specialised and rakpensive which makes them slow

moving when sold through bookshops (Otike 1985).

e |nstitutional / School libraries

The creation of library sections in schools is eatly gaining ground in Kenya. Their

potential as major bookshop markets however idydte realised due to serious under
funding thus low book purchases. Though the Migisfreducation has made allocations
for textbook purchase in the funds set aside faernas, the funds are not further split to

provide for core texts and library texts.

* Special libraries
Some organisations such as hospitals, museumsydsssand industrial concerns, large
companies NGOs, professional associations and ddarsocieties among other
organisations also run libraries or resource ceniseially referred to as special libraries.
These purchase materials usually in the specialieds as per the operations of the

parent organisations.
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» Government departmental libraries
Most government ministries and department haveries that are stocked within the
relevant service offered. They include ministriegschs as those of information,

agriculture, the military and trade and industryoag others.

2.6  Types of bookselling businesses

Booksellers fall into various categories dependingthe nature of their operations and
the services they provide within the book tradee Thtegorisation of booksellers is not
absolute as some perform more than one functianyagiven time. Types of booksellers

broadly include:

Publishers

» Book shops: these can either be retail or whidesa

* Shops that sell books

» Distributors: these could provide Bookshop servicesarehousing or
consolidating services.

» Gifts and stationery shops

» Petrol station variety stores

* Book peddlers

» Street vendors

» Super market book sections

» Speciality bookshops: shops selling books relateti¢ir non book items

* Non shop book sellers: these are book sellers veve mo shops at all but are

engaged in book selling, for example book clubs.
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26.1 Publishers

Publishers are booksellers only at the point whaokb move from their warehouses by
order to distribution outlets. Ordinarily the pringafunction of publishers is book

production. In the publishers’ perspective, the kddstribution process is undertaken
depending on their individual publisher unique &fitons. A notable observation is the
establishment of depots in various major townslusiag Nairobi, Mombasa Nakuru,

and Eldoret by the State owned Publishing firm JK&t, for a long time enjoyed a near
monopoly in the textbook market. This provision ldea booksellers in the towns and
regions adjacent to the depot to have easy acodssoks. Other commercial publishers
in the Country use selected booksellers that tipgpiat to act as distributors for their

books. They include EAEP, Longhorn, and OUP andriMan (K) among others.

2.6.2 Bookshops

Bookshops are major outlets through which books atimr published products are
availed to the final consumer. Considering the iaducole they play in the book
distribution process, a bookshop can be viewedcsranercial enterprise that provides a
link between publishers and their publics. In ttése publics refer to consumers of the
products of the publishing industry. Bookshops afréifferent types and broadly they

fall into the following categories:

General bookshops

Institutional/ university bookshops

Bookshop chains
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Independent bookshops
Specialists bookshops

Virtual bookshops

» General bookshops

They are the most common types of bookshops inldewvey countries Kenya included.
Typically, general bookshops stock a wide varigtyp@oks in many subject areas. The
survival of these kinds of bookshops largely degemnl the pragmatism of entrepreneurs
running them. Particularly, entrepreneurs’ ability identify market opportunities,
understand the competition and a general possess$ientrepreneurial acumen are of
great advantage. Since most of the stock is duplicen numerous other bookshops
success is achieved by a clear understanding cfucoer requirements and more so
customer needs during the cyclic seasons of tie.tra

* Institutional/ university bookshops

These are basically specialist bookshops usuadigtéal within the confines of respective
institutions. Their distinguishing characteristiese the stock which, mostly are
reflections of the courses offered by the particudatitution. They also tend to depend

on a captive market for sustenance.

* Bookshop Chains

These are specialist bookshops that have emplogdadf expansionary aggressiveness
to create big chains by having branches spreadeweral parts of a country. Such

bookshops are quick to identify market opportusitiehich they exploit without regard
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their effect on competitors. Bookshop chains areammnmon in developing countries
and in developed countries where they thrive thayehled to the failure of small
bookshops since they are either bought out or lmastomers to the newly opened

branches.

* Independent Bookshops

These are traditional high street bookshops, usualiner-managed. They are more
commonly found in developed countries such as tBeabld the Europe. In the UK for
example, only a handful of independents can beidered large, with annual turn over
in new books of above £200,000 (Breckman 1988)timyaishing characteristics of
independents are the narrow stock range and tkept@occupation with profitability for
as long as the business is sustainable. Currghtye are no independent bookshops in

Kenya.

» Specialist bookshops

A specialist bookshop may be either an independenta general bookshop. Its
distinguishing characteristics are the stocking diroad spread of titles likely to appeal
to a cross-section of the general public yet maiirig a limited subject range in depth.
The Federation of Radical Booksellers (1984) dessrifeatures of specialist bookshops
by explaining that many shops include a speciadygtion within their general range,
seeking to get the best of both worlds. It is tlemegal stock that pulls book-buying

passers-by off the street and into the shop, wheespeciality stock pull enthusiast in
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from further a field. According to Book House Traig Centre Manual (1993) a
specialist book shop can exist away from a prine fiich as a high street since People
would go out of their way to find a shop that catfar their particular interests, but they
have little incentive to go further than the netwesll-stocked bookshops for their more

general requirements. Thus specialist bookshopsttehave a wide customer appeal.

* Virtual book shops

These bookshops are set up on the World Wide Wedlitexsthat can be visited by book
buyers for their book purchases. A wide varietycafalogues, from which buyers can
select titles, which they then pay for, are madalakile. The bookshops thrive by setting
up real life shops on the web that a buyer is &blsurf through and place orders. The
increased presence of booksellers on the Intemetlaborated upon in a research
conducted by (Kipling and Wilson 1999) where thetablished features that make book
selling on the Internet attractive to include théeractive nature of the operations and
especially the personalised services. Elsworth Emarth (1997) further explain that a

favourite service to customers is the alerting congmt where a customer receives an
alert by e-mail as soon as a book they had reqiidsteor one on the same subject
becomes available. Once the selected books are fpaidsually electronically, the

delivery is done physically as requested by theesbuy

Disadvantages associated with virtual book sellsgrepresented by Wilson (1997)

include:

» Minority access where few users get to read th&boo
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» Cost of access locks out a portion of the market
* Inadequacy of use across the full range of envientm

* The need for an energy source as opposed to thvectonal book.

2.6.3 Book Peddlers

These are sometimes referred to as briefcase Htmkse For business survival they
depend on identifying lucrative book supply oppoities and cash in on large on time
orders. They are usually aggressive and exhibisipedl communication skills. A major
disadvantage of buying books from peddlers is th&sibility of them disappearing once
a substantial amount of down payment if not; the@lamount is paid for the set book
order. Book peddlers are a common feature in Afndaere many book projects

especially for educational and academic purposeda@mnor funded.

2.6.4 Street vendors / Second hand book traders

These are small-scale traders who usually sell atikng with other wares. They tend to
sell single copies of books by obscure publishket generally are poorly done. The
more accomplished street vendors operate formtselatreet corners and mainly deal in

second hand books.
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2.6.5 Speciality Shops

In most cases speciality shops are shops thatideadn-book items such as camera
shops, health food stores, sports computer hardaaieaccessory shops among others
that sell books related to their non-book items. &@mple, camera shops can sell books
on photography; health food shops can sell bookslieting and cookery, while sports

ware shops will sell books on different types abrég.

2.6.6 Non-Shop Booksellers

Booksellers in this category usually have no shapniay sell large quantities of books.
Examples are book clubs where whole imprints atidls® same to booksellers yet they

have no bookshops. Others are the mail order bglpsblishers.

2.6.7 Super Market Book Sections

In a bid to reign in their customers, super marketsvide book sections from which
customers can get their book requirements underrooke Though not usually large
sections, the cumulative effect of these book emstihas impacted by increased
competition for conventional bookshops. The booles lzasically general publications

though specialist books can be stocked if the denshigh.

77



2.6.8 Petrol Station Variety Shops

These shops tend to cater for travellers who wantiek read. Books stocked in the shop
are mostly works of fiction and general self-impgment books. According to Zell
(2001) petrol stations provide a good opportunityntake money from customers who

may not have planned to buy books.

2.6.9 Gift and stationery shops

The book stock in a gift shops usually consist gpacialist titles which are selected for
their uniqueness in addressing social issues suigereral self-improvement books. The
books tend to have attractive colours and emphigsigiven to the packaging for

customers.

2.6.10 Shops that Sell Books

Unlike bookshops, these shops deal in non-booksitesna speciality and only sell books
as an additional extra. In most cases the booksa@isidered to be just like any other

commodity and no efforts are made to sell them.

2.7 Book distribution process

The distribution process refers to the route thdioak follows from the publishers’
warehouse to the time it is purchased by the fowedsumer. It takes into account the
various factors that a bookseller should considdorde making a decision on how to

obtain the stock they require for the bookshop.Ketlers however encounter numerous
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challenges in the process of ensuring that theiardenction of book distribution is

accomplished.

Among challenges that booksellers face in accesguigications are summarised by
Hurst (1985) who explains that book distributiorai€omplex task as there is always a
need to keep a balance between new publicationkeeping the back list publications
available in circulation as long as possible. Algwre is always the possibility of the
need to bring back into print important out-of-pnvorks. He further observes that today
in the field of academic publishing, scholarly werkess than five years old are
frequently left to go out-of-print by their publists and simply cease to be obtainable. He
adds that although storage costs money it is tlsporesibility of publishers and
booksellers to ensure that books are in constgmplgun the market. The example is
given of OUP who published a Coptic dictionary ve tL790s and sold the last copy (of

500 printed) in 1905 (Hurst 1985).

Problems of book distribution are more prevalenAinca, which has a relatively young
book trade except for Egypt. Milner (1985) citesngoof the problems that hamper
distribution of African publications as among o#hepublishers’ lack of capital and
professional expertise which often contribute toorp@roduction quality and poor
packing. This often leads to books being receivachabed, while the lack of advance
information and information on formation forthcomgintittes and occasional
correspondence problems lead to failure to accéssted publications. Other problems

associated with African produced books is havingdmpete for space on bookshop and
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library shelves against more attractively produbedks from large publishing houses.
Publishers especially need to be sensitised ondbds of libraries and the book trade in
which improvement in format, pricing and promotican lead to improved sales. Also
important especially to booksellers is availabilityinformation on suppliers including

their lists, location and terms of trade.

Orimalade & Impey (2005) state that in book sellthe selection of an appropriate
source of supply is crucial as entering into pusaig decisions without adequate
information on the supplier can result in loss mgkiln upholding this view, Forsyth
(1997), explains that books, when they leave thdighers warehouse, follow channel

levels as dictated by suppliers in the various nkeén

2.7.1 Book distribution channels

A channel of distribution is the process that bsirtggether an organisation and its
customers at a particular place or time for theppse of exchange. These may be
wholesalers, retailers or even computer link sgllinThe American Marketing
Association defines channels of distribution as:

“the structure of intra-company organisation uaitsl extra-company agents and dealers,
wholesale and retail through which a commodity, dpid or service is marketed.
Ultimately, a channel of distribution is an orgadsnetwork in the marketing process
that bridges the gap between point of productiah@sint of sale” (Forsyth, 1997).

As a link between publishers and book consumerddtiok trade in its various forms is

accomplished through a variety of out lets with kelwps playing a major role.
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In the book trade important channels of distributinclude book wholesalers, retailers,
distributors, and consolidators. Other channels ldraries, and institutional book
purchasers. Most distribution however is accomplistihrough bookshops, which are run
by book trade entrepreneurs. This research focsigedfically on bookshops, which are
considered to be the important channels througltlwbonsumers access products of the
publishing industry. It was however found necesstyyhighlight other forms of

bookselling as these also contribute to the pragpasof the book trade as a whole.

Channel levels refer to the players who take pathe onward movement of the book

from the time it is published to the point whergets to the end consumer.

Examples of channel levels:

1 P ------ C Zero level channel

2 P---meee- R ----eee-- C One level channel

3 P--mee-- W---moeme R ------- C Two level chanhe

4 P --e-ee- C/A------ R ------ C Two level (alteative) channel.
5 P - C/A ------- W ---oeo- R ------ C The=level channel

Key: P - Publisher / Producer; C - Consumer /uRerRetailer

W - Wholesaler; C / A - Consolidator / Agent.

* Producer ------ Consumer
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This is the shortest channel of distribution andentails selling direct to the final
consumer. In this case the Producer (publisherh®p@ their own retailing outlets thus

competing directly with the retailers.

* Producer ------- Retailer ----- Customer
This channel incorporates an intermediary who is tase is the retailer. This is a rather
expensive channel as the retailer/bookseller h&miyorom the different publishers thus

no benefiting from economies of scale.

* Producer ------- Wholesaler ------ Retailer ----- Cwstomer
This channel is ideal when a bookseller is dealuitp local publications. It ensures a
balanced book trade where all stake holders befmefit the books. In Kenya however,
the wholesale trade in books in not fully develomedpublishers tend to give small
discounts to the wholesalers whole in turn givellmdiscounts to the booksellers.

* Producer ------- Agent -------- Retailer ----- Custaner
This channel is mostly for foreign book procuremeihe difference between a
wholesaler and an agent is that while the formensthe goods the latter does not and
acts only on behalf of the principal. Distributans the other hand in most cases own the

goods. In the book trade this channel in most cappBes for international trade.

* Producer ----- Agent ----- Wholesaler ----- Retailer----- Customer
This channel tends to apply to international bode. It is rather long and mostly

influences the prices of the books higher as epkayer has to make profits.
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2.7.1.1 Evaluating Distribution Channels
Booksellers consider several factors in decidingvbat channel options to take. Some

of the factors that they take into account include:

» Customer characteristics
Important customer characteristics, which the lseti&r must evaluate include, the size
of the market, the geographical dispersion of th&tamers, market composition / book
requirements of the customers and customer buyiabitd in terms of quantity

purchased. Each of the customer characteristi¢slatiermine channel choice.

* Product characteristics
In this case the bookseller must consider factoch sas book category and speed of
requirement. For example if the book is a referemoek such an encyclopaedia, then
direct sale to the library may be fine. If an itgion needs more than ten copies of a title

then the publisher may consider direct sale.

» Company characteristics
In this case issues such as company objectivesndial status, product mix and past

channel experiences should be considered.

» Intermediary characteristics
The considerations here are the markets the intkames serve, their financial

requirements, the services that they provide aed #vailability.
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» Competitive characteristics
The channels used by competitors tend to be redaepecting the collective wisdom

of the industry. Thus although the majority is abtays right, it is right most of the time.

* Environmental characteristics
Economic, political, legal, social and cultural tfars also influence channel decisions.
For example where economic considerations are depde booksellers should move

their products through the least expensive channels

2.8 Terms of trade

In the conduct of business, entrepreneurs haveeterine terms in which to deal.
Conditions of dealing refer to stipulations of puase for which bookseller and supplier
can trade. Terms offered for the purchase of sthif&rs from supplier to supplier and
even with the same supplier for different ordersuélly conditions for doing business
are determined by the quantity of stock purchagedording to Breckman (1988) the
key components of trade terms are ownership, digsoand credit. These respectively
decide the extent of entrepreneus’ risk in thelstacprocess. Common terms of trade

that entrepreneurs can choose are dictated bysissioh as stock ownership.
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» Ownership of stock
Normally ownership of stock passes from supplieba@okseller at the time of purchase.
There are situations in the book trade however wdvenership of stock is controlled by

the terms agreed upon by the contracting parties.

* Firm sale

Under firm terms of sale the stock becomes the gtgpof the bookseller immediately
they pay for them. In this case the bookseller oameturn stock that remains unsold.
This research established that a majority of tieepreneurs operated on these terms of
trade. In effect entrepreneurs were denied a chiancegotiate in case of sudden changes

in demand as may be occasioned by a curriculumgehan

» Sale or return (SOR)

The bookseller usually pays for goods supplied @R3asis at the end of the normal
credit period. If however any stocks remain unslthe end of the specified period, the
bookseller has the option of returning them forahhtihey can claim cash refund. During
the SOR period, the stock is the property of thekkeller. Ownership rivets back to
publisher on return. It was established that fetregmeneurs were aware of this option in
stock purchase. Some entrepreneurs had used the wégth new up-coming publishers

but did not know that they could also negotiateshme with established publishers.
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+ See Safe

Books purchased under see safe terms differ fraah ¢h SOR only on the mode of

compensation whereby for see safe goods the bdekbenefits from credit as opposed
to SOR where a cash refund can be demanded. Iligechénat the entrepreneurs did not

know of the existence of these terms in the boadtar

* On Consignment
Stocks taken on consignment terms remain the prppéithe supplier for the specified
period of the agreement. The bookseller pays f@istbck only when a sale is made or at

the end of the specified period.

» Discounts

Apart from ownership of stock discounts are impatrtahen considering terms of trade.
A discount is the difference in price between thebligher's price and what the
bookseller pays for the book. In Kenya publisheve @ minimum of 25% discount. The
research established that the issue of discounts amatentious between respective
booksellers, wholesalers and publishers. The erneprs blamed lack of transparency
by publishers in giving discounts. There were asmplaints that fellow booksellers
used discounts to undercut others. It is cruciatefore that an entrepreneur negotiates
for the best discount terms possible.

* Credit Sales

Credit is a facility given by a publisher to a beeker for a stated period of time usually,

30 days. When goods are bought for credit no casimges hands. Usually publishers
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offer credit facilities to established bookselleteom they have dealt with before. A

credit ceiling is given thus a bookseller cannatpase stock beyond the ceiling.

2.9 Information systems of the book trade

An information system in the book trade is a cditat of information sources,
organisations and institutions that are availabl@ accessible in an organised manner to
facilitate booksellers in their day-to-day actiggi Describing Kenya's information
system, Odini (1993) observes that they compriseNation’s libraries, documentation
centres and archives and records centres. ThetEnsyshe explains, are supported by
agencies dealing with the generation, enumeratioth taansfer of information that
include the publishing industry, the book tradatistical bureaux, telecommunication,

informatics and mass media.

As a component of the support agency in the inftionasystem, the book trade in
performing its business functions requires an mftion system that would enable it to
operate profitably. Important information servicseervice centres and support agencies
available for use by the book trade in Kenya inelpthyers in related or complimentary

businesses and book trade informants.
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2.9.1 Bibliographic information services

Access to bibliographic information is crucial ihet initial stages of ordering and
stocking in the book business. The book trade isreeneficiaries of organisations that
have taken up title bibliographic generation as riteen business. These organisations
include J. Whitaker and Son’s Limited (UK), R.W. \Bker limited (US) and Global
Books in Print. These bibliographies come in vasidevels of details and formats. The
formats are both in print and electronic forms. Bhectronic bibliographies are usually
more current that the print formats. According tell42001), J. Whitaker and Son’s
Limited (UK) for example tends to have bibliogragdhimostly of books published in the
United Kingdom (UK) and most of Europe. R.W. BowHlanited United States of
America (USA) and Global Books in Print will comgilbibliographies of books
published in the United States of America (USA)tHis case, books published in Africa

tend to miss out of these international bibliogiapt{Zell, 2001).

In efforts to enhance availability of African putdtions world-wide African Publishers
created the African Publishers Network (APNET) i892 (APNET, 2002). The
bibliographic compiling arm of APNET prepares amigdn catalogue under the African
Books Collective (ABC) which is then circulated i@gally and internationally to
publicise titles as well as provide the neededidgodphic details of received books.

Publishers qualify to have their books includedhe ABC catalogue only when they
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meet specified conditions. Notably, none of theepreneurs interviewed knew of the

ABC.

Kenya on its part lacks a national legal deposit, la situation that has led the Country
not to have a national bibliography. According ttik® (1989), the publication of a
national bibliography is generally the respondipitif a national library. He further notes
that Kenya does not have a national library, aatibn that has led to functions that
would ideally be handled by it, to be handled bg &enya National Library Service

(KNLS).

At present, Kenya’s National Bibliography is conepil and produced by a national
bibliographic agency, the National Reference anbli@yraphic department (NRBD) a
constituent department of KNLS (Otike 1989). TheBiRaccording to Otike (1989) was
established in 1980 with the sole objective of adstéring a National Bibliographic
control programme. The Department has however he®able to produce regular

bibliographies as expected.

Indeed, attempts at creating a collective natidnbliography were undertaken by the
National Reference and Bibliographic Department BBR and the Kenya Publishers
Association (KPA) in collaboration with Kenya LilyaAssociation (KLA). This led the
production of the first Kenyan Book in Print bildi@aphy in 1997 (KPA and KLA,

1997). The venture however was not sustained tkasirlg the country without a
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comprehensive bibliography of its own. Reasondgdibure were cited as lack of financial

support.

According to Anyona (1985), other problems thaeefffoook acquisition by booksellers
and libraries in Kenya include lack of book traderpals, inadequate book reviewing
media and most important the lack of a nationalidgipaphy. This state of affairs

remains the same to date, 2008. The book tradesiny& therefore continues to rely on
publisher’s catalogues for information on local ledtions though these too are irregular

on issue.

Bibliographies especially when kept up to date astimportant sources of book
information to booksellers as they enable themr&oet back-list titles and facilitate
ordering. They are also important to librarianatlection building, book selection and

acquisitions.

2.9.2 Publishers and publishers’ Catalogues

Publishers are players in the book industry whosénrfunction is to solicit for good

manuscripts and turn them into books which custencan buy through bookshops or
access through libraries and other information resnt Book trade entrepreneurs
sometimes consult publishers directly whenever thegd information relating to the
particular publisher’s book or books. As a ruleudlo, publishers pass on information

about their books to the book trade through writangd distributing catalogues. In
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essence therefore, publishers’ catalogues makehepsiinplest forms of book trade
bibliographies. These may come as complete catakbghowing all titles published by
particular publishers or where the list is lardgegyt are produced under specific subject
categories. Routinely, catalogues are updated &s titees are produced and the

information is provided to the book trade as newlbiists.

The main drawbacks of publishers’ catalogues a% Iodformation sources are the large
numbers of publishing houses in existence worldewadd thus the almost innumerable

numbers of catalogues that an entrepreneur wowe toaconsult.

2.9.3 Kenya Booksellers and Stationers’ AssociatiqiKBSA)

The Kenya Booksellers and Stationers’ AssociatkBSA) is an association formed by
booksellers to assist them as an information cefitie Association was started in 1972
through the initiative of a few indigenous booksel Currently the Association has
871registered members of which 287 are in NairoBopuntrywide, there are

approximately 1200 existing bookshops. Objectiviethe Association and which are still

prevalent are (KBSA 2002):

* To work for the improvement of terms and conditi@isupply of goods to all
booksellers and sourcing financial assistance filonor organisations.
* To improve and maintain the status of the booketradd its relations with other

trades and the public and to improve and to engeuthe improvement of
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education and technical qualifications throughnireg of members and their
employees with the objective of rendering good iserto the community.

To co-operate for mutual benefit with other orgatiens concerned with the
creation, production distribution of books, localtggionally and internationally.

To maintain data through research on book trad&anya and neighbouring
countries.

To maintain a secretariat in Nairobi and decergealAssociation’s activities to

commercially based chapters countrywide.

Kenya Publishers Association (KPA)

Kenya Publishers Association (KPA) is the umbrblhay for book publishers in Kenya.

The Association was established in 1971(Chakav@6)1%ince inception the

Association has been concerned with issues affp@8rmembers and the larger

publishing industry. Objectives of the Associatasirevised in 1998 are to:

Encourage the widest possible spread of printe&btooughout Kenya and
beyond.

Promote and protect by all lawful means the intevéthe publishing industry in
Kenya.

Protect members by dealing collectively with probdewhich can best be so dealt
with.

Cooperate for mutual benefit with other organigatiooncerned in the creation,

production and distribution of books and to promtbie development of public
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interest in books in association with other boafamisations with similar
objectives.

Serve as a medium for exchange of ideas with réspeuaiblication, sales,
copyright and other matters of interest to booklighbrs located in Kenya and to
form committees to report on such matters.

Maintain the association in a sound and efficiemricial condition.

Raise and maintain a common fund, including a géneserve, to be applied and
used in carrying out the objects herein statedyigea that such portion of the
common fund as the Association Council shall frometto time determine or
approve shall be allocated to the provision offiitial or other services.

Examine and seek to influence all legislative psgi® likely to affect publishers
and the book trade, and to take such measurepposduhereof or in opposition
thereto as may be appropriate.

Enter into any arrangement for cooperation, jogrtures or reciprocal
concession with any other person, firm, companwystitution carrying on, or
engaging in or about to carry on or engage in argyress or transaction which
may appear directly or indirectly to benefit the@sation, and for such purpose
tot acquire an interest in, and take part in perBon company or institution, and
to enter into any desirable arrangements in thexest of the Association.

Extend the activities and usefulness of the asBonias may seem desirable.
Make and publish regulations and to secure byaalful means the observance of

all such regulations.
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» Consult and wherever possible to agree on ratesnafineration, conditions, and
hours of work for members’ employees.

* Improve or encourage the improvement of the pradess$, technical and
educational qualifications of members of the Asatich and their staff.

* Initiate or encourage research into the resolutioall technical and other
problems affection the production and distributadribooks.

» Discus and agree an acceptable code of ethicasto@ good business and other
relationships among members of the Associationtetaeen the Association and
the public.

» Act as a centre for information on the productimasketing, selling and

distribution of books.

