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1. Introduction 
The following report provides details of the findings for the FirstRand Foundation (FRF) and FirstRand 

Empowerment Foundation (FREF) research project. The project was initiated to provide the foundations 

with potential leverage points and recommendations of programmes and partners, through which to 

invest their Corporate Social Investment (CSI) funding. 

The project was initiated by Tshikululu Social Investments, on behalf of the foundations, as part of a larger 

programme with various other research projects running in parallel (Basic Education, TVET, Land and 

Water). Tshikululu is South Africa’s leading social investment manager, providing a comprehensive social 

investment service for numerous private sector entities. Tshikululu focuses on identifying and partnering 

with champions of social change within the education, health and social development sectors. 

The project was administered through Wits Enterprise, a subsidiary wholly owned by the University of 

Witwatersrand, Johannesburg (Wits). Wits Enterprise acts as an agent for and on behalf of the University, 

and therefore has access to the full spectrum of expertise available within the University. Furthermore, it 

has a network of experts from outside the University who can be brought in to complement skills gaps or 

capacity to ensure the best fit team for a particular project. Wits Enterprise provide the necessary 

experience and institutional support in the form of project management support, data management and 

the internal peer review mechanism; to ensure quality of deliverables on every type of project undertaken 

for external partners and clients. 

The project was managed by UBUNTU Business Consulting who offer specialist research, strategic 

planning, enterprise and supplier development, business coaching and support services. UBUNTU aims to 

assist entrepreneurs, Small to Medium Sized Enterprise’s (SMME’s) and corporates to achieve growth, 

profitability and sustainable competitive advantage. UBUNTU offers a holistic approach to 

entrepreneurship training and development; which ensures that students receive the highest quality 

entrepreneurship experience in order to improve their skills, gain recognized qualifications and achieve 

their goals– (www.ubuntubusinessconsulting.co.za).  

1.1 Project Sponsor 
The FirstRand Foundation and FirstRand Empowerment Foundation are the vehicles through which 

FirstRand Limited and its major franchises (First National Bank, Rand Merchant Bank and WesBank) direct 

their individual and collective corporate social investment. Over the years, the FRF and FREF have 

continuously searched for ways of increasing and maximising their social impact. Recently, as part of this 

process, they have adopted a systemic social investment (SSI) strategy to guide their activities and work. 

This decision was based on the realisation that in order to ‘shift the system’, the foundations will need to 

take a different approach to their social investment. The transition to SSI was then structured into three 

phases: 
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1. The first phase (June 2013 to June 2014) was dedicated to developing the SSI concept, deepening 

understanding of systems thinking and getting all internal stakeholders on board. 

2. The second phase (June 2014 to December 2014) focused on consolidating existing programmes 

and building a clear SSI conceptual framework. A critical part of this conceptual framework is the 

focus on three development areas or ‘buckets of systemic interest’ that will frame and guide the 

foundations’ work: 

a. The Art of Teaching and Learning - How can we improve teaching and learning from birth 

to grade twelve, in order to prepare young people for success? 

b. 21st Century Skills for a 21st Century Economy - How can we grow high-level skills and 

increase the number of employable and entrepreneurial people our country needs to 

compete on an international level? 

c. Growing a Green Future - How can we ensure inclusive food security and economic 

growth through sustainable utilisation of the country’s natural resources? 

3. The third and current phase has been running since January 2015. The purpose of this phase is to 

determine clearly defined systemic interventions from each of the foundations’ buckets that will 

be committed to in the long-term. This phase commenced with high-level scans to identify critical 

issues the country faces within each bucket. Research relating to five key issues was identified for 

further investigation, one of which is: supporting entrepreneurs and equipping them for future 

success, which is the primary focus of this research project.  

1.2 Problem Analysis 
Entrepreneurship provides one of the main engines of growth in any healthy economy and can be seen as 

a driver of job creation, required to realise inclusive and sustainable growth. Entrepreneurial development 

is essential to empower entrepreneurs with the skills, knowledge, tools and support they need to start 

and grow successful businesses; and create jobs in South Africa. There is currently a high failure rate of 

new ventures- estimated at over 65% going out of business within the first three years of operation. 

Since 1994, with the advent of a new democratic era, South African government has taken measures to 

ensure that small business development becomes a key policy focus. In March 1995, the government 

released a White Paper on National Strategy for the Development and Promotion of Small business in 

South Africa, in which an elaborate policy and strategy framework on small business development was 

delineated. The White Paper suggested that the stimulation of SMME’s must be seen as part of an 

integrated strategy to improve the economy to one which is diversified, in which productivity is enhanced, 

investment is stimulated and entrepreneurship flourishes. However, 20 years later in 2016, the level of 

entrepreneurship in South Africa is still one of the lowest compared to other countries in Africa and 

around the world.  

Entrepreneurial development has been recognised as a critical pillar of South Africa’s National 

Development Plan which has identified its primary objectives to: 1) Increase employment from 13 million 

in 2010 to 24 million in 2030; 2) Raise per capita income from R50 000 in 2010 to R120 000 by 2030; 3) 
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Increase the share of national income of the bottom 40 percent from 6 percent to 10 percent (NDP, 2014). 

Achieving these targets by 2030 requires a dynamic private sector, a well-developed entrepreneurial 

culture; as well as an improvement of the level of entrepreneurial activity in South Africa. In addition, key 

constraints faced by entrepreneurs in South Africa need to be addressed to create a more enabling 

environment for South African entrepreneurs.  

The Global Entrepreneurship Monitor (GEM) report, is a widely recognized international study of 

entrepreneurship which takes an annual comprehensive snapshot of entrepreneurs around the world to 

measure the attitudes, activities and attributes of individuals participating in various phases of 

entrepreneurship, in 2014 showed that South Africa had the lowest youth entrepreneurial propensity of 

only 23.3% and the lowest youth entrepreneurship participation of only 12.8% from a sample of 3789 

respondents, compared to other African countries. Whereas at least 60% of the youth population in all 

countries showed higher entrepreneurial propensity or were currently actively pursuing an 

entrepreneurial opportunity, South Africa recorded the highest level of non-entrepreneurial youth with 

63.9% of the youth population who were non-entrepreneurs (GEM, 2014).  

In terms of people with disabilities in South Africa, according to the most recent Statistics SA's profile of 

persons with disabilities report based on 2011 data, the Free State and Northern Cape have the highest 

proportion of disabled people, at 11.1% and 11% respectively. This is followed by the North West at 10%, 

Eastern Cape at 9.6%, KwaZulu-Natal 8.4%, Mpumalanga 7%, and Limpopo 6.9%. The Western Cape with 

5.4% and Gauteng with 5.3% have the lowest proportion of disabled people. There is however no data 

available to provide an estimate of the number of entrepreneurs with disabilities in the country.  

The South Africa GEM report, released in May 2016, states that the number of South Africans interested 

in starting a business has halved since 2010. The decline has been particularly sharp among black people 

and women. For those who do start businesses, the majority don't survive very long. In 2014 the Minister 

of Trade and Industry, Rob Davies said up to 70% of small businesses fail within the first year of 

establishment. This is echoed by Business Environment Specialists' 2015 SMME Growth Index study which 

reports that while small and medium enterprises are the largest job creators in developed and developing 

countries, "established small firms in South Africa are showing a decline in employment and turnover with 

majority struggling to survive". Factors impeding their growth include burdensome regulations, 

inadequate financial skills, lack of information and fierce competition (SME South Africa, 2016).  

The entrepreneurial crises in South Africa can be seen through a number of factors including the lack of 

resources, skills development and effective support; as well as through the complexity of legislation, 

coupled with the harsh penalties imposed for non-compliance. According to the studies conducted by 

Small Business Project (SBP), the average cost of compliance for small businesses was estimated at 

approximately 8.3% of turnover, compared to only 0.2% of turnover for big businesses. 

South Africa is the economic powerhouse of Africa, accounting for approximately 20% of the continent’s 

Gross Domestic Product (GDP) but the country continues to experience severe income inequality, with 

50% of the population living below the poverty line with limited prospects of finding employment. The 

majority of the unemployed in South Africa who stand to benefit from jobs created through SMME 

entrepreneurial activity, reside in what has come to be known as townships. Townships are specific areas 



 
 

7 

outside major cities where the apartheid system forced black Africans to reside, separated from other 

races. These townships are still characterized by poverty and high levels of unemployment.  

Although a number of government initiatives have been put in place to create a more conducive 

environment for small and new businesses; tangible results have yet to be realized. There are, however, 

a number of private sector organisations that have begun working independently and or alongside the 

South African government to provide support to entrepreneurs through business incubation, training, 

coaching and funding. 

Entrepreneurship is vitally important to the economic and social development of South Africa. Through 

innovation, entrepreneurs can create new competitive markets and businesses which lead to job creation 

through a multiplying effect on the economy. 

This research project aimed at exploring several sub-themes related to the research topic of supporting 

entrepreneurs and equipping them for future success: 

1) What can be done to foster an entrepreneurial mind-set among young South Africans? 

2) How can we strengthen business incubation and development services to support emerging 

entrepreneurs? 

3) How can constraints on small businesses within strategic economic areas be alleviated to support 

employer and employment creation? 

4) What funding and support mechanisms can be put in place to support business incubation from 

idea generation to launch? 

5) How can entrepreneurship be infused into the basic education curriculum to prepare learners for 

careers in business? 

The findings provide an understanding of the South African entrepreneurship ecosystem based on the key 

elements that influence entrepreneurship in the country, including:  

1) Policy - legislation and compliance  

2) Finance - public and private funding 

3) Culture - innovation, quality and productivity 

4) Support - education, coaching, infrastructural 

5) Human Capital - skills development, performance management 

6) Markets - consisting of networks and early stage customers 

An entrepreneurship ecosystem can be defined as a system in which there are a number of mutually 

reinforcing aspects interacting in a highly complex and idiosyncratic way. The ecosystem has a direct 

impact on creating a conducive or inhibiting environment for entrepreneurship which ultimately 

determines ones’ propensity to pursue an entrepreneurial venture, while determining their probability of 

success. An entrepreneurship ecosystem includes a number of interconnected aspects from 

entrepreneurship education (and orientation) to the regulatory and legal framework and well-functioning 

capital markets.  
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An effective entrepreneurship ecosystem requires enabling policies, sound leadership, availability of and 

access to appropriate finance, an encouraging culture, a variety of institutional and infrastructural 

support, quality human capital, and venture-friendly markets for products. Central to the ecosystem is 

the entrepreneur and their entrepreneurial profile. The South African entrepreneurship ecosystem is 

discussed in detail throughout this report.  

1.3 Project Objectives 
i. To conduct short-term, in-depth action research on: supporting entrepreneurs and equipping 

them for future success. 

ii. To identify a minimum of five specific ‘leverage points’ that hold promise for systemic 

influence and impact. 

iii. To provide clear recommendations to the foundations on how they should approach these 

specific leverage points. 

1.3.1 Project Scope 
From a primary data collection perspective, the research included surveys with entrepreneurs throughout 

the country’s nine provinces (urban and rural), in various industries and at different stages of their 

entrepreneurial journey. It also included in-depth interviews with practitioners involved in Enterprise and 

Supplier Development (ESD), business incubation and entrepreneur support services from both the 

private and public sector.  

From a secondary data collection perspective, a comprehensive literature review was completed so as to:  

1) Provide a definition of entrepreneurship and SMME’s, types of entrepreneurship this study will 

be limited to. Provide a write up on the contribution of entrepreneurship to the socio-economic 

development of South Africa. 

2) Provide an overview of the evolution of the entrepreneurial landscape (ecosystem) in South Africa 

(including data pre, during and post 1994).  

3) Explain what an entrepreneurial ecosystem is - under each component of the ecosystem, discuss 

the “As is” situation within the South African context: what is available/what is lacking, who are 

the main players and what are their roles, what support are they providing entrepreneurs and 

whether it is enabling or restrictive? How is it done? What are the challenges and opportunities? 

4) Identify the industries that have been prioritised in the NDP, and use the findings as a guideline 

for in-depth research of SMME’s involvement in such industries. Contrast these industries with 

industries in which FRF has historically been involved in. 

5) Perform a gap analysis of enterprise development initiatives run in South Africa (private vs. public 

sector) and beyond the SA border (including, providing a list, description, focus areas of leading 

ED initiatives, challenges and opportunities, success areas; and also ascertaining where the 

support for SMME’s is coming from or has historically come from) - e.g. Corporate social 

investment, supplier diversity/inclusion or ED. How does the future of ED look? 

6) Draw key lessons from this comparative assessment between local and international enterprise 

development initiatives. 
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7) Identify and expand on selected successful ED case studies- outlining approach to ED, activities, 

outcomes and impact. 

8) Identify and analyse the key stakeholders working within the system and recommend potential 

partners that the FRF and FREF can work with. 

9) Define the role that technology plays in the entrepreneurial space. Discuss the potential use of 

technology to scale up impact. 

10) Investigate the impact of the ecosystem on entrepreneurs with disabilities and the availability of 

support for entrepreneurs with disabilities  

2. Approach and Methodology 
The project was based on an action research study of South African entrepreneurship through a combined 

approach of using both Qualitative and Quantitative data collection methods using desktop research, 

surveys and interviews. 

2.1 Sampling 
The survey sample was stratified according to the nine Provinces in South Africa; and in Gauteng, the three 

cities: Johannesburg, Tshwane and Ekurhuleni, were covered separately. The sample characteristics are 

based on province and sector breakdown, personal characteristics, business profiles and support 

(whether received or not). The sample was obtained through entrepreneurship practitioners (agencies 

providing support) as well as community coordinators. Where possible in each region, the sample also 

includes possible entrepreneurs with disabilities.  

The demographics of the sample correlate broadly with the typical profile of an entrepreneur in South 

Africa, as found in the 2016 SA Global Entrepreneurial Monitor Report (Herrington & Kew, 2016). In this 

study, the majority of entrepreneurs were male, African, and with at least a secondary school education. 

69.4% are between the ages of 20-40 years. The GEM report found that most entrepreneurially active 

South Africans are aged between 25 and 44 years old, accounting for between 50% and 60% of all early-

stage activity. The majority of early stage entrepreneurs (67%) are found in the consumer services sector 

(which includes wholesale and retail). In this survey, although the majority work in services, there is a 

spread in sectors such as agriculture, construction, retail and manufacturing.   

2.2 Surveys 
The entrepreneurship research survey was designed in such a way that it made use of clear prominent 

statements where the participant could choose an option that best matched their opinion. After 

completing a survey, participants were offered the option of participating in a short interview to further 

comment on their perceptions of positive or negative influence, on aspects related to the South African 

entrepreneurship ecosystem.  

One of the main benefits of using surveys is that they allow for multiple questions to be addressed, with 

results that are generally easier to review and consolidate. The weakness of using surveys is that there is 

a chance of missing valuable information if not used in triangulation with other qualitative methods.  

The survey sample included entrepreneurs and small business owners from cities (CBD’s), townships and 

rural areas throughout the country. The overall sample included male and female entrepreneurs of 
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different ages in various business sectors and at various stages in terms of the lifecycle of their current 

business venture. The sample included entrepreneurs that have had access to support from government 

and or the private sector as well as entrepreneurs that have not had access to support of any kind. 

2.3 Interviews 
In conducting research interviews, a variety of questions were used, ranging from experience and 

behaviour focused questions to opinion questions, feeling questions, knowledge questions and sensory 

or value-based questions.  

During interviews, the researcher made use of probing questions through detail-oriented probes, 

elaboration-probes and clarification-probes to gain a more comprehensive picture from the participants. 

Observation methods were also applied in gaining a comparative view of a number of stakeholders 

working within the ecosystem.  

The interview sample included entrepreneurship support practitioners such as business incubators, 

coaches and mentors, universities as well as government departments providing entrepreneurial support. 

Support agencies were identified based on their involvement in entrepreneurial support through either 

training, coaching, finance or incubation. The beneficiaries of the relevant agencies programmes were 

included in the survey sample, so as to understand the impact of the various programmes on their 

business ventures. The sample also included Non-Governmental Organisations (NGO’s) and Small 

Business Associations working within target communities. 

2.4 Desktop Research 
A literature review was carried out to identify supportive and or restrictive legislation and the impact it 

has on the growth and sustainability of small business ventures. The literature review looked at existing 

policies, programmes and government departments such as: Small Enterprise Development Agency 

(SEDA), Gauteng Enterprise Propeller (GEP), National Empowerment Fund (NEF), Department of Trade 

and Industry (DTI), National Youth Development Agency (NYDA) and The Department of Small Business 

Development (DSBD). 

3. Understanding the ecosystem  
Globally, entrepreneurship is considered to be an important instrument for economic growth. In the 

developing world, entrepreneurship tends to be primarily about self-employment where micro and small 

enterprises act as an important buffer against poverty. Regardless of the context, entrepreneurship can 

be a central creative force behind socio-economic growth. According to Isenberg (2014), Chile and 

Rwanda are examples of developing countries in which entrepreneurship has had positive results for both 

economic growth and job creation. In addition, Stern, Dalthier and Halsey (2005) suggest that successful 

entrepreneurship development needs to rest on two pillars. The first pillar is on improving the investment 

climate, macroeconomic and trade policies and infrastructure, and the second on enabling poor people 

to participate (inclusion). They recognised that while growth is a critical driver of poverty reduction, it is 

intermediated by inequality. If conceived properly, entrepreneurship could be a bridge between the two. 

An enabling ecosystem could form part of that bridge.  
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South Africa may be able to share important lessons from other developing nations, but it also experiences 

a unique set of conditions as a result of its history. Its economic development has been driven by large-

scale corporate and mining enterprise, and at one time went through a period of massive labour 

absorption in the formal sector. Furthermore, colonial and apartheid land capture reduced the scope, size 

and resources of the peasant production sector, and discriminatory legislation prohibited the 

establishment and growth of black-owned enterprises. This meant that when confronted with a changing 

economy, South Africa’s micro and informal sectors were much more marginal and less equipped to 

prosper than has been the case in many Eastern and Latin American economies. 

This historical legacy is compounded by various other constraints such as onerous labour laws, an 

inadequately educated workforce, inefficient government bureaucracy and high levels of crime 

(Herrington et al.,2014). Access to finance and credit, poor infrastructure, low levels of research and 

development and lack of access to markets are other severe constraints (Bureau for Economic Research, 

2016). In an attempt to prevent these barriers, various initiatives and programmes have been 

implemented by government and non-government institutions; as well as public and private partnerships.   

Policies aimed at creating self-employment can be successful in certain contexts. The enterprises that are 

created, however, often tend to be informal, low paying and risky with low barriers to entry. Their success 

rates are low and they can perpetuate a legacy of dependency, if people are unable to repay loans and 

afraid of engaging in future economic activity (Blackburn & Ram, 2006). Experts and policymakers have 

turned their attention toward building entrepreneurship ecosystems to anticipate successful 

entrepreneurship. However, policymakers tend to not fully understand the entrepreneurship ecosystem 

and what it entails, as a result the majority of entrepreneurship programmes struggle to incorporate the 

elements of the ecosystem appropriately. Policy and regulatory reforms should be integrated with 

comprehensive services to educate, finance, advise and encourage entrepreneurs. 

This report highlights the meaning and importance of entrepreneurship and SMME’s in the South African 

economy. It further discusses the contribution of entrepreneurship to socio-economic development and 

outlines the entrepreneurial landscape in the country. This report emphasises crucial dimensions of 

entrepreneurship ecosystems and offers a gap analysis of enterprise development initiatives in the 

country. In addition, it provides an analysis of disability and technology mainstreaming to support 

entrepreneurs.  

3.1 A Definition of Entrepreneurship 
At a theoretical level, there are those who see entrepreneurship as relating to innovation or risk taking 

(Schumpeter,1934) or to businesses that show growth and development (Ligthelm, 2008; Shane, 2003). 

The United Nations conference on Trade and Development report (2012) describe entrepreneurship as 

the act of being an entrepreneur; having the eagerness and willingness to initiate, organise and manage 

a productive new venture whilst accepting all possible risks and seeking profit as a reward.  

Furthermore, entrepreneurship is defined as being the act of initiating, creating, building and expanding 

an enterprise or organisation, building an entrepreneurial team and gathering other resources to exploit 

an opportunity in the marketplace for long-term gain (Van Aardt, Bezuidenhout & Mumba, 2008).  
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Providing a definition of an entrepreneur can be done by adopting a process perspective, associating 

business start-up, ownership and management with entrepreneurship. Entrepreneurs are people who, at 

different stages of life and at different stages of starting, managing and growing their businesses, are at 

different stages of their entrepreneurial journey. They move along a continuum that includes nascent 

entrepreneurs, solo-entrepreneurs, micro-entrepreneurs, lifestyle-entrepreneurs, technology-

entrepreneurs and high-growth and innovative entrepreneurs. Some start small and stay small, some start 

a series of progressively larger businesses over time and some make the transition from micro-

entrepreneur to high-growth entrepreneur as life and business circumstances change.  

Prior economic studies link entrepreneurship with rapid job creation, Gross Domestic Product (GDP) 

growth and long-term productivity (Isenberg, 2010). Entrepreneurship has been embraced by 

governments worldwide as a way to increase economic growth, ensure industry competitiveness, 

generate jobs, alleviate unemployment and counter poverty by facilitating inclusion of previously 

marginalised people from the mainstream economy. Litan (2014) asserts that entrepreneurship drives 

economic change and innovation while at the same time expanding opportunity and unleashing the 

initiative of citizens. 

3.2 SMME Categories 
The South African government combines annual turnover and the number of employees to define an 

enterprise as small, micro, medium or large (Timm, 2011). Timm (2011) asserts that in South Africa, a 

small business is described as an enterprise which has 50 or fewer employees. The table below describes 

the categories of SMME’s in terms of Small, Micro and Medium Enterprises in South Africa. 

 

Table: SMME Categories 

Category of SMME  Description  

Survivalist enterprises  Operate in the informal sector of the economy. Mainly undertaken by 

unemployed persons. Income generated is below the poverty line, providing 

minimum means to keep the unemployed and their families alive. Little capital 

invested, not many assets. Not much training. Opportunities for growing the 

business are very small.  

Micro enterprises  Between one to five employees, usually the owner and family. Informal - no 

license, no formal business premises, no labour legislation. Turnover below 

the VAT registration level of R1 million per annum. Basic business skills and 

training. Potential to make the transition to a viable formal small business.  

Very small enterprises  Part of the formal economy, use technology. Less than 10 paid employees 

Include self-employed artisans (electricians, plumbers) and professionals.  

 

Small enterprises  Less than 100 employees. More established than very small enterprises, 

formal and registered, fixed business premises. Owner managed, but more 

complex management structure.  
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Medium enterprises Up to 200 employees. Still mainly owner managed, but decentralised 

management structure with division of labour. Operates from fixed premises 

with all formal requirements.  

 

The Banking Association South Africa suggests that SMME’s are identified as productive drivers of 

comprehensive economic growth and development in South Africa and around the world. The report also 

states that some researchers have anticipated that in South Africa, small and medium-sized enterprises 

make up 91% of formalised businesses, provide about 60% of employment of the labour force and total 

economic output accounts for roughly 34% of GDP. 

