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Abstract 
Problem- In the townships and rural areas of the Western Cape province of South Africa 
unemployment can be as high as 60%. For many, starting a business is the only viable op-
tion to survive. There are many organizations seeking to help entrepreneurs to successfully 
start and manage a business, but services are significantly lacking. We therefore wish to de-
termine what business service providers in the Western Cape are doing today to help neces-
sity entrepreneurs succeed, and what can be done better in the future to facilitate entrepre-
neurship in the region. 

Purpose- The purpose of our research is to identify measures necessary to facilitate suc-
cessful entrepreneurial start-up activities in the Western Cape province of South Africa for 
necessity entrepreneurs. 

Method- To address our purpose we have used snowball sampling to conduct six in-depth 
interviews with necessity entrepreneurs and eight with Business Service Providers using semi-
structured interviews. In addition, we have utilized convenience sampling to interview 27 
necessity entrepreneurs with whom we conducted brief interviews.   

Results- From our research it can be concluded that the most important measure neces-
sary to facilitate entrepreneurship for necessity entrepreneurs in the Western Cape is to increase 
the entrepreneurial capacity of the people. People must be provided with the resources to 
develop the skills and mindsets necessary to succeed as an entrepreneur and see entrepre-
neurship as a way of making a career. Secondly, resources must be diverted so that those ne-
cessity entrepreneurs with a viable business plan and necessary capacities are provided financial 
assistance to establish their business. Thirdly, the provincial government must make signifi-
cant improvements in the abilities of entrepreneurs to access markets. Currently entrepre-
neurs cannot efficiently access markets and are thereby withheld from valuable business 
opportunities. Fourthly, the services offered by business service providers must be made 
more effective and achieve a much greater standard of quality in order to help those most 
in need better. We are optimistic with regards to development of entrepreneurship in the 
Western Cape, but must emphasize the fact that there is a significant need for change with 
regards to services offered to necessity entrepreneurs.  
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1 Introduction 
This chapter will introduce and give a background to why we are researching measures to facilitate entrepre-
neurial start-ups for necessity entrepreneurs in the Western Cape province of South Africa. The chapter will 
begin by giving readers a background to the current entrepreneurial climate of South Africa and the West-
ern Cape in particular. We will then proceed to specify why this type of research is important to the inhabi-
tants of this region. The chapter concludes with an outline of the thesis in order to give readers better insight 
into the structure of our findings and conclusions. 

1.1 Background 
Standing at the top of Table Mountain overlooking the city of Cape Town, South Africa, 
one is standing at the highest point of a society built on extremes. Looking to the left one 
can see the rich suburbs of Clifton and Camps Bay where the wealthy residents of the 
Western Cape province swim in the ocean and enjoy multi-colored cocktails under the 
gleaming African sun. Looking to the right one can see the sprawling Cape Flats region - 
home to millions of township residents living in meager government-built houses or squat-
ting in inadequate shacks. In the rich suburb of Camps Bay unemployment is nearly non-
existent.  In townships like Gugulethu or Khayelitsha, unemployment is nearly 60 percent 
(A. Mankantsuh, personal communication, 2005-04-14). 

It is commonly believed that South Africa possess the characteristics of a first- as well as 
third world economic system (Isaacs, Friedrich, & Visser, 2004). Businesses that operate in 
the first world economy are professionally managed, have highly qualified employees and 
are most often owned by successful and socially elite business people. The third world 
business environment is composed of disadvantaged members of the population who have 
difficulties accessing capital and are often unskilled. People operating in this sector are lim-
ited to the informal sector and are held back by widespread lack of skills, HIV and poverty.  

The estimated population of South Africa is about 45 million people. The official unem-
ployment rate is 30 percent (Statistics South Africa, 2001). However, when counting all 
those who are economically active, 37 percent (nearly 18.8 million people) are unemployed. 
The poorest 10 percent of the population still live on only one percent of the country’s 
G.D.P. (S.I.D.A., 2003) with nearly 50 percent of the population living below the poverty 
line (having an income of less than one US Dollar per day). 

The Western Cape province (see map, appendix 7), the region the research for this thesis is 
based upon, is situated on the southern tip of Africa and is from an economic viewpoint 
one of Africa’s fastest-growing and richest provinces in terms of technology, business and 
infrastructure development (Menngos, 2004). Cape Town, which is the legislative capital of 
South Africa as well as the capital of the province, has a population of 3.1 million (4.5 mil-
lion total in the province) and boasts one of South Africa’s best skilled workforces as a re-
sult of having the highest rate of adult education in the country, though still low by interna-
tional standards. Despite this positive development, the region still has an unemployment 
rate of 19.8 percent, heavily concentrated to the black African and colored (South African 
term for people of mixed ethnicity) communities. In addition, new venture development or 
entrepreneurship is especially low in the region, with issues such as physical access to mar-
kets, human capital and access to finance posing significant difficulties to aspiring entre-
preneurs. 
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The small, medium and micro-sized enterprise (S.M.M.E.) sectors around the world have 
been instrumental in reducing general unemployment and increasing economic output, es-
pecially among the unskilled jobless (Rwigema & Venter, 2004). In South Africa today, a 
decade after the first non-racial elections, the small business sector has been full of excite-
ment, challenges, disappointments and transformations. At the grassroots level in the West-
ern Cape province, the close interaction of social, political and economic change is 
particularly strong with an abundance of business service providers trying to facilitate en-
trepreneurial activity. Although there are reasons to be optimistic, much still needs to be 
done. In the townships, city centers, and rural farms, entrepreneurial activity has enormous 
potential but is in great need of economic investments, skill based assistance and market re-
forms. 

In the Western Cape province there are vast areas of opportunity to start a business, yet 
very few of the tools needed to exploit these untapped resources are freely available. The 
tourism sector accounts for 20.1 percent of the provinces G.D.P. (Menngos, 2004), an 
enormous source area of opportunity in addition to the growing clothing and textile indus-
tries. The manufacturing and service sectors - only recently opened up to broad private in-
vestment - are also in great need of small business support. In the province, people have 
many business ideas but are finding it extremely difficult to be able to realize them. With 
many people having little or no collateral to secure a loan, funding is a serious obstacle. In 
addition, as a result of the former apartheid government1, large groups of the provincial 
population lack even a basic education and do not have the skills to be able to start and run 
a business. The potential is there for entrepreneurs to succeed, but government and private 
institutions alike must make significant policy and financial investments to help the 
S.M.M.E. sector grow. 

To address this problem of low entrepreneurial activity in the Western Cape province of 
South Africa, the Western Cape Department of Economic Development and Tourism has 
identified a distinctive gap that exists in offering efficient and high quality business support 
and advice services to S.M.M.E.’s (RED Door Business Plan, 2004). A number of govern-
ment and non-governmental organizations (N.G.O.) have historically worked in the West-
ern Cape to facilitate entrepreneurial activity, but have had limited success at addressing the 
problem. As a result, the provincial government has acted to consolidate existing programs 
into an initiative named the Real Enterprise Development (RED) Door. The aim of 
RED Door is to be “a one-stop-center where S.M.M.E.’s are able to access a single point to 
seek assistance (RED Door Business Plan, 2004, p. 1).” The aim is to help promote entre-
preneurs to succeed by giving them high quality support with the resources that they need 
to successfully start and operate a small business in the Western Cape. With eight centers 
currently operating, and another 27 to be opened before the end of 2007 (O. Dyers, per-
sonal communications, 2005-04-06), hopes are high that RED Door will be able to provide 
entrepreneurs with the tools they need to be able to support themselves, create jobs, and 
help alleviate poverty. 

 

1.2 Problem Discussion 
Previous research (see Johansson, Macura, Persson & Sjölund, 2005) investigating reasons 
for low levels of entrepreneurial activity in South Africa recognized many explanations for 
                                                

1 For further information see http://www-cs-students.stanford.edu/~cale/cs201/apartheid.hist.html 
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why entrepreneurship is so underdeveloped. Low levels of education, lack of capital, poor 
governance and other socio-economic factors have all contributed to low levels of entre-
preneurship. There is, however, a lack of research suggesting what exactly can be done to 
alleviate the problem. Government and other institutions have many strategies for what 
should be done to increase entrepreneurial activity but seem to lack the practical hands-on 
approach for how to address the problem. As a result of our previous research investigat-
ing why entrepreneurship in South Africa is so low, many questions were left unanswered. 
Questions included: Why are some people with similar circumstances able to successfully 
start a new business while others fail? What support are previously disadvantaged individual 
given to become entrepreneurs? What assistance do entrepreneurs in the Western Cape 
most need? What is currently being offered? Is there a difference in what service providers 
perceive to be offering and what entrepreneurs are actually getting?  

When evaluating our different questions, as well as different theoretical approaches to re-
searching entrepreneurship in South Africa, we concluded that we wanted to attain a more 
complete understanding of what support people in the Western Cape province of South 
Africa are missing to be able to develop business ideas into successful companies. Fur-
thermore, since the province has such an extremely high level of unemployment, we 
choose to concentrate our research on those who have no alternative for employment 
other than starting a business, classified as necessity entrepreneurs. By meeting with entrepre-
neurs, business service providers and government representatives, we wish to build an un-
derstanding about what services and support are currently being offered, and what can be 
done in the future to help more people, better, to start a successful entrepreneurial venture. 

The Western Cape province was chosen ahead of the other eight provinces in South Africa 
(see map, appendix 7) because of its progressive government institutions regarding 
S.M.M.E.’s, large untapped potential (particularly in the tourism industry) and close prox-
imity between metro, suburban, township and rural communities. In addition, partnerships 
between our home university (Jönköping International Business School) and the University 
of the Western Cape regarding S.M.M.E. growth research also influenced our decision to 
base our work in the Western Cape2. 

 

1.3 Problem Area 
The foundation for our research was the continued curiosity for the direct link between 
high unemployment and low levels of entrepreneurial activity as a result of our previous re-
search in this area. Although this link is an underpinning for why we wish to investigate the 
field of entrepreneurship in the Western Cape, we will not examine the link between these 
two factors more specifically. Instead, we wish to determine what business service provid-
ers in the Western Cape are doing today to help necessity entrepreneurs succeed, and what can 
be done better to facilitate entrepreneurship. It is our intention to form an understanding 
about the needs of necessity entrepreneurs and provide proposals as to what we believe can be 
done to help alleviate the problem of low entrepreneurship in the region. 

                                                

2 2 The project is a joint research project funded by S.I.D.A. and National Research Funding. and is  called: 
The Dynamics of Small Business Enterprising: Challenges to be Faced in the Business Context of Sweden 
and South Africa. 
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By highlighting areas of improvement it is our intention to give policy makers practical in-
formation about what specific measures are needed to promote entrepreneurship in the 
Western Cape. By highlighting the needs of necessity entrepreneurs our proposals will primarily 
address what we perceive to be the group most in need of support, the unemployed previ-
ously disadvantaged individuals of the townships and rural areas. 

 

1.4 Purpose 
The purpose of our research is to identify measures necessary to facilitate successful entre-
preneurial start-up activities in the Western Cape province of South Africa for necessity entre-
preneurs. 

 

1.5 Intended Audience 
The audience of this thesis is all people who are actively working with or are interested in 
entrepreneurship and unemployment in South Africa. These groups could include the 
South African government as well as academic institutions in the country and abroad. Fur-
thermore, non-governmental organizations and private firms may be interested in order to 
further their understanding of entrepreneurship in South Africa. Our thesis will be pub-
lished and be made available at the library at the University of Jönköping in Sweden and 
the University of the Western Cape in South Africa. Our research will also be made avail-
able on the DIVA electronic thesis database available to most Swedish Universities. 

 

1.6 Outline of the Thesis 
• Chapter 2 – Theoretical Framework. This chapter will begin by providing read-

ers with theories and figures relevant to entrepreneurs and entrepreneurship in the 
Western Cape province of South Africa as well as other theoretical information 
relevant to our purpose. The chapter will provide a deeper understanding for our 
chosen subject and act as a foundation for the collection of empirical data. 

 
• Chapter 3 – Method. In this chapter a review of the research techniques used to 

gather empirical data will be presented. We will illustrate why we have utilized a 
particular research method and how it has been used to fulfill our purpose.  

 
• Chapter 4 – Empirical Findings. The empirical findings chapter will give readers 

a review of the information collected for our research. Key findings of our 41 in-
terviews with entrepreneurs, business service providers, and government officials 
will be illustrated with the intention to be evaluated in the proceeding chapters. 

 
• Chapter 5 – Analysis. In this chapter we have analyzed our empirical data based 

on the theoretical framework presented in chapter 2. Firstly a critical review of em-
pirical data is given, followed by our own evaluation. Finally measures are proposed 
which we believe can facilitate entrepreneurship in the Western Cape for necessity 
entrepreneurs. 
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• Chapter 6 – Conclusions. The chapter intended to give readers a final review of 
key findings from the analysis section.  

 
• Chapter 7 – Thesis Discussion. Here we provide readers with personal reflec-

tions upon our research and a discussion on what insights we have gained during 
the course of the study. Furthermore, we provide suggestions with regards to fur-
ther research.
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2 Theoretical Framework 
This chapter introduces the subject area of entrepreneurship, the entrepreneur and explores theoretical issues 
concerned with defining the terms. Furthermore, this section summarizes the current level of knowledge sur-
rounding the development of entrepreneurship in the Western Cape including business service providers and 
entrepreneurial training. By highlighting the role of government, non-governmental organizations and other 
organizations - this section will provide a theoretical base for our empirical findings and analysis. 

2.1 The Entrepreneur 
The word entrepreneur is derived from the French verb “entreprendre” meaning to under-
take or the noun “entreprendeur” meaning go-between. The term “entrepreneur” refers to 
an individual person while “entrepreneurship” is what that person does (Fleming, 2003 
cited in Rwigema & Venter 2003).  

As is the case with the process of entrepreneurship, a universally acceptable definition of 
what an entrepreneur is has yet to be invented. Academics and other experts define entre-
preneurship in different ways. Common to most of these definitions is the notion of value 
creation through new ventures (Rwigema & Venter, 2004). The following are a sample of 
definitions available: 

• “… A person who sets up a business or businesses” (Ask Oxford, 2004). 

• “Entrepreneurship is the act of forming a new organization of value” (Bateman & 
Snell, 1996, p. 208).  

• “Entrepreneurship is the seemingly discontinuous process of combining resources to pro-
duce new goods or services” (Stoner, Freeman & Gilbert, 1995, p. 160).  

• “…The process of creating something new with value by devoting the necessary time and 
effort, assuming the accompanying financial, psychic and social risks, and receiving the 
resulting rewards of monetary and personal satisfaction and independence” (Hisrich & 
Peters, 1998, p. 9).  

The dilemma of knowing when and where to apply the label entrepreneur results from the in-
ability of theorists and practitioners alike to reach a common agreement upon what exactly 
entrepreneurship is, how to measure it and how to develop universal parameters for identi-
fying one (Spring & McDade, 1998). Academics tend to define an entrepreneur by develop-
ing a list of specific attributes and conditions specific to an individual in an economic sys-
tem. Kuratko and Hodgetts (2001) list prominent qualities of entrepreneur encompassing: 

• The ability to recognize and exploit opportunities 
• Resourcefulness 
• Creativity 
• Visions 
• Independent thought 
• Energy 
• Optimism 
• Innovativeness 
• Calculated risk taking 
• Leadership skills 

 



Theoretical Framework 

7 

At the University of the Western Cape, Prof. Leon Hendricks concludes - as a result of a 
2003 survey - that successful entrepreneurs share certain traits (Business Times, 2003 cited 
in Rwigema and Venter, 2004). These include: 

• Innovativeness 
• Ability to take initiative 
• Achievement drive 
• Willingness to take calculated risks 
• Flexibility 
• Competitiveness 
 

It is the entrepreneurs who work to put together new combinations of resources, and 
who’s actions have consequences on the basis of their organizational skills, their creativity 
as decision makers and the distinctive “opportunity structures (the settings, circumstances 
or situations within which the decisions and choices are made)” (Greenfield & Strickon, 
1986 p. 11). They act as agents of change, monitoring, anticipating, and executing (Rwi-
gema & Venter 2004). 

The entrepreneur is the leading force behind a new venture-encompassing opportunity, and 
adding value to the marketplace. They are skilled networkers and readers who keep them-
selves informed about market developments. Building a successful and sustainable venture 
meeting the markets needs, according to Rwigema and Venter (2004), requires alertness 
and continual innovation. 

Within the frame of this research we define an entrepreneur as: 

 

 

 

 

 

(Adapted from G.E.M., 2004, p. 54) 

We have chosen the definition above, adapted from the Global Entrepreneurship Monitor 
(G.E.M., 2004) to define whom an entrepreneur is. We have chosen this definition because 
of its simple and inclusive nature describing any person, within any business structure and 
sector who is starting or running a new business. When combined with the definition of 
what an entrepreneur does found below, we believe that a comprehensive description of an 
entrepreneur in the Western Cape can be established. Furthermore we have chosen to limit 
our definition to those involved with a business equal to or less than one year in order to 
ensure as far as possible that these individuals are in the start-up phase of business devel-
opment. 

2.1.1 Necessity Entrepreneurs 
This research distinguishes between opportunity entrepreneurs who “pursue a business 
opportunity” and necessity entrepreneurs who have no better choices for work (G.E.M., 2004). 
On average, countries with lower per capita income have higher rates of necessity entrepreneur-

Anyone who is either starting a business he or she will wholly or partially own or is 
someone who is managing a business that he or she wholly or partially owns that is 
equal to or less than one year old. The business can be in any economic sector, can be 
any size and can be formal or informal. 
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ship. Furthermore, it can be noted that necessity entrepreneurship is highly related to economic 
growth while opportunity entrepreneurship is not (Morris, 2002). 

In this report we define a necessity entrepreneur as: 

 

 

 

(G.E.M., 2004, p. 54) 

For a necessity entrepreneur to be deemed to be successful, we conclude that the person should 
be running or managing a new firm that is one year old or less (and hence in the start-up 
phase), and is sustainable. By defining a firm as sustainable indicates that its total revenue is 
greater than its total costs, and will remain so in the foreseeable future. We have chosen to 
utilize this definition because it reflects well upon the conditions and purpose of our re-
search. 

2.1.2 Entrepreneurial Motivation 
There are many reasons for why an individual chooses to start a business. Among the lead-
ing motivating factors are profit, challenge, and a desire for independence. According to 
Rwigema and Venter (2004) entrepreneurial motivation can, for organizational purposes, be 
divided into pull and push factors. Pull factors can be divided into three separate sub-
groups, (1) the profit motive, (2) challenge and (3) a desire for independence.  

The financial reward of starting a new business can be significant, and is a powerful stimu-
lant to prospective entrepreneurs. While it may not always be the dominant factor for all 
people to start a business, it is crucial for sustainability and is a barometer for growth. It 
can be seen as an indication of an entrepreneur’s success and fuels the individual’s standard 
of living. Sustainability and long-term profitability leading to financial security and an in-
crease in ones standard of living is the ultimate goal. 

The challenge of building a new business from scratch into a functioning company is a sig-
nificant motive for many entrepreneurs. Research suggests that entrepreneurs achieve 
greater personal contentment than professional managers (Timmons & Spinelli, 2003). 
Starting a business can give entrepreneurs an opportunity for self-actualization - achieving a 
feeling of providing for oneself and others. Neither limited resources nor the prospect of 
failing hinders them. Instead, failure is seen as a learning experience that can help to 
achieve success in the future. Furthermore research suggests that entrepreneurs, when re-
flecting upon their careers, point to the creative challenges rather than financial rewards of 
building their business as their most significant incentives (Rwigema and Venter, 2004). 

