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ABSTRACT 

Food vendors are striving to accumulate knowledge to increase market share and 

profitability is mostly in demand. The study focused on the entrepreneurship training 

on enhancing business performances of food vendors in Tanzania taking a case of 

Dodoma City. This study specifically managed to address the type of 

entrepreneurship training attended by food vendors in Dodoma City, the influence of 

entrepreneurship training attended by food vendors on increasing food vendor’s 

profitability and the influence of entrepreneurship training attended by food vendors 

on increasing Market share. This study used a cross-sectional design to collect 

information at one point in time. The information was collected through a survey by 

using questionnaires and in-depth interview by using the checklist, the sample size 

used by this study involved 93 food vendors. The findings revealed that both formal 

training and informal training were positively significantly influencing an increase in 

profitability. Also, the results revealed that formal and informal training were 

significantly influencing an increase in market share. Business performance of food 

vendors is significantly associated with an increase in market share and profitability. 

Dodoma City Council should organize entrepreneurship training program aiming to 

support the food vendors and hence linking them with financial institutions.  This 

present contribution of the training program on food vendors as business 

performance in terms of profitability and market share.  
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CHAPTER ONE 

INTRODUCTION 

1.1 Overview  
 

Background of the study is presented in this chapter, followed by a statement of the 

problem which is discussed in line with the research objective that aimed to link the 

research problem and the study objective. Additionally, in this section research 

questions and lastly justification and contribution of this study are presented.  

1.2 Background  
 

Globally, there is increasing concern on the population increases, vendors strive to 

provide quality food services to each individual especially to the inhabitant and 

urban street communities (Palmer et al., 2017). In any kind of business, skilled and 

experienced manpower are the most powerful sources for respective business 

performance. It is connected to the ability to attract customers in the best catering 

services. In many parts of the world, informal trade activities improve economic and 

social development at large. This accelerates socio-economic activities along with 

meeting up the challenges of feeding people from all socio-economic class and 

background (Isaga, 2015). 

In most of the developing countries such as India, China and Thailand, this business 

brings society into employment, growth of population, low-cost meal for the urban 

poor population, financial improvement and food security(Kuo & Ranis, 2020; 

Valdes, 2019). Food vendors’ performance is greatly different from one place to 

another because of respective ingredients, processing, methods of marketing and 

consumption, this gives the differences in operating food vending business and its 

performance (Momanyi & Munene, 2013).  

Irrespective of different tradition origin, education and cultures are these food 

vendors come from, the performance of food vendors differs in terms of skills and 

knowledge available. In reality, these food vendors are operating with limited 

training on the entrepreneurship, which is a special key for increased skills and 

knowledge in food vending (Shinozaki, 2012). Based on that, the current studies are 

aiming to assess the roles of entrepreneurship training and it’s an enhancement on 

business performance specifically focusing the food vendor. There is much diversity 
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by quality and benefit, according to their skills, culture, raw materials used and 

method of preparation for conducting this business (Dennis & Ngugi, 2018).  

Besides Mukwevho (2018) commented that in Kenya food vendors provide low-cost 

food but facing a big problem on how to monitor and control business. The 

challenges are mostly base on the preparation of hygiene food and in an unhygienic 

manner (Mukwevho, 2018). Additionally, food vendors received low earnings and 

among contributing factors include the limited knowledge of entrepreneurship, 

businesses and technical skills (Ann & Mwangi, 2019). In reality, failure to provide 

food in the required knowledge and skills may cause food contaminations leading to 

various communicable diseases such as waterborne diseases for instance cholera  

(Alison  Eskesen, Agrawal, & Desal, 2014). 

To be safe against various diseases as explained earlier, food vendors had been 

advised to participate in various training in the area of hotels management catering 

services and peer coaching which had been conducted by several institutions. 

Additionally, the training offered must be directly related to customer care, market, 

method of trading and sanitary food (Kipilyango, 2012). The training must be 

extended in the food handling and its related infrastructure for food vendors 

(Bhowmik & Saha, 2012).  

In Tanzania, for instance in urban areas, there are growing numbers of food vendors 

due to massive of consumers daily during morning, afternoon even night demanding 

the food services (Mayala & Bamanyisa, 2018). Majority of the food vendors are 

commonly known as Mama and Baba Lishe (in the Swahili language), presenting 

female and male chefs and they are the main food suppliers at this setting. In reality, 

these food vendors are not well organized, regulated, operated, poor sanitary 

environment and hygiene. Practically, lead to the ill health of the food consumers 

(Racaud, Kago, & Owuor, 2018). Even poor infrastructure due to lack of basic 

business education, including lacks of basic sanitation facilities such as toilets, 

handling, washing facilities, potable water, good drainage pattern and waste disposal 

system (Dockx et al., 2019).   
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In Dar es, Salaam as among the business city in Tanzania, in the areas of growing 

food vendors such as Ubungo-Maji, Ubungo terminal, within commuter around 

Morogoro Road construction areas vendors have inadequate knowledge on hygienic 

and sanitary practice, attitude, shortage of resources (Swai, 2019). Also, the lack of 

good relations between food vendors and urban authorities hinders effective business 

performances, because sometimes food vendors are moved from one area to another 

(Godrich, Juma, & Mfinanga, 2018). Food vendors as a growing informal sector in 

an urban setting especially in the poor urban settlements need capacity building to 

ensure food vendors operates their food business in a hygienic environment, to 

minimize losses and cost control with good hygienic practices required for business 

performances (Nyirenda & Msoka, 2019). 

In Dodoma City, mostly there are mushrooming growth of food vendors especially in 

the areas around Sabasaba area, Nanenane ground and in some higher learning 

institutions such as St. John’s University, College of Business Education (CBE), the 

University of Dodoma (UDOM) and Institute of Rural Planning (IRP) to mention 

few. These food vendors are mostly selling food to different places such as public 

and private areas (Godrich et al., 2018). Little is known on their entrepreneurship 

knowledge and skills concerning food vending business and their general 

performance. Based on that, the current study aims to assess the role of 

entrepreneurship training on enhancing business performance on food vendors in 

Tanzania, a case of Dodoma City. 

1.2 Statement of the problem 

Tanzania has experienced rapid increasing of food vendors’ activities, commonly 

known as marginalized entrepreneurs. Food vending activities have allowed a large 

number of individuals to earn income (Falla & Valencia, 2019). Food Vendor plays 

an imperative role in the cities of many developing countries in a small business 

perspective (Young & Crush, 2019b). They attempt to meet food demands to the 

urban dwellers (Malefakis, 2019; Vyas, 2018; Young & Crush, 2019a). Frequently, 

food vendors feed urban dwellers daily by providing them with a cheap and easily 

accessible variety of foods. Even though food vendor playing an important role in 

providing food to the majority with low cost. I reality food vendors performance is 
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very low together with a myriad of challenges, for example, limited entrepreneurship 

training (Mramba, et al., 2015). 

Food vending business has both positive and negative outcomes. For instance, the 

study conducted by Salau  (2019) in Kenya argued that food vendor as a sector that 

provides self-employment. On the other hand, there is increasing concern on the food 

vendors, such as easy to transmit disease, running their business under loss, poor 

customer care, unhygienic as commented by Salau, (2019). Little is known on 

government authority and the way they manage this growing sector because the 

majority is still informal which reflect lack of proper planning for food vendors 

which could provide different trading spaces. Similarly, Bansah, (2018) supported 

that most food vendors continue to perform poorly due to their lack of education on 

food safety training and an unsanitary environment. There is a concern of poor food 

handling and water contamination lead to some waterborne diseases like cholera and 

diarrhoea, keeping far away from good customers (Bansah, 2018). 

 Despite all efforts toward improving economic values in developing countries, little 

is known on the role of entrepreneurship training on enhancing business 

performances of food vendors in Tanzania. In reality, most of the food vendors have 

a tremendous high illiterate rate from business owner up to their workers. Thus, this 

study tends to focus on the role of entrepreneurship training on enhancing business 

performances of food vendors in Tanzania specifically in Dodoma City. Dodoma 

was selected because is the capital city of Tanzania, the government turned it to be 

the headquarter of government office, this has resulted into increase in population, 

which call for a need to have well trained and entrepreneurial food vendors.  

1.3 Objective of the study 

This study presented by both general and specific objectives which are highlighted as 

follows.  

1.3.1. General Objectives 

The general objective of the study is to assess the influence of entrepreneurship 

training on enhancing business performances of food vendors in Dodoma City   
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1.3.2. Specific Objectives 

Specifically, the study is aimed to; 

(i) Examine the type of entrepreneurship training attended by food vendors  

(ii) Determine the influence of  entrepreneurship training attended by food 

vendors on food vendor’s profitability 

(iii) Determine the influence of entrepreneurship training attended by food 

vendors on their Market share 

1.4 Research questions 

(i) What is the type of entrepreneurship training attended by food? 

(ii) How entrepreneurship training attended by food vendors influence food 

vendor’s profitability? 

(iii) How entrepreneurship training attended by food vendors’ influence their 

market share?  

1.5 Significance of the study 

This study is important in different ways; the study findings are expected to 

contribute to the general knowledge on the roles of the entrepreneur education 

toward improving business performance in street food vendors in Dodoma and the 

whole Tanzanian in business and other similar fields. Also, give the real general and 

specific logical guideline within informal sectors in the economy. Moreover the 

study findings also useful to the socio-economic policymakers and budget designers, 

planners, educational donors and entrepreneurs. Lastly, findings and 

recommendations provide a room for further studies to inform the magnitude of 

those areas facing a similar problem within the economic arena. 
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CHAPTER TWO 

LITERATURE REVIEW 

2.1 Overview 

Chapter two presented a theoretical framework of the study, empirical literature 

review presented by earlier studies done by other researchers as discussed in this 

chapter.  

2.1 Definition of key terms 

2.1.1 Entrepreneur 

This study defined an entrepreneur as someone who exercises by initiating and 

organising a venture to take benefit of an opportunity to arise by taking a risk by 

chance usually using low start-up capital in a small business. The entrepreneur is 

ingenious and creative in finding ways that add to their wealth, power and prestige 

(Mwasalwiba, Dahles, & Wakkee, 2012).  

2.1.2 Entrepreneurship training 

Entrepreneurship training is defined as the transfer of creative and innovative 

knowledge from one person to another person. This training in the entrepreneur arena 

must focus on certain issues for profit or accessing financial resources(van Balen, 

Tarakci, & Sood, 2019). The training is organized to solve the risk, business plan, 

approaching others for money, using various personal technical skills and marketing 

strategies for a start-up business or expansion it to maximize capital(Makhele & 

Barnard 2018).  

2.1.3 Food vendor 

According to Mukwevho (2018), street food vendor can be defined as ready to sold 

food or drink in the street or other public gathering places by a hawker or vendor 

often from a portable food booth or cart or truck or fast food stalls houses. Street 

food shows great variation in culture and mode of preparation as well as in 

ingredients, processing, methods of marketing and consumption. Street foods usually 

reflect local cultures that exist in an endless variety of foods encompass meals, 

drinks and snacks. There is much diversity in terms of raw materials used as well as 

skills of the method of preparation. Besides, there is much diversity in the place 

where these foods are being prepared  (Leong, 2019). 
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2.1.4 Business performance 

Business performance is organized activities which consist of a set of attributes in 

terms of its impacts in a society which it operates (Nunoo & Andoh, 2011).  Given 

that business, performance is defined in terms of completion of certain activities for 

achieving the desired ends in operation, such as profit, cost reduction and sales 

achievement (Ahmad, Ahmad, & Bakar, 2018).  In addition to that business, 

performance is also known as a complicated issue which aimed to measure business 

in terms of goals and objectives in various aspects such as sales, market and capital 

dimension(Tseng, Wu, Ma, Kuo, & Sai, 2019).  Additionally, business performance 

can be explained in terms of standard which are set to accomplish in a certain period. 

These standards can be in terms of market and sales factors (Huston, 2010).  

Furthermore, business performance is defined by Kasemsap, (2018) in terms of sales 

and capital size increase after a certain period in operation.  This definition is closely 

related to the way business performance is viewed such as sales, market, capital and 

business expansion. The business performance is very important in the economy in 

which new jobs and income are increased through the increase of food vendors 

(Alipour, Idris, Ismail, Uli, & Karimi, 2011; Kasemsap, 2018). The business 

performance is measured in terms of sales volume, market size, capital, profit and 

customers increase. These are important elements in the business operation, in which 

the food vendors are operating. This approach to measuring the performance of the 

business is selected to come up with relevant views that can be traced to build the 

entrepreneurship training on enhancing business performances of food vendors in 

Dodoma City.  

2.2 Theoretical review 

Many theories support entrepreneurs training such as Knowledge-Based View 

(KBV) and theory of Resource-Based View (RBV). The application of two theories 

was supported by relevant explanations in which each theory was expected to fill the 

weakness of another theory.  The two theories were used because firstly the 

resources need to be applied must be supported by the knowledge, which is relevant 

to the resource application. These theories were presented clearly with justification 

for being used in this study.  
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2.2.1 Theory of Resource-Based View (RBV) of competitive advantages 

The resource-based view (RBV) is developed by Barney’s 1991 as a managerial 

framework to determine the strategic resources of a firm for sustainable competitive 

advantage. From the previous consideration resource-based view is said to be 

originated in the 1930s whereby the firm began processing heterogeneous resources 

which tend to possess.  The underlying rationale of Resource-Based View (RBV) has 

aimed to focus on the contribution of resources towards entrepreneurship training on 

enhancing business performances of food vendors. Based on the RBV 

entrepreneurship training has limited to the resource accessibility required for 

business performance. For that reason assembled resources required for 

entrepreneurship training is a challenge for majority food vendors(Huston, 2010).   

The resources were also considered to be valuable, rare, unique and non-substitutable 

and are required for entrepreneurs (which are the food vendors’ in this study) 

competitive advantage and performance within the firm. Inadequate resources may 

make the food vendors less competitive, this is simply because of failure to obtain 

adequate training required by entrepreneurs (Malefakis, 2019). The firm to promote 

learning must substantiate the means for resource acquisition (Saranga, George, 

Beine, & Arnold, 2018). This theory considers the resource as an important factor for 

the performance of the entrepreneur, otherwise may not gain knowledge without 

resources to facilitate such knowledge acquisition. The entrepreneurship as the 

function of core human attributes must allocate resource to facilitate training 

(Rwehumbiza & Marinov, 2019).  

The study has used the theory on entrepreneurship training and the way enhancing 

business performances of food vendors in Dodoma City. The theory of Resource-

Based View considers various approaches to explain what motivation is required for 

individuals to start and improve the performance of the businesses venture (Omondi-

Ochieng, 2018). Some believe extrinsic factors are motivators to achieve, a tolerance 

for ambiguity, a desire to innovate, a propensity for risk-taking and a preference for 

the locus of control, have all been shown to influence entrepreneurial activity 

(Busby, 2019). The training has been considered to impart some knowledge and skill 

required for business performance.  
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At the same time pull factors, such as the desire to be one‘s boss or use one‘s 

experience and knowledge, can attract an individual to entrepreneurship. These may 

lead an entrepreneur to believe in a different to create a successful business with 

nothing more than resources already within control, and stakeholders who self-select 

into the process. The resource-based approach illuminates insight into resources, 

profitability and time discipline (Macaulay, Richard, Peng, & Hasenhuttl, 2018). The 

resource was also included entrepreneurship in terms of skills and knowledge to 

operate and manage the business. This theory specifies the means for the acquisition 

of resources for training or knowledge acquisition. But it failed to specify the 

necessity of knowledge to ensure the performance of food vendors. 

The next section presented the Knowledge-Based View (KBV) which considered to 

be relevant to substantiate information presented by RBV, in relation with the 

contribution of resources to ensure the entrepreneurship training on enhancing 

business performances of food vendors. The Resource-Based View was considered 

to not adequately acknowledge the rationale of entrepreneurship training in the 

context of the performance of food vendors. Based on that, the Knowledge-Based 

View (KBV) was considered to be relevant to present the role of entrepreneurship 

training which imparted as a knowledge towards business performance.  

2.2.2 Knowledge-Based View (KBV) 

The knowledge-based theory of the firm mainly considers knowledge as the most 

important resource of the firm (Nunoo & Andoh, 2011). This theory was used to fill 

the weakness identified in the RBV. It adds that knowledge could be accumulated by 

considering the environment that learning must take place. The failure for 

entrepreneurship performance inadequate manner is contributed to lack of 

knowledge, which in the RBV ability of the entrepreneur to perform better is 

contributed by the resources available, but KBV knowledge is required to the 

utilization of resources.  From this theory knowledge usually are difficult to imitate 

and complex (Schilke, Hu, & Helfat, 2018). The knowledge is one of the 

heterogeneous factors to promote the bases and capabilities to sustain competitive 

advantages towards the food vendors’ performance. It is required in the performance 

of food vendors in building the capacity required in the business environment over 

time (Huston, 2010).  
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The knowledge accumulated through capacity building that facilitated through 

multiple entities such as organizational culture and identity, policies, routines, 

documents and systems (Wehn & Montalvo, 2018). The knowledge over the food 

vendors is highly developed in the system of building capacity. The capacity is one 

of the required criteria for the performance of food vendors in current business 

settings. Knowledge was expected to build ground in business life over the existing 

competitive environment. It increases the room for competitive advantage, the firm 

will be well-equipped with knowledge as a result of capacity building that is needed 

in technological development (Makhele & Barnard, 2018).  