The SEDA statistical overview of the SMME sector (Bureau of Economic Research, 2016) found that 

although the number of SMME’s has grown from a previous estimation in 2008, this growth was lower 

than the economic growth rate. White South Africans still own the largest portion of formal SMME’s, but 

their share has declined, suggesting some success in the promotion of Black-owned enterprises. The vast 

majority of Black SMME owners, however, operate in the informal sector. Although SEDA’s review does 

try to estimate the sizes of the formal and informal sectors respectively, it does not offer further 

differentiation according to the different segments of the SMME spectrum. This is significant because a 

formal small or medium sized business faces strikingly different challenges and opportunities to an 

informal or even a registered one-person business. The sector is highly skewed towards informal and 

survival-type businesses, and thus the hope that these kinds of businesses can provide sufficient growth 

and poverty reduction is misplaced. In South Africa, despite high levels of unemployment the levels of 

entrepreneurial activity are about a quarter of those in other Sub-Saharan African countries (Herrington, 

Kew & Kew: 2014).  

The key question policy makers and other stakeholders must address, is how can an economy dominated 

by micro-enterprises become one characterised by greater numbers of growth-oriented small and 

medium businesses, or whether micro-enterprises can in fact progress into viable growth-oriented 

businesses (Banerjee & Duflo, 2011; Herrington, Kew & Kew, 2010; Liedholm & Mead, 1999; Vandenberg, 

2006).  

Interventions often depend on whether the SMME sector is viewed as a continuum, with the possibilities 

of informal and micro-enterprises being able to progress to become larger formal entities, or as a series 

of separate sectors. Government policy, particularly in relation to support for survivalist or informal and 

micro-enterprises is limited. Innovations should be aimed at supporting individual entrepreneurs and 

businesses by providing the ‘missing ingredient’, such as financial services, including micro-credit, and 

some form of business assistance, or business development service (BDS). The assumption is that these 

will allow the entrepreneur or enterprise to move onto a higher level of development (Berner, Gomez & 

Knorrer, 2012). 

In reality, international experience over time has shown that very few small micro-enterprises do actually 

graduate into modern small or medium enterprises on their own (Adam, 1999; Banerjee & Duflo, 2011; 

Liedholm & Mead, 1999). Evidence suggests that survivalist enterprises won’t and largely do not want to 

grow. When they have extra revenue, they tend to replicate themselves, rather than enlarge their existing 
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enterprises (Banerjee & Duflo, 2011; Berneret al., 2012). This could be addressed through interventions 

to support such entrepreneurs at changing their mind-set towards business growth.  

3.3 The Evolution of the Entrepreneurial Landscape in South Africa  
Prior to the advent of democracy in South Africa in 1994, the promotion of a vibrant SMME economy was 

either neglected, or actively discouraged through repressive laws (Rogerson, 1999). At a national level, 

the first post-apartheid strategies on enterprise development were articulated in the “White Paper on 

National Strategy for the Development and Promotion of Small Business in South Africa” (DTI, 1995). This 

strategy was linked to objectives deriving from perceptions of three key roles for SMME’s, namely 

employment promotion, redistribution and improvement in global competitiveness.    

The two main institutions set up to achieve these objectives were (1) Ntsika Enterprise Promotion Agency, 

responsible for non-financial or business development services including business mentoring, and (2) 

Khula Enterprise Finance, which acted as a wholesale finance institution supporting a range of retail 

financial intermediaries who were dealing with entrepreneurs themselves. Decentralised support centres, 

LBSCs (local business service centres), were set up to provide services to SMME’s, specifically to link them 

to local economic development initiatives. Manufacturing Advice Centres (MACs) were aimed at assisting 

SMME manufacturers in improving their competitiveness in local and international markets (Rogerson, 

2004); with a national body NAMAC (National Manufacturing Advice Centre) at the centre. The 

establishment of a new architecture for support was one of the major achievements of government policy 

on SMME’s in the decade after 1994 (Masutha & Rogerson, 2014).  

A ten-year review of government SMME programmes (Rogerson, 2004), however, found several areas of 

underperformance. Programmes were found to have conflicting objectives, and, importantly, few of the 

targeted SMME’s were growing businesses, so a major share of the benefits were taken up by established, 

largely white-owned small and medium enterprises. Emerging black-owned micro and small enterprises 

were largely bypassed (Masutha & Rogerson, 2014; Rogerson, 2004). Employment created was largely 

through start-ups, which tend to mushroom when the economy is struggling.   

The strategy adopted in the White Paper was revised as the “Integrated Strategy on the promotion of 

entrepreneurship and small enterprises” (DTI, 2005). This new strategy tried to incorporate the lessons 

learned from the first ten tears of democracy, as well as worldwide shifts taking place in enterprise 

development. These shifts were towards a greater role for the private sector as suppliers of services, with 

the state’s role to regulate market and facilitate business service markets, and to identify and overcome 

market failure.  

The new strategy aimed at promoting entrepreneurship, creating enabling environments and enhancing 

the competitiveness of existing entrepreneurs (DTI, 2005). SEDA was tasked with delivering support to 

small enterprise, and was an amalgamation of Ntsika Enterprise Promotion Agency and NAMAC. Khula 

Enterprise Finance remained tasked with assisting enterprises with access to finance. 

At the same time, different government departments and provinces had their own SMME development 

plans. In 2012, the Small Enterprise Finance Agency (SEFA) was established as a result of the merger of 

the South African Micro Apex Fund, Khula Enterprise Finance, and the small business activities of the IDC 
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(Industrial Development Corporation). This was an attempt to consolidate funding institutions. SEFA's 

mandate is to foster the establishment, survival and growth of SMME’s and contribute towards poverty 

alleviation and job creation.  

The creation of a new ministry, the DSBD in 2014, was further indication of government’s commitment to 

SMME development. The department’s aim is to promote SMME’s through a focus on the economic and 

legislative drivers that stimulate entrepreneurship to contribute to radical economic transformation 

(SEDA, 2016). SEDA and SEFA were migrated to its supervision. 

3.4 A Profile of the typical South African entrepreneur 
South African entrepreneurs are highly heterogeneous in nature. Entrepreneurs range from hawkers and 

retail traders trying to stave off poverty for their families to people who have introduced disruptions and 

innovations in their industries, like Mark Shuttleworth in hi-tech or Adrian Gore in health insurance.  This 

makes it difficult to provide a typology of a typical South African entrepreneur. 

Segmenting entrepreneurs and enterprises either through differentiating between formal and informal, 

or between start-up, established and scale-up enterprises, or between survivalist and high growth, is 

usually done in order to differentiate strategies to assist them. The GEM approach adopts the basic 

assumption that national growth is the result of the personal capabilities of individuals to identify and 

seize opportunities, regardless of the size of the business or whether the person is self-employed 

(Herrington & Kew, 2016). By measuring individual activity, rather than firm-level or registered businesses, 

it captures both informal and formal activity. Its emphasis on individuals allows for some type of profile 

of a typical entrepreneur in South Africa to emerge. Within this approach, the important differentiations 

are between opportunity and necessity driven entrepreneurs, and between entrepreneurs at different 

stages of their business, using an organisational life cycle (nascent and new businesses, established 

businesses and discontinuation). The central indicator of the GEM report is the Total Early-stage 

Entrepreneurial Activity (TEA) rate, which measures the percentage of the adult population (18 to 64 

years) who are in the process of starting or who have just started a business. Using TEA as a measure, the 

GEM South Africa 2015-2016 report offers a profile of entrepreneurs in South Africa. 

The most entrepreneurially active South Africans are aged between 25 and 44 years old, accounting for 

between 50% and 60% of all early-stage activity. They usually have some work experience, and have been 

able to accumulate some resources such as networks, savings and other sources of finance. The majority 

are male, Black Africans with at least a secondary school education, operating mostly in the consumer 

services sector. The South African GEM Report 2015-2016 notes with concern the low prevalence of 

entrepreneurial activity among youth. Entrepreneurial activity for young South Africans, aged between 

18-25, lags in comparison to their counterparts in Africa, and similar types of economy worldwide. Not 

only do the youth represent a high proportion of the total population within South Africa, but the majority 

of school-leavers do not pursue tertiary studies and therefore form part of the potential labour force. 

Rising levels of youth unemployment, to almost 60% using an expanded definition of unemployment to 

include those no longer looking for work, illustrates the frustration of young people, becoming 

discouraged and exiting the labour force altogether (Herrington & Kew, 2016). 
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The majority of South Africa’s early-stage entrepreneurs (68%) are black Africans. Their involvement, 

however, has declined by a fifth since 2013 and 2014, from 85%. On the other hand, all three other 

population groups show an increase in early-stage entrepreneurship involvement. Indians have doubled 

their TEA involvement since 2014 while white early-stage entrepreneurs are almost three times their 2014 

levels. 

In South Africa, as elsewhere in the world, men are consistently more likely than women to be involved 

in early-stage entrepreneurial activity. The gender gap in South Africa, however, is widening not 

narrowing. In 2014, eight women were engaged in early-stage entrepreneurship for every 10 male 

entrepreneurs; in 2015 this has decreased significantly to only six women for every ten men engaged in 

early-stage entrepreneurial activity, lower than both the Africa region and the efficiency driven economies 

to which the GEM compares South Africa. There has also been a decline in the number of female 

opportunity driven entrepreneurs. Two-thirds of early-stage entrepreneurs in South Africa in 2015 have 

at least a secondary qualification, up from 60% in 2014. 

The majority of early stage entrepreneurs (67%) are found in the consumer services sector (which includes 

wholesale and retail). Fifty percent of these are wholesale and retail businesses, which have relatively low 

barriers to entry in terms of capital and skill. As a result, they tend to be overtraded, with businesses 

operating on low profit margins, often unsustainably. Nine percent of early-stage entrepreneurs are in 

the business services sector (communication, financial services and information technology), which tend 

to be more resilient in difficult economic times. The report notes that jobs in these sectors comprise the 

type of high level skills that South Africa needs to compete in the global economy. The low levels of 

education and skills in South Africa, however, means that this sector remains inaccessible to most 

potential entrepreneurs (Herrington & Kew, 2016). 

3.5 The Entrepreneurship Ecosystem 
The following system definition is based on Daniel Isenberg’s entrepreneurship ecosystem model which 

takes a holistic view on the various elements that create an enabling or inhibiting environment for 

entrepreneurship. These elements ultimately determine the potential propensity to pursue an 

entrepreneurial venture and the probability of such ventures succeeding within the system. 

For entrepreneurs to thrive, they have to understand the entrepreneurial ecosystem. Daniel Isenberg 

suggests that “the entrepreneurship ecosystem strategy represents a unique and cost-effective strategy 

for encouraging economic success” (Isenberg, 2011). Moreover, he also suggests that it replaces, or is a 

pre-condition to cluster strategies, innovation systems, knowledge based economies, and national 

competitiveness policies. The best practices emerging globally suggest that an ecosystem approach 

optimises entrepreneurial and enterprise development in countries, as each component of the ecosystem 

supports an important aspect of establishing an enabling environment. This idea is supported by Turton 

and Herrington who assert that entrepreneurial activity does not exist within a vacuum and that various 

factors stimulate and support it (Turton, 2012).   

Any ecosystem involves a number of interconnected key elements that interact and mutually reinforce 

each other. An entrepreneurship ecosystem is no different. It encompasses a number of moving parts, 
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components that come together to facilitate innovation and growth that collectively adds more value than 

when in isolation from each other.  

1) Enabling policies and leadership 

2) Availability of and access to appropriate finance 

3) An encouraging culture 

4) A variety of institutional and infrastructural supports 

5) Quality human capital 

6) Venture-friendly markets for products  

Each of these elements is relevant for a region’s entrepreneurial activity, but without the other elements 

it is not sufficient for a sustainable entrepreneurial ecosystem. The alignment is the decisive feature of 

the entrepreneurial ecosystem because its elements cannot unfold their maximum impact until they can 

act as a well-balanced entity.  

According to Isenberg, the key to sustainable entrepreneurship lies in the specific combinations of the 

elements in an entrepreneurial ecosystem. These differ in regions and are usually a function of the social, 

economic, political, geographic conditions and contextual events. Sustainable entrepreneurial ecosystems 

should be designed taking into account the local context and the holistic perspective. These ecosystems 

are further differentiated by stages in the development trajectory of entrepreneurs from ideation, start 

up, established, scale up and by sector. Integrated holistic ecosystems drive venture creation and growth 

(Isenberg, 2011). This notion is further supported by Seghers et al. (2012); Zheng (2010); Wyld et al. 

(2009); Bloom and Dees (2008); Stam and Elfring (2008); Cohen (2006); Neck et al. (2004), amongst others, 

that highlighted the importance of; availability of and access to appropriate finance, institutional and 

infrastructural support, an encouraging culture, and venture-friendly markets for products.  
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The below diagram provides a view of the various aspects of an entrepreneurship ecosystem: 
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3.6 The South African Entrepreneurship Ecosystem 
South Africa has an abundant supply of natural resources, as well as modern infrastructure that supports 

relatively efficient distribution of goods to major urban centres throughout the region. A well-developed 

formal sector exists with sophisticated legal, communications, energy and transport sectors, as well as a 

financial sector that compares to global peers. The country has high industry concentration with most 

sectors being dominated by a few large firms.  

Oosthuiszen (2015) undertook a study of the South African entrepreneurial ecosystem to determine the 

state and status of each of the six elements and to determine the interaction, alignment and integration 

between them. While his study was exploratory and limited to 100 respondents whom he identifies as 

users of the ecosystem, his findings provide a fairly accurate snapshot, supported by other related 

research. His general determination is that collectively; the South African entrepreneurial ecosystem 

appears not to be ideally favourable to optimally stimulate entrepreneurial activity. Although the six 

domains of an entrepreneurial ecosystem exist, there are low levels of entrepreneurial activity and 

success in comparison with other developing countries. This suggests the possibility of lack in some 

domains; as well as insufficient integration between the elements.  

Entrepreneurship is essential to contribute to economic growth in South Africa; however, there are low 

levels of entrepreneurial activities in South Africa due to inhibiting policies and regulations, lack of 

financial access and low market accessibility which has an impact on economic growth. The volumes of 

literature on enterprises show that there is no easy formula, or established way, for encouraging 

entrepreneurial success. An entrepreneurial ecosystem approach however allows programmes to adapt 

to local conditions while at the same time having a clear map of what an overall system requires. For 

Isenberg (2010), there are no right answers, and no choice but for policy makers to continue to experiment 

and learn how to enhance their ecosystems. 

Policy confusion between assistance for SMME’s at the lower end and potential high growth enterprises 

affects the ability of programmes to assist effectively. Policies targeted at specific segments, based on 

specific objectives, have been shown to have more impact. Entrepreneurs in turn need to pay attention 

to the legal aspects, formalities, procedures and regulations that could influence the operation of their 

venture. 

The more critical questions that were raised by Ooshuizen were: What should be done to create an 

integrated holistic system? Who should be involved, and who should take responsibility for stimulating 

South Africa’s entrepreneurship ecosystem? He suggests that it is important that all entrepreneurship 

ecosystem stakeholders acknowledge their important roles in contributing to entrepreneurial activity. In 

isolation, each is conducive to entrepreneurship but insufficient to sustain it. This project takes a wider 

approach to identify potential leverage points within the ecosystem. The South African ecosystem is 

discussed under each of the six elements of the ecosystem. 
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3.6.1 Policy  
According to Cassim, Soni and Karodia (2014) the domain of entrepreneurship policy is vast and includes 

interventions and the abilities of government and partner agencies deployed to promote 

entrepreneurship. It is the government’s responsibility to provide an environment that encourages and 

supports entrepreneurs in starting a new business, this can be done through reforms and regulations that 

increase the ease of doing business and minimise unnecessary bureaucratic burdens (Herrington, Kew & 

Kew, 2014).  

Timm (2011) asserts that South Africa’s 1995 White Paper outlined, among other things, the necessity for 

the government to generate an enabling legal framework, facilitate access to information and advice, 

boost procurement from small firms and to improve access to finance and affordable physical 

infrastructure. Isenberg (2011) explains that public support for entrepreneurship is often very low due to 

the fact that public leaders do not fully understand the benefits of entrepreneurship; as well as the fact 

that there is a level of some confusion between “business ownership per se and entrepreneurship”.  

South Africa has various government initiatives that collectively provide a fair regulatory environment 

that enables investment, trade and enterprise development in an equitable and socially responsible 

manner (DTI, 2012), as seen through the National Small Business Advisory Council’s (2010) Strategic 

Business Plan and the NDP (National Planning Commission, 2011). 

 The NSBAC aims to establish ways in which to reduce or eliminate the institutional barriers that are 

hampering the development of a vibrant and small business sector in South Africa. It provides advise 

to the Minister of Trade and Industry on policy, legacy and institutional arrangements required to 

create a robust support system for business development.  

 The NDP is a plan for the country to eliminate poverty and reduce inequality by 2030 through uniting 

South Africans, unleashing the energies of its citizens, growing an inclusive economy, building 

capabilities, enhancing the capability of the state and leaders working together to solve complex 

problems. The NDP has an impact on entrepreneurship and small businesses as it aims to: 

 

a) Strengthen youth service programmes and introducing new, community-based programmes to 

offer young people life-skills training, entrepreneurship training and opportunities to participate 

in community development programmes.  

b) Improve support for small businesses through better coordination of relevant agencies, 

development finance institutions, and public and private incubators. 

c) Improve education and vocational training to create an expanded skills base; and  

d) Strengthen financial services to bring down their cost while improving access for small- and 

medium-sized businesses. 

The NDP is intended to transform the economy and create sustainable expansion for job creation which 

requires the rate of economic growth to exceed 5% a year on average. However according to Statistics 

South Africa, the South African GDP Annual Growth Rate shrank 0.20% year-on-year in the first quarter of 

2016, following downwardly revised 0.5% growth in the previous period. The Annual GDP Growth Rate in 
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South Africa averaged 2.95% from 1994 until 2016, reaching an all-time high of 7.10% in the fourth quarter 

of 2006 and a record low of -2.60% in the second quarter of 2009 (Trading Economics, 2016).  

Regulations and labour relations are contributors to the unemployment rate, poor growth rate and lack 

of investment by companies (Meyer, 2014). South Africa’s labour laws seem to have had some 

unfavourable effects on businesses throughout the country and are especially felt by SMME’s. This seems 

to be the case as many now find it too risky, difficult and costly to hire and fire individuals as dismissal 

requirements are expensive and inflexible, and small businesses cannot afford the high costs of making 

hiring mistakes. Together with uncompetitive minimum wages, these issues discourage businesses from 

bringing on more workers. The Labour Relations Act has been an inhibiting factor in the ecosystem for a 

number of years, according to a 2011 World Economic Forum (WEF) study. The results of the study 

showed that South Africa’s labour laws and regulations ranked 133rd (7th-lowest) among 139 countries 

in the world, particularly in three areas: hiring and firing practices (135th), cooperation in employer-

employee relations (132nd), and flexibility of the wage-determination process (131st). All three areas are 

governed by the Labour Relations Act. The Labour Relations Act (Act 66 of 1995), for example, is cited as 

one of the biggest obstacles to business growth, and especially for small enterprises. The National Small 

Business Act (No. 102 or 1996) as amended, aims to provide guidelines for organs of state in order to 

promote small business in the Republic; and to provide for matters incidental thereto.  

The current legislation does not make it easy for an entrepreneur to start a business in South Africa and 

it furthermore creates a high-risk environment for entrepreneurs based on the consequences of failure. 

In South Africa business failure is greatly penalised and is hard to recover from. In practice, to create jobs 

one of the key objectives should be to develop entrepreneurs and micro-enterprises to encourage the 

likelihood of them becoming more growth-oriented SMME’s.  

Laws that have been introduced in South Africa dealing with company registration and tax (Tax Amnesty 

and Amendment of Taxation Laws Act 9 of 2006 & Companies Act, 2008- Act No 71 of 2008) have not 

been effective in addressing the needs of SMME’s. Legislation aimed at stimulating Black-owned 

businesses has not necessarily benefited smaller businesses. Other laws aimed at redressing historical 

inequities have had unintended consequences in relation to employment of people.  

The below table provides a summary of South African laws, policies and acts that have an impact on 

entrepreneurs and or entrepreneurial ventures. 

LAWS/POLICIES

/ACTS 
DESCRIPTION IMPLICATIONS ON ENTREPRENEURS 

Employment 

Equity Act, No 

55 of 1998 

This act promotes the constitutional right 

of equality and the exercise of true 

democracy and eliminates unfair 

discrimination in employment 

(Bekker,2009). Applies to all employers 

and workers and protects workers and 

job seekers from unfair discrimination, 

Financial implications to each designated 

employer are huge. The entrepreneur who 

starts his business will want to employ the 

best available person for the job, 

irrespective of other burdens being placed 

on him (Bekker, 2009). However, because of 
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and provides a framework for 

implementing affirmative action. 

Retrieved from: www.labourgov.za 

 

financial constraints may not always be in a 

position to do so. 

The Labour 

Relations Act 

(LRA), Act 66 of 

1995  

Aims to promote economic 

development, social justice, labour 

peace and democracy in the workplace.  

The Labour Relations Act applies to all 

employers, workers, trade unions and 

employers’ organisations, but does not 

apply to members of the: 

• National Defence Force; 

• National Intelligence Agency; or 

• South African Secret Service. 

Retrieved from: www.labour.gov.za 

 

 

 

 

This law affects all employers, setting within 

it provisions regulating against unfair 

discrimination at the work place. 

Additionally, if you intend to employ 50 staff 

or more you would also have to consider 

Affirmative Action provisions contained 

within the Act. South Africa’s restrictive 

employment laws are seen as one of the 

biggest regulatory obstacles to business 

growth. Legislation around the hiring and 

firing of staff scares off many small 

businesses from hiring staff. Once 

companies hire staff, it is very difficult to let 

them go if the business cannot afford them 

or if they prove to be unproductive. Small 

businesses rarely have the resources to 

offer long-term mentoring and training. 

Labour legislation needs to accommodate 

the up- and downswings in small businesses 

(Herrington, Kew &Kew, 2014). 

 

Broad- Based 

Economic 

Empowerment 

Act of 2003 

To establish a legislative framework for 

the promotion of black economic 

empowerment; to empower the Minister 

to issue codes of good practice and to 

publish transformation charters; to 

establish the Black Economic 

Empowerment Advisory Council; and to 

provide for matters connected 

therewith. Retrieved from: 

www.thedti.co.za 

This act is aimed at encouraging market 

access for those small businesses however it 

is these small businesses are not often 

awarded the opportunity to deliver on a 

tender for big contracts. Recent 

amendments aim to move BEE away from 

promoting only passive black shareholders, 

and aim to boost black suppliers and grow 

black entrepreneurs - vital if the country is 

to grow its economy and reduce inequality. 

 

http://www.labour.gov.za/
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Companies Act, 

2008 (Act No 71 

of 2008) 

To provide a new legislative framework 

for the incorporation, registration and 

management of companies; to establish 

a Companies and Intellectual Property 

Commission (CIPC) and Companies 

Tribunal; and to provide for matters 

connected therewith. 

