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ABSTRACT 

 

The purpose of this study was to investigate the success factors for women owned 

small businesses in North West Province: Mahikeng. It is expected that the success 

factors will be of assistance to this growing concept of the Small, Medium and Micro 

Enterprises (SMMEs). This is particularly relevant to the economic development of 

the town of Mahikeng located in the North West Province.  It is important to note that 

the SMME’s are the major contributors to the economy as they provide employment 

opportunities and build economic wealth; as a result a decline in poverty and 

improved employment is noticed.  

 

In order to succeed and prosper, the SMME’s need to establish a sound financial 

management function and the best strategy is to keep the existing enterprises 

sustainable. Consequently it is important to explore the success factors for the 

SMME’s. This paper reveals more insight on the success factors for the SMME’s. 

The data used in the study was collected by administering the structured 

questionnaires to women owned business within the North-West Province: 

Mahikeng.  

 

A random selection was used through a probability sampling method in relation to 

collection of data. The data was composed through the use of self-administration in 

a survey for the reason that there was difficulty in obtaining the population of the 

SMME’s in the study area. The analyses of results were based on a descriptive 

statistics that were arrived at through the use of a Statistical Package for the Social 

Science (SPSS) tool. The results indicated that most of the SMME’s in the North 

West Province, Mahikeng, struggle to succeed in the business industry and some of 

the challenges that serve as a barrier were identified as lack of funding, less 

marketing strategies and unhealthy competition.  The recommendations are made to  

women owned business in North West Province: Mahikeng. 
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CHAPTER 1: INTRODUCTION 

 

1.1 Introduction  

 

The study is focused on the analysis of the success factors that are employed by 

the existing Small Medium Micro Enterprises (SMME‟s) in the North West 

province: Mahikeng. Mago and Toro (2013:19) and Xesha et al. (2014:37) agree 

that the SMME sector has the potential to address the socio-economic 

challenges that are facing South Africa. Essentially, it is commonly argued that 

SMME‟s can facilitate an increased economic growth through poverty alleviation, 

job creation and possible social stability. 

 

According to the South African Department of Trade and Industry (SA DTI 2008), 

the development of the small, medium and micro enterprises (SMME‟s) is a key 

driver for the government‟s economic development, poverty alleviation and job 

creation. The National Small Business Act 102 of 1996 (1996:8) indicates that 

the Ntsika Enterprise Promotion Agency has a function to improve the general 

understanding of the public, regarding the contribution of small business towards 

the South African economic growth, job creation and welfare. More importantly, 

Ntsika has to provide information and the analysis on the implementation of the 

National Small Business support strategy to the organs of the government. 

 

The town of Mahikeng is situated in a highly disadvantageous province that is 

developing at a minimum pace. The current situation is that the majority of the 

SMME‟s in Mahikeng are male dominated with a few  female entrepreneurs who 

are  however they are not visible and recognition is low in a small town of 

Mahikeng.  According to Tengeh (2013:347) a successful SMME sector entails a 

strong economy, especially in a promising market approximating to South Africa. 

 

According to Bates et al. (2005:45), entrepreneurship has to do with creativity 

and improvement of a new business idea, despite the uncertainty and risk of not 

succeeding. Entrepreneurs have the determination to achieve success against 

all odds. Furthermore, women entrepreneurs in the modern-day are stepping 

beyond their traditional roles into the so called men‟s world by starting and 
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running successful entrepreneurial enterprises which are known as Women 

Entrepreneurs.       

 

The rationale behind this study is to determine the success factors for women 

owned small businesses in Mahikeng. The information should serve as an 

informative reference to entrepreneurs. There are unique challenges in starting a 

small business in Mahikeng such as lack of access to finance, lack of knowledge 

and gender inequality just to name a few that pose as difficulty for successfully 

running a small business.  

 

Fundamentally this study investigated the challenges that female entrepreneurs 

encounter, at the same time operating an establishment in a disadvantageous 

area. The questionnaires that were distributed amongst the women in the 

SMME‟s industry assisted the women owned business owners to assess their 

business ethics, in order to derive the success factors for operating successfully 

in an industry that is dominated by males. 

 

1.2 Background to the study  

 

According to Masutha and Rogerson (2014:142), in view of the fact that South 

Africa‟s democratic change in 1994 the encouragement and advancement of the 

small, medium and micro-enterprises (SMME‟s) have been an uninterrupted 

change and purpose in national government policy. The SMME‟s wealth is 

measured a as a fundamental component that addresses several major 

objectives of post-apartheid reconstruction and development. It is also intended 

for economic restructuring and poverty improvement. In addition, the promotion 

and support of the SMME economy is seen as an important vehicle for job 

creation, particularly in the context of the slow growth of new employment 

opportunities taking place in large formal enterprises. 

 

The literature that was reviewed on self-employment and small business 

ownership has grown rapidly in the past several years. The expansion in the 

interest is at least partial due to arguments that the small businesses create a 

small share of new jobs in the economy. This represents an important source of 

innovation, and has a notable effect on political decisions in the United States 

(Fairlie & Robb 2007:225). According to the Fin Scope (2014), the South African 



3 
 

government has positioned the financial supplement at the highest level on its 

national plan so as to support the design of the effective policies, all the way 

through the creation of high level co-ordination stage.  

 

According to Bates et al. (2005:45), the role of entrepreneurship is to assist both 

the developed and developing countries to improve the economical condition of 

the State. The developed countries are those that are technologically advanced, 

relatively wealthy such as the United States, Germany, and Japan. The 

developing countries are those that are still in the process of becoming 

industrialized like South America, Africa in general and South Africa in particular.  

 

The South African government acknowledges the importance of a powerful and 

energetic SMME sector. This is demonstrated by the commitments and the 

support for SMME‟s that aim at increasing the number of new ventures and 

produce possible environment to ensure the continuation of existence and 

growth. The government hopes to achieve this goal through the National Small 

Business Act 102 of 1996. 

 

While supporting the materialization and growth of businesses particularly 

focusing on the SMMEs, the government also makes available legislation that 

guide how the businesses should operate. These cover the labour relations, tax, 

finance, environment, and ethical behaviour. 

 

According to the SEDA women-owned enterprise development information 

booklet (Undated), the state of South Africa is graded as number 27 out of 59 

countries on the entire entrepreneurial action and is considered at 8.9% which is 

below the standard of 11.9% of all countries that take part. This is a concern that 

could have a severe effect on the economy of the country, as well as on the 

unemployment condition. Entrepreneurship in South Africa is currently being 

driven by two major forces; the first factor is negative as individuals find 

themselves unemployed or retrenched. They become entrepreneurial in order to 

earn a living. Despite the potential contribution of women to economic 

development, South African women remain on the periphery of the economy, 

dominating the informal economy. 

 

The small businesses can be classified as the micro, very small, small or 

medium enterprises (SMMEs), following a complex set of thresholds per 
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industry, as planned in the National Small Business Act No 102 of 1996 (Annual 

review of small business in South Africa 2008:25).  

 

The National Small Business Act 102 of 1996 (1996:2) defines a „small business‟ 

as a separate and distinct business entity, including the co-operative enterprises 

and the non-governmental organizations, that is managed by one owner or more. 

This includes its branches or subsidiaries, if any, and it is predominantly carried 

on in any sector or sub sector of the economy.  

 

Masutha and Rogerson (2014:147) mention that the mission of SEDA is to 

facilitate the establishment of women owned small enterprises; to encourage the 

use of excellence system and principles by small enterprises; to advance small 

enterprise performance and productivity; to enhance the small enterprise 

profitability and growth; to develop the small enterprise competitiveness; and, to 

reduce small enterprise failure rates.  

 

The Minister for Department of Small Business Development: Ms. Lindiwe Zulu 

speech dated 20 May 2015 indicates that the SMME development is a key 

aspect of the government's economic development, poverty alleviation and job 

creation strategy. The SMME‟s contribute significantly to the Gross Domestic 

Product (GDP) and an even a greater contribution towards employment. Another 

interesting characteristic is that, the GDP is often associated with the small 

businesses that are the ownership and the management of small businesses and 

co-operatives that are critical to creating an economy that will benefit the 

generation at large. There is confidence that through small business 

development, the government will be able to defeat the triple challenges of 

poverty, unemployment and inequality (Lindiwe Zulu 2014 & Arko-Achemfour 

2012:129).  

 

The government has prioritized entrepreneurship and the advancement of the 

Small, Medium and Micro-sized Enterprises (SMME‟s) as the method of 

achieving economic growth and development, with the assistance of other 

government departments and institutions. The Department of Trade and Industry 

(DTI) takes the lead in implementing the SMME‟s-related policies, to ensure that 

there is adequate financial and non-financial assistance that is provided to the 

sector, for its long-term prosperity in the country as a whole. The potential of the 

co-operatives and the micro-enterprises is to create employment, particularly 
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focusing on women and rural-based enterprises so that they are not 

undervalued. It is therefore very important that further attention is paid to this 

area (Annual review of small business in South Africa 2008:3). 

  

1.3 Problem statement  

 

Despite the fact that the government has incorporated agencies to assist the 

SMME‟s, not much has changed in improving the performance of entrepreneurs. 

The SMME‟s still struggle to succeed in the industry and they are also exposed 

to certain challenges to start and run small businesses in the North West 

Province particularly in Mahikeng. The main challenges are the lack of funding, 

gender inequality, lack of skills and inadequate business relationships. These 

challenges hamper with business growth potential which is to generate profit and 

the increase of production.  

 

According to Charamba and Masocha (2014:1), the major concern is the high 

rate of unsuccessful enterprises and closure of small businesses at large. 

Women owned businesses face difficulties in accessing the government loans. In 

most cases, they do not get such loans, and this reduces their capital and 

increases chances of business failure. One of the requirements for loan 

applications is company registration however the challenge is that some of the 

business owners are not registered.  

 

The Government agencies were formulated to assist SMMEs financially and non 

financially but many have not approached these agencies. The challenge is that 

a business owner cannot apply for funding if they did not register their 

businesses. According to Charamba and Masocha (2014) the majority of failure 

is attributed at the infancy stage and relatively a larger proportion fails within a 

few years after start-up. 

 

Enterprises that are registered still fight to acquire funding from these agencies 

but do not qualify because of imperfectly constructed and vaguely detailed 

business plans. Regardless of the media exposure that was made by these 

agencies, the SMME‟s sustainability remains a challenge. Given this situation it 

is very important to analyze the critical success factors for women owned 
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enterprises. Therefore, the question is what are the success factors for female 

owned businesses?   

 

The fundamental reason of the study is to promote and to develop the 

women owned businesses in Mahikeng. Most of today‟s female 

entrepreneurs are so successful that it is easy to assume all women in 

business will succeed in the business industry but that is not the current 

situation in Mahikeng. The success rate is very low and the rationale of 

the study is to identify and analyze the critical success factors of women 

owned business that a women can use to be successful. The 

province/town has a lot of business opportunities that women can pursue.  

 

 

1.4 Research Objectives  

 

This study seeks to find out the challenges attached to starting and operating a 

small business and how best to overcome such challenges in order to 

successfully manage female owned businesses in Mafikeng in the North-West 

Province. Investment opportunities will be explored so as to evaluate the funding 

instruments available that nurtures increased growth potential of small 

businesses owned by women. The objective of this study is to provide solutions 

on how best to overcome the identified challenges in order to successfully 

operate the small businesses.  

 

The objectives of the study therefore are the following: 

 

 To identify the critical success factors for women owned business. 

 To determine the challenges and causes of failure of SMME‟s in Mahikeng. 

 To evaluate the mediating role of government agencies that support small 

business start up. 

 To evaluate the extent of support for development of suppliers in Mahikeng 

from established businesses.  

 To identify the funding instrument available for starting small businesses in 

Mahikeng. 

 To establish the importance of networking in relation to business growth.  



7 
 

 

1.5 Research Questions  

 

The research question is to investigate the success factors for women owned 

business in Mahikeng. To achieve the aim of the study, the following questions 

were raised.  

 

The research questions are as follows:  

 

 What are the critical success factors for women owned business in 

Mahikeng? 

 What are the challenges and causes of failure of women owned businesses 

in context of Mahikeng? 

 What is the mediating role of government agencies that support small 

business start up? 

 What determines the extent of support for supplier development from 

established businesses? 

 What are the funding instruments available for starting small businesses in 

Mahikeng? 

 What is the importance of networking in relation to business growth?  

 

1.6 Methodology  

 

This study uses mainly quantitative statistical methods of research in respect of 

the research design, collection of data, and analysis of the data and finally reach 

a conclusion. 

 

1.7 Data Sources  

 

A review of related literature involves the systematic identification, location, and 

analysis of material related to the research problem. Library and computer labs 

of the University of the North West were utilised. This was helpful in searching 

for key sources such as Library Journals and Articles in order to strengthen the 

relevant information pertaining to the topic reviewed. 
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1.8 Delimitations/ Limitations  

 

The study concentrates mainly on SMME‟s critical success factors. Due to the 

logistical constraints of covering the entire South Africa, the study focuses only 

on Mahikeng in North West Province.  

Limitations of the study expose the conditions that may weaken the study, 

Creswell (2014:190).  

 

 Limitations are influences that the researcher cannot control, such as not 

receiving honest opinion of individuals when completing the questionnaires. 

 The research is limited to the North West Province in Mahikeng and therefore 

cannot be generalized to other provinces.  

 

Delimitations clarify and help define the parameters and boundaries that have 

been set for the study, Creswell (2014:125). The results of the study will not 

serve as a compulsory method of practice for the small businesses owned by 

women but rather as recommendations for successful operations of SMME‟s led 

by females in Mahikeng.   

 

1.9 Ethical Considerations  

 

According to Meyers (2013:49), ethics is defined as the moral principles 

governing or influencing conduct or branch knowledge concerned with moral 

principles. Hence research ethics can be defined as the application of moral 

principles in planning, conducting, and reporting the results of research studies. 

According to Kumar (2011:242) the ethical process is in accordance with 

principles of conduct that are considered correct, especially those of a given 

profession or group.  

 

Gabrium et al. (2012:467) suggest that the features of “ethical mindfulness” are 

useful to the researcher to negotiate ethical issues with participants including 

how best to protect their confidentiality. It is important that sufficient information 

on the research aims and procedures are given and followed so that the 

respondent can make an informed decision to participate in the study. Orb et al. 

(2001:94) and William (2011:44) indicate that ethical principles should be used to 
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guide the researcher in addressing the initial and ongoing issues and the ethical 

issues to be used as follows: 

 

“Confidentiality”: Participants were assured that the information they provided 

would not be made available to anyone who is not directly involved in the study 

and information learned will be treated with confidentiality. Participant‟s details 

are not disclosed as it is only for research purposes.  

 

“Involvement of the researcher”: The researcher guard against manipulating 

respondents or treating them as objects rather than human beings.  Unethical 

tactics were not used during the analysis of the questionnaires therefore only the 

information that was obtained was used.  

 

“Honesty”: Researcher honesty was essential to the level of trust and credibility 

in the outcome of the research. 

 

“Intellectual ownership and plagiarism”:  The worst offence against honesty 

is plagiarism directly copying someone else‟s work into your own report or thesis 

and letting it to be assumed as yours.  

 

1.10 Structure of the Dissertations  

 

Chapter 1: Introduction 

This chapter consists of the introduction. It provides a detailed discussion of the 

aims and objectives, problem statement, and research questions. 

 

Chapter 2: Literature Review 

This chapter provides the literature review regarding both theoretical and 

empirical literature in relation to this study. It also includes a critical evaluation of 

previous research and how it relates to this study. 

 

Chapter 3: Methodology 

This chapter provides a detailed approach to the research problem: the research 

method that was used is the questionnaires. 

 

Chapter 4: Data Collection, Presentation and Analysis  
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This chapter outlines results of the research, presentation and analysis of the 

data gathered.  

 

Chapter 5:  Findings, Recommendations and Conclusions  

This chapter provides the interpretations of the findings, recommendations and 

conclusion of the entire study and makes recommendations. 

 

1.11 Conclusion  

 

In this chapter, the foundation upon which the entire research was conducted 

has been put in place. Based on that, this chapter outlines the background, 

problem statement, the objectives of the study, the research methodology as well 

as the chapter outlines.  

 

The general idea of this study is that, it is evident that SMME‟s need to develop a 

mechanism in order to manage and sustain their businesses. It is important that 

entrepreneurs should plan and understand the importance of the SMME‟s in 

relation to economic development. This will assist the entrepreneurs to meet and 

achieve their business expectations.  

 

With all of the above potential sources of competitive advantage, quality is an 

underlying factor. The successful ventures offer consistent quality, so an 

important consideration for any venture is how quality is going to be perceived 

and measured. 
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CHAPTER 2: LITERATURE REVIEW  

 

2.1 Introduction  

 

Prior to the democratic change that occurred in 1994, it was noted by the 

government and the community at large that women were regarded as house 

hold managers and not recognized as potential business owners. The fact that in 

1994 it was the beginning of a new democratic period, the government put in 

place measures that would ensure that the key policies focus on the 

development of the small business enterprises. During March 1995 an essential 

goal was achieved when the government released “The White Paper on national 

strategy for the development and promotion of small business in South Africa”. 

This was the first all-inclusive policy and strategy on the small business 

development that was formulated in the country. The business sector has taken 

a turn for the better whereby women are now in the leading role of businesses at 

large. 

 

According to the White Paper (1995), the government of South Africa realized 

that there was a necessity of developing the entrepreneur-ship, small business, 

Small Medium and Micro enterprises (SMME‟s), for the reason that this business 

element presented an important factor that could address the challenges of job 

creation, economic growth and equity in South Africa. Mago and Toro (2013:19) 

explained that the SMME‟s in South Africa are described as any business that 

consist of employees that are fewer than 200 which have an annual turnover of 

less than 5 million rand, the capital assets of less than 2 million rand. 

Furthermore, the owner should be directly involved in the management of the 

company. 