This theory related to this study because, it identified the knowledge accumulation 

process facilitated through capacity building and hence one of the facets in the non-

financial government support, which are needed to the food vendors performance. 

Capacity building also is needed to support food vendors throughout the firm life 

purposely to increase competitive advantages (Leong, 2017).  

This theory used posits that the performance of food vendors should depend on 

knowledge accumulated through training food vendors to build their capacity. The 

knowledge needs to be accumulated by training which is required for the business 

performance of the food vendors. The knowledge for food vendors may be acquired 

externally to facilitate the performance of food vendors, specifically knowledge 

required to be accumulated through training that can be either formally or informally 

for food vendors.  

2.3 Empirical Review 

2.3.1 Entrepreneurship training attended by food vendors  

2.3.1.1 Business analysis skills 

A study conducted by Mashal (2018) in Jordan business venture behaviour in the 

business performance, among others, the study identified factors such as time 

disciple, training, credit behaviour, government policy and intervention, all these 

factors considered to be relevant to the performance of the business venture. The 

training was required to increase skills in business and even increased the knowledge 

in the formal context. It means the micro-entrepreneur need to perform better once 
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the government policy is favourable to the operation of the business venture (Al-

Rdaydeh, 2018; Mwaulambo, 2019).  

2.3.1.2 Business running  

Ismail & Karlsson, (2013) did a study on the barriers for growth of a SME in the 

Swedish and observed that training, time disciple, social network, credit and saving 

behaviour, basically is needed to improve performance of the business venture. Also, 

the micro-entrepreneur ability to access training on a timely basis is required to 

promote the development and its respective performance. Credit in business 

operation and respective cash management are needed as an ingredient for business 

performance (Ismail & Karlsson, 2013).  

The study by Ramadani, Hisrich, & Gërguri-Rashiti (2015)   on female entrepreneurs 

in transition economies in Macedonia. The elements affecting economic overall 

performance of micro-enterprises, the findings indicated that the majority of the 

respondents have obtained at least the primary stage of education that enable in 

reality function business. Thus, with training micro-enterprise predicted to the web 

site and clutch opportunities. Micro-enterprise desires to be operated and managed 

with literate people (Ramadani, Hisrich, & Gërguri-Rashiti, 2015). It desires high 

capability to sketch in phrases of non-financial supports that are wanted for 

enterprise practices. Also, it helps the capability of obtaining financial resources and 

non-financial helps required for commercial enterprise operation and as a result 

micro-enterprise performance. 

A study conducted by Barber, Garza-Reyes, Kumar, & Abdi, (2017) in Jordan on the 

non-financial factors in the food vendors performance, among others it had been 

found out that factors such as innovation, training and government policy and 

intervention, all these factors considered to be relevant to the performance of food 

vendors (FVs). This means the food vendors manage to perform better once the 

government policy is favourable towards Food vending. The non-government 

supports such as training and business advice are considered to be relevant to the 

performance of food vendors were training and establishment of intervention. This is 

needed for the improvement of food vendors’ business environment and its 

respective performance (Barber, Garza-Reyes, Kumar, & Abdi, 2017).  
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2.3.1.2 Financial management skills 

Idris & Agbim (2015) undertakes the study on managerial capabilities and training. 

Findings revealed that managerial capabilities such as technical assistance and 

training on economic matters are the source for the effectiveness of micro-enterprise 

in South Africa. The business running, team working skills and skills in managing 

business are the key function in the success of small business growth. Likewise, lack 

of business running, team working skills and skills in managing a business are 

principal contributors to the failure of firms. Lack of managerial competence reduces 

the potential to enhance sound plans and strategies for effective management of 

micro-enterprise business (Idris & Agbim, 2015). The managerial running tends to 

affect planning as well as the capability of the business to achieve advice related to 

sources of finance and capability of obtaining it. As such, managerial operation 

which affects the performance of the business.  

In addition to that Chikanda & Tawodzera (2017) noted that in South Africa 

challenges facing street food vendors are poor include poor economically, frequently 

urban migration, high illiterate, population growth and short-time employment. The 

business area in the informal sector, unlicensed, unorganized and with a high number 

of undocumented works (Chikanda & Tawodzera, 2017). The aspects of financial 

management skills are limited in the food vending context. It is one of the challenges 

in the operation and management of food vending.  

Addo, (2018) did on the remedies of food vendors to attain training and business 

performances, found that some interventions that given by mentors and supervisors 

are teaching learners more time in theoretical and conversation training rather than 

practical training, it is useful to use entrepreneurship approach rather than a 

traditional one, also the introduction of ward and street group seminars, mentoring 

and counselling, group discussion, pay a visit and using a computer for simulation 

and games.  Generally, in response to changes in government policies and public 

banking institutions, the sector has also been transformed. For example, in rural 

areas, there has been a growth of savings and credit unions that offers micro-

financial facilities to farmers and small business owners; they should produce a 

startup capital to the small scale businessman by using some condition that is 

favourable to them (Addo, 2018). 
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2.3.2 Entrepreneurship training and business performance  

2.3.2.1 Skills in managing business  

Churchill, (2018) did on the effect of entrepreneurial characteristics on business 

performance in Niger. It found that there is a positive effect of entrepreneurship 

skills on the development of small business. Although there can be support from 

formal sectors such banks, microfinance institutions, executives of large enterprises 

in promote venture creation, if the small business owner has entrepreneurship skills 

there must be a significant impact compared to those who have not. These imply that 

entrepreneurship skills processed by small business owners contribute to a great 

extent the development of business (Aye, 2018).  

It has been found that food vending manage business especially in food preparation 

through informal training, thus formalizing informal training received increased 

opportunity to perform better in food vending. The food vendors operate such a 

business through informal training on food preparation. Findings showed that food 

vendors training in the management of business cost are accumulated informally. 

This is because informal learning option is under the family background, and the 

majority of food vendors have started food vending because is one of the family 

business (Leong, 2019). This is one of the barriers than hinders the market access of 

food vendors business(Churchill, 2018). 

Narula & Wahed, (2017) argued that food vendors industries in developing countries 

often face significant problems in gaining access to the technologies and technical 

assistance they require to evolve and compete in the contemporary food vendors’ 

food economy, either because these are not available domestically or because they 

are costly. In many cases, these technologies are imported, although import taxation 

regimes, access to foreign exchange and the exchange rate can act as significant 

impediments. This reflects the fact that research and development expenditure in 

many developing countries is low. Alternatively, the transfer of physical and human 

protection can occur internationally, through linkages with multinational 

corporations, technical assistance provided by bilateral or multilateral donors, etc. 

Indeed, there is mounting evidence that firms in developing countries can accrue 

critical capacities through their interactions with international buyers (Narula & 

Wahed, 2017).  
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The financial technological assistances are increasingly needed through basic 

training to facilitate the acquisition of the loan. The accessibility of financial 

technological assistances needs to be highly associated with the improvement of 

processors capacity. The capacity directly should be related to using of funds. Food 

vendors’ activity is the basis for investment and protection allocation in the existing 

risk. The management is directly related to the risk and financial decision. The 

protection investment is directly based on the return of funds and protection 

investment. The failure to understand investment decision is directly connected to the 

technological assistances acquired on the Food vendors’ investment (Kapinga, 

Montero, Mwandosya, & Mbise, 2018).  

2.3.2.2 Business organizing skills 

Essel, Adams, & Amankwah, (2019) in Ghana found that entrepreneurship enhances 

the success of a newly founded business. This is due to the entrepreneurial ability to 

management of cash, training, establish a social network, innovation, creativity, and 

risk-taking, leadership, and profit maximization. The entrepreneurship training is 

noted to be a source of sales of food vendors. Because it provides skills and 

knowledge required for the business such as cleaning, cost, profit and the way to 

operate food fending business. This has been found not necessary to rely on the 

training period. The accessibility to formal training among food vendors increased 

skills such as on the provision of hygienic food. This training is a catalyst for the 

performance of food vending. The preparation of hygienic food is a significant 

variable that reflects the formal training attended by food vending (McKenzie & 

Puerto, 2017). The food vending need formal training for running their business. The 

food vending business is found to operate informally in such a way that food vendors 

failed to formalize, because of low knowledge (Essel, Adams, & Amankwah, 2019).  

The study by Fiala, (2018) on return to microcredit, cash grants and training for male 

and female micro-entrepreneurs in Uganda. The impact of the provision of 

microfinance on the overall performance of childhood micro businesses. The study 

used a group of 86 formative years micro-enterprises, located that training in micro-

enterprise funding had a significant impact on the performance of the 

microenterprises. It is standardized with a beta coefficient of 0.281which indicated 

the provision of training to SSEs resulted in 28.1% strengthen performance. The 
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study besides established that majority of the respondents have been very blissful 

with the provision of safety investment and basic technological assistances through 

training micro-enterprise (Fiala, 2018). This suggests that training is directly related 

to the provision of microloans which increases the capacity of the entrepreneurs to 

use funds and for this reason affects the performance. 

Edeme & Nkalu, (2018) On the other hand, there are few in the number of research 

about street food vendor in Nigeria and development as asserted that research about 

practical interventions that empower informal economic workers is rare. It has been 

argued that, in general, despite its huge economic impact, there is little research of 

the informal economy from an entrepreneurship perspective. Moreover, educational 

interventions are very rare based on improving informal workers’ business skills are 

ignored (Edeme & Nkalu, 2018).  

Namutenda & Muturi, (2017) in her study of the effect of the provision of 

microfinance on the performance of youth micro-enterprises in the Kenya Rural 

Enterprise Program (KREP) in Kisii County. The study using a sample of 86 youth 

micro-enterprises found that training in food vendors investment had a significant 

positive impact on the performance of the microenterprises with a standardized beta 

coefficient of 0.281which indicated that a unit increase in the provision of training to 

SSEs resulted to 28.1% increase in performance. The study further established that 

majority of the respondents were very satisfied with the provision of protection 

investment and basic technical assistance training in food vendors investment. This 

suggests that the technical assistance training accompanying the provision of 

microloans most likely improves the capacity of the entrepreneurs to use funds and 

hence impacts on performance (Namutenda & Muturi, 2017). 

2.3.3 Contribution of entrepreneurship training to food vendors 

2.3.3.1 Business communication skills 

Henry, Hill, & Leitch, (2017) did a study on the entrepreneurship training and 

challenges for accessing training. Found that the business communication skills 

required for the operation of food vendors business are limited among majority 

entrepreneurs in food vending. The training is the function of the knowledge and 

skills required in the business environment. The place to organize training and 



16 

willingness for food vendors to pay and access such training is very limited. The 

demand for food vending business to deals with training and the capacity to search 

training is limited by the information on training and knowledge. It means training 

providers lack information on the desire for training among food vendors, similarly 

food vendors lack information and knowledge about training. Both argument provide 

contradiction on the training provision and accessibility among the food 

vendors(Henry, Hill, & Leitch, 2017). 

Namagembe, Ryan, & Sridharan (2019) in Uganda studied entrepreneurship training 

to influence the performance of food vendors. The sales of food vendors as explained 

by existing independent variables. The results showed that independent variables 

such as entrepreneurship skills, training period and cash management skills. The 

factors to be constant, the sales of food vendors are measured by the 

entrepreneurship training. There is the existence of a positive relationship on the 

entrepreneurship training to enhance sales increment of food vendors (Namagembe, 

Ryan, & Sridharan, 2019).  

Wilbard, (2017) pointed out that rationale of entrepreneurship training in the 

performance of food vendors, is based on the outcomes of the training to the food 

vendors will change an individual market awareness and attitudes toward achieving 

the business goal by achieving several skills and practical experiences likes; the 

person acquire good communication skills, control his/her business, easy to 

communicate to the customers, forecast about loss or gain the benefit, hygiene, using 

well technology to perform business under advanced mobile trading fast food eg 

online customer services, using well potential available and having business 

administration in the food vendors for realization profit-making (Wilbard, 2017b). 

Kapinga et al., (2018) pointed out that, basic infrastructure including roads, 

electricity, Internet and telephones are needed to promote micro-enterprises business 

performance. The infrastructure in business is the critical point for the performance 

of food vendors industries. The micro-enterprises processing need improved facilities 

to gain more development and high standard processing capacity. The goals of high 

standard processing capacity are expected to be promoted through high financial 

literacy. However, the condition of most developing countries is hindered with 
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financial infrastructure and services for compliance with micro-enterprises 

processing performance. The competitiveness food vendors business is built in better 

access to financial services at the minimum levels (Kapinga et al., 2018).  

2.3.3.2 Information processing skills 

Kilonzo (2012) in a study of policy and strategic options for enhancing the 

performance of micro-enterprises in Kenya found that 94 percent of the surveyed 

enterprises employed less than three workers. Also, majorities of micro-enterprise 

operate on average; have been in operation for 3.35 years (Kilonzo, 2012). These 

micro-enterprise noted to experience growth in the first year of operation due to 

moderate risk-taking, the information processing skills are generally contributed to 

credit, training and saving behaviour, also most entrepreneurs are not time conscious 

especially under the low stage, some of them facing challenges in training 

accessibility (Kanake & Mahesh, 2018).  

Ajuna, Ntale, & Ngui, (2018) argued the training needs of women entrepreneurs for 

financial management and business development in Kenya and most are willing to 

pay for the training cost. This is contributed to the benefits acquired from training 

such as a secure loan on the affordable interest rate, business operations and to 

expand business capital (Namutenda & Muturi, 2017). These indicate the presence of 

the link between entrepreneurship training for women entrepreneurs and the financial 

performance of women-owned businesses.  

The findings further revealed that there is a relationship between financial 

performance and control variables such as business profit, market product and 

business sales. Finally, there is the relation between financial performance and 

entrepreneurs training this is indicated by the positive results for example increased 

business profit, competitive advantages and business performance  (Ajuna, Ntale, & 

Ngui, 2018). The study findings indicated the positive results of entrepreneurship 

training and business growth. Change in entrepreneur training impact business 

growth, through variables such as business profit and business sales (Welter, 

Smallbone, & Mirzakhalikova, 2017).  
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Obulinji, (2020) Similarly the access to physical and human protection, with the 

progressive shift from the informal to formal sectors, and as agro-processing 

enterprises attempt to add value and compete with their industrialized country 

counterparts, access to the required physical and human protection becomes more 

critical. Indeed, processes of food vendors’ industrialization are associated with, and 

at the same time, themselves induce, technological changes along the supply chain, 

for example, through improved crops and livestock, new forms of processing and 

enhanced distribution systems. Such changes are critical to achieving improvements 

in efficiency, meet the evolving demands of buyers and consumers and enhance 

storability and transportability. Simultaneously, the very nature of these technologies 

is changing, as is well illustrated by advances in ICT and the increasing use of 

biotechnology (Obulinji, 2020). 

The study conducted by Kamunge, Njeru, & Tirimba (2014) on the factors affecting 

the performance of small and micro enterprises in Kenya. Non-financial factors in 

the micro-enterprises performance, among others it had been observed that elements 

such as training which especially required for the performance of Micro-Enterprises 

(MEs). This training for the business increases the skills and knowledge required to 

run the business towards the stage of overall performance (Kamunge, Njeru, & 

Tirimba, 2014). The training intervention is the source for improvement of Micro 

agency business to the respective performance. 

Rauch & Hatak (2016) determined training, advice and technical assistance towards 

the performance of micro-enterprise. The need to be supplied to enhance the overall 

performance of micro-enterprise. Micro organization potential to get admission to 

coaching in timely groundwork is required to promote the development and its 

respective performance. The advice in business operation and respective 

administration is increasingly required to the management of the business. The most 

important factors wanted for the enterprise overall performance is essentially linked 

to the support of non-financial supports(Rauch & Hatak, 2016). 

Halberstadt, Timm, Kraus, & Gundolf (2019) pointed out the method of training food 

vendors, that Entrepreneurships skills like business, motivations and 

entrepreneurship skills need teaching methodologies that will foster their training and 
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environment such as seminars, discussions, internships, on-site visit and role-playing.  

The overall role of the facilitator is to ensure that learning takes place through 

activities such as creativity, self-learning and critical thinking. The training courses 

designed to develop achievement motivation have significantly improved small 

business performance (Halberstadt, Timm, Kraus, & Gundolf, 2019) 

2.3.4 Influence of entrepreneurship training on food vendor’s profitability 

2.3.4.1 Sales knowledge  

Momanyi & Munene (2013) did a study on the factors affecting financial 

performance. It resembles many countries in Sub-Saharan countries that suffer from 

economic problems. Following economic problems, there is a need to establish 

formal training to build the knowledge base of entrepreneurship to deals with sales, 

cost, business profit and even management of capital (Momanyi & Munene, 2013). 

The issue of management of the business must address the challenges that could 

affect sales and its related profits (Marks, Dawa, & Kanyemba, 2020).  

The regression analysis was carried at 5% significant level. The criteria were 

measured to undertake the comparison of whether the predictor variables were 

significant in the models. It facilitates the increase of food vendors’ profitability as a 

result of training. This is reported by the existence of significant variables, in which 

training was indicated the significant level of less than 0.05, it means that training is 

significant in influencing the profitability of food vendors (Almeshqab & Ustun, 

2019). Training is connected to the increase in skills and knowledge among food 

vendors to increase profitability. This study was generally focused on the factors 

affecting financial performance, in which training was considered as one of the non-

financial factors which affect the performance of the business. This study narrowed it 

towards the entrepreneurship training in the profitability of food vendors.  