The desire for independence is another pull factor leading individuals to become entrepre-
neurs. By controlling one’s own destiny, the freedom to work for oneself is a reoccurring 
motive for why entrepreneurs are willing to take the risks associated with starting a busi-
ness. Many people who are not satisfied with the constraints of previous jobs feel that they 
can perform better on their own. With limited external control, people gain the independ-
ence to make their own decisions, allowing for more innovation to occur. 

Push factors - on the other hand - involve motivators that persuade people to move away 
from their current situation and into an entrepreneurial venture. The most common push 

“Someone who is engaged in starting or managing a new firm because he or she has 
no better work alternatives.” 
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factors motivating individuals to become entrepreneurs include (1) poor pay, (2) lack of pros-
pects, (3) lack of innovation and (4) negative displacement or lack of alternatives.  

The push factors mentioned here are highly related to job satisfaction. Based on research 
he did in the 1950’s and 1960’s, Frederick Herzberg found that job dissatisfaction comes 
from factors that are extrinsic to the job such as company policy, interpersonal relation-
ships, working conditions, salary, and other factors (citred Dubrin, 2004). If people are not 
satisfied with their job, or believe that their prospects are limited to move upwards, they 
may be motivated to start their own business.  

Finally, because of negative displacement or lack of alternatives - especially clear in the 
Western Cape – unemployed (or unemployable) and laid-off workers are often forced to 
start their own businesses. It is becoming increasingly difficult for recent graduates (at all 
levels of education) to find work, and many older people find themselves being retrenched. 
In order to survive, many therefore start their own business out of sheer desperation. Dif-
ferent from many western nations, social security in the Western Cape is limited. If a per-
son cannot support himself or herself the government has very limited resources to help 
them and thus starvation and poverty result. Starting ones own business is the only fore-
seeable alternative for many. 

 

2.2 Entrepreneurship 
Until as recently as 1994 - with the fall of the apartheid government in South Africa - large, 
dominant, and state run firms were the key to the country’s industry. However, with the 
implementation of a new government and constitution guaranteeing the rights of all citi-
zens, entrepreneurship has been seen as essential to growth and job creation. 

Entrepreneurship refers to the cognitive and physical process required to start a new busi-
ness venture. From the conceptualization of an idea to its successful implementation, en-
trepreneurship involves being able to see an opportunity, gather necessary resources and 
capitalize upon it. Gilder (1971) emphasizes that one of the key principles of entrepreneur-
ship is the absence of clear and fast rules. There is no universally accepted tenet for how a 
person becomes an entrepreneur, nor why. Some people will be able to make significant 
profits, while others will fail. One must question why a given person enters into an entre-
preneurial venture, as well as reasons for others failure to do so (Johansson et al., 2005).  

For the context of this research the definition below will be used to describe what entre-
preneurship is. From conceptualization to start-up this definition summaries the key ele-
ments of starting a business making it more relevant than other definitions. What is espe-
cially pertinent to entrepreneurship in the Western Cape is the definition’s inclusion of 
conducting business in a turbulent environment. When compared to other definitions that 
are more goal oriented, this definition stresses the progression of an entrepreneurial idea 
from beginning to end in a particular business environment. For these reasons we believe it 
is the most suitable definition to define what an entrepreneur does within the context of 
our research. 
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(Adapted from Rwigema & Venter, 2004, p. 6) 

This leads to a conclusion that the process of entrepreneurship has its foundation in con-
cept and theory, person and intuition (Morrison, 1998). At the heart of this process are 
human activities and the application of business practices to create something new. It is 
more than an economic function; it is about initiating change in socio-economic way. 

2.2.1 The Process of Entrepreneurship 
While business ventures are started in many different ways, and for many different reasons, 
there are a number of features common to the start-up phase of an entrepreneurial activity 
(Rwigema & Venter, 2004). Features include an opportunity focus, a business plan, re-
source acquisition and deployment, an appropriate structure, a motivated team and finally a 
founder or lead entrepreneur. From these seven points three main interdependent variables 
can be extracted to illustrate the requirements of a successful start-up as illustrated in figure 
1, opportunity, resources and an appropriate team. The process begins with opportunity, 
not money, networks or teams (Timmons & Spinelli, 2003). Opportunities are generally 
much bigger than either the initial resources available or the talent and capacity of the team; 
it is therefore the entrepreneurs’ role to balance these elements in a turbulent environment. 
Figure 1 illustrates the mutual interdependence among these three elements, anchored to-
gether by a founding entrepreneur.  Each element impacts on, and is informed by, the 
other two. The concept of the fit and balance between the three elements proposed in the 
model below is crucial to the success of a start-up. In order for a start-up to be successful 
(to achieve sustainability) each element must be addressed and answered satisfactorily, de-
pending upon the prevailing business environment.  

Entrepreneurship is the process of conceptualizing, organizing, launching and – through 
innovation – nurturing a business opportunity into a sustainable venture in a complex, 
unstable environment. 
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Figure 1-Elements of the Entrepreneurial Process 

(Timmons & Spinelli, 2003, p. 57) 

According to Fass and Scothorne (1990) the process of entrepreneurship can be found to 
be at the heart of economic development driven by the motivations of those seeking to sat-
isfy their own personal goals. However, there is no universally accepted definition of what 
the process of entrepreneurship is. Traditional attempts describe it relative to an economic 
function, ownership structure, degrees of entrepreneurship, size and life cycle of firms and 
as a resource base (Morrison, 1998). The process of entrepreneurship is holistic and dy-
namic in nature (Timmons & Spinelli, 2003). The process is more than just starting a busi-
ness. The dynamic nature of entrepreneurship is characterized by an ability to see opportu-
nities in a continuously changing environment and having the capacity to gather resources 
in order to realize goals. The essence is in the initiation of change, through creation and/or 
innovation. 

The process involved in starting a new business involves founding (or reinventing) a busi-
ness venture and growing it into a thriving, agile enterprise (Rwigema & Venter, 2004). 
Specific steps include: 

• Identifying, measuring and refining an opportunity from multiple ideas; 

• Formulating a business plan; 

• Organizing resources; 

• Organizing and mobilizing the enterprise; 

• Overseeing new venture creation and growth. 

Performing these aforementioned steps better than a competitor implies having a competi-
tive advantage: an advantage over competitors gained by offering consumers greater value, 
either by means of lower prices or by providing greater benefits and service that justifies 
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higher prices (Tutor2u, 2005). It gives a necessity entrepreneur a higher chance of achieving 
success and reaching their goals. 

2.2.2 Startup 
During the initial start-up of a business idea it is the skills of the entrepreneur that prevail. 
The ability to sense an opportunity where others see contradictions, chaos and confusion 
are critical elements of success (Timmons & Spinelli, 2003). Entrepreneurs must posses the 
skills to acquire and control resources, often owned by others, in order to pursue the op-
portunity. In addition to the three elements above, opportunity, resource and team, the en-
trepreneur must also consider economic, social, cultural, technological, and other impacts 
from the external environment. This stage is characterized by disequilibrium between op-
portunity and limited resources as illustrated in figure 2 below. 

 
Figure 2- Imbalance Between Resources and Opportunity in Start-Up Phase 

 (Adapted from Timmons & Spinelli, 2003, p. 60) 

Initially, in the eyes of the entrepreneur, opportunity is large and rapidly growing but its po-
tential magnitude is not known. Opposing this is a lack of resources, particularly funds. 
This imbalance is shown above in figure 2. The entrepreneur must manage to create a dis-
tinctive package of goods and services, which can be marketed to prospective investors and 
future employees by creating an ambitious but realistic business plan (Rwigema & Venter, 
2004). 

Once resources (financial, human and physical assets including the business plan) are ob-
tained, entrepreneurs must efficiently build up stock and quality to meet market demands. 
The structure of the organization at this time is informal and flexible with employees need-
ing to be capable of multi-tasking. In a dynamic and multifaceted environment, reaction 
time is limited and communication is fairly informal as decisions are virtually made “on the 
spot.” 

This is often a risk-filled and stressful time for inexperienced entrepreneurs. With a lack of 
experience and knowledge, mistakes are inevitable. However, these mistakes do not neces-
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sarily lead to failure of the business. Instead, as has been highlighted earlier, mistakes can 
be a learning experience in which the entrepreneur can gain practical knowledge to use in 
the future. 

For the research conducted in this thesis, in order to draw a line as to who should and 
should not be deemed to be in need of support to start a business, we have chosen to use a 
timeframe of one year or less. Within this timeframe we include entrepreneurs who are ei-
ther actively in the process of starting or currently managing a new business. 

 

2.3 Entrepreneurship in a South African Context 
Although there is an abundance of literature seeking to explain what entrepreneurship is 
and its implications upon economic growth and society as a whole, much of it has its roots 
in European and other western cultures (Fick, 2002). Entrepreneurship in South Africa, 
and more specifically in the Western Cape province, can take many forms that differ greatly 
from western norms. From the individual selling fruits as part of an informal business, to 
an international conglomerate formed as a result of many entrepreneurial activities - the ac-
tions of entrepreneurship and the people behind them differ greatly (Johansson et al., 
2005). 

The Western Cape province is still today a greatly segregated society; many poor non-white 
citizens live in so called townships just outside the cities where infrastructure and standard 
of living are poor. The ability to physical access markets and supplies is greatly impeded, 
those living in townships often complain of a lack of opportunities and unemployment is 
up to 60 percent (A. Mankantsuh, personal communication, 2005-04-14). 

Less then 20 years ago there were many laws and rules regulating or preventing groups of 
South Africans to not only own land, have property rights and have an ability to move 
freely, but also to start their own businesses (Brief History of South Africa, 2004). The 
policies suffocated entrepreneurial development and created great divides between ethnic 
groups hindering many from exploring opportunities3. 

Although entrepreneurship is generally studied in the context of business, it also can be ap-
plied to many other aspects of society (Rwigema & Venter, 2004) in the Western Cape. It is 
relevant to government departments, parastatals, non-governmental organizations 
(N.G.O.), farmers, informal business, the arts and other areas. The ability to see an oppor-
tunity and initiate change can have profound effects upon society. In an increasingly com-
petitive world, survival depends on people who are driven by opportunity and who seek to 
maximize their goals in a sustainable way. In the Western Cape, being an entrepreneur can 
take many forms. An entrepreneurial activity can be a result of seeing a large-scale oppor-
tunity and exploiting it, or a means to earn a small income in order to survive. At the fore-
front of research concerning entrepreneurship and S.M.M.E.’s in the Western Cape today is 
its role in creating jobs and alleviating poverty. 

There are many factors that inhibit the ability of people in the Western Cape to become en-
trepreneurs. However, we have chosen to concentrate our research inline with the findings 
of Wickham (1998). He suggests that there are nine main factors contributing to a lack of 
new venture creation. They are: 
                                                

3 For further information see http://www-cs-students.stanford.edu/~cale/cs201/apartheid.hist.html 
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1) The absence of start-up capital; 

2) Costly Funding; 

3) High Risk; 

4) Legal Restrictions; 

5) Lack of training; 

6) Inexperience; 

7) Poor community image; 

8) Insufficient local skills; 

9) Weak business networks; 

These issues will be discussed and highlighted throughout this research. In addition it can 
be noted that these 9 issues presented above, will be reduced and grouped together provid-
ing four main areas, which our analysis will be centered around. 

2.3.1 Entrepreneurial Capacity  
Entrepreneurial capacity includes the ability of the education and training system to pro-
mote and develop the skills and mindsets of people needed for entrepreneurship (G.E.M., 
2004). In the Western Cape province there are significant and widespread inequalities in the 
educational system. The apartheid system prevented South Africa from achieving its full 
potential, leaving lifelong scholarly scars on those included in the definition of previously 
disadvantaged individual (see definition section 2.6.6). Many schools significantly lack re-
sources leading to unequal socio-economic outcomes. In many instances the South African 
educational system can be divided into two “dual” systems whereby some have access to 
quality education, at a cost, while others remain restrained to inadequate services leaving 
them lacking the necessary skills to prosper.   

In addition to the basic business skills required to become an entrepreneur, attitudes, be-
haviors, management competencies, experience and knowledge also contribute to entre-
preneurial success. Similarly, it had been demonstrated that successful entrepreneurs have a 
wide range of personality types. In order to become an entrepreneur one does not neces-
sarily need to fit particular intellectual or personality characteristics. “Great entrepreneurs 
can be either gregarious or low key, analytical or intuitive, charismatic or boring, good with 
details or terrible, delegators or control freaks. What you need is a capacity to execute in 
certain key ways (Timmons & Spinelli, 2003, p. 63).” 

What most entrepreneurs share is hard work with individuals driven by an intense com-
mitments and determined perseverance; they see the cup as half-full, rather then half-
empty.  And they are dissatisfied with the status quo and seek opportunities to improve al-
most any situation they encounter and believe that they can personally make an enormous 
difference in the final outcome of their ventures and lives (Timmons & Spinelli, 2003). 

Visser (1997) provides an explanation of the general attitude and mindset among the poor 
population of South Africa. He explains how the majority of the population has grown up 
with no school or a tradition of business, innovation and/or entrepreneurship. There is a 
clear deficit in the ability of the people to see themselves as resource creators. In addition, 
there are few role models to motivate and guide them in career choice and development 
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(Johansson et al., 2005). Developing an entrepreneurial mindset includes influencing a per-
son’s awareness so that they have the capacity to succeed as an entrepreneur and see entre-
preneurship as a desirable way of making a career (G.E.M., 2004). If people do not have 
confidence that they can achieve goals, they will not attempt to make things happen. 
(Nancy, 2004; G.E.M., 2001).  

 

2.4 Business Service Providers (B.S.P.) 
According to Prof. Eslyn Isaacs of the University of the Western Cape (2005) a B.S.P. is an 
organization that has been established to assist potential entrepreneurs to start a business, 
to help manage their existing business or to assist entrepreneurs to grow their business.  

A typical B.S.P. should include some of the following services; business functions, educa-
tion and training, consulting, counseling and coaching, policy and advocacy services, net-
working and infrastructure services (see figure 3). However depending upon the size, ex-
pertise and funding provided to the B.S.P., they might choose to offer only a few of the 
named services. Most often, and especially in the Western Cape province B.S.P. are chapter 
21 not-for-profit, which indicate that organizations are reliant upon external financing to 
cover operational costs. For the sake of the purpose of this research the model below will 
highlight the role of B.S.P. in the initial start-up phase of an entrepreneurial activity. 

 
Figure 3- Model for B.S.P. Services 

 (Isaacs, 2005) 

• Management Functions- In order for a business start-up to function effectively it is 
crucial that the owner or manager has sufficient knowledge of basic management func-
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tions; marketing, finance, general management and leadership, operations strategy, hu-
man resource management, public relation, administration and technology. 

• Education and Training- B.S.P. offering education and training have learning mod-
ules often directed at large groups of people. Often the focus is placed upon manage-
ment functions of specific skill training. 

• Consulting, Counseling and Coaching- Counseling or coaching services may be of-
fered by B.S.P as a result of business people preferring these services to attending train-
ing seminars. Many training seminars may be too general in nature for an owner or 
manager that is seeking specific assistance to solve a particular problem. 

• Networking- A critical component for success in an entrepreneurial start-up is the ex-
tent in which a businessperson is able to work well within networks. A network typically 
includes partners, customers, suppliers, the community at large, licensing authorities and 
regulators. A B.S.P. can help to introduce entrepreneurs to networks and help to main-
tain contacts. 

• Infrastructure Services- A number of B.S.P. strive on providing office retailing, 
wholesaling and manufacturing space. In addition related services such as bookkeeping, 
accounting, information resources, taxation and brokerage services may be offered. 

• Policy and Advocacy Services- A particular country’s government is generally respon-
sible for providing policy guidelines. However, the government is normally dependent 
upon assistance and feedback on its relevance by implementers of policy. Therefore, the 
provincial government depends upon B.S.P. to play an integrated role in identifying 
problem areas in the policy guidelines, which will enable the government to improve 
upon its initial guidelines. 

(Isaacs, 2005) 

2.5 Entrepreneurial Training and Education 
The Southern Utah University defines entrepreneurial training as the practical applications 
and common sense approach to gaining the necessary skills to develop a business success-
fully (Brijlal, Friedrich, Isaacs, May, Solomons, Stoltz, & Visser, 2005). According to Brijlal 
et al. (2005) there is general agreement among researchers in the field of entrepreneurship 
that more emphasis should be directed to entrepreneurship training and education as op-
posed to business education.  They stress that business education has a more limited cover-
age than entrepreneurship education and training, which include additional topics such as 
innovation and risk taking for example. Ladzani and Van Vuuren (2002), in their model of 
entrepreneurship training, include motivation, entrepreneurial skills and business skills as 
important topics to consider (cited in Brijlal et al., 2005). In the table proposed by Nieman 
and Van Vuuren (1999) illustrated below (see table 1) three components are key to entre-
preneurial performance training. These include motivation, entrepreneurial skills and busi-
ness skills (Ladzani, 2002 cited in Brijlal et al. 2005). 

 

Motivation Entrepreneurial Skills Business Skills 

• Ability to inspire 
• Need for achievement 
• Expectations of the     

higher achiever 

• Creativity 
• Innovation 
• Ability to take risks 
• Ability to identify oppor-

• Management/ Leadership 
• Business plans 
• Financial skills 
• Marketing skills 
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• Obstacles or blocks 
• Help 
• Reactions to success or 

failure 

tunities 
• Ability to have a vision 

for growth 
• Interpret successful en-

trepreneurial role models 

• Operational skills 
• Human resources skills 

Table 1- Content of Entrepreneurial Performance Training 

 (Adapted from Ladzani, 2002 cited in Brijlal et al. 2005) 

Johan Wiklund (2003) states that an entrepreneurial orientation has two components: ac-
tion, resulting in actual entrepreneurial behavior, and mental orientation or a way of think-
ing of the small business manager that is not necessarily put into action (see section 2.3.1). 
Utilizing the three components illustrated in table 1 in collaboration with the orientation 
suggested by Wiklund (2003) we believe a successful entrepreneurship education can be de-
signed and implemented in the Western Cape (cited in Brijlala et al. 2005). 

 

2.6 Summary of Definitions 
In this section, we provide definitions for key terms used throughout our research. We 
have taken exceptional care to ensure that definitions are accurate and up to date. Readers 
should have a firm understanding of the nature of the entrepreneur, the process of entre-
preneurship, B.S.P.’s and the entrepreneurial environment in the Western Cape. An under-
standing of these issues should give readers a basis for investigating measures to facilitate 
entrepreneurial start-ups, for necessity entrepreneurs, in the Western Cape province of 
South Africa. 

2.6.1 Business Opportunities 
Business Opportunities are positive movements in the market that present entrepreneurs 
with a chance to further entrepreneurial ventures through innovation (Coulter, 2001). An 
opportunity also gives way to a possibility to add value by doing something differently from 
and/or better than competitors. 

2.6.2 Business Service Provider 
An organization that has been established to assist potential owners to start a business, to 
help manage their existing business or to assist owners to grow their business (Isaacs, 
2005). 

2.6.3 Entrepreneur 
For the purposes of this thesis, an entrepreneur is anyone who is either starting a business 
he or she will wholly or partially own, or is someone who is managing a business that he or 
she wholly or partially owns that is equal to or less than one year old. The business can be 
in any economic sector, can be any size and can be formal or informal (adapted from 
GEM, 2004, p. 54). 

