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Introduction: The Nigerian construction industry has experienced significant
growth in recent years, driven by government investments in infrastructures and
a surge in private sector activities. This led to the emergence of construction
organizations with enhanced capabilities, positioning them for expansion
beyond the domestic market, hence this study. This paper examines the
resources and capabilities of construction organizations in Nigeria to export their
services across borders into West African countries with a view to minimizing
economic loss in the region.

Method: With a quantitative research approach, a well-structured questionnaire
was employed to collect data from 103 construction organizations including
eight architectural, 47 engineering, nine estate surveying and valuation, 22
quantity surveying; and 17 contracting firms located in Lagos and Abuja. Data
reported in this paper were analyzed using mean score, analysis of variance and
factor analysis.

Results: The results revealed that the top ranked resources and capabilities
ranked as significant requirement for exporting services into West African
markets is business reputation and trust (M = 4.04). This is followed by human
capital (M = 3.94), organizational and operational structure (M = 3.94) and
information about a market (M = 3.87).

Discussion/Conclusion: The study concludes that reputation, trust, personnel,
organization structure and market information are essential requirements for
construction organizations to export services into the West African markets.

KEYWORDS

resources, capabilities, construction organizations, export services, West African
markets

Introduction

Construction market in Africa is one of the target destinations for most large global
corporations. One of the reasons for this is the availability of opportunities for investment
in basic infrastructures such as road, energy, water including availability of cheap labour
(Khanna et al., 2015). In 2025, construction market in Africa is estimated at USD 61.09
billion with expected value of USD 77.35 billion by 2030. This value is projected at
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4.83% compound annual growth rate (CAGR) within a period of
2025-2030 (Research and Market, 2025). In addition, there are
currently over 570 construction projects in Africa that are worth
USD 450 billion. The second largest construction sector after energy
sector is transport sector, which include road, airport and rail
projects and all worth more than USD 280 billion. Egypt is leading
construction market in Africa with more than 300 active projects
that worth USD 338 billion and this is followed by South Africa
with active projects valued at USD 207 billion while Nigeria takes
the third position with ongoing and upcoming projects that worth
USD 2008 billion (Research and Market, 2025).

Earlier studies established that more than half of the
construction projects in Africa are being executed by multinational
construction companies from global East and North including
Middle East (Odediran and Windapo, 2017). Moreover, it is revealed
that there are some construction companies from Egypt, South
Africa and Equatorial Guinea are crossing borders and operate in
Africa including the West African construction market (Odediran
and Windapo, 2017) excluding Nigerian-owned construction
companies or corporations.

Nigeria remains one of the top three economies in Africa
and the biggest economy in the West Africa and it is expected
to be a key player in the critical sectors of the region including
construction. There is a growing need and aspiration in recent
time for the Nigerian construction companies to investigate their
export opportunities in order to broaden their customer base, boost
sales, improve their global competitiveness and contribute to foreign
direct investment in the country (Masha, 2018; Obisesan et al.,
2018). This is because aside the home market, West African
construction markets like Ghana and Senegal and other neighboring
regions like Central and North Africa are the potential markets
for construction organizations in Nigeria to explore. It is hoped
that the construction organizations in Nigeria will leverage on the
recent efforts of government by exhibiting their know-how, creative
solutions, and competitive advantages to regional markets through
exporting. Doing this will also help the organizations to diversify
their sources of income and reduce the risk of changes in the
local market.

Due to the situation in the global economy especially in
the oil and petroleum industry, Nigeria government has made
significant efforts to diversify from oil earning economy to non-oil
exporting sectors with key interest in construction. Yet, construction
industry in Nigeria has a poor export performance because most
organizations in Nigeria rushed into exportation without making
adequate effort to assess their exporting readiness and fail to prepare
for foreign markets operations. This aligns with a World Bank report,
which established that Nigeria’s contribution to global construction
export was barely 0.1% while South African and Egypt contribute
0.7% and 1.4% respectively (World Bank, 2020). Moreover, there is
also a limited research effort on exporting situation in the Nigerian
construction sector.

In order to comprehend the sector’s preparation, capabilities,
and potential for international trade, it is crucial to evaluate the
export readiness and exporting status of Nigerian construction
enterprises (Adegbite et al., 2018; Ejeh et al., 2018). However,
for a firm to expert its products or services into foreign market,
such firm must be export ready and possess the resources and
capabilities to export services. Export readiness is the ability of a
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firm to successfully enter and compete in international markets.
It entails that such a firm is fully aware of the opportunities and
threats including the laws and rules in any target market. Asides
that, such an aspiring firm should have the technical know-how
and expertise to overcome trade restrictions and timely strength to
adapt to changing needs of global clients and customers. Hence,
this research study examines the resources and capabilities of
construction organizations in Nigeria to export services into the
West African market.