2.9.5 Kenya National Library Service (KNLS)
The Act establishing Kenya National Library Serweas passed in 1965 and gazetted in
1967 (Rosenberg 1993). The functions of KNLS ardI(& 2005):
* To promote, establish, equip, manage, maintaindawvelop libraries in Kenya.
* To plan and co-ordinate library documentation agldted services in Kenya.
» To advice the Government, Local Authorities anceotbublic bodies on all
matters relating to library documentatiol @aelated services in Kenya.
» To provide the facilities for the study and tramiim principles, procedures and
techniques of librarianship and other related suibjas the Board may from time to

time decide.
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» To advise the government on library education aaiding needs for library,
documentation and related services.

* To sponsor, arrange or provide facilities for coaefiees and services for discussion
of matters in connection with library related sees.

» To carry out and encourage research in the deveopaf library and related
Services.

» To participate and assist in the campaign for eediin of illiteracy.

» To stimulate public interest in books and to proen@ading for knowledge.

2.10 Obstacles and hindrances to information flowni the book trade

Information flow may be hindered from being accelesleading to failure by the user to
get the needed information. Underscoring the ingmm# of access and the use of good
information in business, Ruckl (1992) argues thatibformation age is characterised by
rapid change, a global environment, unprecedentadahility of information and the
proliferation of information sources and channdl€@mmunication. Concern however,
as he explains arises from the fact that while nmeartgrprises acknowledge the important
role of information in business progression, mattyeos do not know how to find and

how to use such information effectively.

2.10.1 The lack of a national book policy

A national book policy (NBP) is a framework thatopides guidelines on the role,

functions and responsibilities of the various ptayie the book industry. Major players in
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the book industry comprise; authors, publishersit@rs and book distributors of which
bookshops are predominant. Among important issaelded by a national book policy
are: authors’ responsibilities to publishers inmerof manuscript quality, publishers’
responsibilities towards authors in terms of ragalt printers’ responsibilities to
publishers in terms of trust due to their parttipn in multiplication of book copies and
distributors’ responsibilities to publishers andka@onsumers in terms of availability of
books Afro-Asian Book Council 1993). The recogmit of books as basic tools of
education has led to a need to give them a forraaléwork through which they can play
the desired central role. Discussing the imposasfchaving a national book policy, the
Afro-Asian Book Council (1993) argued that despite growing belief that books
constitute an essential and vital component of atlmcal expansion, the book
development process has still not been able to kaep with educational expansion,

resulting in wide gaps between the demand and gup@ssential reading material.

Advocating for national book policies for all AfrAsian countries, the Afro-Asian Book
Council (1993) provided guidelines that framerstioé National Book Policy would
consider. They included:
» Integrating the national book policy with the natbeducation policy on the one
hand and the national communication policy on tien
» Recognising book publishing as an industry or a@rfy sector so that books
receive preferential treatment in fiscal policiedit facilities, import regulations

and export incentives, supply of raw material anevision of training
opportunities.

UNESCO (2008) concurring with this views state thaiational book policy is:
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A political commitment to consider books as paraaiultural economical and strategic
sector.

A global conception of the book industry which ditages in itself an articulated chain.
A state/private sector consensus in order to:

Stimulate literary creation
Create a fiscal and financial environment favougdblthe publisher and graphic arts

Favour trade and distribution of books to foster:

-Preferential postal rates and elimination of costdaxes or other import taxes
-Strengthen distribution mechanism, modernisatiomookshops and support to nearby
bookstores.

-Adoption of the sector code of conduct in thedief commercial practices

-Measures to encourage export.

-Adoption of a legal framework containing all megesuconcerning books.

-Engagement in training for human resources fobadlk professions.

The book trade in Kenya continues to experiencélpros that arise largely due to the
lack of a national book policy. A common occurreticat undermines the book trade is
the direct competition between publishers and beltdss. Publishers have been known
to sell directly to book consumers bypassing boofshespecially when they receive big
orders (Kenya Times, 1998). Booksellers on the rottend have colluded on some

occasions with unscrupulous printers to stock boibleg were produced without the
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publishers’ knowledge or permission. Such underhprattices would be reduced if

there was in existence a national book policy.

2.10.2 Lack of a National information policy

A national information policy (NIP) is a guidelirtbat specifies players in the field of
information at national level, their roles, funct®and areas of jurisdiction. Defining
NIP, Kamar (2006) states that it is a set of deaisitaken by the government through
appropriate laws and regulations to orient harmasiaevelopment of information

acquisition, storage and dissemination activitresnder to satisfy the information needs
of a country. Ayoo and Otike (2002) further defMHE° as a set of guidelines formulated
by a government to streamline information genemati@acquisition and dissemination

activities in a country. They further explain thia¢ aim of such a policy should be:

» To harmonise information activities to make thenrenaccessible and effective

* Minimise duplication of information activities witlthe hope of improving
existing resources to make them more effective eeting the needs of users,
and;

» Ensure that the limited resources in the couninaffcial, material or leisure) are

fully utilised.

According to (Ayoo and Otike, 2002; and Kamar 20@6¢ objective of a national

information policy is to provide an effective measfsinstitutionalising systematic flow
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of, and access to information and to achieve arpssive enlistment on the socio-
economic development of a country. The necess$ighanformation policy is especially
crucial in the ‘information age’ as information useful for users if it is structured and
organised such that all intending to use it camyemkentify relevant information systems

and channels that they require.

Players in Kenya’s information sector find it diffilt to operate since the Country lacks a
national information policy. The lack of NIP in Kga has affected the book trade
through poor bibliographic details of titles pubksl in the Country. Among factor listed
for the lack of a national information policy in Kga are (Ayoo and Otike, 2002; and

Kamar 2006):

* The unimplemented legal deposit laws

* Lack of funds that have rendered the Kenya Natidmalary Services (KNLS),
the official bibliographic generation agency ineftfee in service delivery.

* Poor information infrastructure

» Lack of adequate qualified personnel

* Information illiteracy by government and the gehereblic

* Lack of commitment by information professionals

* New information technologies

» Poor understanding of user needs, and

» Discontinuity.
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2.10.3 Funding

Funding refers to finances that a business requiices time to time in order to run
efficiently. Though most businesses face fundingllehges the book trade experiences
more difficulties as it is generally consideredighhrisk sector. The book trade would
benefit from active book trade associations sitase bodies could act as a source of

reference to banks and other financial institutions

2.10.4 Information illiteracy

A critical requirement for individuals to accesslarse information is the necessity that
users of information must be information literateAccording to Kamar (2006)
information illiteracy is the inability to recog®isan information need, to find appropriate
information from a variety of sources, to evaluatand to apply it constructively. It is
also the inability to shift, evaluate, understand aterpret available information and use

it productively in order to generate a product/senand communicate effectively.

The America Library Association (ALA) President@mmittee on Information Literacy

in their definition state that (ALA 1999):

“To be information literate, a person must be aoleecognise when information is
needed and have the ability to locate evaluate ase effectively the needed
information”.

10C



Viewing information literacy as a learning proceddutula 2005; DeMunster 2004; Fink
and Kenny 2003; Stratulat 1998; and Ruckl 1992t dles information literate people as
those who have learned how to learn. These peapbev khow to learn because they
know how knowledge is organised, how to find infatian and how to use information
in such a way that others can learn from them. Spebple can always find the
information needed for any task or decision at hsinde improved access does not only
mean knowing where to locate information but alsw lto understand it and how to use

it wisely.

2.10.4 The information divide

An information divide is a situation where thereaisvide gap between people who can
access information and those who cannot within @esp Outlining the problems of
information access and use (Mutula 2005; DeMung@®4; Fink and Keny 20083;
Stratulat 1998; and Ruckl 1992) single out the apmaexistence of an information
divide, a situation characterised by the phenomepbninformation haves’ and
‘information have nots’. To a large extent, theidé pits developed countries against
developing countries in terms of availability, asseto, and use of information by
members of the population. Under the divide, dgwedbcountries fall in the category of

‘information haves’ and developing countries inttb&'information have nots’.

Commenting on the information divide, Line (1992)serves that highly developed

countries have embraced information as vital f& phesent and future progression. In
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showing their commitment to information issues, traesveloped countries have put in
place policies and legislation that ensures infaionais accessible to all their members.
Developing economies on the other hand tend to weéarmation with suspicion and

consequently are more theoretical rather than ipedathen dealing with issues of access

to information by all.

Expounding on the poor attitude towards informationdeveloping countries, Line
(1992) observes that information in a majority bé tcountries rarely seems a high
priority. Instead, according to him, it is giverkiad of public relations recognition only
at world conferences such as UNESCO conferencesantmibuting to the debate, Wilson
(2006) observes that the information divide is kelly to disappear quickly, whether

within the developed countries or between devel@gmetldeveloping countries.

Further elaborating on the phenomenon of the in&tion divide, Mutula (2005) reviews
peculiarities of the information divide in Sub-Sedhafrica as encompassing factors that
include: linguistic disparities, inadequate localpblished content and ineffective

communication channels.

2.11 Enhancing information access in the book trade

In order for the book trade to discharge servietsctively there is a need to have

information and an information system that wouldalda entrepreneurs to operate

optimally. Making observations on the Kenyan bomdé (Muita 2001; Rotich 2000;
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Makosi and Nyariki 1997) state that though there miany bookshops in the Country,
they cannot be said to be serving the needs ofucoers effectively. Among issues of
concern pointed out are the limited numbers of Boakd other materials on offer,
incompatibility between what consumers want andtviavailable in stock, delays in

fulfilling customer orders and the skewed stockim¢avour of textbooks.

2.11.1 Information Communication Technology (ICT) & a tool

Information Communication Technology (ICT) is todagcognised as a crucial
component in enhancing access and use of informatibamukoya and Mutula (2005)
observing the increasing use of ICT in better erdelivery and records management in
public institutions, argue that there is much ¢ogained when organisations employ the
use of technology in their operations. Commentinghe levels of ICT use, the authors
explain that e-readiness, a state in which ICTisdaghly developed occurs at multiple
levels of ICT development. According to them, edieass could include any one or
more than one of the following activities: usingmeil as the most preferred
communication method; using a web site for interaatl external communications;
selling goods and/or services using the Interneking travel arrangements using online
Internet services; finding and purchasing compatgripment and software, supplies and
even services through a company website; sendawrehic invoices to customers and
receiving electronic bills from suppliers and etentcally paying and receiving

payments.
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In-line with this commitment, Kenya through the Nimy of Planning and National
Development (MPND) prepared an ‘Economic Recovetsat&gy for Wealth and
Employment Creation’ 2003-2006 MPND (2003) in whitle role of Information and
Communication Technology (ICT) in improving acceesinformation is emphasised.
Supporting this view Kemoni, Wamukoya and Kiplarig2003) observe that the use of
information technology in the storage and retriedainformation would facilitate faster
access and use of available data. MPND (2003) reseg the economic value and
benefits of ICT as key in the development of ruaal urban areas. The Ministry of
Planning and National Development singles out #t& bf awareness, priority, focus co-
ordination, resources and capacity as factorsithae slowed down the up-take of ICT

access and use in Kenya.

Among proposals put forward towards actualising l&Tessibility by the population,

the Government of Kenya committed itself to invegtin adequate ICT education and
training. It also sought implementation of a taegetax reduction and /or incentives on
both computer software and hardware to make théondable to micro-enterprises and

to low income earners (MPND 2003).

An important component in the operationalisationl©T is the existence of a stable
telecommunication system. The MPND (2003) sourceudeent in concurring with the

view stresses the fact that the telecommunicatgettor and services are vital to the
economic well being of the Nation. The documentyéwer, notes that inadequate and

inefficient telecommunications service has contouto the high cost of doing business
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in Kenya. The situation has further hindered theoofuction of modern services such as

data transfer, e-commerce and widespread use dif cegds.

In efforts to increase access to telecommunicas@nvices in the Country, the
Government initiated institutional reforms whichwsghe splitting of the then Kenya
Posts and Telecommunications Corporation into Comeations Commission Kenya
(CCK) — a regulatory body, Postal Corporation ofmif@ (PCK), and Telkom Kenya
Limited (TKL) (MPND 2003). Telkom Kenya, the teleomunications service provider
was for a while caught up with old technology whiamvolved provision of services
through fixed telephone lines. The result was #sabf 2003, fixed line teledensity was 4
lines per 100 persons in urban areas and 0.6 peeslO0 persons in the rural areas

(MPND 2003).

Along with making telecommunication services acit#ssto the population, there is a
need to consider the costs of access. In the dakernya, cost still plays a big role in
hindering large sections of the population from essing and thus using
telecommunication services. Currently, the year@®% Country still has one fixed-line
telecommunications company, the State owned Telkamya. Recently in efforts to
make it relevant, Telkom entered the field of wess telecommunication provision yet
there is little relief for Kenyan consumers in termof pricing of telecommunication
services. Other wireless telecommunication serpiceviders in Kenya are Safaricom
Limited and Celtel (Kenya) Limited. The intermittgprice wars between these service

providers have not been beneficial to individuadrgs

10t



2.12 Core concepts in the study

This section discusses core concepts of the stivehygghe viewpoint in which they were

used in this study.

2.12.1 User studies

The term ‘user studies’ has been used to descnbiel@range of potential research that
includes the in depth analysis of the underlyingdsethat result in information—seeking
(Williamson 2000). User studies are conducted ireffort to understand how the service
systems available are meeting user requirementsvaather improvements can be made

to increase service delivery.

According to Ojiambo (1993), research in user ssidieveloped, to a large extent as a
response to the growth in science and technolotgr déie Second World War. He

explains that the origination of user studies waseld on the premise that if one could
identify the information needs of a population stbthen one could design an effective

information system.

User studies have been defined as empirical studtigbe use of, demand and need for

information Ojiambo (1993). The term tends to denimivestigation designed to gain

insight into how, why, when and where people seéérimation and use of information
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resources. It usually includes description of infation needs, ease of access to

information that is needed, and information seekiagaviour and information flow.

The conduct of user studies however has receiviidisms, which according to Odini
(1993) include common and justified complaints efedtive methodology and shallow
conceptualisation. Wilson (2008)so holds the same view and especially faultautee

of quantitative social survey methods which in nuzstes are used to collect a great deal
of data without the researcher having a theoreticaven descriptive frame work into

which to fit the data.

2.12.2 Information

Information can be described as processed data#isabeen organised and can be used
for decision making. Access to relevant, timely aodt effective information is crucial

in the day-to-day problem solving in businesssupporting this view, Kirk (1999) states
that organisations are increasingly aware of theerg@l of information in providing
competitive advantage and sustaining success. Hawewe term “information” though
widely used in contemporary society remains thestlaanderstood. Difficulties in
understanding the term has been attributed to akvactors including its relative
newness, its influence and effects in all areama@diern existence and its nature of being

intangible.
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According to Wilson (2007), the history of reseamthuman information behaviour can
be traced to the Royal Society Scientific InforraatiConference of 1948. Elaborating on
the history, Wilson (2007) observes that there tedisearlier researches on human
information behaviour as early as the 1940s. TbgaRSociety Scientific Information

Conference however marked the real beginning ot@onin understanding how people
used information in relation to their work and pararly how they used it in science and
technology. Initial studies into human informatioehaviour according to Wilson (2007)

were concerned more with issues such as the sdasd make-up of the clientele rather

than the needs that led people to use librariessaairce of information.

The recognition of the importance of understandmgian information behaviour and
thus information needs has led to numerous resesimh the subject. A large proportion
of these studies, however, has been marred by lpeesgented without clear definitions
of key terms (Wilson 1981; Odini 1993; and Capuaond Hjorland 2003). In

emphasising the need to provide definitions of k&yns in research, Shenton (2004)

states:

“The exploration and definition of terms associatéth the concepts under investigation
are pre-requisites in virtually all research prtgda information science. In most studies
addressing information behaviour whether the fodes in information seeking,
information use or both, an unequivocal explanatidnthe way in which the word
“information” is understood within the context dfet project is essential in the report
since it helps the reader to appreciate both ther@af the phenomenon under scrutiny
and where the boundaries of the work lie”.

Information science scholars concede that the ginoé information is difficult to

understand, define, isolate and measure (Levitaé8D;1®Vilson 1981; Dervin 1986;
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Buckland 1991; Odini 1993; Hord 1995; Vakkari 199Zpmmenting on the continuing
debate on the matter, the scholars argue thatitheuty in understanding the concept
lay in the numerous meanings attributed to it ahe toncept’'s relationship to its

correlates, such as, knowledge, expertise, thailggaprocess and cognitive psychology.

Singling out the use of the term “information” assynonym for “data” Callaos and

Callaos (2007) argue that information has freqyelnéien defined as ‘interpreted data’ a
situation that many times causes confusion sindéeerdnt persons might associate
different meanings to the same data. Indeed, iBexdack of unanimity in understanding
of the concept resulting in many information scenscholars and professionals

considering the concept as elusive (Shanton 206 @993).

Contributing to the debate, Lillrank (2003) expkirthat data are codified and
communicable symbolic representation of entiti#epprties and their states. They have
content (representation) and form (record) thabvedl storage, retrieval and analysis.
Data therefore can also be described as factsnalokdyy observation or research and
which are recorded. According to (Callaos and @all€2007) and Lillrank (2003) data
can turn into information only if they are put intocontext and given meaning. For
example, data describing business transactiongigsegated and put into a financial
context as a statement of business performances, Tlata can be described as the factual

content of information.
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Further differentiating “data” from “information”rBsher (1991) argues that whereas data
are raw unprocessed meaningless messages, informstorganised or processed data,
which conveys a significant or specific meaning whbeomething. Thus information is
organised data or the meaning derived from the. dataffect therefore, information is
generated by manipulation of raw data and theisfi@mation into meaningful data or
facts. Information therefore may be defined as daftavalue to decision making.
Upholding this view, Callaos and Callaos (2007}esthat information can be defined as
“decision-relevant data”. It is data which can tensmitted between individuals and each
individual can make whatever use they can of ithis research Information defined as
factual data, advice or opinions, in oral writtenebectronic format, into which value

judgements can be entered.

2.12.3 Information needs

A need can be described as a state of felt demivafThus when an individual
experiences a state of need they experience addtatecertainty. In such circumstances
the individual chooses either to work towards réagiche uncertainty by seeking for
information or they ignore the need. Concurringhwtiis definition, Hanagan (1995)
describes a ‘need’ as a state associated with tantigrand the desire to fulfil a gap in
knowledge. Thus the recognition of a need will oftead an individual into information
seeking. Ojiambo (1993) defines a “need” as ‘thki® of judgement that some group
has a problem that can be solved, where probldaken to be violation of expectations.

In examining the concept of information needs, Wril$1981) suggests that “information
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need” is not a fundamental need such the needhfeltes or the need for substance.
According to him, “information need” is a secondarger need which, arises out of the

desire to satisfy the primary needs.

Describing the attributes of “information needs®igerova (2001) explains that such
needs are cyclic, socially and cognitively baseatgsses in which knowledge develops.
As such, he argues that diagnosis of informaticedaef users and the users' evaluation
of systems; products and services ought to be baséite processes of relevance, quality
of service and continuity. These should then beoriparated in information needs

research.

In his evaluation of ‘information needs’, WilsonO() suggested that the term ‘need’
can better be understood when it is consideredhén light of three categorisations
proposed by psychologists. These are (Wilson 2000):

* Physiological needs such as the need for food,rvaaie shelter;

» Emotional or ‘affective’ needs such as the needftainment and domination;

» Cognitive needs such as the need to plan and o g&skKill.

In Wilson’s evaluation, when the three categors&i of needs are considered inturn
they are in most cases found to interrelate. Intagercircumstances for instance,
physiological needs may trigger affective or cogeitneeds; affective needs may give
rise to cognitive needs, which will either leadthe search for need satisfying solutions

or a decision to ignore the needs. If the individtteooses to search for need satisfying
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solutions, then they may engage in information sepkehaviour. Indeed Wilson (2000)
suggests that the term ‘information need’ shouldviitedrawn from Information Science
literature and instead be replaced by ‘informaseeking’ towards the satisfaction of

needs.

In understanding the concept of information neeusmotes that apart from the existence
of a need, several factors play a role on whether individual will engage in
information-seeking behaviour or not. Some of thie&tors include: the importance of
satisfying the need, the penalty incurred by acimthe absence of full information, the
availability of information sources and the cosfsusing them and above all the

information environment in which the individualaperating.

2.12.4 Information seeking behaviour

The action by the user of making a decision tovabti seek to satisfy the gap in
knowledge is what constitutes information-seekinghdviour. The concept of
“information seeking-behaviour” is closely linked that of needs. As Wilson (1981)
notes, information-seeking behaviour results frohe trecognition of some need
perceived by the user. In his barriers to infororatseeking model, Wilson (2000)
considers main factors affecting information-segkirbehaviour as personal,

interpersonal, and environmental.
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Environmental factors that affect information segekbehaviour can be placed into two
broad categories as internal and external. Thernateenvironment consists of the
personal or individual, physiological, affectivedacognitive needs. In the book-trade for
example, an entrepreneur would engage in informegeeking behaviour to satisfy the
need for a comfortable life, or to eliminate thesgibility of making wrong decisions that
can lead to being ridiculed. At work role level epreneurs may seek information to
secure their positions as leaders of the organisatr even better, as leaders in the book
trade. They could also engage in information-segKiehaviour to ensure a high

accomplishment rate.

Specific tasks that entrepreneurs perform to aelaggtent determine the kind of
information need experienced. Important tasks peréal include planning and decision
making, which require much thought, thus, more lyikeeading to the generation of
cognitive related needs. The nature of the org#oisacoupled with the individual
personality of the entrepreneur will create affeetheeds that reflect each personality
such as the need for achievement, for self-assedia even that of self-actualisation.
According to Wilson’s (2000) particular patternsrefeds and the resulting information
seeking behaviour are functions of all pre-deteediriactors plus the organisation’s
unique ‘climate’. Here, an organisation’s climaggers to internal factors such as the size
of the establishment, levels of stocking, numbereoiployees and relations between

individuals.
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2.12.5 Entrepreneurship

Entrepreneurship implies pragmatism in businessreviaa individual referred to as an
entrepreneur sees a business opportunity seiaesl iturns it into a profitable enterprise.
According to (Hisrich, 1986; Seierup, 1996; Njet@96) the concept of entrepreneurship
is often equated to economic success in businésssafMore commonly however, the
concept is used to refer to persons leading fiiTmanufacturing or general industrial
concerns. Indeed entrepreneurs are seen as piasfeeosnmerce and industry and, of

progress and civilisation (Njeru, 1996).

The numerous perspectives, from which the conceptiewed however, cause it to be
considered as riddled with ambiguity. This ambiguias been attributed to scholars in
business studies putting emphasis in their respeeatieas of specialisation when dealing
with the concept (Njeru, 1996). As Njeru (1996) kexms, the confusion in understanding
the concept arises from the failure by scholarstéde in advance the perspective from
which they view the problem. In effect, scholare axpected to clarify the question of
whether the term ‘entrepreneur’ only refers to wlials operating private business or
whether it should be extended to include peopleuiblic or state enterprises. Giving his
views on the matter, (Njeru, 1996) argues thatlithee attributes of an entrepreneur are
taken into consideration, it is evident that entepurs are not confined to any one area

of business but are scattered in all areas of grser be they private or public.

Referring to Schumpeter’s theory of entreprenepts{Brubaker, 1985; Bourdieu and

Wacquant, 1992; and Seierup (1996) explain thateprgneurs’ contributions to
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economic development can be compared to otherrfactoproduction, which include
land, labour and capital. Thus the entrepreneanéwho brings development through a
‘creative destruction’ of existing equilibria as aoonomy in equilibrium is ‘static’ not
developing. It is only through the innovative aittes of an entrepreneur that the

equilibrium can be upset so as to bring about chang

The complexity manifested in unravelling the corcep entrepreneurship is also
encountered in efforts to define the term. In tlohuBnpeterian sense, entrepreneurship
focuses on individuals’ ability to innovate in andynic and productive context
(Kinyanjui, 1996). According to this line of thoughthe entrepreneur makes things
happen or causes them to happen through a serieaaations or combinations of in-
puts. Kilby (1971) as discussed by Kinyanjui, (1p@®fines the entrepreneur as a
manager who engages in four main functions; indgdixchange relationships, political
administration, management control and technolagleavours. Thus, entrepreneurship
is the process by which individuals either on theim or within organisations pursue

opportunities without regard to the resources thayently control Kreitner (2000).

This translates to mean that entrepreneurs loo&rzegurrent resource constraints when
they envision new business possibilities. In comsid) the qualities entrepreneurs should
possess, Njeru (1996) presents them as:

» One who takes risks and uncertainty

» Provider of financial capital

+ Decision maker
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* Industrialist/business leader

* Manager or superintendent

» Organiser co-ordinator and mobiliser of resources

» Employer of productive forces (physical, human an)
» Owner or operator of an enterprise

 Contractor.

Since the most critical function of an entreprenisuhat of decision making an important
ingredient that is gaining greater recognition amtcibuting to entrepreneurial efficiency
and effectiveness is information. Boyce and VilB9@2) while concurring with this
views observe that as decision-makers entreprerana confronted with information
related concerns. On one hand they are faced witmmetric information, that is, they
are confronted with different types and quantibésnformation. On the other, they are
afflicted by bounded rationality, which means thye limits of assimilating and using
information depending on their unique individual kmaup. This situation predisposes
entrepreneurs to act in economically rational wlaysveighing the costs and benefit of
their actions, yet experience cognitive limits lo¢ human mind a situation that prevents
them from processing all available information. Téwathors further argue that since
information is asymmetric and rationality is boudder limited, economic actors are
always confronted with uncertainty. Accordingly itihetherefore, the degree of
uncertainty that surrounds decisions depends oraiti@unt and accuracy of processed
information available. Thus information and uncetiy are directly related; and

information is the antidote to uncertainty.
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2.13 A Critique of related studies

The review of related studies gives perspectivitheacurrent research in terms of area of

investigation, the methodologies used and the emgigsues.