Eijdenberg & Borner (2017) apart from vendor street food training, about 2.5 billion 

people depend on this business, there is some part of global strategy imposed to 

decrease the burden of food, This specifically related in keeping clean, separating 

raw and cooked food, cooking thoroughly, keeping food at safe temperatures and 

using safe water and raw materials. Also, these five messages are developed to train 

up all types of food handlers starting from street food vendors up to consumers in 
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their communities. Found selling their food from stalls, baskets, mostly by mobile 

vendors and most of the street food vendors they do not have even basic primary 

education (Eijdenberg & Borner, 2017).   

This lack of education eventually bring food vendors into loss, demarcate in the 

vulnerability of their business, hence poor income earning. The street food vendors 

are the major subject to evictions and harassment. Simply because lack training, the 

only way to food vendors to gain the market is through training. Informal training is 

used by these food vendors because most of them have a low education level. 

Significantly failed to organize sales and business profit, the basis of formal training 

is required to be implemented to deals with sales, market, profits and cost challenges 

(Wakkee, Hoestenberghe, & Mwasalwiba, 2018). 

2.3.4.2 Market expansion  

Galanakis (2018) found that strategies and activities must be directly related to the 

presentation of training that could solve the problems of sales, profits, market and 

even expansion. The food vendors need to be very strong to accelerate economic 

growth with a high potential of the food industry. This is adequately needed to reap 

the technology at a low cost to fulfil the market. The food sector becomes well 

successful due to increase in demand and price of the products. The government also 

has accorded a high priority to the food vendors purposely to boost its productivity 

through fiscal incentives. An enviable share of the world's food vendors processed 

products in India managed to increase income levels because of existing 

opportunities in the food sector (Galanakis, 2018).  Training in this study is 

considered to be provided in the dimension of entrepreneurship, this is directly 

related to the improvement of profitability once is based on the increase of skills of 

marketing, sales, cost and profitability. It is imperative to view on the relationship 

between entrepreneurship training towards profitability.  

Mukuhlani (2014) conducted a study on the Youth Empowerment under Small 

Business Development Projects in Zimbabwe, the findings revealed that food 

vendors promoted self-employment that could be determined as a catalyst for 

enterprise development. The development of an enterprise is adequately attained 

through the promotion of training for entrepreneurs in various categories, widely 
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included both formal and informal entrepreneurs (Mukuhlani, 2014). The desire is to 

extend the knowledge on the sales, food preparation, and marketing context. Cash 

management skills, market skills on the sales of food vendors could perform better in 

their business through adequate cash management skills, as a source of 

entrepreneurship training (Kusi-Mensah, 2019).  

Furthermore, Training on food delivery and its coefficient for formal training was 

.004, the significant level was .982. This means that significant level was greater than 

0.05, it implies that training on food delivery was not a significant variable in 

formalizing food fending business. Additionally, findings noted that formal training 

is required especially on cash management and business sales among of food vendors 

which reported with significant level less than 0.05. These findings noted that cash 

management among food vendors must be conceptualized as formal training to 

facilitate food vending activity towards the performance. (Mashinini, 2016).  

Food vending business also needs marketing training, which significantly sought to 

improve the business in terms of the increased market in terms of scope and sales. 

This means that ability of food vendors to access the market at a low cost possible is 

well conceptualized of well-informed customers. Training provides knowledge on 

the way to inform customers and even event now marketing channels in food 

vending (Tonna & Okoli, 2017). Training is directly viewed to contribute to sales 

and training was mentioned generally, but under this study, entrepreneurship training 

is specified in the context of profitability.  

2.3.4.3 Profits increase  

A study conducted by McKenzie & Puerto (2017) found that food vendors create job 

once are well managed and handled through training. The ability to train food 

vendors relies on firm capacity. The food vendors’ ability to access training is 

reported to be with twofold effects such as increased profits and sales. Government 

and non-government organization must adequately sponsor training for food vendors. 

The ability to sponsor training must be planned to capture the large food vending 

workers and desiring to achieve the performance anticipated. The training context 

must cover sales, cost, marketing and cash management. The ability to handle 

training must be well conceptualized to increase customers and benefits that could be 



22 

accumulated in the food vending activity (McKenzie & Puerto, 2017). Training the 

study did not specify but thought to create jobs and sales of the business. The reality 

is constructed in this study that entrepreneurship training is directly related to the 

increase in profitability.  

The ability to handle challenges in food vending is comprehended on the training 

context. The training for food vendors also must supportive and innovative, that is to 

say, accommodate the interest of food vendors. Food vending to be a profitable 

business the managers are required to be equipped with the knowledge and relevant 

experience in the business operation. The customers in any business are attracted by 

values, therefore vendors vending are not likely to compete but rather increases their 

value in terms of knowledge and skills required in marketing, sales and cash 

management over the food vending business (Dhanah, 2017). This specified 

innovative training which is required in this context to increase profitability. The 

reality of innovative training is directly connected to entrepreneurship training which 

this study specifically addressed in the context of profitability.  

2.3.4.4 Training improve and protect entrepreneurship initiatives  

Haider (2018) financing initiatives are typically led by multilateral aid agencies or 

DFIs who provide the funds to protect the initiatives. In some cases, the donor 

country establishes its team and board to oversee the implementation of the funds. In 

other concessional debt or equity is issued to national or regional financial 

institutions in target countries. In the latter case, disbursement of the funds is 

controlled entirely by national or regional financial institutions. 

The success of such funds is predicated on various factors such as the strength of the 

fund management and governance team, macroeconomic trends, and socio-political 

conditions in the countries where they operate.  Funds set up by the U.S. government 

in the transitional economies of Eastern Europe in the 1990s are hailed to be widely 

successful in boosting growth in the target countries and setting up strong financial 

institutions. However, food vendors faced challenges in achieving similar success in 

other countries, such as South Africa, for example, food vendors lack knowledge and 

skills to operate the business in a profitable avenue (Haider, 2018). The financial 
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incentive was considered but it failed to specify entrepreneurship training and its 

relationship in the profitability specifically for food vendors.  

Falcone & Sica (2019) also revealed that four major contributors to the current gaps 

in funding for microenterprise in Italy. Two are challenges such as shortage of 

capital and knowledge over the business, and two are challenges that need to be 

addressed by government and non-governmental organization towards increased 

knowledge and accessibility of capital among microenterprise including food 

vendors. Access to capital and knowledge in rural areas is costly, existing sources of 

debt financing include local and national banks are limited in the rural context, 

microcredit institutions, value chain financing, and informal sources such as lending 

by friends and family (Falcone & Sica, 2019). This was reviewed on the ways of 

funding micro-enterprise, the specific aspects of the training were not mentioned, but 

entrepreneurs were given specific orientation on the uses of funds. The orientation 

was not connected to the increase of knowledge and skills towards increased 

profitability. This study currently addressed entrepreneurship training = in the 

context of profitability.  

The study by Bruhn, Karlan, & Schoar (2018) on the effect of training practices on 

the economic overall performance of entrepreneurship in Mexico. The study used a 

relevant sample of 113 small business under the use of survey design. The results 

showed that the majority of the business owners including enterprise proprietors or 

managers had simply minimum education.  Recorded over 57% of these commercial 

enterprise operators hardly ever attend any business training programmes. About 

60% of them had little or no advice in business management subsequently was void 

of money management technological assistance essential in the strolling business 

(Bruhn, Karlan, & Schoar, 2018). The study also set up that, the performance of food 

vendors as entrepreneurship must be well related to the type and training achieved. 

The ability to specify performance is inadequate and for that reason, this study 

specified entrepreneurship training in the context of profitability of food vendors.  
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2.3.4.5 Facilitate planning and budgeting  

The study by Martínez, Short, & Estrada (2017) on the urban informal economy 

street vendors in Colombia. Also, it has been discovered that most of the 

entrepreneurs in food vending lack interaction informal monetary planning, 

budgeting and manage and solely maintain some books of account (Martínez, Short, 

& Estrada, 2017). The entrepreneurship owner makes use of various sources of 

finance however lack adequate understanding of the importance of training towards 

the accomplishment of the business performance.  

The study by Maclean, Jagannathan, & Panth (2017) on education and skills for 

inclusive growth in India. The advancement in terms of training, technology and 

business advance, it relied on the existence of basic education. The training in the 

food vendors business is related to the capacity, the delay of training facilitation tend 

to delay the ability to bear the risk. The decision is the key factors for the financial 

decision which primarily related to cash and protection in the business. The delay in 

training means that microenterprise is affected in terms of choice (Maclean, 

Jagannathan, & Panth, 2017). The reality of training could not easily be denied in the 

facilitation of business performance.  

Rezaei-Moghaddam & Izadi, (2019) entrepreneurship in developing nations often 

face tremendous troubles in gaining training required in the business performance. It 

is the source for business performance once effectively considered in the team of 

working skills, skills in managing business and financial management skills. This 

displays the fact that research and improvement expenditure in many developing 

nations is low. Alternatively, the training and improvement of the skills for doing 

business is quite relevant to business performance.  The ability of food vendors to 

perform well is connected to the technical help (Rezaei-Moghaddam & Izadi, 2019). 

The technical help which could be supplied through training which relevant skills for 

business performance are. 

The study by Ackah & Vuvor, (2011) on the challenges faced by small and medium 

enterprises in Ghana. The major challenges are connected to borrowing which is 

limited by lack of training on the saving account, it is commonly used while 

forgetting commercial enterprise recommendation and saving account underneath the 
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monetary system. The utilization of financial provider for micro-enterprise is 

relevant in terms of advice, ideas and technological helps as a source for business 

performance (Ackah & Vuvor, 2011). The ability to access the training in terms of 

technology and relevant skills in the business is the major catalyst for business 

operation. It is the basis for the facilitation of the business in the performance 

process.  

Godrich et al., (2018) argued that this recognition has led to a host of supportive 

interventions among women entrepreneurs, for example, the establishment of small-

scale enterprise development organisations to promote the sector. In Tanzania, the 

Small-Scale Industries (SSI) Policy was launched in 1973. This was followed by the 

establishment of the Small Scale Industries Development Organisation (SIDO) in 

Tanzania. It is indicated that the well-designed SME policy has increasingly apparent 

on the contribution of the development of women entrepreneurship training. It sought 

to contribute to the development of women entrepreneurship training that expected to 

impart skills that are necessary on the performance of entrepreneurship through 

recognized the importance of women entrepreneurship. The SME policy of 1973 aim 

at creating a mechanism to put in place an effective institutional framework for 

implementation, coordination, and monitoring and evaluation, the policy aims at 

revolutionizing the SME sector to make it a vibrant and sustainable agent of 

stimulation of growth of the economy (Godrich et al., 2018). 

2.3.4.6 Knowledge on the management of risk  

Kharmawphlang, (2019) argued that lack of training creates a significant gap 

between the demand and supply for loans. Increasingly, there is interest in exploring 

mobile technology to facilitate lending in rural areas, but in most countries, the 

policy infrastructure is not yet in place to enable the rapid adoption of mobile 

banking technology. Inability to assess risk financial institutions have capacity 

deficiencies among their loan officers with limited experience or advice about how to 

assess the risk associated with the micro-enterprise. Several factors make risk 

assessment more complex for the food vendors sector: dependence on weather, 

geographical context, myriad crop varieties and yield patterns, volatile pricing trends, 

uncertainty around land ownership and titles, and socio-economic context in which 

they work (Kharmawphlang, 2019).  
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2.3.4.7 Access to finance 

Yadav, Heynen, & Palit, (2019) argued that food vendors sector are informal 

especially once operate with limited financial literacy. The effect could be a shortage 

of information on the available credit. The information on finance needs direct 

advice and technical assistance to access funds. The informal food vendors business 

needs to be formalized to avoid the bank risk of lending. The contributors to both 

lack of access to finance and markets. Through a review of the various development 

approaches that have been implemented, conducts a gaps analysis to understand what 

more can be done to enable the growth of food vendors business.  

The analysis will also draw implications for SEs in food vendors value chains and 

understand the effectiveness of existing program approaches in addressing targeted 

challenges. A review of funds and financing instruments will reveal the key success 

factors and provide insight on whether such funds and financing instruments can 

address the needs of SEs in Food vendors business (Yadav, Heynen, & Palit, 2019). 

The study conducted by Tisimia (2014) on the growth of small food vendors firms in 

Tanzania. The study employed the statistical coefficients through the application of 

T-test significance. The findings showed that 63.6% of firms operated under 

capacity. The effect could below the supply of raw materials, inadequate protection, 

and poor marketing systems (Tisimia, 2014). The study indicated low efficiency 

under the food vendors business (Mwaulambo, 2019).  

The growing increase of labour supply is almost connected to the food vendors’ 

business financial advice towards business performance. The general productivity of 

labour is highly connected with the experience, education, training and physical 

protection. The growths of firms are highly connected with the value of raw-

materials, manager’s education and energy cost. Small food vendors firms in 

Morogoro region grew faster (62.7%) compared to firms in Mbeya (37.3%). The 

difference due to Morogoro having better access to factor and product market hence 

having lower transport cost for inputs and reduced distribution cost of processed 

products. 
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The factors to be constant, the customer increase of food vendors is measured by the 

formal entrepreneurship training. The existence of a positive relationship on the 

formal entrepreneurship training on customer increase of food vendors. The single 

unit increase in any of the independent variables leads to a corresponding increase in 

the customer of food vendors (Mbisso, 2011).  

The criteria were measured to undertake the comparison on whether the predictor 

variables were significant in the models which facilitate comparison on whether 

existing predictor variables are significant in the models was through corresponding 

probability value indicated and significant level of 0.05. It is true once the probability 

value will be less than α, the predictor variables reported being significant based on 

the above analysis (Tisimia, 2014).  

Preparation of food, as formal training food, vending attended means that preparation 

of hygienic food is a significant variable that reflects the formal training attended by 

food vending. The food vending need formal training for running their business. 

Formalizing your food vending business, the majority of food vending operated at 

the informal sector and formalizing food vending business appeared to be less 

considered in the perspective of food vending(Alison Eskesen, 2014).  

The limited access to finance is one of the biggest challenges for across Asia, 

particularly for rural enterprises and those operating within the food vendors sector. 

A majority of the current funding gap is estimated to be for debt. The gap informal 

credit in East Asia in 2010 was estimated at US$250-310 billion and the gap in South 

Asia was estimated at US$30-40 billion It is estimated that between 45-55% of 

formal do not have access to loans from formal financial institutions in developing 

countries, and this figure increases to 72% when informal and Food vendors are 

included. The demand for credit by smallholder farmers globally was estimated at 

US$450billion in 2012 (Jaabi, 2012).  

A large percentage of this demand comes from South and South-East Asia, where a 

majority of the world’s smallholders reside. Food vendors’ producers require 

protection for the financing of farm equipment, expansion projects and working 

protection for the purchase of inputs like seeds and fertilizer. While equity funding 
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channels are growing as impact equity investors enter developing markets, in most 

countries, food vendors do not have adequate access to equity. Furthermore, such 

funds may not meet all the protection needs of Food vendors business, which 

typically need working protection for financing purchase of inputs (Mazumder, 

Dastidar, & Bhandari, 2017).  

Sanches-Pereira et al., (2017) pointed out that, food vendors production is needed to 

facilitate the growth of the economy. For that reason; policy and development 

programs need effort in supporting small business processors of Food vendors’ in 

terms of financial literacy (Lubawa & Van Auken). The food vendors business need 

to process Food in large quantitative while maintaining the quality of food for the 

customers perspective. The failure to access financial resources has a limited market 

price. Generally, speaking the Food vendors lack adequate and required knowledge 

to access funds required for business improvement (Sanches-Pereira et al., 2017).  

The problems in food vendors attached to the low protection and financial resources 

to expand the food vendors’ capacity. Also, the food vendors products become 

affected by technology and high cost. The major reason is on the existing high 

competition from imported food products with advanced technology and ownership. 

In various regions of Tanzania, there is a need for changing the economy and the 

nature of food vendors’ products to meet the global and local demand (Mroto, 

Nombo, & Jeckoniah, 2018). The only way to meet the demand of food vendors is by 

training on the food preparation, delivery and marketing, this must be accompanied 

by improved technological facilities, which is limited to the side of food vendors. 

The accessibility of those facilities is connected to advise and loan facilities.  

2.3.3 The influence of entrepreneurship training on market share 

2.3.3.1 Promote the ability to win the market  

Bhowmik & Saha, (2012) entrepreneurship is increasingly recognized as an 

important driver to promote market share which is originally connected to economic 

progress. For example advancement of people and society, the training on the context 

of entrepreneurship is to improve the knowledge base as required for market share, 

the ability to win the market is connected to the products which entrepreneur brings 

to the market (Lori, 2017).  
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Although it is increasingly apparent that entrepreneurship training contributes to 

market share, it is clear from the experience that large numbers of food vendors 

failed to accommodate market demand and interest. For example in Tanzania 

(Bhowmik & Saha, 2012). The idea and practice of entrepreneurship training are 

well emphasized with diversity aspects. But the ability to connect with market 

context is limited, demand and accessibility of the market are well related. However, 

the focus in entrepreneurship should be not in the knowledge and skills and isolate 

market elements. The respective effort must be attempted on the increases market 

share.  