2.6.4 Entrepreneurship 
Entrepreneurship is the process of conceptualizing, organizing, launching and – through 
innovation – nurturing a business opportunity into a sustainable venture in a complex, un-
stable environment (adapted from Rwigema & Venter, 2004, p. 6). 
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2.6.5 Necessity Entrepreneur 
“A necessity entrepreneur is someone who is engaged in starting or managing a new firm be-
cause he or she has no better work alternatives (G.E.M., 2004, p. 54).” Within the context 
of this definition, for a necessity entrepreneur to be considered successful we assume that the 
person should achieve sustainability in one year or less. 

2.6.6 Previously Disadvantaged Individual 
A South African citizen who, due to the apartheid policy that was previously in place, had 
no franchise in national elections prior to the introduction of the Constitution of the Re-
public of South Africa in 1983 or the Constitution of the Republic of South Africa in 1993 
(Preferential Procurement Implementation Plan, 2003). 

2.6.7 Small, Micro and Medium Enterprise (S.M.M.E.) 
Section 1 of the National Small Business Act 102 from 1996 defines what, in the context of 
South Africa, a S.M.M.E. is. The Act defines S.M.M.E.’s as separate and distinct business 
entities in any sector or sub sector of the economy managed by one owner or more. These 
include cooperative enterprises and non-governmental organizations, as well as branches or 
subsidiaries. In the Schedule of the Act, S.M.M.E.’s are classified by sector or sub sector in 
terms of full-time staff compliment, annual turnover, as well as gross asset value (Rwigema 
& Venter, 2004).  

S.M.M.E.’s are: 

• Small: Businesses in which a secondary managerial level is in place and some man-
agement takes place. Generally between 10 to 99 employees. 

 

• Micro: Very small enterprises consisting of an owner/manager and no more than 4 
employees (Rogerson, 2000). Like necessity enterprises, they have limited require-
ments for start-up capital and very basic expertise. They do, however, have the 
potential to grow and develop into a large enterprise (Rwigema & Venter, 2004) 

 

• Medium: A certain amount of decentralization takes place in these types of busi-
nesses. More complex management structure and in some instances increased divi-
sion of labor is evident. Employ between 100 to 499 people.  

 (G.E.M., 2004)  

2.6.8 Start-up 
The process of starting or currently managing a new business that is less than or equal to 
one year old. 
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3 Method 
In this chapter we present which methods we have used to address our purpose. The chapter begins with a 
description of qualitative and quantitative methods and which form we have chosen to use.  Further, an ex-
planation of how knowledge is created is presented. Preceding this an explanation of how and why we chose 
to use sampling to obtain interview respondents is given.  The chapter is concluded with a description of how 
our empirical data is analyzed and how results maintain trustworthiness. 

3.1 Introduction 
When we began the task of writing this thesis we asked ourselves; how and where would 
we acquire data in an efficient manor providing us with enough information to address our 
purpose? The study of entrepreneurship in South Africa is a subject matter that we were 
previously familiar with as a result of previous research conducted within the field (see Jo-
hansson et al., 2005). However, our previous research was based primarily on secondary 
data. In order to re-examine the issue of entrepreneurship in South Africa, we needed to 
evaluate additional information utilizing primary data. As a result, during a three-month pe-
riod in 2005, we traveled to the Western Cape province of South Africa, staying in Cape 
Town, to research the subject. 

Before departing to South Africa to begin our research we took a number of steps to en-
sure that we would be able to work as effectively as possible while we were there. The most 
important issue was in regards to establishing a network of contacts that could assist us in 
our research and give us access to interview subjects. Generously, our thesis supervisor 
provided us with access to leading researches within entrepreneurship in the Western Cape 
who we contacted before our departure. These researchers in turn put us in contact with 
representatives both within, as well as outside of the provincial government who were sup-
porting entrepreneurs and the S.M.M.E. sector of the Western Cape. 

With the dilemma of choosing how to achieve our purpose, the choice was between differ-
ent method techniques: qualitative methods or quantitative methods. We wanted to ensure 
when choosing between qualitative or quantitative methods that it was compatible with our 
purpose and to ensure that the chosen method could provide us with comprehensive data 
to gain an adequate understanding about services offered to necessity entrepreneurs, allowing us 
to draw trustworthy conclusions. 

3.1.1 Qualitative & Quantitative Methods 
The primary purpose of utilizing qualitative methods is to gain an understanding and draw 
conclusions from data that is difficult to quantify, this form of data can include things such 
as feelings, values and peoples perception of their own reality. When utilizing qualitative 
methods the researcher collects data through interactions with a research subject as well as 
through observations (Hult, 2003). 

When a researcher uses a quantitative research method he or she wishes to base conclu-
sions on data that can be quantified and analyzed with statistical methods and/or tools 
(Hult, 2003). To use quantitative methods the researcher must possess relevant expertise 
and enough time to design a research instrument, such as a regression model, to gather 
data. Using this research instrument the researchers objective is to either confirm or reject a 
hypothesis of any relationships between pre-decided variables. This will lead to a wider un-
derstanding of a phenomenon that can be generalized (Gummesson, 2000; Hult, 2001).  
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When qualitative methods are utilized it forces the researcher to conduct observations, ana-
lyze collected data and, from the data, make subjective interpretations (Stake, 1995). Patton 
(2001, p. 14) emphasizes that when utilizing qualitative methods the trustworthiness of the 
analysis depends on the researcher as he or she is the tool of understanding and interpreta-
tion (cited in Golafshani, 2003).  Empirical data analysis, according to Stake (1995), is a 
procedure where the researcher is trying to seek meaningful patterns from the collected 
data. 

Qualitative research involves the use of qualitative data; the data can, according to Bryman 
(2000), be efficiently collected utilizing one of three types of research methods. They in-
clude: 

• Participant Observation – The researchers try to collect primary data through ob-
servations of individuals in their everyday life. They also listen to people’s verbal in-
teraction with each other.  

• Interviewing – A structured conversation with a purpose. 

• Documents – The researchers collect and examine documents relevant for his or 
her study.  

3.1.2 Our Choice of Method  
In order to answer our problem statement and address our purpose we chose to utilize a 
qualitative based research approach. We chose to use this method because it provided us 
with empirical data that could help us to gain a useful understanding and draw conclusions 
with regards to how necessity entrepreneurs in the Western Cape could best be helped.  

We also felt that the results we could obtain from a qualitative based approach would pro-
vide us with a more comprehensive understanding of the multifaceted social issues facing 
necessity entrepreneurs in the Western Cape. This is because these multifaceted issues are diffi-
cult to quantify.  

In making our decision we considered the theories of Creswell (1994) who states that per-
sonal preferences have an important role to play when a researcher chooses which form of 
method the investigation should utilize, either qualitative or quantitative (cited in Golaf-
shani 2003). Having previous experiences of using qualitative methods (see Johansson et 
al., 2005) we felt more comfortable using qualitative methods to conduct our research. We 
believed that by carrying out interviews and observations with people that were currently 
engaged in starting businesses, in addition to B.S.P. that support these people, that we 
could address our purpose in the best possible way.  

 

3.2 Creation of Understanding  
As a result of the decision to use qualitative methods, we believed that the necessary under-
standing to address our purpose could best be reached with a hermeneutic approach.   

3.2.1 Hermeneutic Approach   
Gadamer (1989) said that, “language is the universal medium in which understanding oc-
curs and an understanding occurs when the language is interpreted” (cited in Hult, 2003, p. 
23). An individual’s reality is created through interactions with other individuals and 
through a study of these other individual’s; an understanding of their reality can be reached 
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(Hult, 2003). A researcher, when utilizing a hermeneutic approach, is not trying to under-
stand reality by utilizing “objective” facts or statistical tools, but through interactions with 
research subjects (Gummesson, 2000).  

 

3.3 Method of Gathering Data  
With consideration to the fact that our research would be based upon a qualitative method 
we next made a determination as to what type of data collection approach to use.  

Using our theoretical framework as a guide for what types of data we required, we used re-
search tools presented by McGrath (1990) to proceed (cited in Ghauri, Grönhaug, & Kris-
tianslund, 1994). The author presents a number of key decisions to be answered by the re-
searcher before the actual data gathering can start, these include:  

• What type of data will get the best result? Primary data or secondary data? A com-
bination of the two? 

• If secondary, what secondary data resources should be used? 

• If primary, how should data be gathered? Through observations or interviewing? 

• If interviewing, personal interviews or through questionnaires? 

• If interviewing, how should the questions be formulated? Structured or unstruc-
tured?  

• Who should be interviewed and why? How should they be selected (sampling 
plan)? How many should be included (sample size)? How valid is the chosen seg-
ment? Would the reliability be certain?   

With these questions as a guide for how to proceed, a more detailed understanding of the 
decisions we made will be provided below. 

3.3.1 Primary & Secondary Data 
Primary data is information that has been gathered by the researcher to match and answer 
the purpose of what he or she is researching (Lundahl & Skärvad, 1992). According to 
Eriksson and Wiedersheim-Paul (1997) there are two techniques for collecting primary 
data; the first one is the use of a questionnaire and the second technique involves inter-
views and observations.  

As we were in South Africa, we had the possibility to collect data by conducting interviews 
and through observation of the entrepreneurial environment in the Western Cape, to 
achieve our purpose. In addition, to strengthen our findings and thereby increase the 
trustworthiness of our results, we also utilized secondary data in our research.  

Secondary data is information collected by someone else to suit and answer his or her pur-
pose and should therefore be handled with caution as it can be biased (Bryman, 2000). Ac-
cording to Bryman (2000), secondary data can assist the researcher to obtain information 
that would otherwise have been difficult to access such as statements, statistics and inter-
views with people that would otherwise be unavailable.  

We used secondary data sparingly for our research. We choose to use this data for statistical 
reference, when we needed information about provincial government policies and in cases 
where other general information we could not obtain firsthand was required. When we util-
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ized secondary data in the research, we did it with caution and we always tried to confirm 
and verify the trustworthiness of the data we used with other sources of information.   

 

3.4 Sampling Method  
Prior to conducting interviews we decided upon a sampling procedure that would make it 
possible for us to interview a population that could provide us with knowledge and a com-
prehensive understanding about necessity entrepreneurs in the Western Cape province. 

Sampling involves the methods used by researchers to derive a sample from a population 
(Ghauri et al., 1994). If the aim of a study were to learn about a certain population the op-
timum method would be to test all members of the population. However, as a study of the 
entire population demands extensive time and capital, sampling is used. 

Patton (2001) said that there are no rules on what size a sample in qualitative research 
should ideally be. Rather, he believed that the sample size depends on what the researcher 
wants to achieve and how trustworthy the information that is obtained from the respon-
dents is. We utilized Patton’s (2001) thoughts and chose a sample that provided us with 
enough data to achieve our purpose and suited our situation (cited in Golafshani, 2003).  

3.4.1 Our Sample Choice 
Our sample population was derived with the support of contacts that our thesis supervisor 
provided to us from The University of the Western Cape. These people helped us by estab-
lishing meetings with what they perceived to be good representatives of: B.S.P., people in-
volved in entrepreneurship within the provincial government and necessity entrepreneurs.  

The first contacts established were with the Business Place (see section 4.3.1) and the pro-
vincial government initiative RED Door (see section 4.1.1). Following the initiation of 
these contacts, staff at the Business Place and the RED Door referred us to suitable indi-
viduals and other B.S.P. of interest to continue our research. Our sample population, as it 
can be noticed, was therefore allocated through snowball sampling. 

Snowball sampling occurs when a researcher initially contacts few potential respondents 
and then asks them whether they know of anybody with the same characteristics for their 
research (Trochim, 2005). It relies upon referrals from the initial interview subject to gener-
ate additional contacts of interest to the research purpose. 

In order to achieve a sample which we perceived to be representative of necessity entrepreneurs 
in the Western Cape we chose to interview six necessity entrepreneurs and eight B.S.P. (we in-
terviewed people in different positions i.e. project leaders, business advisors and office 
managers) in-depth and 27 additional entrepreneurs more briefly (see appendices 8, 9 & 
10). To ensure that the entrepreneurs in our sample were in fact necessity entrepreneurs, we 
posed questions to verify this fact (see appendices 3 & 5). 

While conducting the interviews for this research we noticed that almost all necessity entrepre-
neurs we interviewed gave us the same answers to our questions. We therefore perceived 
our sample to be saturated.  

Saturation occurs when a study consisting of a sample of respondents provides the re-
searcher with irrelevant data or no new data at all.  If this condition is evident the re-
searcher should have no reason to continue his or her data collection (Glaser & Strauss, 
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1967 cited in Scott, 2004). With this theory in mind, we concluded that conducting more 
interviews would not yield additional information (cited in Scott, 2004). However, to en-
sure that our sample was in fact saturated; we conducted brief one-to-one interviews using 
convenience sampling.  

Convenience sampling is used for the researches expediency, as the researcher can question 
people on the street, in a restaurant or other places easy for the research to work from. 
This method is often the only feasible technique for researches with limited time and re-
sources (Trochim, 2005). 

The interviews were conducted with street vendors on a popular market square, Green 
Market Square, in central Cape Town. We interviewed 27 street vendors using a revised in-
terview guide. The guide consisted of fewer questions than the original interview guide 
used for necessity entrepreneurs (see appendix 5). Upon completing these interviews, we felt 
confident in our assumption that our sample was saturated.  

 

3.5 Interview Technique 
In section 3.1.1 we presented Bryman’s (2000) methods for qualitative research; observa-
tions, interviews or document investigations. Ericsson and Wiederheim-Paul (1997) rec-
ommend interviews as an appropriate tool to collect primary data. In addition, Merriam 
(1994) indicates that an interview is a good alternative for information gathering since it 
provides better and more information than other alternatives such as observation can.  

According to Patton (1990) an interview provides the researcher with: 

“What’s on someone else’s mind and the purpose of an interview is not to place words and 
thoughts in the person that is being interviewed rather getting access to the perspective of 
the person in question.” 

(Patton, 1990, p. 278) 

We believed that the most suitable method to address our purpose given our situation and 
circumstances was to conduct interviews. Interviews allowed us to understand and gain 
knowledge about the realities of the entrepreneurial environment in the Western Cape for 
necessity entrepreneurs.  

We believed interviews to be more useful than observation as a data collecting technique 
because it could, through a two-way interaction, yield specific and direct answers to ques-
tions which observation could not. Through interviews with various representatives in-
volved with necessity entrepreneurs in the Western Cape an understanding of the entrepreneu-
rial environment, we believed, could be reached and our purpose be achieved. Upon decid-
ing to utilize interviews, our next step was to choose which form of interviews would allow 
to collect the data needed to address our purpose.  

3.5.1 One-to-one Interview 
A one-to-one interview occurs when one person asks research questions to a single re-
spondent and is the most basic interview technique that has developed into the most fre-
quently used in social science fieldwork (Devereux & Hoddinott, 1993). 

To successfully conduct a one-to-one interview three conditions must be met: 
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• The respondent must posses the information being targeted by the research ques-
tions. 

• The respondent must understand his or her role in the interview as the provider of 
accurate information. 

• The respondent must feel adequate motivation to cooperate.  

(Cooper & Schindler, 2001) 

3.5.2 Semi-structured Interviews 
Within qualitative research, the semi-structured interview is utilized when one wants par-
ticular information from interview subjects (Merriam, 1994). A semi-structured interview 
form comes best to use when the research has a clear focus and more than one individual is 
conducting the research (Merriam, 1994). 

Using semi-structured interviews the order of the questions or exact formulations are not 
important. By not having a standardized interview procedure one can change the order of 
the questions to suit the situation better (Andersen, 1994). This, on the other hand, requires 
an alert interviewer that focuses on getting through pre-made questions in the interview 
guide, which reveals important issues and simultaneously interact with the respondent to 
adjust to any new issues that may emerge (Andersen, 1994).  

3.5.3 Our Choice of Interview Form 
To conduct our interviews we chose to use the structure of the one-to-one interview tech-
nique proposed by Devereux & Hoddinott (1993) in a semi-structured form. We believed 
that this method would provide us with an understanding of the nature of necessity entrepre-
neurship to achieve our purpose. As we had a clear focus of what we wanted to investigate it 
opened up the possibility for us to utilize semi-structure interviewing. 

Using a semi-structured format we believed that our interview respondents would engage 
themselves in a more open dialog. As a result, we believed respondents would feel less re-
stricted answering our questions giving us the possibility to gain valuable understanding 
concerning their thoughts about the entrepreneurial environment in the Western Cape. 
Another factor leading us to choose semi-structured interviewing was the fact that the 
technique would allow for material to be compared and analyzed to see if there existed any 
similarities among interviews. 

3.5.4 Interview Preparations  
Having decided upon a semi-structured interview form this enabled us to take the next step 
towards conducting our interviews, preparing an interview guide. An interview guide is a 
manual, consisting of interview questions, intended to guide the researcher in the interview 
process to ensure that all relevant information is collected (Ghauri et al., 1994).  

The interview guide we constructed helped make certain that all of our interviews were 
kept strictly within the framework of the purpose we were investigating (see appendices 3, 
4 & 5). In addition, we made sure to include a questions in our interview guide that could 
objectively determine if a candidate was in fact a necessity entrepreneur or not. We designed 
our interview guide to comply with the fact that we intended to use semi-structured inter-
views. This entailed that questions were created to be flexible in nature and have the possi-
bility to be asked at any time during the interview.  
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Jacobsen (2002) suggests that an interview, to obtain relevant and comprehensive results, 
should be kept between thirty to sixty minutes. According to the author this will yield 
enough time to achieve pertinent results while avoiding that the respondents would be-
come too tired to give complete and accurate answers. We followed his suggestions and 
prepared our interview guide so that the total time to complete an interview would take ap-
proximately 40 minutes.  

3.5.5 Conducting Interviews 
While conducting our interviews it was our principal goal to obtain trustworthy results that 
could be used to address our purpose. Using theories proposed by Cooper and Schindler 
(2001) we ensured that our respondents had information with regards to why they were 
chosen to be part of our research sample. We made sure that they understood why they 
were targeted as respondents and tried to make them feel motivated to give us information 
that was trustworthy, comprehensive and reflected their current situation to enable us to 
gain an understanding necessary to address our purpose.  
 
According to Bell (2000), to increase the understanding of findings when carrying out an 
interview, one person should pose the questions to the subject and another person should 
take notes and observe the body language of the respondent. To meet these demands we 
separated interviewing and note taking roles and alternated responsibilities.  

Jacobsen (2002) explains that interviews should take place in a familiar environment to the 
respondent. This will hopefully lead to more trustworthy answers, which reflects the inter-
view respondent’s reality. To ensure that this condition was met we went to the offices of 
the business service providers to conduct our in-depth interviews. Both the entrepreneurs 
as well as management of these centers were familiar with the environments and we hoped 
that they would feel comfortable answering our questions there. 

Andersen (1994) writes that if an interviewer wants to make the people he or she interviews 
feel on an equal basis with the researcher and answer truthful on questions asked, efforts 
must be made to ensure that dress and level of language match the abilities and situation of 
the respondent. We followed Andersen’s (1994) advice and adjusted our clothes and gen-
eral demeanor, especially the sophistication of language used, to be appropriate to the level 
of the respondent. If a person in the provincial government was to be interviewed, we 
wore a shirt and a pair of dress pants. If an entrepreneur in a township was to be inter-
viewed we wore more relaxed attire. We also tried to adjust how we formulated the ques-
tions in response to the level of education, experience and age of the subject. 

3.5.6 Tape Recording 
Seidman (1998) recommends researchers to tape-record all their interviews to ensure that 
no uncertainties of what has been said during an interview will occur. The recorded data 
provides the researcher with resource to avoid situations when uncertainties in what was 
said during an interview can occur.  