Resources and capabilities
requirements for exporting

Entry into foreign market requires a significant number
which could be
Organizations must have sufficient capacity to absorb any financial

of resources, financial and non-financial.
loss that may arise from the decision to enter new market outside
its home country. According to Teece et al. (1997), resources are
stockpiles of information, tangible and intangible assets, human
capital and other resources owned or that are under the control
of any organization. Resources are mostly classified as tangible
or intangible. The tangible resources are human, innovations and
reputations resources while intangible resources include financial,
physical, technological, and organizational resources (Barney,
1991; Ngo and O’Cass, 2009). According to Bradley (2002), every
international firm must have capital, technology and human
resources while Open to Export (2022) also established that the
essential resources for export-ready firms are time, information and
communications technology (ICT), skilled workers, expert legal
advice, and a travel budget. In the opinion of Grant (1991), resources
that any firm that is ready to export must have inculde capital
equipment, individual employee abilities, and patents/brands.

In like manner, the essential resources and capabilities that
SMEs, who manufacture premium and specialized food, need to
participate in the exporting process include distinctive product,
the nation of origin, the brand and label of the company, financial
resources and government assistance, human resources, access
to distribution channel (agent), production capability, efficient
management, and price management (Laufs and Schwens, 2014).
Likewise, Ogundele et al. (2012) identified market research, legal
compliance, certifications, and technological improvements as
essential resource requirements for exporting. Salama et al. (2013)
established that financial resources make it easier for firms to
create export-specific skills and modify procedures to adhere to
international standards. In the views of Ganotakis and Love (2012),
the requirements for export propensity are innovative resources and
qualities of the founding team of a firm. The important resources
identified by Kahiya (2013) for internationalization of Eritrean
small and medium enterprises (SMEs_ are market research skilled
personnel, and financial capital.

Organizational, social and human resources were identified by
Hitt et al. (2006) as essential resources for firms to expand into
international space. Zou and Ghauri (2010) opined that strategic
partnership in international markets helps businesses to acquire
or build the skills required to penetrate new overseas markets. In
this partnership, SMEs received early advice on how to build their
marketing strategies including operational and financial resources,
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which offered useful information for business planning before
expanding into international market. In a study, Criado et al. (2005)
examined how technological capabilities and resources affected the
export performance of SMEs and discovered a positive correlation
with sales growth. Also, Fletcher and Harris (2012) examined
how networks, managerial abilities and leadership assist resource-
constrained SMEs in overcoming obstacles to exporting. Julian and
O'Cass’s (2004) analyzed export performance of Australian wineries
and established that wine business is largely dependent on human
resources such as education and expertise. Sousa et al. (2018) study
on Portuguese SMEs identified resources such as skills, networks and
funding essential for successful internationalization.

According to Teixeira and Grande (2012), how a multinational
company enters foreign markets will be determined by its both
tangible and intangible assets such as technology-intensive assets,
managerial expertise, knowledge-based assets, competitiveness in
terms of resources, proprietary assets, and human resources.
Likewise, technological, financial, human, physical, organizational,
informational, and relational resources are essential for businesses
that are preparing for exportation (Bakar and Ahmad, 2010;
Monteiro et al,, 2019). In the view of Kaleka (2002), the four types
of competitive resources that every exporter should have include
financial resources, size of operation, experience in export markets,
and physical assets. In a large-scale data analysed by Westhead and
Ucbasaran (2001), there is a significant influence of social, human,
and financial resources on internationalization.

Ramon-Jeronimo et al. (2019) opined that experience, scale
of operation, physical resources, and financial resources are
the competitive resources that SME’s need in order to decide
whether to export. Moreover, export-oriented skills including
product creation, customer relationship building, and informational
skills are equally required. Likewise, Pinho and Martins (2010)
highlighted the critical role and influence of financial, human,
and technological resources on international competitiveness of
Portuguese SMEs. Leonidou et al. (2007) also identified financial
and managerial resources as predictors of small business exporting
development. According to Knight and Kim (2009), a firm
must have four essential components in order to be considered
qualified in the global business sector and these include global
orientation, international marketing abilities, global innovativeness,
and international market orientation. Gallego and Casillas (2014)
also affirmed the importance of social capital and networking
resources in overcoming exporting obstacles.