2.3.3.2 Percentage increase in customers  

The study on women and microcredit in Bangladesh by Rahman, (2019) found that 

the performance of food vendors as measured by market share context, which is 

increased the percentage of customers especially a new one, it must be more 

accommodative to increase the advantages over the competitive environment. This is 

especially in the context of demand which required in the market over the food 

vending activity. The ability to promote market share must be related to the context 

and share over the market. The ability to win over the competitive environment must 

be well accommodated in the market share (Rahman, 2019). Performance context in 

the market share is related to the food products adequate acceptability over the 

market. It must of relevant quality, which customers may even recommend to others. 

This is well conceptualized in the basis innovativeness of the food vendors, this, in 

reality, is well accommodated in the knowledge and skills acquired from the training.  

The profitability has been most broadly used measure of financial overall 

performance of the business. Profitability is the excess revenue over expenses, which 

can be seen with the aid of the ratios like gross earnings margin and pre-tax profit 

margin. They further argued that earnings have obtained a lot of shortcomings as a 

measure of performance. Additionally verified the wonderful association between 

training and monetary performance. The less financially literate households may 

additionally be more likely, unknowingly commit financial mistakes, much less 

probably to interact in encouraged monetary practices and less probable to be able to 

cope with sudden economic shocks(Bennett, Bettis, Gopalan, & Milbourn, 2017).  
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2.3.3.3 Market information accessibility  

The study by Hameed, Hussin, Azeem, Arif, & Basheer, (2017) additionally 

mounted a fine link between training and returns. Few kinds of research have 

however been able to construct sophisticated measures of economic literacy and 

definitively set up causal links between monetary literacy and returns. It is tough to 

determine the precise effect economic literacy has on small micro employer business 

have, however it is possible to train and improve the capacity of business people such 

as to conduct business analysis skills, information processing skills, business 

communication skills and business organizing skills (Hameed, Hussin, Azeem, Arif, 

& Basheer, 2017).  

Oviatt, (2019) England provide the rationale of entrepreneurship training and 

cemented that training will build proper economic views, marketing, well informed 

about sales strategy, budgeting and cost controlling etc. Also, they should be trained 

about management skills and ability, professional knowledge, customer services, 

how to deal with guests requests and complaints etc. The greater the client 

satisfaction, the higher the revenues the higher benefits for a given business, and that 

service plays a far greater role than price or location in the guest-purchase decision. 

It means that entrepreneurship skills are very crucial within the business.  

But some of them living with poor skills and knowledge’ and provide poor street 

food services. Training is critical to ensuring quality service and meeting food 

vendors these objectives(Oviatt, 2019). Entrepreneurship training in market share is 

improved in the context of increase of the market after being trained, the food 

vendors after gaining some knowledge and skills which are relevant tend to increase 

the market share, the percentage of sales in comparison to that of competitors.  

2.3.3.4 Improvement of marketing policy  

Mwakie, (2018), in a study of policy and strategic options for enhancing the 

performance of food vendors in Kenya, found that 94 percent of the surveyed 

enterprises employed less than three workers. Also, majorities of food vendors 

operate on average; have been in operation for 3.35 years (Mwakie, 2018).  
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These food vendors noted to experience growth in the first year of operation due to 

moderate risk-taking, perception of opportunities are important predictors of growth 

of food vendors. Finally, having a good financial resource mostly connected to the 

better performance of food vendors. Generally, there is a need for highlights a new 

frontier for government policy as a non-financial supports that could influence the 

performance of food vendors. All this approach should go in line with a strategic 

option for strengthening non-financial supports from both government and non-

government agencies(Amankwaa, 2017). Supports of non-financial to food vendors 

reported increasing market share in the context of food vending large market. This 

study is directly related to the increase in knowledge and skills in the food vending 

business while increasing the market share, simply means the percentage of sales in 

the market concerning competitors.  

Nobandile & Oyelana, (2017) searched on the food vendors’ roles and obstacles to 

growth, this study employed a descriptive analysis, through percentage and 

frequency responses, data were collected through self-administered questionnaire and 

interview methods. Findings showed that food vendors are well advanced to attain an 

average, 64-74% of the primary commodities that are being processed locally in 

South Africa. The study focused on the Food vendors products such as Canola and 

Sunflower seed are largely processed locally (above 90%)(Nobandile & Oyelana, 

2017).  

The local production is not enough to meet the demand from the processing sector 

for wheat and in some cases, yellow maize and sunflower(Mwanza, 2017). Food 

vendors industry has significantly increased income and employment. The relative 

share of food vendors had managed to increase in total employment, compared to 

their share of the total income in the industry. Therefore, food vendors have a greater 

potential for generating jobs in the country.  

Bushe (2019) pointed out that, the specific challenges faced by food vendors 

industrial sector in South Africa, are generally based on the macro-economic, legal 

and policy environment. Under conditions of macro-economic instability and 

protection investments, the macro-economic challenges are highly dominated with 

financial advice and experience in the micro-enterprises processing business. The 
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limited financial advice hinders the ability to deals with risks in financial matters. On 

the other hand, most of the financial institution avoids financing microenterprises 

processing business due to uncertainty nature of micro-enterprises(Bushe, 2019). The 

way to overcome such problems is directly related to training and critical inputs have 

to be imported, foreign exchange shortages linked to import licensing and foreign 

exchange allocation systems. The delay of training leads to additional costs on 

entrepreneurs.  

 2.3.3.5 Advice in market control 

Gonzal, Pongthanapanich, & Bueno, (2019) observed that training, advice and 

technical assistance, basically need to be provided to improve the performance of the 

micro-enterprise. Food vendors’ ability to access training on a timely basis is 

required to promote the development and its respective performance. The advice in 

business operation and respective management is increasingly required to the 

management of the business. The major aspects needed for business performance is 

connected to the support of non-financial supports(Gonzal, Pongthanapanich, & 

Bueno, 2019). Training is specifically addressed, but the aspects of entrepreneurship 

training in the market share failed to be addressed in the context of training which 

impacts skills and knowledge to the food vending.  

Gonzal et al., (2019) in the study of the factors affecting the financial performance of 

food vendors in Kenya, the findings indicated that majority of the respondents have 

acquired at least basic level of education that enables essentially operate a business. 

Thus, with education food vendors expected to site and grab opportunities(Gonzal et 

al., 2019). Food vendors need to be operated and managed with literate people. It 

needs a high ability to plan in terms of non-financial supports that are needed for 

business practices. Also, it facilitates the ability to acquire financial resources and 

non-financial supports required for business operation and hence Food vendors 

performance.  

2.3.3.6 Marketing competency  

Zainol et al., (2017) focused on the managerial competencies such as technological 

assistances, attitudes, behaviours and advice on financial matters that contribute to 

the effectiveness of food vendors in South Africa. According to these two authors, 
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managerial assistances play a key role in the success of small enterprises as they 

determine its growth. Likewise, lack of managerial technological assistances, 

personal qualities and technological assistances are major contributors to the failure 

of firms. Lack of managerial competence reduces the ability to develop sound plans 

and strategies for effective management of food vendors business(Zainol, Al 

Mamun, Hassan, Rajennd, & Muniady, 2017). Entrepreneurship training is 

influencing market share. This must be specifically based on the planning and advice 

to be provided to food vendors,   this could be used as a catalyst of market share.  

Katula & Kiriinya, (2018) in his study of the effect of working protection 

management practices on the financial performance of the value-adding business in 

Kisii South district. This study using a sample of 113 value-adding business under 

survey design established that majority of the value-adding business owners or 

managers had just basic education.  Recorded over 57% of these business operators 

hardly attend any business training programmes. About 60% of them had little or no 

training in marketing hence money directly invested in the business is loose (Katula 

& Kiriinya, 2018). The study also established that the performance of  Food vendors 

must be related to the ability to deals with the market and its elements in the context 

of food vending. Also, it has been found that most of the food vending business 

owners do not engage in formal training, which was considered as a catalyst of 

planning, budgeting and control and only keep some books of account(Banerjee & 

Jackson, 2017). The business owner uses various sources of finance but does not 

understand the sources of funds and the requirements to obtain a loan, this has 

limited to win the market share over the strong competitors.  

2.3.3.7 Change in market share 

Kabir (2019), did on the challenges for food vendors to access training.  Findings 

showed that food vendors failed to access training and knowledge because of an 

informal context. There are relevant challenges which cause food vendors failed to 

access training. Lack of relevant training providers, which is limited with practical 

insight, food vendors need practical experience to accommodate changes in the 

market share. There is limited ability for food vendors to accommodate training fees 

or charges because most of them operate with a low capital base. Majority of food 

vendors had primary education, some of them failed even to write and read fluently 
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(Kabir, 2019).  Training among food vendors was identified but in a more general 

perspective, little attempt was paid in the context of entrepreneurship training and 

market share.  

Mushi & Millanzi, (2019) contented that practical and experiences do not train or 

taught by conversational methods. Trainers often try to accommodate too wide a 

range of start-up businesses within a single programmed. It is usual to group together 

people who are starting a diverse range of small businesses and to offer them a more 

or less common skills program. Moreover, the time allocated in training is very little 

compared to the syllabus or content available (Mushi & Millanzi, 2019).  

The creation of women-owned businesses is vital contributing factors to any 

economy. Social analysts confirm that women play important roles in the social-

economic and political development of any nation. It is believed that women 

contribute more than men in family obligations a situation which blocks them from 

becoming successful entrepreneurs. It is believed that the creation of successful 

women enterprise is highly linked to the possession of key entrepreneurship skills 

and resources it is clear that skills are obtained through training which increases the 

capacity of performing entrepreneurship. Policy-making bodies of developing 

countries recognize that entrepreneurship training is important for the performance of 

the women-owned business (Swai, 2019).  

2.3.3.8 Market communication skills  

Kapinga & Montero, (2017) entrepreneurship skills are essential for the development 

of women entrepreneurs, and for creating a room for better performance among 

women entrepreneurship. In that respect, entrepreneurship training in the context of 

the market tends to improve entrepreneurship competence. It is among of the 

handcraft cluster which is managed and controlled by women that facilitate the 

marketing skills, experience and knowledge required for food vendors performance 

(Kapinga & Montero, 2017). 

Leong, (2017)  argued that entrepreneurship skills should be a facilitative change in 

terms of attitudes, high achiever, potentiality, the ability to assess and appreciate 

one’s strengths and weaknesses and evaluate one’s performance. The skills in 
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communication are directly related to business negotiation. In addition to that the 

ability to make decisions, planning on his or her responsibilities and solving 

problems. The entrepreneurial skills as the ability to discover opportunities for 

profitable reallocation of resources to new endeavours (Leong, 2017). 

The categories of the entrepreneurship knowledge’s argued that the skills required by 

entrepreneurs can be classified into three main areas: technical skills, business 

management skills and interpersonal skills. Also, there is the modal that enhances 

entrepreneurs or vendors performances such as entrepreneurial skills, entrepreneurial 

performances and motivations. From those skills attained are management style, 

written and oral, interpersonal relationship, decision making, accounting, inner 

control and innovative skills (Chirume & Thondhlana, 2013). 

It is clear that to be successful, women entrepreneurs require adequate 

entrepreneurship skills which must be acquired through training. A general college 

degree alone cannot provide a guarantee for entrepreneurial success; 

entrepreneurship training tailored to the needs of the entrepreneurs in questions are 

needed to impart necessary entrepreneurial skills to women entrepreneurs.  On the 

contrary, less skilled women entrepreneurs can be a victim of failure due to lack of 

business skills (Hidayat & Yunus, 2019).  

Women-owned business in Tanzania experience failure as a result of low-level 

entrepreneurial skills. Entrepreneurship skills as the most driving forces for the 

success of the entrepreneurship support business owners to create and run their 

business successfully. Business-specific training intends to fast track the learning of 

entrepreneurship skills. The training acquired by women entrepreneurs is a special 

ingredient to foster entrepreneurship learning skills. Training increases the chances 

for women entrepreneurs to access other resources needed for business development. 

Women entrepreneurs in business activities have the right to develop and utilize 

talents and the right to participate in the management of business (Naegels, Mori, & 

D’Espallier, 2018).   
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2.4 Conceptual Framework 

The conceptual framework normally presents the link of ideas connecting the 

independent as well as the dependent variables (Wilbard, 2017).  In this conceptual 

framework, theories and empirical studies believe that informal and formal 

entrepreneurship training are the key determinants of the food vendors performance 

in terms of the profit, sales and growth of the business. It is suggested by the theories 

that, if the food vendors are equipped with these skills through training, food vendors 

will improve their ability to operate their business in terms of the finding markets, 

creating high-quality products and having a good relationship with customers. The 

combination of all these can lead to the high performance of food vendors. 

Independent variables                                                             Dependent variables 
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CHAPTER THREE 

METHODS AND MATERIALS 

3.1 Overview 

This chapter presents the methods and materials that were used to conduct this study. 

This study further presents the type of the study, study area, study population, units 

of analysis, sample size, sampling techniques, types and sources of data and data 

collection methods.  

3.2 Study Area  

Location of the study is the place where whole research processes were conducted 

about the research problem (Ridder, 2017). The study was carried out in Dodoma 

city, the rationale for this study is to advance knowledge of training food vendors. 

The ability to fulfil the gap left by other studies in the study area.  

3.3 Research Design  

Research design is the plan for conducting the research (Coolican, 2017). The study 

was used in a cross-sectional design (Gravetter & Forzano, 2018). Data for this study 

basing rationale of entrepreneurship training toward food vendors was obtained by 

using a cross-sectional research design. This was collected information at a single 

point in time.  

3.4 Study Population  

Population refers to anything from which sample of the study can be drawn from its 

(Bryan, et al., 2019). Research methodology in a population means the 

characteristics of a specific group (Gravetter & Forzano, 2018). The targeted 

population as the one to which the researcher draw information from them. The study 

was targeted 121 food vendors in Dodoma City Council (Mwakipesile, Ngowi, 

Ng’winamila Kasongi, & Kilonzo, 2018).  

3.5 Sample Size  

A sample is a subgroup of the population that you are interested in (Sharma, 2017). 

Sampling is the process of selecting a few (a sample) from a larger group of 

population. It was used to get a representative sample from the large population. The 

sample size was calculated by using the following Yamane (1967) formula.  
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n = sample size  

N = total population =121 

1 = Constant     

e2= estimated standard error equal to 5% for 95% confidence level.  

=    n = 121/1+ 121(0.05)2   

n= 92.89827 

The sample size for this study was 93 food vendors.  

3.6 Sampling Techniques  

The sampling techniques are procedures or means in which samples are selected 

from the entire population (Hopkins, 2017). This study was used simple random 

sampling was used to obtain the food vendors. These were used to obtain from the 

population of food vendors, where every food vendors have an equal chance of being 

selected.  The purposive sampling was used to obtain key informants such as 

business officers, health officers and customers.  

3.7 Data Collection Methods and Tools  

This study refers to the specific way used to collect data in research such as interview 

and survey (Hopkins, 2017). Based on the proposed methods, various tools normally 

issued during the data collection namely; questionnaires and checklist. While the 

survey invited the use of questionnaires, interview involved the use of a checklist.  

3.7.1 Survey  

The survey is a quantitative method for the collection of information from a pool of 

respondents by asking multiple survey methods (Coolican, 2017). It includes the 

recruitment of individuals, collection and analysis of data. The survey allowed the 

use of a questionnaire to collect data as a tool (Mathers, Fox, & Hunn, 1998). The 

ability of the survey allowed the administration of respondents to a large number of 

respondents. It has a wide coverage under the application of the questionnaire.  

3.7.1.1 Questionnaire  

A questionnaire is a tool with a series of questions (Minge, Thüring, Wagner, & 

Kuhr, 2017). This questionnaire was developed by the researcher by using study 
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research questions. The developed questionnaire was reviewed by the business 

expertise to check its contents before data collection. It was administered by the 

researcher to food vendors to obtain information on the role of entrepreneurship 

training on enhancing business performances of food vendors in Tanzania.  

3.7.2 Interview 

An interview means the method of collecting data that involves the presentation of 

verbal stimuli and reply in terms of oral-verbal response (Burino, Awan, & 

Lanjwani, 2017).  The interview is a very useful method when the researcher wants 

to explore the depth of information especially on the opinion, perception and views, 

which is hidden by the respondents (Adegoke & Bolu-Steve, 2017). Face to face 

Interview was administered by the researcher to the key informants such as business 

officers and customer in Dodoma City.  

3.7.2.1 Checklist  

The checklist is a list of all the things which information is needed, it is the list that 

needs to be found out (Adegoke & Bolu-Steve, 2017). In this study, a checklist is 

used in the administration of the interview to obtain information required based on 

research objectives.  

3.7.3 Documentary review 

The documentary review refers to the ability to pass through various documents 

related to this study to obtain secondary data (Burino et al., 2017). This is a 

systematic method in which the researcher pass through various documents during 

data collection to validate the study objective. The documentary review helps the 

researcher to inseminate and sort the collected information to be in a consistent 

manner that drawn by interview or questionnaire activities. The documentary review 

was used to collect secondary data from various sources available from policy 

documents, annual reports, minutes, websites and emails (Sailaja, 2017).  