 

The current situation is that the SMME‟s have a very low endurance rate. The 

small town of Mahikeng has a lot of street vending. Most women operate from 

home and this is influenced by high rent that is charged by landlords. According 

Horn (1997:61) a lot of street vending exists; however, it is not properly 

recognized by the government.  
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The SMME‟s in South Africa face severe challenges in accessing finance for 

their business activities. The financial gap is more than the supply and demand 

of funds towards the SMME‟s. The estimated finance gap in South Africa has 

risen from 45 to 48 percent (National Credit Regulator, NRC 2011); Arko-

Achemfour (2012:127). Another essential point is that this gap presents a low 

growth in the business industry. The government addressed the financial gap by 

introducing agencies that would provide financial assistance to the SMME‟s.  

 

There are several agencies which provide financial and non-financial assistance 

to the SMME‟s, such as: The Small Enterprise Development Agency (SEDA) 

which is an agency of the Department of Small Business Development (DBSA). 

The SEDA agency was recognized by the Department of Trade and Industry in 

December 2004. The National Small Business Amendment Act 29 of 2004 

outlines that the purpose and the role of the SEDA agency is to design and 

implement the government‟s small business strategy.  

 

This agency is encouraged to implement a universal national delivery network for 

small enterprise development; and more importantly to combine the government-

funded small enterprise support agencies across all stages of administration. 

The SEDA‟s mission is to develop, support and promote all small enterprises all 

over the country. Secondly its mission is to ensure that there is company growth 

and sustainability. Thirdly it assists in co–ordination and building partnerships 

with various role players, including global partners, who formulate the 

international best practices available to local entrepreneurs (SEDA 2015). 

 

The Small Enterprise Finance Agency (SOC) that is generally known as (SEFA) 

was established and recognized on the 1st of April 2012 due to an incorporation 

of the South African Micro Apex Fund, Khula Enterprise Finance Ltd and the 

small business activities of Industrial Development Corporation (IDC).  The 

SEFA has a direction to persuade the establishment of the SMME‟s. Secondly it 

assists the company with endurance, and with the development of the SMMEs 

and so that they contribute towards poverty improvement by changing the living 

conditions of the community and by creation of jobs, SEFA (2015). These 

agencies are beneficial to all SMME‟s because they provide the credit facilities 

and innovative finance products. 
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2.2 Political  

 

Based on South Africa‟s history of apartheid, black people were excluded as 

SMME‟s potential owners. This was due to the fact that there was limitation of 

education and access to financial resources. The history of the SMME‟s in South 

Africa indicates that ownership of an SMME in the townships were prohibited and 

the black entrepreneurs were to prosecuted for engaging in any of the SMME‟s 

activities (Annual review of small business in South Africa, 2008:26).   

 

The South African SMME‟s are less active and many face liquidation. A large 

group of SMME‟s are registered at Companies and Intellectual Property 

Registration Office (CIPRO); however, most of them are inactive. Usually the 

business focus is not certain within the first three years of company existence 

and as a result change of their business focus is to be experienced (Annual 

review of small business in South Africa, 2008:22). 

 

According to Budlender (1996), as cited in the women‟s budget paper “Women 

and Work” suggest that it would be beneficial for women if policies if the budget 

could support women at the lower end of the economy. Poverty is a dominating 

factor in South Africa. As a result, the government made a proposal which 

entailed that entities should work together towards addressing poverty in the 

country. Those entities were: the Department of Trade and Industry (DTI), the 

Department of Labour, the Reconstruction Development Programme (RDP) as 

well as the government procurement policies and procedures.  

 

According to Fairlie and Robb (2007:232), the female owned businesses were 

less successful and smaller on average as compared to male owned companies. 

The government agencies have played a major role in improving the situation of 

gender inequality. Women are taking a position by establishing and running their 

own small businesses in order to educate and support their families.  

 

Lamb et al. (2012:61) indicate that the political stability is beneficial to business 

owners as it makes it possible for them to execute their business strategies. The 

frequent change towards the political state of affairs has a large contribution 

towards the political instability that is in the element of the governmental 
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elections. This would result in innovative management and new economic 

policies that would be developed by the new legislation. 

 

It should be noted that the environmental regulations are external factors that the 

business has no control over and this has an impact on the success of women 

owned businesses if it is not attended to by management.   As announced by 

President Jacob Zuma during the 2015 State of the Nation Address, the 

government set-aside 30 percent of appropriate category of state procurement 

for purchasing from the SMMEs and co-operatives as a strategy to improve the 

entrepreneurs, (State of the Nation Address- SONA: 2015). 

 

According to Horn (1997:61), there is a women‟s union called the Self Employed 

Women Union (SEWU) which was launched in Durban in July 1994.  The SEWU 

has resulted in great visibility for women. This union has had a positive impact on 

women leadership potential.  It is also noted that economic potential of women in 

this sector would be an important technique to reduce poverty in South Africa. 

The women‟s power is largely not recognized in the business industry for this 

reason the development of self employed women‟s union (SEWU) was 

formulated.  

 

2.3 Conceptual Framework 

 

The environmental scan assists the business to identify important focus areas 

that need attention and other opportunities that can be targeted.  According to 

Lamb et al. (2012:42), the environmental scanning involves collection and 

evaluation of environmental data. This information is executed with a purpose of 

detecting and assessing factors and trends that may have an influence on the 

business performance. The main focus of environmental scanning is directed to 

the external environmental forces of the business area, that may have an 

influence on decision making and the business success might be directly or 

indirectly affected.  

 

The business owners have to conduct their business planning properly and also 

this is valued as a success factor. According to Brinckmann et al. (2010), the 

business owners should conduct proper planning prior to execution of the 

projects. This includes the analysis, the formulating and the selection as well as 
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the implementation of the identified strategies. It is imperative to note that 

managing the strengths of one‟s internal operations and recognizing the possible 

opportunities and threats outside one‟s operations will serve as a positive force 

to the business success. 

 

It is important for all businesses to develop an organizational strategy. Louw and 

Venter (2012:51) explain that organizational strategy recognizes the key 

opportunities and challenges for the business. It should be noted that at the 

planning phase, it is the interface between organization and society that ought to 

be understood and acted upon by management. 

 

According to Louw and Venter (2012:50), the sustainable development of the 

business should be used by management as a guiding topic in the company‟s 

competitive strategy. The production reward is linked to the cost saving, the 

employees and customer loyalty. The SMME‟s can also reap the benefits by 

responding to new business opportunities in reaction to the sustainable 

development.  

 

Lamb et al. (2012:44) clarify that the strengths, weaknesses, opportunities and 

threats, are usually known as the SWOT analysis. This method or technique can 

be used by the business management to assess all environmental trends. The 

management should pay attention to this tool and utilize the instrument efficiently 

as a benefit to business success. The response to this technique is the key 

source of information and it should be communicated to all staff members. This 

analysis is beneficial for the business as it will assist the organization to facilitate 

and assess the company‟s SWOT, so as to sharpen the competitive edge.   

 

A competitive advantage can also be obtained from the environmental analysis. 

This would be frequently beneficial for the business as the organization may 

perform better than their competitors. Lamb et al (2012:39) outline that 

competitive advantage can be in many forms. It can either be the cost, quality, 

flexibility, location, safety, image, product design, and distribution. The 

management of the company will make a decision on how to benefit from the 

information at hand.  

 

The corporation management should pay attention to the location of the 

company for the reason that wrong location can affect the business potential 



16 
 

growth and the investor‟s confidence might also be exaggerated. The current 

situation is that certain locations are not perfect for the business establishment 

as they comprise a high crime rate, violence and the service delivery protests 

which are mostly common in townships. At the time of this violence the 

community is uncontrollable and the group of people destroys the local assets 

and they reinforce a climate that is not favourable for SMME‟s development. 

Based on this violence business attraction becomes restricted.  

 

The business environment is faced with many changes within the industry and 

uncertainties that are noted to be a limitation towards the industry. It is important 

for the management to understand the business industry as a result the 

management would be in a position to predict and manage the change in the 

industry. The greater challenge is mainly ensuring that funding is available for 

each business. According to Lamb et al. (2012:39), the long-term continued 

existence is the most fundamental goal of any business and this can be achieved 

as soon as the business is generating profit. 

 

According to Wiston and Yenamilli (2008), to establish and sustain a new SMME 

the entrepreneur needs to have access to different types of resources namely: (i) 

human (ii) physical and the financial capital. It should be noted that each capital 

is in performance of an important role for the duration of the different life cycle of 

a new SMME. 

 

Mago and Toro (2013:21) outline that the SMMEs in the South African context 

are classified into five categories of enterprises: a) endurance; b) micro; c) very 

small; d) small; and e) Micro medium sized. The endurance enterprise is 

generally seen as a business that is providing an income below the poverty line. 

 

In any business environment, customer satisfaction is predicted as a critical 

requirement for a company. Lamb et al. (2012:25) argue that customer 

satisfaction is when a consumer appreciates that the management has met or 

exceeded his/her expectations. On the other hand low customer expectation will 

cause a customer dissatisfaction.  

 

Arko-Achemfour (2012:129) argues that the actor-action oriented approach is 

applicable and this relates to this research as there are problems of poverty, 

crime and unemployment which involve a lot of South Africans. The above 
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mentioned troubles are blamed on unemployment; however, the majority of the 

South African‟s do not possess the necessary skills and education to permit 

them to acquire employment in the current economy. The private enterprise that 

particularly focuses in the small, medium and micro enterprises sector is 

recognized by the community and the government as one of the tools that can 

address some of the socio-economic problems identified in South Africa. 

 

2.4 Skills Development  

 

According to Yarnall (2008:11), it is important to note that the world class 

business develops their employees to their full potential so as to be able to 

achieve the business excellence. The management of the company should 

recognize raw talent needs and regularly enhance skills development for staff 

members. This is beneficial for the business as the personnel can become a 

positive feature to the business. For every business to perform better, the 

management has to invest in personnel skills expansion. The SMME‟s are has to 

invest in skills development to ensure that competencies and abilities of staff 

members are adequate and up to date.   

 

It should be noted that as the business advance, it is important to improve the 

skills of the workers so as to adjust to new improvements. As a growing 

business, it is important for owners to be skilled, to seek advice where possible 

and also to adapt to change. Generally the informal business owners do not 

have the necessary skills to effectively operate a business. Another point is that 

none compliance to legislation is identified as these businesses are not 

registered or they do not have operational licensed.  Fairlie and Robb (2007:235) 

point out that management experience prior to starting a business is an added 

advantage and this generally improves business outcomes. 

 

Armstrong (2009:26) mentions that the managerial competencies are the 

behaviors that will produce an effective business performance. It is important for 

the manager of the business to have the necessary competencies so as to be 

able to operate a successful company. According to Armstrong (2009), the 

characteristics of the managers are significant in areas such as leadership, team 

functioning and communication. These are beneficial for company good 

organization operation. In order to meet these heavy demands, managers 
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require an extensive range of skills.  The small businesses struggle to continue 

to exist and this might be caused by the fact that business owners do not 

possess the necessary expertise to achieve financial stability and business 

independence. In order to increase performance of the business, the 

management must have an ability to coach, network, motivate, manage 

performance and to provide feedback to staff members.  

 

The company owners need proper human interpersonal skills in and out of their 

work environment. The skilled managers are beneficial as they will be able to 

understand the business behavior correctly.  Xesha et al. (2014:38) put 

emphasis that the business owners should display excellent interpersonal and 

networking skills in order to build more relations for the business success. 

 

According to Reynolds and Weiner (2009:176), the concept of talent 

management has a strong impact on the field of staffing. The business 

management should have a talent management system in order to comprise the 

correct people available at the right time. This will enable the business to meet 

the company‟s objectives. Xesha et al. (2014:39) insist that for the business 

success, the administration of the company should develop and maintain the 

following: the professionalism, integrity, care, awareness and thoughtfulness. 

 

2.4 Networking for success   

 

An interaction with other business owners is useful because that is where useful 

information can be obtained. Xesha et al. (2014:41) agree that networking is 

regarded as a useful tool for establishing the business relationships. The point is 

that for a business owner to succeed, the owners ought to meet with other 

entrepreneurs in order to develop an emerging relationship and to get motivated 

and thus obtain encouragement through other business success stories and 

testimonies. The networking has a positive benefit to the business for the reason 

that the entrepreneurs share ideas and also identify opportunities for their 

business expansion.  

 

Donaldson and O‟Toole (2007:5) explain that the business success is 

determined by the type of relationship that the business owners bring about 

towards one another. The point is that lack of a strong relationship with other 
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managers can be negative for the company‟s operation to some degree as 

business success might be limited.    

 

Xesha et al. (2014:39) encourage business owners to make enquiries so as to 

obtain more knowledge and to understand the external role players of the 

business. Frequent enquiries will assist the business owners to develop an 

efficient business strategy. The strategy that is developed by management has 

to cater for the entire business needs.  

 

2.6 Support for funding  

 

The poor are exposed to poverty as they do not possess the necessary ability to 

achieve financial stability and independence.  According to Arko-Achemfour 

(2012:127), the major challenge faced by up-and-coming entrepreneurs is to get 

a start up and working capital. Fairlie and Robb (2007:240) argue that a specific 

knowledge in the same industry contributes to higher continued existence 

because of viable business projections. A start-up capital is important for any 

establishment and it is crucial for the business success.  

 

According to Fatoki (2014:1), to start a business, financing is needed for a new 

adventure and any expansion, and also the need to increase of staff or products 

might arise. A lack of finance causes pressure to the business as a result failure 

might be experienced by management. Fairlie and Robb (2007:236) suggest that 

the value of a start-up capital represents the level of business potential and 

management can measure the success of the business based on the initial 

value. It should be noted that when an investment is high similarly the return will 

be higher as well.  

 

According to Horn (1997:61), the SEWU has recognized that internationally the 

women earnings are mainly predictable as a means of financial support for their 

extended families as compared to men‟s income in general. The business 

account is the best measurement for financial usage of the company. There is a 

high possibility that informal business utilizes their personal account for business 

transactions and this has a negative impact for the businesses when applying for 

funding at various entities. The challenge that might be experienced by the 
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business is that the company is most likely to have financial problems and this 

can only be identified through an assessment of a business account.  

 

According to Peri Pakroo (2014:377), one of the basic things is to set up a 

business account. It is critical to post transactions to the appropriate account so 

that the business owner can reconcile the book keeping against the bank 

statement. Reconciling transactions at the end of the month is an essential way 

to ensure that records are accurate and complete.  

 

The registered companies stand a better chance of acquiring funding from 

various support groups for the reason that accountability of funds is properly 

prepared by either a book keeper or an accountant. This has a negative impact 

on an informal SMME‟s as they do not account for their funds. Arko-Achemfuor 

(2012:130) summarized that the major factors that serves as obstruction towards 

obtaining business finance from any financial institutions in relation to SMME‟s 

are as follows: firstly it is the high interest rates, secondly is the control over 

access to payment streams, thirdly it is the lack of access to information on credit 

exposures and lastly it is the collateral. Informal businesses are faced with a 

challenge of not having supporting documents to validate the organization‟s 

spending when applying for funding at various agencies and this has a negative 

impact on the assessment of the financial performance of the business.  

 

The cash flow projections for registered companies are measurable; this can be 

conducted through the use of the company‟s financial statements. In most cases 

cash flow projections are used by the investors as a measuring tool for the 

company‟s financial performance. Correia et al. (2006:13) give details that the 

shareholder focus is mainly on maximization of profits. The challenge is that the 

company might not perform well and have difficulty to pay shareholders and 

investors. 

 

There are many successful business women who are informally running their 

businesses however such enterprises are faced with a challenge of high 

business failure.  Lack of knowledge is a dominating factor among the women in 

business as fantastic ideas exits. However, the knowledge regarding funding of 

those opportunities serves as barrier for achievement of business objectives that 

are set by the business owners. In this regard the business owners tend to use 

personal savings to boost their business ventures.  
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According to Blumberg and Letterie (2008), a lack of business enterprise capital 

has created an environment in which the new SMME‟s depend on bank loans, 

overdraft and suppliers credit during the early stage of the company funding. The 

lack of knowledge creates restrictions towards potential company growth for the 

reason that businesses are not registered. The challenge is that the government 

does not provide funding for businesses that are not registered as a result they 

don‟t benefit from government support.  

 

According to Kreik et al. (2012:56), a risk is represented by a possibility that the 

actual outcome would be different from the planned or expected result. In this 

case the business owner poses a risk of not achieving the intended goals and 

objectives.   Kreik et al. (2012:56) further explained that both risk and return are 

closely related. The return on investment corresponds with reimbursement for 

taking a certain amount of risk. The actual realities are that the higher the risk the 

higher the return and at the same time the lower the risk the lower the return.  

 

The point is that all businesses are exposed to risk; however the level of risk is 

reliant on the size of the company. Another point is that the bigger the business 

the bigger the risk and in addition to that the company is also exposed to a high 

financial risk.  Kreik et al. (2012:61) explain the financial risk as an improbability 

of a return and the possibility of financial loss.   

 

The current situation is that the businesses are exposed to a high failure rate due 

to the fact that the South African banks have tightened the access to credit. This 

was formulated as a precautionary measure against financial transactions. The 

point is that there are people with brilliant ideas however due to resistance the 

ideas are ignored, simply because the founder of the idea lacks confidence, 

motivation and that they are most likely to get highly discouraged. Kon and Story 

(2003) define that there is a theory of the discouraged borrowers who do not 

apply for a bank loan because they believe that their applications will be rejected 

hence they do not apply for funding.  

 

Booysens (2011) and Arko-Achemfour (2012:128) explain that there is a variety 

of both financial and non-financial support programmes that is available in South 

Africa for private and public sectors. These entities include: Small Enterprise 
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Development Agency (SEDA), Ntsika and Khula enterprise finance and 

promotions agencies which is meant to support the existing, medium sized 

ventures. The micro finance provides a solution for smaller loans however the 

challenge would be that the interest rates charged towards the loan might be too 

high for small business to be able to afford.  