Retrieved from: www.thedti.co.za 

 

The time required to obtain permits and 

licenses is too long. There is a lot of red tape 

associated with starting up and managing a 

business (Herrington, Kew & Kew, 2014). 

 

Tax Amnesty and 

Amendment of 

Taxation Laws 

Act 9 of 2006 

This act was introduced in 2006 to 

provide for the voluntary disclosure by 

entrepreneurs of their failure to comply 

with tax legislation. This Act empowers 

the Tax Commissioner to approve 

applications for tax amnesty in respect of 

applicants who apply for tax amnesty. 

Applicants who receive tax amnesty are 

obliged to pay tax amnesty levies- these 

are paid for the benefit of the National 

Revenue Fund (Van Aardt & 

Bezuidenhout, 2014). 

 

The Tax Act has not been effective in 

addressing the SMME’s needs. There 

remains a gap to increase the amount of 

support government is able to grant 

SMME’s in order to help them grow, employ 

more people to stabilize and stimulate the 

South African economy. 

 

Income Tax Act 

No. 58 of 1962 

(the Act). 

The introduction of Section 12J Venture 

Capital Companies (VCC) was introduced to 

cater for the deductions in respect of 

expenditure incurred in exchange for the 

issue of venture capital company shares. 

Investments into a VCC are 100% 

deductible from taxable income in the year 

in which the investment is made. This 

applies to individuals, companies and 

trusts. An investor will therefore obtain a 

41 % tax break (for an individual tax payer 

at maximum marginal rate) at the time of 

investment. An investment in a VCC is 

generally held for a minimum period of 5 

years after which the tax benefit conferred 

at the date of investment will become 

permanent, i.e. no recoupment of the tax 

benefit in the hands of the investor when 

the investment is subsequently realized. 

 

Through the 12J regime VCC’s create an 

exciting opportunity for entrepreneurs to 

access equity finance. Furthermore, VCC’s are 

able to invest in companies with total assets 

up to R50 million (previously R20m) which 

enables investment in larger, more 

established companies, significantly 

expanding the investment horizon while 

reducing investment risk. 
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Policies addressing entrepreneurs with disabilities 

From a disability mainstreaming perspective South Africa has adopted a number of policies to guide 

successful inclusion of persons with disabilities in mainstream society. Attempts to correct past 

discriminatory practices against persons with disabilities have led to the conceptualisation of the issue of 

disability as a human right and a development issue, an approach that is ushered in a legal framework to 

protect the human rights of persons with disabilities in all spheres of governance. A number of national 

policies have thus been re-aligned to redress inequalities and empower persons with disabilities. The 

adopted legislative framework and guidelines include: 

1) White Paper on the rights of persons with disabilities (WPRPD) 

2) White Paper on the Transformation of the Public Service, 1995; 

3) White Paper on Affirmative Action in the Public Service, 1997; 

4) White Paper on Integrated National Disability Strategy, 1997; 

5) White Paper 6 on Special Needs Education, 2001; 

6) South African International Relations and Cooperation Framework; 

7) White Paper on Special Needs Education; 

8) Promotion of Equality and Prevention of Unfair Discrimination Act (Act 39 of 1996); and 

9) UN Convention on the Rights of Persons with Disabilities (CRPD) 

The WPRPD suggests that disability is imposed by society when a person with a physical, psychosocial, 

intellectual, neurological and/or sensory impairment is denied access to full participation in all aspects of 

life, and when society fails to uphold the rights and specific needs of individuals with impairments. Persons 

with disabilities experience three main types of interrelated barriers: social (including high cost, lack of 

disability awareness, and communication difficulties); psychological (such as fear for personal safety); and 

structural (including infrastructure, operations and information). The policy direction remains the same 

as the White Paper on an Integrated National Disability Strategy released in 1997 in terms of disability 

mainstreaming, focused on:  

1) Respect for inherent dignity, individual autonomy including the freedom to make one’s own 

choices and independence of others; 

2) Non-discrimination; 

3) Full and effective participation and inclusion in society; 

4) Respect for difference and acceptance of persons with disabilities as part of human diversity and 

humanity; 

5) Equality of opportunity; 

6) Accessibility; 

7) Equality between men and women; and 

8) Respect for the evolving capacities of children with disabilities and respect for the right of children 

with disabilities to preserve their identities. 

According to the United Nations Convention on the Rights of Persons with Disabilities there is an increased 

focus on work and employment for people with disabilities. The right of persons with disabilities to work, 

on an equal basis with others includes the right to the opportunity to gain a living by work freely chosen 

or accepted in a labour market and work environment that is open, inclusive and accessible to persons 
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with disabilities. The conventions parties shall safeguard and promote the realization of the right to work, 

including for those who acquire a disability during the course of employment, by taking appropriate steps, 

including through legislation. Participating countries will aim to promote opportunities for self-

employment, entrepreneurship, the development of cooperatives and starting one’s own business while 

enabling persons with disabilities to have effective access to general technical and vocational guidance 

programmes, placement services and vocational and continuing training.  

Entrepreneurship Policies 

One of the most important policy considerations around supporting entrepreneurs should be through the 

development of entrepreneur specific policies that enable new venture creation by simplifying the 

requirements for entrepreneurs to access financial resources (start-up capital) and new business 

opportunities (tendering and preferential procurement). Further innovative solutions need to be 

developed to address these challenges and encourage investment, trade and enterprise development in 

an equitable and socially responsible manner.   

Entrepreneurship policy is an emerging area of economic policy development that is currently not well 

developed in South Africa. The emerging trends in entrepreneurship policy are focused on the stimulation 

of entrepreneurship within an economy through: 

a) Policies to Improve Access to Start-up Support Services and Financing  

b) Policies in favour of reducing Barriers to Entry and Exit  

c) Policies Tailored to Increasing Entrepreneurial Activity amongst Specific Groups of the Population 

(“niche” Entrepreneurship Policy) 

d) Policies to Strengthen Entrepreneurial Culture, Climate and Capacity (“Holistic” Entrepreneurship 

Policy) 

In South Africa, policy should focus more on addressing motivation, opportunity and skill using an 

integrated policy approach. Entrepreneurship policy should be aimed at the pre-start-up, start-up and 

early stages of the entrepreneurial process. They should be designed with the primary objective of 

encouraging more people to consider entrepreneurship as an option.  

Entrepreneurship is inferred to be part of the SMME policy prescription but is just “tacked on” to the end 

of the list of more traditional SMME policy lines of action. Entrepreneurship policy needs to be better 

articulated and it is essential to also emphasise a favourable entrepreneurship culture. Entrepreneurship 

and SMME policy are inter-related but at the same time distinctive. The two policy domains have quite 

different overall objectives. The overriding objective of SMME policy is to strengthen SMME’s by ensuring 

that they level the playing field against larger businesses. Entrepreneurship policy should however aim to 

stimulate higher levels of entrepreneurial activity by influencing a greater supply of new entrepreneurs.  

Entrepreneurship specific policy is important in terms of starting a business, getting permits, accessing 

finance and credit, paying taxes, trading across borders, tendering for new business, BBBEE and 

Preferential Procurement.  
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There are three major differences between small business policy and entrepreneurship policy. The focus 

is on individuals versus firms (business entities), on pre-start-up versus post-start-up and there is a broad 

versus narrow definition of which institutional structures constitute the “support environment”. 

Entrepreneurship policy encompasses measures that intend to directly influence the level of 

entrepreneurial activity in a country or region with priorities focused on: 

a) Reducing procedural, regulatory and taxation barriers to business entry; 

b) Facilitating access to micro-loans, seed capital and other start-up financing; 

c) Improving access to start-up information and advice; 

d) Improving availability of and accessibility to start-up support services; and 

e) Increasing opportunities for people to learn the entrepreneurial process and skills for starting a 

business 

Entrepreneurship policy aims to address the various stages of development from pre-start-up (ideation) 

to post-start-up (acceleration). The pre-start-up focus should be on promoting entrepreneurship 

education, skills and support to people as they explore entrepreneurship and start new businesses.  

These activities involve reducing entry and exit barriers, improving access to advice, mentoring and 

incubation and micro loans and seed capital. The early post-start-up focus should be on promoting growth 

possibilities and management skills, improve access to resources, markets, employees and technology as 

well as reducing regulatory and labour market obstacles, while improving compliance and performance 

management. 

The below table shows the objectives, target, client group, levers, focus, delivery system, approach and 

results orientation in comparison of small business and entrepreneurship policy.  

Feature Small Business Policy Entrepreneurship Policy  

Objectives Firm growth, productivity  Motivate new entrepreneurs 

Target Existing firms, business entities Nascent entrepreneurs, individuals, 
new ventures 

Client group Easy to identify “existing” Difficult to identify “nascent” 

Levers Direct financial incentives (tax, credit, 
loans) 

Non-financial, business support 
(networks, education, consulting)  

Focus Favourable business environment 
(red-tape) 

Entrepreneurial culture and climate  

Delivery system Well established Many new role players 

Approach Generally passive Proactive (outreach)  

Results orientation More immediate, results in less than 
four years 

Results take longer, more than four 
years 
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The below table provides a summary of six key components of an entrepreneurship policy which according 

to Moos (2014) are as follows:   

KEY COMPONENTS OF AN ENTREPRENEURSHIP POLICY FRAMEWORK 

Stevenson and Lundstrom (2007:109) UNCTAD (2012:2) 

Policy area Policy objections Policy area Policy objections 

Entrepreneurship 
education 

• Increase 
opportunities for 
people to gain 
entrepreneurial 
know-how 

• Integrate 
entrepreneurship into 
various levels of the 
formal education 
system 

Enhancing 
entrepreneurship 
education and skills 
development 

• Embed entrepreneurship in 
formal and informal 
education 

• Develop effective 
entrepreneurship curricula  

• Train teachers  

• Partner with the private 
sector 

Reducing 
administrative 
legislative and 
regulatory 
barriers to entry 
and exit 

• Reduce the time and 
cost of starting a 
business 

• Reduce barriers to 
and improve 
opportunities for 
start-up and growth 

• Remove 
‘disincentives’ to the 
entrepreneurial 
career choice decision 

Optimising the 
regulatory 
environment 

• Examine regulatory 
requirements for start-ups 

• Minimise regulatory hurdles 
for business start-ups where 
appropriate  

• Build entrepreneurs’ 
confidence in the regulatory 
environment 

• Guide entrepreneurs 
through the start-up 
administrative process and 
enhance the benefits of 
formalisation 

Business support 
for start-ups 

• Provide easy access to 
start-up information 
advice, counselling, 
and other institutions 
support 

• Facilitate the transfer 
of know-how 

Promoting 
awareness and 
networking 

• Highlight the value of 
entrepreneurship to society 
and address cultural biases 

• Raise awareness about 
entrepreneurship 
opportunities 

• Stimulate private-sector-led 
initiatives and strengthen 
networks among 
entrepreneurs 

Target group 
measures 

• Reduce systematic 
barriers to raise start-
up rates of groups 
under-represented as 
business owners 

• Reduce risks for high-
growth technology 

Facilitating 
technology exchange 
and innovation 

• Support greater diffusion of 
information and 
communications technology 
to the private sector 

• Promote inter-firm 
networks that help spread 
technology and innovation  
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start-up to foster 
wealth creation 

• Build bridges between 
public bodies, research 
institutions and the private 
sector 

• Support high-tech start-ups 

Start-up and 
seed financing 

• Address market 
failures and gaps in 
provision of 
appropriate financing 
for new and early-
stage firms 

• Reduce information 
asymmetries 

Improving access to 
finance 

• Improve access to relevant 
financial services on 
appropriate terms 

• Promote funding for 
innovation 

• Build the capacity of the 
financial sector to serve 
start-ups 

• Provide financial literature 
to encourage responsible 
borrowing and lending 

Entrepreneurship 
promotion 

• Increasing social value 
entrepreneurship  

• Create more 
awareness of 
entrepreneurship in 
society 

Formulating national 
entrepreneurship 
strategy 

• Identify country-specific 
challenges  

• specify goals and set 
priorities 

• Enhance coherence of 
entrepreneurship strategy 
with other national policies 

• Strengthen the institutional 
framework 

• Measure results, ensure 
policy learning 

 

International Lessons Learned  

The below examples provide an overview of key lessons from an international perspective, taking into 

account what has worked in other countries in Africa and around the world so as to influence the 

foundations activities.  

The below table provides a summary of a series of policy related initiatives which have had a dramatic 

effect of improving entrepreneurship in the respective countries (GEM, 2016). South Africa can learn from 

these initiatives not necessarily by copying them but adapting them to the local environment. 

Country  Initiatives 

Argentina Despite being located in a country with one of the most difficult business 
environments in the world (ranked at 121 in the 2016 Doing Business report), city 
authorities in Buenos Aires have been able to create one of the world’s leading 
entrepreneurial ecosystems. 

Brazil  Has been able to substantially increase tax collections under a small business tax 
bill called Simples Nacional. A further tax dispensation for one-man businesses, 
called Micro Empreendedor Individual, has helped to increase the number of 
small business registrations despite Brazil entering a recession in 2015. 
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Canada Has been able to ensure that SMEs play a key role in spending on research and 
development (R&D), through a decades-long support programme which has 
been recognised as one of the most successful of its kind in the world. 

China Has been able to help create tens of thousands of technology companies and 
millions of jobs by investing in incubators and science parks to foster high tech 
firms through its Torch High Technology Industry Development Centre (Torch) 
programme. 

Croatia The recent drafting of a women entrepreneurship strategy shows how a shift 
from assumption-based to evidence-based policy can strengthen the state’s 
ability to assist SMEs. 

Germany  The German government has been able to encourage more university students 
to start-up their own business through its acclaimed EXIST programme. 

India  The Indian government introduced a scheme that subsidises the cost for small 
businesses who want to obtain a credit rating which now enables thousands of 
businesses in India to access bank finance and negotiate with banks for lower 
interest rate terms. 

Ireland The Irish government has developed several programmes to help more female 
entrepreneurs to start-up and grow their businesses. These programmes include 
specific funding lines as well as dedicated networking groups. 

Israel The Yozma programme is evidence that governments can help stimulate a 
venture capital (VC) industry, and in so doing provide high-growth firms with 
better access to finance. Today Israel spends a higher proportion on VC, as a 
share of gross domestic product (GDP), than any member of the OECD, a club of 
mainly rich countries. 

Republic of Korea  Since setting up an award-winning e-procurement portal (lauded by both the UN 
and the OECD) in 2002, South Korea has been able to significantly increase the 
share of SMEs among companies participating in state procurement while cutting 
the cost and time to do business with government. 

Slovenia The Slovenian government has been able to steadily improve the country’s 
business environment through a red-tape reduction campaign called “Stop the 
Bureaucracy”. 

Turkey Over the last decade Turkey has experienced a significant increase in the number 
of adults involved in early-stage entrepreneurial activity (those that run 
businesses of up to three-and-a-half years old). A focus on entrepreneurship in 
schools may be behind the increase. 

United Kingdom  The GREAT campaign is a cross-government initiative designed to deliver trade 
and tourism benefits to the UK by harnessing the best that Britain has to offer 
under a single brand and promoting its strengths to the world. 

United States The US government has made it easier f or smaller companies to access finance 
by firstly lowering the requirements for smaller firms to list on the stock 
exchange (as an initial public offering) and secondly by crafting new rules which 
make it easier for ordinary citizens to invest in companies via crowdfunding. 

 

Other examples can be seen in countries such as Denmark, Malaysia and Chile. Denmark for example is 

the 4th most entrepreneurially active country in the world, according to the 2016 Global Entrepreneurship 

Index rankings. “Entrepreneurship is a policy priority in Denmark” (Moos, 2014). The Danish government 
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has affected change in its economy by implementing various policies and initiatives that have caused 

positive outcomes amongst entrepreneurs. These include: 

1) Educational methods aimed at fostering creativity and innovative competences. 

2) Strengthening of the Danish Foundation for Entrepreneurship activities and culture. Provision of 

courses in entrepreneurship in upper-secondary programmes and higher education short, 

medium and long-cycle programmes. 

3) Establishment of centres for new growth businesses, providing accessible and competent advice 

to high growth start-ups. 

4) Tax deduction aimed at reducing barriers for high growth start-ups. 

5) New, financially strong venture capital funds and new financing methods for high growth start-

ups. 

6) Fewer administrative burdens on companies through e-government solutions. 

7) Faster processing of bankruptcy estates (changes in 2007). 

The Malaysian government provides tax exemptions to business owners (if certain criteria have been met) 

performing in specified industries e.g. bio-technology. These tax exemptions lift a weight off these 

entrepreneurs as it “eases the cash flow constraints of innovative high-growth firms” (Moos, 2014). By 

crafting several interventions aimed at both the banking and the non-banking systems, the Malaysian 

government has been able to ensure that SMEs have relatively good access to finance. 

The Malaysian government has done a lot to affect change within the entrepreneurial scene of their 

economy. Much of the country’s entrepreneurial success, especially amongst SMME and rural 

entrepreneurs, has been due to excessive government expenditure towards supporting this field. SMME 

Corporation Malaysia, a division run by the Ministry of International Trade and Industry Malaysia is 

accountable for providing advisory services and funds to SMME’s and struggling business owners.  

Chile owes its fairly high ratings and entrepreneurial success to earlier policies implemented, such as The 

Start-up Chile which is controlled by the Chilean Economic Development Agency (CORFO) to aid the 

Chilean Government to communicate positive aspects regarding entrepreneurship. Start-Up Chile seeks 

to attract early-stage, high-potential entrepreneurs to bootstrap their start-ups using Chile as a platform 

to go global. The end goal of this program is to position Chile as the innovation and entrepreneurship hub 

of Latin America. Chilean entrepreneurship experts say the real success of Start-Up Chile has been in the 

social or cultural impact the programme has had on the country, rather than its economic impact. In 2012 

Santiago, Chile was placed 20th in the Global Start-Up Ecosystem report and has since seen exceptional 

growth in its start-up population faster than ecosystems in a number of other cities. In Kenya, the Business 

Regulatory Reform Unit was established in 2006 with the mandate to permanently keep track of all 

regulatory regimes and licensing in Kenya and ensure that new regulations, licenses, fees and charges do 

not create unnecessary burdens on business and meet international best practice (UNCATD, 2012). The 

Kenya Local Government Reform Programme, has been used by the government as a means to initiate 

growth amongst the SMME and entrepreneurship sector of the country. As part of the programme, the 

government “initiated nation-wide reform efforts” one of them being the Single Business Permit which 
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was used as “a response to business licensing problems faced by SMME’s in the start-up phase as they 

had to get multiple licenses before opening a shop draining the initial business inertia” (Wanjohi,2010). 

In Nigeria, the government has designed fiscal and monetary policies and incentives for entrepreneurs 

and small-scale sub-sectors of the economy. In terms of monetary policy, credit guidelines that required 

commercial and merchant banks to allocate a portion of their loanable funds to small enterprises were 

set in place.  

In Botswana, the government has invested in and continues to fund enterprise development programmes 

through a number of different initiatives through various parastatals (e.g. Citizen Entrepreneurial 

Development Agency, Local Enterprise Authority, Botswana Innovation Hub, and Tokafala). This has 

however proven to be a double-edged sword. Aside from the Business Innovation Hub, due to an inherent 

lack of resources skilled in innovation and technology ecosystem development, the support has been 

skewed to favouring start-ups who pursue traditional brick and mortar projects rather than focusing on 

the knowledge economy and technology. As a result, home grown tech and IP based innovations are 

scarce. Unfortunately, private sector involvement is still lagging.  

In terms of lessons relating to supporting entrepreneurs with disabilities, the Western Economic 

Diversification Canada developed the Entrepreneurs with Disabilities Programme (EDP) which provides 

access to business services across Western Canada, including: mentoring and one-on-one counselling 

services; access to business training and development; business loans (in some locations); and help to 

identify requirements for specialised equipment. Entrepreneurs meeting the following basic criteria may 

be considered for support through the EDP: (1) have been unsuccessful in acquiring sufficient funding for 

business from other sources; (2) are restricted in the ability to perform at least one of the basic activities 

of entrepreneurship or self-employment; (3) are disabled due to physical or mental impairment; (4) have 

a viable business plan and are a new or current small business owner with a disability; and (5) reside in 

Western Canada. The Entrepreneurs with Disabilities Network (EDN), a not-for-profit organisation 

provides entrepreneurs with disabilities with services that aid them in creating a successful business 

venture from the idea generation phase to a successful business. Since 1995, EDN has provided support, 

inspiration, networking, and learning opportunities to thousands of entrepreneurs with disabilities. By 

reinforcing the belief that entrepreneurship is a viable career option for people with disabilities, EDN is 

dedicated to supporting entrepreneurs, living with any type of disability, in every stage of business 

development. Nova Scotia is EDN’s primary focus, with member business ranging from accountants, 

artists, inventors, writers, store owners, graphic designers, and countless other types of small business 

owners. 

From the above-mentioned examples from around the globe there are a number of key lessons for South 

Africa which have been summarised as follows: 

1) Introduce tax dispensation for entrepreneurs to increase the number of small business 

registrations. 

2) Focus on investment on research and development (R&D) support programmes. 

3) Further invest in business incubators and support services. 

4) Introduce demographic specific entrepreneurship strategies (gender, location etc.). 
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5) Develop strategic partnerships with schools, colleges and universities to develop a start-up 

culture. 

6) Introduce subsidy schemes to support entrepreneurs in growing their business ventures through 

access to credit. 

7) Focus on VC’s to provide high-growth firms with better access to resources (financial and non-

financial). 

8) Use technology to enable effective preferential procurement and simplify doing business with the 

government. 

9) Work towards reducing red-tape and government bureaucracy. 

10) Brand SA as a country that encourages and supports entrepreneurship. 

11) Improve access to finance for small businesses. 

12) Provide customised programmes to effectively support entrepreneurs with disabilities  

3.6.2 Finance 
Since the beginning of democracy in South Africa in 1994, there have been a number of government 

initiatives introduced with the intention of providing financial support to SMME’s, to stimulate economic 

development in an effort to reduce the increasing rate of unemployment and the high poverty levels of 

the majority of the population. Herrington et al (2014) asserts that over the years a number of these 

initiatives have either been closed or merged with existing organisations in order to produce more 

effective results. An overview of the main departments and their respective initiatives is provided below.  

The Small Enterprise Development Agency (SEDA) was founded in December 2004 under the DTI. It was 

formed by integrating three organisations, namely the Ntsika Enterprise Promotion Agency, the National 

Advisory Centre (NAMAC) and the Community Public Private Partnership programme (CPPP). SEDA offers 

business development and support services for small enterprises through a national network. The 

business model of SEDA is based upon a number of delivery points or offices located around the country, 

supported by a national office located in Pretoria. 

The Small Enterprise Finance Agency (SEFA) was established in 2012 with an amount of R1.4 billion in 

funding which was provided by the IDC and the government of South Africa. At the beginning of 2014, it 

was combined with the South Africa Micro-Finance Apex Fund (SAMAF,) and Khula Enterprise Finance 

Limited (which previously operated as the IDC). “SEFA caters for small businesses requiring funding up to 

R3 million in the form of bridging finance, revolving loans, asset finance, working capital and term loans”. 