3.8 Measurement of Variables  

Measurement of variables involves a classification that describes the nature of the 

information within the values assigned to variables(Shor, 2017).  Table 3.1 indicates 

informal entrepreneurship training and performance of food vendors.  
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3.8.1 Informal entrepreneurship training and performance of food vendors 

Table 3.1: Informal entrepreneurship training in the context of training and 

performance  

Variables  Explanation of the 

Variable  

Measurement of the 

variables  

Business running  

 

The ability to run 

business or business 

establishment   

5 points likert scales  

Team working skills 

 

The ability to organize 

the teamwork in food 

vending  

5 points likert scales 

Skills in managing business  

 

The ability to control the 

business among food 

vendors  

5 points likert scales 

Financial management 

skills 

The ability to handle 

financial resources  

5 points likert scales 

 

3.8.2 Formal entrepreneurship training and performance of food vendors  

Table 3. 2: Formal entrepreneurship training in the context of food vendors 

performance  

Variables  Explanation of the Variable  Measurement of 

the variables  

Business analysis skills The ability to handle business   5 points likert scales 

Information processing 

skills 

The ability to deals with 

information about the business  

5 points likert scales 

Business 

communication skills 

The way communication  is 

managed  

5 points likert scales 

Business organizing 

skills 

The way market the products   5 points likert scales 
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3.9 Data Analysis  

The collected raw data are meaningless unless certain statistical or thematic 

treatment was given to them (Shor, 2017). Analysis of data means to make the raw 

data meaningful or to draw some results from the data after the proper treatment 

(Deeks, Higgins, Altman, & Group, 2019).  The following operation was used: 

Qualitative analysis is an open coding process aimed at identifying key ideas within 

the textual data (Coolican, 2017). The researcher was examined the raw textual data 

line by line to identify discrete of events or ideas; those were coded as concepts. Also 

some quantitative was done through Statistical Package for Social Science (SPSS) 

and statistical table charts and others were integrated. Thematic analysis has 

disadvantages especially when it is poorly and unsuitable if it was used in the 

analysis, or research questions (Coolican, 2017). Suppose the Binary logistic 

regression model is given as: This was used to indicate the likelihood of vendors 

performance.  

Logit (𝜋𝑖) = 𝛽0+𝛽1𝑥11+𝛽2𝑥2 +…+, 

π= P(𝑦𝑖=1| 𝑥1,…, 𝑥𝑘) (1) 

Then the estimates of the model can be of the form: 

Logit (�̂�𝑖) =𝛽0+𝛽1𝑥11+𝛽2𝑥2+…+𝛽  𝑥  (2) 

 

Where β=( 𝛽0 , 𝛽1 ,…, 𝛽𝑘 ) are estimates of the coefficient β and 𝒙𝒊 =( 𝑥𝑖 , 𝑥2 ,…, 

𝑥𝑘 ) are the k independent 

variables, �̂�𝑖 is the estimate of the likelihood of the performance of food vendors  

 

Given the explanatory variables, 𝑥2,…, 𝑥𝑘 , 𝜋𝑖 can be estimated as: 

𝜋 ̂𝑖= exp(𝛽0+𝛽1𝑥1+𝛽2𝑥2 +⋯+𝛽   ) 

      1+exp(𝛽0+𝛽1𝑥1+𝛽2𝑥2 +⋯+𝛽𝑘𝑥𝑘)          (3) 

However, the Bayesian framework is the combination of the likelihood function and 

the prior distribution to yield the posterior distribution. Consequently, the response 

variable 𝑦𝑖 follows a Bernoulli distribution with probability π and is given as: 

𝑦  ~Bernoulli (𝜋𝑖), 

𝜋 ̂𝑖 = 

exp(𝒙  �̀�) 
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1+exp (𝒙  �̀�) 

Where, β =(𝛽0, 𝛽1,…, 𝛽𝑘), 𝒚𝒊 = (𝑦1, 𝑦2,…, 𝑦𝑛) and 𝒙𝒊 =( 𝑥1, 𝑥2,…, 𝑥𝑘). 

The distribution of (𝑦  |𝒙  �̀�) = (𝜋1−𝑦 ) 

For i =…, n, 𝑦𝑖 is the number of successes and 1- 𝑦𝑖 is the number of failures. 

3.10 Reliability and validity of the measures  

Reliability and validity of data collection were helped to establish indicators that 

show some evidence that the information going to collect by using different methods 

is plausible instruments.  

3.10.1 Reliability  

Reliability is termed as the consequence of the validity in the study (Maier et al., 

2018). Reliability can be internal or external where the reliability is external when 

the instrument yields consistent answers especially when administered to respondents 

over time. In each case, the researcher computes the correlation coefficient and the 

higher the coefficient the higher the reliability. 

Internal reliability is consistency within the instrument itself and within the items in 

the same instrument (Sethi, Maitra, Avula, Unisa, & Bhalla, 2017). Reliability was 

measured in this study such that various themes on the role of entrepreneurship 

training for the performance of food vendors. Reliability was ensured by pre-testing 

research instruments and tools through piloting (Coolican, 2017). 

The questionnaire as one of the research tools was tested before direct data collection 

at the field, this piloting of questionnaire was conducted to increase its reliability in 

data collection. This is relevant for checking the ability of the questionnaire to collect 

relevant information. It means the study conducted a pilot study to administer the 

questionnaire purposely to check it’s relevant before actual data collection. In this 

study, all research tools were pre-tested before the actual collection of data, the 

questionnaire and interview were piloted in the study areas.  

This is relevant for checking the ability of the questionnaire and interview to collect 

relevant information. It means the study conducted a pilot study to administer the 

questionnaire purposely to check it’s relevancy before actual data collection. 

 Reliability was achieved in the use of specific and relevant instruments in data 

collection (Ridder, 2017). This study used Cronbachs Alpha which is the most 
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common measure of internal consistency (reliability) detailed Cronbachs Alpha for 

this study is presented in Table 3.10. The reliability employed triangulation 

techniques to allow balancing in data collection. Triangulation increases confidence 

in research data and illustrates the research problem (Banyard, Nosaka, & Haff, 

2017). 

Table 3.3: Reliability Statistics 

Variable  N of items  Cronbach’s Alpha  

Business running  3 0.823 

Team working skills 3 0.783 

Skills in managing business  3 0.737 

Financial management skills 3 0.881 

Business analysis skills 3 0.721 

Information processing skills 3 0.789 

Business communication skills 3 0.712 

Business organizing skills 3 0.819 

Source: SPSS Output 

The reliability statistics for all variables is above 0.7 which is better the cut point of 

Cronbachs Alpha is (not less than 0.6 and greater or equal to 0.7) (Sharma, 2017). The 

internal consistency calculated showed the existence of reliability, which indicated 

the existence of the high possibility of study to provide the same results once 

conducted in different places (Ridder, 2017).  

3.10.2 Validity  

Validity refers to the degree to which a method or a research tool measures what is 

intended to measure (Banyard et al., 2017). To ensure construct validity the 

discussion was made with other experts on training to check the relevance of this 

study. The validity recognized as content validity, constant validity and criteria 

validity (Ridder, 2017). This is based on the way instruments are used to measure 

concepts and instruments in data collection. In this study, the validity was achieved 
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by collecting data from relevant respondents. The validity in this aspect takes a large 

sample to capture 93 food vendors.  

The validity also was checked through clear questions formulation to obtain the 

aspects that need to be measured. In this study, a pilot study of 10 food vendors has 

tested the validity of the questionnaire instrument, to ascertain whether the items 

were measured. After this, some items that were not be understood by respondents 

was corrected and those which were inconsistent was removed before administering 

the questionnaire to the larger targeted sample. 
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CHAPTER FOUR 

RESULTS AND DISCUSSION 

4.0 Overview  

The findings are presented based on the research questions. The presentation 

considered a series of research questions as follows.  

4.1 Profile of Respondents  

To have a wide view of respondents, it is important to consider the background of 

respondents like experience, age, sex and education level of respondents as follows.  

Table 4. 1: Background of respondents 

Variable Mean Standard 

deviation  

Frequency Percent 

Experience  9.41  6.82   

  1-10 Years  61 65.6 

  11-40 Years  32 34.4 

Age 37.72  12.75   

  18-39 Years  56 60.22 

  40-74 Years  37 39.78 

Sex    

  Female  62 66.67 

  Male  31 33.33 

Education    

   Primary  41 44.09 

Secondary   13               13.98 

  College  39 41.94 

Business Type    

  Sole 

proprietorship 

 68 73.12 

  Partnership  25 26.88 
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4.1.1 Experiences  

Table 4.1 presented respondents in terms of experience, a large proportion of 65.6% 

of respondents had the experience of 1-10 years, compared to 34.4% who had the 

experience of 11-40 years. The average years of experience were 6.82 which has 

been diverged about 9.41 from the average years of experience. These findings imply 

that food vendors have enough experience to adequately manage the role of 

entrepreneurship training on enhancing business performances of food vendors in 

Tanzania.  

4.1.2 Respondents Distribution by Age  

Table 4.1 presents the distribution of the respondents by age, a large proportion of 

60.22% of the respondents are aged 18-39 years and a small proportion 39.78% 

appeared in the age group between 40-74 years. The average age was 37.72 years in 

which 12.75 diverged from the average age in terms of years.  These findings imply 

that the role of entrepreneurship training on enhancing business performances of 

food vendors in Tanzania is accomplished by the productive age group.  

4.1.3 Sex of the respondents  

The respondents’ distribution by sex was not the main focus of this study, but the 

study put more emphasis to obtain relevant information to the study. Findings in 

Table 4.1 show that overall 66.67% are females compared to 33.33% are males. 

These findings imply that food fending mostly undertaken by females compared to 

the male counterparty. This is because of the nature of the activity which allowed to 

be mostly undertaken females compared to male. Therefore findings appeared to 

have information from both male and female regarding the role of entrepreneurship 

training on enhancing business performances of food vendors in Tanzania.  

4.1.4 Respondents Distribution by Education Level  

Findings in Table 4.1 presented respondents distribution by education level, a large 

proportion 44.09% had primary education, followed by 41.94% had a college 

education and 13.98% had secondary education. These findings imply that majority 

appeared to be literate because training in food preparation in Tanzania is not a 

priority for food vendors. 
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4.1.5 Business Type  

Findings in Table 4.1 present the business type, about 73.12% of respondents are 

sole proprietorship and a small proportion of 26.88% are operating business as a 

partnership. These findings imply that a food vending business is undertaken in terms 

of the partnership. 

Generally the findings on the profile of respondents show that food vendors have 

enough experience to adequately manage the role of entrepreneurship training on 

enhancing business performances of food vendors in Tanzania is accomplished by an 

active age group. Similarly, Al-Rdaydeh, (2018) argued that business experience is a 

key to success over the business activities. The experience provides a way to better 

performance and especially resulted in increased market share and profitability. Also, 

Mwaulambo (2019) education develop a behavioural change of train street food 

vendors about information accessibility to provide to them proper health education 

and infrastructure so that could effectively maintain food hygiene. 

The findings show that majority appeared to be active age group to facilitate the role 

of entrepreneurship training on enhancing business performances of food vendors in 

Tanzania. Tisimia (2014) food vendors in the active age group are performing well 

than any other age group. This is because the active age group is potential for 

production. Similarly, Mashal (2018) argued that business venture behaviour in the 

business performance is connected to the age of the entrepreneur other factors such 

as time disciple, training, credit behaviour, government policy and intervention, all 

these factors considered to be relevant to the performance of the business venture. It 

means the micro-entrepreneur need to perform better once the government policy is 

favourable to the operation of the business venture.  

These findings showed that food vending is composed of both male and female thus 

food vending is the best alternative to fulfil family responsibilities. Majority of food 

vendors were female than male, this is because a female is originally from the culture 

experience tend to prepare food and food vending business is related to food 

preparation.  Similarly, Lori Mnene (2017) pointed out that, activities are performed 

well by both male and female because of undertaking family matters. Also, Ajuna, 

Ntale, & Ngui, (2018) argued the training needs of both male and female 
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entrepreneurs is contributed to the benefits acquired from training such as a secure 

loan on the affordable interest rate, Business supervision and to expand business 

capital. The link between entrepreneurship training for women entrepreneurs and the 

financial performance of women-owned businesses. There is a link between financial 

performance and control variables such as business profit, market product and 

business sales, finally, there is the relation between financial performance and 

entrepreneurs training this is indicated by the positive results. 

These findings show that majority appeared to have primary education because in 

Tanzania primary education is basic and secondary education at least attained by the 

majority of people. On contrary hotel management education appeared to be the least 

because in Tanzania hotel management to practice food vending is not a priority. 

Similarly, Eijdenberg & Borner (2017) in Tanzania the majority of the people are 

with primary education, this has especially suggested that primary education is a 

basic one.  

The findings noted that food vending business is mainly practised in terms of a sole 

proprietorship. Contrary to this study finding Oviatt, (2019) argued that food vendors 

alternatively operate as a partnership. This increases the collaboration in business 

management and even increased market share and profit. Working as a group is more 

powerful than individually. A sole proprietorship is more practised than a partnership 

because food vendors are characterized by low capital and knowledge base which to 

form a partnership is less considered. Nyirenda & Msoka (2019) argued that less 

consideration is taken into account in partnership while practising food vendors, 

which must is respectively undertaken, tend to use sole proprietorship to control and 

run food vendors. 

4.2 Type of Entrepreneurship Training Attended By Food Vendors  

4.2.1 Formal training  

This includes business analysis skills, information processing skills, business 

communication skills and business organizing skills. Findings in Table 4.2 presented 

the statement that business analysis skills help me to increase performance. Majority 

25(26.88 %) disagree and 17(18.28%) strongly disagree with that statement, 

compared to 18(19.35%) who agreed and 12(12.90%) strongly agree, while about 
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21(22.58%) reported being neutral with that statement. These findings imply that 

business analysis skills are not one of the formal training for food vendors to increase 

the performance of their business.  

“Business skills are rarely accumulated as the formal training, we 

normally conduct business in the perspective of using informal 

experience, formal training do not recognize the provision of relevant 

skills needed for the business” ”(Food vendors chairperson, 13th  

Match, 2019, Dodoma, Majengo) 

Findings in Table 4.2 presented the statement that information processing skills in 

my business. A large proportion 34 (36.56%) reported to be neutral, followed by 26 

(27.96%) disagreed and a small proportion 6 (6.45%) strongly disagree, compared to 

19 (20.43%) agree and a small proportion 8 (8.60) strongly agree with that statement.  

These findings imply that food vendors lack information process skills in operating 

business.  
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Table 4. 2: Entrepreneurship training attended by food vendors  

Variable  Strongly 

disagree 

   N (%) 

Disagree 

N (%) 

  Neutral 

   N (%) 

Agree 

N (%) 

Strongly 

agree 

N (%) 

Formal training      
Business analysis 
skills help me to 
increase performance 

17(18.28) 25(26.88) 21(22.58) 18(19.35) 12(12.90) 

Information processing 
skills in my business  

6(6.45) 26(27.96) 34(36.56) 19(20.43) 8(8.60) 

Business 
communication skills 
is crucial for my 
business performance 

8(8.60) 11(11.83) 23(24.73) 30(32.26) 21(22.58) 

Business organizing 
skills obtained 
informal training help 
me to increase 
performance 

13(13.98) 17(18.28) 17(18.28) 15(16.13) 31(33.33) 

Informal training      
Networking skills 
obtained in workshops 
and informal training 
helps me in running 
my business 

10(10.75) 16(17.20) 24(25.81) 21(22.58) 22(23.66) 

Team working skills 
obtained in informal 
training helps me in 
managing stakeholders 

27(29.03) 13(13.98) 17(18.28) 16(17.20) 20(21.51) 

Entrepreneurship skills 
is crucial in managing 
my business 

11(11.83) 21(22.58) 22(23.66) 25(26.88) 14(15.05) 

Financial management 
skills are important in 
organizing my 
financial details 

23(24.73) 10(10.75) 32(34.41) 14(15.05) 14(15.05) 

 

Findings in Table 4.2 presented the statement that business communication skills are 

crucial for my business performance. A large proportion 30(32.26%) agree and 

21(22.58%) strongly agree with that statement, compared to 11(11.83%) disagree 

and 8(8.60%) strongly disagree with that statement and about 23(24.73%) reported to 

be neutral with that statement. These findings imply that food vendors accessed 

business communication skills which are relevant to business performance.  
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“in my business as food vendors, I came to realize that ability to 

communicate is important aspects to develop required business 

performance, it is termed to be the formal training skills”(WEO, 16th  

Match, 2019? Dodoma, Viwandani ward) 

Findings in Table 4.2 presented the statement that business organizing skills obtained 

informal training help me to increase performance. A large proportion 31(33.33%) 

strongly agree and about 15(16.13%) agree with that statement, a small proportion 

17(18.28%) disagree and 13(13.98%) strongly disagree and a small proportion 

17(18.28%) reported to be neutral with that statement.. These findings imply that 

business organizing skills are an important factor in the business performance of 

food vendors.  

“I normally used my experience  which I accumulated as formal 

training to organize my business because the ability to generate 

required profit is termed to be accumulated obtained after adequate 

business organizing skills” ”(Food vendor, 17th  Match,2019? 

Dodoma, Majengo ward) 

4.2.2 Informal training 

Findings in Table 4.2 presented networking skills obtained in workshops and 

informal training helps me in running my business, about 24(25.81%) reported being 

neutral, about 22(23.66%) strongly agree and 21(22.58%) agree with that statement. 

Compared to 16(17.20%) disagree and a small proportion of 10(10.75%) strongly 

agree with that statement. These findings imply that food vendors rare attended 

workshop for informal training.  