Likewise, Sambasivan et al. (2009) described the understanding
of international markets, institutional expertise, and social capital
resources essential to overcome the liability associated with
exporting. More so, exporting becomes more financially viable when
the government provides subsidies, grants, or low-interest loans.
In global market, the success of construction companies depends
on having sufficient skilled human resources, sufficient training
programs that offer knowledge required by staff members for
execution of projects in international market, language competency
and cultural sensitivity for efficient communication and cooperation
with international stakeholders (Zhao et al., 2016; Salama et al.,
2013). Moreover, technological innovation and capabilities are
critical for construction organizations to maintain competitiveness
and enhance their organizational capability and remain competitive
in the global market (Zhao et al., 2016).

Frontiers in Built Environment

03

10.3389/fbuil.2025.1695401

Methodology

The aim of this paper is to examine the resources and capabilities
requirements of construction organizations in Nigeria to export
services into countries in West Africa. The professional services
firms and construction companies who are the target population for
the study are referred to as the construction organizations. The goal
of the study was achieved with the use of a quantitative research
approach using questionnaire survey to gather relevant data for
the study. Data were collected from the professional service firms
and contractors who are headquartered in Lagos and Abuja. The
choice of Lagos and Abuja is because they are the main points
of entry to and exit from Nigeria and connections to the larger
world. Moreover, Lagos was the former national capital of Nigeria
and remains the commercial capital while Abuja is the current
federal capital. Since these cities are accessible to international space,
construction organizations that are based in these locations prone to
cross borders into international markets and provide their services
most especially in the neighboring counties.

There are two groups in the study population, namely,
contractors and professional service firms. The professional
service firms comprised of 462 architectural, 180 engineering
(civil/structural, mechanical and electrical), 1292 estate surveying
and 203 quantity surveying firms with their head offices located in
Lagos and Abuja. These were obtained from the list of registered
firms with their professional institutes and associations. This gave a
sample frame of 2137 professional service firms while the sampling
frame of the selected construction companies include 78 registered
members of the Federation of Construction Industry (FOCI) with
their head offices in Lagos and Abuja. This gave a total sampling
frame of 2215 construction organizations. Out of the total sampling
frame, purposive sampling method was employed to determine
the sample size for the study. The choice of the technique is to
determine the opinions and experiences of a substantial share
of participants who offered understanding regarding the export
of construction-related activities. A sample size of 30% of the
sampling frame was purposively employed giving a total of 665
respondents. The was based on previous studies on international
construction markets (Barney, 1991).

Data in this paper were gathered with the use of a well-structured
questionnaire as a research tool. The variables in the questionnaire
were gotten through the review of extant literature on resources
and capabilities requirements for exporting services and products
into foreign markets (Open to Export, 2022; Monteiro et al., 2019;
Ramon-Jeronimo et al., 2019; Zhao et al., 2016; Ganotakis and
Love, 2012). A five Likert scale was used for the respondents to
rate the variables of resources and capabilities requirements for
foreign market operations. The research instrument was structured
into sections. Background information about the respondents were
gathered in the first section while other sections addressed the
specific objectives of the study. The criteria for internal validity
of the research instrument were achieved through the assessment
of the questionnaire among the relevant construction stakeholders
including academics, construction professionals, and policymakers.
The period of data collection was between October 2024 to January
2025. The study employed physical and online methods for the
distribution of questionnaire to the respondents and data collected
from both sources were merged. The study employed Google form
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for the online method. One hundred and three (103) response were
gotten at the end of the period out of 665 copies of questionnaire
distributed and this represents a response rate of 15.5%. This
response rate agrees with previous studies on export of construction
services in Africa (Odediran and Windapo, 2017). Data collected
based on the aim of this paper were analyzed with the use of mean
score, analysis of variance (ANOVA) and exploratory factor analysis.

Results and discussion of findings

Background profiles of the construction
organizations

This section presents the key findings on the background
information about the construction organizations who responded to
the questionnaire survey. The essence is to determine the suitability
of the organizations in providing the required data for study. An
assessment of the background profiles of the firms who responded
to the project revealed that majority have more than 10 years in
the West African markets. More than 60% registered as limited
liability companies, majority are engineering firms while more than
70% are either medium or large-sized firms. Most of the firms have
more than 10 years of work experience in the Nigerian construction
market while their experience in the West African markets ranges
from 1 to 20 years. More than 25% of the firms employed more
than 50 workforces while more than 50% employed between 1 and
30 workers. About 60% of the firms have revenue and assets less
than 500 million while the revenue and assets of about 17% ranges
from 500 million to one billion. Majority of the firms specialized in
building and civil works.