 

Mago and Toro (2013:19) give details that Ntsika and Khula Enterprise 

promotion agencies are subsidiaries of the Department of Trade and Industry 

(DTI). These agencies were formulated by the DTI with the aim that these groups 

should provide financial and non-financial support to the SMME‟s. The National 

Small Business Act 102 of 1996 (1996:7) explains that the main functions of 

Ntsika Enterprise Agency is to provide non-financial services to a small business 

in accordance with the National Small Business Support Strategy. Another 

function is non-financial services that are as follows: to expand, to coordinate, to 

monitor the provision of training advice and counseling. The other function for 

Ntsika Enterprise Agency is to provide financial support to the service providers. 

 

Mago and Toro (2013:19) illustrate that the South African government has 

introduced a number of other initiatives and institutions which are intended to 

support the SMME‟s. The institutions consist of: the Centre for Small Business 

Development (CSBD), the Small Enterprise Development Agency, (SEDA) the 

Industrial Development Corporation (IDC), the National Empowerment Fund, the 

National Development Agency (NDA), the National Youth Development Agency 

(NYDA), the South African Micro-Finance Apex Fund (SAMAF), the Land Bank 

and the Micro-Agricultural Financial Institute of South Africa. 

 

2.7 Economic Development  

 

Mago and Toro (2013:19) state that the government is striving towards the 

development of the SMME‟s sector in order to promote the economic growth of 

South Africa. Despite the country‟s economic growth in the recent years, the 

unemployment rate has not fallen substantially. The Statistics report of South 

Africa outlines that by the second quarter of 2015 the official unemployment rate 

for South Africa has declined from 26.40 to 25 percent as compared to the first 

quarter of 2015. The unemployment rate in South Africa had an average of 25.27 

percent from the year of 2000 until 2015.  During the first quarter of 2003 the 
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unemployment rate had a massive increase of 31.20 percent which was high. 

However, during the fourth quarter of 2008 the rate decreased to 21.50 percent 

while employment rate grew at a slower percentage of 0.9 (Statistics SA 2015).  

 

The current situation is that most township household consists of poor and 

unemployed people. According to Fatoki (2014:1), the SMME‟s have a great 

potential of creation of employment on the other hand the SMME‟s in South 

Africa suffer from high rate of failure. It was also noted that most of the SMME‟s 

fail in the first 2 years of operation.  The high business failure rate might be 

caused by lack of finance and this prohibits success of an SMME.  

 

The National Development Plan (2030:15) gives details that the SMME‟s 

continue to contribute to the socio- economic development of a nation by means 

of job creation. The SMME‟s plays a vital role in achieving the vision of 2030 that 

was highlighted on the National Development Plan.  The vision 2030 entails a 

combination of increasing employment and the achievement of higher income is 

this can be achieved through productivity and the growth of an SMME.  

 

According to Arko-Achemfour (2012:130), access to finance in relation to the 

SMME‟s can be an important and viable way of alleviation of employment in the 

formal sector and those who choose the entrepreneurship can establish their 

businesses as well as to contribute to the economic growth of the country. 

 

Xesha et al. (2014:38) explain that the business is defined as a realization of 

worthy intentions by the business owner. These intentions might include an 

increased profit, assets, and all other factors that have an indication of the 

business development and the growth. The current situation is that there is a 

possibility that the businesses are in operation purely to survive and not for the 

other business intentions. The state of the economy is high in relation to the 

value of the rand. The value of the South African currency is always not steady 

and the rand value is relatively low as compared to other currencies.  

 

It is about time the business owners operate their businesses with good business 

intentions and move away from business operations without intentions. The 

challenge is that most of the businesses that are in operation are not sustainable 

as a result the businesses tend to fail. A sustainable development is important 

and has a great business opportunity and that when realized the direct benefits 
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may be achieved by the business owners.  According to Louw and Venter 

(2010), a sustainable enterprise is a project that contributes to a sustainable 

development by delivering a simultaneously economic, social, and environmental 

benefit to the community, the so-called triple bottom line.  

 

According to Moore and Manring (2009:276), a business enterprise growth is 

important to maintain within the economy regardless of the limitations that might 

occur towards the business growth. Sustainable enterprise elasticity is the ability 

for an enterprise to continue to exist, adjust, and develop in the face of unstable 

change. Crime has a negative force in terms of the social stability. The economic 

penalties are experienced by the business owners given that it threatens the 

existence of an enterprise.  

 

2.8 Customer Satisfaction Management 

 

It should be noted that the success of every business is reliant on customers. 

Each business needs customers so as to support and drive the business 

therefore it is very important to ensure that the customers are always satisfied 

and content. According to Nwanko and Gbadamosi (2011:89), it is important for 

business owners to develop, maintain the use of customer relationship 

management and to update the records so as to measure the customer 

interaction in the business.  

 

Dornaldson and O‟Toole (2007:173) indicate that the rationale for customer 

satisfaction and driving up loyalty for customer satisfaction plays a vital in role in 

business success and growth. The point is that customer satisfaction is 

appreciated as a driving force and the determining factor that has a potential to 

develop or destroy the business. It should be noted that misreading the customer 

trends has a possibility to cause business failure.  

 

According to Armstrong (2009:26), the customer focus is very important in the 

business industry. The business owners should strive to achieve the happiness 

of external and internal customers and to ensure that their wants, needs and 

expectations are met or exceeded. Another point is that failure to deliver 

customers expectations will cause customer dissatisfaction, and for this reason 

business owners should strive to satisfy their customers at all times.  
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Lamb et al. (2012:8) put emphasis on customer satisfaction that it should be 

measured by both hygiene factors and satisfiers. These points should be 

identified and evaluated by management because they are important. The 

hygiene factors and satisfiers and are referred to as factors that contribute to 

customer‟s satisfaction. Basically management needs to make relevant enquiries 

to ensure that the customers are satisfied and remain loyal to the business. 

Lamb et al. (2012:8) summarize that the benefits of customer satisfaction and 

loyalty is that the fulfilled clientele become trustworthy and faithful which brings 

profitability, and ensure the firms long term endurance and growth.  

 

2.10 Conclusion  

 

A study of literature suggests that a large amount of support is sourced from 

government mostly as regulative and facilitative. The Small and Medium 

Enterprises have a very low continued existence rate. The SMME‟s development 

has a potential to reduce unemployment, generate income, create assets, 

contribute to skills development, reduce rate of income, reduce rate of crime 

(often Violent), service delivery protests so as to attract investment in local 

municipalities in general.   

 

It is evident that entrepreneurial activities can help the shareholders to receive 

returns on their investments as well increase the alternative sources of SMME‟s 

finances. An investment in entrepreneurial ventures can contribute immensely to 

the economic growth and job creation. A networking session is essential for 

business owners and it is advisable that the company owners must monitor the 

events by attending seminars, conferences, and analysis of political speeches of 

successful leaders. In addition this it is also regarded as an important tool to 

increase and identify the business relationships. Another point is that the 

success factors included planning, formulation and implementation of strategies. 

The skills are essential in business environment so as to effectively manage the 

business operations.  

 

In order for small and medium scale enterprises to succeed and improve their 

level of competitiveness in the current economic development environment, they 

must form networks and build association with international and local partners. 
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The business owners should know how to build and maintain such relationships. 

The customers were also identified as one of the most valuable stakeholders for 

the business success and that the customers must always be happy so as to be 

loyal to their service provider. The SMME‟s empowerment, the business 

management skills, book keeping, and access to funding are also recognized as 

the success factors in the business industry.  

 

The other factors that represent key success factors: the SMMEs in the formal 

sector in towns have a better projection for development and also for creating 

jobs, build up assets. This has a direct influence on the business 

competitiveness, productivity, profit margin, overall business confidence which 

make towns ideal investment locations.  

 

The capital structure points out as a success factor as well. The investment 

opportunities like the stock exchange are usually not achievable by a the new 

SMME‟s due to the inability to measure the cash flow of the business for the 

reason that the establishment is new and records to illustrate the state of the 

business are not available. The following chapter outlines the research methods, 

approaches and techniques that were used in this study.  
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CHAPTER 3: RESEARCH METHODOLOGY  

 

3.1 Introduction  

 

The purpose of this chapter is to outline the research design and methodology 

that was used in this study in order to investigate the research questions that 

have been identified. The choice of the design and method was influenced by the 

processes and the plans that were used by other researchers.  

 

The technique that was utilized by the researcher is the quantitative research 

method. According to Elmonds and Kennedy (2013:20), quantitative research 

refers to the applications of systematic steps of scientific method, at the same 

time using quantitative properties to research effects of the specific variables. 

The researcher sought to establish an opinion of business owners in order to 

produce the actual facts relating to the critical success factors for women owned 

enterprises in the North West: Mahikeng.    

 

This chapter presents the method that the researcher used to collect data and 

the techniques that were utilised for the information analysis. The researcher 

opted to make use of a survey technique to collect data from the selected 

respondents. This chapter also looks into the population, the sampling and the 

actual sample size which were tested in this study. 

 

3.2 Research Design and Method  

 

Elmonds and Kennedy (2013:20) state that the purpose of the research design is 

to present a plan, a structure and the strategy of investigation that will be used 

by the researcher in order to obtain answers for the research questions 

identified.  

 

According to Elmonds & Kennedy (2013:20) the quantitative research method is 

referred to as a deductive process and initiative in nature. This is determined by 

the research findings. The research questions were chosen based on the 

relevance towards the study in order to maintain an appropriate and scientific 

meaning. According to Remler and Ryzin (2011:11) the quantitative research 
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entails the development and employment of the numerical measurement and the 

statistics. The research can also involve the language, images and other forms 

of expression and also the interpretation of the results. 

 

Creswell (2015:155) has outlined the Advantages and Disadvantages of 

quantitative research method as follows: 

 

Advantage(s): 

 The quantitative research method proposes a deductive approach, 

 The theoretical discussions are logical and they explain how and why 

variables are related, 

 There is a clear separation of theory from the components of the research 

process and the reader will have an understanding of the study. 

 

Disadvantage(s): 

 The researcher might have the complexity to separate a theory from the 

components of the research process, 

 The rationale may be included and left out of the discussion of origin and the 

underlying principle for the use of the theory and 

 The reader might not easily connect with other components. 

 

3.2.1 Population  

 

According to Bhattacharyya (2009:103), the population is the total number of 

individuals located in a geographic area. Walliman (2011:94) explains that the 

population does not signify a number of people however it is a collective term 

that is used to articulate the total quantity of things, types of objects, people 

and/or even events. The population of this study entails all the SMME‟s that are 

in operation in the North West Province: Mahikeng. The estimated total 

population of SMME‟s is 100, because of the difficulty in obtaining the actual 

population of the SMME‟s in the study area.  

 

The study consists of 50 participants. The technique that was used by the 

researcher in order to select respondents was a random selection. The 

researcher opted to use this technique due to the fact that entities do not keep a 
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database for the SMME‟s; as a result the respondents were chosen 

independently. 

 

3.2.2 Sample and Sample Techniques 

 

Lapan & Quataroli (2009:44) explain that a sample contains a small group of 

participants and the population entails a large group of participants and it should 

be noted that a sample to be tested will be selected from the estimated 

population. According to Bhattacharyya (2009:109) a sample design is a 

theoretical basis and the data that will be collected on a practical means. The 

characteristic of a population is that it can depend on the known estimates; in 

this study the population of the study is dependent in the context of Mahikeng.  

 

The sample size is the number of participants that are selected from the 

possibility to be used as a sample design.  The study consisted of 50 participants 

that were randomly selected from the whole population of the SMMEs. The 

questionnaires were distributed to the SMME‟s in Mahikeng.  

 

According to Walliman (2011:96) the probability sampling is a procedure in which 

the samples are collected in a process, with the purpose that gives all the 

individuals in the population an equal opportunity of being selected. A probability 

sampling consists of a random selection of the respondents that will take part in 

the study. 

 

The sampling technique used in this study is a random selection that involves 

choosing a smaller group of participants by means of a probability testing. The 

procedure is beneficial to the study and this is performed so that each person in 

a group has an opportunity to be selected as a participant. This is the best 

procedure to be accurately represented as a defined larger group. 

 

3.2.3 Questionnaire  

 

Creswell (2014:143) mentions that the quantitative research questions are 

mainly used to enquire about the relationship amongst the variables that the 

researcher seeks to discover. Walliman (2011:97) explains that a questionnaire 
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is particularly a suitable tool to utilize in order to obtain the quantitative data. This 

method of data collection is usually called a survey. 

 

According to Walliman (2011:97), the advantage of a survey is that it allows the 

researcher to organize the questions and receive the answers without having to 

talk to every respondent. This method is advantageous and a flexible tool that 

can have a structured format. It‟s easy and convenient for the respondents to 

complete and also it‟s cheap and speedy to administrate, however the 

researcher might have a challenge of receiving the questionnaires from the 

participants. According to Lapan and Quartaroli (2009:288), a survey is a quick 

and simple way of obtaining broad and rich information. Creswell (2014:155) 

outlines that the survey design provides a quantitative or a numeric description of 

movement, an approach or opinions of a population.  

 

According to Lapan and Quartaroli (2009:88), a survey research is intended to 

describe the relevant characteristics of individual, groups, or organization. This 

information is gathered from either a sample or a group of representative 

individuals that were chosen from an estimated population. 

 

3.2.4 Data Collection Procedures 

 

This section points out some of the key considerations during various steps in 

the data collection process. According to Lapan and Quartaroli (2009:289), the 

first step is to collect the data. The data that will be collected will be first hand 

information that will be gathered by means of a survey. The questionnaires were 

distributed by the researcher and this data is known as a primary data. 

 

Ferell et al. (2015:91) elaborate that primary data is information that is directly 

collected by the researcher from respondents in order to assess an awareness of 

participants. Questionnaires were delivered personally and the others were sent 

to the respondents by means of email. The completed surveys were collected 

from the respondents. It is essential for the researcher to meet the respondents 

face to face and administer the questionnaires personally as telephonic 

interviews would have been ineffective.  
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According to Lategan et al. (2011:42), the researcher should prepare questions 

that are clear and easy to answer, which is usually referred to as a close ended 

questions. These questions are easy to answer as compared to an open ended 

question. This type of a question requires more details and where possible they 

should be avoided as they are complicated to analyse. The majority of the 

questions in the survey are close-ended and few of the questions are open-

ended in order to have a large data base. This method was chosen so that the 

respondents are able to complete the survey at a more suitable time that 

accommodates their schedules. 

 

According to Walliman (2011:97), the advantage of personally delivering the 

questionnaires is that the respondent can be assisted to overcome difficulty and 

also contact with the respondents encourages high rate of answers. Ferell et al. 

(2015:91) explain that secondary data is conducted by using the general reports 

and various documents such as journals as well as published and unpublished 

papers that are supplied by various departments. 

 

3.3 Data Analysis 

 

Curtis and Curtis (2011:43) define analytical induction as a process of identifying 

a pattern and a theme in the data. This can be achieved subsequent to data 

collection and an analysis. The analysis is data driven, once the data is 

collected, the metric analysis may be used to evaluate and to describe the 

patterns and the themes identified in the data. Each response was analysed so 

as to see whether any trends will emerged. 

 

The research questions are grouped in terms of common responses. The data 

was categorized and interpreted in terms of common themes. Remler and Ryzin 

(2011:183) explain that the quantitative research relies on the language, a text, 

the visual images, a numerical data, the tabulations and all categorizations. 

 

Van Eijck and Roth (2007:226) clarify that the competence and the interpretation 

of data is essential for the scientific research, this includes the schematic 

drawings, the graphs, and the tables. The knowledge of tools to interpret such 

figures is fundamental and is mainly used to achieve all objectives in a structured 

manner. 
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According to Walliman (2011:97), the collected data can be analysed by using a 

Statistical Package for the Social Science (SPSS). This software assisted the 

researcher with the calculations and the presentation of the data. The data is 

illustrated in a percentage form. Pallant (2007:52) gives explanation that a 

descriptive statistics is essential in decision making. This statistical technique is 

suitable to address specific research questions. 

 

3.4 Conclusion  

 

This chapter highlighted the type of a research design and a research 

methodology that was utilized in the present study. The research was conducted 

on a group of individuals who are directly involved in a development of the 

upcoming and the current SMME‟s. The data of this study was collected by the 

means of a survey that describes the critical success factors of the SMME‟s in 

North West Province: Mahikeng. The quantitative research method is employed 

in this research. 

 

Chapter 4 consists of interpretations, analysis and presentation of findings 

obtained from the data analysis. The questionnaires were analysed by means of 

the Statistical Package of Social Science (SPSS) and the data will be estimated 

by means of tables and graphs. 
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CHAPTER 4: DATA COLLECTION, PRESENTATION AND 

ANALYSIS 

 

4.1 Introduction 

 

The purpose of this chapter is to outline the findings and interpret the data that was 

collected by means of questionnaires. The analysis was performed by means of 

Statistical Package of Social Science (SPSS) software. The results are therefore 

presented in response to the research questions and objectives in chapter one.  

 

4.2 Response rate 

 

A total of 50 questionnaires were distributed to the SMME‟s in Mahikeng: North West 

Province. The responses to these questions are necessary for the reason that they 

provide a basis for identification of the SMME‟s success factors. From a total of 50, 

only 45 questionnaires were received from the participants of the women owned 

business. In presentations of the tables, it should be noted that the term “valid” 

symbolizes the actual response received from participants. The term “missing 

system” represents the variables that were not responded to by the respondents of 

the study. 

 

4.3 Data Analysis 
 

This section deals with the analysis of the data that was derived from the study. 

Each component in the research survey was examined and evaluated. The data is 

presented in the following sections. The analysis in this chapter is organized in such 

a manner that it is aligned to the structure and organization of the survey. Every 

question is analyzed separately with its own table. 
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4.4 Demographic data 

 

This section is a presentation of the results. These results are organized in 

frequency tables and figures. The respondent‟s biological data entails the age, the 

race, and the professional status for the respondents are specified. Furthermore the 

categories for the SMME‟s are reported. Each of them are addressed and presented 

in figures and tables. Research questions are grouped and summarized accordingly.  