The use of a Dictaphone was especially helpful to us because we, at times, had difficulties 
understanding the accent of South African English. To ensure that we did not miss any 
important information the Dictaphone allowed us to concentrate upon asking the ques-
tions given in our interview guide (see appendix 3 & 4) and allowed us to review answers at 
a later point of time to guarantee comprehension. 
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We were aware of the fact that the Dictaphone could make some of the interview respon-
dents feel uncomfortable or nervous, but we tried to make it as easy for them to adjust by 
explaining the reason why it was important to record the interview. Respondents were al-
ways satisfied with our explanation and nobody appeared to be excessively uneasy with the 
recorder or objected to its use.   

3.5.7 Interview Evaluation  
All people we interviewed were polite, friendly and tried to help us with our research by an-
swering our questions. However, we did experience some difficulties in keeping respon-
dents to stay within the frame of our intended questions, a result of using semi-structured 
interviews. Many were keen to speak in-depth about other issues not relevant to our ques-
tions or researched purpose. Another issue we had to deal with was the difficulty in under-
standing the English spoken by some respondents. Some had a heavy South African accent 
while others had languages other than English as their mother tongue. As a result, at times, 
answers were unclear.  However, most often, with careful review with the Dictaphone this 
could be overcome.  

Another factor which we are aware could effect the trustworthiness of our results is in re-
gards to our sampling technique. Snowball sampling, though cost effective and practical to 
use, may not always provide a sample that is truly representative of a population, which can 
introduce bias because not all members of a population are represented. However, we are 
certain that our 41 interviews provided us with comprehensive data that allowed us to draw 
conclusions and address our purpose.   

  

3.6 Analyzing and Interpreting Research Findings  
Within the frame of qualitative research there is, amongst researchers, some concern about 
the usability of traditional reliability and validity as they are measures of objectivity more 
suitable to quantitative studies (Daymon & Holloway, 2002). However, since qualitative re-
search is more subjective Daymon and Holloway (2002) suggest that other measures should 
be used to achieve higher quality. According to the authors, the quality of findings in quali-
tative research is characterized by trustworthiness. The criteria for evaluating trustworthi-
ness are that results should be credible, dependable and confirmable.  

Lincoln and Gubam (1985) wrote that in order for results to be credible, readers must ac-
cept the findings to be true within their own social context (cited in Dayom & Holloway, 
2002). To enable credibility the researcher has to present and guarantee the following: 

• Correct data, including correct rendering of statements.  

• Research should show how analysis and interpretation is supported by data.  

• All relevant data and information should be presented. 

• Selected methods and techniques should be appropriate to the problem area and 
purpose. 

(Gummesson, 2000) 

Dependability, similar in nature to credibility, refers to the ability of readers to evaluate the 
quality of the analysis and conclusions through following the researchers conclusion-
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making processes. To achieve a high level of dependability each particular detail of how 
and why conclusions were found should be described (Dayom & Holloway, 2002). 

Finally the confirmability of research refers to how well researchers have been able to link 
the findings and conclusions of the study to the empirical data, while removing prior as-
sumptions and preconceptions (Daymon & Holloway, 2002). Results can be deemed to be 
confirmable when there is a clear link between data and its sources, to conclusions. 

3.6.1 Achieving Trustworthiness 
The impact of the chosen method has profound implications upon the trustworthiness of 
data collected and results obtained.  Having a weak or unstructured method can lead to 
wrong and/or misleading results and conclusions (Bell, 2000). With this in mind, we care-
fully proceeded to evaluate which methods could provide with the most trustworthy re-
sults. As has been indicated earlier, we choose to use a qualitative based research approach 
to obtain trustworthy empirical data to evaluate how to facilitate entrepreneurship in the 
Western Cape.  

As we utilized interviews to collect data, reliability and validity were not measures that we 
concentrated upon when collecting data. Instead, it was our intention to ensure the trust-
worthiness of our study by enforcing and explaining step of our research to guarantee 
credibility, dependability and confirmability of our findings. 

To ensure that readers are able to understand our methods to collect, evaluate and interpret 
data in a South African perspective, and thereby maintain credibility, we have as often as 
possible tried to provide essential information with regards to the social context of the 
country. Highlighting important theory and socio-economic events and facts, we have tried 
to ensure that somebody who is previously unaware of the details of the country can accept 
the context of our suggestions. 

We have tried to present a dependable analysis and evaluation of findings by providing 
readers detailed steps of methods and techniques of how we gathered and utilized data. In 
addition, we have presented all relevant data so that readers can understand how and why 
we came to the conclusions we did. As a result, readers should be able to follow our con-
clusion-making process ensuring trustworthy results. 

To ensure the confirmability of our data and conclusions we have used a Dictaphone for 
each in-depth interview. This has allowed us to transcribe and immediately record conver-
sations with interview subjects and thereby verifies information removing, to a certain ex-
tent, our own prior assumptions and preconceptions. We are however aware of the fact 
that while conducting interviews it is still possible that our own body language, the way 
question’s were asked, and replies given to subjects may have implied that our own as-
sumptions at times became evident.  

We are certain that our chosen method has assisted us to achieve our purpose and that our 
results and conclusions are trustworthy.   
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4 Empirical Findings 
In this chapter we will provide a review of interviews conducted with necessity entrepreneurs, business service 
providers as well as government representatives. In addition, a review of brief interviews conducted to check 
for sample saturation will be provided. Each section will begin with an introduction to the particular services 
offered by each institution or the necessity entrepreneurs we interviewed. 

In order to collect empirical data to address our purpose we have conducted eight inter-
views with four business service providers. We have interviewed representatives of the 
provincial government of the Western Cape as well as other non-governmental organiza-
tions. These organizations all seek to create a facilitating environment for entrepreneurs to 
successfully launch and manage a business opportunity. In addition, we have also inter-
viewed six necessity entrepreneurs to understand what business assistance clients receive and 
what support they lack to successfully launch their idea. Furthermore, we conducted brief 
interviews with 27 other entrepreneurs. Other interviews that we have conducted which 
have not been relevant to our purpose (such as those with entrepreneurs deemed not to be 
necessity entrepreneurs) have been omitted. In total we have utilized 41 interviews for our re-
search. 

It is our intention to present our empirical findings in a systematic and consistent way so 
readers can gain an understanding of how N.G.O.’s and the provincial government are 
supporting necessity entrepreneurs. This chapter will begin with a brief introduction to the ini-
tiatives of the Western Cape provincial government, followed by a review of business serv-
ice providers in the region. Finally interviews conducted with necessity entrepreneurs will be 
summarized. 

 

4.1 Provincial Government Initiatives 
The City of Cape Town, through the Department of Economic Development & Tourism 
(D.E.D.T.), is striving to promote and support the S.M.M.E. sector. The goal for the 
D.E.D.T. is to develop a physical and economic environment, friendly towards S.M.M.E.’s. 
They are doing this by means of supporting business service providers financially, with 
market information and market research. The D.E.D.T. also works to encourage business-
to-business linkages and stimulate business development initiatives (CapeGateway & Swiss-
contact, 2005). 

4.1.1 Real Economic Development (RED) Door 
To address the problems and lack of S.M.M.E. development in the Western Cape, RED 
Door has recently been created by the D.E.D.T. The goal of RED Door is firstly to help 
entrepreneurs develop business ideas into sustainable endeavors, and secondly, to educate 
provincial communities about the possibilities of starting a business. The RED Door is in-
tended be a one-stop-center where entrepreneurs are able to gain access to expertise and 
seek assistance to develop a business idea (RED Door Business Plan, 2004). Any entrepre-
neur will be welcome, but special focus will be put on youth, women, the disabled and 
those coming from a previously disadvantaged background.  

There are currently eight RED Door offices that have officially been opened with a goal to 
open an additional 27 by the end of 2007 (O. Dyers, personal communications, 2005-04-
06). Their physical locations in the Western Cape have been chosen because of the high 
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levels of unemployment prevalent there. In Khayelitsha, for instance, nearly 60% of the 
population is unemployed (C. Nogaya, personal communications, 2005-04-21). Each of the 
RED Door offices offers its clients introductory and advanced courses in areas critical to 
succeed in business such as accounting, leadership and marketing (Capegateway, 2005).   

4.1.2 Umsobomvu Youth Fund: 

The Western Cape provincial government, in January 2001, initiated the Umsobomvu 
Youth Fund (U.Y.F.).  The goal of the fund is to reduce the high unemployment rates 
among young in the region by promoting job creation and skills development for people 
between the ages of 18 and 35. The word “Umsobomvu” is Nguni (Southern African lan-
guage) for “rising dawn” and is a symbol of the new era full of hopes and opportunities for 
the young people of the Western Cape.   

The Umsobomvu Youth Fund's goal to reduce unemployment is built around four strate-
gic areas: 

• To create and design job creation programs. 
• To outsource the implementation of these programs to service providers. 
• To support and work with existing youth initiatives. 
• To support capacity building for service providers. 

(Capegateway, 2005). 

The U.Y.F. and the RED Door initiative are parts of the provincial governments strategy 
of promoting increased economic growth, employment and economic participation for all 
citizens in the Western Cape (Capegateway, 2005). 

 

4.2 Interviews with RED Door Representatives  
In order to gain an understanding of the services offered by RED door we conducted 4 in-
terviews with representatives from the organization. Interviews took place in the RED 
Door offices with the regional and local managers, in addition to business advisors. The 
findings of our interviews are summarized below. 

4.2.1 Mr. Benito Hope 
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• RED Door Atlantis Office Manager 

• Date of interview: 2005-04-12 

Background: 

Mr. Hope originally comes from a city in the Western Cape called Darling, a town near At-
lantis (1 hour north-west of Cape Town (see map appendix 7)). Before beginning his em-
ployment as office manager of RED Door Atlantis, he worked as an in economics teacher 
in Darling for over 14 years. He had also been active in an initiative assisting entrepreneurs 
at an N.G.O. called Atlantis Economic Development Trust (A.E.D.T.).  

When A.E.D.T. and the provincial government established a partnership to jointly operate 
RED Door Atlantis, Mr. Hope applied and was granted the position as office manager. 

Motives for Becoming an Entrepreneur: 

Mr. Hope believed that the motives for why people start businesses are mixed; one side is 
that they want to add value to society by creating employment opportunities for other peo-
ple. The other motive is that people want to earn money. 

M. Hope indicated that the majority of the clients coming to his office were there because 
they need to find employment to survive. They have no other alternatives. According to 
Mr. Hope, many have realized that the only way they can survive is to create their own 
businesses and support themselves. 

Hinders to Becoming an Entrepreneur: 

Mr. Hope indicated that access to finance is the principal hinder for people in Atlantis to 
start a business. In addition, he said that many people who have a business idea do not 
have an adequate business plan communicating this. This, at later stage, will results in prob-
lems accessing capital form financial institutions.  

“If somebody comes into bank they must have a viable (business) plan so that they can se-
cure money.” 

(B. Hope, personal communication, 2005-04-12) 

Business Support: 

Many people come to the RED Door office expecting to receive funds. Mr. Hope said that 
RED Door does not directly give people money; instead, they work toward facilitating the 
process of people to access money through partnerships with financial institutions. Fur-
thermore, RED Door advises people how to write a business plan that meets the criteria of 
commercial lenders.   

Mr. Hope also highlighted the fact that people in the Atlantis region lack essential business 
skills. To overcome this skill gap, Mr. Hope has designed different educational programs, 
which consists of workshops and seminars. He hopes that these programs will increase the 
level of business skills among people and increase the success rate of start-ups in the Atlan-
tis region.  

Mr. Hope believes that everybody, regardless of gender, ethnicity, or age, should have the 
right to present his or her idea to one of RED Door’s business advisors to prove that it is 
viable. The advisor will listen and try to support the person’s idea with all of the resources 
available to them within RED Door. People with a viable business idea are, according to 
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Mr. Hope, supported by RED Door to further develop their idea with feedback from a 
business advisor.  

“A business plan consists of the entrepreneur’s idea, designated target market, marketing 
strategies and competitor analysis.” 

(B. Hope, personal communication, 2005-04-12) 

Future for the Entrepreneur:  

Mr. Hope thought that the RED Door initiative would, in the future, meet the require-
ments in the Western Cape to support and empower individual entrepreneurs with the 
tools necessary to start a business. Mr. Hope explained that not much time has passed since 
apartheid was abolished, so an initiative such as RED Door can strengthen and facilitate 
the regions development eliminating unemployment and poverty amongst its citizens. The 
future for the Western Cape and its entrepreneurs looks good according to Mr. Hope. 

“We are trying to open up opportunities for the people, as the voice of the government we 
must help.” 

(B. Hope, personal communication, 2005-04-12) 

4.2.2 Mr. Albert Mankantshu  
• RED Door Khayelitsha Office Manager 

• Date of interview: 2005-04-14 

Background: 

Mr. Mankantshu is a former banker from the private sector. As a banker Mr. Mankantshu 
felt unsatisfied with the fact that many loan applications from entrepreneurs were rejected 
because they lacked financial security. He felt compelled, as a result of his own experiences 
from banking, to support these people that had an idea but did not have the expertise or 
experience to apply for money. He came across information that RED Door was recruiting 
an office manager for the Khayelitsha office, applied for the position and was accepted. He 
had been the office manager of the RED Door Khayelitsha branch since November 2004.   

Motives for Becoming an Entrepreneur: 

Mr. Mankantshu said that in Khayelitsha, the greatest motivation for why people start a 
new business is because they are unemployed and cannot find a job. Mr. Mankantshu men-
tioned that there is a great frustration among the unemployed since they cannot support 
themselves or their families.  

According to Mr. Mankantshu, many people of Khayelitsha see entrepreneurship as the key 
to providing for themselves and their families. Since they lack other alternatives, starting a 
business is seen as the only way to earn an income. In addition, Mr. Mankantshu indicated 
that beyond providing for themselves, many necessity entrepreneurs were motivated by that fact 
that if their business performed well, they would be able to employ others. 

Hinders for Entrepreneurs: 

According to Mr. Mankantshu the most important explanation for why people avoid start-
ing a business in Khayelitsha is a result of difficulties accessing finance. He mentioned that 
in South Africa and the Western Cape particularly; commercial banks demand extensive 
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collateral for a financial loan. Most people in Khayelitsha, according to Mr. Mankantshu, 
lack this. 

The majority of the people in Khayelitsha, according to Mr. Mankantshu, live in govern-
mental funded houses, which are not accepted as collateral. Mr. Mankantshu said that even 
if a business idea has viability, no loan is granted because applicants lack financial security. 
Those that have an idea and the entrepreneurial capacity to launch a business opportunity 
are hindered from doing so.  

Business Support: 

Mr. Mankantshu said that to address the difficulties for people to obtain capital and start a 
business, once they have a viable business idea, RED Door would assist them to create a 
business plan. Working together with a business advisor, clients, using a pre-fabricated 
template, will work jointly to create a business plan. This plan should, according to Mr. 
Mankantshu, have enough information about the business and be of high enough quality to 
be accepted by banks.  

It is not only support to write a business plan that RED Door is assisting people with. 
RED Door also acts to allow entrepreneurs to present their ideas and receive feedback 
from a RED Door business advisor Mr. Mankantshu said. The goal of this is to strengthen 
the business idea and make it more realistic to implement ensuring sustainability. 

Mr. Mankantshu indicated that people coming to the RED Door were especially interested 
in using computers, connected to the Internet, to conduct market research. Utilizing the 
computers entrepreneurs can conduct their own market and competitor analysis in addition 
to finding other information related to their business. 

Mr. Mankantshu said proudly that RED Door Khayelitsha had been very effective in giving 
people information and answers to entrepreneurship related issues. Since their opening in 
November 2004, until late February 2005, the organization has helped their clients to win 
tenders for a total value of R5 200 0004.   

“For a period of 4-5 months, R5 200 00 in won tenders is a great achievement for 
RED Door.” 

(A. Mankantshu, personal communication, 2005-04-14) 

Future for the Entrepreneur: 

Mr. Mankantshu mentioned that a problem his RED Door branch experiences’ is a lack of 
funding from the provincial government. He explained that because of the high unem-
ployment level in Khayelitsha, approximately 60%, there are many people that need sup-
port. However, with the financial restraints on his organization he felt unable to assist all 
those that needed help. In the future, as more people were made aware of the RED Door 
office, he felt that this issue would become increasingly important to deal with. 

If the above-mentioned problem could be resolved, Mr. Mankantshu felt that if RED Door 
Khayelitsha continues to help and support people at the same pace as it has so far, the fu-
ture of entrepreneurship for necessity entrepreneurs of the Western Cape is bright. 

                                                

4 R5 200 000 = SEK 5 959 268 as of 2005-05-27 
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“If we give the necessary tools for the entrepreneurs in the Western Cape, a great future 
will meet them and together we will overcome unemployment.” 

(A. Mankantshu, personal communication, 2005-04-14) 

4.2.3 Mr. Andile Gweshe and Ms. Tembi Mloyeni  

   

• Mr. Gweshe is Business Advisor at the RED Door Khayelitsha.  

• Ms. Mloyeni is the Western Cape regional manager for RED Door. 

• Interview was conducted jointly with Mr. Gweshe and Ms. Mloyeni for their con-
venience. 

• Date of Interview: 2005-04-22  

Background: 

Mr. Gweshe, before joining RED Door Khayelitsha as a business advisor, studied small 
business management at a technicon (technical collage) in Cape Town. His entrepreneurial 
experience was limited to a start your own business course integrated in his studies. He was re-
cruited immediately upon completing his technicon degree to continue with his education 
as a paid assistant to a lecturer. In this role, he helped and supported his lecturer in manag-
ing undergraduates that had problems with their studies in the small business management 
program. Mr. Gweshe had also been employed as an administrator at the provincial Hous-
ing Department, part of the provincial government. It was at the Housing Department that 
he was made aware of and gained an interest in the RED Door initiative. This curiosity led 
him to apply for a position as a business advisor.    

Ms. Mloyeni had a long history and rich experiences of working with B.S.P.. Her last em-
ployer helped entrepreneurs to receive tenders from the public sector, register their busi-
nesses and provide business skills courses. In September 2004, Ms. Mloyeni was ap-
proached by the provincial government to become project manager for RED Door. This 
entailed her having responsibility to establish the planned 35 RED Door offices in the 
Western Cape province.     

Motives for Becoming an Entrepreneur: 

Mr. Gweshe and Ms. Mloyeni both thought that the lack of employment opportunities and 
the will to survive is what motivate the people in Khayelitsha to start a business most. 
Many people have lost their jobs and have no expectations of finding another one. 
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Hinders to Becoming an Entrepreneur:  

Both interview subjects expressed that the reason for why there are so few start-ups in and 
around Khayelitsha is that people do not possess any money to invest into their ideas. Peo-
ple in the region barely have enough money to survive. In Khayelitsha, poverty is a tre-
mendous problem to overcome. Even if a person has an idea and receives capital to invest, 
he or she will often not invest the money into the business because the money is used to 
buy food first. In addition, they mentioned that it was extremely difficult for entrepreneurs 
to be granted loans and venture capital from commercial banks. This is most often due to 
the fact that they lack collateral. 

“I call them survivalist businesses; it’s hand to mouth.” 

(T. Mloyeni, personal communication 2005-04-22) 

In Khayelitsha, the fact that people lack the capability to see where there are opportunities 
on the market frightened Mr. Gweshe and Ms. Mloyeni. In Khayelitsha, people have not 
received a proper education and many lack the ability to identifying an opportunity in the 
market and capitalizing upon it said Mr. Gweshe and Ms. Mloyeni. Instead of opening a 
new and unique business to meet market demands, people chose to copy similar businesses 
as their neighbor. According to Ms. Mloyeni, people do not want to risk energy, time and 
money on something creative and different when they could just as easily copy an already 
working business.  