Asking question on countries the firms have operated, 8.5%
indicated that they had operated or are operating in Guinea followed
by Guinea Bissau, Ghana, Gambia, Senegal, Mali, and Cape Verde.
The rate of operation of the firms surveyed in the region is more
in Benin followed by Ghana, Niger, Burkina Faso, Cote D’Ivoire,
and Liberia but the frequency of operation is very low with a mean
score ranging from 0.48 to 0.71 on a scale of 5.00. Further question
asked the firms about the countries they want to operate in the future
and 50% want to operate in Ghana and this is followed by Benin,
Cote D’Ivoire, Cape Verde, Senegal, Niger, Guinea, Sierra Leone,
and Liberia.

Resources and capabilities of the
construction organizations

The data collected were analyzed using mean score and factor
analysis. The details of the results are presented in the subsequent
sections of the paper.

Analysis of resources and capabilities using
mean score

This study examined the resources and capabilities requirements
of construction organizations in Nigeria to export services into West
African countries. Through a review of extant literature, a total of 22
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variables were obtained and included in the questionnaire used to
collect data for the study. The questions in the instrument were rated
on five Likert-scale ranging from 1-very low to 5-very high. The
results of the study on resources and capabilities requirements from
the construction organizations who responded shown on Table 1
reveal that from the perspective of the architectural firms the
top ranked resources and capabilities requirement for export are
business reputation and trust, human capital (managerial and
technical), organizational and operational structure, information
about a market, size of skilled personnel and workers, global
orientation/knowledge on international markets and marketing
ability and potential. All were rated with a mean score of 4.75.
The least ranked were home country government’s institutional
supports, strategic international network and partnership,
cultural sensitivity, exporting budget and patents or brand
labels.

Engineering firms also ranked business reputation and
trust (MS = 4.04) as the topmost resource and capability and
this is followed by capital (managerial and technical) (MS =
3.96), information about a market (MS = 3.96), organizational
and operational structure (MS = 3.94), and information and
communication technology (MS = 3.89). The least ranked were
home country governments institutional supports, strategic
international network and partnership, exporting budget, patents or
brans or labels and expert legal team. From the estate surveying
and valuation firms, the top ranked resource and capability
were business reputation and trust, and financial capital with
a mean score of 4.11, which is followed by human capital
(managerial and technical) (3.89), patents or brands or labels
(3.89), and exporting budget (3.89) including technology assets
and technical certifications, strength of founding and management
team, and global orientation/knowledge on international markets
each with a mean score of 3.67. The least ranked are cultural
sensitivity, language competency, strategic international network
and partnership and home country government’s institutional
supports.

In the opinions of the quantity surveying firms, human
capital (managerial and technical), organizational and operational
structure, and information about a market were the top ranked
resources and capabilities with each having a mean score of 4.14.
These were followed by size of skilled personnel and workers (M =
4.14) including business reputation and trust, information and
communication technology, innovations and innovation orientation
and technology assets and technological certification each with
a mean score of 4.09. The least ranked include home country
government’s institutional supports, language competency, cultural
sensitivity, expert legal team and patents or brands or labels.
In the views of construction companies or contractors, business
reputation and trust were the top ranked resource and capability
with a mean score of 4.06. This was followed by organizational
and operational structure (M = 4.00), human capital (managerial
and technical) (M = 3.77) including size of skilled personnel and
workers and information and communication technology each with
a mean score of 3.77. The resources and capabilities ranked low
include physical equipment capital, home country government’s
supports, cultural sensitivity, financial capital and expert legal
team.
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TABLE 1 Resources and capabilities of the construction organizations in Nigeria to export services into the West African markets.