Prior to financing the business, SEFA assesses the application to determine whether the business can 

afford the funding and will be able to repay the money over time out of its cash flow. 

The National Youth Development Agency (NYDA) was launched in 2009 and financed from the de-

mutualisation of Old Mutual and SANLAM. The organisation was formed by the merger of two previously 

ineffective agencies (the Umsobomvu Youth Fund and the National Youth Commission). The NYDA was 

established by an Act of parliament, Act no 54 of 2008, to initiate, facilitate, implement, coordinate and 

monitor youth development intended to reduce youth unemployment. The institution was established to 

be a single, unitary structure, established to address youth development issues at National, Provincial and 

Local government level. Similar to many developing countries, South Africa has a large population of 
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youth, where those between the ages 14-35 represent 42% of the total population which results in many 

of the socio-economic challenges faced by the nation, i.e. poverty, inequality and unemployment, poor 

health, etc., are being borne by the youth. The gravity of challenges South Africa is faced with require 

multi-pronged efforts that simultaneously promote the development of sustainable livelihoods, reduce 

poverty, inequality and prioritise the development of policies which create an enabling environment for 

youth development. 

The Technology and Innovation Agency (TIA) was formed by an act of the South African parliament in 

November 2008. It is an initiative of the Department of Science and Technology (DST) and its mandate is 

to empower and support technological innovation across all sectors of the economy in order to attain 

socio-economic benefits for South Africa and to improve its global competitiveness. “This includes 

supporting the development and commercialisation of research outputs from higher education institutes, 

science councils, public entities and private research institutions, and bringing them to market”. TIA was 

formed through the merger of seven entities previously tasked with promoting innovation in the country. 

These were the Innovation Fund, Tshumisano Trust, Cape Biotech Trust, PlantBio Trust, LIFElab, BioPAD 

Trust and the Advanced Manufacturing Technology Strategy (AMTS). Its aims are to use South Africa’s 

science and technology base to create new industries, create sustainable jobs and help diversify the 

economy from commodity exports towards knowledge-based industries equipped to address modern 

global challenges. TIA funds through different vehicles; namely: 

a) Industry matching funding  

b) Equity funding   

c) Technology development funding   

d) Idea development funding  

e) Youth technology 

The IDC is one of the oldest, established in 1940 as a national development finance institution with the 

mandate to promote economic growth and industrial development. The IDC’s main objective is the 

promotion of entrepreneurial development and the growth of the SMME sector.  

The National Empowerment Fund (NEF) was established in 1998 and is “the driver and thought leader in 

promoting and facilitating black economic participation by providing financial and non-financial support 

to black empowered businesses and promoting the culture of savings and investment among black 

people” (Herrington, et al., 2014). The NEF provides business loans from R250 000 to R75 million across 

all industry sectors, for start-ups, expansion and equity acquisition purposes. 

The DSBD which aims to create a conducive environment for the development and growth of small 

businesses and cooperatives through the provision of enhanced financial and non-financial support 

services and leveraging on public and private partnerships. It facilitates partnerships with all spheres of 

government as well as the private sector to ensure cooperation that will benefit small businesses and co-

operatives. They also support entrepreneurs with disabilities through their emerging enterprise 

development programme which targets woman, youth and people with disabilities. 
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The Gauteng Enterprise Propeller (GEP) is an agency of the provincial department of Economic 

Development in Gauteng. It has the vision to propel SMME’s in the mainstream economy of the Gauteng 

province. It offers financial and non-financial support to SMME’s and cooperatives. 

The DTI has played a significant role having launched, funded and contributed to various initiatives aimed 

at improving the state of entrepreneurship and SMME development within the country. Some of their 

projects include: 

a) Incubation Support Programme (ISP) 

b) SEDA Technology Programme (STP) 

c) Black industrialist programmes 

d) Integrated Strategy on the Promotion of Entrepreneurship and Small Enterprises 

A number of the DTI initiatives create possible leverage points within the finance aspects of the 

ecosystem, a few such initiatives include: 

The Incubation Support Programme (ISP) designed to create and develop successful enterprises with the 

ability to revitalise communities and local economies. It encourages partnerships in which businesses 

assist SMMEs with skills transfer, enterprise development and marketing opportunities. The programme 

aims to provide funding for incubators that can generate revenue through the provision of services and 

initiatives that can be self-sustainable. ISP is available for business development services necessary to 

mentor and grow enterprises to ensure they are self-sustained and able to provide for the market within 

2 to 3 years. Grant approval is capped at a maximum of R10 million per financial year over a 3-year period 

and is subject to availability. 

The Co-operative Incentive Scheme (CIS) which is based on a 90:10 cost-sharing grant for registered 

primary co-operatives of five or more members to improve viability and competitiveness. The maximum 

grant that can be offered to one co-operative is R350 000. The objectives of this programme include: 

Promote co-operatives through provision of a matching grant. Assist co-operatives to acquire their start-

up requirements and provide an incentive that supports broad-based black economic empowerment (B-

BBEE). Applicants for this programme have to be incorporated and registered in South Africa in terms of 

the Co-operations’ Act 2005 (Act no 14), the business must be operating in the emerging sector, must 

adhere to co-operatives owned by historically disadvantaged individuals, rural and semi-urban based. 

The Black Business Supplier Development Programme (BBSDP) which is a cost-sharing grant offered to 

black-owned businesses to improve their competitiveness and sustainability. It aims to fast track small 

and micro-enterprises, foster links between black owned businesses, corporates and public sector, and to 

complement affirmative procurement and outsourcing. It provides grants up to a maximum of R10 million. 

Enterprises with a turnover of R250 000 to R35 million per year, that must have been operating and 

trading for at least a year may qualify for a grant. 

The below table provides a summary of major funding flows into the ecosystem from both a public and 

private perspective; includes debt, grants and equity funding through providers in various categories 

including:  
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a) Government and Development Finance Institutions (DFI) 

b) Venture Capital and Angel Investors 

c) Private Equity 

d) Fund Managers 

e) Crowd Funders 

f) Commercial Banks 

These categories were looked at in terms of their core focus areas and availability of funds in various 

stages of entrepreneurship from Ideation to Start-up, Early-stage, Acceleration and Growth, these stages 

can be defined as follows 

The ideation stage is based on the pre-start-up phase where the entrepreneur has a business idea that 

needs to be tested and prototyped. This phase is possibly the most crucial to ensure the viability of a 

business concept and the potential of the new venture. The start-up stage is the stage at when the 

business is registered and officially launched so as to get it off the ground. The early stage can be 

considered as the first three years of business operation before the business goes into an acceleration, 

growth or decline.   

Table: Funding flows 

Funding provider (public and private)  Core focus area  

Government and Development 
Finance Institutions (DFI) 

From a Government and DFI perspective there is no provision 
in the ideation stage, their focus is predominately in the start-
up and early stage. 

Venture Capital and Angel Investors Venture Capital and Angel Investors tend to be more focused 
on the early stage, acceleration stage and growth stage with 
no interest in the ideation stage and very little on the start-up 
stage. 

Private Equity From a private equity perspective, there is no support in the 
ideation stage, very little in the start-up and early stage with 
most of their focus on the acceleration and growth stages. 

Fund Managers In terms of fund managers, the focus is on start-up, early 
stage and acceleration with no interest in the ideation stage 
and very little in the growth stage. 

Crowd Funders From a crowd funding perspective, this is relatively new to the 
country although already working well within the United 
States and other countries around the world. The few crowd 
funding platforms in South Africa focus on the start-up and 
early stage. 

Commercial Banks The four major commercial banks focus more specifically on 
the early stage, acceleration and growth with little to no 
interest in the ideation or start-up phase. 

 

As seen through these various public and private sources of funding there is no real shortage of funding 

initiatives in South Africa. It is, however, accessing this funding that remains a challenge, more specifically 
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start-up finance for entrepreneurs as the qualification criteria is somewhat stringent and complicated, 

and most financial support is geared more towards established SMME’s and not individual entrepreneurs. 

Although South Africa has moved forward in leaps and bounds over the last two decades, in order to 

maintain this growth more focus needs to be placed on access to finance, education and training to 

support entrepreneurs in the country. 

Venture Capital Companies (VCC) 

According to the South African Revenue Services (SARS) one of the main challenges to the economic 

growth of small and medium-sized businesses is access to equity finance. To assist at addressing these 

challenges government has implemented a tax incentive for investors in these enterprises through a 

venture capital company (VCC) regime. 

VCCs are intended to be a marketing vehicle that will attract retail investors. An investor is any taxpayer 

who qualifies to invest in an approved Venture Capital Company. They have the benefit of bringing 

together small investors as well as concentrating investment expertise in favour of the small business 

sector. There are no special tax benefits for VCC, only standard tax rules will apply. Since the 1st of January 

2009, investors have been able to claim amounts incurred on acquiring VCC shares as a deduction from 

income, which is not subject to recoupment if the VCC shares are held for longer than five years. The VCC 

regime is subject to a 12-year sunset clause that ends on 30 June 2021. 

Investments into a VCC are 100% deductible from taxable income in the year in which the investment is 

made. This applies to individuals, companies and trusts. An investor will therefore obtain a 41 % tax break 

(for an individual tax payer at maximum marginal rate) at the time of investment. An investment in a VCC 

is generally held for a minimum period of 5 years after which the tax benefit conferred at the date of 

investment will become permanent, i.e. no recoupment of the tax benefit in the hands of the investor 

when the investment is subsequently realised. VCC’s are able to invest in companies with total assets up 

to R50 million (previously R20m) which enables investment in larger, more established companies, 

significantly expanding the investment horizon while reducing investment risk. 

Caban Capital for example aims to support entrepreneurs through a 12J VCC structure. They believe that 

through support services such as strategy, cash flow management, and marketing it provides a more 

efficient approach than the traditional VC model. The traditional model has been to supply capital, some 

mentorship and basic services along with equity finance. The entrepreneur then reports to the funder 

once a month at a formalised board meeting where he/she reports on the company's activities. This model 

has resulted in an 85% failure rate internationally. Caban Capital was however founded with the purpose 

of reducing the high failure rate in the industry and have since been voted innovator of the year by the 

South African Chamber of commerce in London. When entrepreneurs are selected through their unique 

selection process, the organisation undertakes to assist the entrepreneur through their journey from 

start-up to a fully capitalised operational business.  

New Funding Initiatives 

In 2015 FinFind was launched in partnership with the Small Enterprise Development Agency (SEDA), the 

Department of Small Business Development, the Human Resource Development Council (HRDC) and 

USAID’s Financial Sector Program (FSP), which supports the accomplishment of the U.S. government’s 
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economic growth objectives in South Africa. FinFind is a free access site that is revolutionizing the finance 

readiness process for entrepreneurs, while connecting them to various lenders in the market. The 

platform provides a guide to small business finance as a unique information product that enables business 

owners to understand and identify the best finance solution for their needs. Another one of their services 

is SMEasy an online small business financial management and accounting system specifically designed for 

entrepreneurs and people in small businesses who don’t understand accounting. In 2015 Grovest invested 

in SMEasy. Grovest is a Section 12J venture capital company, which is formed under the auspices of SARS, 

allowing investors to deduct 100 percent of their investment in Grovest from their taxable income.  

In 2016 a new R1.6billion fund was launched that was aimed at boosting entrepreneurship in the country. 

The fund was set up following extensive consultation between the private sector and government and has 

the potential to be a game-changer in the country (Financial Mail, 2016).  

While the fund’s current pool of reserves is almost entirely from the South African corporate sector, the 

business leaders behind it came together at the request of government. President Jacob Zuma instructed 

finance minister, Pravin Gordhan, to engage with the private sector and see how it could help in turning 

around the country’s economy and growing the unemployment problem. Although the fund is ostensibly 

about encouraging entrepreneurship, it’s unlikely to pump money into the kind of disruptive tech 

businesses that result in net job-losses. Instead, the fund managers will be looking for scalable job creating 

enterprises.  

According to an article in the Financial Mail in June 2016, by Stephan Timm, the fund amounts to a new 

asset class for investors and should stimulate the venture capital industry. A public company is being set 

up to house the fund, and a board of directors is being recruited. The private sector will supply around 

R1.6bn for the fund and deputy president, Cyril Ramaphosa said last month that government would match 

this contribution. 

The initiative is part of the joint effort by business and government to prevent a credit downgrade for 

South Africa. Gore says together with Bidvest founder Brian Joffe and national treasury, they consulted 

widely with top JSE-listed companies, venture capitalists and organisations that support entrepreneurs. 

“We put it out to CEOs and the response was unanimous, I think,” says Gore, who is also chairman of 

Endeavor SA. He says some details are still being worked out, but the idea is that the public company 

overseeing the fund will accredit fund managers of venture capital companies and other funding vehicles 

to accept funds. Fund managers will then be able to use the capital injections together with their own 

contributions to invest in high-impact SMME’s. The idea is both to generate good returns for shareholders 

who invest in the public company (important for sustainability) and to support the venture capital sector. 

In addition, a core of mentors will be set up to assist entrepreneurs. Gore and his team arrived at the 

figure of R1.6bn by applying a formula to the top 50 JSE-listed firms. He adds that the initial target was 

R1bn, but this was achieved fairly quickly. Based on the formula the highest contribution by any one 

company would be about R75m. But the investment bands are recommended and not prescriptive. 

Contributions are likely to be calculated using a percentage of net profit. Companies might be able to 

score BBBEE points through making contributions to the vehicle. 
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One challenge is that there are few black African entrepreneurs who are involved in high-growth business, 

most such companies are started by Indian and white males. A high growth business can be defined as a 

business with 10 or more employees that have average annualised growth greater than 20 percent per 

year over a 3-year period, as measured by employment levels or employee turnover. The Black Business 

Council CEO, Mohale Ralebitso has raised concern about the level of black participation in the 

management of the fund. The fund will forgo part of its share of the fund management fees and pass this 

on to fund managers as an incentive for them to finance black entrepreneurs.  

Though South Africa has a sophisticated private equity sector, Gore says, the local venture capital sector 

remains fairly undeveloped. The idea of the new fund is to improve the “ecosystem” for more participants.  

National treasury director-general, Lungisa Fuzile says that as the initiative is private-sector led; business 

will set it up and make the first contribution. Government’s contribution will be determined as part of the 

budget process and will be revealed in the budget in February 2017. National treasury is working with 

relevant departments to determine the contribution. It will likely be based on reprioritising unspent 

money or on allocations generated from measures already in place to tackle wastage. 

While the South African Venture Capital Association (SAVCA) and others say, it is too early to comment, 

Keet van Zyl, a partner of venture capital fund Knife Capital, says he believes the new fund will have a 

“multiplier” effect in funding high-growth SMME’s. “We are very encouraged from a venture capital 

industry perspective that there is direct engagement to ensure that when the fund is launched, fund 

managers tap into it and it is not a stillborn initiative,” he says. The current support for the local venture 

capital sector is limited and has come mainly from a few “super angel” investors such as Mark 

Shuttleworth, Michael Jordaan and the Ruperts. When there is a higher probability of available capital, 

more [potentially] high-impact firms will come out of the woodwork. However, increasing the amount of 

funding available in the country does not help if entrepreneurs are not given guidance on how to use their 

investment for real, scalable growth.  

Another innovative fund can be seen through the Awethu Project venture capital fund which aims to 

provide entrepreneurs, with established innovative businesses that have growth potential, with an 

opportunity to apply for up to R5 million in equity funding. Co-founder and CEO, Yusuf Randera Rees, says 

they are looking for entrepreneurs with businesses that need to reach the next level. The fund is for those 

who are seeking financial and operational support to grow their business, without giving up control. This 

progressive and innovative entrepreneurship development company provides training and funding with 

funds made available from organisations like the government’s Jobs Fund and Discovery. Business owners 

receive operational support and comprehensive finance back-office, as well as admittance to the Awethu 

Academy for practical personal development, and access to business development networks. The cost of 

the investment is a negotiated equity stake with Awethu gaining a seat on the board of companies they 

invest in. Awethu elects to invest in equity because they want to be partners, and want to help 

entrepreneurs grow to solve the country’s unemployment problem.  

3.6.3 Culture 
Culture is based on ideas, customs, and social behaviour that determine what is acceptable or 

unacceptable, important or unimportant, right or wrong, workable or unworkable. Culture is an important 
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part of the entrepreneurial environment to create awareness of entrepreneurship as a valid and respected 

career choice (EY, 2016). An entrepreneurial culture can be seen where someone is motivated to innovate, 

create, take risks and turn opportunity into profit.  

There is no absolute agreement on the definition of entrepreneurial culture. To some it means maximizing 

the potential for individuals to start businesses and to others it means maximizing potential for individuals 

in all in all types of organizations and in all aspects of life to behave more entrepreneurially. It is important 

for policymakers to recognise that entrepreneurial behaviour arises from the need of individuals to cope 

with and enjoy high levels of uncertainty and complexity as a means of self-fulfilment.  

The entrepreneurial mindset suggests that an entrepreneur is an innovator, a job creator, a game-

changer, a business leader, a disruptor and an adventurer. An entrepreneur believes anything is possible, 

sees opportunity when others don’t, takes risks and believes nothing is impossible, they contribute to 

something bigger than themselves. However, in South Africa having your own business is typically 

perceived as being second best to being employed; generally, people feel that only if they can’t find a job 

or if they lose their job should they consider starting a business. South African people generally have low 

to moderate tolerance for risk, mistakes and failure. In addition, innovation, creativity and 

experimentation are the exception rather than the norm, and ambition, drive and hunger for 

entrepreneurship as a career choice is limited. 

Culture is one of the key aspects of the entrepreneurship ecosystem, one of the most difficult to change 

and one in which government or private sector are not developing solutions to drive change. A culture of 

entrepreneurship will assist at creating more high potential ventures, it will help the youth to understand 

the potential of entrepreneurship and what is required to become a successful entrepreneur. Developing 

an entrepreneurship culture will encourage autonomy, risk-taking and entrepreneurial behaviour; all of 

which are prerequisites to out-think and out-pace the competition in any healthy commercial 

environment.   

Entrepreneurship culture should be an important part of the overall strategy of the government and 

should be demonstrated through enthusiasm about entrepreneurial opportunities for job creation. There 

needs to be a greater commitment to people, based on the idea that each individual can be a powerful 

force for change in any economy. This responsibility can, however, be taken into the hands of corporate 

South Africa through the effective use of Enterprise Development, Social Economic Development and 

Corporate Social Investment. 

There are many theories about how to "do" change. Many of which originate with leadership and change 

management guru, John Kotter. A professor at Harvard Business School and world-renowned change 

expert who introduced an eight-step model for change. According to Kotter there are eight essential steps 

required to achieve change:  

1. Create a sense of Urgency - around the need for an entrepreneurship culture, identify potential 

threats, develop scenarios showing what could happen in the future and examine opportunities 

that could be exploited to achieve the desired change. Start honest discussions, and give dynamic 

and convincing reasons to get people talking and thinking about entrepreneurship  
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2. Form a Powerful Coalition - convince people that change is necessary, which takes strong 

leadership and visible support from both the public and private sector. Managing change isn't 

enough - you have to lead it. Identify and appoint change leaders needed to bring together a 

coalition, or team, of influential people from the government and private sector (including 

industry experts and political leaders). Once formed the "change coalition" needs to work as a 

team to continually build urgency and momentum around the need for an entrepreneurship 

culture. 

3. Create a Vision for Change - gather information from all stakeholders and develop a clear vision 

that people can grasp easily and remember. Determine the key values that are central to achieve 

the desired change. Create an entrepreneurship culture strategy to execute the vision 

4. Communicate the Vision - what you do with your vision after you create it will determine your 

success. The vision needs to be communicated frequently and powerfully and embedded within 

campaigns to effectively implement the strategy. Concerns and anxieties need to be addressed 

openly and honestly. Apply the vision through a series of campaigns to achieve the desired 

change. 

5. Remove Obstacles - identify potential challenges and resistance to achieving the vision. Put in 

place the correct programmes, structures and systems to achieve the desired change. Empower 

change leaders whose main roles are to create an entrepreneurship culture. Recognize, 

incentivise and reward people for adopting the desired culture. Take action to quickly remove 

barriers and resistance to change. 

6. Create short-term wins - it is important to create short-term achievable targets and not just long-

term goals. Thoroughly analyse the potential pros and cons of your targets to reduce the risk of 

failure. Look for sure-fire projects that can be implemented to achieve the desired 

entrepreneurship culture. Create early stage success stories and “quick wins” to motivate aspiring 

entrepreneurs to formalize progress.  

7. Build on the change - many change projects fail because victory is declared too early. Real change 

runs deep. Quick wins are only the beginning of what needs to be done to achieve long-term 

change. Apply the concept of continuous improvement, keep developing the model, launching 

new campaigns and building on the momentum. After every win, analyse what went right, and 

what needs improving. Keep ideas fresh by building the change coalition with new change agents 

and leaders.  

8. Anchor the changes in the culture - make continuous efforts to ensure that entrepreneurship 

culture is encouraged in every aspect of business development in the country.  

In order to change entrepreneurship culture, it is ultimately a paradigm that needs to be changed. 

Paradigms are based on the great big unstated assumptions (unstated because unnecessary to state as 

everyone already knows them) or deepest set of beliefs about how the world works. Paradigms are shared 

social agreements about the nature of reality related to a specific system. Paradigms are harder to change 

than anything else about a system however they are also often inexpensive. For a single individual, it can 

happen in a millisecond. All it takes is a click in the mind to a new way of seeing things. Whole societies 

often however resist changes to their paradigm more than they resist anything else. To achieve effective 

change, it is important to impart new paradigms to the youth, the unemployed and those in places of 
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public visibility and power while working with active change agents and with the vast middle ground of 

people who are open-minded. 

3.6.4 Support 
There are a number of support programmes available to entrepreneurs and small businesses in South 

Africa. The current legal and accounting support is of exceptional quality and in ample supply in South 

Africa. Technical experts and advisors are sufficient to meet the demand. In terms of infrastructure, the 

country boasts telecommunications, transport, logistics and energy infrastructure that can be compared 

with developed countries (although townships and rural areas remain underdeveloped). In addition, 

numerous industrial development zones and public and private incubation centres have been established 

successfully in SA in support of entrepreneurs and new venture creation. Small business incubators have 

been identified as key mechanisms for helping to grow an entrepreneurial base while addressing high 

failure rates of SMME’s. Services offered usually include networking relationships with other businesses, 

assistance with accessing bank loans or government support programmes, if not direct financial 

assistance, business and technical assistance, shared business services, flexible space and flexible leases, 

often at below market rates (Masutha and Rogerson, 2014).  

There are a number of organisations from both a government and private perspective that provide 

support to entrepreneurs in South Africa. These organisations all seem to offer somewhat segmented 

solutions with overlaps in terms of providing either finance, training, coaching or incubation. Very few 

organisations provide a more comprehensive solution to assist entrepreneurs with access to other 

important resources such as office infrastructure, IT hardware and software, logistical support and access 

to markets, all of which are becoming more important to start and grow a successful business in the 

country. There are fewer organisations that aim to encourage and support entrepreneurs with disabilities. 