The third challenge that an entrepreneur has to overcome in the Khayelitsha region is, ac-
cording to Mr. Gweshe and Ms. Mloyeni, achieving efficient access to markets. Even in the 
local shopping center in Khayelitsha the rent is too high leaving people with aspirations to 
establish a business outside. People cannot access this established market place, which 
makes people even more frustrated according to Mr. Gweshe and Ms. Mloyeni. 

“This is seriously hampering business. They can’t rent here. It keeps the people away.” 

(T. Mloyeni, personal communication 2005-04-22) 

Business Support: 

“I have seen many people open a business and end up more in dept than they were before.” 

(T. Mloyeni, personal communication 2005-04-22) 

People initially come to RED Door Khayelitsha to receive capital, said Mr. Gweshe and 
Ms. Mloyeni. They said that RED Door does not give capital to people. Instead they both 
understood RED Door’s primary task to support entrepreneurs with guidance and infor-
mation about how to develop a business opportunity, formalize a business and provide 
training to develop necessary skills to facilitate entrepreneurship.  

Ms. Mloyeni said that she wanted to see that a person was as prepared as possible for the 
challenges of business before they go into debt. The history of South Africa has left many 
people in the Khayelitsha region lacking business skills and as a result are not equipped to 
apply for loans. It is therefore the responsibility of RED Door to increase skills among 
these people through various business courses and workshops. 

“Most businesses, if not well managed, will fail within six months.” 
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(A. Gweshe, personal communication, 2005-04-22) 

Future for the Entrepreneur: 

Mr. Gweshe and Ms. Mloyeni predicted a bright future for entrepreneurs in the Western 
Cape with the support and guidance of RED Door. RED Door is working to sustain and 
maintain relationships with necessary stakeholders, most especially with trying to incorpo-
rate the involvement of private institutions. 

“I think it is a good situation. We need to give people a push to succeed.” 

(A. Gweshe, personal communication, 2005-04-22) 

 

4.3 Business Service Providers  
The business service providers in the Western Cape, in addition to RED Door, play a vital 
role in facilitating entrepreneurial activities for necessity entrepreneurs. When conducting re-
search three B.S.P. were continuously mentioned as those that provided the best, though 
very different service. These B.S.P. include the Business Place, the Nations Trust and Swiss 
Contact. A brief description of the services these organizations offer will be given, followed 
by a summary of interviews conducted with their representatives. 

4.3.1 The Business Place  
The Business Place serves as an information center to entrepreneurs where the young staff 
supports the business needs of clients. Support includes business opportunity identifica-
tion, idea evaluation, tender evaluation, financing help, Internet and computer access. 

The Business Place, in addition to providing the services mentioned above, also works as a 
referral center to other more specialized business service providers. The Business Place’s 
network of service providers is situated in one building for clients to have easy access (C. 
Nogaya, personal communication, 2005-04-21).  

4.3.1.1 Ms. Cindy Nogaya 

 

• Office Manager of the Business Place 

• Date of interview: 2005-04-21 
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Background: 

Ms. Nogaya has completed a bachelor degree in marketing and originally comes from the 
Eastern Cape province (see appendix 7). After finishing her degree she worked with event 
management in the Easter Cape and then went on to work for a development organization 
similar to the Business Place.  

After this job she moved to Cape Town and started working for an investment bank called 
Investec, as she was curious to see what a corporate environment was like. She worked 
there for two and one half years and gained work experience within the fields of finance 
and private banking, but as not personally fulfilled with the job. After speaking to one of 
her managers she was told about the Business Place (a subsidiary of Investec) and immedi-
ately became interested. She had been working at the Business Place since February 2005. 

“I became really excited to do something that really benefits people. Doing things that 
people need.”   

(C. Nogaya, personal communications, 2005-04-21) 

Motives for Becoming an Entrepreneur: 

According to Ms. Nogaya most people coming to the Business Place become entrepreneurs 
in a process that is forced upon them. Because they are not able to find employment the 
only solution for them to survive is to start their own business. 

Hinders to Becoming an Entrepreneur: 

Ms. Nogaya considered the greatest factor to why not more people engage themselves in a 
start-up is a lack of confidence. Ms. Nogaya said that many people are missing an entrepre-
neurial mindset, which she described as a person’s attitude towards life and its limits. The 
average Business Place client is, according to Ms. Nogaya a necessity entrepreneur, and has a 
long history of being treated badly. Even today people are treated according to their skin 
color and not how well they perform. The implications of this, according to Ms. Nogaya, 
are that it affects the mindset of these potential entrepreneurs very negatively. In addition, 
even if a person has the confidence to start a business, Ms. Nogaya said that the majority of 
the Business Place clients could not afford to invest money into their idea.  

Another issue affecting clients is in regards to the lack of necessary business skills to access 
the “white” markets, according to Ms. Nogaya. She saw predominantly white markets to be 
the greatest source of opportunity for previously disadvantaged individuals, but also the 
one most difficult to enter as a result of apartheid. 

“We have been brought up to be laborers, we haven’t been brought to be employers.” 

(C. Nogaya, personal communications, 2005-04-21) 

Ms. Nogaya said that the majority of the clients visiting the Business Place office are under-
skilled but do not realize it themselves. Clients often think that if they obtain capital they 
can start a business and make money easily.  

“People always think that money is the solution to the success of their business idea, but 
many times it is not.” 
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(C. Nogaya, personal communications, 2005-04-21) 

Ms. Nogaya expressed another factor that hinders entrepreneurs to access markets is the 
resistance of ethnic groups to work together. Still today she indicated that African blacks 
are reluctant to conduct business with coloreds, whites with African blacks, etc. This fact 
makes it substantially more difficult for markets to work effectively according to Ms. 
Nogaya.  

Business Support: 

Ms. Nogaya mentioned how important it is for her and the Business Place to support and 
create an entrepreneurial spirit among its clients. The Business Place is trying to fill these 
people with hope and a belief that everything is possible. Part of this strategy is to change 
the fundamental reasoning of how people think and spend their money:  

“There are people that live in a shack, but buy an expensive car, that is that kind of cul-
ture we have, being flashy on the outside and poor on the inside.” 

(C. Nogaya, personal communications, 2005-04-21) 

The Business Place actively works to recognize and evaluate what specific expertise an en-
trepreneur lacks, beyond capital, to start a business. If an entrepreneur lacks essential busi-
ness skills the Business Place sends them to business courses and seminars offered by other 
B.S.P..  

Future for the Entrepreneur: 

Ms. Nogaya said that to improve the prospects of entrepreneurship in the Western Cape all 
stakeholders including B.S.P., the private sector, the provincial government and private 
citizens have to become involved. They have to set common goals and try to learn from 
each other’s mistakes and experiences to enable better support for necessity entrepreneurs. A 
problem that Ms. Nogaya saw with regards to supporting necessity entrepreneurs is that the ma-
jorities of all B.S.P.’s (excluding RED Door) are not self-sustainable and are constantly in 
search of capital to survive. 

4.3.2 The Nations Trust 
The Nations Trust (N.T.) is a non-profit small business organization for youths. Its patrons 
are Her Majesty Queen Elizabeth II of England and former president of South Africa, Nel-
son Mandela. The main motive for creating the N.T. was to help support the millions of 
young South Africans searching for employment opportunities to support themselves and 
their families (Nations Trust, 2005). 

The N.T. believes that entrepreneurship is an opportunity for young people to earn a sus-
tainable income. The fund was created to support previously disadvantage individuals be-
tween the ages of 18 and 35 with start-up capital and business support. Since its foundation 
in 1995, until May 2005, the N.T. has assisted 1226 entrepreneurs with business start-ups 
and has a goal of helping an additional 9000 by 2010. 

The Nations Trust offers small business loans (up to R50 0005) to young entrepreneurs in 
accordance with an agreement to join a N.T. mentor program. The program provides every 

                                                

5 R50 000 = SEK 57 300 as of 2005-05-27 



Empirical Findings 

38 

entrepreneur that has been granted a loan from N.T. a mentor with relevant business expe-
rience. The mentor will follow the progress of the start-up throughout the agreed payback 
time of the loan, up to 12 months, and try to ensure that the business maintains sustainabil-
ity.  

Funding for the youth loans are received from government indirectly through the Um-
sobomvu Youth Fund voucher program. The mentor program is supported and funded by 
private institutions. 

4.3.2.1 Mr. Neo Seleke  

 

• Nations Trust Western Cape provincial manager. 

• Date of interview: 2005-04-19 

Background: 

Mr. Seleke is the regional manager for the Nations Trust in the Western Cape province. He 
originally comes from Kimberly in the Northern Province and came to Cape Town in 1996 
to further his studies at a technicon after finishing his matric (high school diploma). At the 
time, Mr. Seleke believed that Cape Town was full of opportunities and thought it was the 
right time for him to move away from Kimberly. 

At the technicon he firstly studied small business management and later continued to study 
marketing after completing his first degree. Before starting at N.T., he had worked as a lec-
turer helping people to understand the process of starting a business including sales, mar-
keting and business development.  

He joined N.T. as a business analyst in 2003 and was recently promoted to regional man-
ager for the Western Cape. 

Motive for Becoming an Entrepreneur: 

Mr. Seleke said that the motivation of providing and supporting ones own family is the 
primary reason why people consider starting a business. According to Mr. Seleke, these 
start-ups, known as necessity start-ups, involve entrepreneurs that have not chosen to start a 
business as a career option, but rather because they are forced to start it to survive.  
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“People are involving themselves in start-ups because of frustrations of not finding a job.” 

(N. Seleke, personal communication, 2005-04-19) 

Hinders to Becoming an Entrepreneur:  

Mr. Seleke mentioned a great problem among previously disadvantaged individuals in the 
Western Cape is that they do not have a history of entrepreneurship and business. Children 
throughout this population have never had the possibility to see their parent’s, family 
members or neighbors engaged in starting a business.  

“The population does not have role models or success stories that would provide them with 
enough self-confidence to start up something of their own.” 

(N. Seleke, personal communication, 2005-04-19) 

As a result of not being in an entrepreneurial environment, people do not consider entre-
preneurship as an option to increase quality of life. Another factor that these people have 
to overcome is that they do not have an entrepreneurial capacity, expressed by Mr. Seleke, 
to be formed at an early age. Mr. Seleke said that many P.D.I. in the Western Cape lack an 
entrepreneurial mindset because schools have not encouraged entrepreneurship and as a 
result, not many start businesses.  

“The lack of basic business knowledge forces many start-ups to fail.” 

(N. Seleke, personal communication, 2005-04-19) 

Mr. Seleke also said that there are many people with ideas, however, these people lack capi-
tal to launch their ideas.  

“Financial institutions normally demand collateral in exchange for funds, and a greater 
part of the P.D.I. do not have any collateral, which means that they cannot start a busi-
ness even if the idea is viable.” 

(N. Seleke, personal communication, 2005-04-19)  

Business Support: 

The Nations Trust, according to Mr. Seleke, works to provide people between the ages of 
18 and 35 with access to capital. Mr. Seleke said that the N.T. also provides practical assis-
tance regarding starting a business. 

Mr. Seleke expressed that the average N.T. client lacks sufficient business skills to run and 
manage a business successfully. To address this problem the N.T. links entrepreneurs with 
other external B.S.P. that can help train the potential entrepreneur. When clients achieve 
sufficient business knowledge they go through an approval process leading to an applica-
tion for a loan from the N.T.    

An entrepreneur can receive funding of up to R50 000 from the N.T. youth program. In 
order to qualify for these loans the entrepreneur must take part in N.T.’s mentor program. 
The mentor program is designed so that every entrepreneur is provided a mentor with rele-
vant business experience. In addition to assisting the entrepreneurs business, the mentor 
also ensures that the funds received by the entrepreneur are not misused. 

 



Empirical Findings 

40 

 

Future for the Entrepreneur: 

Mr. Seleke believed an important initiative to increase entrepreneurship in the Western 
Cape is to change the mindset of people towards entrepreneurship. This will require all 
stakeholders’ participation to ensure success.   

The provincial government is, according to Mr. Seleke, actively working to promote entre-
preneurship. Mr. Seleke, however, expressed some doubt if the outcomes of the RED 
Door initiative, in terms of business start-ups and the economic growth resulting from it, 
would be as great as the monetary investment. Had Mr. Seleke been able to decide he 
would have provided more investment for external B.S.P. such as the N.T. It must be 
noted however that Mr. Seleke believed that if the RED Door lived up to its expectations, 
a great future for the entrepreneurs in the Western Cape could be achieved.  

4.3.3 Swiss Contact 
Swiss Contact is a politically neutral non-governmental organization, founded 1959 in Swit-
zerland. Private businesses, associations, foundations, public donors as well as private 
benefactors have financed Swiss Contact’s operations around the world. Over 300 people 
are actively working for Swiss Contact in 24 countries around the world (Swisscontact, 
2005).  

Swiss Contact’s mission statement is to “Help Others to Help,” by cooperating with local 
government, local service providers and N.G.O.’s. Swiss Contact’s primary service is to 
help local stakeholders become more efficient in their methods of helping small and me-
dium sized enterprises (Swisscontact, 2005).  

4.3.3.1 Swiss Contact South Africa (S.S.A.) 

 
The South African Swiss Contact subsidy was initiated in 2003 and is located in Cape 
Town. S.S.A. is working to strengthen and improve the entrepreneurship climate in the 
Western Cape by supporting the S.M.M.E. sector. It integrates local programs and initia-
tives striving to help local B.S.P. to improve their services offered. (Swisscontact, 2005).  

4.3.3.2 Hans-Heinrich John Kuhn  
• Founder of Swiss Contact South Africa 

• Date of interview: 2005-04-20 

Background: 

Mr. Kuhn is originally an engineer who studied at a technical university in Switzerland. 
Upon completing his degree he became involved in a family business as an engineer. He 
eventually grew into having more responsibilities and ended up running the business that 
produces kitchen cookware. After meeting the managing director of Swiss Contact, Mr. 
Kuhn decided to travel to South Africa and initiate the local Swiss Contact branch in Cape 
Town. 
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Motives for Becoming an Entrepreneur: 

According to Mr. Kuhn many people in the Western Cape region become entrepreneurs 
because they have no other alternatives. He indicated that for many living in townships and 
rural areas, in order to survive, starting their own business is the only alternative.  

Hinders to Becoming an Entrepreneur: 

Mr. Kuhn identified that many necessity start-ups do not survive for a long period of time. 
He thought that the reason for this was that not everybody has the capacity to become an 
entrepreneur and manage a sustainable business.  

“Entrepreneurial character is something you’re born with and can’t be trained.” 

(H.J. Kuhn, personal communication, 2005-04-20) 

Mr. Kuhn said that even if a person has the skills and talent to undertake an entrepreneurial 
venture, a lack of finance often hinders him or her from realizing it.  

“They will not get any financial support because they cannot get collateral, they have no se-
curity.” 

(H.J. Kuhn, personal communication, 2005-04-20) 

In addition, Mr. Kuhn mentioned that a serious hinder to entrepreneurship in the Western 
Cape was the inefficient use of resources by B.S.P.. He mentioned an example of B.S.P. 
that churned out expensive business plans, funded by the Umsobomvu Youth Fund, which 
had little practical use. Entrepreneurs paid 10% of this cost and the U.Y.F., the remaining 
90%. However, many times the final results were poor. Business plans were of a generic 
nature, and often the entrepreneur it was intended for had little knowledge of the details 
because somebody else created it with little involvement by the client. Mr. Kuhn said that 
because clients do not understand their own business plan, financial institutions reject 
them. B.S.P are not currently all working efficiently. 

Business Support: 

Swiss Contact South Africa, according to Mr. Kuhn, is working to help N.G.O.’s and 
B.S.P. to increase the quality of services offered through operational strategy suggestions. 
In addition, S.S.A. is working to create  both an accreditation mechanism to rate B.S.P. as 
well as a mentor system for entrepreneurs. S.S.A., according to Mr. Kuhn, is working to 
fundamentally change this inefficient system 

Another business support initiative introduced by S.S.A. is the Small Business Week forum. 
This initiative seeks to put necessity and informal entrepreneurs in contact with more es-
tablished businesses. Run as an event, it seeks to give those that would otherwise not be 
able to attain business linkages the ability to do so (Swisscontact, 2005).  

Future for the Entrepreneur: 

According to Mr. Kuhn the provincial government spends R110 million per year on 
S.M.M.E. development, which he believes should provide a promising future for necessity en-
trepreneurs in the Western Cape. Mr. Kuhn admitted that R110 million is probably not 
enough to help all people, but it is a start.  
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In addition, he thought that the government RED Door initiative could, if implemented in 
the right way, help many people obtain and develop the crucial entrepreneurial capacity to 
identify opportunities and start a business in the Western Cape.  

 

4.4 Entrepreneurs  
Below a summary of the six in-depth interviews we conducted among necessity entrepreneurs 
will be presented. It is our intention to present findings in a structured way for readers to 
gain knowledge and insights regarding what drove these individuals to want to start a busi-
ness, what they perceived as their biggest challenge to do so, what support the received 
from B.S.P. and finally what they expect their future to look like. The in-depth interviews 
presented below took place at the Business Place in Cape Town 

4.4.1 Mr. Mongezi Makhalima  

 

• Date of interview: 2005-04-15 

Background: 

Mr. Makhalima was in his mid-twenties and was looking to start his own business. Mr. 
Makhalima had been unemployed for an extended period of time and was having a difficult 
time raising the necessary capital required to finance his idea.  He obtained his matric in 
1998, originally coming from the Eastern Cape province. He moved to the Western Cape 
to go to Technician. However, he was not able to finish his degree because of financial dif-
ficulties. 

Mr. Makhalima saw an opportunity to open an Internet café in his township (Crossroads). 
He saw a need for a store with Internet resources because the students in his community 
had no other way to access the information it could provide. He wanted to market his 
product towards students who were in need of using computers for school assignments. 
Mr. Makhalima said that what motivated him to start his business was that if students did 
not have computers they would turn to crime and drugs. The next best alternative for stu-
dents to get Internet access was to go to another township in the surroundings area. How-
ever, this would incur time and money being unnecessarily wasted according to Mr. Mak-
halima. 

To be able to realize his idea Mr. Makhalima needed money. Since he lacked collateral and 
had a history of problems with commercial banks, he could not obtain the required capital 
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to start his business. When he initially sought contact with the Business Place he thought 
that they would give him capital. 

“I just need R90 0006 to start my business.” 

(M. Makhalima, personal communication, 2005-04-15) 

Entrepreneurial Support: 

During his first visit to the Business Place Mr. Makhalima did not receive capital as he had 
expected. Instead, in order to complement his business skills, he was introduced to a B.S.P. 
working with the Business Place that could help him. Mr. Makhalima said that he gained a 
broader understanding of business practices from the course that the B.S.P. held. Mr. Mak-
halima expressed that the Business Place and its partners had helped him to save time and 
become more efficient when conducting market and competitors analysis.  

Mr. Makhalima was also enrolled in a mentor program that the Business Place offered. This 
program, he said, gave him the possibility to discuss and receive feedback about his busi-
ness idea with an experienced businessperson.  

Mr. Makhalima believed that if he had not gotten the support from the Business Place and 
its service providers, he would not have come as far as he had. He was convinced that his 
Internet café would be established by the end of January 2006. 

 “I have a hope that they will be able to help me!” 

