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The thesis aims to examine the value relevance of 
accounting information in Malaysia. In particular it aims to 
determine the value relevance of accounting information 
produced under different financial reporting standards 
(IASs/MASs, MASB standards and FRSs) used in Malaysia 
from 1995 to 2008. It also aims to examine the value 
relevance of specific standards upon the adoption of IFRSs 
in Malaysia in 2006. The samples consist of companies listed 
on the Main Board of Bursa Malaysia using data obtained 
from the International Datastream and the annual reports. 
The multiple regression analyses are used to determine 
the value relevance of accounting information. The 
findings suggest that there is significant upward trend in 
the combined value relevance and book value but not 
earnings relevance. There is no significant difference in 
the value relevance after the introduction of the MASB 
standards. However, the use of FRSs in place of MASB 
standards exhibits higher value relevance. Earnings are 
more important than book value in the valuation of the 
firms when IASs/MASs and FRSs were used but not MASB 
standards. Even though book value under FRSs exhibits 
greater information content than book value under MASB 
standards, the incremental contribution of book value 
under MASB standards is greater than the incremental 

The purpose of this study is to delineate and signify 
the value of sales forecasting by examining the 
relationship between strategic adaptation ability and 
sales forecasting management. In doing so, this study 
also addressec an on-going debate on whether there 
should be ‘less or more’ forecasting in a competitive and 
volatile market environment. In addressing this gap, UMW 
Toyota (UMWT), an automotive firm with high strategic 
adaptation ability was identified for the study. This 
study employs a mixed-methods case study approach 
which is predominantly qualitative. A quantitative 
strategic adaptation framework based on Eunni et al. 
(2005) provides the context for resulting organizational 
adaptation capability of UMWT. Data were collected 
from Malaysian Automotive Association (MAA) and 
companies commission of Malaysia (CCM). The sales 
Forecasting Benchmarking Model (SFBM) from mentzer 
and Moon (2005) offers a framework to qualitatively 
analyse the sales forecasting management of UMWT. 
Based on pilot and in-depth inquiries conducted at 

contribution of book value when the FRSs are introduced. 
After excluding loss firms (which are prevalent under MASB 
standards) and controlling for size of the firms, the value 
relevance between the financial reporting standards and 
measures (earnings and book value) remain unchanged. 
The results also suggest that regulations together with the 
use of FRSs (but not MASB standards) increase the value 
relevance of accounting information in Malaysia. The 
adoption of IFRSs in 2006 are value relevant for property, 
plant and equipment, prepaid lease payments, assets 
held for sale, earnings from discontinued operations, 
goodwill and other intangible assets. However, there is very 
little evidence to suggest the adoption of IFRSs relating 
to investment property and share-based expense to be 
value relevant. The use of fair value estimates and the 
increasing discretion available to managers may result in 
the two items providing little evidence on value relevance. 
The study contributes to the existing value relevance 
literature and the role of financial reporting standards and 
regulations in improving the quality of financial reporting. 
The results suggest that the use of regulations without 
proper enforcement mechanisms may not be effective. 
Additionally, financial reporting standards that are based 
on the local economy have resulted in the decrease in 
earnings relevance. The use of more superior standards 
like the IFRSs may not be value relevant if managers 
have the opportunity to act on their best interest rather 
on the interest of the firms. The study provides preliminary 
evidence on the adoption of IFRSs in Malaysia before the 
full implementation of IFRSs is expected to take place in 
2012.

UMWT, the data were analyzed using a pattern matching 
process. Thus, in this multidisciplinary study the definition 
of value creation was derived from the perspective 
of management accounting. Based on the analysis, 
the results indicate that strategic adaptation ability 
has a high association with the functional integration 
dimension and a moderate association with the 
approach dimension of the SFBM. In addition, it has a low 
association with the system dimension and a moderate 
association with the performance measurement 
dimension of the SFBM. The findings reveal that at UMWT, 
functional intergration is seen to be the most important 
factor in its sales forecasting management with the least 
emphasis on the systems dimension. Overall, the study 
demonstrates that the value of sales forecasting at 
UMWT resides in the ‘use’ of sales forecast information 
through ‘shared interpretation’ across the value chain 
based on the’rundown management’. The findings 
contribute to the body of knowledge in several areas, 
which include refining and validating the SFBM, and 
providing better insights into the ongoing debate stated 
above. The study also illustrates an innovative practice 
of the rundown management. All these are summarized 
in the value creation map and the matrix map. It is 
hoped that this study will enchance our understating 
of how a successful ‘shared interpretation’ process is 
applied across the value chain through an innovative 
sales forecasting management practice.