Resources and Overall Estate Contra. ANOVA
capabilities firms Firms
Sig

1 Business reputation 4.04 0.95919 1 3.75 1 4.04 1 4.11 1 4.09 5 4.06 1 0.206 0.935
and trust

2 Human capital 3.94 0.98842 2 3.75 1 3.96 2 3.89 3 4.14 1 3.77 3 0.424 0.791
(managerial and
technical)

3 Organizational and 3.94 0.92699 3 3.75 1 3.94 4 3.56 9 4.14 1 4.00 2 0.728 0.575
operational structure

4 Information about a 3.87 1.09078 4 3.75 1 3.96 2 3.56 9 4.14 1 3.53 9 1.030 0.396
market

5 Size of skilled 3.86 1.03893 5 3.75 1 3.87 6 3.56 9 4.14 4 3.71 5 0.691 0.600
personnel and workers

6 Information and 3.85 1.06096 6 3.50 12 3.89 5 3.56 9 4.09 5 3.77 3 0.713 0.585
communication
technology

7 Innovations and 3.80 1.01324 7 3.63 11 3.77 10 3.56 9 4.09 5 371 5 0.684 0.604
innovation orientation

8 Financial capital 3.78 1.16259 8 3.50 12 3.85 7 4.11 1 3.96 9 3.29 18 1.219 0.308

9 Size and capacity of 3.77 1.02138 9 3.63 8 3.85 7 3.56 9 3.86 11 3.59 7 0.340 0.850
production

10 Technology assets and 3.76 1.01427 10 3.50 12 3.75 12 3.67 6 4.09 5 3.53 9 0.956 0.435
technological
certification

11 Strength of founding 3.73 1.07734 11 3.63 9 3.85 7 3.67 6 3.73 16 3.47 11 0.412 0.800
and management
teams

12 Global 3.68 1.06838 12 3.75 1 3.67 16 3.67 6 3.77 15 341 13 0.349 0.844
orientation/knowledge
on international
markets

13 Marketing ability and 3.66 1.13374 13 3.75 1 3.72 14 3.56 9 3.73 16 341 13 0.283 0.888
potential

14 Business and market 3.63 1.08456 14 3.63 9 3.64 17 3.56 9 3.82 11 3.41 13 0.340 0.850
experience

15 Physical equipment 3.63 1.05710 15 3.50 15 3.75 12 3.44 18 3.96 9 3.06 22 2.082 0.089
capital

16 Language competency 3.62 1.06856 16 3.50 16 3.77 10 3.11 21 3.55 20 3.59 7 0.777 0.543

17 Expert legal team 3.54 1.13567 17 3.50 17 3.60 18 3.56 9 3.64 18 3.29 18 0.262 0.902

18 Patents or brands or 3.54 1.10947 18 3.63 8 3.49 19 3.89 3 3.64 18 3.35 17 0.411 0.800
labels

19 Exporting budget 3.50 1.12785 19 3.25 20 3.34 20 3.89 3 3.82 13 341 13 1.067 0.377

20 Cultural sensitivity 3.49 1.05593 20 3.38 19 3.68 15 2.88 22 3.55 20 3.24 20 1.422 0.232

(Continued on the following page)
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TABLE 1 (Continued) Resources and capabilities of the construction organizations in Nigeria to export services into the West African markets.

Resources and Overall ARC

Engr. Estate Qs Contra. ANOVA

capabilities firms Firms firms firms Firms
M SD R M R M R M R M R M R F Sig
21 Strategic international 3.42 1.21691 21 3.38 18 3.23 21 3.33 19 3.82 13 3.47 11 0.880 0.479
network and
partnership
22 Home country 3.23 1.27728 22 3.25 20 3.15 22 3.33 19 3.41 22 3.18 21 0.172 0.952
government’s
institutional supports

The overall perspectives of all the construction organizations
revealed that the top ranked resource and capability business
reputation and trust (M = 4.04), which was equally ranked as the
top by architectural, engineering, estate surveying and valuation and
contracting firms. This was followed by human capital (managerial
and technical) (3.94), organizational and operational structure
(M = 3.94), information about a market (M = 3.87), size of
skilled personnel and workers (M = 3.85) and information and
communication technology (M = 3.85). All these were equally
ranked high across all categories of construction organizations.
The least ranked by all the organizations include home country
government’s institutional supports, strategic international network
and partnership, cultural sensitivity, exporting budget, patents or
brands or labels, expert legal team, language competency and
physical equipment capital. In order to test whether the opinions
agree or disagree among all categories of construction organizations,
analysis of variance (ANOVA) test was conducted and the results
revealed that there were no significance differences on how all
categories of construction organizations in Nigeria perceived the
resources and capabilities requirements for export to the West
Africa countries. The level of the significance was determined at
5% confidence level (P < 0.05). This implies that resources and
capabilities requirements for export were perceived the same way
by these organizations.