 

Figure 4.1 Distributions by Age Group  
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Table 4.1 What is your Age? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 18-24yrs 3 6.7 6.7 6.7 

25-34yrs 15 33.3 33.3 40.0 

35-44yrs 12 26.7 26.7 66.7 

45-54yrs 7 15.6 15.6 82.2 

55yrs or older 8 17.8 17.8 100.0 

Total 45 100.0 100.0  

 

From the total sample of 45 respondents, the graph in Figure 4.1 is a further 

representation of the information captured in Table 4.1. The graph revealed that the 

least response in terms of the age group was 18-24 years from 3 respondents 

(6.7%). The majority of the age group was 15 respondents (33.3%) and they were 

between the ages of 25-34 years; followed by 12 respondents (26.7%) who were 

from the age group of 35-44 years. The minority age group is 45-54 years which 

consists of 7 respondents (15.6%) and the number of respondents who were from 

the age group of 55 or older amounted to 8 (17.8%).  

 

The aim was to determine the age group that was dominating the women owned 

SMME‟s. The study has revealed that the youth of the age group of 25 to 34 years 

was the dominating group. The youth has shown that they have taken the initiative to 

reduce the statistics of unemployment and poverty that affect the youth by 

establishing their own businesses. Even though the study has disclosed that it is the 

older female generation that succeeds as compared to the young women.  
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Figure 4.2 Race by Distribution 

 

 

Table 4.2 What is your race? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid White 5 11.1 11.1 11.1 

Black 32 71.1 71.1 82.2 

Coloured 2 4.4 4.4 86.7 

Indian 4 8.9 8.9 95.6 

Other 2 4.4 4.4 100.0 

Total 45 100.0 100.0  

 

Figure 4.2 is a further representation of the information captured in Table 4.2. The 

graph indicates that out of 45 respondents the minority of respondents were found to 

be white people, which were a total of 5 respondents (11.1%). The majority of 32 

respondents (71.1%) were black individuals, least represented group were coloured 

people that were found to be 2 respondents (4.4%) while the number of respondents 

who were Indian individuals was 4 at a percentage of 8.9. another 2 respondents 

(4.4%) represented a different race.     

 

The point was to determine which race was popular in the business industry. The 

Figure 4.2 signifies that the majority of the respondents were found to be largely 
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dominated by black people that accounted to 71.1 percent.  Before 1994, for the 

duration of the apartheid Era, most of the white people were recognized as 

entrepreneurs. This made it impossible for the other three races in South Africa to 

own businesses. Thus there is an indication of a level of improvement since the 

apartheid period.  

 

As stated in chapter 2 of this thesis, after 1994 the South African regime identified 

the development of the SMME‟s industry as the key and important factor to address 

the challenges of job creation, economic growth and equity in South Africa.  

 

Figure 4.3 Profession status  
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Table 4.3 What is your Highest Qualification? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Matriculation 19 42.2 43.2 43.2 

Diploma 13 28.9 29.5 72.7 

Degree 6 13.3 13.6 86.4 

Post Graduate 3 6.7 6.8 93.2 

Other 3 6.7 6.8 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Figure 4.3 is a further representation of the information captured in Table 4.3. The 

graph indicates that out of 45 respondents, 19 respondents (42.2%) were 

matriculated followed by the diplomats with 13 respondents (28.9%). The degree 

programme has been represented by 6 respondents (13.3%). The post graduates 

were 3 at a percentage of (6.7%) and the category of “other” had 3 respondents 

(6.7%).  

 

Most women owned business in Mahikeng indicate that they only have matriculation. 

This might be as a result of coming from disadvantaged backgrounds. The aim was 

to measure the level of skills in terms of operating an enterprise. Skills development 

is an important factor due to the reason that it involves the managing of funds and 

successful production level of the company.  
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Figure 4.4 Participants in the business category 

 
 

 

Table 4.4 SMME’s entails 4 categories, indicate your category. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Micro 7 15.6 15.6 15.6 

Very Small 10 22.2 22.2 37.8 

Small 12 26.7 26.7 64.4 

Micro Medium Sized 16 35.6 35.6 100.0 

Total 45 100.0 100.0  

 

The graph in Figure 4.4 is a further representation of the information captured in 

Table 4.4. The graph shows the business category for each participant. The results 

revealed that the Micro category was represented by 7 respondents (15.6%); 

followed the Very Small business category has been represented by 10 respondents 

(22.2%).  The Small with 12 respondents (26.7%) and the 16 respondents (35.6%) 

were in the Micro Medium Sized enterprises.  

 

Based on the results, the majority of the enterprises in Mahikeng were in the Micro 

Medium Sized Category. This could be an indication that the respondents in the 

business venture have expanded and that they have the necessary knowledge and 

experience to matters that are relating to entrepreneurship.    
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4.4.2 Business establishment  
 

This section deals with the analysis of data on the business establishment and 

matters that affect the operation of the company. This analysis covers areas which 

include the registration of the business, the services which are provided by the 

enterprise, the duration and the location of a company.  

 

Table 4.5 I have registered my business. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 30 66.7 66.7 66.7 

Agree 4 8.9 8.9 75.6 

Strongly Disagree 5 11.1 11.1 86.7 

Disagree 6 13.3 13.3 100.0 

Total 45 100.0 100.0  

 

Table 4.5 indicates that the majority of 30 respondents (66.7%) that strongly agree 

that they have registered their business however only 5 respondents (11.1%) 

disagree, meaning that they have not registered their companies. The remaining 

respondents (13.3%) indicated that they were not sure about company registration.    

 

The results indicate that the women owned business are not registered. The 

disadvantage of not registering a company is that it would be difficult to acquire 

funding for an establishment. Another possibility may be  that the company owners 

have not registered their companies for the reason that they do not want to pay tax.  

 

According to the South African Revenue Service (SARS, 2015), each and every 

established business has certain obligations that need to be fulfilled. Firstly the new 

company has to be registered at the Company Intellectual Property Commission 

(CIPC) that was previously called CIPRO. Secondly, the company should be listed 

as a small business corporation (SBC) in order to obtain additional tax incentives.  

One of the incentives for the SBC is to get cheap corporate tax rate. Thirdly, for tax 

obligations, the firm has to register for turnover tax for revenue that is not more than 

the value of R1 Million per annum. Additionally, a company has to register for Value 
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Added Tax (VAT), Unemployment Insurance Fund (UIF), Pay As You Earn (PAYE) 

and Skills Development Levy (SDL).  

 

Table 4.6 My Small Business Enterprise provides the following services. 

 

 Frequency Percent Valid Percent 

Cumulative  

Percent 

Valid Catering 10 22.2 22.2 22.2 

Supply and Delivery 14 31.1 31.1 53.3 

Training 6 13.3 13.3 66.7 

Constructions 5 11.1 11.1 77.8 

Other 10 22.2 22.2 100.0 

Total 45 100.0 100.0  

 

From the total sample of 45 respondents, Table 4.6 above revealed that the majority 

of enterprises that are in the catering field were 10 respondents (22.2%), followed by 

the Supply and Demand which were represented by 14 respondents (31.1%). The 

training enterprise amounted to 6 respondents (13.3%), while the minority was in the 

construction field which consists of 5 respondents (11.1%). The category of “other” 

was represented by 10 respondents (22.2%).    

 

Most female owned business specializes in the catering, supply and delivery 

industry. The construction industry has less women in that category due the fact that 

in chapter 2 it was indicated that women were viewed as a weaker gender by the 

society. This creates less confidence in women to participate in the male gender 

dominated industry. Another essential point is that women often experience sexual 

offence. Therefore the study revealed how gender inequality is still an issue in the 

business industry.  
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Table 4.7 How long has your business been in operation? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 01-03 yrs 16 35.6 35.6 35.6 

03-06 yrs 20 44.4 44.4 80.0 

06-09 yrs 2 4.4 4.4 84.4 

10 yrs and Above 7 15.6 15.6 100.0 

Total 45 100.0 100.0  

 

 

 

 

 

 

 

 

 

 

 

Table 4.9 How many employees do you have? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid 01-49 31 68.9 83.8 83.8 

50-99 3 6.7 8.1 91.9 

100-149 3 6.7 8.1 100.0 

Total 37 82.2 100.0  

Missing System 8 17.8   

Total 45 100.0   

 

Table 4.7 results revealed that 16 respondents (35.6%) who were in action for a 

period of 01-03 years followed by20 respondents (44.4%) have been in operation for 

a period on 03-06 years. The 2 respondents (4.4%) were in business for 06-09 

years. The minority who operated their business for 10 years and above consisted of 

7 respondents (15.6%).   

 

Table 4.8 Where do you operate your business? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Home 21 46.7 46.7 46.7 

Office 14 31.1 31.1 77.8 

Street Vendor 6 13.3 13.3 91.1 

Free Lance 3 6.7 6.7 97.8 

Other 1 2.2 2.2 100.0 

Total 45 100.0 100.0  
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A long percentage of the SMME‟s have been in operation for more than 10 years on 

the other hand new companies recently started to operate. Based on the results of 

this study this has had an impact in the business development during apartheid 

period where the racism and discrimination played a major role in the success and 

growth of the business industry at large.  This is a clear indication that South Africa 

could be one of the wealthiest countries in the world however, due to the delay of 

racism. This country is classified as a third world country.  

 

Table 4.8 revealed that 21 respondents (46.7%) operate their business from home; 

followed by 14 respondents (31.1%) which were in action at an office space. The 

street vendors were 6 respondents (13.3%), while the business that freelance were 

represented by 3 respondents (6.7%)  and the category “other” had 1 respondent 

(2.2%). 

 

The result has revealed that the majority of the women entrepreneurs operate their 

business from home due to the high rent that is charged by the landlords. Equally 

important is the fact that the business that operates from home is faced with the 

challenge of being attached by the thieves of concern is that Table 4.44 illustrates 

51.1% has that the women have not insured their companies, thus makes them 

vulnerable to the crime. This makes it impossible for the owners to have backup 

financially in the case of vandalism and theft. Only a few SMME‟s could afford to pay 

rental to hire an office space.  

 

Subsequently, this is why other entrepreneurs opts to operate their establishments 

through street vending. In chapter 2 it was indicated this in not properly recognized 

though it contributed a lot to the SMME‟s industry.  

    

Table 4.9 outcomes indicate that a greater percentage of the respondents (68.9%) 

employed 01 – 49 employees; followed by the category of 50 – 99 and 100 – 149 

employees whereby both sections had 3 respondents (6.7%). The respondents who 

did not respond amounted to 8 respondents (17.8%).  

 

The aim was to determine how many employees the firms consists of, depending on 

the category of the business. The results have shown that a greater percentage of 
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68.9% has employed fewer employees. This may be because of the financial 

constraints faced by the establishments.  

 

Table 4.10 Change in environmental and financial policies affect 

business success? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 25 55.6 55.6 55.6 

Agree 10 22.2 22.2 77.8 

Strongly Disagree 2 4.4 4.4 82.2 

Disagree 3 6.7 6.7 88.9 

Not Sure 5 11.1 11.1 100.0 

Total 45 100.0 100.0  

 

Table 4.10 scores reveal that a greater percentage of 77.8% overall (25 respondents 

55.6% strongly agreeing and 10 respondents 22.2% agreeing) that the change in 

environmental and financial policies affected their business success. The minority 

respondents of 11.1% overall (4.4% strongly disagree and 6.7% disagree) to this 

effect. Furthermore 5 respondents (11.1%) were not sure how this social factor has 

affected their business. 

 

The changes in the environmental and financial policies are acknowledged by the 

owners that they do have an effect in the operations success of their businesses. 

This might be resultant from low clientele and a possible drop in the level of financial 

stability. Therefore the results have shown that the entrepreneurs understand that 

the changes in the policies affect each and every business in the country.  

 

Table 4.11 What inspired you to establish a Business? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 45 100.0 100.0 100.0 

 

From a sample of 45 respondent‟s scores on Table 4.11 indicates that all SMME‟s 

made comments on what inspired them to establish a business. Majority of the 

business owners were influenced by poverty.  
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Some of the comments made by the company owners indicated that they were 

forced by the financial status to open a business so as to open a boost their income. 

Unemployment was another factor that was highlighted by the respondents. The 

current situation is that families need to be taken care of and that remains as major 

challenge in the society. Other respondents are of opinion that they need to be 

independent and that they have identified some business opportunities in their area 

and made use of it to their advantage and benefit. 

 

In the literature review is stated that the government has identified the development 

of the SMME‟s as a key factor. This factor is intended to eradicate the poverty, 

creation of jobs and the economic development in South Africa. It was then proven 

by thus thesis that individuals are generating a sense of income by operating their 

own enterprises.  

 

Table 4.12 What are the challenges and causes of failure for 

women owned enterprises? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 45 100.0 100.0 100.0 

 

Table 4.12 indicates that all business owners made comments on the challenges 

and causes of failure for women owned enterprises.  Based on the results all the 

business owners are faced with challenges in the business industry.  

 

When commenting about the challenges in the business industry, the respondents 

indicated that the women owned businesses are faced with the challenge that they 

do not manage their finances properly. This is main reason for companies to 

discontinue to operate. Other participants explained that they were exposed to 

gender inequality. The possibility is that the gender inequality was experienced by 

the owners when applying for funding, approaching mentors and attempts to identify 

the mentors that would assist them to fast track their business development.    
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Most respondents are of the view that limited finance toward the growth of the 

business is a huge challenge especially as a new company. Other respondents 

indicated that they do not have confidence in the business industry and that could be 

another contributing factor of information about the business industry limitations. 

Other participants were of the opinion that family responsibility has had a major 

challenge in the business success due to the fact that other matters such as 

management decision. These matters must be attended to by the owners and cannot 

be avoided.  

 

Table 4.13 Individually what challenges do you encounter in the 

business industry? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 44 97.8 97.8 97.8 

No Comment 1 2.2 2.2 100.0 

Total 45 100.0 100.0  

 

Table 4.13 scores indicate that of all the SMME‟s the majority of 44 respondents 

(97.8%) made a comment on their individual challenges that they experienced in the 

business industry and 1 respondent (2.2%) made no comment to that effect.  

 

The respondents indicated that in their businesses they encounter several 

challenges firstly the lack of finances even though the government has established 

the state agencies to assist the business owners yet the companies are still faced 

with this challenge, despite the intervention measure that has been introduced by the 

government. Secondly the lack of resources is still a barrier towards the growth of 

the business, this is reliant on the availability of resources therefore in the absence 

of this difficulty is experienced.  

 

Lack of skills has been identified as a challenge in the business establishment. 

Another point is that in chapter two, it is important for the company owners to have 

the relevant skills in order to operate the business effectively and efficiently. The next 

challenge is that ineffective marketing strategies are essential in prosperity of the 

company and this provides the firm the means to perform optimum. Another factor 
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that contributes as a obstacle towards success of the business was bad credit 

record. This kind of a record has a negative impact for the owner to acquiring funding 

for the establishment.   

 

Other respondents are of opinion that low clientele has an impact in the success of 

the business. This might be caused by the dissatisfaction of customers. Another 

challenge is that the owners experience the challenges of bad debts. Some of the 

participants have indicated that the clients have a tendency of complaining about the 

price charged and at the end of the day the owner would be forced to offer discount 

and forfeit a portion of his profit just to retain the customer.  

 

Additional interpretation and discussion of the challenges of women owned 

businesses continue in chapter 5.  

 

Table 4.14 What strategies did you utilize to overcome the 

challenges mentioned above? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 42 93.3 93.3 93.3 

No Comment 3 6.7 6.7 100.0 

Total 45 100.0 100.0  

 

Table 4.14 shows that of all the SMME‟s the majority of 42 respondents (93.3%) 

made a comment on the strategies that they used to overcome the challenges 

mentioned in table 4.13 and 3 respondents (6.7%) made no comment to that effect.  

 

Most of the respondents have indicated that in order to deal with the financial 

challenges they will re-approach the government agencies for application of 

business funding. In addition to that personal savings will be used so as to boost the 

enterprise. Other respondents explained that in the case of lack of resources they 

strive to get loyal staff members. Excellent performance on tasks allocated, 

management will offer incentive and as a measure for staff retention strategy.  

 



48 
 

Some of the participants have highlighted that they will explore other methods of 

marketing, to be able to win a high client base. In the cases of bad debts the owners 

have introduced a new plan. The strategy is that the customer has to pay 50% 

deposit on placement of an order and 50% on collection of the product, to manage 

the bad debts. At the same time other participants operate on a cash basis no credit 

options. Various respondents have indicated that perseverance has assisted them to 

be able to over these challenges. 

 

Table 4.15 I have received support from an established business for the 

development for my company? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Agree 4 8.9 8.9 8.9 

Strongly Disagree 23 51.1 51.1 60.0 

Disagree 17 37.8 37.8 97.8 

Not Sure 1 2.2 2.2 100.0 

Total 45 100.0 100.0  

 

Table 4.16 What determines the extent of support for supplier 

development from an established firm? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 6 13.3 13.3 13.3 

No Comment 39 86.7 86.7 100.0 

Total 45 100.0 100.0  

 

Table 4.15 scores reveal that greater percentages of 23 respondents (51.1%) 

strongly disagree and 17 respondents (37.8%) disagree that they have never 

received support from an established business for their companies. The minority 

agrees which consists of 4 respondents (8.9%) while 1 respondent (2.2%) was not 

sure. 

 

The results of the study have revealed that the women enterprises in Mahikeng have 

not received any kind of assistance from the established businesses. The possibility 
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is that the established owners are selfish to assist the new entrepreneur. It has been 

proven that the business relation in Mahikeng is either not visible or it is non-existent. 

 

According to Wallace (2010:22) the business relationships are important and owners 

should improvise this relation especially when these relationships will assist to close 

the rational gap and advance revenue, profits and enterprise value. It should be 

noted that even if creating solid business relationships, the process would still 

require strategies.   

 

Table 4.16 scores indicate that of all the SMME‟s the majority of 39 respondents 

(86.7%) made no comment on the points that determine the extent of support for 

supplier development from established firms were 6 respondents (13.3%) made a 

comment to that effect.  