2.13.1 A study on information seeking and communiden by rail engineers in their

work situation

This study which was conducted by Odini (1995) stigated information seeking and
communication by rail engineers in their work sitoa. Engineers from Kenya, a
developing country and Britain a developed countrgre studied. The main research
instrument was a semi-structured interview schedwdhich was administered to
engineers. Tape-recorded interviews ranging inttefi@m 45 minutes to 2 hours were
carried out. The use of the critical incident tage in interviewing, where a respondent
was asked to focus on a single critical incidemiprioved the quality of responses and

data collected.

An interesting finding of the study was that whemsar-group deals with highly complex
tasks, they tend to devise more elaborate infoonaseeking strategies to satisfy their
needs. This is unlike their counterparts who dd#t Wow complexity tasks who tend to

employ simple and instantaneous information seegiraggegies.
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2.13.2 A study on information needs and informatin-seeking behaviour of medical

research scientists

In this research, Kimbwarata (2001) sought to itigage information needs and
information-seeking behaviour of medical researciergists. The Kenya Medical
Research Institute (KEMRI) was the case study asgdion. A cross-section of scientists
who included microbiologists, clinicians, physiolstg, public health officers, social

scientists among others was investigated.

The study concluded that KEMRI scientists had moreless a uniform order of
preference in sources they consulted for inforrmatiad the reasons for consulting the
sources, that is, reliability accuracy currencyvahce, affordability, ease of access and

timeliness among other considerations.

2.13.3 A study conducted to investigate informatiomeeds and information-seeking

behaviour of personnel in book publishing firms

In this study, Mbengei (2001) sampled a total ofd€pondents from the case study firm
who were put in categories according departmentghich they worked. They included

publishing, finance, personnel and operations fanst

The findings revealed that publishing personnebdemore on sources of information
within or around the firm than on those from ex#&raources. This research however

could have been strengthened if staff had beenpgbaccording to their job categories,
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that is, managerial or line staff rather than bpatémentalisation. The research should

also have determined which tasks required morenmédtion and from which channels.

2.13.4 A study conducted to investigate librariesral the book trade in Kenya by
considering aspects necessary for developing infoation services in a developing

country.

This study conducted by Oman (1985) investigatédaties and the book trade as
information service providers that can cater fa tieeds of the Kenyan people wherever
they may be. Notably, just like most studies dephvith the book trade in Kenya, it
views the book trade from the publisher’'s perspectinlike the current study which
looks at book trade from the booksellers perspectiin the present study emphasis is
placed on bookshops as major books selling outetd as crucial links between

publishers and book consumers.

The methodology of this particular study is not letpas to whether it is qualitative or

guantitative nor is a conceptual or theoreticaieavork provided. In a brief reference on
bookselling, the study showed that a large proporof bookshops in Kenya traded in
textbooks. It also showed that a majority of bo@dé entrepreneurs are of Asian origin
and that the few Africans in the business do notgare with their Asian counterparts in

terms of business volume.
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2.14 Summary

In the chapter, the literature review traces thevenivpom oral communication being the
basic means of information access and dissemingtitime period of the late f5entury
when the invention of typographic printing revotutised communication and the

information processes.

An analysis of distribution in the book trade calesed the various channels of book
distribution and singled out the central role pthyey bookshops. The distribution
process is also evaluated where different levelsdisfribution are discussed. The
literature review also examines terms of tradenaltook trade ranging from cash sales,

credit sales to less commonly used terms such@sgsing goods on consignment.

The book trade benefits from organisations andgskayhose operations either directly
or indirectly affect its progression. Bibliographgeneration organisations for instance
enables the book trade to process orders fasten \liney access title information.
Libraries on the other hand provide a ready andelamarket for booksellers. The
ministry of education in its informant capacity iats in the survival of bookshops by
insisting that books for the free primary schooligoare purchased by schools through
bookshops. It is also possible to obtain statistinseducation from the ministry thus

enhancing chances of a more targeted stocking.

12C



CHAPTER THREE

3.0 RESEARCH METHODOLOGY

3.1 Introduction

This chapter discusses the research methodologytteeatetical framework. It also
details preliminary research strategies, data ciidle and management techniques, and

data analysis methods and examines the criteriealatation of findings.

3.2 Methodological Considerations

Investigators have two methodological approachew/ioich they can base their studies.
These are the quantitative and qualitative methodscussing methodological
considerations in user studies, Wilson (2000) asghat the very nature of user studies

implies the need for the use of diverse methodsamdels of research.

While discussing recent trends in user study methddison (2000) explains that earlier
researchers of information use, predominantly weedjuantitative methods also referred
to as the ‘scientific method’. Concurring with thiew, (Gephart, 1999; Mclever, 2001;
Thomas 2007) argue that during the 1970s and tBeslfrominent concerns were raised

about the limits of quantitative data and methdtisnoassociated with positivism.
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According to Lincoln (1994), positivism is a resgaparadigm that assumes an objective
world-view in which; scientific methods can moreless readily represent and measure
casual relations among key variables. Anti-postivnethods on the other hand, are
considered to take a subjective view of the wondseeking to understand research
subjects in their natural setting thus enablingstigators to study their lived experience
(Cresswell, 1994; Silverman, 1997). Elaboratinglmparadigms, Gephart (1999) states
that anti-positivist researchers raised concernd asserted that quantitative survey
methods impose a view of the world on subjectserathan capturing describing and

understanding these world views.

The two methodological choices according to (Hgep897; Wilson, 2000; Thomson,
2007) differ in their philosophical views where gtitative research requires that social
facts are viewed from an objective perspective avfualitative research follows the idea
of facts as subjectively and socially constructBaese authors argue, however, that the
methods do overlap to some extent with those diitteeal quantitative social research.
As Wilson (2000) observes, interviewing, observatamd documentary sources can be

used as methods of data collection both in quadéand quantitative research.

Elaborating on the fundamental differences betwgelitative and quantitative research,
Hoepfl (1997) notes that while qualitative reseapcbduces findings not arrived at by
means of statistical procedure or other means ahtification, quantitative research
does. Additionally, while quantitative researcheegk casual determination, prediction

and generalisation of findings, qualitative reskars seek illumination, understanding
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and extrapolation to similar situations. Arguing the unique roles played by both
methodologies, (Hoepfl, 1997; Wilson, 2000) shohat thone of the methodologies is
superior of inferior to the other. According to inea ‘paradigm of choices’ should be
supported in research in order to provide for ‘rodtilogical appropriateness’ as the

primary criterion for judging methodological quglit

Further advocating for the use of multiple methoda@s in information needs studies
(Mclver, 2001; Wilson, 2000) argue that there hbagen protracted disputes in the social
sciences about which research method can bestsadtlre research problem. Giving
their view in support of multiple methodologieseyhinsist that a set of methods can be
considered for use in a study based not just on aépplicability to a given problem, but

also the extent to which they provide complimentaepefits on each method’s strengths
and weaknesses. Mclver (2001) further observeslieatonvergence of results achieved

through multiple methods go a long way in validgtihe findings.

Methodological choices for the conduct of this gttiterefore was guided by the aim of
research which, was to investigate the access douaa of information by book trade
entrepreneurs in the work situation in Nairobi. Tieed to investigate the extent to which
the existing information systems met entrepreneumgdrmation needs required a
gualitative approach while the inevitable quanéfion of certain aspects of the data, for
example years of experience in the book trade, iledua quantitative approach.
Consequently, in order to capture the holistic #retefore ‘lived’ experience of book

trade entrepreneurs and at the same time captpatamt day-to-day aspects that impact
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on information needs and information seeking behayi the study adopted both

gualitative and quantitative approaches.

3.2.1 The qualitative approach

According to (Cresswell, 1994; Silverman, 1997; &il, 2000), qualitative research is
concerned with developing concepts rather thanyapplpre-existing concepts. The
methodology lays emphasis in understanding thrdagking closely at people’s words,

actions and records.

Cresswell (1994) defines qualitative research asirmuiry process of understanding
based on distinct methodological traditions of inguhat explore a social human
problem The method gives the actors the upper hapdesenting the lived experience.

This way, theories are generated as meaning iarticipant pronouncements.

In actualising the aim of this study, eight facténst a researcher must consider in
choosing a qualitative methodology as propoundedi®swell (1994) were taken into

account. These factors were:

1) A qualitative study should be undertaken becausehef nature of the research
guestions. Creswell (1994) notes that in a qualgagtudy, questions often start with
ahow or a what These type of questions require in-depth prolfékeophenomena

under investigation to be able to gain the realityich is usually deep within.
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Quantitative questions in contrast agky and look for a comparison of groups or a
relationship between variables with the intent aftablishing an association,
relationship or cause and effect. Research questiothe present research consisted
basically of thewhat and how types of questions which could best be actualised

thorough a qualitative methodology.

2) The topic understudy needs to leplored Such a topic usually lacks easily
identifiable variables, has no theories to explaghaviour of participants thus
necessitating a need to develop theories. In thsepit research, there was a need to
investigate information seeking and use by boo#tetr@ntrepreneurs by studying their
access to and use of information. There were nederermined theories thus the

factor would place this study under exploratoryetyp

3) The use of qualitative methodology was advocaterhlee of the need to present a
detailed view of the topic understudy. This wasiemdd by focussing on the study
problem, which sought to determine existing infotiora systems in the book trade

and how they met the information needs of bookerawatrepreneurs.

4) A qualitative study enables the investigation tetalace in the individual’'satural
setting It involves going out to the setting of field sfudy, gaining access and
gathering material. This advice states that if ipgndnts are removed from their
setting, it leads to contrived findings that aré @ucontext. In the present study, book

trade entrepreneurs were studied in their natettéihg that is in their respective work
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5)

6)

7)

8)

situations where they felt at ease and in conttol. gaining access to the
entrepreneurs, the research enjoined the KBSA wéaie welpful in making initial

contacts with the respondents.

A qualitative approach allows the researcher tbaate on issues arising from the
study by engaging in storytelling form of narratiobhis handling of qualitative
methodology permeates this study as emerging issass extensively narrated and

expounded upon.

A qualitative study is considered where there figant time and resources to spend
on extensive data collection and detailed datayaisal The present study though
faced with a limitation of resources was able tosehaufficient time for data

collection and analysis.

The use of qualitative methodology is considere@énatihe audience is responsive to
the approach. In this study, the audience was &dlyececeptive to the method
because as business practitioners they may nottimedor the detached approach of
completing questionnaires. The use of semi-stredtunterviews provided an
opportunity for interaction, which allowed respontieto open up and give their

views.

The use of qualitative methodology emphasises ésearcher’s role as aactive

learner’ who can tell the story from the participant’s ganf view rather than as an
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‘expert’ who passes judgement on participants. The pressetarch valued and
respected the views of the entrepreneurs and threrpfesents those views to closely

match the participant's responses.

Another unique aspect of qualitative research #uated to its merit as the method of

choice is its provision for theory generation apaged to quantitative research, which

requires that a pre-existing theory or theorieseatiger proved or disapproved. Wilson

(2000) concurs by stating that qualitative rese&@aoncerned with developing concepts

rather than applying pre-existing concepts. He aftihdd qualitative research seems

particularly appropriate to the study of the neadsderlying information-seeking

behaviour because:

The concern is with uncovering the facts of thergday life of the people under study.

* By uncovering those facts we aim to understandnthexls that exist which press the
individual towards information seeking behaviour.

e By better understanding of those needs we are tablenderstand what meaning
information has in the everyday life of the people.

« By all of the foregoing we should have a betterarsthnding of the user, be better
able to design more effective information servicas] be better able to create useful

theory of information-seeking behaviour and infotiora use.

3.2.2 The quantitative approach

In defining quantitative research, Creswell (198d3cribes it as ‘an inquiry into a social

or human problem based on testing a theory compos$edhriables measured with
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numbers and analysed with statistical proceduresrder to determine whether the

predictive generalisations of the theory hold true’

The quantitative approach looks more at the ohjecsignificance of happenings and
guantifies the results of the observations mostynfthe researcher’s point of view. The
present study mostly used the qualitative approdtiere were however elements of
guantitative aspects that made it necessary todeEmssues of quantitative approaches

in research.

As Hoepfl (1997) explains, it is not necessary tbtpe qualitative and quantitative
paradigms against one another in a competing stalmstead, paradigm choices should
be guided purely by a consideration of methodollgappropriateness. Further, it has
been shown that quantitative and qualitative methoaoh be can be combined in the same
research project providing greater insights in fineings (Strauss and Corbin, 1990;

Patton, 1990).

3.3  Theoretical frameworks and conceptual model

Theoretical frameworks and conceptual models aeareh concepts that seek to orient
the study towards designated research paradigmeordiog to Boragati (1999) a

theoretical framework is a collection of interreldtconcepts, which guides the research
in determining what things to measure, and theticglships between them. Conceptual

models on the other hand, are defined as summaggiews that provide a working
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strategy with a scheme containing general or ma@rcepts and their interrelations
(Javelin and Wilson 1997). According to them, wheanstructed appropriately,

conceptual models should map reality, guide rebeand systematise knowledge.

This study was guided by three theoretical framégionamely; the interpretative social
paradigm as propounded by Burrel and Morgan (19799, ‘grounded theory’ as
propagated by Glaser and Strauss (1990) and ‘thesiple of thick description’ as

formulated by Norman and Denzin (1989).

The frame works were chosen by virtue of theirahility at achieving the aims and
objectives of the study. In ensuring that all aspet the investigation received attention,
a conceptual model, the Barriers to Information kBee Behaviour Model by Wilson

(2000) was applied.

The following guidelines as listed by Rowland (2p@&med the basis for the choice of

framework and conceptual model. They are:

The problem understudy The first issue to be considered in determirivgchoice
of theoretical framework or conceptual model was tiroblem understudy. In this
research, the problem was to investigate accessmtbuse of information by book trade
entrepreneurs in the work situation through stugyireir information needs, information

systems and channels available to them and oftggestions for improvement.
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Study orientation- This called for a careful analysis of the prablanderstudy in
order to determine whether to use the quantitativegualitative approaches. In this
research a qualitative orientation was chosen,hasetwas need to understand the
problem from the participant’'s perspective. Alsoalitative approaches allow for close

and in-depth study of respondents.

Major issues of concerr Under this factor, important issues that neettedbe
tackled guided the researcher. Going by the ainectibes and research questions of this
study a holistic approach as provided for by gatlie methods as opposed to the
measurable methods in quantitative approaches wasidered. This was found to be
appropriate as the results obtained would take imtecount human feelings and

expressions, which are important in designing imi@ion systems.

The degree of certainty and uncertainty in the peobunderstudy- Information is
by nature an intangible substance and was therefareasy to measure in quantifiable
terms. In this research, determining certainty amcertainty of issues under
investigation required the use of methods that digite a user’s view more closely. The

gualitative approach was found to be most suitegetting such personalised views.

3.3.1 The interpretative social paradigm framework
The interpretive paradigm is a qualitative reseaagproach that is concerned with
meaning that is sought subjectively through undeding definitions of situations from

the participant’s point of view. The paradigm pies for two perspectives in which it
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can be viewed. First, it represents epistemologgséarch, where epistemology refers to
assumptions about the grounds of knowledge. Bamel Morgan (1979) explain that
epistemology is about how one might begin to urtdacs the world and communicate
this as knowledge to fellow human beings. Kelvi dyers (1999) elaborate further
that interpretative research is founded on themaptian that knowledge is gained or at
least filtered, through social constructions susHamguage, consciousness, and shared
meanings. Second, it can be viewed as a methodolobgreby it can be used as a
method to develop data collection instrumentsugtiice the data collection process and
guide data presentation. Also in terms of methoglgldRowlands (2005) states that
interpretative research does not predefine depérmmatendependent variables. It does not
set out to test hypothesis but aims to producenaienstanding of the social context of the
phenomenon and the process whereby the phenomefioences and is influenced by

social context.

In considering the interpretative paradigm as aritecal framework, the researcher took
into account its multiple usage and especiallyfive factors cited by Rowland (2005) as
intrinsic to the paradigm:

Subijectivity this factor makes it possible to get the viewshaf participants rather than

those of the researcher. In this way, insight itite entrepreneurs’ experiences was
gained.

Emphasis on socially constructed nature of reaityis provides an opportunity to study

participants through their accounts.
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An understanding of the social context of phenomerderstudy- this aspect provided
for gaining of insight into entrepreneur uniquecaimstances.

The view that people socially and symbolically ¢arcs their own organisation realities-
enabled the researcher to focus on the work siostof individual entrepreneurs and
later relate it to those of the others.

The intimate relationship between the researchet ahat is being explored this was
achieved through trust building where entreprenewese assured of the confidentiality
of the information given.

By reading widely on the functionality of the paigd, it was possible to approach the
entrepreneurs as individuals with feelings and resses to protect thus the need for

confidentiality at every step of the research.

3.3.2 The grounded theory Framework

As a research approach, it is founded on the peethiat properties can be ‘discovered’
and categories generated from given data that waldienately lead to ‘theory’

generation. Strauss and Corbin (1998) state thheary is “a set of well developed
categories (themes, concepts) that are systentatio&drrelated through statements of
relationship to form a theoretical framework thatplains some relevant social,
psychological, educational or other phenomenonkelthe interpretative paradigm, the
‘grounded theory’ can be used in the epistemoldgsemse, that is as a theoretical
framework and as a methodology, that is for datdection, reduction, analysis and

‘theory’ generation.
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The ‘grounded theory’ was developed by Glaser araluSs (1967) and refers to ‘theory’
that is developed from a group of data that is gded on what the investigation
uncovers. According to Strauss and Corbin (199®)eory’ is a set of relationships that
proposes a reasonable explanation of the phenomeraer study. Thus, a theory offers
the best comprehensive, coherent and simplest nfoddéihking diverse and unrelated
facts in a useful and pragmatic way. Moghaddam §20€xplains theorising as the
process of creating alternative explanations anfiest fit' which explains the data most
simply is obtained. This involves asking questiohshe data which will create links to

established theory.

Three concepts detailed by Hughes (2000) that argcplarly important in the use of

‘grounded theory’ and which guided this resear&h ar

» Constant comparative analysighis is the procedure that assists in identifying
conceptual categories and their properties thatteedly lead to the grouping of data.

» Theoretical sampling- According to Corbin and Strauss (1998), the iqualf data
can affect the sample size thus the need for thearsampling when using grounded
theory. Further elaborating on the point, they akplthat theoretical sampling
procedure dictates the researcher chooses parisipeho have experienced or are
experiencing the phenomena understudy. Corbin amduss also explain that
theoretical sampling is cumulative with each iniew providing the researcher with

a slice of data on which he/she can build.
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» Theory generationThe concept of ‘theory’ is critical to the growwtitheory and as
Hughes (2006) notes:

“Theory focuses on how individuals interact in tiela to the phenomenon understudy; it

asserts a plausible relation between conceptsetsdEconcepts; it is derived from data

acquired through fieldwork interviews, observati@msl documents; the resulting theory

can be reported in a narrative framework or ag afggropositions”.

According to Hoepfl (1997) theory is not “a perféatoduct” but an “ever- developing

entity” or process. By following the steps givey Blaser and Strauss (1967), it was

possible to condense data, generate categorigsrasent the findings.

3.3.3 The principle of ‘thick descriptions’

This principle provides that a researcher can msak8d conclusions regarding
phenomena under investigation by considering tmeesod of the happenings surrounding
subjects under study. According to Denzin (1998jhtextual knowledge is not only part
of the specific situation under investigation, thdat a broad general knowledge enriched
by specialised sociological and historical insigats also required to fully understand
phenomena under investigation. He explains thathiek description does more than
record what a person is doing. It goes beyond nfere and surface appearances. It
presents detail, context emotion and the webs aBbkecelationship that join persons to
one another. Thick descriptions do evoke emotionand self-feelings and it inserts

history into experience.”

In the present research, for example, it was nacgds look closely into the unique

situations of individual book trade entreprenewsunderstand the reasons for their
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response to information related problems facingnthBy way of example, it is possible
to safely conclude that an entrepreneur is infoionailliterate when it emerges that the
only means they know of getting book informatiorthisough the publishers’ catalogue.
When asked a question on the existence of CD baok®the response indicates that

they don’t know what they are or how they are used.

3.3.4 Wilson’s Barriers to Information Seeking Behsaiour conceptual model

Wilson’s (2002) barriers to information seeking &elours model seeks to show that
individuals at any one time experience basic nedush are grouped under three main
categories by psychologists as:

* Physiological needs

» Emotional or affective needs

» Cognitive needs

Wilson argues that individuals do not operate umher state of need at all times. Instead,
as depicted in the model, there is always a pdggibf the needs overlapping as they are
essentially interrelated. He further contends thdividuals don’t necessarily engage in

information seeking when they experience needsgedinere are usually other factors at

play that determine if information seeking takescpl or not.

Main factors identified as affecting informationegeng behaviour as shown in the model

are:

» personal
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* interpersonal and

e environmental which considers:
Work environment

Socio-cultural environment
Politico-economic environment

Physical environment

Figure 1: Wilson's (2000) Barriers to Information seking Behaviour conceptual
model:

ENVIRONMENT m
Personal

ROLE
Interpersonal
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Environmental
Physiological
needs | d_ _. _._.1._.» Barriers
"| Affective
needs S PR I 4.-._. _._.1._.» Information
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Work role Seeking
—>
—» Performance role Behaviour

Socio-cultural environment

Politico-economic environment

Physical environment
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Source: Wilson, (2000) Based on Wilson 2000.

The conceptual model guided this research in Igpkdeyond immediate needs as
narrated by the entrepreneurs to consider othdorfadhat affected their information

seeking behaviour.

3.4 Preliminary research strategies
Prior to the conduct of the study, it was necestagnsure that regulations pertaining to
research in the Country were complied with, datéection tools were capable of giving

the required responses and additional assistamesaaeefully selected.

3.4.1 Permission to do research

A research permit was obtained from the Ministryediication Science and Technology
(MOEST) as required for conduct of research in Keny addition to the MOEST
permit, a clearance letter was obtained from thwviRcial Commissioner Nairobi, the
study area in which the research was to be caoigdA copy of the letter from the
Provincial Commissioner was then circulated todatrict officers in the eight divisions

of Nairobi.

3.4.2 Validation of interview schedule
As earlier mentioned a pilot study was conductedesi the validity of the interview

schedule. The purpose of the pilot study was to:
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» Allow the researcher to determine the completenétize sampling frame.

» Test the relevance of the collected data.

» Test the suitability of the data collection instemh with particular reference to the
adequacy of the instrument.

» Assess the probable cost and duration of carryinnghe study.

3.4.3 The pilot study

A preliminary study to test the comprehensivenasigquacy and effectiveness of the
data collection instrument was conducted. Thre&ks$ioaps were selected at random and
the semi-structured interview schedule administePed-testing of the instrument proved
to be useful as the respondents raised issuesean Hrat were not coming out clearly. A
guestion, for example, in the pre-field intervieshedule read, ‘Do yoknow of any
organised system that can give staffing inform&ioS8ome respondents looked confused
and they wondered aloud whether the telkmswing’ and‘using’ meant the same things.
This prompted the rephrasing of the question whiezevord ‘know’ was replaced by the
word ‘use’. It therefore read - ‘Do youseany organised system of acquiring staffing
information?”  In another instance questions oa $kection of ‘marketing’ had to be
reduced as respondents felt they had respondedigiing how they reach out to
consumers. Under the section of ‘the market’ theembed schedule was then used for

the main fieldwork.
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3.4.4 Training of a research assistant

A research assistant was identified through ingsimf known contacts. The chosen
assistant was considered mainly due to her backgras a graduate of BSc. Information
science, having an MBA and by virtue of being arplaiyee of an NGO where regular

research is conducted of which she heads the odssaction. The assistant was inducted
into the requirements of this research, which stasmged quickly due to her experience.
She was particularly encouraged to use probesttdegper responses from interviewees.
There was a practical session where the assistastinducted by the researcher and
asked to conduct two interviews in the presencéhefresearcher. The sessions were
satisfactory, thus, the assistant carried out sahethe interviews on her own

successfully.

35 Data collection methods

This section discusses the various methods, teaiaple frame and sampling procedures

used in the course of the study.

3.5.1 The case study methodology

The case study methodology is one of the most camynsed in the conduct of
gualitative research. The method allows a reseatoHfecus on a single phenomenon
and utilises a wide range of data gathering methblals overall purpose of the case study

is to obtain comprehensive information about thelgibject. In carrying out this study,



the method was found to be suitable in understanolirenomena from the perspective of

the lived experiences.

Case studies provide for opportunity for in-deptidyg of research subjects. Bell (1993)
describes a case study as an ‘umbrella’ term famaly of research methods having in
common the characteristic to focus on inquiry atbarphenomenon. She emphasises
that the great strength of the case study methtiaatst allows the researcher to
concentrate on a specific instance or situatiadeatify or attempt to identify the various
interactive processes at work. In using the cas#ysnethodology, the research was able
to look at book trade entrepreneurs as a user greugt the same time it was possible to

focus on the unique experiences of individual gareeeurs.

Apart from entrepreneur experiences, the methodigeed for generation of theoretical
assumptions about current information systemserbthok trade. Among other generated
theories, it was discovered that entrepreneursavgeindependently of each other and

rarely consulted even when issues arising werelgdative concern.