Analysis of resources and capabilities using
factor analysis

In order to further explore the attribute of the resources and
capabilities requirements for exporting services and products and
to determine how they are related; an exploratory factor analysis
was carried out. The essence of this analysis is to identify and
describe those variables of resources and capabilities that share
the same attributes and to explore them. The outcome of the
analysis considered parameters such as Kaiser-Meyer-Olkin (KMO),
which measures the level of adequacy of the sample of responses
obtained and Bartlett’s Test of Sphericity, which measures degree
of freedom and level of significance. The value of KMO ranges
from 0 to one and the closer to one the better while a minimum
of 0.5 is advised for factor analysis to proceed (Field 2013). Also,
the Bartlett’s test of sphericity is expected to be significant at P
< 0.05. The results of KMO presented on Table 2 revealed the
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TABLE 2 KMO and Bartlett’s test of resources and capabilities of the
construction organizations in Nigeria to export services into the West
African markets.

Kaiser-Meyer-Olkin Measure of Sampling Adequacy 0.934
Approx. Chi-Square 2235.053
Bartlett’s Test of Sphericity Df 231
Sig 0.000

KMO value is 0.934 and this shows that the responses given by
the respondents on resources and capabilities requirements for
exporting services and products by construction organizations in
Nigeria to the West African markets are adequate and suitable for
factor analysis. The Bartlett’s test of sphericity is also significant
at 0.000.

In addition to the outcome of Kaiser-Meyer-Olkin (KMO) and
to determine the proportion of variance in each of the variables
of resources and capabilities that is explained by the underlying
(causal/primary) factors, communalities test was carried out. The
test helps to understand relationships among variables, assess
the fitness of the model, identify variables to retain or remove,
interpret factor loading and improve the interpretation of factors. In
another word, communality describes the total amount of original
variables shared with all the other variables in the analysis which
is useful in determining the final variables extracted was first
established.

The average communality of the variables after extraction as
shown on Table 3 was 0.68 with 0.554 and 0.812 being the least and
the highest. Hence, the communality value is significant due to the
conventional rule that extraction value (eigenvalues) of more than
0.5 at the initial iteration indicates significance for further analysis.
All values are greater than 0.5. Having established that the data
collected were suitable based on the outcomes of Kaiser-Meyer-
Olkin (KMO), the Bartlett’s test of sphericity and communality tests,
the outcomes of the factor analysis were considered relevant and
other results were considered. Likewise, the results of eigenvalues
of the resources and capabilities requirements for exporting
were extracted with the total initial Eigenvalues greater than 1.0
as shown on Table 4. After many rotations with the use of varimax
method, principal component analysis (PCA) was employed to
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TABLE 3 Communalities of resources and capabilities of the
construction organizations in Nigeria to export services into the West
African markets.

Initial ‘ Extraction

Information about a market 1 0.722
Human capital (managerial and technical) 1 0.776
Size of skilled personnel and workers 1 0.710
Innovations and innovation orientation 1 0.667
Business reputation and trust 1 0.618
Financial capital 1 0.728
Physical equipment capital 1 0.626
Technology assets and technological certification 1 0.733
Organizational and operational structure 1 0.564
Information and communication technology 1 0.699
Expert legal team 1 0.756
Exporting budget 1 0.812
Patents or brands or labels 1 0.576
Home country government’s institutional 1 0.574
supports

Strategic international network and partnership 1 0.749
Business and market experience 1 0.556
Size and capacity of production 1 0.767
Strength of founding and management teams 1 0.793
Global orientation/knowledge on international 1 0.728
markets

Marketing ability and potential 1 0.673
Language competency 1 0.554
Cultural sensitivity 1 0.609

Extraction Method: Principal Component Analysis. Average = 0.68.

extract the key components and only two (2) components that
met the criteria emerged. Each of the components has eleven
(11) variables (resources and capabilities). Having considered the
features and interrelationship among the variables in each of the
components, the first component was named Factor 1 (Financial
and Expertise Resources) while second component named Factor 2
(Physical Resources).

The total variance explained by each of the components
extracted shows that the first component (factorl) accounted for
63.004% of the observed variance while the second component
(factor 2) accounted 68.143% of the observed variance. This shows
that 63.004% of the observed variance were shared by eleven
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(11) variables (resources and capabilities) while the second eleven
(11) wvariables also shared 63.004% of the observed variables.
The results of the factor loading values of each of the variables
(resources and capabilities) revealed that the values range between
0.547 and 0.841. In Factor 1 (Financial and Expertise Resources),
the results show the resources and capabilities and their loading
values including financial capital (0.718), expert legal team (0.729),
exporting budget (0.822), patents or brands or labels (0.677),
and home country government’s institutional supports (0.730).
Other resources and capabilities are strategic international network
and partnership (0.841), business and market experience (0.547),
strength of founding and management teams (0.694), global
orientation/knowledge on international markets (0.620), language
competency (0.570), cultural sensitivity (0.623).

