The customer profitability
Customer profitability uses historical accounting method analysis, and its focal point is on the end results and not the activities that created the results. This provides insufficient response to a company concerning the progress of implementing operating improvements.

As point-of-sale systems, only data related to actual sales at the customer level and naught about pre- or after-sale costs of activities not resulting in sales.

Lack of Information technology in the company may make it impossible to record and analyze further customer data-both in form and in quantity.

Customer profitability analysis figures are constructed from numerous data sources and the accuracy of these data sources limits the possible accuracy of the customer profitability figures.

However the above limitations can be minimised through the following;

CPA should not be used as the only basis for taking decisions concerning the value of a certain customer relationships.

Before extreme decisions are taken, managers must first be well aware of the assumptions that lie behind the data such that they comprehend the limits to the figures' correctness, and consider whether there are other reasons than profitability alone that would warrant the worth of those customers.

CPA should build and nurture advantageous relationships among customers and know how current customer relationships vary in profitability.

Industrial firm's representatives from a range of departments visiting customers like sales representatives need to keep a registration of costs with customers to produce the records that are required to determine customer profitability.

In discussing the role of management accounting in implementing the new development to ensure that the objective of improvement in performance is achieved, we start by describing Management accounting as both an organizational practice and an academic discipline that appears to be in rapid, and sometimes, discontinuous change. Many organizations are attempting to change their existing, or implement new innovative, management accounting practices, and all of these changes are resulting in new and innovative designs of management accounting systems, based on new management accounting ideas, processes, information and techniques, like CPA.

Thus, customer profitability analysis opens vast new opportunities for innovative management accounting research and for a fruitful integration of existing accounting knowledge and the currently emerging practice issues (Colin.D, 2005).

Thus, management accounting provides information relating to different parts of the business and also tends to be more future oriented and reports are often published on a daily basis.

It provides accurate, relevant, reliable and timely accounting information that will aid management in taking managerial and economic decision for the efficient management of the organization and the attainment of the overall organizational goals and objectives as set according to the customer profitability analysis technique.(http://brurtit.com)

Management accounting basically helps in recording, Planning and control of activities which further aid in the decision making process. It is used as a future planning tool apart from its usage as a current record keeper .(http://brurtit.com)

Thus it is forward looking and is generally subjective judgmental, valid, relevant and accurate.

It plays a role in allocating cost of goods sold and inventories for both internal and external profit reporting. And it also Provide the relevant information which helps managers make better decision, planning, and performance measurement. And last but not least, Management accounting is concerned with provision of information to internal users to help them improve the efficiency and effectiveness of operations.
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