 

Fatoki (2014:2) gives explanation that a business that has received external funds 

represents a higher growth rate as compared to a company that has no external 

investors; however management should be careful when nominating such sponsors 

since this form of investment might be high in rates or challenging to maintain. A 

financial support for the SMME‟s is important as it creates an environment in which 

the SMME‟s will be able to prosper and another point is that an increase in 

production opportunities exist.  

 

The majority of the respondents have not commented on this section and the 

possibility is that they have never received support from an established firm. At the 

same time the other participants made a comment that the extent of supplier support 

is determined by the interaction of company owners at conferences and business 

meetings. The identification of possible talent and passion by the investor is another 

possibility to receive support as a new establishment. Other respondents have 

indicated that the company owners have an interest in mentoring. This can be by 

means of further business investments thus ownership of shares. 



50 
 

4.4.3 Business Funding and Funding instruments  

 

Table 4.17 The purpose and role of the state agency is to develop small 

enterprises? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 15 33.3 35.7 35.7 

Agree 15 33.3 35.7 71.4 

Strongly Disagree 4 8.9 9.5 81.0 

Disagree 1 2.2 2.4 83.3 

Not Sure 7 15.6 16.7 100.0 

Total 42 93.3 100.0  

Missing System 3 6.7   

Total 45 100.0   

 

Table 4.17 results revealed that a greater percentage of 66.6% overall (15 

respondents (33.3%) strongly agree and the other 15 respondents (33.3%) agree) 

that the purpose and role of the state agency is to develop small enterprises. Then 

the number of respondents which strongly disagree consists of 4 respondents (8.9%) 

while 1 respondent (2.2%) disagree. Lastly 7 respondents (15.6%) were not sure. 

 

This is indicated that the women entrepreneurs know and understand the role of the 

stage agency, however this findings when compared to the rate of the business 

enterprises that acquired assistance it is a different outcome of results.  Table 4.19 

below revealed that 21 respondents (46.7%) did not indicate which state agency they 

approached for assistance. These factors contribute to less motivation and 

encouragement, of the women entrepreneurs to even attempt to apply for the 

funding. The low success rate is rather concerning and it is evident that an 

intervention measure is required to improve this challenge.  

 

The literature suggest that According to Bates et al. (2005:87) the Small Enterprise 

Development Agency (SEDA) provides non-financial support services to the local 

service delivery providers that work directly with the SMME‟s in the various 

provinces. The providers are the local Business Centers (LBSC‟s), the Tender 

Advice Center (TAC), the Manufacturing Advisory Courts (MAC‟s), the Non-
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Governmental Institutions and the Community based Organizations. These groups 

provide services such as training programmes, mentoring of individual firms, 

marketing and linkages, tender and procurement advisers and lastly the 

technological assistance for entrepreneurs.   

 

Table 4.18 I am aware of the following funding instruments available for starting 

a Small Businesses? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid NYDA: National Youth 

Development Agency 
14 31.1 43.8 43.8 

SEDA: Small Enterprise 

Development Agency 
16 35.6 50.0 93.8 

SAMAF: South African 

Micro Finance Fund 
2 4.4 6.3 100.0 

Total 32 71.1 100.0  

Missing System 13 28.9   

Total 45 100.0   

 

Table 4.18 results revealed that 14 respondents (31.1%) were aware of National 

Youth Development Agency (NYDA); followed by 16 respondents (35.6%) were 

aware of Small Enterprise Development Agency (SEDA) The SAMAF: South African 

Micro Finance Fund were represented by 2 respondents (4.4%) which was a 

minority. The respondent who did not respond to the variable is equal to (28.9%). 

 

The majority of the respondents have proven that women entrepreneurs recognize 

the state agencies, especially the SEDA agency. The difference is that even though 

they know these agencies they do not approach the agencies.   
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Table 4.19 I have approached the following agencies for assistance? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid NYDA: National Youth 

Development Agency 
12 26.7 50.0 50.0 

SEDA: Small Enterprise 

Development Agency 
11 24.4 45.8 95.8 

SAMAF: South African 

Micro Finance Fund 
1 2.2 4.2 100.0 

Total 24 53.3 100.0  

Missing System 21 46.7   

Total 45 100.0   

 

Table 4.20 I received financial support from government agencies for my 

business. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 6 13.3 13.6 13.6 

Agree 4 8.9 9.1 22.7 

Strongly Disagree 25 55.6 56.8 79.5 

Disagree 8 17.8 18.2 97.7 

Not Sure 1 2.2 2.3 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.19 results revealed that 12 respondents (26.7%) were aware of National 

Youth Development Agency (NYDA); followed by 11 respondents (24.4%) that were 

aware of Small Enterprise Development Agency (SEDA). The minority consists of 1 

respondent (2.2%) that is in knowledge of the South African Micro Finance Fund 

(SAMAF). The respondent who did not respond to the variable is equal to (46.7%). 

 

Table 4.20 scores reveal that a small percentage of 22.2% total ((13.3% strongly 

agree and 8.9% agree) that they have received funding from the government 

agencies. Followed by a greater percentage of 73.4% overall (55.6% strongly 

disagree and 17.8% disagree), while 1 respondent (2.2%) were not sure. 
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According to the NCR annual report (2014:18) the strategic objective of the National 

Credit Regulations is to promote increased access to credit through responsible 

credit granting. Another objective is to continually enhance a consumer credit market 

regulatory framework. As a result the interventions are ineffective.  

 

The literature suggest that Bates et al. (2005:87) elaborates that Khula Enterprise 

Finance Limited is an independent liability company that was established in 1996 

under the Company Act as an initiative of the Department of Trade and Industry. The 

aim of this company is to improve finance and to support the small business 

enterprise. 

 

Based on the results there is a possibility that the government agencies are not 

really preforming at the intended rate. These agencies have to develop the SMME‟s; 

however that is not the actual case.   The study has proven that only 10 enterprises 

meaning that 35 or more respondents did not qualify for business funding. This is 

quite alarming and to some extend delaying the success of the SMME‟s in the 

economy.    

 

Table 4.21 I acquired funding to start and run my business from the 

following entity. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Government 

Funding 
8 17.8 17.8 17.8 

Business Loan 4 8.9 8.9 26.7 

Personal Loan 6 13.3 13.3 40.0 

Personal Savings 25 55.6 55.6 95.6 

Other 2 4.4 4.4 100.0 

Total 45 100.0 100.0  
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Table 4.22 I have a business account? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 26 57.8 59.1 59.1 

Agree 3 6.7 6.8 65.9 

Strongly Disagree 7 15.6 15.9 81.8 

Disagree 7 15.6 15.9 97.7 

Not Sure 1 2.2 2.3 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.21 effects indicate that 8 respondents (17.8%) have received government 

funding to start and run my business. The minority of 4 respondents (8.9%) has 

indicated that they have used business loans to establish their business. The 

minority consists of 6 respondents (4.4%) that have used personal loans in order to 

start their establishment the enterprise. The greater percentage of 25 respondents 

(55.6%) used their personal savings to start their business; while the category “other” 

was represented by 2 respondents (4.4%).  

 

Table 4.22 disclose that a greater percentage of 77.8% overall (26 respondents 

57.8% strongly agree and 7 respondents 15.6% agreeing) that they have a business 

account for the business transactions. The minority of 31.2% overall (15.6% strongly 

disagree and 15.6% disagree) that they do not have the account, while 1 respondent 

(2.2%) was not sure. 

 

This result explains that the company that has the business account has an 

opportunity to balance the books without any confusion. Another benefit would be 

that the enterprise would have a proper record of management of the company 

finances. On the other hand the outcomes reveals that the companies that do not 

have the business account is faced with the challenge of inability to account for the 

business transactions.   
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Table 4.23 I made use of my personal savings to boost my 

establishment? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 31 68.9 68.9 68.9 

Agree 10 22.2 22.2 91.1 

Strongly Disagree 1 2.2 2.2 93.3 

Disagree 3 6.7 6.7 100.0 

Total 45 100.0 100.0  

 
Table 4.23 scores disclose that a greater percentage of 91.1% overall (31 

respondents 68.9% strongly agree and 10 respondents 22.2% agreeing) has 

indicated that they made use of their personal savings to boost their business 

establishment. The minority of 8.9% overall (1 respondent 2.2% strongly disagree 

and 3 respondents 6.7% disagree) that they have not used their personal savings.  

 

Table 4.24 My business has a financial management system 

(software)? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 6 13.3 13.6 13.6 

No 38 84.4 86.4 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.24 scores indicate that of all the SMME‟s the majority of (84.4%) was not in 

agreement that they have a financial management system (software) and (13.3%) 

was in agreement to that effect. The respondent who did not respond to the variable 

is equal to (2.2%). 

 

The finding is that majority of the businesses do not have the financial management 

system in their companies. This means that the companies rely on manual recording 

of all business operations. The possibility is that the accuracy of accounting record 

might not be achieved by the executives of the business.  
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Table 4.25 The financial statements for my business are arranged by the 

following? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Business Owner 25 55.6 58.1 58.1 

Registered Audit 

Company 
3 6.7 7.0 65.1 

Book Keeper 7 15.6 16.3 81.4 

Accountant 8 17.8 18.6 100.0 

Total 43 95.6 100.0  

Missing System 2 4.4   

Total 45 100.0   

 

Table 4.25 shows that a greater percentage of 25 respondents (55.6%) their financial 

statements were prepared by the business owners; followed by 3 respondents 

(2.2%) outlines that the registered audit companies consolidate the records of the 

business. Furthermore, 7 respondents (15.6%) indicate that the bookkeeper is 

responsible for the account, while 8 respondents (17.8%) are prepared by 

accountants.   

 

The finding identified is that the financial statements are consolidated by the 

business owners, of which making it possible for some transactions to be 

manipulated. Therefore accuracy and validity of transactions might not be achieved.  
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4.4.4 Business Mentoring and Skills Development  

 

Table 4.26 I have a Business Mentor. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 20 44.4 44.4 44.4 

Agree 4 8.9 8.9 53.3 

Strongly Disagree 13 28.9 28.9 82.2 

Disagree 5 11.1 11.1 93.3 

Not Sure 3 6.7 6.7 100.0 

Total 45 100.0 100.0  

 

Table 4.26 reveal that a greater percentage of 53.3% overall (20 respondents 44.4% 

strongly agree and 4 respondents 8.9% agree) that they have a business mentor so 

as to get guidance in the business industry. Another benefit is that a mentor will 

provide guidance to the business owner to improve the business performance. 

Furthermore 40% overall (28.9% strongly disagree and 11.1% disagree).  The 3 

respondents (6.7%) were not sure. 

 

Table 4.27 My business mentor is in the same business category as I 

am? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 16 35.6 35.6 35.6 

Agree 4 8.9 8.9 44.4 

Strongly Disagree 14 31.1 31.1 75.6 

Disagree 9 20.0 20.0 95.6 

Not Sure 2 4.4 4.4 100.0 

Total 45 100.0 100.0  

 

Table 4.27 results reveal that a greater percentage of 44.5% overall (35.6% strongly 

agree and 8.9% agree) that their mentor is in the same business industry as the 

company owner. The possibility is that being in the business industry with ones 

mentors has a positive impact toward the growth of the business. The bigger 
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percentage of 51.1% overall (31.1% strongly disagree and 20% disagree) while 2 

respondents (4.4%) were not sure.  

 

Table 4.28 In my opinion business mentoring is essential for business 

establishment. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 25 55.6 55.6 55.6 

Agree 15 33.3 33.3 88.9 

Strongly Disagree 2 4.4 4.4 93.3 

Disagree 1 2.2 2.2 95.6 

Not Sure 2 4.4 4.4 100.0 

Total 45 100.0 100.0  

 

Table 4.28 results reveal that a greater percentage of 88.9% overall (55.9% strongly 

agree and 15.6% agree) that business mentoring is essential for business 

establishment. The minority of 6.6% overall (4.4% strongly disagree and 2.2% 

disagree), while 2 respondents (4.4%) were not sure. 

 

Table 4.29 Skills development is very important for business success. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 32 71.1 72.7 72.7 

Agree 12 26.7 27.3 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.30 I attend business development programmes to improve my 

business skills. 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 13 28.9 28.9 28.9 

Agree 10 22.2 22.2 51.1 

Strongly Disagree 10 22.2 22.2 73.3 

Disagree 12 26.7 26.7 100.0 

Total 45 100.0 100.0  
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Table 4.31 I often attend skills development programmes. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Monthly 1 2.2 2.2 2.2 

Quarterly 13 28.9 28.9 31.1 

Half Yearly 5 11.1 11.1 42.2 

Yearly 5 11.1 11.1 53.3 

Never 21 46.7 46.7 100.0 

Total 45 100.0 100.0  

 

Table 4.29 results reveal that a greater percentage of 97.8% overall (71.1% strongly 

agree and 26.7% agree). The respondents who did not respond amounted to 1 

respondent (2.2%). 

The results have shown this is a positive finding as majority of the respondents 

actually agree that the skill development is essential for business success. In chapter 

2, Yarnall (2008:11) has made an indication as a growing business it is important for 

the company owners to be skilled to operate their businesses, so as to achieve 

optimum business growth.  

 

Wallace (2010:57) explains that leaders tend to be more confident when they have 

strong skills. However the owners who are not skilled tend to have a challenge of 

integrity and confidence. In brief, trustworthiness will emerge when the owner 

delivers services of high standard to the client from time to time.    

 

Table 4.30 results reveal that a greater percentage of 51.1% overall (13 respondents 

28.9% strongly agree and 10 respondents 22.2% agree) that they attend business 

development programmes in order to improve their business. The minority of 48.9% 

overall (10 respondents 22.2% strongly disagree and 12 respondents 26.7% 

disagree), while 2 respondents (4.4%) were not sure. 

 

Table 4.31 scores indicate that a greater percentage of 1 respondent (2.2%) has 

indicated that they attended a skills development programme; on a monthly basis. 

Followed by 13 respondents (28.9%) who have indicated that they attend 
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development programmes on a quarterly basis. Furthermore, 5 respondents (11.1%) 

indicated that they attend the trainings on a half yearly basis. The Minority of 5 

respondents (11.1%) attended on a yearly basis while 21 respondents (46.7%) have 

never attended.  

 

Table 4.32 I obtained non-financial support from government agencies for 

my business. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 8 17.8 18.2 18.2 

Agree 10 22.2 22.7 40.9 

Strongly Disagree 17 37.8 38.6 79.5 

Disagree 9 20.0 20.5 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.32 scores disclose that a greater percentage of 40% overall (8 respondents 

17.8% strongly agree and 10 respondents 22.2% agree) that they have received 

financial support from the government agencies. The minority of 57.8% overall 

(37.8% strongly disagree and 20.0% disagree), while 1 respondent (2.2%) were not 

sure. 

 

4.4.5 Networking for business  
 

Table 4.33 Networking in relation to business growth is important. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 34 75.6 75.6 75.6 

Agree 8 17.8 17.8 93.3 

Not Sure 3 6.7 6.7 100.0 

Total 45 100.0 100.0  
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Table 4.33 score reveal that a greater percentage of 93.4% overall (75.6% strongly 

agree and 8 respondents 17.8% agree) that networking in relation to business 

growth is important, while 3 respondents (6.7%) were not sure. 

 

This is a positive finding. According to Donaldson and O‟Toole (2007:5) it is 

important for the business owners to maintain a long-term customer and employee 

interaction. This will carry them through the challenging and difficult times, as well as 

an interaction with other business owners in order to share struggles, resources and 

best practice.  

Table 4.34 I attend business seminars to meet people and interact 

with other entrepreneurs? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Monthly 3 6.7 6.7 6.7 

Quarterly 11 24.4 24.4 31.1 

Half Yearly 5 11.1 11.1 42.2 

Yearly 6 13.3 13.3 55.6 

Never 20 44.4 44.4 100.0 

Total 45 100.0 100.0  

 

Table 4.34 scores indicate that 3 respondents (2.2%) attended business seminar on 

a monthly basis. in order to interact with other entrepreneurs; followed by 11 

respondents (24.4%) who have indicated that they attend on a quarterly basis. 

Furthermore, 6 respondents (13.3%) indicated that they attend on a yearly basis. 

The greater percentages of 20 respondents (44.4%) have never attended the 

business seminar.  
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Table 4.35 Enterprise Marketing is a determining factor for business 

success? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 34 75.6 77.3 77.3 

Agree 9 20.0 20.5 97.7 

Not Sure 1 2.2 2.3 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.35 results reveal that a greater percentage of 95.6% overall (75.6% strongly 

agree and 20.0% agree) that the enterprise marketing is a determining factor for a 

business to succeed. The respondents who did not respond amounted to 1 

respondent (2.2%). 

 

This is a positive finding as the respondents agree with the literature that marketing 

is indeed a determining factor in the business industry. According to Blick (2011:19) 

defines marketing as” a philosophy of business that places the customer at the 

center of the universe”. It should be noted that company owners will only be 

successful in growing their production area into a sustainable and profitable business 

on condition that they are entirely customer focused. Another point is that every 

small business should have the needs of the customer at its core and that all the 

decisions should be taken with the customer‟s interest firmly at mind.  

 

Table 4.36 I market my business on social media: Face book, twitter, 

website etc. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 18 40.0 41.9 41.9 

Agree 6 13.3 14.0 55.8 

Strongly Disagree 6 13.3 14.0 69.8 

Disagree 13 28.9 30.2 100.0 

Total 43 95.6 100.0  

Missing System 2 4.4   

Total 45 100.0   
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Table 4.36 results reveal that a greater of 88.9% overall (18 respondents 40.0% 

strongly agree and 6 respondents 13.3% agree) that they market their business on 

social media. The minority of 42.2% overall (13.3% strongly disagree and 28.9% 

disagree). The respondents who did not respond amounted to 2 respondents (4.4%). 

 

The results have shown that business marketing on the social media is a major 

contributor to reach all target markets. The current situation is that majority of nation 

participate in the social networks, hence marketing and advertising is achievable.    