This view corresponds with that of Fidel (1992) wehlains that the case study attempts
on the one hand, to arrive at a comprehensive gtadeling of the event under study, but
at the same time to develop more general theotstiggments about regularities in the
observed phenomena. Case studies, he says, préparegestigator to deal with
unexpected findings and indeed requires him/heeddent the study in the light of such

developments.
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An interesting unexpected finding in this study wlaes lack of concern by the
entrepreneurs on technological developments thaaated on the book trade such as the
emergence of e-books. The reorientation undertakerived including in the

suggestions and recommendations the need to ederdag¢preneurs on the role and
benefits of embracing information technology. Basind Harter (1980) observe that the
overall purpose of the case study is to obtain cetmgnsive information about the
research object as the method allows for close medions of unique problems of

individual groups or situations.

Since the focus of this study was to analyse tf@nmation needs and information
seeking behaviour of entrepreneurs in the booletrtie case study approach was found
to be appropriate especially due to its uniqueityuaf allowing for the in depth

examination of the research object.

3.6  Study population

The study population comprised book trade entreganenin Nairobi, Kenya. As already
stated, there are approximately 287 bookshopsatieategistered members of the Kenya
Booksellers and Stationers Association. With theeption of about 20 large bookshops,
a majority of the bookshops are small to mediunirtass which exhibited to a great
extent similar set up characteristics. The resegirstopped after interviewing 32
respondents when it was apparent that no new irdomwas being gained. Interviews

for 13 entrepreneurs were tape-recorded whilevigess of 19 entrepreneurs were
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written down. The businesses studied comprisedgé laookshops, 9 medium sized and

19 small.

3.7  Sampling Methodology

Sampling is the strategy of selecting a smaller-gnaoip of people to represent the
population the research can focus(bioepf, 1997; De Paulo, 2000). There are two basic

methods of sampling; probability and non-probapgiampling.

3.7.1 Probability sampling

Probability sampling also known as random sampinghen every member of a given
population has an equal chance of being selectied. method is often preferred when
guantitative research is being undertaken sincdsitmost likely to produce a
representative sample which allows conclusions tltbe whole population drawn.
Wilmot (2006) points about that in probability sdmg, groups are represented in the
sample in their true proportions; or where uneguababilities are used and the data are
re-weighted back to the true proportions. The asnto produce a statistically
representative sample, suitable for hypothesisntgst This method however, was not
employed in the present study since it was a @isdd investigation in which the lived
experiences of the respondents was crucial iniagiat holistic conclusions. There was
also the need to select respondents that were fquumposefully’ to exhibit a true

reflection of the lived experiences.
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3.7.2 Non-Probability sampling

Non-probability sampling methodology is when theamte of a member of a given
population or universe being selected is unknovasehtially, the selection of subjects is
dependent on the researcher’s discretion. The methanostly suited to qualitative
studies. Wilmot (2006) explains that qualitativee&rch use non-probability sampling, as
it does not aim to produce statistically represregasamples or draw statistical
inferences. Qualitative methodologies are insteade@ at drawing holistic or the

wholesome responses.

Determining needs of people is much more possiltleeitotalities of their experiences
are reviewed. As already detailed in the sectiomethodological considerations, non-
probability sampling fitted with the objectivestbis study as it allowed for selection of

respondents on account of their length of stapénlived experience.

Through purposive sampling, the researcher wastabdelect participants subjectively.

The approach was found to be particularly suitédmlepplication to the present research
due to its qualitative nature and the target awdienAs Hoepf (1997) states, purposive
sampling is the dominant strategy in qualitativeeggch since it seeks to investigate

information rich cases that can be studied in depth
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3.8 Rationale for sample size

The issue of an appropriate sample size in a sisidgrgely determined by what the

researcher is seeking to unravel. In this studydine was to investigate information

needs, seeking-behaviour and use by book tradepgatreurs in the work situation.

According to De Paulo (2000) a qualitative samplgstrbe big enough to assure that

most or all of the important responses from respatglare captured. The point at which

‘all responses are represented’ and no new inféomatan be gained though continued

interviewing is known as ‘theoretical saturatio®léser and Strauss 1967; Strauss and

Corbin 1998). Studies have shown that in mostsdbeoretical saturation’ occurs at

between 10 and 30 interviews (De Paulo, 2000). fétmal saturation is said to occur

when:

a) No new or relevant data seem to emerge regardoadegory

b) The category is well developed in terms of itsgembies and dimensions
demonstrating variation, and

c) The relationships among categories are well estaddi and validated.

(Strauss and Corbin 1998).

In this study, theoretical saturation was attainethe sample size N=32. A precaution
was taken to ensure that indeed such a samplalgizeot affect the results presented.
Taking into consideration the fact that the cortwere of qualitative research is
determined by the richness generated by the celledata, the views of (Glaser and
Strauss 1967; Strauss and Corbin 1998) which statgdhe key to grounded theory is to

generate enough in-depth data that can illuminasétems, concepts, categories,
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properties and dimensions of given phenomena weslgl monitored in the process of
data coding and analysis. Justification for thengle size was also compared to that
attained in related studies. Thomson (2007) irexdew of fifty research articles of
studies from different disciplines that used graohdheory found that only one study
had a sample size of 350 with the rest of the stutlaving average sample sizes of 24.
Findings of the study revealed that the averagekasize at which theoretical saturation
was attained was 31. This average it was pointednzluded the one study in which

350 respondents were interviewed.

The conclusion is that sample size for groundedrtheelies on the point of theoretical
saturation (Strauss and Corbin 1998). Though omageesaturation occurs at the10
interview, Strauss and Corbin (1998) advice theg¢aechers test the level of saturation by

conducting a few more interviews. This precauti@swexercised in this study.

3.8.1 The use of interview data collection method

The interview is considered one of man’s oldest amabst used device for obtaining
information (Kerlinger 1986). It has been argukdttwhen used in a well-conceived
schedule, an interview can vyield information that ather method can match. This is
because the interviewer can know whether the respundoes not understand the

guestion and can, within limits repeat or rephithgequestion.

The interview method was especially found suitdblethe conduct of this study, first

due to the qualitative methodological consideratiaich allows for the study of
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phenomena in their natural setting. Secondly, tlethod allows for systematic and
guided probability in respondent / researcher adgon which other methods liked the

guestionnaire or observation don’t achieve (Kegin$986).

Miller and Glaser (1997) concur that interviews ldaa the capturing of knowledge of
social worlds through inter-subjective depths andual understandings. The use of this
method in the current study therefore allowed #spondents to give their views rather
than the views of the researcher. Where the ernepirs were willing the interviews was

tape-recorded. In other instances, the intervispaoases were written down.

3.9 Management of the data

Data in this study was managed according to rements of interpretive studies in
general and the grounded theory in particular.rtieoto ensure order and quality of the
collected data therefore, notes on interview sclesdwere re-written and expanded the
same day. Recorded tapes were labelled straight anth details of the bookshop, the
interviewee, the date and time of the interview. afhthe assistant conducted the
interview, the same procedure was strictly follow&be interview tapes collected from
the assistant were verified at the end of every tags. The transcribed notes were
labelled clearly and assigned a serial number &pd filed. The serial numbers were
later used to denote the respective bookshops 8o @etect their identity and maintain
confidentiality of the information provided. In ther ensuring the confidentiality of the

bookshop’s identity, the bookshops as listedppendix 2are not serialised.
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3.10 Procedure of data analysis

Data was analysed by use of grounded theory methquoposed by Glaser and Strauss
(1967) revised (1990) and the principle of ‘thic&sdription’ as proposed by Denzin

(1989).

The grounded theory method proposed by Glaser @aadsS holds that by following

stated guidelines and procedures, a researchbeted@'discover’ conceptual properties
and categories from qualitative data (Hughes, 2006 premise was found suitable for
this research especially considering that the susbd a qualitative methodology with
the interpretive social paradigm as the theoretfcamework. The method made it

possible to ‘discover’ the lived experiences of lbtrade entrepreneurs.

According to (Patton, 1990; Strauss and Corbin 1&%8@ Hoepfl, 1997) qualitative data
analysis refers to “working with data, organisinghreaking it into manageable units,
synthesising it, searching for patterns , discoxgewhat is important and what is to be

learned and deciding what to tell others”.

In qualitative data analysis the researcher bdgyrthe identification of themes emerging
from the raw data, a process referred to as co@igquss and Corbin 1990). According
to Moghaddam (2006), coding consists of naming eateégorising data. The nature of
coding in grounded theory requires going back te ttata for diverse pieces of

information at different times during the analygiecess. Coding therefore is defined as
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the analytic process through which ‘data’ are frea, conceptualised and integrated to
form theory (Moghaddam, 2006). As Strauss and @ofhB90) explain, the aim of
coding is to recognise, develop and relate condbptsare building blocks of theory. In
grounded theory coding is a kind of content analysifind and conceptualise the core
issues from within the huge pile of data (Moghadd2606).

Data analysis was conducted following the followprgcedures as provided for in the

grounded theory:

* Open coding stage

This is the first step in the grounded theory medthogy and involved identifying,
naming, categorising and describing collected dai@ had been transcribed and
expanded. Open coding is the process of breakimghdbe data into separate units of
meaning (Moghaddam, 2006). According to Goulding9d), the main purpose of open
coding is to conceptualise and label data. Durivig) $tage, the coding of data is basically
‘unfocused’ and thus open.

In this study, open coding was initialised at timel ®f every interview. Tape recorded
interviews were first transcribed at the end ofheaay verbatim onto paper. The
transcription was noted down in the question-answenat. The same procedure was
applied for all 32 interviews of the study whettlibese were tape recorded or hand
recorded on paper. In each case, key words andgses expressed by the respondents

were noted down..
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» Axial coding
This is the second step in grounded theory datdsieaThis stage involves relating
categories to each other though inductive and deduthinking. According to Strauss
and Corbin (1990), axial coding involves re-exariora of categories identified to
determine how they are linked. Moghaddam (2006¢m®ss axial coding as the step in
which identified concepts are explored in-depth amderging characteristics
dimentionalised in terms of their strength or wesdsy During this step, data are
subsumed into a core category which the reseatwd®rto justify as the basis for the
emergent theory (Moghaddam, 2006). According tau&s and Corbin (1990) the core
category is “the central phenomenon around whithther categories are related”. They
further add that a core category unites all thensts in order to provide an explanation of
the behaviour understudy. As Moghaddam, (2006gstah axial coding, four analytical
processes are occurring:

a. continually relating subcategories to a category

b. comparing categories with the collected data

c. expanding the density of the categories by detniltheir properties and

dimensions, and,

d. Exploring variations in the phenomena.
The axial coding stage enabled the researcher qairacnew understanding of the
phenomenon under investigation. It was at thisestagt the information needs of book
trade entrepreneurs begun to take shape. The Jatailprovided in the categorisation

summary given at the end of this chapter.
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» Selective coding

This is the final stage in data reduction, whichoives choosing one category to be the
core category. According to Moghaddam (2006) selectoding can be described as the
process by which categories are related to the category. In supporting this view,
Strauss and Corbin (1990) define selective cod:@lee process of selecting the central
or core category, systematically relating it to esthcategories, validating those
relationships and filling in categories that needter refinement and development”. It is
through selective coding that categories are iategrand developed into the theory. In
this study, selective coding led to presenting fified categories and sub categories that
aided in the writing up of the findings in the @&sation as shown. The categorisation
is tackled in the research as individual chaptersbting out the real picture of

entrepreneur responses.

» Core category

Entrepreneurs’ information needs

Sub-categories

* Funding information needs

» Stock and stocking information needs

* Market information needs

* Supplier's information

* Human resource information needs

» Personal development information needs
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Core category

Information systems in the book trade

Sub-categories

Internal Information systems

External information systems

Core category

Information seeking behaviour

Sub-categories

Information seeking prompters

Information seeking process

Information source and channel of choice

Information use

Environmental influences in information-seeking &ébur

Core category

Micro environmental factors affecting information access and use

Sub-categories

Employee inefficiency
Entrepreneurial oversight
Records keeping deficiency
Operations inadequacy
Information illiteracy

Change preparedness inadequacy
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» Core category

Macro environmental factors affecting information access and use
Sub-categories

* Unstructured competition
* Information inequalities
* Regulations deficiency
» Associations’ inadequacy

* Information poverty

After determining the various data categories ardcategories, analysis was undertaken

in which each main category was tackled as a chapte

3.11 Ethical issues in the research

This research involved interviewing book trade epteneurs whose immediate concerns
all the times was the assurance that the informajieen would be treated with outmost
confidentiality. Efforts were made to win the tradtthe entrepreneurs by showing them
letters of permission to do research and otherdih@ing an official of KBSA seeking
an appointment in advance. In the process of dataction, bookshops were assigned

serial numbers so that their identities were pretic

Interviewees were openly requested to have intervape-recorded and they therefore
had the option to accept or decline. Where respusdeere not comfortable with the
tape-recorded interview, the verbatim transcriptomtion was used. A small sized tape

recorder was especially chosen to help reduceghsidn of having the conversation
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recorded. The tape recorder was always placegasiéion where the interviewee could

see the process.

3.12 Summary

This chapter discussed study methodology, the relsgaaradigm, data collection and
data analysis methods. The methodological choieeglaborated upon and the choice of
gualitative approach as the dominant research jfmpmads discussed. Preliminary
research strategies that included permission toredearch, validation of interview
schedule, the pilot study and the training of theearch assistant are explained. The
theoretical frameworks of the research are expading®n where the interpretive social
paradigm and grounded theory were the main basisofostruction of the data collection
tool, the interview schedule, data coding, analgsid interpretation. Ethical issues in the

study are also presented.
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CHAPTER FOUR

4.0 BOOK TRADE ENTREPRENEURS’ INFORMATION NEEDS

4.1 Introduction

This chapter presents the analysis and findingsamk trade entrepreneurs’ information
needs. Responses of the entrepreneurs who wergieéwted formed the basis of the
identified information needs. Through the use @& gnounded theory method, the core
category ‘entrepreneur information needs’ was idiedt while sub-categories included
funding, stock and stocking, market, suppliers, &onmresource and personal
development information needs. Each sub-categortagkled in detail. In giving a
perspective to the various identified needs ofeh&epreneurs, a history of each of the

businesses was first determined as herewith reqtexse

4.2 Businesses’ history and forms of ownership
As a step towards determining book trade entrepmshénformation needs, the study

first established a brief history of each busin@égse are presented in the tables shown.

Table 5: Years of business establishment

Year of 1940 - | 1950 - 1960 - | 1970 - 1980 - 1990 -| 2000
Establishment 1949 1959 1969 1979 1989 1999 | above
Number of 1 2 1 3 4 18 3

Bookshops

Table 5 shows that of the entrepreneurs currentlthe book trade the earliest started
business between 1940 and 1949. It was furtherseehthat the book trade business
experienced a slow growth from the 1950s up to 1980 the establishment of only 5

new bookshops. It was noted that the period 19489-1s the pre-independence period
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in which the book trade was in the early stagedeselopment in the Country. It also
notable that during this period Africans had nobtueed into the bookselling business
and Asians owned whatever bookshops had been isktdhl Further, considering that a
large proportion of the book trade comprises obstlextbooks, it was noted that book
distribution at the time was managed by the Colo@@avernment through the then
Curriculum Development Agency. Indeed, in the eamdars after independence few

Africans were literate thus the book market wa stall.

A faster growth in the number of bookshops issddtom the 1990s right up to the year
2000 when 21 bookshops were established. This goeizaattributed to increase in
literacy levels, the general expansion and libsasilbn of the book market and the entry
of locals into the book trade. The 1980s was alperiod in which the Country had been
independent for about twenty years and thus hadt@rditeracy levels among the
population. As is mostly the case, greater literi@eyls to greater demand for books and

thus bookshops.

Table 6: Forms of Business Ownership
N=32
Form of Business Ownership| Number of Bookshops Percentage of
Total -%
Sole-proprietorship 19 59
Partnership 9 28
Limited Company 4 13

Table 6 shows findings on forms of business ownprdhshows that a majority of the
bookshops, 19 in number, representing 59% of th@nbases, are sole proprietorship

businesses. This is followed by partnerships, whiehnine bookshops representing 28%
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and limited company ownership standing at four Isbops representing 13% of the
businesses. The percentages of forms of busivassrehip are represented in pie charts

one.

Pie chart 1: Forms of business ownership

Forms of business ownership

@ Sole-proprietorship
8 Partnership
@ Limited Company

When probed on reasons for opting for sole-proprattip, most entrepreneurs explained
that their businesses were small and thus couldnbebe run by an individual. Those
who favoured partnerships said that businesses faendy enterprises and needed to
remain within the family. Those whose business aslp were limited companies
explained that business had expanded and couldomget be run efficiently as sole
proprietorships or partnerships. They observed thatas easier to deal with other
stakeholders in the industry such as publishersahdr financial institutions when a

business was a limited company.
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Table 7: Reasons for entering the book trade

N=32
Reasons for entering the book| Number of Percentage of total
trade Bookshops %
Existing family business 16 50
Saw a gap in the market 13 41
Seemed like a good option 3 9

Responding to why they ventured into the book tratdrepreneurs’ reasons as shown in
table 7 varied. In the analysis, sixteen entrepreneomprising 50% of the respondents
ventured into the book trade because it was aningdamily business. It was realised

that this response tallied with entrepreneurs whnsgnesses have been in existence for
up to 20 years. Thirteen respondents making up ddi¢hthey saw a gap in the market, a
response that tallied with entrepreneurs of bbogs that had been in existence for less
than 20 years. Three respondents comprising 9%hefréspondents said they saw

venturing into the book trade as a good optionr dart one shows the representation of

respondent reasons for venturing in the book trade.
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Bar chart 1: Reasons for venturing in the Book trae
N=32

Reasons for entering the book trade

B Existing family business

E Saw a gap in the

market
O Seemed like a good
option
Number of Bookshops
Table 8: Reasons for a Location
N=32
Reasons for choice of location Number of Percentage of total
Bookshops %
Business already existing in thie 13 41
place
Flow of human traffic 11 34
Closeness to related businesps 5 16
Convenience of location 3 9

In response to reasons for choice of locationdbirtentrepreneurs representing 41% of
the respondents said the business was alreadtesittieere. Eleven entrepreneurs
comprising 34% said the existence of large humealfidrwas the driving force for their

choice of location. Five respondents making up ¥%e respondents considered
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closeness to related businesses while three canmgf%o felt that the location was
convenient for their use. The percentages foromafor choice of location show very
small margins in difference of reasons indicatimgt there is a possibility the
entrepreneurs had more than one reason for choth@rfgusiness location. Bar chart 2

shows the representation of respondent choicecatitm.

Bar chart 2: Reason for choice of location
N=32

Reasons for choice of location

O Business already
existing in the place

B Flow of human
traffic

O Closeness to
related business

O Convenience of
location

Number of Bookshops
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Table 9: Reasons for Choice of Premises

N=32

Reasons for choice of Number of Bookshops Percentage of

premises total
%
Suitable for intended use 14 44

Affordable 9 28
Available 8 25
Spacious 1 3

Table 9 shows that premises were chosen mostihemasis of suitability a response
given by fourteen respondents representing 44%hefréspondents. Nine respondents
comprising 28% cited affordability, eight respontdemaking up 25 % gave availability
as the reason for choice of location, while onepoedgents representing 8% gave
spaciousness as the reason for choice of premsgain reasons for choice of premises
just like those for choice of location show thatrh were no strong reasons preference

for premises since none of the reasons attainef¥emark.

Indeed, sentiments of the respondents centred adesiae to have larger more spacious
premises, but due to financial constraimtgll | have to make do with this onahd’l
think | am happy with the way things are my spaae @ccommodate eighty thousand

square feet of stock’. ‘I am okay.’
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Bar chart 3 shows a representation of reasonshface of premises.

Bar chart 3: Reasons for choice of premises

N=32

Reasons for choice of premises

14+

| Suitable for
intended use

O Affordable

B Available

O Spacious

Number of Bookshops

This review of background information on the respecbookshops made it possible to
more closely identify the information needs of ok trade entrepreneurs. The unique
circumstances of the respective entrepreneurs iergad largely influenced their

experienced information needs.

4.3  Entrepreneurs’ information needs
This section discusses the entrepreneurs’ infoonatieeds as established from the
research findings in the following areas: fundistpck and stocking; market; marketing

and human resource.
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4.3.1 Funding information

In this research, the most pressing informationrdngas that of funding. Through the
interview method and by use of probing techniquesponses showed that whereas
entrepreneurs required funds either for stock reghement, to meet overhead costs or for
general business improvement, their greatest hapdi@s knowing where to source the
funds. They needed information on institutions otti&an banks that could offer them

funding even if it was on loan basis.

All the entrepreneurs N=32, were agreed that toyacauit their activities effectively, they
required information on funding organisations. Gaidoy the interpretative paradigm,
which calls for an understanding of meanings from participant’s point of view, the
entrepreneurs were probed first, to determine Hwy tbtained the initial funds to start
their businesses, the uses into which these ifitiatls were put and also to establish

whether they had need for additional funds and tt@rfunds sourced and utilised.

Analyses of the responses are presented as follows:

Information on Sources of initial funding

Information on Uses of initial funds

Information on the need for, and uses of additional funds
Information on first source of choice for additional funding

4.3.1.1 Information onsources of initial funding
The results shows that majority of the entrepresie2® in number started their business
using personal savings, mobilisation of resourcemfrelatives, previous employment

payments and from retirement benefits. Four useddurom other existing businesses
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they own while two obtained bank loans. Typicalpmsses for each chosen sources of

funding are represented here as follows:

“Er--we started with some of my relatives, we cidnited. My contribution was higher
that is why | run the business”. “We preferredotml our resources together as family
because this way you are sure no one will follow goound asking for their money.” In
fact my greatest fear is having to borrow moneynfieobank and then fail to pay because
the repayment period begins before | make anything”

(Entrepreneur No. 4.)

“Well, from my personal savings”. “lI know of nobpevho can lend you a large amount
of money just like that”. “I would rather have anfédooks in my bookshop that to be
followed for delaying to pay”.

(Entrepreneur No. 7.)

“This was money saved from my retirement benefitispreferred to use my benefits in a
way | can remember for life”. “Using my own monelg@saves me from having to be
followed later either by someone or a bank who eaen auction my goods”. “No, |
better survive with the little that | have and whit can call mine”.

(Entrepreneur No. 15)

Four entrepreneurs said they got their initial fmgdrom their other businesses unrelated

to books. This is exemplified by the following resges:

“You see, we had a business that was doing verlyamel decided to invest the profits in
starting a bookshop”. “We looked around and decaddokshop would be the best way
to invest our extra finances”. “You see, with texdks you can’t go wrong and you can
easily recover your money”. “Of course if thingsnttavork out then too bad”.
(Entrepreneur No. 2)

“We put money from our other business in a booksimoprder to enter the textbook
supply market”. “Books will always be in demantiAfter all, education cannot happen
without books”. “Now you see even the Governmenhisrested to make sure children
get books”.

(Entrepreneur No. 12)
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Two entrepreneurs said they obtained bank loansir Typical response for going for a
bank loan was:

“| preferred to go for a bank loan because | haagexd with my bank for so long that
they trust me”. “Again if things are hard and | nahpay, then | use money from other
sources like disposing of an asset like a car”.

(Entrepreneur No. 1)

Respondents were continually probed to ascertarores for not seeking for funding
from banks which are the obvious institutions frarich funding could be sought. It
emerged that bank needs for collateral and othengsnt requirements were an
impediment to the entrepreneurs. This was partifufaonounced for new entrepreneurs
venturing into the book trade who could not meetrdguirements. Other reasons for not
going for bank loans were lack of information owhim go about it and the general lack
of formal set up in the operations of the busingsbat caused banks to be cautious in

dealing with Booksellers.
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Pie chart 2: Initial sources of funding

Initial sources of funding

Unrelated Bank |
: ank loans
b“j'sr;fss 6% O Personal
0 .
‘ savings
B Unrelated
business

OBank loans

Personal savings
81%

The pie chart shows the sources of initial fundmgrder of priorities. In the chart, 81%
of the respondents used personal savings and cesoarobilised from relatives to start
the business. 13% got funds from their businesseslaied to the book trade while 6%

obtained bank loans.

4.3.1.2 Information on uses of initial funds

The initial funds for the majority of the entrepeems were used in fixtures, purchase of
stock and for payment of leases and initial regpidal responses are here represented:
“The funds were used for fixing premises, thatpartitioning, building shelves and

buying of stock”.
(Entrepreneur No. 9)

“Most of the funds went to the purchasing of stedkile the remainder was used for
paying six months’ advance rent”. “l used the moties way as a matter of priority”.
“In these early times of starting what one realgeds is where to place the books and
the books themselves”.
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(Entrepreneur No. 22)

Two entrepreneurs had enough funds to buy the pesmifiit fixtures and buy stock.
Their repose reflected this situation thus:

“We thought it was better to have premises of oun avhich we could set up the way
we wished”. “Since we had the money we saw no re&soent a place and after all you
save a lot when the premises are yours”.

(Entrepreneur No. 12)

It was noted that the two entrepreneurs who bopgises are among those who used

funds from their businesses unrelated to the baaletto start up.

4.3.1.3 Information need for and use of additionalunds

The book business like any other has a need fokiag capital, which arises once the
business is ongoing. The responses showed thaintihepreneurs always had need for
additional funding for replenishing stock, for m@iming cash flow and for meeting

other additional expenses.

A supplementary probe question on how often adtiéunding was required received a
general response adll the time: When asked as to what use the additional funds we
put, the responses were also similag buy additional stock and to meet other
unexpected expense&urther probing to ascertain the sources of thatiaddl funds

elicited different responses.

Fourteen entrepreneurs said they got credit faslitrom publishers though not always.