For Factor 2 (Physical Resources), the loading values of the
eleven variables (resources and capabilities) revealed information
about a market (0.609), human capital (managerial and technical)
(0.722), size of skilled personnel and workers (0.752), innovations
and innovation orientation (0.709), business reputation and
trust (0.669), and physical equipment capital (0.692). Others
include technology assets and technological certification (0.691),
organizational and operational structure (0.749), information and
communication technology (0.656), size and capacity of production
(0.680), and marketing ability and potential (0.713). Out of all the
variables (resources and capabilities) from both the factor groups,
the variables with the highest value include strategic international
network and partnership, exporting budget, size of skilled personnel
and workers, organizational and operational structure, expert legal
team, human capital (managerial and technical), and financial
capital including innovations and innovation orientation. It can
therefore be inferred that these resources and capabilities are
the most important resources and capabilities requirements that
construction organizations in Nigeria need to export services into
the West African countries. The results of factor analysis agree
significantly with outcomes when average value of the responses
gotten with the use of mean score to access the views and opinions
of all categories of the respondents was employed. This shows the
sufficiency and consistency of the types of data collected and validity
of the outcome of this study.

These findings agree with some of the earlier studies,
which established that the success of construction companies
depends on having sufficient skilled human resources, sufficient
training programs that offer knowledge required by staff
members for execution of projects in international market
while language competency and cultural sensitivity for
efficient communication and cooperation with international
stakeholders are also significant (Zhao et al, 2016). It also
agrees with Monteiro et al. (2019) who claimed that technological,
financial, human, physical, organizational, informational, and
relational resources are essential for businesses that are preparing for
exportation.

Discussion of findings

The outcome of this paper affirmed business reputation and
trust, human capital (managerial and technical), organizational
and operational structure, information about a market, size of
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TABLE 4 Total variance explained and rotated component matrix of resources and capabilities of the construction organizations in Nigeria to export

services into the West African markets.

Factors Factor loading Total % Of Variance ’ Cumulative %
Factor 1: Financial and Expertise Resources 13.861 63.004 63.004
Financial capital 0.718

Expert legal team 0.729

Exporting budget 0.822

Patents or brands or labels 0.677

Home country government’s institutional supports 0.730

Strategic international network and partnership 0.841

Business and market experience 0.547

Strength of founding and management teams 0.694

Global orientation/knowledge on international markets 0.620

Language competency 0.570

Cultural sensitivity 0.623

Factor 2: Physical Resources 1.130 5.138 68.143
Information about a market 0.609

Human capital (managerial and technical) 0.722

Size of skilled personnel and workers 0.752

Innovations and innovation orientation 0.709

Business reputation and trust 0.669

Physical equipment capital 0.692

Technology assets and technological certification 0.691

Organizational and operational structure 0.749

Information and communication technology 0.656

Size and capacity of production 0.680

Marketing ability and potential 0.713

Rotation: Varimax.

skilled personnel and workers, and information and communication
technology as the top ranked resources and capabilities as
requirements for exporting by the construction organizations.
However, the results revealed that there are no significant differences
on how the construction organizations perceived the resources and
capabilities requirements for exporting. This shows that the opinion
of the construction organizations on these resources and capabilities
are the same, which confirms how important these resources
and capabilities are in exporting services into the West African
markets. The results agreed with the previous studies including
Teece et al. (1997) who identified stockpiles of information, tangible
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and intangible assets, human capital as important requirements
for exporting. Likewise, Barney (1991), Ngo and O’Cass (2009)
also reported on the importance of intangible resources to include
financial, physical technological, and organizational resources.
Bradley (2002) also claimed that every international firm must have
capital, technology and human resources. Similarly, Open to Export
(2022) also identified essential resources for export-ready firms to
include information and communications technology (ICT), skilled
workers, expert legal advice, and a travel budget.