(M. Makhalima, personal communication, 2005-04-15) 

4.4.2 Mrs. Helena Lamont and Ms. Jasmine Takim  

 

• Date of interview: 2005-04-15 

Background: 

Mrs. Lamont and Ms. Takim both originate from a suburb of Cape Town called Parrow. 
Mrs. Lamont and Ms. Takim have previously been involved with organizing weddings and 
catering for the occasions. As a result of them both being unemployed for an extended pe-
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riod of time, they sought help from the Business Place. Their business idea was to establish 
a wedding planning and event catering business.  

“Why not make something that I’m good at into a business?” 

(H. Lamont, personal communication, 2005-04-15) 

They approached the Business Place because they wanted to grow their business from the 
informal status it was currently at.  

Entrepreneurial Support:  

Mrs. Lamont and Ms. Takim visited the Business Place with expectations of obtaining fi-
nance for their business opportunity. When they realized that the Business Place did not 
have capital to give to its clients, Mrs. Lamont and Ms. Takim proceeded to receive support 
to improve their business plan. Mrs. Lamont and Ms. Takim had tried unsuccessfully to ob-
tain finance, before visiting the Business Place, with a simple self-made business plan. This 
had not worked with a result that all financial institutions visited had refused them a loan. 
Mrs. Lamont and Ms. Takim said that the Business Place had also helped them find suit-
able financial institutions that would consider financing their idea in the future. 

Without the support of the Business Place, Mrs. Lamont and Ms. Takim did not feel they 
would be able to successfully start and manage their business. However, with the support 
of the Business Place Mrs. Lamont and Ms. Takim believed that they could achieve suc-
cess.  

“I have great plans, and I need capital. Without the Business Place, this would have been 
hard to find, if not impossible.” 

(H. Lamont, Personal Communication, 2005-04-15)  

4.4.3 Mr. Kamal Pillay  

 

• Date of interview: 2005-04-15 

Background: 

Mr. Pillay was born and lived greater parts of his life in a township outside of Durban, 
South Africa called Phoenix. To further his education he moved to Cape Town to study in-
ternational management. To finance his studies in Cape Town he started his first informal 
business selling customized parking disc holders.  
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Mr. Pillay was currently applying to patent one of his ideas, a kitchen appliance product, 
which he had plans to export to Europe (a non-disclosure agreement was made in regards 
to the details of this product). The factor that motivated him most to engage himself to 
start a business was his dream of being his own boss and controlling his own destiny.  

Lack of sufficient financial resources was what held Mr. Pillay back from starting his busi-
ness. He believed in his ideas and the only factor standing in his way was finance, also the 
reason why he initially contacted the Business Place.  

 

Entrepreneurial Support: 

Through a newspaper advertisement Mr. Pillay was made aware of the Business Place. He 
understood the role of the Business Place to help him raise the capital necessary for him to 
start his business. However, the Business Place did not help him in the sense that Mr. Pillay 
thought before contacting them. After discussions with a business navigator at the Business 
Place, he was referred to another B.S.P., which cooperated with the Business Place to try to 
attract venture capital. 

The B.S.P. helped him to gain enough capital to apply for a patent for his invention. Mr. 
Pillay also received support and guidance to create a business plan, necessary for him in the 
process of raising capital for his start-up. To support entrepreneurs more efficiently and fa-
cilitate for successful start-ups, Mr. Pillay suggested that the Business Place should initiate 
some sort of internship program where entrepreneurs would have a chance to increase 
their business knowledge and experience. 

Mr. Pillay thought that the support he received from the Business Place and its partners 
was excellent and helped him to advance faster through the process applying for finance 
and patents. Although he thought the support was helpful, he still believed that he was per-
sonally capable of applying for a patent, writing a business plan and accessing capital with-
out the Business Place.   

4.4.4 Mr. Patience Mbueno  

 

• Date of interview: 2005-04-15 
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Background: 

Mr. Mbueno was a refuge from Congo who had been in South Africa for 8 years. In Congo 
he used to work as a French teacher. However, because of the political climate in Congo, 
he moved to Angola and became an informal trader purchasing petrol from the capital city 
and bringing it to mines at a profit.  

Throughout Mr. Mbueno’s entire life he had art and sculpting as a hobby. When he came 
to South Africa he figured that he could make a living out of his hobby and became a full 
time sculptor and painter.  

The first period of time for his business was great and interest for his works was huge. 
However, he had recently been hit by an economical setback due to difficulties in maintain-
ing a steady income. He could not afford to have Internet or other means of communicat-
ing with his overseas clients. As a result Mr. Mbueno had lost customers and his sources of 
income.  

Entrepreneurial Support: 

Mr. Mbueno did not lack business experience or knowledge to run a business. What he 
lacked was capital and also the means to communicate with his customers. The Business 
Place solved his problems as they had computers and Internet where he could keep contact 
with important clients and do research for new paintings and sculptures.  

With the technical support of the Business Place, Mr. Mbueno was slowly getting back on 
his feet financially. Mr. Mbueno believed that he could start his business again without the 
resources of the Business Place.  

4.4.5 Mr. Jason Tyatyaza  

 

• Date of Interview: 2005-04-15  

Background: 

Mr. Tyatyaza was born and lives in a township near Cape Town called Gugulethu. Mr. 
Tyatyaza was in his mid-twenties and had a deep interest in hip-hop culture and lifestyle.  
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Together with a friend they developed an idea for a hip-hop merchandise retail store in 
central Cape Town. According to Mr. Tyatyaza and his market research, this market had 
not received any attention in Cape Town and had huge potential. 

Mr. Tyatyaza perceived access to finance as his greatest challenge to opening a retail store. 
Without any previous business experience, track record or anything to put up as collateral, 
he said it was difficult to access the money necessary to start his business.  

 

Entrepreneurial Support: 

Mr. Tyatyaza said that when he first came to the Business Place he expected them to do 
everything for him i.e. find him funding, write his business plan and conduct market re-
search.  

After understanding that they would not do everything for him, he began to orientate him-
self with what services they in fact offered. He had participated in business skill develop-
ment workshops, made a business plan with a template provided by the Business Place and 
received help to develop and refine his original business idea. In addition, he mentioned 
that he often utilized the computer resources that the Business Place had. 

“I attended a management course, which will be accredited to me and increase my chances 
with the finance institutions.” 

(J. Tyatyaza, personal communication, 2005-04-15) 

Without the help and support of the Business Place Mr. Tyatyaza said he would not have 
come as far as he had to realize his retail store.  

Mr. Tyatyaza had a positive outlook about his future thanks to what he perceived to be 
valuable support from the Business Place. He believed that he could open his retail store 
within a year in Cape Town.   

“ Now that I’ve come so far, nothing can stop me.” 

(J. Tyatyaza, personal communication, 2005-04-15) 

 

4.5 Brief Interviews 
After conducting six in-depth interviews with necessity entrepreneurs we noticed that respon-
dents were continuously giving us the same answers, we therefore perceived our sample to 
be saturated. In order to determine if our belief that saturation occurred in our sample, we 
conducted an additional 27 brief interviews with street vendors on a popular market square 
in central Cape Town, Green Market Square. The interview guide we designed (see appen-
dix 5) was composed of five questions in accordance with our problem area and research 
purpose.  

The interview guide was constructed in such a way so we could firstly determine if the re-
spondent were in fact necessity entrepreneurs and could therefore be included in the research. 
As a result one out of the 27 respondents interviewed was determined not to be a necessity 
entrepreneur according to our definition (see section 2.6.5). A graphical representation of our 
findings can be found below.  
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Figure 4- Brief Interviews 

The key finding of our brief interviews was that it supported our belief that saturation oc-
curred in our original sample of necessity entrepreneurs. We could conclude that necessity entre-
preneurs engage themselves in a business start-up because they have no other alternatives to 
survive. We also found out that our respondents perceived access to finance and access to a 
vibrant market as significant obstacles to their businesses. In addition, it can be noted that 
only 8% of our sample were aware of the fact that there are business service providers in 
the Western Cape that can help them and only 4% of our total sample had heard of RED 
Door.  
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5 Analysis 
In this section we provide an evaluation of our empirical findings based upon the theories presented in chap-
ter two. The section is divided into four main areas of concentration: entrepreneurial capacity, access to fi-
nance, access to markets and business service providers. Each section will begin with a review of findings 
from interviews followed by evaluations about these observations. Finally suggestions will be given with re-
gards to how entrepreneurial start-ups can be facilitated in the Western Cape province for necessity entrepre-
neurs. 

The most pressing problem facing the Western Cape province of South Africa is the ab-
sence of sustained growth and job creation, essential components of reducing poverty and 
improving the living conditions for its citizens. The official unemployment rate in the 
Western Cape is 19.8 percent, however when one uses more flexible measures, including 
discouraged workers, the prevailing rate is much higher (Menngos, 2004). In the townships 
of the Cape Town metropolitan region such as Khayelitsha and Gugulethu, unemployment 
rates go as high as 60 percent (N. Seleke, personal communication, 2005-04-19). Develop-
ing entrepreneurship and creating more S.M.M.E.’s is seen as a vital component of improv-
ing quality life for inhabitants of the Western Cape. 

The subjects of our research are pushed into starting a business because of a lack of other 
alternatives. Motivated by poor pay, lack of prospects, lack of innovation, or negative dis-
placement (Rwigema & Venter, 2005), they are persuaded to move away from their current 
situation and into an entrepreneurial venture. In the Western Cape province the most 
prevalent motivators to becoming a necessity entrepreneurs are lack of prospects and/or a lack 
of alternatives, often a result of unemployment. Motivated by not having other alternatives 
interview subjects saw entrepreneurship as a means to survive. 

When analyzing what can be done to facilitate entrepreneurship in the Western Cape we 
have primarily rooted our arguments on the theoretical model proposed by Timmons and 
Spinelli (2003) (section 2.1 and 2.2). Complementing Timmons and Spinelli’s (2003) theo-
retical model of entrepreneurship emphasizing the mutual dependence of opportunity, re-
sources and the team (we have primarily used the first two points),  we have also chosen to 
utilize the more practical points suggested by Wickham (1998) describing hinders to entre-
preneurship in the Western Cape. Using the nine points suggested by Wickham (see section 
2.3) we have, based upon our empirical data, concentrated inhibiting factors into four main 
areas; lack of entrepreneurial capacity (derived from points 3, 5, 6, 7, 8), absence of start-up 
capital (derived from points 1 and 2), poor access to markets (derived from points 4 and 9) 
and insufficient business support to service these needs. These four elements throughout 
our research were evident as the main hinders to creating a more facilitating environment 
for entrepreneurs, and will therefore be the foundation of our analysis section and the 
bases for gaining an understanding of our empirical findings.  

In the following section key findings from our interviews will firstly be summarized, and 
important issues will be highlighted. We will then proceed to give personal reflections upon 
results obtained during interviews, as well as general observations regarding entrepreneur-
ship amongst necessity entrepreneurs in the Western Cape. We conclude each section with pro-
posals as to what we believe, based upon our findings, can be done to practically facilitate 
successful start-ups amongst necessity entrepreneurs. The analysis section is divided into four 
main strategic areas as illustrated in figure 5. 

It must also be indicated that for our analysis, we conclude that all respondents that we 
have included in our sample are in fact necessity entrepreneurs. Each interview candidate an-
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swered questions in order to determine if they were a necessity entrepreneur or not according 
to the definition we chose to use (see section 2.6.5). 

Looking into the future of entrepreneurial development, what lies ahead for the people of 
the Western Cape is a daunting task, but the benefits of promoting entrepreneurship to 
achieve sustainable livelihoods, improving social conditions and alleviating poverty is an 
undisputable necessity. 

 

 
 

Figure 5- Elements Effecting Necessity Entrepreneurs 

 

5.1 Entrepreneurial Capacity 
Developing an entrepreneurial capacity includes the ability of the education and training 
system to promote and develop the skills and mindsets of people needed for entrepreneur-
ship (G.E.M., 2004). Mr. Kuhn (H. Kuhn, personal communications, 2005-04-20) sug-
gested that it is human nature that not every person is capable of starting a business how-
ever, in South Africa, that problem is much more pronounced. As a result of the historical 
development of the province people have been marginalized, with some reaping the bene-
fits of quality education while others are completely lacking. The effect of this, according to 
our interview subjects, is that people lack firstly basic skills and second the capacity to be-
come entrepreneurs. They lack innovativeness, initiative, achievement drive, willingness to 
take calculated risks, flexibility and competitiveness, traits suggested by Prof. Leon Hen-
dricks (Business Times, 2003) to be common among successful entrepreneurs (cited in 
Rwigema & Venter, 2004). Ms. Nogaya mentioned this point especially when she described 
the typical necessity entrepreneur coming into her organization. She indicated how clients often 
were full of ideas, but often lacked the abilities to join together all necessary details of be-
coming a successful entrepreneur such as creating a business plan, acquiring resources, and 
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identifying opportunities. Her clients, she believed, in many instances lacked an entrepre-
neurial capacity (C. Nogaya, personal communications, 2005-04-21). 

Quality education is a significant resource enabling individuals to take advantage of entre-
preneurial opportunities. Throughout our interviews it was apparent that when entrepre-
neurs visit B.S.P. for help, they often lack basic skills to proceed. Many people are not able 
to read and write properly, do not know how to conduct research regarding a business idea 
and in addition do not understand the process of starting and running a business (such as 
requirements to register, pay taxes, and functioning of banks). Interview subjects blamed 
these setbacks upon the continuing impact of apartheid. People are lacking the basic skills 
to run a business, and also lack a spirit of entrepreneurship vital for a successful business 
start-up. 

What also became apparent during our interviews was the absence of creativity and busi-
ness sense of many in the Western Cape. Most of the business service providers expressed 
that the majority of the time a new person came with a business idea, it was not something 
new but a copy of an already existing idea (often internet cafes and selling vegetables was 
mentioned). It was expressed that people lack the creative ability to identify an opportunity. 
Mr. Seleke (N. Seleke, personal communications, 2005-04-19) suggested that in many dis-
advantaged communities there is no sense of business and opportunity creation. People do 
not see themselves as resource creators. In addition Ms. Mloyeni, when explaining what she 
thought was the biggest challenge to developing entrepreneurship in the Western Cape 
said: 

“Most people here in Khayelitsha, they lack initiative or spark. Everybody wants to open 
a phone shop; they are all copying each other. Nobody is identifying a service gap. They 
are taking what others are doing. People are just trying to survive.” 

(T. Mloyeni, personal communications, 2005-04-22) 

5.1.1 Evaluation 
Developing an entrepreneurial mindset includes influencing a person’s awareness so that 
they have the capacity to succeed as an entrepreneur and see entrepreneurship as a desir-
able way of making a career. The educational and training systems of the Western Cape has 
been historically barred and is currently ineffective at promoting and developing the skills 
and mindsets of people needed for entrepreneurship (G.E.M., 2004). In order to become a 
successful entrepreneur, according to Timmons and Spinelli (2003), individuals need to 
sense an opportunity where others see contradictions, they must posses the skills to acquire 
and control resources, in addition they must also consider many other economic, social, 
cultural, technological and other impacts from the external environment. As a result of our 
interviews it is clear that in all cases, to varying degrees, necessity entrepreneurs in the Western 
Cape lack these skills. As indicated by Visser (1997) people do not see themselves as re-
source creators and they have no role models to motivate and guide them in career choice 
and development. We consider the development of entrepreneurial capacity in the Western 
Cape to be the most challenging objective but also most important goal for the provincial 
government. In order to build an entrepreneurial society steps must be taken from the early 
development of children, and continue as a lifelong process. Business advisors continu-
ously told us about the challenges they faced in trying to provide basic business skills to 
their clients. They also suggested this lack of business skills and mindset was a primary rea-
son for why their clients failed.  
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During the apartheid era non-white members of society, and especially blacks were trained 
to be laborers (C. Nogaya, personal communications, 2005-04-21). With this in mind it has 
been extremely difficult to establish a culture whereby people are able to identify opportu-
nities, gather necessary resources, and capitalize upon this idea when they have historically 
always been told what do to. Kuratko and Hodgetts (2001) have suggested a number of key 
characteristics such as resourcefulness, creativity and the ability to recognize and exploit 
opportunities, vital for an entrepreneur. As a result of the past many in the Western Cape 
do not posses these characteristics suggested by Kuratko and Hodgetts (2001) and are not 
capable of starting a successful business. 

Rwigema and Venter (2004) indicate that there are five specific steps (see section 2.2.1) 
necessary to start a new business and grow in into a successful, thriving enterprise. Of the 
five steps they mention, the ability to formulate a viable business plan was the phase which 
representatives from B.S.P mentioned most often to be lacking among necessity entrepreneurs. 
B.S.P saw it as their primary task to help clients develop such a plan, but also the area in 
which entrepreneurs were in the greatest need of skill based assistance. 

The opportunities for people to start their own business are tremendous in the Western 
Cape, but in order to achieve more successful business start-ups among necessity entrepreneurs 
there are many things that need to happen. In relation to the model proposed by Timmons 
and Spinelli (2003) (see figure 1) in the Western Cape it is entrepreneurial capacity, seen as 
a competitive resource, which is affecting entrepreneurs’ ability to succeed most seriously 
in our opinion. Without the necessary resources entrepreneurs are not able to approach 
capital markets, find opportunities or communicate their ideas effectively. Without a suffi-
cient education and culture of business it is difficult for people to view themselves as re-
source creators and someone who has the ability to start a business. They will not have the 
full abilities to conceptualize, organize and launch a business into a sustainable venture.  

5.1.2 Suggestions 
In order to increase the entrepreneurial capacity of Western Cape citizens it is necessary 
that the government as well as private institutions take steps to improve the education sys-
tem. At a basic level significant improvements need to be made to improve the efficiency 
of the school system, predominantly towards schools servicing previously disadvantaged 
communities. Secondly, the business mindset and skills of necessity entrepreneurs must be in-
creased. To meet these needs we therefore suggest: 

• The incorporation of entrepreneurship in the core curriculum of primary and sec-
ondary education emphasizing a practical, hands on approach. From secondary 
school onwards a minimum of 3 hours per week should be spent on courses related 
to developing business skills and entrepreneurial mindset among the youth. By 
teaching basic principles of establishing and running a business at a young age 
learners will be much more inclined to understand how businesses work, and may 
hopefully be inspired to start their own.  

• Significant investment in the infrastructure and resource base of schools. Require-
ments that at least 60 % of teachers at a given school are qualified and increased ac-
countability (related to job security) that principles of schools achieve minimum of 
65 % matric pass rates for learners.  

• The establishment of a comprehensive and efficient mentor system for entrepre-
neurs. Initially 100 top managers from the Cape Town metro area would be se-
lected and developed into the program. This would include professionals with rele-
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vant business skills assisting entrepreneurs with business advice in their own area of 
expertise. Mentors would track an individual’s progress and would provide support 
in the creation and development of a business start-up. 

• Community marketing and outreach programs intended to identify people with 
necessary skills and entrepreneurial capacities to make them aware of resources 
available to them to and promote the idea of starting a business. Establishment of 
mobile education units that could travel around the region and give workshops and 
support to start-ups. Staffed by RED Door and other B.S.P. representatives to in-
crease the awareness of services offered and provide on the spot training. 

• Internship programs and adult education advocating the basic principles of starting 
a business and giving people skills necessary to do so. Implemented through critical 
success stories being highlighted to general public, business workshops, learnership 
programs, and other basic adult education measures. 