”The networking skills obtained in workshops and informal training 

helps me in running the business. The value of networking skills in 

workshops and informal training helps me in running my business in 

the data set under the food vendors’ rare attended workshop for 

informal training” (”(WEO, 17th  April2019/2020, Dodoma, 

Madukani ward) 
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Findings in Table 4.2 presented the statement that team working skills obtained in 

informal training helps me in managing stakeholders. About 27(29.03%) strongly 

disagree and 13(13.98) disagree with that statement, compared to 20(21.51%) 

strongly agree and 16(17.20%) agree respectively, while a small proportion 

17(18.28%) reported being neutral with that statement. These findings imply that 

team working is not considered in informal training.  

“It is rarely done I   depend on the team working skills, because it 

hard we as food vendors manage to in teamwork, this is because of 

the nature of our business”(Food vendors secretary, 14th  March, 

2019 Dodoma, Majengo ward) 

Findings in Table 4.2 indicates entrepreneurship skills is crucial in managing my 

business. A large proportion 25(26.88%) agree and 14(15.05%) strongly agree, 

compared to 21(22.58%) disagree and 11(11.83%) strongly disagree while 22(23.66) 

reported being neutral with that statement. These findings imply that 

entrepreneurship skills are needed for effective business management.  

“I manage my business by the application of entrepreneurship skills, 

which I normally obtain in the informal settings, it is the skills in the 

entrepreneur perspective facilitate my business” ”(Food vendors 

chairperson, 17th  Match, 2019 Dodoma, Majengo ward) 

Findings in Table 4.2 indicates financial management skills are important in 

organizing my financial details. A large proportion 32(34.41%) reported being 

neutral with that statement, while 23(24.73%) strongly disagree and 10(10.75%) 

strongly disagree, compared to 14(15.05%) and 14(15.05%) strongly disagree with 

that statement. These findings imply that majority of the food vendors are not 

prepared for financial management skills.  

During an interview with one of the WEO on the informal training provided to food 

vendors had this to say: 
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“I do not have enough financial management skills, it is the area 

which I need bit improvement for my business undertakings, because 

sometimes in food vending we fail to obtain adequate return because 

of poor management skills of financial resources”(WEO, 17th  Match, 

2019 Dodoma, Majengo ward) 

4.3 Formal and Informal Entrepreneurship Education 

Table 4.3 provides the results of the fitted logistic regression model for the influence 

of entrepreneurship training on increasing food vendor’s profitability. The analysis 

was adjusted for age, sex, education level and business type of the participants. 

Training is connected to either formal or informal is connected to the food vendors’ 

characteristics. Both formal training (p=0.0042) and informal training were 

positively significantly influencing an increase in profitability. The odd of increasing 

profitability was about 3 times for unit increase in formal training score. For informal 

training, it was observed that a unit increase in informal training score influencing 

the odd to have increased profitability by almost 2 times. None of the controlling 

variables was observed to be associated with an increase in profitability. These 

findings imply that training in food vendors either formal or informal is potentially a 

source for increased profitability.  
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Table 4. 3: Formal entrepreneurship education 

S/N Variable  Statements Mean Standard 

Deviation 

1 Business Analysis 
Skills 

Being able to examine the 
trends of my business 

3.73 0.93 

Being able to understand 
profit and loss of my 
business 

3.51 1.24 

Being able to analyse 
customers’ wants 

3.60 1.16 

2 Information 
Processing Skills 

Being able to understand 
customers’ requirements 
when they tell you 

3.54 1.25 

Understanding information 
related to business 
profitability 

4.08 1.07 

Being able to understand 
information related to 
business at my area of work 

4.32 0.82 

3 Business organizing 
skills 

Being able to properly 
arrange business practices  

4.56 0.84 

Being able to ensure that day 
to day operations are 
systematically prepared 

4.39 0.74 

Being able to ensure that 
business arrangements are 
pre-prepared before 
engagement 

3.40 1.60 

4 Business 
Communication 
Skills 

Being able to communicate 
well with customers 

4.17 1.00 

Being able to communicate 
well with customers 

3.21 1.31 

Being able to communicate 
well with other food vendors 

3.47 1.81 

Source: SPSS Output 

Results presented on table 4.3 indicate that surveyed food vendors are able to 

examine trends of their business as the mean score of 3.73 indicates that majority of 

respondents agreed on the statement. Also, majority of respondents slightly agreed 

that they are able to understand profit and loss of their business with a mean score of 
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3.51. Lastly, on the variable business analysis skills respondents slightly agreed with 

the statement that they are bale to analyse the wants of the customers with a mean 

score of 3.60. 

On the variable information processing skills, majority of respondents agreed that 

they are able to process information related to the customers’ requirements when 

they are told (mean score of 3.54). Also, respondents were found to be able to 

understand information that related to business profitability as the statement 

“understanding information related to business profitability Understanding 

information related to business profitability” has a mean score of 4.08. The results 

also, indicated that survey food vendors are able to understand information related to 

business at my area of work with a mean score of 4.32. 

Business organizing skills had three statements, the first one was “being able to 

properly arrange business practices” with a mean score of 4.56. The second 

statement was “being able to ensure that day to day operations are systematically 

prepared” with a mean score of 4.39 and the last statement was “being able to ensure 

that business arrangements are pre-prepared before engagement” with a mean score 

of 3.40. These indicate that majority of respondents agreed on the first and second 

statements and were considered neutral on the last statement. 

Business communication skills, “being able to communicate well with customers 

(mean score of 4.17) and “being able to communicate well with customers with a 

mean score of 3.21 and the last statement was “being able to communicate well with 

other food vendors with a mean score of 3.47”. These findings show that majority of 

respondents agreed on the first stamen and were slightly neutral on the second and 

third statements. 
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Table 4. 4: Informal entrepreneurship education 

S/N Variable  Statements Mean Standard 

Deviation 

1 Business running Being able to operate business 
in all business aspects 

4.05 1.57 

Being able to properly 
enhance saving and credit 
behaviour 

3.90 1.65 

Being able to operate business 
practices without 
interferences 

4.20 0.59 

2 Skills in managing 
business 

Being able to manage 
expenditures related to my 
business 

3.91 1.24 

Being able to coordinate day 
to day business activities 

2.92 1.52 

Being able to ensure an 
increase of number of 
customers 

3.63 1.54 

3 Team working 
skills 

Being able to form network 
with other food vendors 

4.12 1.40 

Being able to properly 
organize personnel who are 
involved in my business 

3.64 0.70 

Being able to coordinate my 
team in all aspects of the 
business 

3.31 0.73 

4 Financial 
Management Skills 

Being able to manage 
financial resources 

4.07 1.19 

Being able to secure loans for 
financing my business 

3.72 0.79 

Being able to coordinate and 
understand profits obtained 
from the business 

3.56 0.75 

Source:  SPSS Output 

Business running majority of respondents agreed on the statement of being able to 

operate business in all business aspects with a mean score of 4.05. Also, another 

statement was “being able to properly enhance saving and credit behaviour” with a 

mean score of 3.90. The last statement was on being able to operate business 
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practices without interferences with a mean score of 4.20. Overall, on these 

statements majority of respondents agreed on the first and last statements and slightly 

agreed on the second statement.  

Another variable was skills in managing business which had three statements. The 

first one was being able to manage expenditures related to my business with a mean 

score of 3.91 indicating that majority of respondents slightly agreed on the statement 

and “being able to coordinate day to day business activities with a mean score of 

2.92 indicating that majority of respondents were slightly neutral on the statement 

and lastly, being able to ensure an increase of number of customers with a mean 

score of 3.63. 

Also, team working skills had three statements. These are being able to form network 

with other food vendors (mean score = 4.12). Being able to properly organize 

personnel who are involved in my business (mean score = 3.64) and being able to 

coordinate my team in all aspects of the business with a mean score of 3.31. All the 

first and second statements were slightly agreed by the respondents and the last 

statement was slightly perceived neutral. 

Lastly, financial management skills had three statements from which all of them 

were slightly agreed by the surveyed respondents. The first statement was being able 

to manage financial resources (mean score = 4.07). Being able to secure loans for 

financing my business with a mean score of 3.72. The last statement with a mean 

score of 3.56 was being able to coordinate and understand profits obtained from the 

business. These statements indicate that majority of them agreed on the financial 

management skills. 

4.4 Food Vendors Performance in Dodoma City  

Findings in Figure 4.1 indicated the business performance of food vendors in 

Dodoma City.  
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Figure 4. 1: Business performance of food vendors in Dodoma City 

Source: Field data (2019) 

Findings presented in Figure 4.1 indicated the business performance of food vendors. 

About 55.9% indicated an increase in business profitability of food vendors in 

Dodoma City. While a small proportion 44.1% noted a decrease in profitability 

among business vendors. These findings imply that there is an increase in 

profitability among food vendors which mostly contributed to training.  

The figure indicated about 62.4% indicated there is an increase in market share of 

food vendors, while about 37.6% noted a decrease in market share. The training 

provided to food vendors   influences market share of the business.  

4.5 Binary Logistics Regression Model 

Since the dependent variable which is the performance of food vendors was captured 

in terms of profitability and market share that were measured in binary responses. 

The binary logistics regression was conducted to analyse the influence of both formal 

and informal training on the performance of food vendors. From this aspect, 

indicators of all independent variables were regressed on each of the dependent 

variable.  
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4.5.1 The influence of formal entrepreneurship training on the profitability 

This study analysed the influence of formal entrepreneurship skills that included 

(business analysis skills, information processing skills, business organizing skills and 

business communication skills) on profitability as an indicator of business 

performance of food vendors. The results are presented on table 4.5 below. However 

the model summary showed that the Cox & Snell R Square.184 and Nagelkerke R 

Square .233. 

Table 4. 5: The influence of formal entrepreneurship training on the 

profitability 

Variables B Df Sig. Exp(B) 

Business analysis skills .253 1 .028 1.549 

Information processing skills .357 1 .043 1.438 

Business organizing skills .649 1 .026 1.934 

Business communication skills .168 1 .032 1.348 

Constant 1.598 1 .024 1.532 

Source: SPSS Output 

Results on table….show that all the indicators of formal entrepreneurship training are 

predictors of the performance of food vendors in terms of profitability. These 

findings show that business analysis skills, information processing skills, business 

organizing skills and business communication skills are positively and significant 

related to the profitability of food vendors as the p values are less than 0.05.  

4.5.2 The influence of formal entrepreneurship training on the market share 

This study analysed the influence of formal entrepreneurship skills that included 

(business analysis skills, information processing skills, business organizing skills and 

business communication skills) on the market share as an indicator of business 

performance of food vendors. The results are presented on table 4.6 .below. 
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Table 4. 6: The influence of formal entrepreneurship training on the market 

share 

Variables B Df Sig.   Exp(B) 

Business analysis skills .153 1 .069 1.232 

Information processing skills .127 1 .033 1.164 

Business organizing skills .109 1 .067 1.078 

Business communication skills .078 1 .082 1.003 

Constant 2.545 1 .043 1.687 

Source: SPSS Output 

Results on table 4.6 show that only information processing skills is the independent 

variable which predict the performance of food vendor in terms of market share. As 

other indicators which included business analysis skills, business organizing skills 

and business communication skills are  not significant related to the market share  (p 

values are greater than 0.05), despite the fact that all variables have positive beta 

coefficients. 

4.5.3 The influence of informal entrepreneurship training on the profitability 

This study analysed the influence of formal entrepreneurship skills that included 

(business running, skills in managing business, team working skills and financial 

management skills) on profitability as an indicator of business performance of food 

vendors. The results are presented on table 4.7 below. 

Table 4. 7: The influence of informal entrepreneurship training on the 

profitability 

Variables B Df Sig. Exp(B) 

Business running .425 1 .031 1.543 

Skills in managing business -.977 1 .251 .543 

Team working skills .493 1 .002 1.598 

Financial management skills .108 1 .358 1.292 

Constant 1.020 1 .200 1.871 

Source: SPSS Output 
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Informal training that includes business running (p=0.031, beta coefficient of 0.425) 

and team working skills (p=0.002, beta coefficient = 0.493) are the only predictors of 

profitability of food vendors. The remaining variables which are skills in managing 

business and financial management skills were found to not relate with the 

profitability of food vendors. These results imply that food vendors are more likely 

to improve their business’s profits through business running and team working skills. 

4.5.4 The influence of informal entrepreneurship training on the market share 

This study analysed the influence of formal entrepreneurship skills that included 

(business running, skills in managing business, team working skills and financial 

management skills) on the market share as an indicator of business performance of 

food vendors. The results are presented on table 4.8 below. 

Table 4. 8: The influence of informal entrepreneurship training on the market 

share 

Variables B Df Sig. Exp(B) 

Business running .871 1 .002 1.894 

Skills in managing business .287 1 .019 1.496 

Team working skills .109 1 .207 1.232 

Financial management skills .078 1 .526 1.039 

Constant -2.138 1 .001 0.84 

Source: SPSS Output 

Only business running and skills in managing business were found to be significantly 

related to the market share as the indicative measure of performance of food vendors. 

These variables had p values of 0.002 and 0.019 respectively. However, the 

remaining variables that are team working skills and financial management skills are 

not statistical predictors of market share of food vendors. Also, business running was 

found to be a good predictors with a beta coefficient of 0.871. 

4.6 Entrepreneurship training accessibility 

These findings showed that business analysis skills are not one of the formal training 

for food vendors to increase the performance of their business. Contrary Lori, (2017) 

argued that training is a catalyst for business performance that creates more room for 
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profitability and market share, it means the micro-entrepreneur need to perform 

better once the government policy is favourable to the operation of the business 

venture to facilitate the training of entrepreneurs. Similarly, Mwakie (2018) argued 

that entrepreneurship training is especially needed to influence the performance of 

food vendors in terms of market share and profitability. 

On the side of information process skills, the findings imply that food vendors lack 

information process skills in operating business. From these findings, it has been 

noted that food vendors lack the knowledge to process information. This is related to 

the fact that knowledge to access business information is always limited. Similarly, 

Essel, Adams, & Amankwah, (2019) argued that food vendors lack the knowledge to 

access information. It is especially well known that information is a source for 

business expansion and growth. This is limited in terms of knowledge which perhaps 

limit the business performance at a high rate.  

It has been found that food vendors managed to gain formal training that had 

improved emotional intelligence. The ability to control any sudden events in business 

like profit or loss is controlled by the emotional response system. These findings 

related to that of Ajuna, Ntale, & Ngui, (2018) argued that formal training is a source 

to improve and manage the emotional system of food vendors. This is the source for 

business management and adequate performance. The performance could be well 

realized in terms of market share and profitability. The sense of creating enough 

profit at least to pay for the cost in terms of labour, land and the owner of the 

business is created as a compensation for the business operation.  

This study showed that entrepreneurship skills are significant one entrepreneurship 

training factor that enhance the performance of food vendors. This implies that 

entrepreneurship skills are an important factor in the performance of food vendors. 

Similarly, Oviatt, (2019) showed that the performance of any business is directly 

connected to the skills to undertake such a business, therefore entrepreneurship skills 

are needed to be accumulated to the performance of the business.  

The findings noted that food vendors accessed business communication skills which 

are relevant to business performance. This study found that training on 
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communication is relevant to the performance of food vendors to increase 

profitability and attain the required market share. Namagembe, Ryan, & Sridharan 

(2019) results showed that the training period is a necessary factor connected to the 

performance of business activities. The training reported increasing the ability for a 

business person to communicate effectively especially to the small business under 

small capital. This has advanced skills in communication for both customers and 

other government stakeholders.  According to Kanake & Mahesh, (2018), Food 

vendors noted to experience growth in the first year of operation due to ability to 

communicate effectively in such a way that manage risk, opportunities required in 

business performance.  

Finally, having good communication skills is mostly connected to the better 

performance of food vendors. Generally, there is a need for highlights a new frontier 

for government policy as a formal training that could influence the performance of 

food vendors. The ability of training policy under the policy of the government must 

adequate create more room to increase knowledge base. The reality attempt is 

organized in the business operation and create more room to increase the market 

share of the food vendors.  

The findings noted that business organizing skills are an important factor in the 

business performance of food vendors. Similarly, Yadav, Heynen, & Palit, (2019) 

argued that training, advice and technical assistance that create or enhances business 

organization skills is a catalyst of performance food vendors. It is based on the ability 

to access formal training on a timely basis to promote the development and its 

respective performance of the business activities. Organizing skills in business is 

increasingly required for the performance of the business. The major aspects needed 

for business performance is connected to the support of increased business 

profitability and market share. There is a need to increase the business marketability 

by addressing the organizing skills of business. This is attained in the food vendors 

business because of the nature of business and really performance required. The 

profitability plan which is targeted must be well addressed under the organizing 

skills.  
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Similarly, Eskesen, (2014) argued that formal training provided to food vendors 

expected to site and grab opportunities. Food vendors need to be operated and 

managed with literate people with advanced business organizing skills. It needs a 

high ability to plan in terms of non-financial supports that are needed for business 

practices. Also, it facilitates the ability to acquire financial resources and non-

financial supports required for business operation and hence Food vendors 

performance.  

The findings noted that food vendors rare attended workshop for informal training.  

Similarly, Wakkee, Hoestenberghe, & Mwasalwiba, (2018) argued that workshop for 

informal training is less addressed and attended by the food vendors. There is a 

specific attempt to gain knowledge but its attention over the workshop is little 

undertaken. This is created by poor organizing ability to handle the informal 

workshop among the food vendors. The way to organize and implement informal 

training is constrained by the business environment and the ability of food vendors.  