There is very little support for the ideation stage in SMME development. An important stage to test ideas 

and prototypes while developing customer traction and value proposition.  

For township entrepreneurs, it seems to be access to information that is also a common challenge in terms 

of not knowing which organisations are available to provide support, what each organization actually 

provides and how to access it. This too, negativley impacts the overall entrepreneurship culture in that 

important information and suport is not necessarily reaching the people who need it the most. Those that 

are aware of available support, in most cases, do not comply with the requirements to access such 

support.  

Through most national and international programmes focused on addressing the issue, nothing has 

necessarily worked to improve entrepreneurship on a large scale within South Africa. This can be seen 

through the results of the Global Entrepreneurship Monitor (GEM) report of 2015 that surveyed 206,000 

individuals and 3,936 national experts on entrepreneurship, across 73 economies. The GEM participant 

economies represent 72.4% of the world’s population and 90% of the world’s GDP. 

Only 2.7% of respondents in South Africa were currently an owner / manager of an established business, 

i.e., owning and managing a running business that has paid salaries, wages, or any other payments to the 

owners for more than three years. Only 1% said they intend to start a business within the next three years; 

whereas 25% of respondents said that fear of failure would prevent them from setting up a business. The 
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perception of opportunities to start a business and the confidence in one’s own abilities to do so, remains 

alarmingly low compared to other sub-Saharan African countries and around the globe.  

3.6.5 The role of technology in supporting entrepreneurs 
Technology is a key enabler for innovation and creativity to develop the socio-economic structures of our 

society. Technology can be seen as an enabler to entrepreneurs through improving: access to markets, 

operational efficiency, access to finance and education.   

There are three broad areas of technology that play a vital role in supporting entrepreneurs: mobile, social 

and cloud based solutions. Mobile technology more specifically, offers extensive solutions on various 

forms of social and economic development. According to Fair Observer (2016) a survey undertaken by the 

United Nations Development Programme (UNDP) found that 55% of women around the world earned 

additional income due to owning a mobile phone, and 41% increased their income and professional 

opportunities.  

There are a number of exciting initiatives from private companies and NGO’s in South Africa for example 

through Geekculcha who aim to nurture interest among youngsters in pursuing careers in IT while helping 

them learn and grow. The focus of such initiatives is on empowering the youth through ICT skills 

development and training to create a culture of innovation, creativity, development and 

entrepreneurship.  

There is also a need for innovation and manufacturing of assistive technologies to support people with 

disabilities. The manufacturing of such technologies could provide an opportunity for enterprise and 

supplier development for entrepreneurs with disabilities and through such initiatives there could also be 

job creation opportunities for people with disabilities.  

Access to Markets 

Using technology can greatly assist in the access to market aspects of the ecosystem as a relatively 

affordable mechanism for entrepreneurs to create awareness and generate sales leads, for example 

through social media (Facebook, LinkedIn, YouTube, Twitter). Using technology has assisted in the 

development of innovative business models for example AirBnB and Uber in other parts of the world such 

as California’s Silicon Valley, however, a large number of aspiring entrepreneurs in South Africa are not 

able to leverage such opportunities through a lack of resources and infrastructure (hardware, software 

and connectivity). Access to technology is one of the major challenges in most provinces, especially in 

townships and rural areas.  

The Ethiopia Commodity Exchange Program (ECEP) has effectively helped entrepreneurs in certain sectors 

to expand their markets. Before 2008, 95% of farmers sold their products in local markets and were not 

able to access other areas. Transaction costs were high and they had problems getting fair prices due to 

the lack of market competition. With the advent of the ECEP, agricultural producers gained access to 

external buyers and were then able to negotiate better prices. This boosted their incomes and improved 

the quality of food products. In Kenya, the Farmers Helpful Network (FHN) gives agricultural producers 

access to the latest research through their mobile phones. Farmers can ask questions from experts 

concerning crop rotation, pest management and crop insurance which in turn helps them improve their 

agricultural production, potential yield and overall income. 
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Business Operations and Efficiency  

Technology plays an important role in managing business operations and improving efficiency and 

effectiveness through the use of relevant systems. Through online platforms such as Zoho.com, 

Capterra.com and Hubspot.com entrepreneurs are able to improve the Human Resource Management 

and Customer Relationship Management (CRM) aspects of their businesses. There is however a need for 

localised solutions as many platforms are catered for international markets and not customisable to the 

South African context.  

Platforms such as Trello.com and Teamwork.com provide free and affordable ways for entrepreneurs to 

better manage productivity and projects in their businesses. Other platforms such as Fiverr.com and 

Elance.com can assist at drastically reducing costs through outsourcing work at a fraction of the cost of 

procuring locally.  

From a business operations perspective, there have been a few local initiatives, one such example can be 

seen through the current Joint Venture with the Northern Cape government and open source software 

providers called Odoo, to make technology more easily accessible to entrepreneurs in rural areas. This 

solution is based on a mobile system equipped with 20 laptops which are all installed with Enterprise 

Resource Planning (ERP) modules. The programme has been based on using these units to travel around 

the province providing entrepreneurs with access to computer hardware and software required for record 

keeping and management of their businesses.  

There are limited technology solutions available for entrepreneurs with disabilities aimed at providing 

accessibility to similar systems and functionality mentioned above. There is a need for customised 

solutions, for example voice operated software, to effectively support entrepreneurs with disabilities.  

Access to Finance and Financial Management  

Using systems to keep good accounting records can improve an entrepreneur’s potential in accessing 

finance. One of the main reasons that entrepreneurs and small businesses can’t access finance is due to 

the lack of financial records. Through SMEasy.co.za and FinFindeasy.co.za entrepreneurs can access 

affordable and effective platforms to improve the financial management requirements of their 

businesses. SMEasy is a cloud based business management and accounting system designed for 

entrepreneurs and small businesses that is available at a minimal monthly cost. FinFind provides access 

to information that enables business owners to understand and identify the best finance solutions for 

their needs. The platform enables entrepreneurs to learn about finance, find lenders, get advice and 

access other useful tools.  

Mobile payment systems such as Snapscan also represent a way to reduce the cost of financial 

transactions and enable sales. If people can transfer funds quickly and efficiently, it becomes easier for 

small and medium-sized businesses to sell their products anywhere and at any time. This improves the 

efficiency of the marketplace and removes barriers to growth. 

Education through eLearning  

eLearning has a number of benefits over traditional classroom training. It can lead to increased retention 

and a stronger grasp on the subject as there are many elements combined in eLearning that reinforce the 

students understanding of the subject. Students can progress through eLearning courses up to 50 percent 
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faster than traditional courses, partly because of the individualized approach which allows students to 

progress through material they already know and allowing them to spend more time on material that 

requires more attention to gain context and perspective. eLearning allows students to work at their own 

pace with flexibility to join discussions in the forum at any hour, or visit with classmates and instructors 

remotely in chat rooms. eLearning fosters more interaction among students and instructors than in large 

lecture courses. eLearning can accommodate different learning styles and facilitate learning through a 

variety of activities. It provides a consistent message and eliminates problems associated with different 

instructors teaching slightly different material on the same subject. Making use of an eLearning platform 

enables students to access training material anywhere at any time. Successfully completing online or 

computer-based courses builds self-knowledge and self-confidence and encourages students to take 

responsibility for their education. eLearning develops knowledge of the internet and develops computer 

skills that will help learners throughout their lives and careers. 

Enterprise Development initiatives in SA 

More information is provided on a number of the programmes through a Stakeholder Map (discussed 

further in the report), in terms of their footprint, services offered and selection criteria. These 

programmes are separated into four categories. The first is public sector, then formal partnerships 

established jointly by the public and private sectors. Private sector programmes are separated into those 

funded by large corporates as part of their CSI or supplier development, and those whose primary business 

is enterprise development. Separations into types of programme are not always exact as many public 

sector organisations rely on private sector funding, and some public-private partnerships began as 

corporate social investment programmes. 

Public sector organisations include the City of Joburg SMME Hubs, Free State Development Corporation, 

Galeshewe SMME Village, Gauteng Enterprise Propeller, Incubation Support Programme, The Innovation 

Hub, Limpopo Economic Development Agencies, the National Youth Development Agency (NYDA) and the 

Small Enterprise Development Agency (SEDA).  

Galeshewe SMME Village have proven results through tenant incubation to local small businesses, 

business training, mentorship, coaching, networking opportunities, tender advice, and affordable shared 

services. Through their subsidised monthly rental for premises and shared services, the hub provides a 

more holistic approach to entrepreneurship support and development. They are currently supporting ten 

businesses in various sectors from IT to water purification and pest control. The interview with a 

representative from the Limpopo NYDA showed that the office was largely under-resourced with one 

employee, old equipment and limited facilities. It was noted that the local office mostly provides 

applicants with information on available support from the NYDA and internet access when possible from 

the office. Although most of these hubs do to an extent accommodate people with disabilities through 

certain facilities there are however no specific hubs for entrepreneurs with disabilities. 

Formal public/private partnerships or NGO-type organisations include the Business Place (which began as 

a CSI initiative), Cape Innovation and Technology Initiative (CiTi), Eastern Cape Information Technology 

Initiative (ECITI), Endeavour, FinFind, Global Cleantech Innovation Programme, The Hope Factory, RLabs 

Innovation Incubator, SAICA Enterprisation Hubs, Tourism Enterprise Partnership. From these 

organisations primary data was collected from interviews with the Hope Factory and RLabs.  



 
 

45 

The Hope Factory have managed to leverage partnerships with other key stakeholders and industry 

authorities such as the South Africa Institute of Chartered Accountants (SAICA). The Hope Factory 

operates as the Enterprise Development and Socio Economic Development arm for SAICA. They reported 

that 53% of the entrepreneurs that have been through the programmes recently have achieved growth 

in their businesses.  

RLabs takes a three-pronged approach to support: (1) they provide skills developing opportunities, (2) 

they have an innovation Lab where they co-create social innovation and solutions that can drive change 

in communities with the community members themselves and (3) they find that those who understand 

the challenges best are the community members themselves, they are the problem experts. RLabs works 

with community members to look at how that can turn their ideas into actual opportunities that can 

become enterprises.  

Corporate programmes include Absa Centres of Entrepreneurship, Anglo Zimele Small Business Hubs, 

BizSpark, Branson Centre for Entrepreneurship, FNB Business Ignite, Grindstone Accelerator, Nedbank 

SimplyBiz, Riversands Incubation Hub, SAB KickStart, SEIFSA Small Business Hub, Shanduka Black 

Umbrellas, Standard Bank Incubators and Tholoana Enterprise Programme. 

The Riversands Incubation Hub is a large-scale business incubator established in 2015 through a 

partnership between Century Property Developments and The Jobs Fund. At full capacity, the Hub 

accommodates 150 small businesses with many more entrepreneurs supported through business 

development and other support services offered. The primary intention of the incubator is to create a 

strong, enabling ecosystem which fosters the development of high-potential enterprises. 

Profit making enterprise support organisations include Aurik Business Accelerator, Awethu Project, 

Business Partners Limited, Entrepreneur Academy and Incubator, Fetola, Micro-Enterprise Development 

Organisation (PTY) Ltd (MEDO), Raizcorp, SEED Engine and Startup 90. From this category, there are a 

number of organisations that have been achieving results.  

Fetola, with aid from international donors (Finland and Norway), offer a 360 degree programme (training, 

mentoring, support) as a 1 year programme that has had great results. They work rural and urban 

programmes but not with start-ups, their entry requirement is that the entrepreneur must have an 

established business of between 1-2 years. In the last 8 years, they have achieved an average of 60% 

growth per year in businesses they support with a total of 94% survival rate of businesses that have gone 

through their programmes.   

RaizCorp is Africa’s most successful and established for-profit business incubator model. They consider 

themselves as a Prosperator™ rather than an incubator. RaizCorp provide business support for 

enthusiastic, growth-hungry entrepreneurs, offering them a platform that fosters learning, support and 

guidance, which is translated into practical business success. For Corporate Sponsors, they provide access 

to quality suppliers for Enterprise and Supplier Development (ESD).  

Awethu Project has hybrid model with a for profit and NGO division. They focus mostly on business 

coaching and support with partners such as SEFA, Discovery, Accenture and The Jobs Fund. Awethu runs 

three separate programmes that cater for different kinds of entrepreneurs at the different stages of their 
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entrepreneurial journey from early-stage entrepreneurs that need practical training, mentorship and 

investment to start or grow a small business to established entrepreneurs running an SMME or an aspiring 

industrialist looking for investment and support.  

The aspects of supporting entrepreneurs that seem to be achieving the best results include business 

incubation, training, coaching and mentoring as well as providing access to infrastructure and helping 

entrepreneurs comply to access to finance. Certain support practitioners themselves provide funding as 

part of their programmes for entrepreneurs they work with. However, support practitioners that provide 

only one aspect of support for example through training do not tend to achieve a great enough impact. If 

only training is provided it is then ultimately up to the entrepreneurs themselves to implement what they 

have learnt and without the ongoing guidance and advise as in other programmes there are poor results. 

To effectively support entrepreneurs can therefore be seen as a more “holistic” requirement rather than 

through the provision of isolated solutions.  

Support for Entrepreneurs with Disabilities  

The nature of supporting entrepreneurs with disabilities is complex in that it is not a homogenous sector 

in terms of impairment, socio-economic status, geographical location and other matters that impact on 

opportunity access and participation. The disability severity and type of disability ultimately determines 

one's ability to pursue entrepreneurship.  

The integration of people with disabilities into mainstream entrepreneurial activities necessitates an 

acknowledgement of the power-laden mechanisms they confront, and the dual demands this entails. On 

the one hand, there are expectations that they comply with existing institutional arrangements, such as 

the requirements of banks, the media, customers as well as one another. At the same time, however, by 

being disabled they are also expected to challenge these institutions to accommodate a new set of 

unfulfilled needs. Thus, the need for significant changes in behaviours and attitudes, stimulated by change 

agents/role models demonstrating capability, supported by appropriate support systems, advocacy and 

widespread awareness raising. 

According to the 2011 Stats SA report, the national disability prevalence rate is 7,5% in South Africa. 

Disability is said to be more common among females compared to males (8,3% and 6,5% respectively). 

Persons with disabilities increase with age. More than half (53,2%) of persons aged 85+ reported having 

a disability. People with disabilities face many constraints including limited access to resources, 

stereotypes about their interests and capabilities, and reluctance of employers to provide employment 

(de Clercq & Honig, 2011). Ability to use public transportation is a particular concern identified in South 

Africa. 

In the face of these challenges, there have been initiatives implemented in South Africa to help disability 

entrepreneurship to prosper. For example, Epilepsy South Africa utilises various tools to meet the needs 

of potential, emerging and existing entrepreneurs with disabilities. They have implemented programmes 

such as the Start and Improve Your Business (SIYB) Programme of the International Labour Organisation 

(ILO) and the Vuk'Uzenzele Programme.  

Disability Workshop Development Enterprise (DWDE) positively addresses learning and employment 

opportunities for South Africans with disabilities to become integrated into the workforce. In March 2012, 
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DWDE partnered with the SEDA and organised a daylong seminar for entrepreneurs with disabilities. The 

Seminar boosted entrepreneurship in the disability sector by creating partnerships between the disability 

sector and business development service providers. Persons with disabilities had the opportunity to 

connect with SEDA and other business developers and to investigate how to start their own businesses. 

Free consultation sessions with business advisors were offered to differently able people who attended 

the SEDA seminar. Furthermore, a database of persons with disabilities, especially entrepreneurs, was 

established to create networking opportunities. 

In June 2011, NYDA together with DWDE also launched a project aimed at assisting young emerging 

entrepreneurs with disabilities to develop their own businesses and be part of a growing economy. The 

project was launched as part of DWDE and the NYDA’s drive to support young people to participate in the 

country’s mainstream economy. 

IDC has also developed a Transformation and Entrepreneurship Scheme which has been set to finance 

marginalised groups in South Africa. The aim of this scheme is to ideally stimulate and develop small and 

medium enterprises, and make the mainstream economy accessible to women, people with disabilities 

and workers and communities. The People with Disabilities Fund is one of the funds that form part of this 

Scheme. This fund is discussed in more detail below: 

a) This fund applies to companies where a person or people with disabilities have a minimum 

shareholding of 50% plus one share; shareholding between 25% and 50% will be considered on 

revised terms. 

b) Applicants must demonstrate operational and management involvement. 

c) The maximum amount that can be financed under this fund is R8-million and applies to start-up 

and existing companies that wish to expand. 

d) Only new entrants qualify for financing - that is, those shareholders with a direct or indirect total 

net asset base of less than R15-million. 

Traditional approaches to assisting people with disabilities tend to focus on medical, welfare and 

charitable organisations. Few entrepreneurship development approaches, such as market development 

approaches, consider people with disabilities specifically. They are often highly specialised, and have a 

narrow focus.  They thus do not pay sufficient attention to those excluded due to disability, thus 

perpetuating the marginalisation of those who cannot participate.    

Case study research conducted on programmes in Kenya and Uganda (Daniels & Jeans, 2009) found that 

participation in economic activities such as entrepreneurship, with integrated support, can transform the 

negative beliefs which underpin the exclusion of certain groups. In addition to the traditional business 

development support provided, such as technical inputs and skills development, business counselling 

services and market linkage, business management training and access to credit (in those cases through 

micro-finance organisations), there were key needs for disabled groups. 

These key needs include widespread advocacy and awareness, sensitisation of entrepreneurs and their 

families, to build confidence, using role models to demonstrate capability, and linking to additional 
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support services that relate to health or other development needs alongside business development 

interventions (Daniels & Jeans, 2009). 

Through all support agencies and programmes there is very little that is being done to practically assist 

entrepreneurs with disabilities. Disability can be defined as "any restriction or lack (resulting from an 

impairment) of ability to perform an activity in the manner or within the range considered normal for a 

human being." 

Based on the complexities of supporting people with disabilities and the challenges this presents to 

starting and leading a new business; there are few successful entrepreneurship development programmes 

specifically for entrepreneurs with disabilities. In order to successfully support entrepreneurs with 

disabilities it would be most effective in working with existing organisations, such as the Global Network 

for Entrepreneurs with Disabilities (GNED, 2016).  

GNED is a newly formed organization which recognizes that it is within its capabilities to initiate a call to 

action-to challenge and change international policy, practice, and participation of disabled people in 

developing and building their own successful businesses. GNED believe that around the world, there are 

many thousands of potentially successful business owners with disabilities who are: 

a) In business now, but not making the most of it; 

b) Ready to start-up but are facing a variety of obstacles; 

c) Thinking about starting a business, but are not yet skilled enough to progress their ideas; and 

d) To achieve their potential, they need encouragement, support and information 

There are a number of benefits of working with organisations such as GNED. They can offer a wealth of 

information, support and encouragement to entrepreneurs with disabilities. They can provide a global 

resource of information put together by business owners and entrepreneurs with disability to which 

potential business owners with disability can turn at any stage of their business journey. They are able to 

share their expertise and first hand experiences, thereby helping people along their journey through 

mentoring across the disability spectrum. Such organisations are able to provide encouragement to 

entrepreneurs with disabilities because they have confronted (and in some cases, are still facing) the 

challenges and barriers of starting and growing a business with a disability. They provide a network to 

build community, dignity, and self-determination through a market place for disabled and non-disabled 

business people to connect and collaborate for mutual benefit. 

From a South African perspective, a great example of success achieved by entrepreneurs with disabilities 

can be seen through SHAP (Self Help Association of Paraplegics), which was launched in 1981 by a group 

of unemployed Soweto paraplegics. They decided to operate a factory employing only disabled people, 

doing work on a subcontract basis for industry. By 1989 the factory employed 130 disabled people. The 

key lessons learnt are: 

a) Self-help groups, made up of the people experiencing the problems, are in a unique position to 

identify desirable and effective courses of action to counter the effects of disability. 

b) Self-help groups are attractive to trusts, large companies (including foreign corporations), foreign 

embassies/governments, churches. 
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c) Self-help employment schemes, due to their typically low overhead costs (as a result of donated 

capital) can compete for a wide range of sub-contracted work from industry. 

d) Self-help employment schemes are capable of alleviating the poverty of disabled people in the 

townships in a relatively short time and with achievable capital expenditure. 

Another example can be seen through the South African Disability Development Trust (SADDT) which is a 

vehicle of economic empowerment for persons with disabilities. Its purpose is to deliver benefits and 

create opportunities made possible by the positive policy environment in the country and the human 

rights culture which has emerged in our young democracy. While the history of the Trust goes back to 

1986, its transformation over the past decade as the Thabo Mbeki Development Trust for Disabled People 

means that it is today much more than just a grant-maker, having become a fully-fledged development 

agency. Now, under a new identity as the South African Disability Development Trust (SADDT), the Trust 

asserts itself as a mature and truly independent public entity. Support is intended to benefit persons with 

disabilities, rather than organizations, campaigns, or events. 

The SADDT implements three major programmes for the economic empowerment of persons with 

disabilities:  

1) Skills development and employment by means of learnerships negotiated with the SETAs;  

2) Provision of assistive devices for the workplace and  

3) Poverty alleviation via community-based income-generating schemes. 

The SADDT carries out its work in association with an extensive network of organizations of and for 

persons with disabilities all over South Africa. It views these organizations not as competitors in the field, 

but as vital stakeholders in SADDT programmes. These organisations include:  

1) Autism SA;  

2) Cheshire Homes;  

3) Deaf Federation of SA (DEAFSA);  

4) Disabled People South Africa (DPSA);  

5) Down Syndrome SA;  

6) Epilepsy SA;  

7) National Council for Persons with Physical Disabilities in SA (NCPPDSA);  

8) QuadPara Association of SA (QASA);  

9) SA Federation for Mental Health; and  

10) SA National Council for the Blind. 

According to SADDT it is a proud fact that South Africa has abandoned the traditional medical model of 

disability in favour of a model based on human rights and development. This paradigm shift is clearly 

reflected in the policies and legislation formulated by government in the first decade of our democracy. 

The Bill of Rights in the South African Constitution outlaws discrimination on any ground, including 

disability. It further recognizes Sign Language as a language to be developed.  
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The Integrated National Disability Strategy declares disability to be a human rights and development issue. 

It designates the priority areas to be targeted as education and training, employment, income 

maintenance and social security, and housing. Each of these areas is assigned to a line department for 

implementation. The INDS recognizes environmental access as a major concern.  

In terms of labour legislation, larger employers have to register employment equity and skills 

development plans on which they have to report periodically. In the public sector, 2 percent of jobs have 

to be occupied by persons with disabilities.  

There has also been the development of the National Skills Development Strategy for the period 2011 - 

2016 which requires the SETA’s to open up training opportunities through learnerships for persons 

experiencing barriers to employment because of their disabilities. 

3.6.6 Human Capital 
The South African labour market is characterised by an oversupply of unskilled labour which results in an 

inherent set of challenges in terms of absorption into the formal economy. Education can be seen as a 

pre-condition to entrepreneurial success and it is through partnerships between academic institutions, 

entrepreneurship support agencies and government departments that entrepreneurship can be improved 

in any ecosystem. There are only a few small-scale initiatives to teach entrepreneurship in the school 

system from: primary school, high school, colleges and university.  