When asked what they meant by the statemimatugh not alwaysthe entrepreneurs
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explained that once they reached their credit Jipublishers would not give them further
credit. Nine entrepreneurs used funds from profigsle in the business. Eight indicated
that sometimes they borrowed from friends whildiraes they approached banks when

they had firm orders. One entrepreneur always ¥eerda bank over draft.

A majority of the entrepreneurs, however, wishedt tthere were ways of finding
information on organisations that could providentheith additional funds. As can be
deduced from the responses, only one entrepresayawent in for a bank overdraft.

The collective feelings of the entrepreneurs arersad up in the following response:

“Many times | have to buy stock for cash as puldistare very rigid in their appraisal of
small booksellers. Also, even if you get credit,ewhyou reach your credit limit, any
additional stock has to be bought in cash. Sonm&kdanay consider giving you credit
but only when they see a firm order mostly froncho®l”. “The banks always make sure
that payments will be made to the bookseller thihotingir branches”. “It is very hard to
know whether there are other sources of fundingtdmman banks”.

(Interview No. 7)

4.3.1.4 Information on first source of choice for dditional funding

Respondents were asked to give sources of chorcadiditional funds in the order of
priority. The results showed that the first soun€ehoice for additional funding in order
of preference was seeking facilities from publish@rhis source was cited by fourteen
respondents. The second source of choice in seéradditional funding were profits
made from the business as represented by respéosesine respondents. The third

source of choice was borrowing from friends andas@mnally from banks as cited by
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eight respondents. The least used source for addltfunding was the Bank overdraft or
bank loan. Most entrepreneurs, 23 of them, expdegsappointment that the majority of
banks did not cater for booksellers when credit wasded. The study established that
entrepreneurs would turn to banks only if all otheyans of acquiring additional funding

was unavailable. For the majority of the entreprea the following statements held:

“I use the profits made from sales to plough baxkhe business. When sales are poor,
we experience big problems in getting stock”. “Yknow the book business is a high
risk business and banks are not quick to fund“@ur best option always is to plead
with publishers to give us the books on accountishasWe do our best to pay
publishers on time”.

(Entrepreneur No. 15)

“I don't try banks because my earlier efforts ddil They need security or a logbook,
which | don’t have. They refused to accept my stasksecurity”. “Usually | go to
publishers, so when they do not give me stocktlgtesy”.

(Entrepreneur No. 6)
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Pie chart 3: first source of choice for additionbfunds

First source of choice for additional funds

44%

l—3%

OPublisher
facilities

B Profits made

OFriends/banks

OBanks

28%

The Pie chart shows the sources of choice for additimaling in order of priorities. In
the chart, 44% of the respondents used publisiveesiit facilities. 28% got funds from

profits made, 25% borrowed from friends, while 3btained bank loans or overdrafts.

The analysis shows that there was general disappeit among entrepreneurs who
complained that banks were not sensitive to themricial needs. The findings were
surprising since banks are main players in findnlelading sector yet they were not
readily accessible by book trade entrepreneurs.stiiregent collateral requirements are

what has proved to be a major hindrance to acoes®dlit.

4.4  Stock and stocking information

In the study findings, stock and stocking inforroatiwas considered significant

information need. Responses from this category sdothat there was a notable high



incidence ofdead’ stock’,where ‘dead’ stock refers to books that failedetd and were
no longer needed. When probed as to the reasorthi$ooccurrence, respondents cited
sudden changes in the curriculum, which left emgepurs with unsold books of a
changed subject. It would seem that the booksefiatsno system in place that would
give them an early warning of impending change® sponses also showed that book
stock bibliographic information was not easy to edoy, thus, many times entrepreneurs

lost sales because they could not get stock.

Further probing to determine other underlying reador stock and stocking information
deficiency responses indicated that majority & é@mtrepreneurs were not conversant
with book trade terms. This came to the fore whespondents were probed on issues of

stock size and stock range and variety.

4.4.1 Stock size
At any one time, a bookshop is only able to stoslelaction of available titles but never
all titles. Usually, the individual bookshop tragdirpolicy, entrepreneur judgements,

available space and financial considerations gotrdenand quantity of decisions.

In this study, a majority of the entrepreneurs,tyenine, expressed the stock size in
monetary terms. Two entrepreneurs simply said tteit stock was ‘very small’ which
would be interpreted to fit within the below KshO®BO00 category. one entrepreneur

could not give the stock size all.
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The research showed that the largest stock sizeestasated to be worth between 40 to
49 million, while the smallest was worth approxisigtKsh. 300,000. Most medium

sized enterprises had stock worth between Kshmilidn and Ksh 9 million.

Table 10: Stock size in millions of Shillings

Stock size in millions of shillings Number of Bookshops
0-9 19
10-19 5
20-29 1
30-39 4
40-49 3

The table 6 shows that of the 32 respondents iet®ed, nineteen had a stock size of
between 0-9 million, five had between 10-19 milliome had 20-29 million, four had 30-

39 million, three had 40-49 million. The followirapart provides a representation of the

information in percentages.
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Pie chart 4: stock size in monetary terms

Stock size in millions of shillings
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The chart shows that a majority of the bookshopspresing 59% had a stock size worth
up to 9 million which, from the categorisation éarlpresented, places them as medium
sized enterprises. Larger bookshops making up 1&@eahstock size of between 10 —19
million shillings worth. 3% of the bookshops hadtack size of 20-29 million. 13% had
a stock size of 30-39 while 9% had a stock sizé®#9 million. None of the bookshops

had a stock size exceeding 50 million shillings.

Notably, the preference to express stock size inatavy terms as opposed to volumes
was interpreted as an indication that the entreanenmay not be sure of the number of
titles they have in stock at a particular timecduld also show a lack of training in the
book trade and thus inability to understand theksto terms of titles on sale. This view
stems from observations in the first part of themiew schedule where a majority of the
entrepreneurs have some background training inuaticy while a few have training in

marketing.

17z



4.4.2 Stock range and variety

Stock range is also known as stock profile andnésfthe number and variety of books in
a bookshop. In most cases, stock has been knota tp to 85%-90% of capital. Book
trade entrepreneurs therefore depend for survimahe ability to make good title and
guantity decisions. Each title requires speciastderation on whether to buy or not to
buy and the number of copies to buy. In this studgmerged that the entrepreneurs
were extremely cautious in their stocking decisiagch, as shown in the table below,

led to over dependence on one type of stock thrading to a limited stock range.

Table 11: Stock range in the bookshops

Stock range in the bookshops Percentage
%
Textbooks 90
General publications 9
Others 1

Among the 3lentrepreneurs, Textbooks formed 90%m@fstock. General publications
made up 10% of the stock while publications thdtrabt fall in the category of textbooks
or general book stock made up one percent. Entrepre explained that it was only the
textbook that they could consider stocking morenttheiee copies per title.

The entrepreneurs explained that the reason fontii@ation to textbooks was the fact
that these were fast moving and ensured quicknetdihis is captured in the expression:
“We stock books from nursery to university levetlame also stock general books such
as novels and the like. We however put emphasiexthooks as they move faster and

bring better results”.
(Interview No. 3)
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The entrepreneurs further explained that they ldckeystem that would provide them
with information on new areas for which they costdck books without the risk of being

caught-up witiHdead’ stock.

4.4.3 Information on sources of book stock

The book trade like other businesses exists bynguproducts from suppliers at one
price and selling them to consumers at a profitchwosing sources and suppliers of
stock, entrepreneurs have to know in advance tpe bf customer expected to the
bookshop and the kinds of books they need. Thammation will enable them to choose
suitable suppliers who can offer the most advartagjéerms.

The findings showed that all entrepreneurs sotlre& local publications directly from
the respective publishers. It was only when theliphbrs did not have the books that
they consulted other booksellers. This sourcingto€k directly from publishers meant
that there were far too many orders reaching podis When foreign publications were
stocked, they were bought through foreign book ridstors. A majority of the
entrepreneurs however, did not stock foreign palibns and when they had to, when for

example a customer wanted a book, they bought thesugh foreign book distributors.

4.4.4 Sources of book information

Finding book information is critical for successéibcking. Important bibliographic book

information includes; book title, author, price,btisher, edition, and extent and subject
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category. In the table provided below, common sesircited in acquiring book
information were in order of priority publishersatalogues, publisher's sales

representatives and fellow booksellers.

Table 12: Priority sources of book information

Publications | T Source of 2" Source of Other Sources
choice choice
Local publisher’s publisher’s sales| Fellow booksellers
catalogues representatives
Foreign Large local CD-book bank Fellow booksellers
bookshop

Those who stocked foreign publications got bookormfation from a large local
bookshop. The large bookshop however obtainedrmdton through the CD book
bank. The proprietor happily responded:

“We have invested in a CD book bank sometimes vwen aiwse the Internet to look for

book information”.
(Interview No. 2)

This response provided a good indicator that thekiade in Kenya is slowly embracing

information technology though the numbers are stilimal.

Most entrepreneurs of a medium sized bookshoppicdy responses said:

“When | can’t get information about a book | justlclext Book Centre”. “Since TBC is
an established and well stocked bookshop that@i®ades wholesaling services we go
to them when we need books that we can’t trace”.

(Interview No. 11)
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It therefore emerged that TBC was central to sertire needs of booksellers who had

problems reaching publishers or tracing book infation.

As to whether the entrepreneurs encountered prabieracquiring and accessing book
information, a majority of the entrepreneurs, thith number, expressed concern that

they encountered numerous problems typically esgae thus:

“Local publishers are not prompt in advancing aagaks when the book season starts”.
“Sometimes you can’t tell who the publisher of aokas so you spend a lot of time
calling all possible publishers to know who pubdidithe book you want”. “When a title
does not appear in any catalogue it is very frtisga “When publishers don’t have the
required books or when book information is not rgadvailable as when you can’t
identify the publisher easily you waste a lot afi¢iand sometimes even lose customers”.
(Interview Nos. 28)

The respondents were generally agreed that mudheagroblem of inadequate book
information affected most local publishers, it wasre pronounced among self-
publishers. They argued that in most cases selighdrs did not have catalogues of their

publications. Entrepreneurs also complained thealh guublishers did not make available

their catalogues to booksellers yet in some cds®stiooks were in great demand.

The established publishers on the other hand wareda that many times they ran out of
stock just when the book season was at its peak. Situation led to suspicion where
entrepreneurs thought that books were being hodatddvoured bookshops. This view

is echoed in the following comment:
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“This is a sensitive matter but you see there tistlooat competition and the publishers
favour some bookshops for whom they keep stockbr“6ome of us they tell you the
stock is finished”.
(Interview No 16)

4.4.5 Information to guide stocking decisions

Ideally, stocking decisions should be based on uimatmarket wants. This means the
entrepreneur should have information on changiexgds in consumer tastes, preferences,

and purchasing power.

This study established a lack of in-house infororagystems that could be used to guide
on re-order for each title. The systems which caitler be manual or computerised
were lacking. It emerged that entrepreneurs didpagt attention to issues like the time
lapse between order placement and receipt of dok.stUnderstanding the delivery lead-
time, which is the shortest time possible to ofdeiand receive stock, is important. Thus
in stocking decisions, a title’'s rate of sale ahé supplier's delivery lead-time are

critical.

The findings showed that a majority of the entreptes based their stocking decisions
on the list of recommended books as made by thesiynof Education and not on any

market intelligence feedback as can be seen frenfollowing statement:

“From experience we can gauge the demand and glsmusiomer requests and books

recommended by the Ministry of Education”.
(Interview No. 10)
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It is clear that none of the entrepreneurs based #tocking decisions on standard
professional tools such as having a stocking reemirgystem in place. Such lack of
information systems tends to lead to lost saldsoads that are in high demand can run

out of stock without being noticed on time.

4.4.6 Preferred form/format of book information

The entrepreneurs were then asked the preferred ifowhich book information should
be given. A majority of them, thirty, advocated fegular release of catalogues and new
title information from the publishers, regular citars from the KBSA on book industry
issues and especially on developments in the eidacsgctor. These views are summed

up thus:

“Tracing the location of some publishers and thajents can be difficult and time
consuming; KBSA should produce a directory to hatpksellers”. “In fact KBSA has
been rather a let down to booksellers since theyneonicate with us irregularly.” “They
need to communicate with us frequently and esgdgadrdbrm us on what is going on”.
(Interview No 22)

4. 4.7 Information in determining book prices

The price of a publication can make a differencenrether it will sell or not. In most

cases a customer’s perception of the pricing ofilaipation will affect their decision to
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buy. In Kenya local publications are usually soldree publisher's recommended retail

price that appears in the respective catalogues.

Though the book market is liberalised, the indusiag managed to stick to publisher’s
prices due to the stiff competition. Foreign puslions on the other hand are normally
marked up with costs incurred during the procurenpeacess such as freight charges,

inspection fees and transportation charges.

In response to questions on the credit period git@nthem by publishers, the
entrepreneurs were unanimous that they ranged bet@@-90 days for local publishers.
Some publishers they said insisted on dealing $i.cBor foreign purchases pre-payment

before delivery was the norm.

Asked how they determine book prices, all entrepues were agreed that they based
pricing on the publisher's recommended retail p(R&P). They however revealed that
on many occasions they did not benefit from pricgustments due to lack of an
information system through which price changes lmarrommunicated quickly. Foreign
publications were priced according to the respegbiwblisher’s price and marked up with

shipping and other costs.
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4.4.8 Stock delivery to the bookshops.

When entrepreneurs were asked how stock was detivier their bookshops. Twenty
six, of them replied that being in Nairobi, theyresappy with the book delivery as most
publishers delivered by own vehicles to the booksh&ix of them however explained
that they purchased books in small quantities aedefore collected their books at their
cost from the publishers. Thus delivery of booksthwy publishers depended on the size
of the orders. The feeling of most entrepreneuexgessed in these words:

“When the order is big the publishers bring, wheis small you collect for yourself”.
(Interview No 15)

4.5 Market Information

Entrepreneurs were required to identify market sagmthat they served and also to state
whether they encountered market-related informatieeds in the work situation. Findings

established that all the entrepreneurs had probieneccessing information on what the

market wanted. The sentiments held were that, adfhachools formed the largest portion of
their market there were always problems in matchibopks with individual school

requirements. Their views are summed up in thewhg response:

“It is usually difficult to know what books everghsool has recommended”. “You know
the Ministry of Education gives a recommendeddissix titles per subject from vetted
publishers and schools are expected to choose oriwatitles which they use as
textbooks”. “It would be better if there was a wag booksellers could get information
on what each school in the country has selected”.

(Interview No. 13)
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4.6 Marketing Information

Any business that expects to attract consumers gorémises must make efforts towards
creating awareness about their existence, locaimhwhat they have to offer. In this
research, entrepreneurs were required to explaomgtional activities that they

undertook how they went about it and any notableebes of the marketing efforts.

Of the thirty two entrepreneurs interviewed onlyrfocarried out a formal form of
marketing. They explained that their bookshop @igpwere the main form of marketing
and that efforts were taken to make them attraciiveese entrepreneurs also produced
calendars annually, periodically gave competitiiscaunts to customers and made visits
to schools. Entrepreneur responses were typiaalfpllows:

“Display is our greatest marketing. We also offpe@al discounts to our customers
some times”. “We visit schools to market the boaish “We produce a catalogue for
our bookshop and | believe we are the only ondsshbw the funds in the budget but
they are not available”.

(Interviews Nos. 9)

Findings showed that only one entrepreneur prodaceatalogue, has a sales van and
advertises in the local media. Regarding a margdiurdget, only three entrepreneurs had

one in place. It emerged from the study that theas no system in place to keep

sensitising the entrepreneurs on the benefits oketiag their business.
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4.7 Human resource information

The human resource component is the most expegsiveery necessary aspect of the
book trade. Employees can use up a large portidheobookshop income and they must
be paid whether sales take place or not. It isefbee one area that must be monitored

closely to be sure of the benefits of having anyseim number of employees.

In the research, the human resource section waagped in two parts: part one
considered the number of employees in the booksthgr, academic and professional
qualifications, sources from which they are acqlitbe means through which they reach

the sources and the entrepreneurs’ first sourcbate.

It also looked at information systems, if any, tlaae in place to ease employee
acquisition. Part two tackled issues on length esvise and problems encountered in

dealing with employees.

Interviews for part one revealed that the numbeemployees in a bookshop varied
according to the size of the organisation. TwaHKshops, which were also the largest in
terms of size and number of outlets, had 150 anengfloyees respectively. Twenty one
bookshops, which were also of medium size, had é&twl0 to 15 employees while nine

bookshops had between 2 to 9 employees.
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Most of the bookshops had employees with ‘O-leysthool leaver’s) qualifications.
The two large bookshops, with two other outletdhwmitNairobi had managers who were

graduates.

On professional qualifications, all bookshops hadeast an employee who had done
accounting courses with some having CPA 3 levelelVasked why they were content
with such low levels of qualifications among themployees the respondents said they
were concerned about the higher pay they wouldebeired to offer if employees had

better qualifications. As some entrepreneurs stated

“There was no need for higher qualifications asaneeokay this way. Also higher grades
means more pay which the bookshop cannot managdiy ‘have highly qualified staff
and pay higher salaries?”

(Interview Nos. 7)

Regarding the sources of getting employees, theares established that the most
common sources in order of priority were family tm, friends, staff members and job
seekers that called in. When probed on how theya#lgtwent about seeking for the

employees it turned out that none followed the fmrmeans of acquiring employees.
Employee acquisition was mostly done by oral means.

“Most of the recruitment is just done by asking éamily or friends. Other times when

people come in and they ask for a job we find if veve a suitable place for them we

offer”.
(Interview No. 5)
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On the first choice of source for employees a nigjayf entrepreneurs cited family
contact then existing employee and lastly frierldsfact, in most cases all the above

sources were contacted simultaneously and whaeredtis who responded earliest.

Regarding an organised information system for egg#arecruitment, the entrepreneurs

were unanimous that to the best of their knowletyee existed.

Part two of the human resource factor considereddte of employee retention length of

service and problems encountered in dealing withleyees.

On the rate of employee retention, a majority & #ntrepreneurs said some of their
earliest employees were still in their employm@8iite research established a correlation
between the length of the existence of a booksimoprate of employee retention. Older
bookshops that had been in existence for ten ywaisabove reported a higher retention
rate. Newer bookshops showed a tendency of higls @it staff turn over. In particular,

bookshops established from 1990 have experiencgdh kBmployee turn over, as

employees don’t stay beyond three years. The vigwaost respondents is captured in

the words:

“Well, you can start with me, | have been here frilva beginning but there are several
people who joined and they have never gone. Sompl@é&ave been here for forty and
some thirty years some have begun to retire noer afbrking for over thirty years. |

think we have had six, seven retirements in theylear who have done over thirty years
here, so when they reach that level they retire.p8ople who we employed at the
beginning have done very well with the companyitasthroughout their lives, but in the

recent past we find that people are not lastingltry. May be they have the ambition to

184



go further and many other things but we also firgthanesty and that sort of thing is also
bad now but in the past it wasn't there.”
(Interview No. 3)

On the issue of incentives given to employees, pnibaof the entrepreneurs said they
considered better pay a strong incentive. They Wwereever not convinced that it helped
retain the employees. There appeared to be a dadesamntent with employees in

general. Representing a typical response was altensént:

“Incentives are not even an issue because they Ileavmatter what you do”. “Most of

the employees come to us because they have nod fmployment elsewhere. So, as
soon as they find what they believe is a better fbby just leave”. Also, most of them

think that running a bookshop is easy, so when tet\little experience they tend to go
and start their own”. “Usually those businessestdast”.

(Interview No. 8)

On whether they had problems getting suitable epmas, a majority of the
entrepreneurs responded that they had no probléfhgs response provided a
contradiction in that on one hand they had no @misl acquiring employees while on the
other they were dissatisfied with their length t@afys Further probing pointed to the issue
of trustworthiness as being the cause of the Ident®n rate. It is also a pointer to the
lack of information on where to source trained perel. For most entrepreneurs the
feelings were expressed as:

“Even after selecting a suitable employee throdghdral interview, you still find them
with a lot of short comings.” “You have to teacleiin work from scratch yet after they
have learnt they start being unfaithful”. “They csametimes engage in shop lifting or
even collude with other people to steal from ydi®ome of them go to the extent of
making you loose sales by telling a customer todbpok which you have in stock from

your competitors claiming that they offer a betigce”.
(Interview No. 20)
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4.8 Summary

This chapter presented findings on book trade preareeurs’ information needs. Being

basically a qualitative study in which findings wearrived at through the ‘grounded

theory’ framework and methodology, it was imperatithat the respondents’ lived

experiences were clearly identified. It was forstheason that a background of the
entrepreneurs’ business was evaluated. The firsiop#his chapter therefore presented a

historical background of respective respondentsirmsses.

On core issues of information needs, findings shibtliat the most prevalent information
needs among the entrepreneurs were funding, statlstacking, market, suppliers, and
human resource. It was established that lack odsscto or even inability to interpret or
use information sources and channels generallytdednadequate use of available

information in their business enterprises.

The findings showed that the earliest book traddairobi occurred between the periods
1940-1950. During the same period, the book tragerenced a slow growth rate up to
the 1980s when faster growth was experienced. whs attributed to the fact that the
1940s and the 1950s literacy had just been intredibby the missionaries. The 1980s is a
period in which the Country had been independenabwmut twenty years and there had
also been considerable population increase henoesponding growth in the book
market. Changes in educational systems from semsn in primary, four years
secondary (‘O’ level) two years form five and si&’(level) and three years at university

to the present eight years in primary, four yedrsexondary and three years at the
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university changed the market equation in the pcbdn of educational books. During
the same period, the Government implemented wha rkeferred to as structural

adjustment programmes in which retirees used thegs to start book businesses

The research showed that overtime there was a a@aal family book business in
which family businesses changed hands with new genant taking over. This showed

that book business is a good investment.

Human resource information needs were found to affert an entrepreneur’s business
performance. Untrained personnel led to lost saldsle entrepreneurs’ personal
limitations such as limited training levels meaosimesses could not grow at anticipated

rates.
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CHAPTER FIVE

5.0 INFORMATION SYSTEMS AVAILABE TO BOOK TRADE

ENTREPRENEURS

51 Introduction

This chapter presents findings on the types ofrmédion systems available to the book

trade entrepreneurs. It discusses these informatiymtems and how entrepreneurs

interact with them in the course of searching fdibimation. In the study, identified

information systems were found as intra-organisatia(internal systems) and extra-

organisational (external systems).

5.2 Intra—organisational information systems

Responses revealed that the intra-organisationrma#tion systems that book trade

entrepreneurs had in place consisted of two types:

* The Manual information system and

» The Computerised information system
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5.2.1 The manual information system

This research established that book trade entreprento a large extent operated a
manual information system. Basically the entrepueneaised cash sales for daily sales
which are hand written. Most of the respondentd #&y made notes on pieces of paper
or on exercise books for items that customers veabte which were out of stock. Such

notes formed the basis for placing the next ordensre was no evidence of maintenance
of ledger books as would be expected of a busii@skers were made based on intuition

and not on evidence from past sales.

5.2.2 The computerised information system

Findings of this study showed that only five boakst had automated systems of
conducting sales. However, none of them had inepkacsystem that would act as a
reminder for the transactions undertaken. The coenpwere mostly used for sales and

not for stock monitoring.

5.3  Extra— organisational information systems

The research established extra-organisationalimdtion systems as publishers through

their catalogues, the book trade associations thehPublishers’ and the booksellers’

bibliographic generating agencies and the Minisfrizducation.



5.3.1 Publishers’ Catalogues

Publishers pass on information about their titlbsoks) to the book trade through
preparing and distributing catalogues. In esseheeefore, publishers’ catalogues make
up the simplest forms of book trade bibliographigébese may come as complete
catalogues showing all titles published by paracydublishers or where the list is large,
they are produced under specific subject categdrestinely, catalogues are updated as
new titles are produced and the information is led to the book trade as new book

lists.

The main drawbacks of publishers’ catalogues ak Iodformation sources are the large
numbers of publishing houses in existence worldevadd thus the almost innumerable
numbers of catalogues that an entrepreneur woule ha consult. Due to the

underdeveloped information system in the book triad&enya however entrepreneurs

still have to keep and use catalogues as the noaik information references.

Responses revealed that publishers were inconsistgroviding book information to

the entrepreneurs. Majority of the entrepreneupsessed disappointment that catalogues

were either obsolete or sometimes were unavaikbtegether.

5.3.2 Book Trade Associations

These are associations or groups of persons hawergsts in book business. They come

together with the aim of facilitating one anothersolving their problems. The problems
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could be information on new book markets, finandidormation and the general

business interactions concerning the book industry.

5.3.2.1 The Kenya Booksellers and Stationers’ Asgation (KBSA)

This research was conducted at a time when thecfedgm was undergoing change of
office holders. It emerged that there was no caoitynin the affairs of the Association
especially in a case where most members are replalsav members tend to come with

new and sometimes radical ideas.

It was no wonder then that entrepreneurs were paaped with the performance of
KBSA in responding to their information needs. Witre agreed that there was a need to
radically change the way the KBSA operated. Prégetitey felt it only served as a
source of reference to the Ministry of Education f@ok orders but did not assist in
important matters such as sources of finances. clineent policy of the Ministry of
Education specifies that booksellers are includethe textbook supply project only if

they are members of KBSA.

5.3.2.2 The Kenya Publishers Association (KPA)

The KPA is mainly concerned with issues touchingpaomblishers. In Kenya however,

some functions of the KPA, as advisers to publigHirms impact on booksellers who

perform the distributive functions of the industry.
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This study established that situations arose wimgéoemation regarding textbook supply
reaches the KPA and does not get to the KBSA thusiog booksellers to remain in the
dark. The time lag in getting such information tdrepreneurs caused loss of sales and

sometimes lowered profits.