 

Table 4.37 I belong to Business Association. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 11 24.4 25.6 25.6 

Agree 5 11.1 11.6 37.2 

Strongly Disagree 13 28.9 30.2 67.4 

Disagree 13 28.9 30.2 97.7 

Not Sure 1 2.2 2.3 100.0 

Total 43 95.6 100.0  

Missing System 2 4.4   

Total 45 100.0   

 

Table 4.38 The Business Association contributes positively to my 

company. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 7 15.6 15.9 15.9 

Agree 10 22.2 22.7 38.6 

Strongly Disagree 15 33.3 34.1 72.7 

Disagree 11 24.4 25.0 97.7 

Not Sure 1 2.2 2.3 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   
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Table 4.37 reveal that a percentage of 35.5% overall (7 respondents 24.4% strongly 

agree and 10 respondents 11.1% agree) that they affiliated to any business 

association. The majority of 57.8% overall (15 respondents 33.3% strongly disagree 

and 11 respondents 2.2% disagree). The respondents who did not respond 

amounted to 1 respondents (2.2%).  

 

The results have outlined that company owners do not belong to any business 

association that specifically focuses on women owned businesses in Mahikeng.   

 

Table 4.38 reveal that a minority of 37.8% overall (7 respondents 15.6% strongly 

agree and 10 respondents 22.2% agree) that the business association has 

contributed positively to the company. The larger percentage of 57.7% overall (15 

respondents 33.3% strongly disagree and 11 respondents 24.4% disagree), while 2 

respondents (4.4%) were not sure. The respondent who did not respond to the 

variable is equal to (2.2%). 

 

4.4.6 Customer Satisfaction Management  
 

Table 4.39 Customer Satisfaction Management is a determining factor 

for business success. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 40 88.9 88.9 88.9 

Agree 4 8.9 8.9 97.8 

Strongly Disagree 1 2.2 2.2 100.0 

Total 45 100.0 100.0  

 

Table 4.39 indicates that a greater percentage of 97.8% overall (40 respondents 

88.9% strongly agree and 8.9% agree) that customer satisfaction when managed 

properly is a determining factor for business success. Furthermore 1 respondent 

(2.2%) were in a disagreement to this effect. 

 
According to Blick (2011:20) if the business owner happens to be determined to put 

the “customer at the center of the universe” and focus on building the company on a 
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simple yet powerful concept of customer satisfaction then business success would 

be achieved. At the same time Wallace (2010:22) states that without a plan it is 

advisable to hire “great people” as leaders continually in order to reduce the risk of 

failing to establish strong client relationships.  

 

Table 4.40 I put more effort to ensure that consumer satisfaction is 

achieved in my Business. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 40 88.9 88.9 88.9 

Agree 5 11.1 11.1 100.0 

Total 45 100.0 100.0  

 

Table 4.40 disclose that the total percentage of 100% (40 respondents 88.9% 

strongly agree and 11.1% agree) that they put more effort to ensure that the 

customer satisfaction is achieved in their enterprises. This is a positive finding as it 

relates directly to the literature stated in chapter two. 

 
 

Table 4.41 I receive feedback from clients after services rendered? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 35 77.8 77.8 77.8 

Agree 10 22.2 22.2 100.0 

Total 45 100.0 100.0  

 

Table 4.41 reveal that the total percentage of 100% (35 respondents 77.8% strongly 

agree and 22.2% agree) that they receive feedback from their clients after each 

service that has been rendered. The results indicate that it is important for company 

management to communicate with the customers in the business.   
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Table 4.42 How do you deal with negative feedback from 

customers? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 36 80.0 80.0 80.0 

No Comment 9 20.0 20.0 100.0 

Total 45 100.0 100.0  

 

Table 4.42 scores indicate that of all the SMME‟s the majority of 36 respondents 

(80%) made a comment on how they deal with negative feedback from the 

customers and 9 respondents (20%) made no comment to that effect.   

 

The majority of the respondents have indicated that the negative feedback from the 

customers is stressing, however they took it as an encouragement and a way to 

modify their services for the better.  Other participants have indicated that almost 

immediately as weakness is identified the owner would develop a strategy in 

response to the dissatisfaction.  

 

Table 4.43 How do you keep your business sustainable? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 37 82.2 82.2 82.2 

No Comment 8 17.8 17.8 17.8 

     

Total 45 100.0 100.0 100.0 

 

Table 4.43 scores indicate that of all the SMME‟s the majority of (82.2%) made a 

comment on how they kept their business sustainable and (15.6%) made no 

comment to that effect.  The respondents who did not respond to the variable are 

equal to (2.2%).  

 

The respondents have indicated that in order to sustain a business then it is 

important to maintain a proper management of business funds by continuance of 

appropriate record keeping. At the same time other company owners indicated that 
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they are cautious on their spending pattern and rather prefer to buy in bulk. Other 

participants have indicated that they bank weekly. 

 

Some of the entrepreneurs have indicated that they need to be disciplined and 

conduct regular supervision for the business operations. Other respondents have 

indicated that they put more focus on the advertising and marketing of the products.  

At the same time other participants have indicated that they focus more on customer 

satisfaction as they are the drivers for the business success.  

 

4.4.7 Economic Development  
 

Table 4.44 My business is insured? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 15 33.3 33.3 33.3 

Agree 6 13.3 13.3 46.7 

Strongly Disagree 11 24.4 24.4 71.1 

Disagree 12 26.7 26.7 97.8 

Not Sure 1 2.2 2.2 100.0 

Total 45 100.0 100.0  

 

Table 4.44 reveal that a percentage of 46.6% overall (33.3% strongly agree and 

13.3% agree) that they have insured their business. The larger percentage of 51.1% 

overall (24.4% strongly disagree and 26.7% disagree), while 1 respondents (2.2%) 

were not sure. 

 

The outcomes have shown that the 51.1% businesses are exposed to a high risk of 

loss. This is based on the fact that the women owned businesses are not insured. 

On the other hand 46.6% agree that they have insured their business to guard 

against damages and unforeseen circumstances. 
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Table 4.45 I reinvest to my community? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Employment 18 40.0 51.4 51.4 

Charity 3 6.7 8.6 60.0 

Sponsor 3 6.7 8.6 68.6 

Offer your skills 11 24.4 31.4 100.0 

Total 35 77.8 100.0  

Missing System 10 22.2   

Total 45 100.0   

 

Table 4.45 indicates that out of 45 respondents, 18 respondents (40.0%) offered 

employment to the jobless community members; followed by the SMME‟s that offer 

charity and sponsorship were each presented by 3 respondents (6.7%). The 

SMME‟s that offer their skills to the community were symbolized by 11 respondents 

(24.4%). The respondent who did not respond to the variable is equal to (22.2%). 

 

The results indicate that he respondents were re investing in their community. This 

could mean that poverty has a possibility of being alleviated in addition employment 

can be created and more families will be taken care of.  

 

Table 4.46 In your opinion what are the critical success factors for 

women owned enterprise in Mahikeng? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 39 86.7 86.7 86.7 

No Comment 6 13.3 13.3 100.0 

Total 45 100.0 100.0  

 

Table 4.46 scores indicate that of all the SMME‟s the majority of 39 respondents 

(86.7%) made a comment on the critical success factors in the women owned 

enterprise in Mahikeng and 6 respondents (13.3%) made no comment to that effect.  
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Xesha et al. (2014:37) suggest that the company‟s management needs to 

understand the customer trends and needs as this is one of the essential factors 

SMME‟s development.  This relates to our study outcomes.  

 

The respondents have indicated that the critical success factors for the business are 

that the client and owner relationship should be maintained so as to gain loyalty of 

the customers. Maintenance of budget of the business is also essential. Other 

respondents indicated that as an owner of a business one should be hands on and 

always put in extra effort in all business ventures. The other important fact is that 

customer satisfaction should be monitored by the business owners. Some 

respondents have indicated that the company owners should have focus and also 

persevere in all ventures.  

 

Table 4.47 List 5 Success Factors based on your business 

experience? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 36 80.0 80.0 80.0 

No Comment 9 20.0 20.0 100.0 

Total 45 100.0 100.0  

 

Table 4.47 scores indicate that of all the SMME‟s the majority of 36 respondents 

(80.0%) made a comment on the  success factors in the business industry  and the 

comment was based on the owners business experience and 9 respondents (20%) 

made no comment to that effect.  

 

Majority of the respondents have indicated that the 5 success factors are as follows: 

firstly patience. Secondly, self confidence of the business owners was identified in 

the study. Thirdly the marketing of the services rendered and the advertising of the 

products offered by the business. Fourthly proper management of business finances 

and lastly to ensure that customer satisfaction is achieved.  
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Table 4.48 Which of the following social factors have affected your 

business? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Responded 41 91.1 91.1 91.1 

Not Responded 4 8.9 8.9 100.0 

Total 45 100.0 100.0  

 

Table 4.48 scores indicate that of all the SMME‟s the majority of 41 respondents 

(97.8%) responded on how the social factors has affected their business and 4 

respondents (8.9%) did not respond to that effect.  

 

The results indicate that the social factors have an impact on the operation of the 

business and more details are indicated in Tables 4.49 to 4.56. The participants 

have indicated whether or not these factors have affected their business.  

 

Table 4.49 Lack of access to Information 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 20 44.4 48.8 48.8 

No 21 46.7 51.2 100.0 

Total 41 91.1 100.0  

Missing System 4 8.9   

Total 45 100.0   

 

Table 4.49 scores indicate that of all the SMME‟s the majority of 20 respondents 

(44.4%) was in agreement that lack of access to information has had an impact on 

their business and 21 respondents (46.7%) disagree that the factors has not affected 

their business. The respondent who did not respond to the variable is equal to 4 

respondents (8.9%). 
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Table 4.50 Lack of access to Markets and Procurement 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 18 40.0 48.6 48.6 

No 19 42.2 51.4 100.0 

Total 37 82.2 100.0  

Missing System 8 17.8   

Total 45 100.0   

 

Table 4.50 scores indicate that of all the SMME‟s the majority of 18 respondents 

(40%) was in agreement that lack of access market and procurement has had an 

impact on their business and 19 respondents (46.7%) did not respond to that effect. 

Furthermore 8 respondents (17.8%) did not respond. 

 

Table 4.51 Employment legislation and Policy 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 19 42.2 47.5 47.5 

No 21 46.7 52.5 100.0 

Total 40 88.9 100.0  

Missing System 5 11.1   

Total 45 100.0   

 

Table 4.51 scores indicate that of all the SMME‟s the minority of 19 respondents 

(42.2%) was in agreement that employment legislation and policy has had an impact 

on their business and 21 respondents (46.7%) was not in agreement to that effect. 

The respondent who did not respond to the variable is equal to 5 respondents 

(11.1%). 
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Table 4.52 Absence of vehicle for skills development and 

capacity 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 19 42.2 51.4 51.4 

No 18 40.0 48.6 100.0 

Total 37 82.2 100.0  

Missing System 8 17.8   

Total 45 100.0   

 

Table 4.52 scores indicate that of all the SMME‟s the majority of 19 respondents 

(42.2%) was in agreement that absence of vehicle for skills development and 

capacity has had an impact on their business and 18 respondents (40.0%) did not 

agree to that effect. The respondent who did not respond to the variable is equal to 8 

respondents (17.8%). 

 

Table 4.53 Socio Economic factors, family responsibility, HIV and 

AIDS and Poverty 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 23 51.1 59.0 59.0 

No 16 35.6 41.0 100.0 

Total 39 86.7 100.0  

Missing System 6 13.3   

Total 45 100.0   

 

Table 4.53 scores indicate that of all the SMME‟s the majority of 23 respondents 

(51.1%) was in agreement that a socio economic factor, family responsibility, HIV 

and AIDS and Poverty has had an impact on their business and 16 respondents 

(35.6%) did not agree to that effect. The respondent who did not respond to the 

variable is equal to 6 respondents (13.3%). 
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Table 4.54 Access to Financial assistance, credit and availability 

of collareral 

 

 Frequency 

Perce

nt Valid Percent 

Cumulative 

Percent 

Valid Yes 19 42.2 54.3 54.3 

No 16 35.6 45.7 100.0 

Total 35 77.8 100.0  

Missing System 10 22.2   

Total 45 100.0   

 

Table 4.54 scores indicate that of all the SMME‟s the majority of 19 respondents 

(42.2%) was in agreement that access to financial assistance, credit and availability 

of collateral has had an impact on their business and 16 respondents (35.6%) did not 

agree to that effect. The respondent who did not respond to the variable is equal to 

10 respondents (22.2%). 

 

According to (finweb.com 2015) there are many small business loan requirements 

that must be completed in order to obtain financing. The business owner needs to 

make sure that they have enough money to meet all business goals. The financial 

situation of the business owner is also required on application as it will determine 

whether or not you qualify for a loan or not. For loan applications the following 

documents must be submitted together with a loan application: firstly, the detailed 

business plan, secondly the cash flow projections that outline the actual usage for 

the business plan. Thirdly the financial statement for the past year should be 

submitted. For a new business basis of financing and income has to be submitted as 

well. Personal information of the owners has to be submitted with the application as 

well. In support of this reason businesses find it hard to survive. 
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Table 4.55 Technology and Business infrastructure 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 16 35.6 44.4 44.4 

No 20 44.4 55.6 100.0 

Total 36 80.0 100.0  

Missing System 9 20.0   

Total 45 100.0   

 

Table 4.55 scores indicate that of all the SMME‟s the 16 respondents (35.6%) did not 

agree that a Technological changes and business infrastructure has had an impact 

on their business. The majority of 20 respondents (44.4%) was in agreement that 

effect. The respondent who did not respond to the variable is equal to 9 respondents 

(20%). 

 

Table 4.56 Shortage of effective supportive institution. 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Yes 21 46.7 55.3 55.3 

No 17 37.8 44.7 100.0 

Total 38 84.4 100.0  

Missing System 7 15.6   

Total 45 100.0   

 

Table 4.56 scores indicate that of all the SMME‟s the majority of (46.7%) was in 

agreement that shortage of effective supportive institution. has had an impact on 

their business and (37.8%) did not agree to that effect. The respondent who did not 

respond to the variable is equal to 7 respondents (15.6%). 
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Table 4.57 How has these social factors affected your business? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 26 57.8 59.1 59.1 

No Comment 18 40.0 40.9 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.57 indicates that of all the SMME‟s the majority of 26 respondents (57.8%) 

made a comment on how the social factors have affected their business and18 

respondents (40%) made no comment to that effect.  

 

The respondents have indicated that the social factors have affected their 

businesses negatively. In some instances if the company owners had access to 

more information they would be informed and knowledgeable. The absence of skills 

development has also affected the achievement of the business ventures.  

 

Table 4.58 Would you attempt to establish other business ventures? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Strongly Agree 33 73.3 76.7 76.7 

Agree 4 8.9 9.3 86.0 

Strongly Disagree 2 4.4 4.7 90.7 

Disagree 4 8.9 9.3 100.0 

Total 43 95.6 100.0  

Missing System 2 4.4   

Total 45 100.0   
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Table 4.59 What would you do differently towards your establishment’ 

success? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 29 64.4 65.9 65.9 

No Comment 15 33.3 34.1 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.60 What business advice would you give to a recent SMME’s? 

 

 Frequency Percent Valid Percent 

Cumulative 

Percent 

Valid Comment 36 80.0 81.8 81.8 

No Comment 8 17.8 18.2 100.0 

Total 44 97.8 100.0  

Missing System 1 2.2   

Total 45 100.0   

 

Table 4.58 results reveal that a greater percentage of 82.2% overall (73.3% strongly 

agree and 8.9% agree) that they would attempt to establish other business ventures. 

The minority of 13.3% overall (4.4% strongly disagree and 8.9% disagree), while 2 

respondents (4.4%) were not sure. 

 

Table 4.59 point out that of all the SMME‟s the majority of 29 respondents (64.4%) 

made a comment on what they would do towards their establishment success and 

15 respondents (33.3%) made no comment to that effect.  

 

The respondents have indicated that they would conduct more advertising of their 

services and products offered in the business. Other participants indicate that they 

would enhance their skills in order to get more understanding to the current line of 

business. Other respondents indicate that they would spend more time on planning 

and to conduct a feasibility study so as to know the product well prior to any venture.  

Some participants have indicated that they would increase communication with their 
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clients. Pursue other business ventures. Some of the respondents indicate that they 

would approach the government agencies for business funding.   

 

Table 4.60 shows that of all the SMME‟s the majority of 36 respondents (80%) made 

a comment on the advice to the upcoming and recent SMME‟s and 8 respondents 

(17.8%) made no comment to that effect.  

 

The respondents have indicated that the new SMME‟s should have determination, 

perseverance, strive for success in all business venture another advice was that the 

business owners should believe in themselves. Other respondents have indicated 

that it is important to set target for the business and strive to achieve those plans.  

 

Some of the respondents have indicated that the management should be 

accountable and keep all business records. Additionally the company owner is 

encouraged to take a lead, be innovative and determined in the business and have 

focus as anything can be achieved when effort are attached.  

 

4.5 Conclusion  
 

This chapter provides the detailed statistical method used in this study. The 

presentations of the results of the research questions, of which this has been 

presented by graphs and the tables used in the study. The data has been analyzed 

as well. The data revealed that there was lack of finance to start an establishment, 

whereas the South African regime has introduced the government agencies to 

address the financial gap. However, the results have shown that the business 

owners experience lack of information and access to information. Another fact that 

was identified is that there is an absence of mentorship opportunities of which there 

are high chances of establishment success when you have the guidance of a 

mentor.   

 

The responses have shown that gender inequality is still a barrier concerning the 

SMME‟s development in Mahikeng.  Female entrepreneurs are constantly reporting 
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gender discrimination when seeking assistance to build their businesses. This is a 

major concern that needs to be addressed by the government to simplify the 

process. The next chapter presents the findings, recommendations and the 

conclusion.   
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Chapter 5: FINDINGS, RECOMMENDATIONS AND    

CONCLUSIONS 
 

5.1 Introduction  

 

The purpose of this chapter is to draw together all the connections between the 

preceding chapters of this study in order to conclude this research. In this minor 

dissertation the different components of the study have been thoroughly 

investigated. It also draws together the suggestions regarding the success factors for 

women owned business in the North West Province: Mahikeng. This chapter 

presents a summary of the theoretical and empirical findings, conclusions and 

recommendations.  