In both primary and secondary level entrepreneurship development is critically lacking. There is broad 

acceptance that entrepreneurship education in formal schooling is one of the most effective ways to 

encourage youth entrepreneurship. Entrepreneurship education can contribute in the following three 

ways: it can improve levels of engagement at school and academic performance and promote awareness 

of entrepreneurship as a career option; it can improve the general life and work skills of young people; 

and it can result in income-generating enterprises (Cleveland & Cleveland, 2006).  

This broad recognition of its importance has seen the development of increasing numbers of extra-

curricular programmes encouraging entrepreneurship at schools in South Africa, such as Junior 

Achievement and Young Entrepreneurs. Efforts to integrate entrepreneurship education into school 

curricula for example by the Free State Department of Education, in conjunction with the ILO 

(StartUp&Go) are also gaining traction. 

In 2011, former Deputy President, Kgalema Motlanthe, together with the Human Resources Development 

Council of South Africa (HRDC SA) established nine task teams to address some of the main issues that 

South Africa is facing. One of these, was the Enabling Entrepreneurship Technical Task Team, that has 

been working across the ecosystem from schools, universities and colleges, to the small business space 

through a multi-pronged, multi-faceted strategy.  

According to the Allan Gray Orbis Foundation (2015) the following interventions were created through 

specialist task teams appointed by the Deputy President Kgalema Motlanthein in 2011, and are being 

continually revised to develop South Africa into an entrepreneurial nation. The Department of Basic 

Education is introducing entrepreneurship as a key underlying concept within each subject. There will be 

a focus on curricular and extracurricular developing entrepreneurial skills in learners through business 
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clubs, competitions, entrepreneurial olympiads and entrepreneurial teachers’ awards. The approach is to 

reach students and teachers through education-technology in order to have maximum efficiency, reach, 

minimum cost, and undiluted impact. Specific tech-enabled solutions are also being developed for lower 

income schools with limited access to resources. The aim is to generate excitement around 

entrepreneurship among the youth, by including gamification and practical, hands-on learning. There is 

however a lack of evidence of such interventions being implemented at scale but there are a number of 

independent private companies and NGO’s that are working on similar interventions as a micro level. 

According to a recent article by SME South Africa in relation to the promotion of entrepreneurship, most 

particularly amongst the youth, is a global trend which needs to be encouraged and cultivated in South 

Africa (SME South Africa, 2016). The article identifies a number of initiatives focused on youth 

entrepreneurship including:  

Young Entrepreneurs who aim to edu-tain (educate and engage through entertainment and play). Their 

programme mixes creativity together with entrepreneurship concepts. They take on learners from the 

age of seven, right up to 15 years. The learners participate in entrepreneurial ventures such as tin art, 

recycled jewellery, key rings, photo frames and button art. Their age specific programmes allow kids to 

discover money and business through play and a collection of fun interactive, multi-media minds-on and 

hands-on activities, games, simulations, videos and online applications. 

Wealth Creators which focus on initiatives to “change a generation of the unemployed into a generation 

of entrepreneurs". Their programme's focus on learners from 9 to 17 years. Learners are encouraged to 

pursue various entrepreneurial ventures from chocolate making, walking dogs, selling banting products 

to washing cars. Through their courses learners are introduced, not just to business skills as the course is 

underpinned with significant research that shows that it is the mind-set of high impact entrepreneurs that 

results in the successes. The character traits of entrepreneurship are introduced to the learners to reframe 

the way they think first before trying to teach them to start and manage a business. Their programmes 

teach entrepreneurial thinking, starting a business using the lean canvas method and understanding basic 

cash flow or matchbox accounting. 

Teen Entrepreneurs who suggest that “entrepreneurship needs to be embraced as a means to solving a 

host of economic and social challenges". Their programmes seek to instil a culture of entrepreneurship in 

young people with a focus on teenagers with an interest in starting businesses in the tourism, fashion, 

tech and manufacturing sectors. 

Step Up to Start Up who equip over 15 000 Secondary School learners (mostly from previously 

disadvantaged backgrounds) with realisable steps to becoming job creators as opposed to job seekers. An 

exclusive partnership with Ster Kinekor cinemas nationwide creates the platform to utilise them as 

"Educational Theatres of Learning". They believe the key to successfully igniting the passion for 

entrepreneurship in our society is to start teaching entrepreneurship from early stage development, 

introduced and nurtured from school. 

From a University perspective, institutions that provide general professional and academic degrees are 

starting to infuse entrepreneurship across faculties and not just business and engineering faculties. 
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Examples of initiatives to support entrepreneurs can been seen through the Regenesys Entrepreneurship 

Advisory Council which has been established to provide advice and guidance to the university on matters 

related to the industry. The aim is to create an interface that allows for closer collaboration between 

industry and academia while ensuring that the programmes and interventions remain relevant to its 

stakeholders.  

Through these initiatives it creates the opportunity for collaboration within the industry to formalise best 

practice and introduce innovations for global competitiveness.  

There have been impressive results from universities such as MIT in the entrepreneurial activity of the 

alumni. According to a 2009 study, companies created by MIT’s alumni bring in a combined revenue of as 

much as $2 trillion. Between 2000 and 2006, MIT graduates started more than 5,800 companies. MIT’s 

entrepreneurial impact is so great that it would make those companies the equivalent of the 11th-largest 

economy in the world. 

From a local enterprise development perspective UNISA has recently launched a new masterclass 

programme for Business Incubation Management and Enterprise Development Leadership. The 

programme is offered on a post graduate level, however, a more introductory level programme could be 

developed to assist in the education aspects in launching a social entrepreneurship fund. The purpose of 

this programme is to provide current and future enterprise development leaders and incubator managers 

with the essential knowledge, insight and skills to understand enterprise development (ED) and business 

incubation within the context of South Africa and developing countries to guide enterprises through the 

development pipeline. 

In terms of social entrepreneurship, the Bertha Centre for Social Innovation and Entrepreneurship is the 

first academic centre in Africa dedicated to advancing social innovation and entrepreneurship. It was 

established as a specialised unit at the UCT Graduate School of Business in late 2011, in partnership with 

the Bertha Foundation, a family foundation that works with inspiring leaders who are catalysts for social 

and economic change. Today the Centre is a dynamic space, with several programme areas in Advancing 

Social Innovation, Education Innovation, Inclusive Health Innovation, Innovative Finance with a strong 

focus on South Africa and Africa. The Centre also works closely with the Raymond Ackerman Academy of 

Entrepreneurial Development, and the MTN Solution Space which are also part of the GSB. 

From a government perspective, the Department of Small Business Development has been working with 

TVET Colleges to launch Centres for Entrepreneurship around the country. These centres are being 

created through the department and various TVET colleges. The purpose of the Centre for 

Entrepreneurship is to provide generic enterprise development services and incubation to the college 

graduate students and members of the surrounding communities. These centres contribute towards the 

promotion of entrepreneurship and to assist college graduates who cannot be absorbed by the labour 

market in starting their own businesses. 

Many out of school youth in South Arica lack the skills, capital, networks, education and work experience 

needed to become successful entrepreneurs. The growth of information and communication technology 

infrastructure, especially of cellphone connectivity, can give young people an advantage their older 
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counterparts may not have. This is a potential niche for young entrepreneurs. Although deep poverty, 

poor infrastructure and other factors constrain entrepreneurial activity, cellphone use has grown faster 

in Africa than in any other region. South Africa has the highest levels of penetration. In Nigeria, 70% of 

the middle class under 40 have cellphone connectivity (Juma, 2011). A McKinsey report estimates that by 

2025, half of the population of sub-Saharan Africa will have Internet access, many via smartphone 

(McKinsey Global Institute, 2013). These possibilities resulting from telecommunication infrastructure 

development, coupled with investment from educational institutions, have given rise to a new generation 

of young individuals taking advantage of new business opportunities. Kigali’s Institute of Technology in 

Rwanda can be used as an example, as young people are tapping into new technologies to start businesses 

(Juma, 2011). 

Entrepreneurship education in other parts of the world 

According to Stanford Social Innovation (SSI), in most developing countries, few children graduate from 

secondary school and many don’t even finish primary school. In Ghana, for example, only 50 percent of 

children complete grade 5, and of those, less than half can comprehend a simple paragraph. Even when 

learning outcomes are more “adequate”, very few students continue to secondary school. Job prospects 

for most people in the developing world are poor, and staying in school past grade 5, or even through 

grade 10, does not improve them significantly. In impoverished regions, the vast majority will not secure 

formal employment and will be supported primarily through subsistence level agriculture and trading. SSI 

believes that students in impoverished regions do not need more academic skills, but rather life skills that 

enable them to improve their financial prospects and well-being. These include financial literacy and 

entrepreneurial skills; health maintenance and management skills; and administrative capabilities, such 

as teamwork, problem solving, and project management. 

They have done extensive work on the state of education in developing countries, having visited many 

government, nongovernment, private schools and teacher training programs in Asia, Latin America, and 

Africa. SSI has engaged extensively with teachers, students, headmasters, school owners, and government 

officials and have visited innovative educational programs that are among the world’s largest and most 

successful, including BRAC, an NGO in Bangladesh that owns and operates 32,000 primary schools; 

Pratham, which provides literacy and other educational support programs, teaching 33 million children in 

India; and Escuela Nueva, the Colombian program of mono- and multigrade teaching that has grown to 

20,000 schools.  

SSI has developed a new robust educational model called “school for life,” which combines traditional 

content with more critically important skills. This model shifts the goal of schooling away from the 

achievement of standardised learning outcomes toward making a positive impact on the economic and 

social well-being of students and their communities. The model requires significant changes in both 

content and teaching. First, entrepreneurship and health modules are mandatory curriculum components 

for all primary grade students. Second, student-centered learning methods are used that require students 

to work in groups to solve complex problems and manage projects on their own. This approach is inspired 

by models of adult education in developing countries that focus on self-efficacy as a critical foundation of 

positive livelihood and health-seeking behaviours, along with active-learning education used in 

progressive schools throughout the world. The entrepreneurship curriculum is informed by their work 
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with adult entrepreneurs in developing countries, and it draws ideas from a broad range of financial and 

entrepreneurial programs developed by organisations like the International Labour Organisation and 

Junior Achievement.  

The programme requires learners to practice routine market-like transactions by earning points for 

schoolwork and budgeting those points to obtain valuable prizes, such as sitting in a favourite chair or 

being first in line. Entrepreneurship projects include identifying and exploiting market opportunities 

through business ideas like school gardens or community recycling that create real value. Students learn 

and practice workplace skills and attitudes like delegation, negotiation, collaboration, and planning 

opportunities that are rarely available to them outside their families. 

Through this unique combination of relevant content, practical implementation, and student 

empowerment, children develop a body of knowledge, skills, and attitudes that will enable them to 

succeed and thrive when they leave school, whether they are headed toward college or remain in their 

communities.  

3.6.7 Markets 
Many entrepreneurs make the mistake of starting a business without knowledge of their markets or prior 

to testing the market they want to penetrate (Van Aardt, et al., 2008). Market access is critical for 

entrepreneurs. Entrepreneurs need to assess the opportunity costs, as well as the risks and rewards of 

penetrating a specific market (Herrington, Kew & Kew, 2014).  

The markets for early adopters for proof-of-concept products and services (i.e. to introduce product / 

service for testing under real conditions) will ultimately depend on the type of product or service. 

Herrington and Kew (2013:43) state that experts maintain that South Africa is dominated by large 

companies which constrain the small business sector. As a result, entrepreneurs are discouraged from 

entering many sectors and the over-representation of large companies also hinders entrepreneurs and 

potential entrepreneurs in recognising opportunities. However, as a result of globalisation, many local 

entrepreneurs’ networks reach across the globe which enables potentially larger markets. In addition, 

SA’s Diaspora communities, resultant from trade or labour migrations often maintain strong ties with their 

homeland which also stimulates access to markets. South Africa’s multinationals furthermore contribute 

to our reaching markets beyond our borders. There are a number of associations that provide services to 

small businesses in such markets for example the Foundation for African Business and Consumer Services 

(FABCOS). The foundation aims to ensure that informal black business becomes part of the mainstream 

of the South African economy. FABCOS’ geographical sphere of operation is in townships and rural areas. 

Its strategic focus is centred on the circulation of the Township Black Rand; meaning that money spent by 

black consumers should circulate and multiply first in the areas populated by black people, before finding 

its way back to the essentially white-owned economy.  

The report from the Nexii Development Impact Trust Corporate Structure Research (2012) asserts that 

market access and a competitive environment are the essential requirements for a vibrant SMME sector. 

However, South Africa has been described as ‘incredibly corporatized’ with little room and opportunity 

for SMME’s. The report further states that the BBBEE codes of Good Practice and the Enterprise 
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Development (ED) codes represent both a challenge and opportunity to further inspire growth and 

development within the SMME sector. These two codes have the possibility to significantly contribute to 

an increase in market access and competition, as well as the support required to assist SMME’s to 

establish, grow and reach maturity.  

According to Business Day Live (2016) the amendments to the codes are focused on better aligning the 

Act and the codes. The key amendments include the introduction of a trumping clause, the setup of the 

B-BBEE Commission, the requirement to specify monitoring, evaluation and reporting, the introduction of 

offence penalties and prohibitions for fronting as well as the introduction of the concept of “B-BBEE 

verification professional Regulator” and the need to specify qualification criteria for procurement and 

other economic activities for organs of state or public entities. In sectors where there is a sector code 

measured entities will be measured only in terms of that sector code. Entities are now required to report 

annually on their B-BBEE status to the Sector Councils. The emended scorecard merged a number of 

elements in terms of ownership, Employment Equity (EE) which have been merged with Management 

Control, Skills Development and Preferential Procurement which have been merged with Enterprise and 

Supplier Development. The amendments also aim at providing clarity and extension of the Minister’s 

power to make regulations. (BD Live, 2016).  

According to BEESA (2016), the changes to the codes have created additional opportunities for Exempt 

Micro Enterprises (EME’s) and Start-ups. 

1) EME’s and Start-ups now automatically qualify as “Empowering Suppliers”, beneficiaries to 

receive support. 

2) At least 25% of cost of sales excluding labour cost and depreciation must be procured from local 

producers or local suppliers in SA. For the service industry labour cost it is capped at 15%. 

3) At least 40% of the points in each of the Preferential Procurement targets are allocated to Supplier 

Development and Enterprise Development. 

4) Large enterprises need to spend at least 12 days per annum of productivity deployed in assisting 

Black EME beneficiaries to increase their operational or financial capacity. 

5) For large enterprises, the new Skills Development Expenditure target has doubled from 3% to 6% 

that must be spent on skills development. 

6) A 60% target has been introduced for BEE Procurement Spend from all empowering suppliers as 

a percentage of Total Measured Procurement Spend (TMPS). 

7) For supplier development, a new target of 2% of Net Profit after Tax has been introduced in terms 

of the annual value of all Supplier Development Contributions. 

The changes have positively impacted EME’s and start-ups with more of a focus on preferential 

procurement, enterprise and supplier development targeted on smaller enterprises.  

Access to markets through Enterprise and Supplier Development  

Some of the more effective enterprise development programmes implemented as CSI initiatives have 

been those that assist SMME’s to integrate into formal value chains and access markets. Examples are the 

SAB Kick-starter Anglo Zimele programmes.  
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The South African Breweries (SAB) has evolved its 20-year-old youth entrepreneurship programme, SAB 

KickStart, expanding it into three enterprise development initiatives. The three programmes are SAB 

KickStart Ignite, SAB KickStart Boost and SAB KickStart Elevate, each targeting youth-owned businesses 

with different areas of focus and at varying stages of operation. This three-pronged approach and 

commitment to enterprise development is aimed at supporting the emergence of strong and sustainable 

businesses that are able to make a valuable contribution to the country’s economic transformation. Some 

of the SAB KickStart’s successes over 20 years include supporting a total investment of over R90-million, 

24 558 entrepreneurs and the creation of 3 458 youth-owned businesses. The comprehensive support 

afforded to participants by SAB KickStart has ensured the survival of many start-ups which ordinarily have 

short lifespans. According to an independent impact study done in 2013, at least 84% of all businesses 

which participated in SAB KickStart were still in operation after three years.  

The Anglo Zimele enterprise development fund is divided into three separate funds - the Supply Chain 

fund, the Anglo Khula Mining fund and the Small Business Start-up fund. These funds have been 

established by Anglo American to empower black entrepreneurs through the creation and transformation 

of small and medium enterprises (SMEs) in South Africa. The success factors of the Anglo Zimele Model 

can be summarised as:   

a) Flexibility - the model is not rigid i.e. debt-equity ratios are flexible and can be designed to suit 

the investment. 

b) Equity stake by fund - the fact that the investment fund takes the risk of taking an equity stake in 

the SME is a major departure from the traditional approaches adopted in the past, creating an 

incentive for the fund to take more interest in the day to day operations of its investees. 

c) Unsecured loans - the model provides flexible financing mechanisms for the SMEs in the form of 

unsecured loans, when deemed appropriate. 

d) Co-sharing of risks - by encouraging the entrepreneur to have a stake in the company, risks are 

co-shared. 

e) Hand-holding/incubator approach - an integral part of the model is provision of business 

development support and transfer of technical skills 

Furthermore, Anglo American’s Entrepreneur Internship Programme (EIP), demonstrates Anglo 

American’s commitment to supporting Government’s National Development Plan through job creation 

and supplier development.  

The programme was developed to enable high potential entrepreneurs and established business owners 

to help hone their skills over a period of 12 to 18 months, in order to create high-impact, and sustainable 

businesses that will offer employment opportunities to their communities. In its second phase in 2015, 

the EIP has achieved an 80% success-rate to date, and has supported twenty-eight (28) existing 

businesses, including six (6) start-ups and twenty-two (22) established businesses through the Anglo 

American Zimele Sebenza Fund. The Anglo EIP is an enhanced growth experience for early-stage 

entrepreneurs and business owners who have the capacity to start or grow their existing businesses, thus 

maximising employment and improving revenues. Together these components empower individuals to 

bring their ideas to market, or grow their existing businesses to the next level. The EIP also affords 

entrepreneurs the opportunity to learn how they can be incorporated into supply chains, including that 
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of Anglo American. Support programmes that seek to offer a ‘missing ingredient’ such as finance, 

mentoring or other business development services, without looking at this crucial component of the 

ecosystem, have generally not been successful.  

Entrepreneurs can look up to Digital Marketing in order to access the market. Chinje (2015) asserts that 

Digital Marketing refers to e-marketing, web marketing, online marketing or social marketing; it uses web-

based technologies to build brands, scale businesses and assist companies to create and satisfy customer 

needs. Digital Marketing may be considered slow compared to the conventional media, however, SMME’s 

are realising the important contribution of digital marketing to their marketing strategy.  

A number of SMME’s are said to have established websites which open opportunities for communication 

and distribution channels which otherwise would not be obtainable in the physical marketplace (Chinje, 

2015). Benefits of digital marketing include: 

a) “Co-creation solutions with customers that will provide the competitive edge to SMME’s as they 

become innovative and are able to develop products and services that address customers’ needs. 

b) Generating faster revenues and facilitate the measurement of the effectiveness of SM campaigns. 

c) Generate voluminous, ongoing and real-time qualitative and quantitative data that can be mined 

for precision target marketing and deep customer insights. 

d) Obtain timely feedback from their current and potential customers put in the customer’s own 

voice through verbatim quotes” (Chinje, 2015). 

SMME’s can adopt digital marketing to access the market easily, quicker and effectively and to gain 

competitive advantage. 

Access to markets is one of the fundamental requirements for entrepreneurs to achieve growth and 

sustainability for their business ventures. Having a great product or service but not being able to reach 

potential clients results in business failure. Identifying and understanding the market remains a common 

challenge for entrepreneurs. Although this can be solved through practical education and support such as 

market research, segmentation and marketing support services to assist entrepreneurs at determining 

product and market growth strategies.  
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The Ansoff Growth Matrix is particularly useful as it assists at determining a business’s product and market 

growth strategy the matrix suggests that the attempts of a business to grow will depend on whether it 

markets new or existing products in new or existing 

markets. The output of using the matrix provides 

possible product/market strategies in terms of either 

market penetration, market development, product 

development and or diversification. Not only does this 

model play an important role for entrepreneurs to 

understand market dynamics but it can be used to 

further support the need for the development of 

market related support solutions for entrepreneurs in 

South Africa. Limited market access is one of the 

fundamental barriers to South Africa’s attempts to 

boost SMME development.  

Diagram: Ansoff’s Growth Matrix 

 
Through Enterprise and Supplier Development the corporate sector stands to make a substantial 

contribution to supporting and developing SMME’s, enabling them to actively participate in the supply 

chain of major industries will contribute to building sustainable small businesses, which could then 

become larger enterprises. Although corporate businesses are often viewed as the stronger competitors 

of SMME’s, these larger companies can be a powerful partner that any owner of an SMME can leverage 

to achieve more growth within their business. Partnerships with large corporate businesses can assist in 

terms of building the credibility a SMME needs within their respective fields as well as offering access to 

a larger customer base. Gaining access to corporate value chains is one of the biggest barriers for 

entrepreneurs although incubators and accelerators often help bridge the gap between entrepreneurs 

and corporates by developing a trust relationship. With the start of commercial banks now providing 

incubation services this offers entrepreneurs an opportunity to enter supply chains through the relevant 

banks, business banking client base, thereby providing a platform for buyers and suppliers to engage.  

Compliance becomes increasingly important for SMME’s to access the corporate sector. For 

entrepreneurs, it is important to establish good compliance so as to access corporate supply chains while 

for corporates it is important to create opportunities to support small businesses so as to meet their 

preferential procurement requirements as part of the BBBEE codes. Linked to the support and education 

aspects of the ecosystem unique training programmes could be developed to help entrepreneurs 

understand and adhere to the relevant compliance requirements.  

According to the Banking Association of South Africa, the government is involved in promoting SMME’s 

via various policies and initiatives e.g. The National Small Business Act of 1996, National Small Business 

Council, Ntsika Enterprise Promotion Agency etc. The public sector represents an important market for 

SMME’s in South Africa. Over 20% of government procurement are spent on women entrepreneurs in 

South Africa. This potential market is however very risky for small businesses as payments from 

government are often not received in time leaving the entrepreneur in a difficult cash flow position.  
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Using technology to gain access to markets provides a relatively affordable mechanism for entrepreneurs 

to create awareness and generate sales leads, for example through social media (Facebook, LinkedIn, 

YouTube, Twitter), although a large population of aspiring entrepreneurs still do not have access to the 

required resources (hardware, software and connectivity). Using technology to develop innovative 

business models and access markets has proven to be most successful in other parts of the world such as 

Silicon Valley however a large number of potential entrepreneurs in South Africa are not able to leverage 

such opportunities due to the nature of the challenges with internet connectivity and infrastructure. 

Access to technology is one of the major challenges in most provinces, especially in township and rural 

areas.  