5.3.3 Bibliographic generation organisations

This study established that most entrepreneurs weteaware of the existence of
bibliographic generation agencies. Publishers’ logtees proved to be the most
frequently used bibliographic source because af gimplicity and availability. Asked

whether they would consider subscribing to bibleggric generation agencies, the
responses showed that entrepreneurs did not knotheaf existence or how they are

operated.

5.3.4 Ministry of Education as a component of Boolade information system

Since the book trade in Kenya is to a large exg¢eincation based it is inevitable that the

Ministry of Education would get involved in certagsues of the book industry.

The involvement of the Ministry comes in the forrh gpecifying book requirements

according to the country’s curriculum. It also perfis the function of textbook vetting

through panels as selected by its curriculum deweént body KIE. An even more
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crucial involvement is the establishment of textbpoocurement and distribution policy

as set up in 1998.

This policy has put the book trade at the centreugply of textbooks to primary and
secondary schools. Bookshops qualify for inclusioim the programme by virtue of
being members of the KBSA and by having establigirethises and addresses, usually
schools should verify memberships and by physicaibjting the premises. Funding
however has been a major handicap for most bo@kseNho end up missing out on the

lucrative business.

Responses revealed that most entrepreneurs coutd ancess information on
recommended texts on time. Informant interview with Ministry of Education official
established that information on book issues wergsgh on to the Kenya Publishers
Association (KPA) since they were the producerstha books. The KPA was then
expected to pass the information to the KBSA whoewexpected to communicate to

individual booksellers who were members of the assion.

A time lapse always arose between the Ministry’'migcmnication with KPA and the
subsequent communication with the KBSA. On theit,@amajority of the entrepreneurs
complained that they hardly ever get communicafiom the KBSA. Response from a
KBSA executive established that the associatiorguieatly experienced financial
constraints due to irregular subscription from thembers. The members however

expressed dissatisfaction with the association rmurgls that the benefits of being a
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member were minimal. There is therefore a needetmncile members with their

association to bring about increased access toniaton.

The study further established that there were abeurnf agencies that could provide
funding for book procurement and supply. Some @f digencies named included the
World Bank who provided support for consumer basatbook funding (STEPS) among
other educational related assistance. The Departmennternational Development,

(DFID)(UK), provides support for construction ofhewol libraries and assists in book
supply to schools through the SPRED programme. rQibek support agencies are the
Japanese International Corporation Agency (JICAgrn@an Technical Corporation

(GTC), Dutch Development Agency (DDA) and the Ewap Union.

The outcome showed that only two entrepreneursusticey for 6% of the entrepreneurs
were aware of the existence of such agencies. Henw#walso emerged that the agencies
do not deal with any of the book trade playersadtiye Instead any funds were made
available through the Ministry of Education and &venly paid out to book shops after
books and stationery had been supplied to the wiasd recipients. Book trade

entrepreneurs therefore are still left without &rdie source to fund their business.

54 Summary
Information systems are critical for the optimunmerggion of the book trade. Systems
whether internal or external should provide foryeascess and thus use of information

by entrepreneurs. In the research the overall @ale information system was found to
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be inadequate in meeting the information needsowokkirade entrepreneurs. The few
available like the Kenya Booksellers’ and Statign&ssociation requires to improve on
understanding the needs of their members guidiegitbn availability of information

systems and other developments in the industry.

As an information agency the book trade require®wn information system that would
facilitate its smooth functioning. Internal infoation systems considered were the
manual information systems entailing manual maimee of records and other
operations. The other was a computerised systerchwirs basically partial automation
of bookshop operations. External information systeomprised external players in the
book trade who included publishers through thetalogues, bibliographic generation
organisations, book trade associations the KBSA ted KPA and the Ministry of

Education as an informant.
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CHAPTER SIX

6.0 COMMUNICATION IN THE BOOK TRADE

6.1 Introduction

This chapter presents findings of the present fofrnommunication in the book trade.
Specifically it considers communication among gureaeeurs, between entrepreneurs and

their suppliers and between entrepreneurs and¢bagumers.

6.2 General communication in the book trade

A majority of the entrepreneurs felt that overathmmunication in the book trade was
very poor. This was exemplified by responses, whignte quick and short, whenever
entrepreneurs were asked what they thought of tineert communication in the book
trade. Such responses are an indication of exdagper@mong the entrepreneurs on the
difficulty of getting the information they neede@l.majority of the respondents’ views
are captured here as follows:

“The communication is disjointed”. “Others get infeed while others don't”.
“Something needs to be done”. “We have a booksekessociation but it is weak and

does not understand the needs of the booksellefse$ not represent us”.
(Interview No. 5)
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Frustrations of the entrepreneurs in accessingrrrdton were also echoed in the
following response:

“We have Chapter Book Associations in almost eyeoyince, like Nairobi has its own

while Rift Valley has its own but all these are fumictioning according to how we need
them to function. Every body has their own agendathey don't look at it as

development of booksellers or bookshops. So thatvhy things are not working

smoothly.’
(Interview No.3)

Probed further as to how exactly they expectedcctilemunication flow to be, responses
showed that entrepreneurs would prefer regular @atdinated information updates
probably in the form of a newsletter and even wooks and seminars that would
enlighten them on current trends in the book titaggness. This view is echoed thus:
“Our Association should be more proactive in geftins informed about what is
happening in the industry.” “We don’t perform asllhas we could because many times
we discover about changes from the Ministry of Edienn months after they are released
yet sometimes one would have stocked the wrong$bdk such instances you have no

where to turn to for compensation. Once you loaseare on your own.”
(Interviews No. 17)

6.2.1 Communication among entrepreneurs

Consistent with the findings of the general poompwinication in the book trade, the
study established that entrepreneurs rarely contated among themselves. The few
occasions, on which they consulted, it was mostlynguire on a book or other item that

had run out of stock in their bookshop.
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Though all entrepreneurs were dissatisfied withdfa@e of communication in the book
trade, there was no evidence of a concerted eiforeach out to each other on issues
pertaining to the trade. The little communicatibatttook place was always done by use

of telephone communication.

The use of the telephone as a channel of commiorical the entrepreneurs is tied
down to the findings that showed that book tradeepmneneurs were information illiterate
thus tending to use the channel that was acceswibteem and one that they could

identify with.

6.2.2 Communication between entrepreneurs and thesuppliers

The analysis of communication between entreprenandstheir suppliers revealed an
unstructured form of communication. Individual emreneurs consulted suppliers using
various methods and channels. The mode of commioncahosen depended on the
issue that was being pursued and the entreprensitdation. Common reasons for
consulting with suppliers were purchase of stoaklow-up on orders and general
inquiries. These also depended on whether locafoogign suppliers were being

contacted.

When dealing with locally available stock, entreers were unanimous that they

communicated directly with respective suppliers.placing orders, specially prepared

forms by respective publishers were used. Wherefdhmas were not available, orders

19¢



were hand written on paper. Follow-up on order pgeg was made by phone, in most
cases the cell-phone.
The communication process with local suppliers ssially direct to the respective

publisher. The communication is generally unstrreduand uncoordinated.

Communication with foreign suppliers was mostly edry e-mail. As stated early in the
research, only three entrepreneurs dealt diredtly fmreign suppliers. The entrepreneurs
explained that most of the time follow-up on orgeogress was done by use of the

telephone.

6.2.3 Communication between entrepreneurs and consers

The study established that communication betwedremm®eneurs and consumers was
poor. Unusually for business practitioners, bo@klér entrepreneurs did little by way of
communication with consumers. The general respgngen for the inaction was that

they largely served a textbook market and theretoresumers would naturally seek for
books from the booksellers. Through probing, thspondents explained that they
believed that the publicity carried out by the psiérs was sufficient. When probed
further, however, most respondents explained tigit profit margins were too small to

allow for a publicity budget.

“There is no way | can spare money for marketingprofit margin is too small.” “Since
publishers carry out publicity for their books, érdt think it is necessary for me to do
double publicity.” “Further more, my profit margia too small for me to spare money



for publicity after paying employees and meetingeoturgent issues such as replenishing
the stock”.
(Interview No. 6)

6.3 Information flow in the book trade

This code as established through the groundedythaokled the general communication
process within the book trade. The entreprenewgrse vasked questions touching on
communication among them and with other playehéindustry including the kind of
communication and how it was transacted. Througibipg techniques such as wording
the same question differently, entrepreneurs wekedihow they communicated with
other players in the book industry. They were,drnample, asked how they dealt with
players like libraries and other information prawigl agencies. Responses obtained
formed a basis of drawing the current informatitowfin the book trade and how the

same could be improved.

On how they related with other players in the indysthe entrepreneurs were in
agreement that their first contacts outside thekbloops were publishers for book
information, purchases, order follow-ups and gdnerguiries. They also concurred that
they related with other booksellers mostly wheryttan out of stock and the publishers

did not have the stock.

When probed on mode of communication with the higis all were agreed that it was

by telephone. There was little evidence of writofdetters as a way of communication.
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A majority of medium sized and small bookshops cosnpg twenty six bookshops
(81%) communicated by use of cell phones. The tabgekshops used landlines. None

used the e-mail as a means of communicating wiél lpublishers.

Regarding subscribing to book trade associatioliserarepreneurs (N=32) said they
belonged to the KBSA. While the entrepreneurs emated what they expected the
KBSA to do for them they all felt that currentlyetie were negligible benefits to them for
being members of the Association. Though entrepnsnacknowledged that KBSA

acted as a reference for them to the MOEST to esdhkem to get school orders they felt
more needed to be done to enhance communicatiareéethem.

“Our Association has been a big let down”. “Manynéis things that would benefit

booksellers such as revised book prices is noteplass to us in time”. “Sometimes you

learn about changes after trading for over one masing the wrong prices”. ‘We would

be happy if KBSA tackled the issue of differentéhtiscounts and negotiated return of

dead stock to the publishers as well as addredsghe of unfair competition”.
(Interview No. 18)

On whether they related with other players likediies and information agencies, it
emerged that they hardly communicated. Indeed; fmolr bookshops supplied books to
libraries regularly. The entrepreneurs expressadel for regular updates on new titles
from the publishers and the creation of a systershafing information with other book
trade players. A common complaint was that sometitveok information came when
customers had given up. They emphasised the nmeet{foperation and the need to see
the book trade as a profession and not any oth&néss. The entrepreneurs pointed out

that a major obstacle to accessing and using irdbom was the lack of up to date

201



publishers’ catalogues and the general communicativeakdown between the

entrepreneurs and Kenya Booksellers and StatioAssiciation.

“There is need for networking and greater consoltabetween players and mostly the
need for KBSA and KPA to work jointly and produceewsletter”. “A customer asks for

a book you have never heard of only to learn it paslished almost a year ago”. “The
book trade lacks a unified system of communicatsonthat it is not clear who is

supposed to do what”. “Cost is a major hindranc@doessing information most of us
can't afford to computerise”.

(Interview No.24)

On the preferred mode of communication the respatsdeverwhelmingly recommended
the use of regular seminars by KBSA and the neegdiblishers and the Ministry of
Education to communicate directly with KBSA as opgub to the present method where
most book trade information is first passed toKRA. Many entrepreneurs expressed a
need for KBSA to come up with a centralised form e@mmunication whereby

communication to book trade entrepreneurs woulddree simultaneously.

The entrepreneurs also felt that KBSA should slelsrand regulations to govern the book
trade in the Country. When probed further on whaltthought about the impact of IT
(Information Technology) in enhancing book tradenocaunication, the responses were
startling as most entrepreneurs responded thaas$Tnbt been meaningful to the trade as
it was mostly beyond their reach. Only two entreptegs acknowledged that IT had

made it easy to transact, that it was time savirtgraduced errors.

20z



6.3.1 Current information system in the book trade

Findings of this study confirmed the second assionif the research which stated that
existing information sources, channels and systehndt meet the unique information
needs of book trade entrepreneurs. It was establiiat the structure of the existing
information system did not fully address the infaton needs of book trade
entrepreneurs. The information system as it esisfgesent can be said to be chaotic as
booksellers communicate with the various publish@thout any systematic procedure.
In the process, cross-communication occurs makimifficult both for the booksellers
and publishers to follow-up on orders. A diagrammaépresentation of the current

information system is shown:
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Figure 2: A diagrammatic representation of the curent information flow in the
book trade showing the role of other players

Ministry of Education /other
information source

Kenya Booksellers and
Stationers’ Association

Kenya Publishers’ Association

>

,,,,,, T y o )

o 3
Bookseller Bookseller Bookseller

Publisher Publisher Publisher Publisher Publisher

The diagrammatic representation of the currentrmédion flow in the book trade shows
the unstructured communication process in the domtte. Communication with other
players in the industry particularly between puidis and booksellers is too congested.
Dotted arrows represent the communication betwexrk lirade entrepreneurs and the
associations, which shows that the communicatianmegular. The diagram also depicts

the occasional communication between the two agso0s.
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6.4 Summary

This chapter considered general communication énbibok trade. The entrepreneurs it
was realised did little by way of communication amgdhemselves, their suppliers and
even with their customers. The information flow wasstly hampered by poor
communication between the entrepreneurs and thgy&kK8wooksellers and Stationers’
Association. The need to have an information sydteat would serve all entrepreneurs

efficiently and effectively was prevalent.
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CHAPTER SEVEN

7.0 INFORMATION  ACCESS AND INFORMATION USE BY

ENTREPRENEURS

7.1 Introduction

This chapter examines entrepreneurs’ informatiocese and information use which,
emerged as a core categories in the data analy®iegs. The chapter also discusses
findings and analysis of objective No. 3, which was establish entrepreneur
information-seeking behaviour and research questdws. 2 and 3 on how entrepreneurs
seek and use information. Wilson’s (2000) barriersnformation seeking behaviour

conceptual model was used in guiding the findings.

In accordance with the grounded theory (Glaser Strduss 1990), core-categories
‘entrepreneur information seeking behaviour’ anfdrimation use had the following sub-

categories:

* Information seeking prompters

* Information seeking process

* Information sources and channels of choice
» Information use by entrepreneurs

* Issues affecting entrepreneur information-seekigfgplviour
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7.2 Information-seeking prompters

In the day-to-day work situation, book trade entee@purs encounter varied information
seeking prompters. This study defines ‘informatijgrompters’ as circumstances or
situations that cause entrepreneurs to engagefonmation-seeking acts where, ‘acts’

refers to actions and efforts put towards accedsiiogmation.

The research considered the ‘acts’ from the pets@eof a typical day in an

entrepreneur’s work situation.

Entrepreneurs were asked semi-structured questmnshich they were required to
respond according to their own personal experientlee questions asked included the

following:

*  “What activities do you perform in your bookshopauday-to-day basis?”

*  “Which ones require urgent attention?”

* “What information do you require in each case irdeorto make quality
decisions?”

» “Is there a specific place/point from which you kbeasily access the needed
information?”

*  “What obstacles do you encounter in accessing aimgjunformation?”

» These prepared questions were reinforced by fallpyrobe questions.
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The study established that on a typical day engregurs place orders for stock that have
sold out or for those where levels are low andimmemand. Other activities performed
are, monitoring progress of earlier orders; chegkoredit levels with respective

publishers and where credit limits have been exkeduthey engage in a re-negotiation
process. If the negotiations fail, as most publistee strict with the allowable limits,

they seek alternative sources of funding. All epeeeurs also conceded that they
monitor goings on in the market at all times inerdo keep abreast with any new

pronouncements especially from the Ministry of Eatien.

The findings further showed that activities thajuieed urgent attention were stock order
processing and the monitoring of the progress dem. In response to the kind of
information they required in making quality decisso it was first necessary to determine
what entrepreneurs understood by ‘quality decisidhgmerged that the entrepreneurs
equated ‘quality decisions’ with profitability. Thiview was formed after a large
proportion of the entrepreneurs explained that #regw a decision was of quality when

it led to increased sales, better customer seandeincreased their profit margins.

It was further established that the information uaeef became of quality to decision
making especially if it was timely, was completed aasily accessible. An interesting
finding was the fact that none of the entreprenearsidered cost as a hindrance to their
access to information. This observation was viewgdinst the fact that entrepreneurs

found cost considerations to be a hindrance whempaterisation was contemplated.
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On the issue of a specific place / point from whidiormation could easily be accessed,
responses showed that the determining factor waséture of the information need.

When confronted with stocking needs for example,éhtrepreneurs had a specific point
/ place to consult, that is the publishers’ catatogr the respective publishers. Funding
and market information provided situations where émtrepreneurs were not certain or

clear about the sources of information to consult.

Basically however, it emerged that entrepreneurpeeanced two ‘information

prompters’; the need for greater profitability, as@mpetitiveness which is, considered a
‘positive prompter’. Such positive prompters ledrepreneurs to seek for information on
issues ranging from need for restocking, needundiing, and market information among

other information needs.

The other prompter was that of fear of failure whigas considered to be a ‘negative
prompter’. Negative ‘prompters’ were exemplified éypressions of discouragement on
the performance of the Kenya Booksellers Assoaiattomplaints about sudden changes
in curriculum that would leave them with ‘dead $toand the general complaint on
undercutting within the book trade. These findingggely showed that whatever the
reasons for information seeking, the most prevatgotmation prompters were ‘positive

prompters’.



7.3 Information seeking process

Information-seeking behaviour results from the geution of some perceived

information need by the user. The users decisionadtively seek to satisfy their

knowledge gap is what, according to informatioresce experts constitutes information-
seeking behaviour. Jarvelin and Ingwersen (2008 wnformation-seeking behaviour as
the acquisition of information from knowledge sascAccording to them the sources
could include both formal and informal channelsisTbbservation was also made by
Wilson (1981), a leading researcher in informatseeking behaviour who explains that
user behaviour is capable of taking several forha tnclude making demands upon

formal systems that are customarily defined asrmétion systems.

In the case of book-trade entrepreneurs thesersysi®uld comprise the use of relevant
bibliographic tools, reaching out to financing ées and consulting with informants. He
further states that users may also make demands sysiems, which may perform
information functions or those that perform nomsmmhation functions. In the book trade
these could include dealing with publisher’'s salegresentatives, getting information
from government agencies such as taxation agergidseven from United Nations

bodies such as UNESCO on trends in education ckissees.

As information seekers and users, book trade emineprs exhibited peculiar

behavioural actions in the information seeking pssc This study adopted the

21C



information-seeking behaviour model proposed bysWil (1981), which he refined in

the year 2000, in arriving at entrepreneur infororaseeking process.

Figure 3: Wilson's modified information seeking belaviour model

Information user

Satisfaction or ‘Need’ .| Information
Non-satisfaction "| exchange
A
Information use | Information-seeking
behaviour
Demands on Demands on other Y
Information systems information sources Other people
A
v v
Success Failure
\ 4
Information Transfer

Source: Wilson T.D (1981) http://informationr.net/pape@8linfoneeds

The model shows that users may seek informatiom fimmal or non-formal Systems.
In some instances however, users may seek infam#&tom other people rather than

from systems. It also provides for an alternativerse of information as depicted by the
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use to the information exchange which is intendedraw attention to the element of
reciprocity, a factor recognised by sociologistd ancial psychologists as a fundamental
aspect of human interaction. The model completepthcess of information—seeking by
showing that in engaging in information seeking tiser may either experience success

or failure.

In its modified version Wilson’s model indicatesathother factors that may affect a
user’s behaviour are the importance of satisfylmgrieed, the penalty incurred in acting
in the absence of full information and the costaotessing and using the information
among other reasons. These factors are furthestaffdy the state of need in which the
user is operating in at a particular moment in tinibe needs are based on three

categories suggested by psychologists, which are:

» Physiological needs —such as the need for fooceveaud shelter.
 Emotional or affective needs- such as the needtfamment and for domination.

» Cognitive needs such as the need to plan, to keakill etc.

In accordance with Wilson’s model, this researctatdshed that when entrepreneurs
were confronted with information related concertigy first sought information from
available formal systems. The system consulted riégze on the nature of the problem.
Whenever entrepreneurs were confronted by bookistpénformation needs, they first
checked with their records to establish the publigii the book. They then consulted the

respective publisher.
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Entrepreneurs hardly used the publishers’ catakdoe place the orders since the
catalogues were irregular in availability and ingncases prices changed at short notice.
If as happens occasionally they are unable to kstatihe publisher of a book or if the
book is out of stock with the publisher, they cdhsure-knowned book retailer-cum-
wholesaler within Nairobi thus bringing an elemehthe informal information system.

If they failed to get information from the retaleam-wholesaler then they would consult

among other booksellers known to them but alwaykiwiNairobi.

In situations where funding was the problem, thist fmoves would be to try and get
credit facilities from publishers. A majority oféhentrepreneurs particularly expressed
helplessness with regard to funding, as there sgdémée little information as to how
they can access funds for their business. Sentsn@rihe entrepreneurs are summed up
as follows:

“Many times we have to buy stock for cash as phblis are very rigid in their appraisal
of small booksellers. Also, even if you get credihen you reach your credit limit, any
additional stock had to be bought in cash”. “Sdrarks consider giving you credit when
they see a firm order mostly from a school”.

When seeking for market information all entrepreseagreed that in most cases the
information was acquired informally through acquairces. According to them the
formal structure for market information would haveen provided by the KBSA. They
however expressed disappointment that their AsBoniavas inactive as far as providing

them with much needed information was concernedl.t’d entrepreneurs shared the

feelings:
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“There is nil help or information from KBSA, in fato me it is redundant.”

(All entrepreneurs)

The main informant for the book trade in Kenya adier explained is the Ministry of
Education thus any information touching on the icutum is of utter importance to the
entrepreneurs. It emerged however that in mostscaey read about Ministry
pronouncements from the local press, which in¢hise falls under an informal system of

communication.

7.4 The information source and channel of choice

As already stated, book trade entrepreneurs peréorrariety of tasks on a day-to-day
basis and thus their use of information sourceschiatinels are determined by the nature

of task being carried out.

This research established that the entrepreneumnsulted three major information
sources and used one main channel of communic&tocking information, which was
also the most frequently required information, wastained from the publishers’
catalogues. As the entrepreneurs responses shtvegd;onsulted publishers’ catalogues
if they were available. Even so, all were agreed before placing any orders, they had
to make phone calls to respective publishers tdircorthe pricing and availability of the

stock.
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In response to how they obtained funding infornmat@ majority of them said they had
no way of getting any information. All the entrepeeirs depended on their own efforts
and personal connections. Regarding how they Kangiaat with current on goings in the
industry and the market, the entrepreneurs weraionoas that they consulted among
fellow booksellers. Asked how they communicatedhwdach other, all gave the

telephone as their channel of choice.

The entrepreneurs were probed to establish whetier consulted other sources of
information. A majority said they sometimes got fusenformation from the regular
press. Asked whether they subscribed to any baaletjournal, it emerged that none of
the entrepreneurs subscribed to a trade journdl three respondents knew that such
journals existed but did not subscribe to any. imi&@tion services such as libraries and
information centres were never consulted. In fartenof the entrepreneurs saw the need

of using libraries as an information source.

The Kenya National Library Services (KNLS) for exalm is the National library

charged with the responsibility of compiling a oatkl bibliography. Since it has not
compiled a bibliography for a long period of time,crucial information source for
booksellers is lacking. As the responses revedlerktis a complete lack of connection

between libraries and book trade stake holders.

When asked if they used other channels of commtioicathe responses showed that

only three entrepreneurs had e-mail facilities arich they explained were used for
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communication with foreign suppliers. None of #mrepreneurs used e-mail for local
communication or other business transactions. Afpam orders, which were placed in

writing most of the communication, was done throtightelephone.

7.5 Information use

This research defines the term ‘information usethesvalue, benefits and enlightenment
that an entrepreneur gains by having access teamléenformation. The relevance of the
information is here determined by the expressiosaiisfaction as experienced by the
entrepreneur. This view is upheld by Odongo andal&l{2004) who state that the value
and impact of information use refers to new cooddi that are established after
information has been used. By use of a metaphey, ¢xplain that an information user
who has been shown where information is may or n@yfind it. Finding information,
they say, may sometimes depend on the searcheKghan their knowledge or skills in
information seeking. Once a user has managed t@sadoformation, either by luck or
through skills, its influence on the user remaing #eir enlightened states cannot be

reversed. They will henceforth know how to acqtiive required information.
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Figure 4: Interaction of task components in informdion seeking environmental
context

Task goal
Information
Task systems
process
Informatior Information
Acquisition used

Source: Jarvelin and Ingwersen 2004) Interaction of task components in information
seeking environmental context

Responses in this study showed that entreprersatidied their immediate needs by
consulting simple sources and channels of informmafl his meant that they did not see a
need to put in place more sophisticated informasigstems that could be accessed and

used in future. They seemed content to start tbegss afresh with every search.

As established through out the research, the eemeprs performed simple tasks that
did not require elaborate information to accompli$he tasks included establishing
books that consumers wanted, determining the phdsfisof these books, placing orders

for the books, paying for the books or seekingd@dit facilities and having the books
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delivered to the bookshop. These tasks however vguemgessfully executed led to
profitability and when failure occurred led to pdarsiness performance. The survival of
the entrepreneur therefore depended on how weltlgkecuted their information seeking
tasks and the use of such information for busisessess. It was determined that access
to timely and accurate information was crucial gmccess despite the fact that they

operated in an environment that is not informatiaansive.