 

The suggested recommendations may not be used by the SMME‟s and the 

government, but are in pursuit of the academic interest. However, should it happen 

that someone within the SMME‟s business industry comes across this study in the 

reference Library of the North West University; this study will be useful to some 

degree. Recommendations will also be made for future research to attempt to 

address the knowledge gap. 

 

Concerning the conclusions of this study, it is essential to emphasise that they have 

been reached after evaluating the different sections of the study. After the 

explanation of these critical issues, this chapter proceeds to present the key 

theoretical and empirical findings of this research as a deliberate way of testing them 

against the research objectives and research questions.  

 

5.2 Theoretical Findings  

 

Chapter One illuminated on the context and rationale of the study The paramount 

chapter also outlined the problem statement, the implication of the study, the 

research approach and the constraint of the study.  In turn it resulted in the 

formulation of the research objectives and questions as well as an introduction to the 



80 
 

methodology used in the study. In this unit the research methodology was defined by 

paying attention to the quantitative approach. The target population was recognised 

and deliberated in relation to the instruments used in the collection of the primary 

data, the ethical consideration and the limitations of the study were also outlined in 

this chapter.  

 

The main objective of the study was to identify the critical success factors for women 

owned business, the nucleus of the research approach. Chapter two of the study 

presented the theoretical underpinnings of the study. Over and above the 

clarifications of the SMME‟S, Chapter Two discussed the business establishment, 

the Business Funding and the Funding Instruments, Business Mentoring and Skills 

Development, Network for business success, the Customer Satisfaction 

Management and Economic Development.  

 

This study found that for accurate financial record keeping, an enterprise should 

have a business account in order to have substantial accountability for every 

transaction taking place in the account. The study however found that most of them 

are operating informally, thus they do not have bank accounts. To acquire financial 

and non-financial assistance from designated government agencies, an entrepreneur 

needs to draw up a business proposal that is viable and outlines the business 

projections in detail in order to implement practically. 

 

Mentorship and skills development are essential for the success of a company. The 

implementation of training for staff and management can be beneficial when 

conducted regularly. Mentorship serves as a guidance to successfully run an 

establishment. It was further found that to avoid misappropriation of funds of the 

company, the financial statement of the enterprise should be consolidated by a 

bookkeeper, accountant or an auditor. Having recapitulated the theoretical findings 

of the study for this study, the next segment of this finishing chapter assesses the 

empirical findings. 

 

Inspiration and motivation were identified to be the key drivers to an individual to be 

independent. Most entrepreneurs were found to have been influenced by 

unemployment and poverty to start their businesses as stated in Chapter Two. They 
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were mainly persuaded by the challenges encountered by women with regard to 

poverty for the purpose of triumphing in the enterprise industry.  

 

The study further identified the challenges and causes of failure for women owned 

businesses. The SMME‟s were found to be having a low endurance rate in 

Mahikeng. Additional to that, the study identified the main challenge as the lack of 

access to finance from reputable financial institutions and Government agencies. 

Other challenges were lack of knowledge about where to source funds, gender 

inequality and a lack of the necessary knowledge on the running of a successful 

business.  

 

On the concept of the SMME‟s category, the industry consists of four classifications 

namely Micro, Very Small, Small and Micro Medium Sized therefore the business 

owner should determine which type of SMME‟s category would suit one‟s goals. 

Furthermore, the study identified that all small businesses should register at 

Company Intellectual Property Commission (CIPC) and thereafter be listed at the 

South African Revenue Services (SARS) as well as at the Small Business 

Corporation (SBC). The enterprise has to register for turnover tax. In addition to that 

the firm has to register for Value Added Tax (VAT), Pay As You Earn (PAYE), 

Unemployment Insurance Fund (UIF) and Skills Development Levy(SDL). 

 

It was revealed that the SMME‟s industry was formulated as a necessity for a reason 

that this business element was identified as an important factor that can address the 

challenges that resulted from the negative effects of the apartheid regime pre 1994. 

Though the SMME‟s already existed before 1994, it is just that the privilege of 

owning a business was given to mainly the white people. After 1994 the 

democratically elected government saw it fit that the previously disadvantaged also 

be included in the growing of the economy, hence the introduction of SMME‟s and 

the provision of the necessary support system for them.  
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5.3 Empirical Findings  

 

The strong theoretical debate regarding the analysis of the success factors for 

women owned businesses were presented largely in Chapter Two of this study. This 

was revised by an approach of an assessment of the theoretical findings. In this 

section, the empirical findings derived from the analysis of the primary data 

presented in Chapter Four of this study are presented to determine whether or not 

they confirm the success factors and the challenges faced by the women owned 

businesses in the Mahikeng area In summary this section supports the researcher in 

the direction of relating the empirical together with the theoretical findings in a 

focused manner. It is through this approach, that this study should determine the 

success factors for women owned businesses in North West Province: Mahikeng.  

 

With regard to inspiration of starting an establishment, this study found that the 

majority of the business owners were influenced by poverty. Many of them 

mentioned it as a driving force for them to enter the business industry. Another factor 

that has driven the women owners to be involved in the SMME‟s enterprise is that 

they were forced by their financial status to open a business so as to boost their 

income. From this finding it can also be indicated that unemployment was another 

feature that was highlighted by the respondents as a factor that led them to start 

small businesses. The current situation is that families need to be taken care of and 

that remains as a major challenge in the society.  

 

Other respondents are of the opinion that they needed to be independent and that 

they have identified some business opportunities in their area and made use of them 

to their advantage and benefit. In the literature review it is stated that the 

Government has identified the development of the SMME‟s as a key factor. This 

factor is intended to eradicate poverty, create jobs and develop the economy of 

South Africa. This study has thus proven that individuals are generating a sense of 

income by operating their own enterprises.  

 

This study has found that 46.7% operate their business from home, 31.1% run their 

enterprise at an office space, while street vendors were 13.3%. This finding suggests 
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that the majority of the women entrepreneurs operate their business from home due 

to the high rent that is charged by the landlords. Equally important is the fact that the 

business that operates from home is faced with the challenge of being attacked by 

thieves. This finding has a significant bearing to the fact that women have not 

insured their companies, thus makes them vulnerable to the crime. This makes it 

impossible for the owners to have backup financially in case of vandalism and theft.  
 

The business owners have business accounts for establishment transactions. This is 

demonstrated by the actual finding of 77.8% overall 26, respondents 57.8% strongly 

agree and 7 respondents 15.6% agreeing. In addition the minority of 31.2% overall 

(15.6% strongly disagree and 15.6% disagree) mentioned that they do not have the 

business accounts. This result explains that the company that has a business 

account has an opportunity to balance the books without confusion. Company 

finances are easily managed in a separate account for proper record of 

management. This study further reveals that in the absence of the business account 

the company is faced with the challenge of accountability for business transactions.  

 

It is highly proven that customer satisfaction is needed for any business success and 

smooth operation as 88.9% of respondents have agreed that this is a determining 

factor for business success. The entrepreneurs have put more emphasis on the fact 

that when consumer satisfaction is achieved in the company then the success is 

guaranteed.   

 

It has been highlighted that skills development is important in running an enterprise 

as 71.1% of respondents agree to this effect.  The results have shown that this is a 

positive finding as the majority of the respondents actually agree that the skill 

development is essential for business success. In Chapter Two, Yarnall (2008:11) 

has made an indication that as a growing business it is important for the company 

owners to be skilled in order to operate their businesses, so as to achieve optimum 

business growth.  

 

Wallace (2010:57) explains that leaders tend to be more confident when they have 

strong skills. However the owners who are not skilled tend to have a challenge of 
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integrity and confidence. In brief, trustworthiness will emerge when owner deliver 

services of high standard to the clients from time to time.   The objective has been 

achieved as the critical success factors for women owned business has been 

identified in the study and the use of this success factors will enable the business 

owners to prosper in their business venture.  

 

This study has found that the majority of 66.7% have registered their businesses and 

the minorities of 11.1% have not registered their companies. Furthermore, 13.3% 

indicated that they were not sure about company registration.  This finding suggests 

that the women owned businesses have not registered their companies and that they 

are operating informally. None registration of a company has a disadvantage of 

difficulty in acquiring financial support for the establishments. Another possibility is 

that the company owners have not registered their companies for the reason that 

they avoid to pay tax.  

 

The success and expansion of entrepreneurs are limited due to the fact that there is 

lack of access to financial assistance. This might be caused by the lack of security 

that is required by the financial institution for any amount that can be borrowed.  The 

SMME‟s in South Africa encounter limited credit access and it is more difficult for 

those that are in the informal sector as compared to the formal sector.  It is apparent 

that the informal sector does not meet the basic requirements for loan applications at 

any financial institution for credit application.   

 

North West Province is a very disadvantaged province that makes it very hard for 

starting out for newly established entrepreneurs to apply for loans at respected 

financial institutions due to insufficient collateral. The government agencies are also 

there to assist financially to SMME‟s however due to bad business planning they are 

unsuccessful in attaining financial assistance. 

 

Inadequate management of finance and debt collection process result in no profits 

being received. Another concern is that 24.4% and 26.7% have indicated that they 

have not insured their businesses which means should the business owners 

experience any loss they will not be able to recover for their expenses.  
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The study revealed  that 100 % of the business owners have commented that there 

are challenges such as lack of skills, lack of financial control, Lack of confidence that 

might be caused by illiteracy and lack of business relation in the SMME industry that 

serve as barriers for the enterprise success. Other respondents are of the opinion 

that due to these challenges they are unable to succeed in the business industry.   

 

This simply means that companies have to discontinue operating due to these 

challenges faced by women entrepreneurs. Other participants explained that they 

were exposed to gender inequality. The possibility is that gender inequality was 

experienced by the owners when applying for funding. Other participants were of the 

opinion that family responsibility has had a major bad impact in the business 

success. 

 

Another finding is that lack of resources is still a barrier towards the growth of the 

business, this is reliant on the availability of resources therefore in the absence of 

this lack of skills have been identified as a challenge in the business establishments. 

The study suggests that skills development is essential in the business industry. This 

is mainly for efficiency and effectiveness of business operations.  The finding of this 

study further confirms that another challenge is ineffective marketing strategies. 

These marketing plans are essential in the path to prosperity of the company and 

this also provides the firm with the means to perform at an optimum level. Another 

factor that contributes as an obstacle towards success of the business was bad 

credit record. This kind of a record has a negative impact for the owners to acquiring 

financial assistance for the establishments.   

 

Other respondents are of the opinion that low clientele has an impact in the success 

of the business. This might be caused by the dissatisfaction of customers. Another 

challenge is that the owners experience the challenges of bad debts. Some of the 

participants have indicated that the clients have a tendency of complaining about the 

price charged and at the end of the day the owner would be forced to offer discount 

and forfeit a portion of her profit just to retain the customer.  
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Good financial management was none existent to an extent that 68% of respondents 

have highlighted that the SMME‟s managements are making use of their personal 

savings to sustain their business operations. This indicates that access to credit is 

limited to the SMME‟s. 

 

The Marketing and advertising unit was minimum as the results have shown that 

40%of respondents utilize the social media to market and advertise their businesses 

to reach a larger target market however, 28,9% do not like  social media and this 

might be as a result of the possible lack of knowledge and being technologically 

challenged. Another possibility is that the business owners use the word of mouth to 

market their enterprises.  

 

With regard to consolidation of the financial statements, 55.6% have indicated that 

their financial statements were prepared by the business owners, a less amount of 

2.2% summaries that their books are prepared by the registered audit companies. 

Furthermore, 15.6% indicate that the bookkeeper is responsible for the book keeping 

of which only17.8% books were prepared by accountants. This simply means that 

the company owners avoid paying the professional personnel to prepare their books. 

Another possibility is that some transactions might be manipulated. The objective 

has been achieved as the causes of failure have been outlined and the challenges 

have been identified in the study.  

 

Earlier in the analysis of these empirical findings, it was presented that findings on 

the awareness of the government agencies were 26.7% responsive to National 

Youth Development Agency (NYDA); 24.4% were aware of the Small Enterprise 

Development Agency (SEDA). The study revealed that 2.2% is in knowledge of the 

South African Micro Finance Fund (SAMAF). The findings of this study further 

confirms that a small percentage of 22.2% have received funding from the 

government agencies. On the other hand a greater percentage of 73.4% has not 

received funding from the agencies. This study proposes that the intended objective 

of the government agencies has not been achieved.  
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The literature, as Bates et al. (2005:87) elaborate mention that Khula Enterprise 

Finance Limited is an independent liability company that was established in 1996 

under the Company Act as an initiative of the Department of Trade and Industry. The 

aim of this company is to improve finance and to support the small business 

enterprise.  

 

Based on the results, there is a possibility that the government agencies are not 

really performing at the intended rate. These agencies have to develop the SMME‟s; 

which is not the case. It can also be indicated that due to the difficulty to obtain 

funding for business purposes, the women entrepreneurs utilize their personal 

savings to start their business ventures. This is supported by the evidence of 55.6% 

respondents that used their personal savings to start their businesses.   

 

Most of the business owners are aware of the purpose and the role of the 

government agencies. However, the challenge would be that they have never 

approached these agencies for assistance for the fact that the business entities are 

not registered with Company Intellectual Property Commission (CIPC) and South 

African Revenue Service. The role of the government agencies has been evaluated 

and it was noted that the support and the role of the government agencies is not 

visible thus the objective was achieved.  

 

The government agency that was well known by the entrepreneurs is SEDA (Small 

Enterprise Development Agency) at 35.6% of respondents, followed by NYDA: 

National Youth Development Agency at 31.1% of respondents with SAMF: South 

African Micro Finance Fund.  There is still 46.7% that has not approached the 

agencies for business development. As a result 55.6% has not received financial 

support from these agencies. The study revealed that there are funding instruments 

available to serve as a startup for new establishment hence the objective has been 

achieved. 

 

In relation to mentoring, the results have shown that 53.3% participants have 

business mentors. This simply means that mentoring is important for leadership to 

the business owners to improve the business performance. Another benefit is that a 
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mentor will provide guidance. On the other hand 40% disputed to mentorship. The 

objective has been achieved as the importance of networking has been identified and 

outlined in the study.  

 

5.4 Theoretical and Empirical Findings 
 

The theoretical findings were derived from the support  and contrasting  elements to 

this altercation that are lured together to construct an understanding of the success 

factors for women owned enterprises .These contributions have been collected from 

countless publications, fragments of legislation and other resource components 

appropriate to the comprehension of the SMME industry. By bringing together all the 

contributions discussed in chapter two, this analysis hopes to make available an 

understanding to many future researchers based on the success factors for women 

owned businesses in Mahikeng. This unity of methods authorised this apprentice to 

cover an essential part of what the business industry is all about. 

 

The empirical findings were drawn from this researcher‟s analysis of the primary data 

in which the questionnaire was used as the main data collection instrument. These 

findings were revealed in the main objectives of the study regarding the success 

factors for women owned businesses and the challenges affecting the success of the 

establishment. 

 

The theoretical and empirical findings in the main were not different. They were 

rather   widely in agreement with each other. Apart from the variety in percentage 

points which suggest some point of concern in the process of providing funding to 

SMME‟S by government agencies, the results were in the main positive and 

negative. This in turn indicated an understanding of the success factors for women 

owned enterprises as per its theory imperatives and directives. 

 

5.5 Conclusions  
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This chapter pulled together the different strands that have run during this 

dissemination. The aims of this research were realised through the analysis of the 

primary data in a way of utilising questionnaires. The research questions regarding 

the location that supported the actual execution that included the trials of gathering 

the information to determine the success factors for female owned enterprises were 

addressed. This revealed both the success factors and causes of failure in the 

business industry. 

 

A brief summary of the theoretical and empirical findings indicated that they 

approximately corresponded with each other. In conclusion, though the findings of 

this study may not be specified, they however made an essential contribution to the 

understanding of entrepreneurship challenges and success factors for women in 

Mahikeng. 

 

5.6 Recommendations  

 

This section deals with the key recommendations of the study. Based on the 

objectives the research findings and scores of the questionnaire responses it is 

recommend that: 

 

1. Most entrepreneurs lack skills in terms of operating successful enterprises. They 

also do not have the financial means to afford to study at reputable education 

institutions. Therefore it is recommended that the government can lend a hand in 

offering free skills development programmes for new entrepreneurs to ensure 

possible success of an SMME‟s industry. 

 

2. The SMME‟s make use of the information as a basis of evaluating their business 

strategies and the level of improvement for their enterprises. 

 

3. The research has revealed that most enterprise owners are not aware of the 

agencies developed by the national regime. Based on the outcomes of this 

research, it is recommended that the government re-examine the level of 

assistance towards the SMME‟s development. Furthermore, the government 
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should evaluate the established agencies and based on the results to develop the 

intervention measures to improve their services. Another point is to develop 

strategic campaigns to promote awareness in rural and urban areas.  

 

4. Networking has been identified as one of the success factors to a successful 

enterprise. Therefore the need to develop an association or a networking platform 

exists. The intention of business associations is to promote strong and solid 

relations amongst business owners in Mahikeng.  

 

 

  



91 
 

 

References 

 

Annual review of small business in South Africa. Department of Trade and 

Industry Republic of South Africa available on 

https://www.thedti.gov.za/sme_development/docs/act.pdf [Accessed on 27 

April 2015]. 

Arko-Achemfuor, A., 2012 Financing Small, Medium and Micro-Enterprises 

(SMMEs) in Rural South Africa: An Exploratory Study of Stokvels in the 

Naledi Local Municipality, North West Province Journal of Sociology vol. 3 

pp.127-133. 

Armstrong, M., 2009, Armstrong‟s handbook of management and leadership: A 

guide to managing for results. 2nd Edition. London and Philadelphia: Kogan 

Page.  

Bates, B., Botha, M., Botha, S., Goodman, S.,  Landazi, W., De Vries, C., 

Devries, L., November, M., Southey, L., 2005 Fresh Perspective: Business 

Management  Pearson Education South Africa.  