In a similar view, the identified resources and capabilities
by Grant (1991) are capital equipment and patents/brands while
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in their study Laufs and Schwens (2014) described brand and
label of the company, financial resources, government assistance,
human resources, access to distribution channel (agent), production
capability as important resources and capabilities for exporting. In
their studies, Ogundele et al. (2012) identified market research,
legal compliance, certifications, and technological; Salama et al.
(2013) listed financial resources; Ganotakis and Love (2012) found
innovative resources and qualities of a firm’s founding team, while
Kahiya (2013) described skilled personnel and financial capital as
essential resource requirements for exporting. Likewise, Hitt et al.
(2006) identified organizational and human resources while Zou and
Ghauri (2010) emphasized the importance of strategic partnership
in international markets as a medium of receiving early advice on
how to build their marketing strategies, operational and financial
resources. Criado et al. (2005) also established a positive correlation
between technological capabilities, resources and sales growth and
how it affects export performance of SMEs.

The study by Sousa et al. (2018) on Portuguese SMEs
identified skills, networks and funding as an essential resources
and capabilities. Teixeira and Grande (2012) also identified the
importance of technology-intensive assets, managerial expertise,
knowledge-based assets, proprietary assets, and human resources as
resources and capabilities for exporting. Similarly, Bakar and Ahmad
(2010) and Monteiro et al. (2019) described technological, financial,
human, physical, organizational, informational, and relational
resources as essential requirements for businesses preparing for
exportation. Kaleka (2002) identified four types of competitive
resources, which include financial resources, size of operation,
experience in export markets, and physical assets. In a large-
scale data analysed by Westhead and Ucbasaran (2001), there is
a significant influence of social, human, and financial resources
on internationalization. In a recent study, Ramon-Jeronimo et al.
(2019) described physical and financial resources as the competitive
resources while export-oriented skills include product creation,
customer relationship building, and informational skills that SME’s
need in order to decide whether to export.

Critical
technological resources on international competitiveness of
Portuguese SMEs were highlighted by Pinho and Martins (2010).
In like manner, Leonidou et al. (2007) described financial and

role and influence of financial, human, and

managerial resources as predictors of small business exporting
development. Knight and Kim (2009) identified global orientation,
international marketing abilities, global innovativeness, and
international market orientation as four essential components for
exporting firms. Gallego and Casillas (2014) also mentioned that
exporting firms need social capital and networking resources in
overcoming exporting obstacles. In their study, Sambasivan et al.
(2009) described understanding of international markets,
institutional expertise, and social capital resources essential to
overcome the liability associated with exporting. Similarly, sufficient
skilled, human resources, sufficient training programs, language
competency and cultural sensitivity for efficient communication
and cooperation with international stakeholders are essential
for construction companies to excel in international markets
(Zhao et al., 2016; Salama et al., 2013). Moreover, Zhao et al. (2016)
affirmed that technological innovation and capabilities are critical
for construction organizations to maintain competitiveness and
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enhance their organizational capability and remain competitive in
the global market.

Conclusion and practical implications

This paper reviewed literature on resources and capabilities
requirements for exporting services into the west African markets.
The whole study employed a quantitative research method
in data collection and analysis. The study was conducted on
construction organizations in Nigeria. The organizations who
responded to the study include architectural firms, engineering
firms, quantity surveying firms, estate surveying and valuation
firms and construction companies (contractors). Data collected
through the quantitative approach were analyzed using descriptive
and inferential statistical tools. Examples of descriptive statistical
tools employed are frequency distributions, means scores,
and standard deviation, whereas inferential statistical tools
include analysis of variance (ANOVA) and factor analysis.
The resources and capabilities of construction organizations
in Nigeria were measured and the result revealed that their
opinions on the significance of the identified resources and
capabilities requirements are the same. The paper concludes
that among the resources and capabilities requirements for
any organization exporting into foreign markets, the most
significant ones are information about the target market; human
and financial capital, physical equipment, expert legal team,
home government support, strategic international network and
partnership, language competency and cultural sensitivity. It is
obvious from the study that investment in the required resources
and building the right capabilities by exporting firms would increase
productivity and result in high performance within any exporting
organization.

The practical implication of the findings is that for export efforts
and experience to be more productive to the exporting firms, there
is a need to.

i. grow their reputation and trust with customers,

ii. enhance organizational and operational structure for better
performance and productivity,

ifi. grow human capital dimensions including managerial and
technical systems in the required quantity and quality,

iv. develop a system for the acquisition of right and relevant
information about current and existing market,

v. invest in digital technologies through the acquisition of
technology assets and certifications to drive innovation within
the organization,

vi. growth financial capital base of the exporting firms by
expanding the size of the production capacities, and

vii. continue to build management team with the capabilities to
turn investment around for the growth and development of the
exporting organization.
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