In investigating information use by entrepreneiirsyas found that they consulted very
few sources and used a limited channel in seelonghie needed information. This in-
turn had the effect of limiting the entreprenewsarch scope thus leading to general
dissatisfaction in the course of information seatohseeking for book information for
example, entrepreneurs would normally consult thklipher's catalogue. Many times
however the catalogues would be out dated meahgatgprice, an important component
in bookselling might have been changed. There \aaya a situation where the book
ordered for through information given in the catple may be out of print. This meant
that that particular order would have been a wa$téme for the entrepreneur. Since
‘information use’ is the value, benefits and enfegiment that an entrepreneur gains by
having access to relevant information it can beuded that in most of the searches

entered into, entrepreneurs did not get the ‘vabfieise.

Book trade entrepreneurs depend on the textbooken#or the bulk of the business

survival. The study established that the Ministrdy Education which controls the

textbook vetting and recommendation process wowdmnally pass information on
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selected textbooks to the Kenya Publishers AssoniédKPA). While KPA would inform
successful publishers of the verdict, the samerimdétion does not reach booksellers. In
the process situations occurred where book trattegeneurs stocked books that were
no longer in the recommended book list. In this waformation use resulted in failure

as entrepreneurs ended up with ‘dead’ stock.

7.6 Summary

The findings as presented in this chapter showathok trade entrepreneurs used both
formal and informal systems of information in infeation access and use. It was
established that in the information seeking procerfrepreneurs first consulted formal
systems such as publishers’ catalogues. When ttedogae was not available the
entrepreneurs consulted with fellow booksellershe Tstudy revealed that the most
frequently used channel of communication was tlepl®ne. Regarding information use,
responses showed that in most cases informatiomesséted in failure especially when
publishers’ catalogues were out dated or wherermmétion on recommended textbooks

was late in reaching entrepreneurs.



CHAPTER EIGHT

8.0 CONSTRAINTS TO ACCESS AND USE OF INFORMATION

8.1 Introduction

Constraints refer to limitations that would hindgrtrepreneurs from accessing and using
information. Such constraints could ether be irdeor external. This chapter examines
constraints in entrepreneur access to and usefofmation. It specifically considers
constraints that emerged in this research. Theyststhblished that environmental factors
at play affect access and use of information. Besps showed that information
available to entrepreneurs affects the qualityexisions that entrepreneurs make in the
day-to-day work situation. In this study, sound isiens are defined as situations in
which decisions made by entrepreneurs either emhahances of profit making or

diminish such chances.

Viewing factors that affect access to and usenfiirmation on the basis of quality of
decisions is supported by Goedegebuure and Stroaetifi®92) when they submit that
the information market is embedded in a dynamiefogieneous environment which has
an influence on, and impacts on the actors. Thethdu explain that among the key
actors in the information market is the book tragkich falls under the larger functional
area of distribution. Others are producers as sgmted by authors and publishers, the
competitors as represented by fellow booksellessjice providers such as libraries and

clients who are the customers. Support service igeos who include
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telecommunications and hardware and software peosichlso constitute the larger

environmental context.

More support for this position is seen in a surgegducted by the Estonian Association
of Small and Medium-Sized Enterprises which settoudetermine problems caused by
the business environments in which organisatiorsaip. Among other findings, access
to information emerged as one of the problem afeathe entrepreneurs in Small and
Medium-Sized Estonian enterprises (Tibar 2002). e Thtudy concluded that

entrepreneurs could influence the micro environmalefatctors but could only scan the

changes in the macro-environment and use themviansae.

In this study factors affecting access to and u$einformation by book trade

entrepreneurs are presented in two main categasiesernal andexternal.

8.2 Internal constraints to information access andise

The internal constraints as earlier explained iangdtions that affect access to and use of

information and which are within the limits of teatrepreneur control such employee

inefficiency, entrepreneurial oversight, record8aiency, operations inadequacies,

information illiteracy and change preparedness.
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8.2.1 Employee inefficiency

Employees also referred to as human resource ptayaal role as a link between the
entrepreneur and the customers. When employeesshdlgethat are relevant to the job
functions that they perform, they become real asgethe business enterprise. In this
research skills are defined as practical and psajaal capabilities which endow
employees with the competence of performing a gieesk. The study established that

the respective entrepreneurs ran the bookshopsiag to day basis.

In essence the entrepreneurs performed the maab@enictions of decision making.

Only two large bookshops, which had four branclhesheawvithin Nairobi, had managers
in-charge of each branch. Responses from the menabewed that they did not make
any decisions and had to consult the entreprensua @ontinuous basis. Issues like
stocking and staff recruitment were done centrafiyally from the main branch, which

was personally run by the entrepreneur.

Depending on the size of the bookshop, employeestlynperformed the function of
shop attendants. Larger book shops had recordscéerit accounts personnel. Employees
who came in direct contact with customers are thepsattendants. Necessary skills
required to deal with customers are stock knowledgility to use book-trade

bibliographic tools and human relations.
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The study found that most of the bookshops had @yepls with KCSE school leavers’
qualifications. None of the employees had doneadepsional course and mostly learnt
work on the job. They were therefore mostly unskillThe general feeling is captured in

the following comment:

‘Sometimes customers are turned away just becausmployee did not know the book
was in stock or was simply unable to trace itstiocg” “From a business perspective,
employee ignorance leads to lost sales.” “Many sily@u have to correct the employee
yet they keep repeating the mistake.”

(Interview No. 4)

8.2.2 Entrepreneurial oversight

Entrepreneurial oversight is a situation where gsses that can impact on the business
are side stepped leading to failure. Examples delmaintenance of stock ledgers which
could act as internal information systems. Havimg tight product at the right time, in

the right place, for the right customers, at tightiprice marks entrepreneurial efficiency.

In responses as to the types of records they Kepmerged that apart from cash sales
which are issued for cash transactions there wides dividence of other forms of records
being maintained. There were for example no stedgérs maintained on a regular basis.
Bin cards which are use to control the movementbobks were not maintained.

Eventually stock was reordered when it ran out bemvcumtomers asked for them and

they were not available.
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In a world that has embraced technology entrepreadeaversight was also evident from
the fact that none of the entrepreneurs had a welnispresence on the Internet. Results
of the study showed that none of the entreprenstacked non-book materials such as
CD-ROM books and the conventional audio and videsgalt also emerged that e-book
trade did not seem to be among their immediatespl@assentially the entrepreneurs have
left themselves to being controlled by forces witthie environmental contexts in which

they operate.

8.2.3 Records keeping deficiency

Records keeping deficiency refers to a situatiomnehentrepreneurs are unable to keep
crucial records due to the enormous paper worklweeb especially due to employee
inefficiency. Records are an organisation’s medmaanitoring transactions, streamlined
records systems makes it possible to access,vetaied use information contained in the
records whenever required. Most entrepreneurs @nga that they could not cope with

the number of records that they were supposeddp.ke

The responses showed that during the peak se&sva,were instances where sales were
made and cash sales not issued. Thus they lackedaée records on cash transactions.
In some cases customer’s orders were not placeg sicraps of paper on which they

were recorded could not be traced. On many occasanrepreneurs said they ran out of

stock as they lacked a system of monitoring stecklk.
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8.2.4 Operations inadequacy

Operations inadequacy refers to a situation whgstesis have not been put in place to
aid the totality of bookshop operations. The redeastablished that a majority of the
bookshops had a manual system of operation. It dedsrmined that even where the
system of operation was manual, several importaerds and processes were left out.
Where for example delivery of orders was made, GdRdceived Notes (GRNs) were
not raised. This made it difficult to trace the nsaction in future. Sometimes
entrepreneurs could not remember the quantity eddéinus leading to disputes with
publishers over the quantity of stock that showdphlid for. Also only four bookshops
had a semi-computerised system. The system wasaignesed for cash transactions
and not for stock monitoring. Responses from theepreneurs showed that just a few
records were maintained. Usually once books atritie records were discarded and not

particularly kept for future reference.

8.2.5 Information illiteracy

Information literacy is a state associated with Wimy when and why you need
information, where to find it, and how to evaluatse and communicate it in an ethical
manner. The subcategory code information illiterag arrived at in this research based
on the concept of information literacy. Other deioms that informed this sub-category

included that of the American Library Associatiomigh states that ‘to be information
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literate, a person must be able to recognise whéarnnation is needed and have the

ability to locate, evaluate and use effectivelynieeded information.

Webber and Johnston (2003) define informationditgras the adoption of appropriate
information well fitted to information needs, tobet with a critical awareness of the
importance of wise and ethical use of informationsociety. The UK-CLIP (2006)

explain that to be information literate, the skils competencies required includes an

understanding of:

* A need for information

* The resources available

* How to find information

* How to work with or exploit results

» Ethics and responsibility of use

Based on this evaluation of the concept of inforamaliteracy, the research findings
indicate that book-trade entrepreneurs were torgelaxtent information illiterate.
Important instances that support the presented weve on areas of staffing, stocking,

financing, trade trends awareness and market irztom

On staffing, it emerged that in all the bookshopslied, a majority of employees had

lower level qualifications and were therefore riitled in carrying out the various tasks

in the bookshops. The entrepreneurs lacked infeomatr an information source which
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they would consult whenever staffing needs arobe. @ntrepreneurs if they were aware
of their information needs and especially the exisé of these institutions would have

approached them when seeking for employees.

Regarding stocking, which is a crucial aspect ajkbselling, the responses showed that
the entrepreneurs did not seek for book informatatside the publishers’ catalogues.

Modern book trade tools such as CD-book banks wetreonsulted.

As regards trade trends awareness, the reseabliglstd that entrepreneurs expected
the KBSA to be their main information provider. Jf@emed unaware of the possibility
of using resources such as book trade journalso#imet sources such as the Internet to

get the information needed.

8.2.6 Change preparedness inadequacy

Organisations are dynamic entities that operata idynamic environment. Change,
which is almost always inevitable, must never fardentrepreneur unprepared. Change
preparedness is characterised by an organisatismghatrategic plans in place and
having pro-active organisational intelligence. lhistresearch strategic plans are courses
of action that an entrepreneur can fall back tocase of change. Organisational
intelligence refers to information that the bussenterprise gathers that would give
advance warning of change thus cushioning the bssifrom the effects of unexpected

change.
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The study established that none of the entreprenean structures in place that would
prepare them for sudden changes. Since the Kengek trade was largely textbook
based, the greatest threat to an entrepreneur vibeuddsudden change in the curriculum
or syllabus. The entrepreneurs had no system ofrnrdtion that would warn them of
impending changes. All entrepreneurs complaineclafiys being caught with ‘dead
stock’ when changes occurred which held up capimalecessarily. They explained that

almost always they learnt of changes from the cotiweal press.

8.3 External constraints to information access andse

External constraints are limitations that affeatess to and use of information and which

are outside the limits of the entrepreneur control.

8.3.1 Competition deficiency

Competition is important in ensuring maintenanceqoélity service by players in the
book trade. Structured competition occurs wheneayn similar businesses are able to
communicate and agree on issues affecting the éssienvironment. Findings of this
study however showed that book trade entrepreneasly operate individually and

many times made decisions that brought a situaieamstructured competition.
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The issue of discounts offered to customers who iouypulk such as schools was
particularly contentious. On average publishenge gbooksellers, 25% discount for
purchases of at least five copies of a title. TB&2given is expected to cater for the
business expenses. Book trade entrepreneurs treetedodly gave any discounts to the

customers.

In the findings, all the respondents, (32) feltttfram the 25% given to them by the
publishers, giving a customer 5%- 7% discount wdnddeasonable. Responses however
showed that some entrepreneurs gave a discourgtaiebn 12%-17% in order to win
more customers effectively undercutting their cottpes. This unstructured competition
impacted on the overall performance of the bookdray leaving entrepreneurs with

small profit margins and bringing about unrealigtiicing of the books.

8.3.2 Information inequalities

Information inequalities occur when informationttiemeant for all players in a similar
business is passed on or reaches a few playeliadeawt the majority. This situation was
revealed when it emerged that some entrepreneeralde to get information on issues

affecting the book trade while others remained fanmed.

Responses obtained from two large bookshops withfcanches each indicated that the
entrepreneurs were capable of getting informatiogy theeded in the shortest time

possible. When for example changes in curriculumevaticipated, they easily got the



information, mostly, informally from the MinistryfcEducation. The majority of the
entrepreneurs however, did not have access to thesth thus, remained in the dark

about impending changes and were often caught thp'eéad stock'’.

8.3.3 Regulations deficiency

Being a business, the book trade operates in amoenvent of myriad regulations that
govern business enterprises in Kenya. This stuthbkshed that the entrepreneurs knew
little about regulations governing the book trall@lso emerged that there was no forum
for educating the entrepreneurs on regulationsttiet should observe as players in the
book industry. A respondent indeed explained thatrtbookshop suffered a Ksh. 10
million penalty on a libel case filed against it &iocking a book, which was later said to

contain defamatory statements.

8.3.4 Association’s inefficiency

This research was conducted at a time when the &Kd&ugoksellers and Stationers’

Association was undergoing a change of office hsldé emerged that there was no

continuity in the affairs of the Association esdlgi as happened in this case where most

members were being replaced.

Interviews of KBSA employees who had been with #ssociation for three years,

revealed a dire need to run the Association in Vuith associations in more developed
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economies. In developed book trade industries, #kexsecretariats are employed to run
the day to day affairs of the association thus oessary changes in operations is
avoided. Indeed responses from the entreprendupsiated to a general dissatisfaction
which the performance of KBSA in responding to thaformation needs. The study

established that new office bearers tended to asithenew and sometimes radical ideas.
In most cases whatever programmes the previouseoffearers had put in place were

ignored and new ones instituted.

8.3.5 Information inadequacy

Current book information instruments like the KemyBooks in Print and even most
publishers catalogues do not give the ISBN of stittess. Where as KNLS is the ISBN
allocation body in Kenya, there seems to be a bomakn in communication between
them and the publishers. The lack of ISBN in ldd#s means that the books cannot be
marketed internationally, as they are not listednagor international catalogues such as
the CD Book Bank. The Kenya books in print the dogis foremost consolidated
publishers’ catalogue therefore has incompleterinétion as far as local titles are
concerned. The catalogue has also not been resiiseel 1997, yet any revision without
the incorporation of ISBNs by publishers would bieitde exercise. The findings further
showed that books produced by individual (self)ligiers formed the biggest number of

local titles that lacked ISBNSs.
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8.4 Summary

In this chapter constraints in information accesd ase are discussed. The constraints
were identified in the data analysis stage basethergrounded theory method. These
were grouped as internal and external. Internalsitamts comprised employee
inefficiency, entrepreneurial oversight, and infatiman illiteracy among others and were
found mostly to be within the entrepreneur’s contéxternal constraints were to a large
extent beyond the control of the entrepreneur arauded competition deficiency,

information inequalities, regulations deficiencydassociations’ deficiency.
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CHAPTER NINE

9.0 DISCUSSION OF FINDINGS

9.1 Introduction

This chapter presents discussion of findings, amichs and recommendations of the
study. Main findings of the research were deriviesinf data analysis as guided by the
aim, objectives, research questions and study gagms. These are tackled under the
headings of information needs, seeking behavicarces, channels and systems in the
book trade and information access and use. Studgiwsions are presented arising from

findings and recommendations are made for notinppassible future action.

9.2  An overview of the research Aims, Objectives aresearch questions

This research set out to investigate access to,uasedof information by book trade
entrepreneurs in the work situation. Nairobi, Keésyapital city was selected as the area
of study by virtue of its location larger custoneses, proximity to the publishers and
the general better infrastructure especially in eamication. The purpose of the study of
the study was to investigate book trade accessr thfectiveness in meeting

entrepreneurs needs and make suggestions for ienent.
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The objectives, research questions and assumpfahs study were:

a)

1.

b)

Objectives of the study

Identify the information needs of entrepreneurthimbook trade in Kenya.
Identify the information systems including soureesl channels available to the
entrepreneurs in their work situation.

Establish the information seeking behaviour oféh&epreneurs.

Determine the types of information that entrepreseeaquire for quality decision
making.

Identify macro and micro environmental factors timapact on an entrepreneur’s
ability to make sound decisions.

Analyse the communication process among entreprersewd between them and
their suppliers and consumers and to establishtheware linked.

Identify problems that hamper the smooth flow dbrmation in the book-trade.

Provide possible suggestions on how they can bedgol

Research questions
What type of information do book trade entrepreseaguire in the work situation?
How do entrepreneurs seek the needed information?
How do the prevailing environmental conditions effthe communication process in
the book trade?

How do book trade entrepreneurs use the informatidained?
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5. How have the existing information systems affected work situation of the
entrepreneurs?

6. What form of information system and structure iguieed for optimum information
acquisition and use by the entrepreneurs?

7. What suggestions can be made to improve the conuaimm process among

entrepreneurs and their publics?

9.2.1 Information needs of book trade entrepreneurs

Data obtained through analysis of responses of loade entrepreneurs in the work
situation in Nairobi established that the entreptea experienced information needs.
The different operations of the book trade requieddvant decisions to be made which

needed specific information that was on many ircsgamot available.

Information needs of entrepreneurs were deduced the data analysis process and are
summarised as:

Funding information

Stock and stocking information

Market information

Human resource information
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* Funding information
Book trade entrepreneurs often needed informatiosoairces of funds. Most of them did
not rate banks as important sources and lookedoowlternative sources. The findings
show that 81% of the entrepreneurs who used tleesomal savings to start their business

would have wished to know if there were other sesiraf funding apart from banks.

The entrepreneurs singled out the banks as beisgngitive to their needs. They
complained that the majority of banks turned dowg funding request citing the book
trade as being too risky to fund. The reason fas thas that most book trade
entrepreneurs lacked the mandatory collateralwlvatld act as security to the banks. In
addition to this a majority of bookshops operatatheut a formal set up hence lacked

business plans which would have been a guide @ tiuture direction of the business.

This almost universal lack of business plans amibiegbook trade entrepreneurs was
most puzzling. Where as the book trade is viewebleizg an important link in the book
distribution process, it seems little attention bagn given to sensitising or training the

entrepreneurs on the importance of business ptasisdcessful business practice.

» Stock and stocking information
The second most important type of information neged the entrepreneurs experienced
was that of stock and stocking. The entreprenexpeessed dismay that many times they
find themselves incurring heavy losses due to ‘deadnon-moving stock. They

explained that since the Kenyan publishing industas largely textbook oriented, the
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same trend was exhibited in the stocking of boogsh@he research confirmed this by
findings that showed that 31 out of 32 bookshopglisi had 90% of the stock

comprising of textbooks.

Among difficulties encountered by the entreprenesiesnmed from the fact that there
was no easy or quick way of getting information onpending changes in the

curriculum. As a result they would buy stock ordyléarn immediately after that a major
or minor change had occurred in the curriculum eeimg) the books they had purchased
were rendered obsolete. The other serious infoomateed related to stocking was the
lack of bibliographical sources that would provigeto date book information. This state
caused entrepreneurs to experience lost salesnaswas wasted calling up possible

publishers or distributors of a title required bgustomer or customers.

It was established from the research that bookmmédion sources were fragmented and
also not easy to come by. Publishers compoundegrtiidem by not availing catalogues

regularly. This scenario brings to the fore distuglfactors with regard to the book trade
in Nairobi. Entrepreneurs are greatly disadvantdggadot having easy access to book
information. It is worth noting that publishers’tabbgues can easily be misplaced leaving
the entrepreneur having to ask for a replacemantdny instances also, publishers fail
to produce annual catalogues thus leaving the ledleks with inadequate information on

the true position of their title list.
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Considering the central role book information playsiding the successful stocking of
the bookshop, respondents were probed to estafdishthey managed to obtain book
information without publisher’s catalogues. A méjpprof the entrepreneurs said they
consulted fellow booksellers. Only 2 out of the 8@trepreneurs studied had any
knowledge of the existence of alternative comprsivenbibliographies such as global
books-in print, Whittaker’s books in print and t8® book bank compiled by the British

firm, Whittaker's. There is therefore a need tointrdhe entrepreneurs on book

information sources as it is the basis on whichkBhops are stocked.

* Market information
Market information needs also became apparent armopgrtant information needs of
book trade entrepreneurs in Nairobi. The entrepreneere unanimous that while they
know that schools comprised the largest portiotheir market, they always experienced
problems in matching textbooks to the needs ofragodar school. Findings showed that
the ministry of education recommended a selectibsio textbooks pre subject from
which schools could choose one as a core text.pfblelem therefore arose in getting
information regarding the core text selected byviddial schools. This situation calls for
the setting up of a system that would enable theepreneurs access Information on

books that respective schools have chosen.
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* Human resource information

Another area of information needs established by thsearch was that of human
resource information. It emerged that a majorityhaf employees in the book trade were
‘O’ level school leavers. The few qualified emplegewith higher education were in
most cases relatives of the entrepreneurs. Reasagrs for employing staff with little or
no experience and training was that it enablecdetiteepreneur to have a low wage bill.
All were however agreed that some times the intlicests incurred due to engaging
inexperienced personnel were enormous. Such costaded lost sales due to an
employee’s poor stock knowledge and poor custoglations skills that annoy and even
lead customers to walk out on a bookshop. Othesamrs as established by the findings
showed that book trade training was not widespr@ae. only course offered in book
trade in Kenya was that of the School of Informatfciences at Moi University. This
course was offered at degree level and may therefiot fit in with the needs of
bookshops which for most part require bookshopndtiats. This level of employees
would do with certificate or diploma level trainimghich is currently being developed at

the School.

Personal development information needs were dedfroed the entrepreneur’s general
lack of knowledge in book trade specific issueshsag bibliographic sources, alternative
terms of trade open to them and technological ackraents affecting and impacting on
the book trade such as the internet and e-bookemkrged that while KBSA held

seminars, entrepreneurs complained that they weegular and for most part not



beneficial. There was an expressed need for otbeues for refresher courses in the

book trade.

9.2.2 Information access and use by the entreprenieu

In determining the information access and use byethtrepreneurs it become necessary
to establish what caused the entrepreneur to enigaggormation seeking. This was
tacked in the research first by looking at inforimatseeking ‘prompters’. ‘Prompters’
were seen as situations or circumstances thablad entrepreneur to experience a gap in

knowledge and which propelled them to acts of imfation seeking.

This study showed that on a typical day the enemregur places orders for stock that were
sold out or that were running low. Other activitigere, monitoring progress of earlier
orders, checking credit levels with respective mligrs, negotiating new credit terms

where necessary, monitor market goings on and lsiegréor additional funding.

The research further established that the entreprsninformation-seeking behaviour
was prompted either by the desire for greater faofity (positive prompter) or by the
fear of failure (negative prompter). It emerged koer that the prompter for information
seeking did not affect the sequence of informatsearch. Whenever entrepreneurs
experienced an information need, they first sougfdrmation from available formal

systems.
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The systems consulted were determined by the nafutiee problem that required the
entrepreneur’s attention. If for example, an emepur was confronted by a stocking
need, the first course of action was to check ftbeir records to determine the publisher
of the book. They would then consult the particylablisher’s catalogue. They however
had reservations even while looking for informatifnom the catalogues as they
complained that they were incomplete and almosagdwot up to date in price details. If
they were not successful in getting informatiomirthe catalogue, they next resorted to
calling up the publisher. Should the publisher beas stock, they would consult a well-
known retailer-cum-book wholesaler. If this averal&o failed they would then consult

other booksellers within Nairobi.

In cases where entrepreneurs experienced fundedsnéhey first approached respective
publishers for credit facilities. When such movasedd, a majority felt helpless as they
complained that there was little information regagdalternative funding sources. In

most cases, they sought help from friends and aciguees and when not successful

they resigned themselves to fate.

With regard to market information needs, informatiwas always sought from fellow
booksellers and through acquaintances. A notalalife of the book trade entrepreneur
information seeking behaviour was the fact thatenohthem reported to have consulted
the Bookseller's Association when faced with a peob The information seeking
behaviour exhibited by book trade entrepreneursapetl a lack of a formal system

within the book trade.
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9.2.3 Information sources and channels most commagnused by entrepreneurs

Information sources and channels used by entreprenwere to a large extent
determined by the nature of task being carried Budings of this research showed that
the tasks all entrepreneurs regarded to be mosirtamt were those of stock selection,
stock ordering and selling. It was around thesdstdbat the rest of the operations

revolved.

In carrying out the stock selection process, tHiermation need experienced was that of
book bibliographic information. Usually, the firsburce of choice when seeking for book
information was the publisher’'s catalogue. Thealcagfue played a pivotal role as an
information source when stocking was consideredzeGhe publisher was identified all

entrepreneurs were agreed that the most prevalaninel used in placing the orders was
the phone. This could either be mobile or landliekephone. The main reasons for

making phone calls were to confirm stock avail&piind the pricing.

Funding information needs were also consideredngsoitant information prompters.
The information source of choice when seeking tmds was the entrepreneur’s personal
connections. This was also done through phone cbataby personal visit. In keeping a
breast with developments in the industry and markegeneral, entrepreneurs were
unanimous that they consulted among fellow boo&seland also made sure that they
read newspapers. Communication with fellow entrepues was through phone

conversations.
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The research established that information sources dnannels used by book trade
entrepreneurs were limited. In most cases infownativas obtained from fellow
entrepreneurs who themselves have limited optidhsre is therefore the ever-present
danger of decisions being made based on inadequataccurate information. This view
was arrived at when it emerged that a majorityhaf éntrepreneurs showed ignorance
and non-use of conventional book trade sourceshadnels like searching bibliographic

tools besides the publishers’ catalogues.

They also did not consult book trade journals arfdrmation service providers such as
libraries and information centres. Indeed, the twebstablished that only three
entrepreneurs used the Internet as an informatoumce and e-mail as channels of
communication. The use of e-mail was confined torespondence with foreign

suppliers. It was surprising to note that nonehaf éntrepreneurs use e-mail for local

communication.