Bhattacharyya, D. K., 2009 Research Methodology 2nd Edition, Pearson 

Education India  

Blick, D., 2011, The Ultimate Small Business Marketing Book. Filament 

Publishing LTD. United Kingdom.  

Blumberg, B.F., Letterie, W.A., 2008 Business Starter‟s and credit rationing in 

small business. Journal for Small Business Economy vol. 3 pp. 187-200. 

Booysens, I., 2011, Are small, medium and micro sized enterprises engines of 

innovation? The reality in South Africa. Journal for Science and Public Policy 

Vol. 38 pp. 67-78. 

Brinckmann, J, Grichnik, D, Kapsa, D., 2010. Should entrepreneurs plan or just 

storm the castle? A meta analysis on contextual factors impacting the 

business planning–performance relationship in small firms. Journal of 

Business Venturing. vol. 25 pp. 24-40. 

Budlender, D., & De Bruyn, J., (1998) „Intergovernmental fiscal relations‟ in D 

Budlender (ed). 

Charamba M., Masocha R., 2014 Challenges And Key Success Factors Of 

African Descent Foreign-Owned SMES In The Eastern Cape Province Of 

South Africa: A Case Of Selected Towns. Journal of Social Sciences Vol.5  

https://www.thedti.gov.za/sme_development/docs/act.pdf


92 
 

Correira, C., Flynn, D., Uliana, E., Wormald, M., Financial Management 6th 

Edition Juta Publishers. Cape Town.  

Creswell, J.W., 2014, Research Design: Qualitative, Quantitative and Mixed 

Methods approaches. 4th Ed SAGE Publications United States of America.  

Curtis, B., and Curtis, C., 2011, Social Research: A practical introduction. SAGE 

Publications United States of America.  

Donaldson, B., O‟Toole, T., 2007, Strategic Market Relationships: From Strategy 

to Implementation. 2nd Edition. Chichester: John Wiley and Sons Ltd. 

Elmonds, W.A., & Kennedy, T.D., 2013, An applied reference guide to research 

designs: Quantitative, Qualitative and mixed methods, SAGE Publications, 

United State of America. 

Fairlie, R.W., and Robb, A., 2007, Families, Human Capital and Small Business: 

Evidence from Characteristics of Business owners survey. SAGE 

Publications Inc. Journal of Industrial and Labour Relation Review Vol. 60 pp. 

225-245. 

 Fatoki, I., 2014, Enhancing Access to External Finance for New Micro-

Enterprise in South Africa. Journal of Economics vol. 5 pp. 1-6. 

Ferrel, O.C., Niininen, O., Brian, L., Schembri, S., Pride, M.W., (2015) Marketing 

Principles 2nd Edition Cenage Learning, Australia Pty Limited.  

Finscope South Africa Survey 2014 http://www.banking.org.za/docs/default-

source/financial-inclusion/finscope-sa-2014.pdf?sfvrsn=12 [Accessed on 26 

August 2015]. 

Horn, P., 1997, Opening the gateway for the economy. vol. 33 pp. 61-63 Taylor 

& Francis, Ltd. 

Kon, Y., Storey 2003, D., J., A Theory of Discouraged Borrowers Journal of 

Small Business Economics vol. 21 pp. 37-49 Springer. 

Kriek, J.H., Beekman, E., Els, G., Van Gallen, R., 2012, Fundamentals of 

finance: A practical guide to the world of finance. Firth Edition Lexis Nexis 

Johannesburg.  

Kumar, R., 2011, Research Methodology: a step by step guide for beginners, 

SAGE Publications, India Pty Ltd. 

Lamb, C.W., Hair, J.F., McDaniel, C., Boshoff, C., Terblanche, N., Elliot, R., 

Klopper, H.B., 2012, Marketing 4th Edition. Oxford University Press. South 

Africa.   

Lapan, S. D., & Quartaroli, M. T., 2009, Research Essentials: An introduction to 

design and practices Jessey-Bass San Francisco. 

http://www.banking.org.za/docs/default-source/financial-inclusion/finscope-sa-2014.pdf?sfvrsn=12
http://www.banking.org.za/docs/default-source/financial-inclusion/finscope-sa-2014.pdf?sfvrsn=12


93 
 

Lategan, L.O.K., Lues, L., Friedrich-Nel H., 2011, Doing Research: Revised 

Edition. Sun press African Sun Media. 

Louw, l., Venter, P., 2010, Strategic Management: Developing Sustainability in 

South Africa (2nd Edition ed.). Cape Town: Oxford University Press Southern 

Africa. 

Mago S., Toro B., 2013 South African Government support to small, ,medium, 

micro- enterprise (SMME‟s): The case of King Williams town area. Journal of 

Economics vol. 4 pp. 19-20.  

Masutha M., Rogerson C. M., (2014): Small enterprise development in South 

Africa: The role of business incubators Journal of Socio-Economic Series 

Vol. 26 pp. 141–155. 

Meyers, M. D., 2013, Qualitative Research in Business & Management, 2nd Ed. 

SAGE Publishers, London. 

Minister Lindiwe Zulu addresses Provincial Small Business and Cooperatives 

summit, http://www.gov.za/speeches/minister-zulu-and-premier-lucas-speak-

provincial-small-business-and-cooperatives-summit-20 [Accessed on 09 

October 2015] 

Moore, S.B., and Manring, S.L., 2009, Strategy development in small and 

medium sized enterprises for sustainability and increased value creation 

Journal of Cleaner Production vol. 17 pp. 276–282. 

National Development Plan (NDP2030) 

http://www.gov.za/sites/www.gov.za/files/Executive%20Summary-

NDP%202030%20-%20Our%20future%20-%20make%20it%20work.pdf 

[Accessed on 13 September 2015]. 

Neuman, W., 2011, Social Research Methods: Qualitative and Quantitative 

Approaches. Seventh Edition Boston: Pearson. 

Nwanko, S., Gbadamosi, T., 2011, Entrepreneur Marketing: Principles and 

Practice of SME Marketing. New York: Taylor and Fransis. 

Orb, A., Eisenhauer, L., & Wynaden, D., 2001, „Ethics in Qualitative Research‟, 

Journal of nursing scholarship, vol. 33, pp. 93-96. 

Pallant, J., SPSS Survival Manual: A Step by step guide to data analysis using 

SPSS for windows. Third Edition. Open University Press. England. 

Peri Pakroo, J.D., 2014 The Women‟s Small Business Start-Up Kit: A Step by 

Step Legal Guide  3rd Edition The Nolo Trademark, United Stated of 

America. 

Remler D.K., Ryzin G.G., 2011 Research methods in practice: strategies for 

description and causation. SAGE Publications United State of America. 

http://www.gov.za/speeches/minister-zulu-and-premier-lucas-speak-provincial-small-business-and-cooperatives-summit-20
http://www.gov.za/speeches/minister-zulu-and-premier-lucas-speak-provincial-small-business-and-cooperatives-summit-20
http://www.gov.za/sites/www.gov.za/files/Executive%20Summary-NDP%202030%20-%20Our%20future%20-%20make%20it%20work.pdf
http://www.gov.za/sites/www.gov.za/files/Executive%20Summary-NDP%202030%20-%20Our%20future%20-%20make%20it%20work.pdf


94 
 

Reynolds, D. H., & Weiner, J. A., 2009, Talent Management Essentials: Online 

Recruitment and selection: Innovations in Talent Acquisition. United 

Kingdom: Wiley-Blackwell.  

SEDA: Women-Owned Enterprise Development Information booklet 

http://www.seda.org.za/MyBusiness/Documents/Seda%20Women%20Owne

d%20Enteprise%20Developement%20Information%20Booklet.pdf 

Small Enterprise Development Agency (SEDA) 2015 

http://www.seda.org.za/Pages/Home.aspx [Accessed on 7 September 2015]. 

Small Enterprise Finance Agency (SEFA) 

http://www.sefa.org.za/Admin/VMV.aspx [Accessed on 7 September 2015].  

South African Revenue Funds 

http://www.sars.gov.za/ClientSegments/Businesses/SmallBusinesses/Pages/

default.aspx [Accessed on 13 October 2015]    

State of the Nation Address (SONA) 

http://www.itac.org.za/upload/State%20of%20the%20Nation%20Address%2

02015.pdf [Accessed 17 September 2015]. 

Statistics South Africa 2015 http://www.tradingeconomics.com/south 

africa/unemployment-rate [Accessed on 26 August 2015]. 

Tengeh, R.K., 2013, Advancing the case for the support and promotion of African 

immigrant-owned businesses in South Africa. Mediterranean Journal of 

Social Sciences, 4(2): 347. 

The Department of Small Business Development, Strategic Plan 2015 – 2019 

https://pmg.org.za/committee-meeting/20604/ [Accessed on 29 September 

2015]. 

The National Credit Act 2011 http://www.justice.gov.za/mc/vnbp/act2005-034.pdf 

[Accessed on 11 October 2015]. 

The National Credit Regulator 2014 

https://www.google.co.za/?gws_rd=ssl#q=national+credit+regulator+annual+

report+2014 [Accessed on 10 October 2014]. 

The National Small Business Act 102 of 1996 Presidents office Available from 

https://www.thedti.gov.za/sme_development/docs/act.pdf [Accessed on 27 

April 2015].  

The small business loan requirements http://www.finweb.com/loans/basic-small-

business-loan-requirements.html#axzz3od6KrzAF [accessed on 15 October 

2015].  

The Third Women‟s Budget, Idasa, Cape Town. 

http://www.seda.org.za/Pages/Home.aspx
http://www.sefa.org.za/Admin/VMV.aspx
http://www.sars.gov.za/ClientSegments/Businesses/SmallBusinesses/Pages/default.aspx
http://www.sars.gov.za/ClientSegments/Businesses/SmallBusinesses/Pages/default.aspx
http://www.itac.org.za/upload/State%20of%20the%20Nation%20Address%202015.pdf
http://www.itac.org.za/upload/State%20of%20the%20Nation%20Address%202015.pdf
http://www.tradingeconomics.com/south%20africa/unemployment-rate
http://www.tradingeconomics.com/south%20africa/unemployment-rate
http://www.justice.gov.za/mc/vnbp/act2005-034.pdf
https://www.google.co.za/?gws_rd=ssl#q=national+credit+regulator+annual+report+2014
https://www.google.co.za/?gws_rd=ssl#q=national+credit+regulator+annual+report+2014
https://www.thedti.gov.za/sme_development/docs/act.pdf
http://www.finweb.com/loans/basic-small-business-loan-requirements.html#axzz3od6KrzAF
http://www.finweb.com/loans/basic-small-business-loan-requirements.html#axzz3od6KrzAF


95 
 

The White paper 1995, Parliament Of The Republic Of South Africa White Paper 

On National Strategy For The Development And Promotion Of Small 

Business Notice 213 of 1995  South Africa: Cape Town, Department Trade 

and Industry.  

Van Eijck M., Roth W., 2007, Rethinking the role of Information Technology 

Based Research tools in students development of scientific literacy. Journal 

of Science and Technology vol. 16 pp. 225-238 Springer.  

Wallace, E., 2010, Business Relationships that last: Five steps that transform 

contacts into High Performing Relationships. Greenleaf Book Group Press. 

Austin.  

William, N., 2011, Research Method: The basics, Routledge Taylor & Francis 

Group, New York. 

Winston A., Yerramilli, V., 2008, Entrepreneur finance:  Banks vs Venture 

Capital. Journal of Financial Economy vol. 88 pp. 51-79.  

Xesha, D., Iwu, C.G., and Slabbert, A., 2014, Business Relationships as a driver 

of Success for Small, Medium, and Micro Enterprises (SMMEs) in South 

Africa. Journal of Economics vol. 5, pp. 37-43.  

Yarnall, J., 2008, Strategic Career Management: Developing Your Talent. 

Butterworth-Heinemann: United Kingdom.  

Zulu L., 2014 SMMEs hold key to economic growth available on 

http://www.sanews.gov.za/south-africa/smmes-hold-key-economic-growth 

[Accessed on 30 July 2015]. 

 

  

http://www.sanews.gov.za/south-africa/smmes-hold-key-economic-growth


96 
 

INVITATION TO RESPONDENTS 
 
DEAR RESPONDENT 

 

You are hereby invited to take part in this research study. The purpose of the study 

is to analyse the success factors for Women Owned Small Businesses in Mahikeng. 

This study is conducted is a requirement for the fulfilment of the Masters in Business 

Administration (MBA) degree in the North West University (Mafikeng Campus). 

 

Please note that the information you provide and your identity will remain confidential 

and should you decide to participate in this study. Please tick the most appropriate 

answer and provide further comments where applicable. 

 

Thank you in advance for taking part in this study. 

 

Ms Tshegofatso Pule 
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RESEARCH QUESTIONNAIRE 
 
SECTION A   (Demographic Data) 
 
1. What is your Age? 

18-24 yrs 25-34 yrs 35-44 yrs 45-54 yrs 55 yrs or Older 

     

 
2. What is your Race? 

White Black Coloured Indian Other (please specify) 

     

 
3. What is your Highest Qualification? 

 
4. SMME‟s entails 4 categories, indicate your category. 

Micro Very Small Small Micro Medium Sized 

    

 
 
SECTION B   (Business Establishment) 
 
1. I have registered my business.  

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
2. My Small Business Enterprise provides the following services. 

Catering Supply and Delivery Training Constructions Other (specify) 

     

 
3. How long has your business been in operation? 

01-03 yrs 03-06 yrs 06-09 yrs 10 yrs and above 

    

 
4. Where do you operate your business? 

Home  Office Street 
Vendor 

Free Lance Other (please specify) 

     

 
5. How many employees do you have? 

01-49 50-99  100-149 150-200 

    

 
6. Change in environmental and financial policies affect business success? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
7. What inspired you to establish a Business? 
_________________________________________________________________________________
_________________________________________________________________________________

Matriculation Diploma Degree Post-graduate Other (specify) 
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_________________________________________________________________________________
_________________________________________________________________________________
_____________________________________________________________________________ 
 
8. What are the challenges and causes of failure for women owned enterprises? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_______________________________________________________________________________ 
 
9. Individually what challenges do you encounter in the business industry?  
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_______________________________________________________________________________ 

 
10. What strategies did you utilise to overcome the challenges mentioned above? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
________________________________________________________________ 
 
11. I have received support from an established business for the development for my company? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
12. What determines the extent of support for supplier development from an established firm? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________ 
 
SECTION C      (Business Funding and Funding Instruments) 
 
 
1. The purpose and role of the state agency is to develop small enterprises? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
2. I am aware of the following funding instruments available for starting a Small Businesses? 

NYDA
1
 NEF SEDA IDC SAMAF Other (please specify) 

      

 
 
 
 

                                                           
1
 NYDA: National Youth Development Agency  NEF: National Economic Fund  SEDA: Small 

Enterprise Development Agency  IDC: Industrial Development Corporation  SAMAF: South African 

Micro Finance Fund   
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3. I have approached the following agencies for assistance? 

NYDA NEF SEDA IDC SAMAF Other (please specify) 

      

 
4. I received financial support from government agencies for my business. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
5. I acquired funding to start and run my business from the following entity. 

Government Funding Business 
Loan  

Personal Loan Personal 
Savings  

Other (please 
specify) 

     

 
6. I have a business account?  

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
7. I made use of my personal savings to boost my establishment? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
8. My business has a financial management system (software)? 

Yes No 

  

If yes please specify the software used? ______________________ 
 
9. The financial statements for my business are arranged by the following? 

Business Owner Registered Audit 
Company  

Book 
Keeper 

Accountant Other (please 
specify) 

     

 
 
 
SECTION D  (Business Mentoring and Skills Development) 
 
1. I have a Business Mentor. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
2. My business mentor is in the same business category as I am?  

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 
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3. In my opinion business mentoring is essential for business establishment. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
4. Skills development is very important for business success. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
5. I attend business development programmes to improve my business skills. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
6. I often attend skills development programmes. 

Monthly Quarterly Half Yearly Yearly Never 

     

 
7. I obtained non-financial support from government agencies for my business. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
SECTION E  (Networking for business) 
 
1. Networking in relation to business growth is important. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
2. I attend business seminars to meet people and interact with other entrepreneurs? 

Monthly Quarterly Half Yearly Yearly Never 

     

 
3. Enterprise Marketing is a determining factor for business success? 

 Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
4. I market my business on social media: Face book, twitter, website etc.  

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
5. I belong to Business Association  

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 
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6. The Business Association contributes positively to my company. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
 
SECTION F (Customer Satisfaction Management) 
 
1. Customer Satisfaction Management is a determining factor for business success. 

 Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
2. I put more effort to ensure that consumer satisfaction is achieved in my Business. 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
3. I receive feedback from clients after services rendered? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
4. How do you deal with negative feedback from customers? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_____________________________________________________________________________ 
 
5. How do you keep your business sustainable? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
______________________________________________________________________________ 
 
 
SECTION G (Economic Development)  
 
1. My business is insured? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
2. I reinvest to my community?   

Employment  Charity Sponsor Offer your skills Other (please specify) 

     

 
3. In your opinion what are the critical success factors for women owned enterprise in Mahikeng? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
______________________________________________________________________________ 
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4. List 5 Success Factors based on your business experience? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_____________________________________________________________________________ 
 
5. Which of the following social factors has affected your business?  
 

Social Factors  Yes  No 

1. Lack of access to Information   

2. Lack of access to Markets and Procurement   

3. Employment legislation and Policy   

3. Absence of vehicle for skills development and capacity   

4. Socio Economic factors, family responsibility, HIV and AIDS and Poverty   

5. Access to Financial assistance, credit and availability of collareral   

6. Technology and Business infrastructure   

7. Shortage of effective supportive institution.   

 
6. How has these social factors affected your business? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_____________________________________________________________________________ 
 
7. Would you attempt to establish other business ventures? 

Strongly Agree  Agree Strongly Disagree Disagree Not Sure 

     

 
 
8. What would you do differently towards your establishment‟ success? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_____________________________________________________________________________ 
 
9. What business advice would you give to a recent SMME‟s? 
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_____________________________________________________________________________ 
 
 
Thank you for your valuable time. 
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