These findings noted that team working is not considered in informal training. 

Similarly, Katula & Kiriinya, (2018) argued that team working is less considered as 

an informal facet in business training. It is less addressed in the informal business 

grounds, it is the necessary facets in the business management and operation which is 

needed for adequate performance.  

Mashal (2018) argued that time disciple, training, credit behaviour, government 

policy and intervention, all these factors considered to be relevant to the performance 

of a business venture.  The micro-entrepreneur need to perform better once the 

government policy is favourable to the operation of the business venture.  Ismail & 

Karlsson, (2013) it is connected that training, time disciple, social network, credit 

and saving behaviour, basically are needed to improve performance of business 

venture, the micro-entrepreneur ability to access training in a timely basis is required 

to promote the development and its respective performance. Credit in business 

operation and respective cash management are needed as an ingredient for business 

performance.  

Ramadani, Hisrich, & Gërguri-Rashiti (2015) given that training micro-enterprise 

predicted to the web site and clutch opportunities. Micro-enterprise desires to be 
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operated and managed with literate people. Capability to sketch in phrases of non-

financial supports that are wanted for enterprise practices. It obtained the capability 

of obtaining financial resources and non-financial helps required for commercial 

enterprise operation and as a result micro-enterprise performance. 

These findings imply that entrepreneurship skills are needed for effective business 

management. Similarly, Oviatt, (2019) argued that the performance of food vendors 

is contributed to the entrepreneurship skills in business management which are vital 

for running a business. The food vendors need special training which could be 

organized through informal training to capture relevant entrepreneurship skills.  

These findings imply that majority of the food vendors are not prepared for financial 

management skills. Similarly, Ajuna, Ntale, & Ngui, (2018) argued that the majority 

of food vendors are not well equipped with financial management as in the informal 

settings. The training is organized but adequate experience in the informal training is 

not provided.  

Idris & Agbim (2015)  argued that training on the economic matters is the source for 

the effectiveness of micro business running, team working skills and skills in 

managing a business are the key function in the success of small business growth. 

Lack of managerial competence reduces the potential to enhance sound plans and 

strategies for effective management of micro-enterprise business (Idris & Agbim, 

2015).  

Churchill, (2018) argued that there is a positive effect of entrepreneurship skills on 

the development of small business. Although there can be support from formal 

sectors such banks, microfinance institutions, executives of large enterprises in 

promote venture creation, if the small business owner has entrepreneurship skills 

there must be a significant impact compared to those who have not.  The food 

vending manage business especially in food preparation through informal training, 

thus formalizing informal training received increased opportunity to perform better 

in food vending. The food preparation training is one of the informal training 

provided to food vendors.  



66 

Essel, Adams, & Amankwah, (2019) pointed out that entrepreneurship enhances the 

success of a newly founded business this is because is directly connected to the 

ability of cash, training, establish a social network, innovation, creativity, and risk-

taking, leadership, and profit maximization. Entrepreneurship training is highly 

related to the increase in sales of food vendors. Because it provides skills and 

knowledge required for the business such as cleaning, cost, profit and the way to 

operate food fending business. This has been found not necessary to rely on the 

training period. The accessibility to formal training among food vendors increased 

skills such as on the provision of hygienic food.  

Henry, Hill, & Leitch, (2017) argued that the challenges in entrepreneurship training 

are driven by the lack of skills and knowledge to control business. Under 

prerequisites of macro-economic instability and safety investments, the macro-

economic challenges are incredibly dominated with monetary advice and ride in the 

micro-businesses processing business.  

4.7 Entrepreneurship training towards food vendor’s profitability 

The findings noted that the odd of increasing profitability was about 3 times for unit 

increase in formal training score. For informal training, it was observed that a unit 

increase in informal training score influencing the odd to have increased profitability 

by almost 2 times. The food vendors could perform better in their business through 

training in entrepreneurship. These results tend to contract to that of McKenzie & 

Puerto (2017) food vendors to adequate perform well must be associated with 

knowledge related to money and its transaction.  

The findings showed that food vendors are trained on the way to provide business 

communication skills. This training is a catalyst for the performance of food vending. 

Business communication skills reflect the formal training attended by food vending. 

Food vending need formal training for running their business. According to Wilbard, 

(2017) performance of the microenterprises are based on the training in business 

communication. This suggests that the training accompanying the provision of 

knowledge in communication that likely to improve the capacity of the entrepreneurs 

to increase profitability as a performance indicator. Eijdenberg & Borner (2017)  

argued that training from the government enables the accumulation of skills and 
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experience in enterprise development. In that respect, various Food vendors could be 

started through government non-financial supports like training in business 

communication skills. This is related to the increase of profitability in the business 

undertaking, it is related to an increase in profit in the short stance after the 

accumulation of training with communication. The skills are needed to meet the 

customers in the business aspects.  

The food vending operated at the informal sector and formalizing food vending 

business appeared to be less considered in the perspective of food vending. Training 

on food delivery was not a significant variable in formalizing food fending business. 

Concurrently Essel, Adams, & Amankwah, (2019) argued food vendors 

performance, among others it had been found out that factors such as innovation, 

training and government policy and intervention, all these factors considered to be 

relevant to the performance of food vendors (MEs). This means the Food vendors 

manage to perform better once the government policy is favourable to the operation 

of the Food vendors. The non-government supports that are considered to be relevant 

to the performance of Food vendors were training and establishment of intervention. 

This is needed for the improvement of food vendors’ business environment and its 

respective performance.  

The training on organizing skills is needed as formal training to facilitate food 

vending. The training food vending on marketing their food is well conducted to 

facilitate the performance of a food vending business. Similarly,  Galanakis (2018) 

argued that food vendors facing to get an education, the study found that food 

vendors are economic activities of the informal sector whereby an entrepreneurs need 

the training to attain their desire, whereby individual are dwindling in the attainment 

of an Enter partnership training due to following defects.  

Kusi-Mensah, (2019) argued that training of food vendors is needed to be provided 

in the periodic basis to enable them to gain skills and knowledge to control business. 

Also McKenzie & Puerto, (2017) argued that food vendors as a possible source of 

job creation, empowerment and economic dynamism need to be provided in the 

business premises accessibility could result in the development of the food vendors.  

Namagembe, Ryan, & Sridharan (2019) argued that entrepreneurship training is the 
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source of performance of food vendors.  The sales of food vendors are increased 

because of entrepreneurship skills, training period and cash management skills.  

Kilonzo (2012) micro-enterprise tend to operate on average  due to moderate risk-

taking, the perception is driven by credit, training and saving behaviour, also most 

entrepreneurs are not time conscious for that reason tend to face challenges in 

training accessibility 

Ajuna, Ntale, & Ngui, (2018) argued such as a secure loan on the affordable interest 

rate, Business supervision and to expand business capital. The entrepreneurship 

training is related to the financial performance variables such as business profit, 

market product and business sales.  The financial performance is directly related to 

the training which tends to influence positive results in the organization. Similarly, 

Kamunge, Njeru, & Tirimba (2014) argued that the factors affecting the performance 

of small and micro enterprises are directly related to the training for business 

performance. Rauch & Hatak (2016) argued that the overall performance of 

microenterprise is related to the advice in business operation and management of the 

business.  

Momanyi & Munene (2013) argued that the factors affecting financial performance 

are connected to a lack of formal training in the aspects of sales, cost, business profit 

and even management of capital. Similarly, Galanakis (2018) argued that strategies 

and activities are directly related to the training in the matters of sales, profits, 

market and even expansion. The Food vendors sector becomes well successful due to 

increase in demand and price of the products.  Mukuhlani (2014) argued that the 

development of an enterprise is adequately related to the promotion of training for 

entrepreneurs which affects both formal and informal entrepreneurs. Training period 

tends to affect the sales of food vendors. Training on marketing as a formal training 

attended by food vending, it facilitates customers increase in the business (Tonna & 

Okoli, 2017). A study conducted by McKenzie & Puerto (2017) argued that food 

vendors create job, empowerment and economic dynamism due to raining especially 

separating profits and sales. Government through institutional premises promote 

Food vendors.  
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Haider (2018) argued that financing training activity for food vendors is directly 

related to increased performance. The disbursement of the funds is controlled 

because of the existence of financial institutions. Falcone & Sica (2019) argued that 

the challenges that financial institutions face are the sources of debt financing, and 

lack of funds to facilitate training activities.  Similarly, Bruhn, Karlan, & Schoar 

(2018) argued that training practices tend to contribute to the performance of food 

vendors.  Martínez, Short, & Estrada (2017) directly related to the informal economy 

in which entrepreneurs promote the formal monetary planning, budgeting and 

management. The existing entrepreneurship to understand the importance of training 

towards the accomplishment of the business performance.  

Maclean, Jagannathan, & Panth (2017) argued that Education and skills advancement 

is both the source of business performance.  The training food vendors are the source 

of improved capacity, the delay of training facilitation tend to delay the ability to 

bear the risk. The reality of training could not easily be denied in the facilitation of 

business performance. Rezaei-Moghaddam & Izadi, (2019) surged that 

entrepreneurship is required in the business performance which is the source of 

working skills required in the improvement methods of doing business. Ackah & 

Vuvor, (2011) argued that borrowing is limited by a lack of training on the saving 

account and the general monetary system perspective. The ability to access training 

in terms of technology and relevant skills are the catalyst for business operation. 

Kharmawphlang, (2019) argued that training is the source of facilitating business, it 

well equips policy infrastructure. Several factors make risk assessment more 

complex for the Food vendors  such as   dependence on weather, geographical, 

myriad crop varieties and yield patterns, volatile pricing trends,  

Yadav, Heynen, & Palit, (2019) argued that training is directly related to the informal 

Food vendors and ability to formalize. The study conducted by Tisimia (2014) there 

is ow efficiency under the Food vendors business. The productivity of labour is 

highly connected with the experience, education, training and physical protection. 

The existence of a positive relationship on the formal entrepreneurship training on 

customer increase of food vendors. The single unit increase in any of the independent 

variables leads to a corresponding increase in the customer of food vendors.   
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Sanches-Pereira et al., (2017) argued that Food vendors business need to process 

Food vendors’ in large quality. The low protection among the Food vendors reduced 

the ability to perform well in the business. The food vending manage business 

especially in entrepreneurship skills through informal training, thus formalizing 

informal training received increased opportunity to perform better in food vending. 

Entrepreneurship training is one of the informal training provided to food vendors. It 

means that the majority of the food vendors operate such a business through informal 

training which increased skills to undertaken food vendors.  

Falcone & Sica (2019) did on the challenges that food vendors facing to get an 

education, the study found that food vendors are economic activities of the informal 

sector whereby an entrepreneurs need the training to attain their desire, whereby 

individual are dwindling in the attainment of an entrepreneurship training due to 

following defects; Also alié & Nelgen that women entrepreneur in food vending play 

important roles in the social-economic and political development of any nation. It is 

believed that women contribute more than men in family obligations a situation 

which blocks them from becoming successful entrepreneurs. It is believed that the 

creation of successful women enterprise is highly linked to the possession of key 

entrepreneurship skills and resources it is clear that skills are obtained through 

training which increases the capacity of performing entrepreneurship. Policy-making 

bodies of developing countries recognize that entrepreneurship training is important 

for the performance of the women-owned business.  

The team working training is not necessarily acquired as informal training to food 

vendors. Contrary to this Haider, (2018) argued that team working is a formal 

training provided especially in the period of business performance during the 

expansion stage. Concurrently McKenzie & Puerto, (2017) argued that of food 

vendors to attain training and business performances in team working over the 

business need practical training. It is useful to entrepreneurship approach rather than 

the traditional one, also the introduction of ward and street group seminars, 

mentoring and counselling, group discussion, pay a visit and using a computer for 

simulation and games.  Generally, In response to changes government policies and 

public banking institutions, the sector has also been transformed. For example, in 

rural areas, there has been a growth of savings and credit unions that offers micro-
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financial facilities to farmers and small business owners; they should produce a 

startup capital to the small scale businessman by using some condition that is 

favourable to them. Kharmawphlang, (2019) argued that experience or advice about 

how to assess the risk associated with food vendors. Several factors make risk 

assessment more complex for the Food vendors sector: dependence on weather, 

geographical context, myriad crop varieties and yield patterns, volatile pricing trends, 

uncertainty around land ownership and titles, and socio-economic context in which 

the work.  

4.8 Entrepreneurship training in the context of Market share 

The food vendors learning emotional intelligence of their business formally.  

Contrary to this Katula & Kiriinya, (2018) showed that business management to 

deals with risk is learned formally to increase knowledge and experience in business 

in the informal settings.   

The findings note that food vendors rare attended workshop for informal training. 

This is related to that of Chikanda & Tawodzera (2017) who argued that training is 

formally organized to small businesswomen who rare attended workshop for 

informal training. The various subject such as training on profit and cost reduction. 

These findings found that training on profit separation is not part of informal training 

provided to food vendors.  This means that food vendors already acquire some sort of 

cost reduction training informally to facilitate performance.  

Chirume & Thondhlana (2013) argued that entrepreneurship knowledge’s argued that 

the skills required by entrepreneurs can be classified into three main areas: technical 

skills, business management skills and interpersonal skills. Also, there is the modal 

that enhances entrepreneurs or vendors performances such as entrepreneurial skills, 

entrepreneurial performances and motivations. From those skills attained are 

management style, written and oral, interpersonal relationship, decision making, 

accounting, inner control and innovative skills. 

Galanakis, (2018) argued that food vendors business financial advice towards 

business performance. The general productivity of labour is highly connected with 

the experience, education, training and physical protection. The growths of firms are 
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highly connected with the value of raw-materials, manager’s education and energy 

cost. Edeme & Nkalu, (2018) argued that entrepreneurship training contributes to 

economic development, it is clear from the experience that large numbers of 

enterprises were under male ownership. In other words, it was not common to see 

women-owned businesses especially in developing countries like Tanzania. The idea 

and practice of women entrepreneurship is a recent phenomenon. Scientific discourse 

about food vendors’ entrepreneurship is the source of development over the business 

and the economy at large.  

Addo, (2018) argued that entrepreneurship training in the performance of food 

vendors, to gain the benefit, hygiene, using well technology to perform business 

under advanced mobile trading fast food eg online customer services, using well 

potential available and having business administration in the food vendors for 

realization profit-making. Isaga (2015) that entrepreneurship enhances the success of 

a newly founded business. This is due to the entrepreneurial ability to management 

of cash, training, establish a social network, innovation, creativity, and risk-taking, 

leadership, and profit maximization (Isaga, 2015).  Hidayat & Yunus, (2019) in 

Indonesia argued entrepreneurship skills on the development of small business. 

Although there can be support from formal sectors such banks, microfinance 

institutions, executives of large enterprises in promote venture creation, if the small 

business owner has entrepreneurship skills there must be a significant impact 

compared to those who have not. These imply that entrepreneurship skills processed 

by small business owners contribute to a great extent the development of 

business(Baragwiha, 2013).  Godrich et al., (2018) argued that training food vendors 

need skills like business, motivations and entrepreneurship skills need teaching 

methodologies that will foster their training and environment such as seminars, 

discussions, internships, on-site visit and role-playing.  The overall role of the 

facilitator is to ensure that learning takes place through activities such as creativity, 

self-learning and critical thinking. The training courses designed to develop 

achievement motivation have significantly improved small business performance.  

According to  Chikanda & Tawodzera (2017) argued that enterprise skills that are 

essential for successful entrepreneurship argued that entrepreneurship education 

should change his attitudes, high achiever, potentiality, the ability to assess and 



73 

appreciate one’s strengths and weaknesses and evaluate one’s performance, the 

ability also to communicate with other people, to make business negotiation; to deal 

with people in power and authority; to resolve conflict, and to cope with stress and 

tension. In addition to that able to making decisions, planning on his or her 

responsibilities and solving problems.  Also, Godrich et al., (2018) argued that 

training, time disciple, social network, credit and saving behaviour, basically are 

needed to improve performance of business venture, the micro-entrepreneur ability to 

access training in a timely basis is required to promote the development and its 

respective performance. Credit in business operation and respective cash 

management are needed as an ingredient for business performance. Concurrently,  

Addo, (2018) argued that enhancing the performance of micro-enterprises is 

contributed to the experience growth in the first year of operation due to moderate 

risk-taking, the perception is generally contributed to credit, training and saving 

behaviour, also most entrepreneurs are not time conscious especially under the low 

stage, some of them facing challenges in training accessibility.  

Bhowmik & Saha, (2012) argued that productivity, innovation and employment are 

for economic opportunities among the entrepreneurship. It is the source of market 

share and well improvement of the ability of the business.   Rahman, (2019) argued 

that performance of food vendors is related to the profitability (return on investment, 

return on equity), some liquidity (quick ratio, present-day ratio), and still others 

solvency (gearing). The profitability creates earnings that have obtained a lot of 

shortcomings by the future training and monetary performance. The study by 

Hameed, Hussin, Azeem, Arif, & Basheer, (2017) additionally argued that there is a 

link between training and returns. It is precisely presented to small micro-business 

and its related capacity of business in terms of skills, information processing skills, 

emotional intelligence, business communication skills and business organizing skills.  