 

5.2 Access to Finance 
As indicated by Timmons and Spinelli (2003) one of the most important skills for an entre-
preneur to posses in the start-up phase is the ability to acquire and control resources. In the 
overwhelming majority of interviews conducted with entrepreneurs, business advisors, 
government representatives and others, obtaining finance was raised as the most significant 
challenge to S.M.M.E.’s and entrepreneurs in the Western Cape. Every single entrepreneur 
that we interviewed, similar to the findings proposed by Wickham (1998), identified a lack 
of finance as the main challenge to starting a business in the province. In addition, the ma-
jority of the government representatives and B.S.P. also mentioned finance as the main 
hinder to starting a business for necessity entrepreneurs. Accessing finance for necessity entrepre-
neurs who typically have no track record or without any form of collateral is extremely diffi-
cult. As a result of people in the townships not typically owning their houses or land, secur-
ing a loan and obtaining capital is impossible. In addition, entrepreneurs complained about 
the strict and rigorous requirements of banks and other financial institutions as a source of 
frustration in starting a business. 

“It’s unfortunate that a lot of people don’t own houses; they have just put us into shacks 
and whatever. We (black Africans) have never really become permanent residents of the 
Western Cape its just always been a preferred white or colored area. Because people could 
then start putting up their houses as collateral. The market here just doesn’t support en-
trepreneurs.” 

(T. Mloyeni, personal communications, 2005-04-22) 

5.2.1 Evaluation 
In order to be able to realize a business opportunity, according to Timmons and Spinelli 
(2003) entrepreneurs need resources, both financial and non-financial. It can be noted 
however that in all interviews, the lack of financial resources was indicated to be the most 
serious hinder to entrepreneurship in the Western Cape. The main characteristic of the lack 
of working capital for entrepreneurs and S.M.M.E. development is focused around high in-
terest rates and/ or limited access to capital. The most obvious source of money that en-
trepreneurs turn to, according to our interview subjects, is commercial banks in the form of 
a loan. However, the high transaction and monitoring costs in combination with high risks 
keeps commercial banks away from the S.M.M.E. sector. Although the owner or manager 
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of a business may be technically qualified because of previous experience, they lack basic 
managerial skills preventing banks from granting loans. 

Rwigema and Venter (2004) suggest that in the initial start-up phase of a business idea there 
is an imbalance between a potentially large and growing opportunity and the limited re-
sources available to an entrepreneur. In order to survive an entrepreneur most overcome 
this risk filled disequilibrium and obtain resources. Of the entrepreneurs that we inter-
viewed all, according to their answers, would seemingly agree with the previous argument. 
The difficulty in obtaining financial resources was most often the reason why they initially 
established contact with a business service provider.  

Similar to the findings of Wickham (1998) we agree with the fact that lack of finance is an 
important issue in hindering entrepreneurs to successfully start businesses in the Western 
Cape. However, contrary to what most of our interview subjects said, we argue that access 
to finance, while an important issue, is not the biggest obstacle to overcome in order to fa-
cilitate entrepreneurship for necessity entrepreneurs. Lack of finance is only one of many com-
ponents preventing people from starting businesses, and we perceive other issues to effect 
the capabilities of people to start a business more. If one looks at the prevailing situation 
and working environment of the Western Cape it is not access to capital which is the most 
serious hinder to facilitating entrepreneurship, but entrepreneurial capacity. We argue that 
if you are not able to conceptualize and organize a business idea, regardless of finance, you 
will not be able to launch a successful business. 

5.2.2 Suggestion 
Irrespective of whether or not access to finance is the most significant hinder to entrepre-
neurship in the Western Cape, it is a major problem that must be dealt with to increase the 
possibilities that a necessity entrepreneur can successfully start a business. In order to help alle-
viate the issue we suggest the following measures. 

• Training programs should be established with the participation of commercial 
banks to help necessity entrepreneurs gain the skills necessary to communicate their 
ideas effectively to these institutions. This service should be extensively marketed. 

• Increased loan guarantee programs whereby the government will act as a security 
for the entrepreneur in dealing with commercial banks. If the government can with 
its funds act as security to commercial banks for loans made to necessity entrepreneurs, 
we believe banks will be more willing to loan as risks are more diversified. 

• Redistribution of venture capital (many traditional finance institutions provide 
business loans, but only above R100, 0007) away from large and established enter-
prises to necessity entrepreneurs who require far less money to launch a business (re-
quiring loans of less than R50 000). Additionally efforts should be made by the 
provincial government to group small venture capital institutions together so funds 
are more concentrated into one larger pool and can be used more effectively. 

• The initiation of loaning schemes requiring loan beneficiaries active participation in 
mentoring and skills development programs. This will hopefully lead to better use 
and more accountability of the money being loaned, as mentors will continuously 

                                                

7 R100 000 = SEK 116 557 as of 2005-05-27 
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be able to evaluate how funds are being used and assist the entrepreneur with busi-
ness decisions. 

• The development of a free property appraisal service to give ownership rights and 
deeds to property so that people can use their land and houses as collateral for bank 
loans. Secure titles make assets fungible and facilitate business interactions between 
strangers.  

• Increased government strategies in the long term to change the mindset of main-
stream financial institutions to be more positively inclined towards small business 
start-ups. Initially this would be in the form of joint ventures between provincial 
government and private banks to raise awareness of the S.M.M.E. sector. In addi-
tion increased venture capital reserves whereby necessity entrepreneurs will receive 
a loan and business counseling in return for a stake in the business.  

 

5.3 Access to Markets 
“It’s useless to tell people what to do when there is nowhere for the people to go with their 
services.” 

(A. Gweshe, personal communications, 2005-04-22) 

The third key area of interest raised during interviews with both service providers as well as 
entrepreneurs was the difficulty in accessing markets and the resources required to exploit 
these opportunities. In the model proposed by Timmons and Spinelli (2003) having access 
to markets, and the opportunities that these markets contain, is a key point in being able to 
become an entrepreneur. Within this context two aspects of accessing markets were high-
lighted by those interviewed, firstly proximity to physical markets to buy and sell products 
and secondly cultural divides restricting access to markets along ethnic lines. Without being 
physically near or allowed to enter a market, people will not have business opportunities 
and can therefore not become entrepreneurs, even if necessity requires it. 

Regarding the first point interview subjects primarily highlighted the costs associated with 
getting their goods and services to market as a major concern. When conducting our brief 
interviews 27% of respondents indicated access to markets to be the most significant chal-
lenge to starting a business. In addition, when answering what support they need the most 
from B.S.P. 15% of entrepreneurs mentioned help in accessing markets as their biggest 
need. The necessity entrepreneurs that we met with did not, most often, have their own means 
of transport. As a result they were restricted to informal and cramped mini-bus taxi’s to 
transport their goods. These taxis, our interview subjects indicated, are a debilitating ex-
pense for somebody with no income. In addition, since these taxis are shared with other 
people, they have limited carrying capacity.  

A second point that was brought up with regards to access to markets is the cultural divides 
that separate different communities. This is especially true in the Cape Town metropolitan 
area. It was expressed that entrepreneurs from one ethnic community are reluctant to do 
business with another, even if there are opportunities it is possible to capitalize upon. Ms. 
Mloyeni brought up an example (personal communications, 2005-04-22). Ms. Mloyeni had 
experience of working in the Cape Town township of Khayelitsha, a black African com-
munity. She expressed that in the neighboring township of Mitchell’s Plain, a colored town-
ship, there were more markets and opportunities for entrepreneurs. However she 
mentioned that the black entrepreneurs were extremely reluctant to cross into the colored 
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community and conduct business. The felt alien in the colored township and did not want 
to conduct business there. In addition, Ms. Mloyeni mentioned that the colored communi-
ties were often not welcoming to black Africans coming to their neighborhoods to do 
business, a great cultural divide is still present. This same phenomenon can be noticed in 
business between other ethnic groups in the Western Cape as well. 

5.3.1 Evaluation 
In terms of entrepreneurial opportunities a person gains a significant advantage in being 
close to large markets and suppliers, and thereby increases the likelihood that they can suc-
cessfully start a business. In line with traditional theories of supply and demand, entrepre-
neurs must be able to easily and efficiently sell their supply where it is demanded. In the 
townships and rural areas of the Western Cape, necessity entrepreneurs cannot easily get their 
products to market and therefore lack opportunities. Similarly, buyers must have the finan-
cial means and be willing and able to buy the products offered. Together, this match be-
tween buyers and sellers creates business opportunities whereby potential entrepreneurs 
can fill a gap in services not currently being offered. These opportunities are absent for 
many people in the Western Cape preventing them from being able to start a business. In 
addition, in a point raised by Mr. Gweshe (personal communications, 2005-04-22) if a 
business is unable to have efficient and reliable access to supplies, it may be difficult to op-
erate since they lack sufficient resources. Many entrepreneurs in the rural areas of the 
Western Cape as well as townships surrounding city centers, lacking finance and transpor-
tation, cannot reach the market place. They are therefore not able to access market oppor-
tunities and are not able to become successful entrepreneurs. The minority of entrepre-
neurs that can however access markets are forced to pay more to get supplies and will have 
to sell their goods or services at a higher price to recoup the costs associated with getting 
products to market. The lack of opportunities and resources, key components in the  
model of entrepreneurship proposed by Timmons and Spinelli (2003), make it difficult for 
necessity entrepreneurs in the Western Cape to successfully start a business. 

5.3.2 Suggestions 
Improving and facilitating access to markets and reducing cultural divides are difficult and 
time-consuming tasks for the government and general public to overcome. However, with-
out improvements to these points many people in the Western Cape, not being able to ac-
cess market opportunities, do not have the ability to become successful entrepreneurs. 
Without regard to cultural barriers, it is our opinion that time is the most essential resolu-
tion to overcome the problem. However, active steps to promote cultural understanding 
can facilitate this process. In order to help alleviate the problems above we suggest the fol-
lowing measures: 

• Government must significantly improve the basic infrastructure of rural areas and 
more importantly the townships of the Western Cape. Money must be invested to 
pave roads and increase accessibility of public transportation at a reasonable cost. 
Public transportation in the province, currently composed of informal mini-bus 
taxes must be managed better to ensure reliability. We suggest that government 
takes a more active role in managing services offered to ensure better quality trans-
portation methods. 

• Establishment of mentoring programs whereby principle and agent are from vary-
ing backgrounds and ethnicity thereby promoting cross-cultural exchanges. 
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• Establishment of trade fairs whereby buyers and sellers can meet and establish 
business contacts. A mixing of first and second economies both domestically and 
internationally should occur. Currently Swiss Contact South Africa Small Business 
Week is one such exposition, however we suggest an increase in similar ventures. 

• A more active approach must be taken in trying to overcome cultural barriers be-
tween communities. Cultural outreach programs for all citizens to improve relations 
among ethic groups. 

5.4 Business Service Providers 
A business service provider is an organization that has been established to assist potential 
owners to start a business, to help manage their existing business or to assist owners to 
grow their business (Isaacs, 2005). A major problem that became immediately apparent 
while conducting interviews was the lack of knowledge amongst necessity entrepreneurs regard-
ing the services offered by B.S.P. Of interviews conducted with entrepreneurs not actively 
participating in a program established by a B.S.P., only one person was aware that organiza-
tions existed to help them with their business. Of the entrepreneurs interviewed who were 
in contact with a B.S.P. provider however, all were generally very satisfied with the support 
that they had received from the business service providers they had been in contact with, 
including both government and non-government institutions. Most stated that when they 
first sought the support of a B.S.P. such as the RED Door or The Business Place they ini-
tially came expecting to receive money. However, once entering into the programs estab-
lished by the B.S.P., they went through a process of formalizing their business idea so that 
they could achieve a functioning, viable and sustainable business. Generally, those inter-
viewed were satisfied with the availability and the quality of support and services, with few 
negative experiences (negative experiences were often related to restrictions imposed by the 
B.S.P. such as age requirements or time available to access internet). Entrepreneurs work-
ing with the providers suggested that the organizations could increase their marketing ef-
forts so that more people, in need of their services, know what they offer. 

A point raised by the managers as well as the business advisors working with the B.S.P. was 
the difficulties in acquiring finances and maintaining sustainability of their operations. The 
B.S.P. that we met for the purpose of this essay, with the exception of RED Door, were all 
not-for-profit N.G.O.’s. As a result, they were dependent upon external financing (though 
this in many cases came indirectly from the government). Heavy focus was put upon re-
ceiving and maintaining financing for the operations instead of working with the clients to 
develop business ideas. Interview subjects mentioned that some B.S.P. in the Western Cape 
were more concentrated upon the numbers of clients serviced (and thereby paid for) than 
the actual quality of the results. Ms. Nogaya (personal communications, 2005-04-21) sug-
gested that if B.S.P. were able to concentrate more upon clients than attracting capital, they 
would be able to offer better service. 

5.4.1 Evaluation 
As can be noted from the theoretical framework section a typical business service provider 
model should include some of the following services; business functions, education and 
training, consulting, counseling and coaching, policy and advocacy services, networking and 
infrastructure services (Isaacs, 2005). Of the necessity entrepreneurs interviewed for this re-
search who had been in contact with a B.S.P., all were satisfied with the services received. 
However, it became clear during the interviews that our subjects who were recipients of 
free or low-cost services, often coming from previously disadvantaged backgrounds, were 
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reluctant to complain about the assistance offered. Although they said that B.S.P. were 
working well, in our opinion, we feel that there is significant room for improvement in the 
services offered by B.S.P., particularly to necessity entrepreneurs.  

One of the biggest problems that we noticed with the B.S.P. sector in the Western Cape 
was the abundance of actors on the market offering inadequate services. Many service pro-
viders offered satisfactory business support to assist necessity entrepreneurs in the process of 
starting their business. However, it became increasingly clear over time, that other provid-
ers saw an opportunity to exploit taxpayer money and offered poor services. They did not 
increase motivation, entrepreneurial or business skills of necessity entrepreneurs, components 
suggested by Ladzani (2002) to be central for them to offer to help entrepreneurs (cited in 
Brijlal et al., 2005). These organizations, especially those concentrating on business plans, 
offered generic and poor services and were paid too well for their time and effort. Little 
value was added and they made no contributions towards helping potential entrepreneurs 
succeed in starting or managing a successful business.  

The Umsobumvu voucher program, though seemingly good-natured also seems to have se-
rious problems. This issue was highlighted particularly by B.S.P. outside of RED Door. 
When a client pays only 10 percent of the cost of the service, and the government the re-
maining 90 percent there is not an equilibrium formed between what the buyer is willing to 
pay and what suppliers are willing to sell for. The price of the service, such as writing a 
business plan is artificially set by the government, leading to inefficiencies. The government 
is paying too much for business plans, which, according to our research, are having little ef-
fect on increasing entrepreneurship. At present the voucher program does not seem to be 
working well. Mr. Kuhn explains: 

“Take for example the business plan providers. People pay 10% of the cost and the rest 
comes from Umsobomvu at 90%. All they have to show is a business plan. However how 
many of these business plans are rejected by the financial institutions? They have no result, 
nobody cares about that. Nobody is really monitoring the real value added, the providers 
are not focusing on the clients.” 

(H. Kuhn, personal communications, 2005-04-20) 

Maintaining sustainability of the B.S.P. in the Western Cape is another major problem men-
tioned especially by Mr. Kuhn and Ms. Nogaya (H. Kuhn, personal communications, 2005-
04-20 & C. Nogaya, personal communications, 2005-04-21). Establishing a successful 
B.S.P. is a task that requires significant time. At present, most N.G.O.’s in the Western 
Cape are financed on a three-year basis. After completing this time they must reapply for 
finances, which is not always granted. As a result there is a high turnover of B.S.P.. Manag-
ers of B.S.P. (other than RED Door) stress that they must be able to work on a longer time 
span in order to be able to achieve full capacity and accumulate practical knowledge and 
working experience about how best to help people, rather than finding finance for the op-
erations. If this can be achieved we believe that B.S.P. will be able to motivate and help 
more necessity entrepreneurs better. 

Finally the marketing efforts of the B.S.P. we met with seem to be clearly inadequate. Of 27 
interviews conducted with necessity entrepreneurs not currently working with a B.S.P., only one 
individual (see figure 4) knew that such organizations existed. Interview subjects were ex-
tremely interested in support that they could receive to help their business, but simply did 
not know where to turn for help. 
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What we believe is the key to facilitating entrepreneurship for necessity entrepreneurs is to inte-
grate already established high quality B.S.P. with the RED Door initiative. By incorporating 
the business skills of established actors into the RED Door, we believe the initiative can 
gain a head start. In addition, where the RED Door is not available to assist an entrepre-
neur, they must use a network of accredited high quality B.S.P. as a further resource. This 
will undoubtedly create a situation whereby some B.S.P. will not survive as their funding 
and services will be taken over by the RED Door, but we deem this to be a necessary step 
in order to increase the levels of necessity entrepreneurship in the Western Cape. 

5.4.2 Suggestions 
Based upon the model created by Isaacs (2005) with regards to what services B.S.P. should 
offer, we have formulated a number of measures we believe could help B.S.P. give more ef-
fective support to necessity entrepreneurs in the Western Cape. The results of these measures is 
that more people could be helped at a lower cost. 

• Continued rollout of the provincial government RED Door initiative with a higher 
concentration on rural areas as well as those with high unemployment. Increased 
incorporation of the private sector, through a tax credit scheme,  in providing busi-
ness tenders and skill sharing to the RED Door staff and clients. 

• Establishment of mobile RED Door offices that can move around the province 
and dramatically increase the span of services offered to areas that would otherwise 
be neglected because of location and costs associated. Mobile units will provide 
business workshops, administrative assistance, networking opportunities, and policy 
advocacy services. 

• Establish an objective and comprehensive ranking system whereby services offered 
by B.S.P. can be measured and systematically compared. Ensure that government 
finances are only given to B.S.P. that achieve a certain level (as determined by the 
ranking system) of high service standards. 

• Establishment of recording methods and databases to measure the value added by 
B.S.P.. The databases can then be used as a foundation for B.S.P. to share informa-
tion and knowledge with regards to how necessity entrepreneurs can be helped most ef-
fectively. Require audits of outcomes to increase accountability of public funds. 

• Increased financial support to accredited B.S.P. and reduction or removal of fi-
nances to providers that do not maintain minimum quality standards. 

• Redeployment of the Umsobumvu voucher program. Removal of age restrictions 
on funds and reduced government’s burden in the financing moving more of the 
cost to the client. Establish pay as you go practices for clients to increase account-
ability of service providers, and establish greater financial commitments of entre-
preneur from an earlier stage. This would also help to achieve greater sustainability 
for business service providers. 

• Increased marketing to potential entrepreneurs who are otherwise unaware of serv-
ices offered. Advertising must be specifically targeted, though not exclusively, to 
those most in need of services or people coming from previously disadvantaged 
backgrounds in townships and rural areas. In addition more success stories of en-
trepreneurs must be communicated to the public to inspire potential entrepreneurs. 
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6 Conclusions 
In this chapter we will summarize key findings from the analysis section with the intention to highlight what 
specific measures are required to facilitate entrepreneurial start-ups for necessity entrepreneurs in the Western 
Cape province of South Africa.  

The purpose of this thesis has been to suggest measures to government and non-
government entrepreneurial business service providers to facilitate entrepreneurship in the 
Western Cape province of South Africa for necessity entrepreneurs. Using a semi-structured in-
terview technique we have been able to interview entrepreneurs as well as those associated 
with the service providers to gain an understanding of what is currently being done to assist 
necessity entrepreneurs. Using our findings, together with a theoretical basis of entrepreneur-
ship, we have suggested specific actions we believe to be necessary to facilitate the ability 
for necessity entrepreneurs to successfully start a business. Our final conclusions are summa-
rized below. 

We believe that the provincial government of the Western Cape must significantly in-
creased efforts to promote and develop a climate whereby a necessity entrepreneur can succeed. 
Government, especially through the creation of RED Door, is making efforts. However, 
we feel that efforts can be made much more effectively and must be more drastic in nature 
to ensure that those people most in need of help are obtaining the support that they need. 