9.2.4 Internal and external constraints to entrepraeur Information access and use

Sources and channels of information consulted Ileyehtrepreneurs were inadequate.
This fact projected on the entrepreneurs’ capdoiyccess and use information. A lot of
frustrations were exhibited searching for, and ssicg) required information. The use of
telephone is itself costly and though few entrepuea mentioned it, there was a

possibility of losses occurring due to the heavgges Since information use is gauged by
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the value, benefits and enlightenment that an iddal gains by accessing relevant
information and the satisfaction experienced, iswkeduced by this research that a
majority of the entrepreneurs were dissatisfied &ad difficulty accessing relevant

information and had limitations in information use.

Further, the findings show that access to and diseformation was affected by the
environmental context in which entrepreneurs operailhese factors could emanate
both from the internal and external environmente Triternal factors that emerged in this

research as discussed in Chapter Eight of the stedy:

Internal factors:
» Employee inefficiency
» Entrepreneurial oversight
* Records keeping deficiency
* Operations inadequacy
* information illiteracy
* change preparedness inadequacy

External factors:

Competition deficiency
* Information inequalities
* Regulations deficiency
» Association’s inadequacy

* Book information inadequacy
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» lack of a streamlined system of book trade comnatidn

It will be noted that the factors take on a negaperspective thus clearly depicting the
great difficulties experienced by book trade emapurs in accessing and using
information. Suggestions given to remedy the canss included the need for training
for entrepreneurs and their employees. The natuteaioing could cover areas of book
trade and those of information literacy. Other ¢@sts could be addressed especially
through respective associations providing guidapoglishers as main suppliers giving
full bibliographic information, and the developmeftan information system suited to
the unique information needs of book trade entregues. A proposed model is given in

chapter ten of this study.

9.2.5 Existing information systems and book tradeammunication

The current information system in the book trad@airobi can be described as highly
unstructured. It portrays an individualistic ratitban collective approach in business
operation. This way of to conducting business dgfigan issues of information access
and use causes the exercise to be costly bothns tef money and time. The bargaining
strength of the operators is also reduced. Thoulgen&repreneurs in the study were
agreed that they subscribed to the KBSA, thereawgsneral feeling that the Association

did little besides acting as a source of referéat¢he Ministry of Education.

As a central body of the book trade, the KBSA igmsed to be in a position to act as a

link between book trade entrepreneurs and theofetfite industry on most information
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related issues. Under normal circumstances, KBSAulshbe able to gather and
disseminate information from the rest of the playierthe industry including publishers,
the Ministry of Education and the larger market tfioe benefit of the book trade. As it
stands however, the findings show that the infolmnagystem is fragmented with players
acting independent of each other. The lack of @astlined system means that
entrepreneurs are left to rely on their own inggnuwnd personal connections in

information seeking, access and use.
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CHAPTER TEN

10.0 CONCLUSIONS AND RECOMMENDATIONS

10.1 Conclusions

The study showed that information needs of booHetrantrepreneurs arose from the
difficulty in matching an experienced informatioread with a specific information
source. When a stocking need was encountered Bon@e, an entrepreneur may not

access information as they may not be sure of béigher of a book.

Another difficulty in stocking is that of determing market/customer needs. The general
complaint was that publishers’ catalogues werggui@ and sometimes in incomplete
with newer tittles rarely included. Due to this dieguacy of the publishers’ catalogues
entrepreneurs lost sales, as they were mostly agnaf other bibliographic sources from
which book information could be obtained. The dituais compounded by the fact that
local publications which form the bulk of the stosklected do not appear in major
bibliographies such as Global Books in print or ¥&kérs Books in print. Reasons for the
failure by publishers to have their tittles incldden such renown bibliographies is
attributed to plain failure to register their t#levith the respective bibliographers and the

lack of proper ISBNs, which are crucial book idéets.

Entrepreneurs also consider market information si@sca factor impeding their ability to

serve the book market effectively. Since a larggpprtion of the market for book trade
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entrepreneurs comprised of schools and other leguinstitutions such as collages, they
complained of experiencing difficulties in matchisglected core text to individual

institutional consumers. This was especially inwi the current system where Kenya’'s
Ministry of Education selected a set of six comgtdeper subject taught at primary and
secondary school levels. Respective schools weneftire required to select one text,
which would be used in the particular school ae d¢ext. The findings showed that

entrepreneurs had no way of knowing which textsctvlsichool or institution selected.

On employee and personal development informaticdsieentrepreneurs were agreed
that they had no knowledge of any courses or tigiriacilities available locally that
targeted the book trade. They therefore reliedmhouse training, which was mostly
inadequate, since the entrepreneurs themselvesdaahky background training in the
book trade. It emerged that the selling technigisesl in the bookshops were no different
from those used in the sale of other non-book codities. As established through
literature review, books are unique products tleguire those handling them to be
conversant with respective bibliographic detailstsas, author, publisher, title, year of
publication ISBN and extent among other detailsoemtrepreneurs who had some form
of training in the book trade acknowledged that stimes sales were lost as a result of
an employee failing to understand what book a enetowants or worse still fails to

locate it within the book shop.

In investigating information systems used by boadé entrepreneurs, this research

established that the current information systemiébook trade could be placed into two
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broad categories as internal and external. Thenaténformation system common to all
bookshops was a manual system of operation. Thesgresed mostly hand written
records that consisted of cash sale books for dmlgs and small notes usually in

exercise books that acted as a reminder for boo&ther items that were out of stock.

There was no evidence of maintenance of ledgeksfmy stock monitoring. A majority

of the entrepreneurs claimed to know what was waititeough intuition. The second
category of the internal information system was $ieeni-computerised system. The
findings show that only seven bookshops had sormma fof computerisation. In these

bookshops the computers were used to record salesbfor stock monitoring.

The second category which is the external inforomagystem, as determined from the
findings, comprised of publishers’ catalogues frarich entrepreneurs would obtain
book information. These however had the shortcomofgeing irregular and sometimes
incomplete. It was found that in most cases, entregurs had to make phone calls to

publishers both in the placing of orders and inficoring of the same.

Other external information systems that this stwdyablished were the book trade
associations, KBSA and KPA, which formed the logalernal information system and
bibliographic generation organisation organisatioviich were mostly foreign. The
Ministry of Education was seen as part of the ewtkesystem which, however acted on
informant basis. The study findings exposed a deegted discomfort whereby all

entrepreneurs felt let down by KBSA the booksellassociation that they complained



had relegated itself to being a source of refereéadbe Ministry of Education for book

orders leaving all other functions unattended. KRAjch is the publishers’ association
only, related with KBSA when the Ministry of Eduat was passing on new regulations
regarding textbooks. Bibliographic generation orgations were the least consulted
book information source. This was mostly due toorgmce of their existence by a

majority of entrepreneurs.

Entrepreneur information access and use was igast by studying entrepreneur
information seeking behaviour. This code servedrswer research questions Nos.2 and
Nos. 3. This sought to establish how entreprenacecessed and used information and the
environmental contexts in entrepreneur informats@eking behaviour. The findings
show that the entrepreneurs had difficulty accessaguired information due to the few
sources consulted and the limited channels usextif8ally, the entrepreneurs depended

on publishers for book information and used thenghas the channel of choice.

Regarding the effects of environmental context®iarmation access and use, this study
established that book trade entrepreneurs perfogimeple tasks in the day to day work
situation. The main tasks were seeking for funtsksordering and monitoring, in this

sense the entrepreneurs did not see the needaloorate information search and were
largely content with the simple sources consulted ehannel used. A notable paradox
was that the entrepreneurs were not active infoomageekers yet they operated in a

highly competitive environment.
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The environmental contexts in which entrepreneyerated were found to affect their
access to and use of information. Objective no.@ltdevith macro and micro

environmental factors that impact on entreprenbiityto actively seek information and

thus make sound decisions. The research-definetsiales as situations enhanced
chances of profit making for the business. Thestofa are discussed in detail in chapter
seven of the research. It is these factors thatesgr explain the passive behaviour
exhibited by book trade entrepreneurs in the poésnformation seeking, access and

use.

Communication within the book trade was found éogenerally poor. This was seen by
the almost universal responses from entreprenetienvasked how they viewed the
present flow of information in the book trade. W¢hilsome bluntly said that
communication was disjointed, others complainedisfrimination in the dissemination
of information. The majority of entrepreneurs blameBSA, which they said, did not
understand the needs of the booksellers. The stathblished that entrepreneurs who
communicated with foreign suppliers did so by wéag-onail. Occasionally order follow

up was done by phone.

There was little communication between the entmegues and their customers, the
general response given for the inaction was thatestheir stock comprised largely of
textbooks the publicity done by publishers was ghouwhen pressed further the
entrepreneurs owed up that their profit marginseweo small to allow for publicity. On

the whole current information flow in the book teawas disjointed and fragmented.
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Entrepreneurs were limited in their access to metron and in turn used limited options
of communication. This situation constantly ldiem in states of frustration as they

sought for alternative information sources.

This study therefore established that the curmgfiorimation system in the book trade was
inadequate and needed improvement. The positive didt is that the components that
would be used to improve information flow do exasid only require re-organisation and
re- orientation. These are elaborated upon in enagght which looks at the proposed

information system for the book trade.

10.2 Recommendations

The recommendations given in this study are sugdebiased on the findings and
conclusions arrived from the research. The firstselerived from the objectives of the
study guided by the study’s research questions.|dtee set is general recommendations
with suggestions targeted directly to stakeholddrthe book trade and policy makers

whose decisions directly impact on the book trade.
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10.2.1 Need for employee and entrepreneur training

Most of the arising information needs of book tratrepreneurs were a result of lack of
relevant skills in information access. The issu@yged from poor information handling
skills, a situation that impeded the abilities loé &ntrepreneurs in information access and
use, to active participation in the book trade asgmn that would have helped to give
voice to the problems that beset the tradde use of seminars and workshops would
enable the entrepreneurs to keep up with issuesrands in the book trade which would
in turn increase their awareness levels consequeahihrpening their entrepreneurial
competitiveness. Further more, such seminars walsid provide a forum for updating
entrepreneurs on latest events in the trade. Thasealso a need to offer short courses
that would enhance entrepreneur knowledge andsskilinformation handling and use.
Book trade entrepreneurs are encouraged to actsedk to project and maintain a
professional outlook in the day to day operatidiaining of bookshop employees would

further boost entrepreneur business performance.

This view is borne of the fact that their countetpan the library profession have
succeed in projecting an image of professionalistd Bbraries are today seen and
accepted as information service providers that rare by trained professionals. As
exposed in the findings, book trade entreprenexpea their association to attend to
problems affecting their operations yet, little cgffwas portrayed of any attempts to

influence the management and running of the adsatia
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10.2.2 Need for sensitisation of entrepreneurs omportance of information

There is a strong need to sensitise the entrepreauhe importance of information as a
way of strengthening the book trade. Collaboratwould be required between
information training institutions and the Kenya Beellers and Stationers Association
(KBSA) to spear head-training sessions. The ergregurs would also benefit from
exchange programmes where arrangements are madentBractions with their

counterparts elsewhere in the world.

10.2.3 Promotion of the use of Information technolgy in enhancing
information access

As revealed in the study, book trade entreprentargely used a manual system of

operation. While such a system was tedious, italss ineffective in the management of

the day-to-day transactions of a bookshop. Theciefity and effectiveness of

information technology would greatly improve boo&phoperations. Computerisation

that incorporates an information retrieval systemwhich the ISBN is central would

greatly improve book information communication.

It would also open up horizons for entrepreneurgdobeyond the current traditional

form of carrying out the book trade. Virtual bookpk and trading on the Internet should

become a reality to Kenya book trade entrepreneurs.
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10.2.4 Development of an information system that ahlesses book trade

entrepreneurs’ unique information needs

A major finding of this study was that the currerformation flow in the book trade was

unstructured and therefore fragmented. The reswds what there are no clear

communication structures that would provide foreeakinformation seeking, access and
use by the entrepreneurs. As presented in chagkt, @ntrepreneurs make too many
inquiries to too many publishers as they seek pteresh their stock. This study came up
with a proposed system that is hoped would redneentimber of transactions between
an entrepreneur and the different publishers okbod he suggested system would make
use of information technology and would therefds® assist to streamline general book
trade operations. The proposed system is designedcbgnise and incorporates other
players of the industry. It specifies functionse$pective players and particularly would

reduces communication time and costs.
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Proposed model of the book trade information system

Figure 5: The proposed diagrammatic representatiorof information flow in the
book trade showing the role of other players
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The current information system in the bookshopesnsn illustration 4 is rather chaotic
with different booksellers communicating with tharous publishers in an almost Chris-
crossing pattern. During the peak season thereem mayhem as entrepreneurs

communicate with publishers or other book suppliers

The proposed information system is expected toaedtansactions across the board and
also cut down the communication costs of the engregurs. It is also intended to make

book trade associations active and more sensiittect needs of their members.

The inclusion of the clearinghouse will enable epteneurs to concentrate on the day to
day running of the business instead of worryingrdkie state of the orders. In developed
book industries, clearing houses process ordems fhe booksellers at the end of each
day to respective publishers and give a feed bactkhe state of the order by the
following day. The proposed system provides forghssibility of widening stock range,
as the entrepreneurs would easily access informatidforeign books. The clearinghouse

would initially be operated as an arm of the KBSA.

The proposal to have a Book trade Information Zerg aimed at creating a central
communication centre where informants to the boaustry such as the Ministry of
Education can pass on information which would teediffused to the players whether
they are booksellers, publishers or even book sengplin the proposed information
system transactions between booksellers and réspeutblishers is reduced leading to

reduction of delivery time.

257



The proposed information system will encourage uBe of IT in the book trade as
communication between the various players will lie & computerised system. The
system advocates for automatic communication tonaimbers of the Association

bringing about an inclusive rather than exclusinve disjointed method.

In the proposed information system the respecthgpaations KPA and KBSA will have
to play a central role in the industry communicatprocess. This way, it is hoped that

members will benefit from the increased interaction

10.2.5 Suggestions to stakeholders of the book trad

* To Publishers
As the manufacturers and therefore suppliers ok&othis study did not find much
interaction between book trade entrepreneurs aadptiblishers. There a need for
much closer cooperation and interaction especiatly matters of providing
information on titles, training on book handlingliskand generally ensuring that the

entrepreneurs keep abreast with developments imdoestry.

* To Associations of the book trade
The associations that have a direct bearing onbibek trade are the Kenya
Booksellers and Stationers Association (KBSA) arte tKenya Publishers

Association (KPA). Since the findings showed thHaré was little communication
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between the two associations, an opportunity is dssthe book trade could benefit

from the combined efforts of the associations wvpting the needed information.

 To Kenya National Library Services (KNLS)
The role of KNLS as the national bibliographic getti®n body has a direct impact
on book information access by book trade entrepmandhere is an urgent need for
KNLS to receive the necessary support and fundmgnable it to perform the
function of bibliographic generation. Up to datéllsigraphies are crucial tools for
stock replenishment in the book trade. When updatbliographies are prepared,
booksellers would have fewer sources of book in&drom to consult which would

save on time and costs.

* To the Ministry of Education
This study confirmed the often held view that theolo trade in Kenya is largely
textbook oriented. As the curriculum setting anchitasing agent and as the Ministry
vested with the function of textbook vetting andammending its involvement with
the book trade is more or less direct. To its itretie Ministry of Education
recognises the role of bookshops in book distramgiand in the general economic
development. Worthy of mention is the Ministry'sraditive through its textbook
policy that all books for supply to schools shob&lpurchased from bookshops. The
weak link however is the relaying of information @tommended textbooks to book

trade entrepreneurs. In the proposed model ofnmdon system given in chapter
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eight, the Ministry would be able give recommendegktbook information

simultaneously to publishers and booksellers thndhgir respective associations.

* To The Government
The eventual success of the book trade as an mddspends on Government
policies and good will towards the industry. Thev&mment of Kenya has through
the years recognised the important role of the hoade and through the Ministry of
Education ensured that the book trade receivessdpeort. An important aspect
however in streamlining operations of the book stduin general is the enactment
of a national book policy and the national inforioatpolicy. Through liason with the
Government, the National Book Development CoundiBDC) should be able to

draw drafts of the respective policies which wotlien be passed into law.

10.3 Suggestions for further research
The present research investigated access to andfuggormation by book trade
entrepreneurs in Nairobi.  An understanding of tf@®rmation needs and seeking
behaviour of book trade Associations:

» Kenya Publishers Association (KPA) and;

» Kenya Booksellers and Stationers’ Association (KBS#ould lead to better

service delivery to booksellers.
» A study could be conducted to establish trainingedse of book trade

entrepreneurs and those of their employees
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APPENDIX 1
THE INTERVIEW SCHEDULE

Thank you for taking your time to respond to the irterview questions provided

which is part of the conduct of the research on th&opic:

Access to and use of information by book-trade entrepreneursin the work situation: a

case study of Nairobi, Kenya.

It is expected that the findings of this researdhivelp highlight issues that affect the

smooth performances of the book trade in Kenyaadi®ad solutions.

PART ‘A’
1.0 Respondents’ Bio-Data

1.1 Name:

1.2 Designation:

1.3 Professional Qualifications:

1.4  Academic Qualifications:

1.5  Nature of work engaged in:

1.6  Period of experience:

1.7 Period in the present Bookshop / Business:

PART ‘B’
2.0 Information about the Bookshop / Business

2.1 Name of the enterprise:

2.2 When the bookshop / business was established:

2.3 Form of business ownership:

2.4 Why did you choose the book-trade business?
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3.1

2.5  Why did you choose the particular location?
2.6 What was your criterion for choice of premises?
PART ‘C’

3.0 Information on Entrepreneurship

What new ideas / changes have you introduc#tktbusiness in the recent past?

3.2

3.3

3.4

3.5

3.6

How did these changes improve your businedsnpeance?

How much time do you put in the bookshop / hess?

When you are not there who is in-charge?

What kind of decisions is she / he allowed ka?

In your view, what advantage do you have oweerr gompetitors?
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3.7 Apart from selling over the counter, which goair other outlets?

PART ‘D’
3.0 Information Issues

4.1 Needs, sources / channels, access, use and systems
4.1.0 Funding

4.1.1 How did you source your initial funding?

4.1.2 To what uses did you put these funds?

4.1.1 Do you sometimes need to increase your workingtai@pi

(1) If yes, please explain.

4.1.2 Where do you get such funds?

4.1.3 What sources do you consult when lookingaftitional funds?
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4.1.4 Which sources come to mind first whenever ngalise that you need extra
funding?

4.2.0 Human resource

4.2.1 How many employees do you have?

4.2.2 What are their academic qualifications?

4.2.3 What are their professional qualifications?

4.2.4 How do you recruit your employees?

4.2.5 Do you encounter any problems in findingahlg employees?
(i)

(i) If yes, which ones?

4.2.6 What sources of information do you consulewlooking for employees?

4.2.7 What source do you consult first when stgffieeds arise?
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4.2.8 Which are the other sources in the order of pres#

4.2.9 Do you know of any organised system thatgrea you staffing information?

() If yes, which ones?

(i) If no, what advice would you give?

4.2.10 On average, how long do you retain your egges?

4.2.11 What incentives do you give your employe@esrder to retain them?

4.3.0 Stock and distribution

4.3.1 What is your stock size in terms of book wods?

4.3.2 What types of books do you stock?
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4.3.3

4.3.4

4.3.5

4.3.6

4.3.7

How do you source your local book stock?

How do you source the foreign book stock?

What financial terms do you get for localghases?

What financial terms do you get for localghases?

What problems, if any, do you encounter atlspurchases?

4.3.8

What guides your decision to stock a pamichbok?

4.3.9

How do you determine the quantity of eadé ta be stocked?

4.3.10 Who makes the stocking decision?
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4.3.11

How do you get local book information?

4.3.12

How do you get foreign book information?

4.3.13

What problems, if any do you experience whbeking for book information?

4.3.14

How do you determine the pricing for books?

4.3.15

What is your stock size in terms of statig@e

4.3.16

How do you source your stationery stock?

4.3.17

How do you determine the pricing for stagiof?

4.3.18

How does your bookshop get book information?

4.3.19

Do you experience frustrating moments inrygaarch for the necessary

information?
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0] If yes, please explain.

4.3.20 How would you like the information to be yided?

4.3.21 How do your suppliers get the stock to ymwkshop?

4.3.22 Who meets the freight charges?

4.3.23 Please explain how you factor the chargestive cost of the stock?

4.4.0 Accounting, Stock control, Records and finamal management

4.4.1 Who keeps your books of accounts?

4.4.2 What is your view about preparing a budgette bookshop?

4.4.3 Do you prepare a cash flow statement for poginess?

0] If yes, what are the benefits?

282



(i) If no, why?

4.4.3 Who prepares your final accounts?

4.4.3 When does your financial year-end?

4.4.3 Are your accounting records manually mairgdior computerised?

4.4.4 Are you satisfied with the method?

(1) If not, please explain

4.45 What method of stock control do you maintain?

4.4.6 Atwhat level do you re-order stock?

4.4.7 What problems, if any do you encounter?
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4.4.8 When stock is slow moving or does not movadlatvhat action do you take?

4.4.9 What suggestions do you offer for improverient

4.4.10 When do you do your stock- taking?

4.4.11 What system of records and financial manageitio you operate?

4.4.12 Why did you choose your particular system?

4.4.13 In what ways does the system satisfy yoads®

4.4.14 What advice would you give other bookseNeth regard to records and
financial management?

45.0 The market

4.5.1 Who are your customers?
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4.5.2 How do you identify them?

4.5.3 How do you reach out to them?

4.5.4 What problems, if any do you encounter irtih@gy your customers?

4.5.5 In your view, what factors make customershoose your bookshop?

4.5.6 When a customer wants a book that is ndbicksvhat action do you take?

4.5.7 Other than customers who visit your bookskdm are your other customers?
4.6.0 Environmental issues — Micro and Macro

4.6.1 In your view, what internal factors affect tmooth operation of your bookshop?
4.6.2 Which factors are within your control?
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4.6.3

Which factors are outside your control?

4.6.4

How do you think the problems can be adddssse

4.6.5

In your view, what external factors affea #mooth operation of your bookshop?

4.6.6

Of these factors, which ones can the boaletsalve?

4.6.7

Which factors would require Government atterit

4.7.0

4.7.1

Marketing

What promotional activities do you undertekeublicise you bookshop?

4.7.2

How much money do you set aside for prom@tion

4.7.3

In which book trade promotional activitiesydmu participate?
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4.7.4 What do you think about money spent on pran@t

4.8.0 Booktrade communication:

4.8.1 In your opinion, what can you say about tlesent form of communication in the
book trade?

4.8.2 What obstacles hinder you from accessingiredjinformation?

4.8.3 Which obstacles do publishers cause?

4.8.4 Which obstacles do wholesalers cause?

4.8.5 Which ones do the booksellers cause thenslve

4.8.6 How would you like communication in the bdckde to be carried out?

4.8.7. In your opinion, what impact has the emetgenf Information Technology had
on communication in the book trade?
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4.8.8 As a bookseller, on what issues if any, do ngbate with other players in the
book industry?

4.8.9 In your opinion are such consultations beiedf?

4.8.10 Does your bookshop subscribe to any assartiat the book trade?

0] If yes, which ones?

4.8.11 In your view, of what benefit are the asstans?

4.8.12 In your view how can information flow in theok trade be improved?
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APPENDIX 2
Respondent bookshops and informant interviewees
Bookshops whose proprietors agreed to participadengere interviewed are:

* Book Point Ltd.

Prestige Bookshop.

» Textbook Centre Ltd.

» Makinon Bookshop.

» Bliss Book Centre.

* Zanto Books.

» Chaka Bookshop.

* Premier Bookshop.

* Umoja Educational Supplies.

» Chaka Bookshop.

» Solution Educational Suppiers.

» Liberty Enterprises.

* Book Distributors Ltd.

» Johari Investments.

* Laxmi Booksellers and Stationers.
* Ndemi Bookshop.

» Savannis Book Centre Ltd.

» Sidhivinayak Book Centre.

» Vista Office and School Stationers.

» Safeways Bookshop.

28¢



* Mwicha Stationers.

* Zamto Books.

» Stega Printers and Stationers.
» Chania Bookshop Ltd.

* Fotana Book Services.

» Frontier Book Men.

» Kairi Bookshop.

* Ndemi Bookshop.

* Sunrise Educational Merchants.
» Books First Ltd.

» Chyeni Bookshop.

* Rowamu Enterprises.

» Key book trade informant persons interviewed
In planning for the research, it was apparent tire was a need to interview
informants, that is players who impact on the btvakle but may not necessary perform

book trade operations directly. Informants intemae included:

» Executive Officer Kenya Booksellers and Station&ssociation. The interview gave
an insight into operations of KBSA and its relaiamth booksellers./21/2005
» Proprietor and Managing Director Textbook Centmaited by virtue of experience

in the book trade in Kenya./I2/2005
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* Ministry of Education Science and Technology (MOESSenior Official. The
interview gave details of communication between Miristry and the larger book
trade industry. It also highlighted on how the fig@mary education funds were
allocated to individual pupils and its disbursemengchools. 42/2005

* The Director SMI Book Distributor’s Limited — UnideKingdom. The interview gave
a glimpse of how little bookshops in Kenya stockediary level publications.
11/11/2005

* Warehousing Manager, Kenya Literature Bureau. Titerview gave a publisher’'s
perspective of distribution to the book trade argpeeially the servicing of
booksellers’ orders including the problems arisengd how they were resolved.

7/12/2005
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