There are a number of exciting initiatives from private companies and NGO’s such as Geekulcha in the 

Northern Cape. The organisation aims to nurture interest among youngsters in pursuing careers in IT and 

provide a hub where they can learn and grow. Their focus is on empowering the youth through ICT skills 

development and training while giving them a taste of what awaits them in the big world through industry 

exposure. Their aim is to create a culture of innovation, creativity, development and entrepreneurship 

amongst their fellow youth. Geekulcha creates an enabling platform for Innovation and Creativity to 

develop skills and help grow the socio-economic structures of our society. They have a woman in IT 

programme called Raeketsetsa; with the aim of introducing the IT industry to schoolgirls through 

motivational talks, training and other projects. They have been working with the Northern Cape 

government and open source software to make technology more easily accessible to entrepreneurs in 

rural areas. The first initiative has been based on a trolley system equipped with 20 laptops which are all 

installed with Enterprise Resource Planning (ERP) modules. The programme has been based on using 

these units to travel around the province providing entrepreneurs with access to computer hardware and 

software required to management their businesses. 

Creativity and innovation are increasingly important areas through which to support entrepreneurs. The 

GEM report showed that the general level of innovation tends to be low with many entrepreneurs 

indicating that none of their customers would consider their products and services to be new and that 

there were many competitors selling similar products and services. 

4. Key Stakeholders 
A number of key stakeholders have been identified in terms of their involvement in providing support to 

entrepreneurs. These stakeholders have been categorised as government, corporate, non-profit and for 

profit organisations as support practitioners. These stakeholders have been presented in terms of a 

stakeholder map with a summary diagram showing the main stakeholders in each of the relevant 

categories. These categories include networking and pipeline partners, educational institutions including 

private institutions, incubators and accelerators, funding and support, private sector (including NGO’s and 

VC’s), the public sector (including Parastatals and International Donors) as well as entrepreneurship and 

youth development companies. 

The below table provides an overview of support available to entrepreneurs in South Africa from 

stakeholders in the various categories and in terms of their focus relating to the various entrepreneurship 

stages (ideation, start-up, early stage, acceleration and growth).  
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Category  Core focus  

Government From a government perspective, a lot of support is being provided in the start-up 
and early stage. There is no support in the ideation stage with very little in the 
acceleration and growth stages. 

Corporate From a corporate support perspective, there is a primary focus on start-up and 
early stage with a few programmes spanning into the acceleration phase. There is 
little support in the ideation and growth stages. 

Non-profit (NGO) From an NGO perspective, there is a lot of work being done in the ideation stage 
in contrast to the little support that is provided from practitioners in other 
categories. There is also a lot of support from NGO’s in the start-up and early stage 
but less of a focus on the acceleration and growth stages. 

For-profit In terms of for-profit service providers, there is support that spans all stages from 
ideation to growth. Although there are few programmes in the ideation stage it is 
focused on more than in any of the other support practitioner categories. 

 

From the above-mentioned focus areas, it is evident that there is very little support in the ideation stage 

which is an important stage to test concepts, ideas and prototypes; to understand and develop customer 

traction and value proposition. There is a similar challenge in relation to available support in the accelerate 

and growth phase of business development. 

4.1 Stakeholder Map 
The stakeholder map provides a directory of all the relevant companies including information on the 

company’s name, address, contact details, type of entity and category (Private Company, NGO or 

Government, etc.), core focus and description of the company. The stakeholder map image provides a 

summarised view of the various stakeholders within the ecosystem. The details of the database then 

provide further information in terms of understanding exactly what each company offers. A number of 

these stakeholders were identified as potential partners for the foundations to investigate working with, 

as discussed further in the report.  

See Annexure B: The Stakeholder Map 
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Image: Stakeholder Map Diagram 
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4.2 Potential Partners 
The below list provides a summary of potential partners that the foundations could engage so as to further 

investigate and develop tangible collaborations to leverage the work of these organisations. These 

potential partners were engaged with throughout the research project, some of which provided access to 

their networks of entrepreneurs for surveys and others that participated in interviews. These potential 

partners have been identified based on a number of unique opportunities related to the potential leverage 

points within the ecosystem.  

Support: 

1) Bring Change Africa - NGO mentorship programme 

• They have established a large-scale mentoring programme with a number of influential 

mentors and partners including Robert Gumede and Sam Branson (from the Branson 

family) as well as the Caxton group through which they are able to create awareness for 

initiatives through local newspapers. Bring change have the potential to assist the 

foundations in terms of entrepreneurship culture leverage points.  

2) Awethu Project - business incubator 

• Considered as one of the leading incubators with innovative funds and programmes that 

have been achieving great results to date. From the large amount of support practitioners 

Awethu are one of the very few that have programmes in the ideation stage, identified as 

an important area for a new venture to achieve growth and sustainability. The 

foundations could look at supporting Awethu programmes to achieve a greater impact 

throughout the country.  

3) North West Development Corporation (NWDC) 

• The NWDC have been offering a more holistic approach to supporting entrepreneurs in 

the region through access to infrastructure in terms of their commercial, office and retail 

portfolio of properties which they make available at reduced (subsidised) fees. The NWDC 

is one of a few organisations that is taking such an approach in providing more than just 

training, coaching and mentoring. The foundations could learn from their portfolio 

structuring so as to guide potential interventions related to leverage points in the support 

aspects of the ecosystem. 

4) Khwebo - mentorship and business support 

• They have developed a number of systems to improve support offered to entrepreneurs 

through business coaching, mentoring and incubation. They have made great progress in 

the North West working with Anglo. Their systems could be scaled and made available to 

other incubators and support practitioners in other provinces.  

5) Wesgro - export training and support 

• They are one of a few organisations that provide support around accessing markets 

through their unique programmes focused on import and export. They have been working 

closely with the Western Cape government to encourage the development of export 

ready small businesses. The foundations could learn from their programmes and dealings 

with government to develop and launch similar interventions throughout other regions. 
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6) Diamond Creative Vision Hub - social enterprise and business incubator 

• The DCVH is based in Kimberley; which is in the Northern Cape, one of the provinces with 

the highest rates of unemployment. They have been doing a lot of work in creating an 

entrepreneurial mind-set and culture in the region. The foundations could look at 

supporting such initiatives to scale their impact in the provinces and potentially around 

the country, in collaboration with other strategic partners. 

7) UBUNTU Business - entrepreneurship development and support  

• Based on their experience related to entrepreneurship development (accredited training, 

coaching and support). UBUNTU offers a series of unique entrepreneurship development 

and learnership programmes through which the foundations could provide bursary 

opportunities to aspiring entrepreneurs. There is also an opportunity to work with 

UBUNTU as an implementation partner through various ecosystem interventions to 

achieve a large-scale impact on the ecosystem.  

Finance: 

1) SaveAct - rural savings and credit groups 

• They have an innovative savings and credit solution for entrepreneurs and small business 

owners with a network of 51 000 members currently making use of their services. They 

have a large footprint in KZN and Eastern Cape with an opportunity to launch in Gauteng. 

The foundations could investigate ways of using their platform and services to launch on 

a larger scale so as to improve access to finance for micro enterprises. 

2) QuickBooks - accounting and payroll software 

• They provide important services from the financial management and training perspective 
with more than 1 000 000 clients in Africa. The have recently started investing in 
entrepreneurship support through the setup of a co-working space at their head office in 
Johannesburg with potential to do the same at their other offices around the country and 
Africa. The foundations could look at working with QuickBooks in providing entrepreneurs 
with access to important financial management software and training.  

3) SMEasy - financial management platform for small businesses  

• An affordable online small business financial management and accounting system 

specifically designed for entrepreneurs and people in small businesses who don’t 

understand accounting. There is an opportunity for the foundations to increase 

awareness of and access to the system which will ultimately assist at formalising informal 

businesses to help them start qualifying to access financial support. The foundations 

could also use the platform to launch their own innovative funding solutions.  

4) FinFind - access to finance platform for small businesses  

• They have recently launched an innovative platform for entrepreneurs and small 

businesses to access finance in partnership with SEDA, the Department of Small Business 

Development and the Human Resource Development Council (HRDC). The platform 

provides an opportunity to assist at solving the access to finance challenge faced by 

entrepreneurs. The foundations could work with FinFind to increase awareness and use 

of the platform as well as use it as a channel through which to launch new funds.  
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Education: 

1) Milpark Business School - higher education institution 

• The Dean of the business school, Cobus Ousthuisen has a passion for 

entrepreneurship development and has also completed other entrepreneurship 

ecosystem studies. Milpark has an established network with links to venture capital 

companies, other academic institutions and influential entrepreneurs. The 

foundation could consult with the business school on important matters related 

ecosystem interventions.  

2) Bertha - Centre for Social Entrepreneurship and Innovation 

• They are the leaders in terms of social innovation and entrepreneurship with a 

number of innovative programmes to support early stage entrepreneurs. They also 

have extensive links through other academic institutions and strategic partners. Their 

work through Impact Investing could be a key opportunity for FRF and FREF team 

empowerment, training and strategic consulting for the foundations.  

Technology: 

1) RLabs - technology incubator 

• They are well established in the Western Cape and have been able to achieve great 

results through technology skills transfer to the youth. They have extensive 

experience in working within communities through innovative technology solutions. 

The foundations could look at supporting such initiatives to implement throughout 

the country in key areas where technology skills and support are lacking.  

2) Cape Craft Design Institute (CCDI) - product and market development 

• They have a unique programme focused on assisting aspiring entrepreneurs to test 

their ideas through access to specialist equipment and technical support in 

prototyping new products. This approach is linked directly to the need for support in 

the ideation stage where support is currently lacking. The foundations could look at 

working with CCDI to launch their model in other provinces.  

3) Geekulcha - technology and entrepreneurship development 

• This innovative organisation is leading the way in terms of educating the youth on 

opportunities through the use of technology. They are imparting a culture of 

innovation and creativity, working with other strategic partners such as local 

governments and universities to inspire the youth to consider tech start-ups. They 

have extensive experience and traction which could be leveraged to create a larger 

social impact.    

4) Africa Mayibuye Foundation - social enterprise, accelerator and hub  

• They are Bloemfontein’s only business accelerator working closely with the Central 

University of Technology (CUT) and operating in one of the provinces with the 

country’s highest unemployment rate. There is a need to further develop and support 

such initiatives in regions with high unemployment. The foundations could look at 
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supporting such initiatives to scale their impact in the provinces and potentially 

around the country, in collaboration with other strategic partners. 

Sector Specific: 

1) United Way - world’s largest NGO, partners with Deloitte 

• Recently launched the SA office in partnership with Deloitte and working closely with 

other key stakeholders including government (more specifically the City of Joburg) 

with the initial focus on influencing the CoJ food resilience strategy implementation 

through 2000 agricultural cooperatives. The foundation could work with United Way 

in relation to sector specific entrepreneurship support programmes in agriculture 

through potential matched funding campaigns.  

2) City of Joburg Food Resilience - government food security division 

• The CoJ food resilience unit have recently started working on establishing a network 

of urban food gardens in the inner-city. In partnership with the efforts of United-Way 

to impact the implementation of the CoJ food resilience strategy the foundations 

could look at funding sector specific programmes (i.e. Agricultural Entrepreneurship 

Development Programme) training and coaching to support these initiatives.  

3) Ekukhanyeni Relief Project - niche agricultural support programmes 

• A well-established and experienced NGO focused on the provision of agricultural 

training, coaching and support for small scale farmers in rural communities. They 

offer one of SA’s only Agri-SETA accredited agriculture training programmes. There is 

an opportunity to scale their impact in other rural areas around the country through 

a national network of small scale and emerging farmers. 

Disability: 

1) I Scream and Red - disability focused manufacturing support 

• They are a Cape town based disability focused initiative that aims at assisting 

entrepreneurs with disabilities to become economically active through sewing and 

manufacturing businesses. The team have a passion for supporting entrepreneurs 

with disabilities and have extensive experience in working in the sector. There is a 

need to support such initiatives to mainstream opportunities for entrepreneurs with 

disabilities and there is an opportunity to scale their current operation and launch 

similar initiatives throughout the country.  

2) Redeeming Hope for the Disabled - disability support initiative  

• They are a Gauteng based disability support initiative focused on assisting displaced 

people with disabilities through unique programmes in the refurbishment of wheel 

chairs and other mobility solutions. The organisation has identified an opportunity in 

agriculture for small scale farmers with disabilities. There is an opportunity to work 

with other strategic partners such as Ekukhanyeni Relief Project to develop and pilot 

a unique agricultural training and support programme for people with disabilities.   
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3) Wits Disability Unit (WDU) - a division of Wits University  

• The WDU operates as a division of Wits University with a specific focus on supporting 

students with disabilities. They are working towards the development of innovative 

systems to improve education for people with disabilities. There is an opportunity to 

support the WDU in their initiatives to improve access to education for people with 

disabilities and potentially scale such solutions to other universities around the 

country.  

4) South African Disability Development Trust - education and support 

• There are opportunities to support entrepreneurs with disabilities through 

partnership with and investment in the SADDT Skills development and employment 

programmes by means of learnerships negotiated with the SETA’s, through the 

provision of assistive devices for the workplace and through poverty alleviation via 

community-based income-generating schemes. 

Government: 

1) The Department of Small Business Development – government 

• As one of the key government departments the foundations could look at developing 

a strategic partnership to work together with government to improve the status of 

the entrepreneurship ecosystem. They have recently launched a number of centres 

for entrepreneurship at TVET colleges around the country. The foundations could 

leverage the potential impact of their centres to improve entrepreneurship culture, 

apprenticeships and internships. There is also an opportunity to link such 

interventions with those of the skills development research project potential leverage 

points.  

Venture Capital: 

1) Caban Capital - Venture Capital partners 

• Through their extensive experience and holistic VCC solutions Caban Capital provides an 

effective platform for the foundations to leverage their funding. Based on their 

international networks and support service subsidiaries within the group of companies 

Caban Capital provides more than just equity finance to entrepreneurs so as to reduce 

risk and ensure the effective use of funding.  

5. Research Results 
The research results are presented in three sections: surveys results, interview results and triangulation 

of results. Comments on findings have been provided to highlight key issues, trends and interesting 

comparisons between findings. In surveys, comments are drawn from the scores of the dimensions, as 

well as from average responses to individual statements that comprise the questionnaire. The results are 

then discussed further in comparison to the interview findings.  

The survey results are provided for the quantitative aspects of the research with the objective of 

determining the respondent’s opinion relating to specific dimensions in the various aspects of the 
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ecosystem. A total of 815 surveys were completed through fieldwork with entrepreneurs around the 

country in all nine provinces. The data was used to test whether there were statistically significant 

differences in scoring e.g. between sectors, provinces, entrepreneur demographics and so forth.  

The results are shown through the use of a scoring system that indicates the respondent’s perceptions 

and opinions as either positive (optimistic) or less positive (pessimistic) in relation to the various 

dimensions drawn from the ecosystem. It is important to note that in most surveys, respondents tend to 

overstate personal attributes. It must be borne in mind the survey measures perceptions and not objective 

reality. However, this does not mean that their perceptions are any less valid. The survey questionnaire 

was based on themes (dimensions) related to the entrepreneurship ecosystem (policy, finance, culture, 

support, human capital and markets).  

The survey dimensions include: regulations, finance, personal and social, people management, financial 

management, marketing, technology and planning for growth. These dimensions are described as follows: 

1) Regulations - the overall regulatory environment in terms of laws, policies and acts.  

2) Finance - more specifically in terms of access to finance, both (public and private) funding. 

3) Personal and social - intrinsic aspects of the individual respondent (risk, culture etc.). 

4) People management - the human resource aspects of the respondent’s business venture.  

5) Financial management - processes and procedures related to managing their finances.  

6) Marketing - in terms of the respondent’s capabilities related to marketing their business. 

7) Technology - more specifically in terms of access to and use of available technology.  

8) Planning for growth - in terms of the respondent’s aspirations, goals and targets.  

Respondents were asked a series of questions to understand the extent to which they agreed or disagreed 

with statements relating to each dimension listed above, using a five-point Likert scale (Strongly Disagree, 

Disagree, Neither Disagree nor Agree, Agree, Strongly Agree). 

Verbal Scale Numerical Scale 

Strongly Agree 4 

Agree 3 

Neither Agree nor Disagree 2 

Disagree 1 

Strongly Disagree 0 

 

The scores of the various statements were converted into percentages where a higher percentage shows 

a positive result and a lower percentage shows a negative result. The overall score for each specific 

dimension is the average of the scores of the statements making up that dimension. The overall score was 

given by averaging the scores across all the dimensions and was expressed as a percentage. The table 

below shows how the scores can be interpreted: 
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Percentage Opinion Rating 

0% = strongly disagree (very poor) 

25% = disagree (poor) 

50% = neither agree nor disagree (neither good nor bad) 

75% = agree (good) 

100% = strongly agree (excellent) 

 

The below table provides information on the characterisation of respondents in terms of their province, 

sector, personal characteristics and business profile.  

Table: Province and Sector 

Province Majority of respondents came from Gauteng with the next largest group 

from Limpopo. Western Cape scored the most positively whereas Limpopo 

and KZN scored the least positively.  

Sector Majority of respondents were in the Services Sector followed by 

Manufacturing, Retail and Construction.  

 

Table: Personal Characteristics 

Age Majority of respondents that were the most economically active were 

between 20 to 40 years old (69.4%). Respondents aged 40 years and older 

scored the least positively.  

Gender There were more male than female respondents, but there were substantial 

numbers of both. Males scored more positively than females. 

Race Majority of respondents were African. Whites scored more positively than 

Africans and Coloureds. 

Disability 

 

Majority of respondents were not disabled. There was no major difference 

in scoring from entrepreneurs with disabilities.  

Education 

 

Majority of respondents have a Grade 12 qualification. A substantial number 

had less than a Grade 12 education. (33.7%) had post school qualification 

‘certificates’ whereas 3.1% had ‘diplomas’. Those with less than a Grade 12 

education scored the least positively. Interestingly those respondents with a 

Post school diploma scored more positively than those with Grade 12 or a 

Post school certificate. 

Previous work 

experience 

Majority of respondents have had no previous work experience. Those with 

no previous work experience scored less positively than those respondents 

who had some amount of previous work experience. Those who selected 

having had “full-time employment” experience scored more positively than 

respondents who selected “none”. 
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Table: Business Profile 

Registered Majority of respondents have registered businesses. A substantial number 

have not registered their businesses as yet. Respondents with registered 

businesses scored more positively for every dimension. 

 

Start-up Majority of respondents (76.6%) had one source of funding to start-up their 

businesses whereas 9.8% of respondents had more than one source of 

funding. Those with no funding scored less positively than those respondents 

who obtained funding. 

Area of operation Respondents mostly operate out of cities and townships. There was a 

substantial number of respondents that operate in rural areas. Respondents 

operating in towns and cities scored more positively than those operating in 

rural areas.  

No. of employees The majority of respondent’s employ between 2-5 people. The next largest 

group of respondents are those with 1 employee (the entrepreneurs 

themselves). Respondents who employ between 2-5 people scored more 

positively than those with 1 employee. 

Trading history Overall 71.4% have been trading for 3 years or less. The majority of 

respondents have been trading for less than a year with the next largest 

group trading between 1-3 years. Those who have been trading for more 

than 10 years scored less positively.  

Business support Just under a quarter of respondents have received assistance, 60% have not 

received assistance and 16% have applied but were unsuccessful. Out of the 

60% that did not receive assistance: 33% did not try and 27% did not know 

where to go. Those that did not receive assistance because they did not 

know where to go, scored the least positively. Although most respondents 

did not receive support, a substantial number did. Those who did receive 

support scored more positively. 
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The below pie chart shows the spread of business support received, and not received either because they 

tried and were unsuccessful, did not know where to go or did not try.  

 

Despite the large number of support agencies, many entrepreneurs (27%) were not aware of what 

assistance is available or how best to access it effectively. The results show that where respondents have 

received support, their scores tend to be more positive.  

5.1 Overall Results 
The below graph shows the overall average score and the various scores per dimension. The overall score 

is 68% which is a reasonable score suggesting that the respondents were more positive about the various 

dimensions However, some high scores are being offset by some very low scores.  

The various scores show that the respondents were less positive about the regulations and finance 

dimensions. These results suggest that the respondents find these two dimensions to be the most 

inhibiting to the growth of their business ventures. Other dimensions scores were more positive 

suggesting these dimensions are enabling. From a more intrinsic perspective the scores show that 

respondents are prepared to take risks, learn from their mistakes and are resilient (able to keep positive 

when times are tough).  
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The below table shows dimensions sorted from highest to lowest. The green shading indicates highest 

scores and red shading indicates lowest scores. 

 

TOTAL SCORE 68 

  

PERSONAL AND SOCIAL 79 

PLANNING FOR GROWTH 79 

MARKETING 74 

PEOPLE MANAGEMENT 73 

TECHNOLOGY 69 

FINANCIAL MANAGEMENT 64 

REGULATIONS 53 

FINANCE 42 

 

The highest scoring dimensions were: Personal and Social dimensions as well as the Planning for Growth 

dimension. The lowest scoring dimensions were: Regulations and Finance. These are the areas of most 

concern, where there are problems within the ecosystem. 
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The below tables show the highest and lowest overall scoring statements: 

Highest scoring statements Score 

I have a clear vision for my business 82 

I am confident to introduce myself to other business people 81 

I am prepared to take risks to make my business grow 81 

It is important to keep developing the skills of my employees 81 

I know what I want to achieve by the end of this year 80 

 

The highest scoring statements indicate that respondents have confidence and are optimistic about their 

businesses. They believe that they know where they want to go and that they will take risks to grow their 

businesses. They recognised the importance of skills development.  

  

Lowest scoring statements Score 

I have easy access to government funding for my business 30 

I have easy access to private funding for my business 34 

I feel confident to approach banks for funding 39 

I am easily able to tender for new business 46 

The conditions of employment make it easy for me to hire more staff 48 

 

The lowest scoring statements around finance, regulations and financial management are based on the 

respondent’s perceptions of access to finance and the nature of the regulatory environment in terms of 

policy, legislation, the conditions of employment, compliance, the tendering process and access to 

finance. Although confident in some ways, respondents are not confident to approach banks for funding.  

Despite their belief in their own business vision, and positive perceptions about marketing and business 

management skills, they perceive the greatest barriers to their growth to be regulation and lack of finance. 

Given that the majority of businesses operate at a survival or slightly above survival level, there seems to 

be some disconnect between their perceptions of obstacles, and the realities of their businesses. It should 

not be assumed that a loan or more money would be sufficient to transform them.  

The overall scores per category provide important information and insights to the foundations. From a 

Personal and Social perspective, the scores show that entrepreneurs have confidence in themselves and 

are displaying the characteristics required to start and grow a successful business. From a Planning for 

growth perspective the results show that entrepreneurs are thinking about the future of their businesses 

and have (to a large extent) goals and targets for the future. In terms of Marketing the scores show that 
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entrepreneurs feel competent in the requirements of marketing their businesses however still seem to 

have difficulty in accessing markets. From a People Management perspective, they feel they have the 

necessary management skills to manage their staff however still find difficulties with current labour 

relations legislation. In terms of Technology the results show that many entrepreneurs rely on technology 

to support their business and could use better access to technology in order to grow their businesses. 