Oviatt, (2019) argued that entrepreneurship training is related to sales strategy, 

budgeting and cost controlling. This is based on the poor skills and knowledge’ and 

provide poor street food services. Training is critical to ensuring quality service and 

meeting food vendors.  Mwakio, (2018), argued in terms of strategic options for 

enhancing the performance of Food vendors. It is clear that Food vendors noted to 

experience growth in the first year of operation due to moderate risk-taking, 
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perception of opportunities are important predictors of growth of Food vendors. 

Gonzal, Pongthanapanich, & Bueno, (2019) argued that training, advice and 

technical assistance, tend to improve the performance of micro-enterprise. Gonzal et 

al., (2019) argued that education Food vendors expected to site and grab 

opportunities. The ability to plan in terms of non-financial supports that are needed 

for business practices.  Zainol et al. (2017) argued that lack of managerial 

technological assistances, personal qualities and technological assistances are major 

contributors to the failure of firms. The ability of the firm to obtain advice is directly 

related to small firms to manage. Bushe (2019) argued that the growth of 

microenterprise business relies on the macro-economic, legal and policy 

environment.  

Omondi & Jagongo (2018) the ability of a business to perform well is relied on the business 

advice and saving account under the financial system. The Food vendors business 

needs relevant advice, concepts and technological assistances in business life 

performance.  Katula & Kiriinya, (2018) argued that the performance of the value-

adding business in Food vendors was on average low.   

Narula & Wahed, (2017) argued the capacity directly should be related to using 

funds. Food vendors’ activity is the basis for investment and protection allocation in 

the existing risk. The management is directly related to the risk and financial 

decision. Namutenda & Muturi, (2017) argued that the technical assistance training 

accompanying the provision of microloans most likely improves the capacity of the 

entrepreneurs to use funds and hence impacts on performance. Kapinga et al., (2018) 

argued that competitiveness Food vendors business is built in better access to 

financial services at the minimum levels. Obulinji, (2020) argued that access to the 

required physical and human protection becomes more critical. Indeed, processes of 

Food vendors’ industrialization are associated with, and at the same time, themselves 

induce, technological changes along the supply chain, for example, through 

improved crops and livestock, new forms of processing and enhanced distribution 

systems.  

A study conducted by Barber, Garza-Reyes, Kumar, & Abdi, (2017) argued food 

vendors performance, among others it had been found out that factors such as 
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innovation, training and government policy and intervention. The non-government 

supports that are considered to be relevant to the performance of Food vendors. 

Kabir (2019) argued that food vendors facing to get an education, the study found 

that Street food vendors are required to be trained in startup capital.  

Mushi & Millanzi, (2019) argued that starting a diverse range of small businesses 

and to offer qthem a more or less common skills program. More overtime allocated 

in training is very little compared to the syllabus or content available (Mushi & 

Millanzi, 2019). The successful women enterprise is highly linked with 

entrepreneurship skills and resources through training which increases the capacity 

of performing entrepreneurship. Policy-making bodies of developing countries 

recognize that entrepreneurship training is important for the performance of the 

women-owned business.  Godrich et al., (2018) argued that this recognition has led 

to a host of supportive interventions among women entrepreneurs, it well-designed 

SME policy has increasingly apparent on the contribution.  
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CHAPTER FIVE 

SUMMARY, CONCLUSION AND RECOMMENDATIONS 

5.1 Overview  

This chapter discusses the conclusion drawn from the study findings and 

recommendations made. The recommendations are presented to Dodoma City 

Council, Financial institution,  Food vendors and  Vocational training institutions.  

5.2 Summary of findings  

A large proportion 65.6% of respondents had the experience of more than 6 years on 

average, the food vendors have enough experience to adequately manage their 

business after attending entrepreneurship training leading to enhancing business 

performances of food vendors in Tanzania which are accomplished by active age 

group.  

In the context of respondents profile the study indicated that a large proportion of 

66.67% is females the food fending mostly undertaken by females compared to the 

male counterparty. The nature of the activity which allowed to be mostly undertaken 

females compared to male.   

A large proportion of 58.06% had primary or secondary education, the majority 

appeared to have primary education or secondary education because it is the basic 

education in Tanzania. On contrary hotel management education appeared to be the 

least because in Tanzania hotel management to practice food vending is not a 

priority. However, food vending practices are mainly undertaken as a sole 

proprietorship is reported by 73.12% of respondents’ sole proprietorship. Food 

vending business is practiced in terms of a sole proprietorship. A sole proprietorship 

is used through Entrepreneurship training to enhance sales of food vendors. The 

entrepreneurship training provided for food vendors is needed to influence the 

performance of food vendors.  

The type of entrepreneurship training attended by food vendors in Dodoma City. 

This was specifically addressed on the existence of a large proportion of business 

analysis skills help me to increase performance. Specifically addressed 25(26.88 %) 

disagree it means that the value of business analysis skills help to increase 
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performance, specifically addressed the business analysis skills under the formal 

training for food vendors to increase the performance of their business.  

Business communication skills are crucial for my business performance. It has been 

noted that 30(32.26%) agree. The food vendors accessed business communication 

skills which are relevant to the business performance.  

The business organizing skills obtained informal training help me to increase 

performance. A large proportion 31(33.33%) strongly agree that reason business 

organizing skill is an important factor in the business performance of food vendors.  

The networking skills obtained in workshops and informal training helps me in 

running my business, the average of 3.31 indicates neutral responses. The value of 

networking skills in workshops and informal training helps me in running my 

business .The food vendors rare attended workshop for informal training.  

The team working skills obtained in informal training helps me in managing 

stakeholders. About 27(29.03%) strongly disagree. team working is not considered in 

informal training.  

The entrepreneurship skills are crucial in managing my business, a large proportion 

25(26.88%) agree. Entrepreneurship skills are needed for effective business 

management.  

Financial management skills are important in organizing my financial details. A large 

proportion 32(34.41%). the majority of the food vendors are not prepared for 

financial management skills. 

It has been noted that the influence of entrepreneurship training attended by food 

vendors on increasing food vendor’s profitability. The fitted logistic regression 

model for the influence of entrepreneurship training on increasing food vendor’s 

profitability. The odd of increasing profitability was about 3 times for unit increase 

in formal training score. For informal training, it was observed that a unit increase in 

informal training score influencing the odd to have increased profitability by almost 
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2 times. None of the controlling variables was observed to be associated with an 

increase in profitability. 

The influence of entrepreneurship training attended by food vendors on increasing 

Market share. Similarly under the logistic regression for the influence of 

entrepreneurship training among food vendors on increasing Market share. Logistic 

regression was applied to measure the likelihood of food vendors’ performance. The 

formal (p=0.0124) and informal (p=0.0088) training were significantly influencing 

an increase in market share. It was directly observed to be significantly positively 

associated with an increase in market share. 

The business performance of food vendors relies on the increase in business 

profitability of food vendors in Dodoma City. There is an increase in profitability 

among food vendors as a result of training. About 62.4% indicated there is an 

increase in market share of food vendors, while about 37.6% noted a decrease in 

market share. The training provided to food vendors influences market share of the 

business.  

5.3 Conclusion 

It has been noted that the type of entrepreneurship training attended by food vendors 

in Dodoma City. The business analysis skills are not one of the formal training for 

food vendors to increase the performance of their business. Food vendors lack 

information process skills in operating business this partly become a challenge in 

business performance. It is clear that the closeness to strongly agree on responses, 

The food vendors managed to gain formal training that had improved emotional 

intelligence.  

Business communication skills are crucial for my business performance. It has been 

noted that the value in data set of business communication skills is crucial for the 

business performance of food vendors through business communication skills which 

is relevant to the business performance.  

The business organizing skills obtained informal training help me to increase 

performance. The value in data set is closer to the reason business organizing skills is 

an important factor in the business performance of food vendors. The team working 
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skills obtained in informal training helps me in managing stakeholders, then team 

working is not considered in informal training.  

The entrepreneurship skills are crucial in managing my business, the value of data is 

closer to the mean entrepreneurship skills is needed for effective business 

management. The financial management skills are important in organizing my 

financial details, the majority of the food vendors are not prepared for financial 

management skills. 

It has been noted that the influence of entrepreneurship training attended by food 

vendors on increasing food vendor’s profitability. The fitted logistic regression 

model for the influence of entrepreneurship training on increasing food vendor’s 

profitability. The odd of increasing profitability was about 3 times for unit increase 

in formal training score. For informal training, it was observed that a unit increase in 

informal training score influencing the odd to have increased profitability by almost 

2 times. None of the controlling variables was observed to be associated with an 

increase in profitability. 

The influence of entrepreneurship training attended by food vendors on increasing 

Market share. Similarly under the logistic regression for the influence of 

entrepreneurship training among food vendors on increasing Market share. The 

formal (p=0.0124) and informal (p=0.0088) training were significantly influencing 

an increase in market share. It was directly observed to be significantly positively 

associated with an increase in market share.  

The business performance of food vendors is directly related to the increase in 

business profitability of food vendors in Dodoma City. There is an increase in 

profitability among food vendors as a result of training. There is an increase in 

market share of food vendors, while about 37.6% noted a decrease in market share. 

The training provided to food vendors influences market share of the business.  
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5.4 Recommendations  

This study recommended to Dodoma City Council, Financial institution, Food 

vendors and Vocational training institutions.  

Dodoma City Council should organize entrepreneurship training program that 

especially to support the food vendors and any other related groups. It is generally 

based on the increase of awareness among the food vendors in various aspects of the 

business.  

The financial institution, should extent the training program that could adequately 

affect the sales. This could be extended to cover only food vendors, a specially 

designed program is needed to facilitate the operation of food vendors.  

Food vendors should exactly know the importance of the search for knowledge and 

information on the best way to organize and run food vending activities. This 

business needed to be well organized and prepared to capture the large market 

potential.  

5.5 Area for further research  

The future study can focus on the impact of entrepreneurship training on the 

performance of the food vendor when moderated by institutional and individual 

factors. Therefore it is summed up that relevant topic to be studied are;  

i. Experience of food vendors and business performance  

ii. The effect of regulation and performance of food vendors  

iii. The strategies to improve the performance of food vendors  
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APPENDICES 
Appendix 1: Questionnaire for food vendors  

Dear participant   

My name is Said, Mawazo A.  I’m a student from the University of Dodoma 

(UDOM) conducting research entitled “THE ROLE OF ENTREPRENEURSHIP 

TRAINING ON ENHANCING BUSINESS PERFORMANCE OF FOOD 

VENDORS IN TANZANIA. A case of Dodoma City”  

I request you to provide information for this study. The main purpose of these 

questionnaires is to gather data on the role of entrepreneurship training on 

influencing the business performance of food vendors in small business which will 

provide detailed information for my current study. I assure the data obtained will be 

used for the study, confidentially and anonymity will be highly observed. You may 

not require giving your name in this questionnaire.  

Part I: Demographic Information 

1. Name of respondents  

2. Your Gender: (please circle the relevant answer) [a] male  [b]female 

3. Age: [    ] (in years) 

4. Marital status (please circle the right answer [a]  married  [b] Single [c] 

Divorce  [d] Widow [d] Others 

5. What is your level of education? (please circle the relevant answer) [a] No 

formal education  [b] Primary education [c] Secondary education  [d] Others  

6. Experiences: [  ] (please mention working experience years) 
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Part II: The type of entrepreneurship training attended by food vendors in 

Dodoma City  

7. Do you attend any entrepreneurship-related training for your business?  

a) Yes         b)  No                                           (         )          

b) Type of formal entrepreneurship training attended by food vendors  

Type of entre training Strongly 

disagree  

Disagree  Neutral Agree  Strongly 

agree  

Business analysis skills 

 

     

Information processing 

skills 

     

Business 

communication skills 

 

     

Business organizing 

skills 

     

c) Type of informal entrepreneurship training attended by food vendors  

Type of entre training Strongly 

disagree   

Disagree  Neutral  Agree  Strongly 

agree  

Business running  

 

     

Team working skills 

 

     

Skills in managing 

business  

 

     

Financial management 

skills 
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8. Does the entrepreneurship training attend improve sales for your food 

vending?  

a) Yes          b) No                                            (          ) 

The cost incurred by food vendors  

Type of materials Purchased  per day 

low peak (4months) 

Purchased  per day  

high peak (8 months) 

Rice (Before training) 100 200 

Rice (After training) 100 200 

Others (please specify)   

 

Other costs Number  Average payments 

Employees  10 200 

Transport    

Levies    

 

9. If  Yes/No  how much do your sales annually in food vending 

income Type of food Sales per day 

low peak (4months) 

Sales per day  

high peak (8 months) 

Rice  10 20 
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Type of food Price  

low peak (4months) 

Price  

high peak (8 months) 

Rice 1000 1200 

   

   

 

10. What is the number of hours it takes for selling your food per day?  

………………………………………………………………………………….. 

…………………………………………………………………………………. 

11. How much cost do your incur in your business?  

…………………………………….. 

 

12. The aspects which affect sales of business  

Type of entre 

training 

Strongly 

disagree   

Disagree  Neutral  Agree  Strongly 

agree  

Entrepreneurship 

skills  

     

Training period       

Market skills       

 

 

 

 

 

14. In what ways entrepreneurship training could influence the sales of your 

business? 

 

Ways to influence sales  Strongly 

disagree   

Disagree  Neutral  Agree  Strongly 

agree  

 Bookkeeping skills      



101 

Financial management 

skills 

     

Marketing skills      

Communication skills       

 

Part III. Type of formal entrepreneurship training o Attended by food vendors 

in Dodoma municipal council 

15. What is formal entrepreneurship training have attended? 

S/

N 

Variable  Statements Strongl

y 

disagre

e 

Disagre

e 

Neutr

al 

Agre

e 

Strongl

y Agree 

1 Business 

Analysis 

Skills 

Being able to 

examine the 

trends of my 

business 

     

Being able to 

understand 

profit and 

loss of my 

business 

     

Being able to 

analyse 

customers’ 

wants 

     

2 Information 

Processing 

Skills 

Being able to 

understand 

customers’ 

requirements 

when they 

tell you 
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Understandi

ng 

information 

related to 

business 

profitability 

     

Being able to 

understand 

information 

related to 

business at 

my area of 

work 

     

3 Business 

organizing 

skills 

Being able to 

properly 

arrange 

business 

practices  

     

Being able to 

ensure that 

day to day 

operations 

are 

systematicall

y prepared 

     

Being able to 

ensure that 

business 

arrangement

s are pre-

prepared 

before 

engagement 
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4 Business 

Communicati

on Skills 

Being able to 

communicat

e well with 

customers 

     

Being able to 

communicat

e well with 

customers 

     

Being able to 

communicat

e well with 

other food 

vendors 

     

 

 

Part IV. Type of Informal Training on Attended by food vendors in Dodoma 

municipal council  

20. What is informal entrepreneurship training have you received?  

S/

N 

Variable  Statements Strongl

y 

disagree 

Disagre

e 

Neutra

l 

Agre

e 

Strongl

y Agree 

1 Business 

running 

Being able 

to operate 

business in 

all business 

aspects 

     

Being able 

to properly 

enhance 

saving and 

credit 
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behaviour 

Being able 

to operate 

business 

practices 

without 

interference

s 

     

2 Skills in 

managing 

business 

Being able 

to manage 

expenditure

s related to 

my business 

     

Being able 

to 

coordinate 

day to day 

business 

activities 

     

Being able 

to ensure an 

increase of 

number of 

customers 

     

3 Team 

working 

skills 

Being able 

to form 

network 

with other 

food 

vendors 

     

Being able 

to properly 

organize 
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personnel 

who are 

involved in 

my business 

Being able 

to 

coordinate 

my team in 

all aspects 

of the 

business 

     

4 Financial 

Managemen

t Skills 

Being able 

to manage 

financial 

resources 

     

Being able 

to secure 

loans for 

financing 

my business 

     

Being able 

to 

coordinate 

and 

understand 

profits 

obtained 

from the 

business 
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Appendix 2: Interview Guide 

A dear participant   

My name is Said, Mawazo A.  I’m a student from the University of Dodoma 

(UDOM) conducting research entitled “THE ROLE OF ENTREPRENEURSHIP 

TRAINING ON ENHANCING BUSINESS PERFORMANCE OF FOOD 

VENDORS IN TANZANIA. A case of Dodoma City” I request you to provide 

information for this study. The main purpose of this interview guide is to gather data 

on the role of entrepreneurship training on influencing the business performance of 

food vendors in small business which will provide detailed information for my 

current study. I assure the data obtained will be used for the study, confidentially and 

anonymity will be highly observed.  

(i) What is your name 

(ii) Age 

(iii)Sex 

(iv) As a food vendor did you attend any training 

(v) What is the type of entrepreneurship training attended by a food vendor? 

……………………………………………………………………………………… 

……………………………………………………………………………………… 

…………………………………………………………………………………….. 

(vi) Explain different types of entrepreneurship training you know? 

…………………………………………………………………………………….. 

……………………………………………………………………………………… 

……………………………………………………………………………………… 

(vii) How entrepreneurship training attended by food vendors influence food 

vendor’s profitability? 

……………………………………………………………………………………… 

……………………………………………………………………………………… 

……………………………………………………………………………………… 
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(viii) How entrepreneurship training attended by food vendors’ influence their 

market share?  

……………………………………………………………………………………… 

……………………………………………………………………………………… 

……………………………………………………………………………………… 

(ix) Explain the way entrepreneurship training attended relate to market share? 

…………………………………………………………………………………………………………………………………………. 

………………………………………………………………………………………………………………………………………… 

………………………………………………………………………………………………………………………………………… 

 

 