We believe that the single most important initiative to facilitate the process of starting a 
business for necessity entrepreneurs, is to increase the entrepreneurial capacity of the popula-
tion. Without basic skills in collaboration with business skills it is next to impossible for a 
person to start a business. Lacking the ability to identify opportunities, gather resources and 
capitalize upon the idea, as a result of a lack of skills, is a serious problem in the province. 
The provincial government of the Western Cape must strengthen the abilities of the educa-
tion and training system to promote and develop the skills and mindsets needed for entre-
preneurship. We suggest that this should be done by means of improving the basic func-
tioning and level of primary and secondary schools in the province and introducing entre-
preneurship into the course curriculum. The curriculum must be focused upon increasing 
motivation, self-confidence, entrepreneurial and business skills. In addition, to improve the 
skills of the adult population and increase the chance of an entrepreneur achieving success, 
we suggest the establishment of community outreach programs and a comprehensive 
mentoring initiative to identify potential entrepreneurs and equip them with the necessary 
skills to do well. 

The lack of low interest venture capital and loans is another major hinder to facilitating and 
developing entrepreneurship in the province. Banks are too hesitant to provide loans to ne-
cessity entrepreneurs because of the high transaction and monitoring costs, coupled with high 
risks. The entrepreneurs on the other hand are faced with high interest rates and collateral 
requirements that have potentially devastating effects to their businesses. To counteract the 
current circumstances in the short term we suggest that the government redistributes some 
of its enterprise development funds away from large established enterprises towards smaller 
sized business encompassing necessity enterprises with viable business ideas or tenders. These 
enterprises, while associated with larger risks, require far less capital and are more prone to 
produce sustained economic growth. In addition, we suggest that all loans to S.M.M.E.’s, as 
far as possible, be attached to obligations to enter skills development and mento-
ring/coaching programs. In the long term efforts must be made to change the mindset of 
commercial banks to open for small business loans and provide financing to a broader 
range of people then is currently offered today. 
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With respect to access to markets, another fundamental obstacle to facilitating entrepre-
neurship in the Western Cape, practical solutions are more difficult to propose. Infrastruc-
ture of the province must be improved, especially in the underdeveloped rural areas and 
townships. An entrepreneur’s access to markets and thereby access to business opportuni-
ties varies immensely depending upon the community he or she lives in, and these inequali-
ties must be equalized so that all people have equal chance to start a business and provide 
for themselves. In addition, cultural barriers between ethnic groups must be minimized, but 
perhaps time is the only true solution to this problem considering the country’s history of 
racial segregation and oppression. 

Finally, the assistance provided by the provinces business service providers, while currently 
helping entrepreneurs greatly, can also greatly be improved. The newly established RED 
Door initiative of the Western Cape carries with it high hopes of filling in the gaps of what 
B.S.P. before it have failed to achieve. With support from the government, both politically 
and financially, it is posed to be able to greatly facilitate entrepreneurship in the Western 
Cape. Although the strategic foundation of the project is well founded, it is also in need of 
a successful implementation. We stress that an increased collaboration with already estab-
lished service providers on the market, who hold the practical knowledge of how to help 
entrepreneurs in the best way, is the most important resource for success, but the RED 
Door seems to currently be neglecting this. Providers such as the Business Place have ex-
tensive practical knowledge about what services necessity entrepreneurs need and how to pro-
vide them in the best way, so called best practices. We believe that this knowledge needs to 
be incorporated much more, and more actively into RED Door. Also, we would like to see 
more focus being put on attracting private investments and initiatives towards the RED 
Door so that it is not solely a government endeavor. Establishing firm ties with private 
South African corporations we believe would increase the sustainability of the project and 
increase its ability to help necessity entrepreneurs to succeed. 

In conclusion we remain positive and optimistic about the future of entrepreneurship for 
necessity entrepreneurs in the Western Cape. The government as well as private institutions are 
investing heavily towards creating a better and more productive environment for necessity en-
trepreneurs and political policies reflect this. However, there are still large areas of the prov-
inces initiatives with regards to necessity entrepreneurs that can be significantly improved. In-
vest in the people first and the rewards will follow. We believe that by following the meas-
ures we have suggested the provincial government of the Western Cape will be able to sig-
nificantly improve the quality and efficiency of services offered to necessity entrepreneurs. As a 
result more people will start business, more successful businesses will be formed and peo-
ple will gain confidence in the fact that they can succeed.  
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7 Thesis Discussion 
In this section we will provide the reader with a discussion of our own opinions with regards to our research 
and achievement of the research purpose. We will also provide suggestions for further research that can be 
conducted.     

7.1 Achievement of Purpose  
When looking back at the process of writing this thesis it is always possible to say that 
things could have been done differently to address the purpose of our research differently. 
We are however confident that the methods we have utilized have allowed us to success-
fully address our problem area and fulfill our purpose. We have been able to evaluate the 
work of government and non-government organizations to facilitate entrepreneurship in 
the Western Cape. In addition, we have been able to speak with necessity entrepreneurs strug-
gling to start a business and see what resources they need to ease the process of launching 
their idea. The result of this is that we have been able to give a number of key proposals in 
four main strategic areas that we believe are crucial to creating a more efficient and produc-
tive business environment for necessity entrepreneurs. It can be noted that our analysis and 
conclusions regarding entrepreneurship in the Western Cape are susceptible to our own 
preconceived notions of the subject, however we are confident that our results are trust-
worthy. 

 

7.2 Thesis Criticism 
As stated we are confident that we have been able to answer our problem and achieve our 
purpose. We are however aware that aspects of our research design could have been con-
ducted differently. To further strengthen the trustworthiness of our research we would 
draw attention to the following areas that could have been conducted differently or utiliz-
ing complementary methods. 

7.2.1 Rural Entrepreneurs 
Living in a rural area of the Western Cape involves significantly different difficulties and 
challenges for an entrepreneur than one living in the Cape Town metropolitan region. Whi-
le conducting research for this thesis, despite our efforts, the majority of our empirical data 
was collected in the greater Cape Town region (within a 2 hour proximity). Three quarters 
of all citizens of the Western Cape live in Cape Town, as a result, government and non-
government B.S.P. were heavily concentrated in the Cape Town surroundings and thus 
became the main source of data for our research. We have always tried to pose questions to 
policy makers regarding areas outside of the greater Cape Town region, but have had little 
first hand contact with those working and living there. As a result generalizations regarding 
our findings may be more suitable for urban entrepreneurs than those in rural areas.  

7.2.2 Practical Suggestions 
When trying to determine practical measures to facilitate the ability for necessity entrepreneurs 
in the Western Cape to successfully launch a business we used our own assumptions and 
ideas regarding what we thought could work best. Based upon this at times our suggestions 
lack practical and/or  theoretical evidence that they work. However, as often as possible 
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for each suggestion made, we have tried to use an informed opinion and use our best 
judgment to proceed. The result, while not tested, we believe would greatly help facilitate 
entrepreneurship in the Western Cape. 

7.2.3 Understanding the Country 
Traveling to South Africa entails arriving in a country that is vastly different from Sweden 
in many different ways. Perhaps the most apparent difference is the effect apartheid has 
had on the country. Though we have tried to be sensitive and as informed as possible re-
garding the history, culture, politics and other aspects of life in South Africa, since we have 
not been raised there, can perhaps never fully understand what it entails. As a result, we are 
aware of the fact that our own opinions and judgments about entrepreneurship in the 
Western Cape are susceptible to personal preconceived notions and biases. Our culture, 
history and social interactions are different from South Africa and may imply that our un-
derstanding of the country is different from others. 

 

7.3 Suggestions for Further Research 
As a result of time and financial restraints it was difficult to evaluate how our measures to 
facilitate entrepreneurship in the Western Cape would practically work. Given the possibil-
ity to continue our research it would be interesting to investigate whether or not our sug-
gestions would in fact work measured using quantitative methods. The scales of our meas-
ures are in some cases grand (such as improving the education system and renovating 
roads) while others can be tested on a smaller scale. It would be interesting to follow a 
sample of necessity entrepreneurs and create a development plan in which they follow our sug-
gestions and evaluate if in fact it facilitates the process for a necessity entrepreneur to success-
fully start a business. 

At present the national government of South Africa is undertaking a major restructuring to 
give increased support to entrepreneurial development. It would be interesting to investi-
gate whether the needs of other provinces are the same as in the Western Cape, or if this 
area is an isolated pocket in the country. Researching whether a broad national policy to in-
crease entrepreneurship works across such a diverse country as South Africa would have 
significant implications on improving the theoretical bases of entrepreneurship in develop-
ing countries we believe. It follows however that our research, while limited to the Western 
Cape, does still improve the theoretical bases of entrepreneurship in developing countries. 

Another interesting area of opportunity of further research would be to determine the 
amount of capital necessity entrepreneurs actually require to finance their business ideas. Often 
loans and venture capital allocated to help entrepreneurial activities is far beyond the re-
quirements of necessity entrepreneurs. It would be beneficial to policy makers to try to deter-
mine what the financial requirements of necessity entrepreneurs actually are, and devise policies 
according to these findings. 

 

7.4 Final Thoughts 
Before the mid-1970’s, a majority of the citizens in South Africa, no matter how smart or 
enterprising they were, were banned from the best jobs in South Africa and starting their 
own businesses. Similarly, different educations for different ethnic groups produced a soci-
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ety whereby some could reap the benefits of vast natural resources, cheap labor and a warm 
climate ideally suited to tourism, while others were left living in shacks with nothing to 
their name. This is still evident today 11 years after the dismantling of the apartheid regime. 

Today entrepreneurs coming from previously disadvantaged backgrounds, who were previ-
ously barred from owning and running a business, are making a considerable contribution 
to economic development in the Western Cape. After actively working and interviewing 
entrepreneurs and B.S.P. in the Western Cape we are confident that progress is being 
made, and are optimistic that the provincial government is working towards creating an en-
vironment in which it is easier for necessity entrepreneurs to successfully start a business. With 
this said it must be made clear that creating this environment will take considerable and 
sustainable efforts from all people in the Western Cape. Some issues can be solved now, 
while others will take generations to eradicate. 

 “If we give the necessary tools for the entrepreneurs in the Western Cape, a great future 
will meet them and together we will overcome unemployment.” 

(A. Mankanshu, personal communication, 2005-04-14) 
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1) Abbreviations 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

A.E.D.T.- Atlantis Economic Development Trust 

B.S.P.-   Business Service Provider 

D.E.D.T.- Department of Economic Trade and Tourism 

D.T.I.-  Department of Trade and Industry 

G.D.P.-  Gross Domestic Product 

G.E.M.-  Global Entrepreneurship Monitor 

N.G.O.-  Non-Governmental Organization 

N.T.-  Nations Trust 

P.D.I.-  Previously Disadvantaged Individuals 

RED-   Real Enterprise Development 

S.I.D.A. Swedish International Development Cooperation Agency 

S.M.E.-  Small and Medium Sized Enterprise 

S.M.M.E.-  Small Medium and Micro Sized Enterprise 

S.S.A.-  Swiss Contact South Africa 

U.Y.F.-  Umsobomvu Youth Fund 
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2) How Entrepreneurial is South Africa? 
International comparisons of the 37 participating countries in G.E.M. (2002) show that 
South Africa ranks (this data, though two years old is used because it provides a more 
complete situation of South Africa, as well as indicates that conditions are becoming worse 
over time): 

• 19th in overall entrepreneurial activity with 6.54 percent of the adult population in-
volved in an entrepreneurial venture established since January 1999. This rate is the 
lowest of all the developing countries participating in G.E.M. (Thailand, India, 
Chile, Argentina, Brazil, Mexico and South Africa). 

• 15th in start-up activity (a start-up is a business that has not paid salaries and wages 
for longer than three months), with just under 5 percent of the adult population in-
volved in starting a business. 

•  29th in new firm activity (a new firm is a business that has paid salaries and wages 
for longer than three months but less than 42 months), with only 2 percent of the 
adult population involved in new firms. 

• 9th in necessity entrepreneurship (a necessity entrepreneur is involved in a new business be-
cause s/he has no other choice for work), 2.38 percent of the adult population are 
necessity entrepreneurs (see appendix 6). 

• 29th in opportunity entrepreneurship (an opportunity entrepreneur is involved in a 
new business to pursue an opportunity), 3.3 percent of the adult population are in-
volved in pursuing exploitable opportunities (see appendix 6). 

• In all measures of entrepreneurship South Africa ranks lowest of all developing 
countries in G.E.M. 

• South Africa is in the lowest quartile of all G.E.M. countries in two key measures, 
namely opportunity entrepreneurship and new firm activity. 
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3) Questionnaire- Entrepreneurs 
General Information: 

 Tell us about your background; education, history of entrepreneurship, from the area.; 

1. Have you personally started a business before? Formal/Informal? 

A. Do you believe your business worked well? 

B. What didn’t work well? 

2. How did you come up with your business idea? Last time? This time? 

3. Why do you want to start a business now? What motivates you? 

4. Was the idea for your business your own or was it influenced or developed by an-

other person/organization? If so by whom or what organization? 

 

Factors behind contacting Business Service Provider 

5. Have you, before contacting RED Door/the Business Place, ever been to any other 

business service providers?  

A. If so, what was the name of it and what did they help you with? 

B. If yes, were you satisfied with the service you received? In what ways? 

C. What could have been done to offer better service? 

6. How did you find out about RED Door/the Business Place?  

A. Are they doing enough to make sure people like you know about their serv-

ices? 

7. How much time has passed from when you first came up with the business idea to 

today?  

A. What stopped you from doing it earlier? 

8. What do you think will be the biggest challenges or risks when you start your busi-

ness? 

9. What do you feel that you most need help/support with?  

A. Do you think RED Door/The Business Place can help you with this? 

B. If you can’t get support for these problems here, how will you solve them? 

10. What services did you expect to receive before contacting RED Door/The Business 

Place? 
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Overall Opinion 

11. How has RED Door/the Business Place helped you so far? 

12. What assistance were you most satisfied with? 

13. What help were you least satisfied with? 

14. Did you get the services you were expecting? More/less? 

15. If you were manager of RED Door/the Business Place what would you have done 

differently? 

16. What is your overall opinion of RED Door/the Business Place? 

17. How do you see the development of your idea/business in the future? Will you con-

tinue to come here to the RED Door/Business Place? 

18. Do you think you would be able to run a business without their help? 

Additional Comments? Would you like to add or retract from any of your answers?  

Thank you greatly for your time and answers! 
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4) Questionnaire- Service Providers 
General Information 

1) Tell me about your background. Education, history of entrepreneurship, from the 

area? 

2) Have you ever started a business before? Formal/Informal? 

3) What has led you to work with entrepreneurship in the Western Cape? 

 

General Entrepreneur 

4) What is the most important factor for people becoming entrepreneurs in the West-

ern Cape? Push/Pull, necessity/opportunity   

5) What do you think are the biggest challenges to being an entrepreneur in the West-

ern Cape today?  

6) Why do not more people in the Western Cape start businesses? 

 

Organization Specific 

7) What do you perceive RED Door/The Business Place to do? What kind of support 

do you and your organization provide to entrepreneurs?  

8) What specifically is RED Door/the Business Place doing to increase entrepreneur-

ship? 

a) What kind of support is most in demand? 

b) What could be done better? 

9) Why do you think people come to RED Door/The Business Place? 

10) (Only the Business Place) In your marketing material you mention that you help 

clients form a viable business idea! What does this involve? 

11) How do you select which ideas will be supported?  

12) Do you use service providers? Name? Purpose? 

a)  On what criteria have service providers been chosen?   

13) What is the most import service offered to entrepreneurs from RED Door/The 

Business Place? 

14) What services are most frequently requested from RED Door/The Business Place? 
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a) Is there any help that you think is needed but not currently offered by your 

organization? 

15) Do you think that RED Door/ The Business Place is working effectively at present 

time? Why or why not? 

16) How does the future look for entrepreneurs in the Western Cape? What role will 

RED Door/The Business Place play in that future? 

17) How do you perceive the entrepreneurial support from the government in the 

Western Cape to be? Please give examples and specify?  

18) Additional comments? Would you like to add or retract anything from your an-

swers? 

 

 

 

Thank you greatly for your time and answers!  
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5) Brief Questionnaire- Entrepreneurs  
1. Why did you start your business? 

2. What was the biggest challenge to start your business?  

3. What support would you have needed the most when starting your business? 

4. Do you know about any organization that can help you with your business? 

5. Have you heard of RED Door? 

 

Thank you greatly for your time and answers! 



Appendix 

76 

6) Maps 
South Africa including provinces 

 

(Places, 2005) 

Western Cape Province 

 

(Places, 2005) 
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7) B.S.P. Respondents       
Name: Telephone Nr: Interview Date: Organization: 

Olivia Dyers 021 483 9118 2005-04-06  Department of Economic  

Development and Tourism 

Albert Mankantshu 021 362 6621 2005-04-14 RED Door Khayelitsha 

Benito Hope 021 572 0901 2005-04-12  RED Door Atlantis 

Andile Gweshe   021 362 6621 2005-04-22 RED Door Khayelitsha 

Tembi Mloyeni 021 362 6621 2005-04-22 RED Door Khayelitsha 

Cindy Nogaya 021 422 2797 2005-04-21 The Business Place 

Neo Seleke 021 424 5853 2005-04-19 The Nations Trust 

Hans-Henrich John 

Kuhn 

021 488 3401 2005-04-20  The Swiss Contact South 

Africa 
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8) Entrepreneur Respondents  
Name: Telephone Nr: Interview Date: 

Mongezi Makhalima 073 794 6000 2005-04-15 

Helena Lamont 021 931 0998 2005-04-15 

Jasmine Takim 021 931 0998 2005-04-15 

Kamal Pillay 073 187 8578  2005-04-15 

Patience Mbueno 073 521 2405  2005-04-15 

Jason Tyatyaza 021 638 0539  2005-04-15 
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9) Respondents from Brief Interview   
Name: Telephone Nr: Interview Date: 

Obrien Patache 073 107 6649 2005-05-16 

Ben Wanjau 072 192 7199  2005-05-16 

Teddy Foncha 073 404 5856 2005-05-16 

Samson Nguana 072 387 9233  2005-05-16 

Alan Mbuthi  073 917 1316  2005-05-16 

Rob (Unavailable) 083 754 9522  2005-05-16 

Ismaal Gatheca 073 530 8235  2005-05-16 

Mildred Mlamea 072 863 0139  2005-05-16 

Zanele Gwebu 082 733 5922  2005-05-16 

Tambby Mwabgi  (Unavailable) 2005-05-16 

David Nyirenda  073 107 6649 2005-05-16 

N. Mangali   083 886 8729 2005-05-16 

Zead Drefi   072 362 9999 2005-05-16 

Peter Mukendi  (Unavailable) 2005-05-16 

Baber Dia 072 269 6708 2005-05-16 

Wellington Hwata Mcfor-

tune 

072 856 8438 2005-05-16 

Francis Chege  072 214 0570 2005-05-16 

Faud Narodien  021 556 4404 2005-05-16 

Joseph Kapinga   082 866 1127 2005-05-16 

William Kitonga  082 866 1127 2005-05-16 
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Claira Tary Tarewinga  (Unavailable) 2005-05-16 

Eangel Kalule Samuel 072 116 8436 2005-05-16 

Osman Islam 082 795 6725 2005-05-16 

Harrison Mwela  084 610 3816 2005-05-16 

Samson Zenzile  073 125 0644 2005-05-16 

James Tembo   072 972 2067 2005-05-16 

 