From a Financial Management perspective entrepreneurs seem to be confident in their abilities to manage 

the financial management requirements of their businesses however there is always room for 

improvement with a requirement to improve competencies as their businesses grow. The Regulations 

scores show that entrepreneurs find a number of challenges around the regulatory framework in the 

country, having difficulties with compliance of certain legislation and rules of the game. The Finance 

scores show major concerns for entrepreneurs more specifically in access to finance and the link to the 

regulation aspects of terms of the requirements to access available funding.  

5.2 Results per Province 
The below table shows the provincial scores per dimension following a similar trend as the overall scores, 

the table is used to compare the provincial scores and the overall scores. The green shading indicates 

highest scores and red shading indicates lowest scores across provinces. 
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Total Score 68 
 

70 57 72 73 69 63 71 71 68 

 
 

 
         

PERSONAL AND SOCIAL 79  84 62 82 85 79 76 85 86 79 

PLANNING FOR GROWTH 79  83 64 86 79 82 74 83 86 82 

MARKETING 74  78 61 76 83 74 74 74 78 73 

PEOPLE MANAGEMENT 73 
 

77 59 77 81 75 71 72 80 76 

TECHNOLOGY 69 
 

72 56 77 71 75 61 75 76 74 

FINANCIAL MANAGEMENT 64  67 55 72 76 62 59 65 62 66 

REGULATIONS 53  52 50 60 58 58 44 64 56 54 

FINANCE 42  41 46 47 45 48 33 45 44 39 

   
         

Total Sample Size 815   296 131 43 44 49 89 50 51 61 
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The below tables show the highest and lowest scoring statements per province. 

Gauteng 

 
Top Items Score 

 
Bottom Items Score 

1 It is important to keep developing the 

skills of my employees 
88 1 I have easy access to government 

funding for my business 
26 

2 I am prepared to take risks to make my 

business grow 
86 2 I have easy access to private funding 

for my business 
32 

3 I have a clear vision for my business 86 3 I feel confident to approach banks for 

funding 
38 

4 I am confident to introduce myself to 

other business people 
86 4 I am easily able to tender for new 

business 
41 

5 I keep positive even when times are 

tough 
85 5 The conditions of employment make it 

easy for me to hire more staff 
47 

 

Limpopo 

 
Top Items Score 

 
Bottom Items Score 

1 I have a clear vision for my business 65 1 I have easy access to government 

funding for my business 
42 

2 I am prepared to make mistakes as long 

as I learn from them 
64 2 I have easy access to private funding for 

my business 
43 

3 I know what I want to achieve by the end 

of this year 
64 3 I feel confident to approach banks for 

funding 
43 

4 I know where I want my business to be in 

three years’ time 
64 4 I am easily able to tender for new 

business 
49 

5 It is important to keep developing the 

skills of my employees 
63 5 The conditions of employment make it 

easy for me to hire more staff 
49 

 

Northern Cape 

 
Top Items Score 

 
Bottom Items Score 

1 I have a clear vision for my business 88 1 I feel confident to approach banks for 

funding 
37 

2 I need better access technology for my 

business 
87 2 I have easy access to private funding for 

my business 
37 

3 I know where I want my business to be in 

three years’ time 
86 3 I have easy access to government 

funding for my business 
38 

4 
I would employ more people if the 

compliance requirements weren’t so 

complicated and difficult 

86 4 I am easily able to tender for new 

business 
50 

5 I know what I want to achieve by the end 

of this year 
85 5 The conditions of employment make it 

easy for me to hire more staff 
51 
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Western Cape 

 

Top Items Score 

 

Bottom Items Score 

1 I keep positive even when times are 

tough 
88 1 I have easy access to government 

funding for my business 
34 

2 I am confident to introduce myself to 

other business people 
86 2 I have easy access to private funding for 

my business 
37 

3 I am prepared to take risks to make my 

business grow 
85 3 I feel confident to approach banks for 

funding 
45 

4 I know who my target customers are 85 4 I find it easy to comply with SARS 

requirements 
52 

5 I need better access technology for my 

business 
85 5 The conditions of employment make it 

easy for me to hire more staff 
55 

 

Eastern Cape 

 
Top Items Score 

 
Bottom Items Score 

1 I have a clear vision for my business 85 1 I have easy access to government 

funding for my business 
34 

2 I know what I want to achieve by the end 

of this year 
85 2 I have easy access to private funding for 

my business 
39 

3 I know where I want my business to be in 

three years’ time 
85 3 I feel confident to approach banks for 

funding 
51 

4 I need better access technology for my 

business 
84 4 I am easily able to tender for new 

business 
51 

5 I am prepared to take risks to make my 

business grow 
84 5 My customers pay me on time 51 

 

KZN 

 
Top Items Score 

 
Bottom Items Score 

1 I know who my target customers are 80 1 I have easy access to government 

funding for my business 
23 

2 I am confident to introduce myself to 

other business people 
78 2 I have easy access to private funding for 

my business 
24 

3 I have a clear vision for my business 78 3 I feel confident to approach banks for 

funding 
30 

4 I am good at persuading other people to 

see my point of view 
77 4 The conditions of employment make it 

easy for me to hire more staff 
38 

5 I am prepared to make mistakes as long 

as I learn from them 
77 5 Following and adhering to small 

business regulations is easy 
40 
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Free State 

 
Top Items Score 

 

Bottom Items Score 

1 I keep positive even when times are 

tough 
88 1 I have easy access to government 

funding for my business 
34 

2 I am confident to introduce myself to 

other business people 
88 2 I feel confident to approach banks for 

funding 
37 

3 I have a clear vision for my business 87 3 I have easy access to private funding for 

my business 
38 

4 I am prepared to take risks to make my 

business grow 
86 4 I am easily able to tender for new 

business 
56 

5 I am prepared to make mistakes as long 

as I learn from them 
86 5 The conditions of employment make it 

easy for me to hire more staff 
58 

 

North West 

 
Top Items Score 

 
Bottom Items Score 

1 I have a clear vision for my business 89 1 I have easy access to government 

funding for my business 
27 

2 I keep positive even when times are 

tough 
88 2 I have easy access to private funding for 

my business 
33 

3 I am confident to introduce myself to 

other business people 
88 3 I feel confident to approach banks for 

funding 
44 

4 It is important to keep developing the 

skills of my employees 
88 4 Following and adhering to small 

business regulations is easy 
52 

5 I know where I want my business to be in 

three years’ time 
88 5 The conditions of employment make it 

easy for me to hire more staff 
52 

 

Mpumalanga 

 
Top Items Score 

 
Bottom Items Score 

1 I know where I want my business to be in 

three years’ time 
86 1 I have easy access to government 

funding for my business 
27 

2 I am prepared to take risks to make my 

business grow 
86 2 I have easy access to private funding for 

my business 
30 

3 It is important to keep developing the 

skills of my employees 
85 3 I feel confident to approach banks for 

funding 
35 

4 I have a clear vision for my business 85 4 I am easily able to tender for new 

business 
41 

5 I know what I want to achieve by the end 

of this year 
85 5 The conditions of employment make it 

easy for me to hire more staff 
48 
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From these scores, it can be seen that all provinces found access to government funding as the lowest 

scoring statement of 42%. KZN with the lowest at 23% for access to government finance and 24% for 

access to private finance. Limpopo however seemed more positive about government access to finance 

perhaps through having had more awareness created by local departments. All provinces highest scores 

were based on statements related to vision, goals and targets whereas Limpopo scored the lowest on 

these statements compared to other provinces.  

Gauteng scored the highest in statements related to skills development perhaps based on the nature of 

businesses operating in the region and their human resource requirements. The Western Cape’s highest 

scoring statement related to keeping positive while times are tough which shows that respondents in this 

region may be more resilient. The top two statements for KZN were both related to marketing which 

shows that respondents in this region are more competent in marketing their businesses. 

All provinces seem to have scored high in terms of needing better access to technology. The Northern 

Cape scored highest at 87%. Limpopo’s scores suggest that they do not necessarily consider technology 

as important when compared to other provinces. Gauteng scores also seem to suggest less of a need for 

access to technology in that they may already have access to more technology than in other provinces.  

Statements related to tendering for new business were also ranked lowest in most provinces except the 

Western Cape which did not score tendering for new business in the lowest scores. These scores show 

that policy related to tendering for new business would need to be improved. Based on Western Cape’s 

scores it may suggest that they do not consider there to be opportunity through tenders and perhaps 

focus more on other growth opportunities. Significance testing showed that overall, Western Cape scored 

the most positively and Limpopo and KZN scored the least positively.  

In comparison, all provinces are very different in terms of their infrastructure, available resources and 

primary sectors (tourism, agriculture and manufacturing) etc. 
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5.3 Results per Sector 
The below table shows the sector scores compared with the overall scores: 
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Total Score 68 
 64 66 69 68 69 66 70 

  
        

PERSONAL AND SOCIAL 79  75 80 80 81 81 78 77 

PLANNING FOR GROWTH 79  75 80 80 80 81 74 79 

MARKETING 74 
 71 73 76 73 75 71 78 

PEOPLE MANAGEMENT 73  68 70 77 78 75 76 76 

TECHNOLOGY 69  64 68 70 70 71 63 70 

FINANCIAL MANAGEMENT 64 
 63 61 66 67 65 62 70 

REGULATIONS 53  50 55 55 48 54 56 58 

FINANCE 42  41 39 43 39 42 41 46 

 

The below table is used to show the difference in scores between the sector and the overall score for each 

dimension. 

i. If the difference is positive, i.e. the Sector scored higher that the overall score - the box is shaded 

green. 

ii. If the difference is negative, i.e. the Sector scored lower than the overall score - the box is shaded 

pink. 

iii. If there is no difference in scores, there is no shading. 
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(Overall scores are sorted 

from highest to lowest) O
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Total Score 68  -4 -2 1 0 1 -2 2 

   
       

PERSONAL AND SOCIAL 79  -4 1 1 2 2 -1 -2 

PLANNING FOR GROWTH 79  -4 1 1 1 2 -5 0 

MARKETING 74  -3 -1 2 -1 1 -3 4 

PEOPLE MANAGEMENT 73  -5 -3 4 5 2 3 3 

TECHNOLOGY 69  -5 -1 1 1 2 -6 1 

FINANCIAL MANAGEMENT 64  -1 -3 2 3 1 -2 6 

REGULATIONS 53  -3 2 2 -5 1 3 5 

FINANCE 42  -1 -3 1 -3 0 -1 4 

          
Sector Sample size   70 73 98 86 280 34 27 

 

The agriculture and tourism sectors had the biggest negative differences compared to all sectors. 

Respondents in agriculture had the lowest scores in comparison with other sectors, this could be based 

on factors such as geographical location, education and other demographic factors that influence a 

respondent’s scores. In particular there were grater variances in terms of the people management and 

technology dimensions. Respondents in the agriculture sector may find it more difficult to manage the 

human resource aspects of their businesses. This could be seen through challenges related to 

commitment, contribution and communication of teams in cooperatives which are used as the most 

common form of business entity in small scale agriculture. The variances related to the technology 

dimension may be based on the lack of effective technology to support the small scale agricultural sector.  

The tourism sector in general shows a negative variance in scores against other sectors, with a greater 

difference in scores related to the technology and planning for growth dimensions. The lower scores in 

terms of technology may be due to the effect of technology in the tourism industry through recent 

advancements such as online booking tools which may be negatively affecting the potential of smaller 

businesses in the sector. The tourism sector also showed a large variance in score related to the planning 

for growth dimension which could be seen as an outcome of the technology dimension. Respondents 

potential for growth in the sector may be based on the need to access technology to enable them to more 

effectively compete.  

Respondents in manufacturing and services gave higher scores than the overall scores through all 

dimensions. This shows that these sectors may be considered as “easier” to do business in, compared to 

other sectors. There may be fewer barriers to entry and a greater perceived opportunity within the 

manufacturing and services sectors in the country. This may also be based on the geographical location 
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of many manufacturing and service businesses being in the in CBD’s in each province in terms of access 

to resources (infrastructure, HR, support) and markets.  

5.4 Results per Dimension 
The below information provides a summary of the overall results per dimension. 

5.4.1 Dimensions Scorecard 

 Good score  Reasonable score   Poor score 

Dimension Score Commentary  

REGULATIONS 53% 

Poor score 

• The overall score was 53% which is the second lowest scoring 

dimension 

• The Free State scored the highest at 64% and KZN scored the lowest 

at 44%.  

• In terms of comparison of sector scores, respondents in transport 

score the highest at 46% and retail the lowest at 39% from retail 

and construction.  

• This dimension is linked to the Policy aspects of the ecosystem.  

• The only statement within this dimension that scored above 60% 

referred to business registration, which implies that registering a 

business is perceived to be less onerous than other regulatory 

requirements.  

• The results indicate that respondents find difficulty in following and 

adhering to small business regulations and complying with 

requirements.  

• Many enterprises were unlikely to be liable for income tax or VAT 

based on their turnover. 

• Compliance with SARS requirements scored lowest in the Western 

Cape which may be that the sample in the region comprised of 

larger businesses.  

• The lowest scoring statements (below 50%) referred to conditions 

of employment and tendering for new business. Despite one of the 

objectives of government tendering for services being to stimulate 

the development of entrepreneurship, especially among Black 

South Africans, it is clear that for many entrepreneurs the tendering 

processes are creating additional barriers to participation. 
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 Good score  Reasonable score   Poor score 

Dimension Score Commentary  

FINANCE 

 
42% 

Very poor score 

• The overall lowest scoring dimension 42% 

• The highest province score was the Eastern Cape with 48% and the 

lowest was KZN with 33%.  

• In terms of comparison of sector scores, respondents in the 

transport sector scored the highest at 58% with the lowest at 48% 

in retail.  

• While there are some respondents who believe they have the skills 

and knowledge to put forward a strong business case for funding, 

they indicate that they do not have easy access to funding for their 

business from both government and private funding.  

• The general perception is that it is difficult and confusing and that 

there are too many requirements. 

• Appears to be a missing component as respondents believe they 

have capability to put forward a business case but do not have the 

confidence to approach banks.   

PERSONAL AND 

SOCIAL 
79% 

Very good score 

• The overall score for this dimension was 79% which is considered 

as a very good score.  

• The province with the highest score relating to this dimension was 

the North West at 86% 

• Respondents in the retail and services sectors scored highest (both 

at 81%) whereas agriculture scored the lowest at 75%, which is 

however also not a bad score. 

• These scores show that respondents have confidence and are 

optimistic. 

• Respondents believe that they are: 

o Prepared to take risks and to learn from their mistakes 

o Resilient (keep positive during tough times) 

o Confident to operate in the business world 

o Able to handle conflict and can influence others 

• The high scores in this dimension show a positive relationship with 

the culture and behaviours required of an entrepreneur to start and 

grow a business in the country. 
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 Good score  Reasonable score   Poor score 

Dimension Score Commentary  

PEOPLE 

MANAGEMENT 
73% 

Good score 

• This dimension scored an overall 73% which is a good score 

• The Western Cape scored the highest at 81% and Limpopo scored 

the lowest at 59%.  

• In terms of comparison of sector scores, respondents in the 

transport sector scored the highest at 78% with tourism and 

agriculture both scoring the lowest at 71%.  

• The highest scoring statements show that respondents believe in 

the importance of developing their employees’ skills and that each 

of their staff members knows what is expected from him or her,  

• The lowest scoring statements indicate that respondents don’t feel 

they have enough staff or the right staff to achieve their business 

goals.  

• The results related to this dimension appear good, however, given 

that the majority of respondents do not have large businesses with 

many employees there could be disparity in their views.   

• Respondents seem less positive that they have enough staff and 

that they receive training regularly. 
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 Good score  Reasonable score   Poor score 

Dimension Score Commentary  

FINANCIAL 

MANAGEMENT 
64% 

Reasonable Score 

• The overall score was 64% which is a neutral score (neither good of 

bad) 

• The highest score was the Western Cape at 76% and the lowest 

score was Limpopo at 55%.  

• In terms of comparison of sector scores, respondents in transport 

scored the highest at 70% with lowest being construction at 61%. 

• The highest scoring statement indicated that respondents have 

good relationships with their suppliers and based on their scores 

suggest that they have effective ways of managing monthly income, 

expenses and administration and that they understand their 

business’s financial requirements.  

• There were positive scores related to respondents having 

negotiated better terms with suppliers and having a healthy 

debtors book.  

• The implication of the financial management and finance related 

scores is that many respondents believe that are reasonably well 

equipped to financially manage their businesses but that they can’t 

easily access finance needed to grow their businesses. 

• Good relationships with suppliers was the highest scoring 

statement 

• Financial management could be a target area for skills development 

and or coaching and mentoring 
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 Good score  Reasonable score   Poor score 

Dimension Score Commentary  

MARKETING 74% 

Good score 

• The overall score was 74% which is considered a good score 

• In terms of scores per province Limpopo scored the lowest at 61% 

although this is not a bad score.  

• In terms of comparison of sector scores, respondents in retail 

scored the highest at 78% and agriculture the lowest at 68%.  

• In general respondents appear to be confident that they know who 

their target customers are.  

• They seem comfortable with finding new customers and keeping 

existing customers, and appreciate that changes must be made to 

products and services to meet different customer needs.  

• Since market access is often cited as a challenge to entrepreneurial 

growth, it may be a case of  respondents not having sufficient 

information about greater market opportunities and how to grow 

their businesses, or “not knowing what they don’t know”. 

• Respondents believe that they know how to market their products 

and services effectively. 

TECHNOLOGY 69% 

Reasonable score 

• The overall score for technology was 69% which is a good score 

• The Northern Cape and North West both scored the highest at 86% 

and Limpopo again scored the lowest at 56%.  

• In terms of comparison of sector scores, respondents in the tourism 

sector scored highest in the services sector with lowest at 63% in 

the tourism sector.  

• This dimension is linked to the Support aspects of the ecosystem in 

terms of IT infrastructure and technical support 

• Respondents indicate that they use technology to support their 

business but generally need better access to technology.  

• Many do have access to technology but a substantial number do 

not.  

• Technology has helped to grow businesses for many respondents. 

• In comparing the results by province there is a noticeable trend 

with respondents in Limpopo having lower scores on all dimensions 

of the ecosystem. 

• Access to technology is an important enabler. 
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 Good score  Reasonable score   Poor score 

Dimension Score Commentary  

PLANNING FOR 

GROWTH 
79% 

Very good score 

• The planning for growth dimension also scored 79% which is a good 

score 

• The province with the lowest score in this dimension was Limpopo 

at 64%.  

• In terms of comparison of sector scores, respondents in the services 

sector scored highest at 81% and respondents in the tourism sector 

scored the lowest at 74%.  

• This dimension is linked to the human capital aspects of the 

ecosystem.  

• There is however a disconnect between where they see their 

business in the future, and their perceived ability to access 

resources to make it happen. 

• Respondents believe that they: 

o Have a clear vision of their business and know what their 

short and medium to long term goals are. 

o Would employ more people if compliance requirements 

were easier.  

o Have a positive outlook for the future and are clear on 

where they are going.   

 

Taking into account the above scores per dimension, it can be seen that most dimensions have relatively 

good scores suggesting that respondents are fairly positive about these aspects of the ecosystem. The 

most positive results relate to the dimensions of personal and social and planning for growth. This could 

however be that respondents have overstated their positive belief in themselves. The overall results show 

that respondents have demonstrated the desired entrepreneurial-mindset which may determine the 

success of an entrepreneur.  

From a marketing perspective, the scores are relatively good which suggests that respondents have a good 

understanding of the fundamental requirements to market their businesses. One of the most difficult 

aspects of marketing is however very often referred to as access to market. Should the respondents be 

accurate in their responses then their businesses stand to grow their reach into new customers and new 

markets.   

The technology dimension did not score badly in terms of the overall score but many respondents stated 

that they need better access to technology for their business. Limpopo more specifically seems to have 

the biggest challenges related to technology which may be due to the nature of the underdeveloped IT 

infrastructure in the province.  
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The lowest scoring and most problematic dimensions include finance and regulations. Finance had the 

overall lowest score through all dimensions. The survey confirms results of other studies such as the GEM 

reports which suggest that access to finance is one of the major inhibiting factors for business start-up 

and growth in the country. The majority of respondents (60%) did not receive access to support (financial 

and non-financial) because they did not know where to go or did not try. Close to a quarter (24%) of 

respondents did receive some kind of support and generally responded more positively. However, 16% of 

respondents tried to access support but due to potentially stringent regulations and applications 

requirements, were unsuccessful. If interventions were implemented in improving access to finance and 

reducing regulatory requirements for entrepreneurs it could improve the likelihood of new venture 

creation and growth in existing ventures.   

5.5 Interview Results 
The objectives of the qualitative interviews of the study were to examine the extent to which each aspect 

of the ecosystem is effective or ineffective according to practitioners and entrepreneurs working within 

the system. To examine the relationship between the variables of policy, finance, culture, support, human 

capital and markets; and their impact on starting and growing a business in South Africa. 

Interviews were completed with practitioners involved in providing support to entrepreneurs in terms of 

the various aspects of the ecosystem with participatory observations carried out in each province. 

Interviews with entrepreneurs were carried out after having completed quantitative surveys, as another 

data collection method. Such interviews were filmed, where possible, and have been prepared in a 

documentary format in support of the final report.  

The qualitative data analysis method involved the review of transcripts (video, audio, text notes) and 

observations. The transcripts were then coded (indexed) through labelling important information 

according to relevance and common occurrence to conceptualise underlying patterns and themes. In 

conducting the relevant interviews, a number of questions were asked in relation to the experience, 

opinions and values of participants. During interviews the research team made use of probing questions 

through detail-oriented probes, elaboration-probes and clarification-probes to gain a more 

comprehensive picture from the participants. Throughout the study the team have been able to identify 

potential leverage points and develop intervention strategies. There were a few constraints related to the 

qualitative data collection aspects of the project in terms of the time and availability of respondents, 

concerns around privacy of information and the overall competitive environment.  

The below guiding questions were used along with certain aspects of the research survey questions so as 

to guide interviews with practitioners and entrepreneurs. The approach was to gain an understanding of 

the various stakeholder offerings, while gaining insight into their views and opinions on the 

entrepreneurship ecosystem in South Africa.  

From a practitioner perspective, questions were focused around understanding what they offer 

entrepreneurs, how this relates to each aspect of the ecosystem and what they believe is or is not working 

in the South African entrepreneurship ecosystem.  
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From an entrepreneur perspective, the objective was to gain an understanding of what they feel their 

biggest challenges are in starting and growing a business in the country and how these relate to each 

aspect of the ecosystem. 

5.5.1 Common Themes 
The following common themes were identified using word-based techniques to look at word repetitions 

(associative linkages), key terms, and key-words-in-contexts (KWIC). The text was reviewed using a 

compare and contrast approach to identify comments that were either similar or conflicting. During the 

analysis process a number of themes were identified that characterise the perspectives of respondents.  

The below table provides details of common themes from both a practitioner and entrepreneur 

perspective.  

Theme Practitioners Entrepreneurs 

Problematic access 
to finance 

There is no shortage of finance / funding from 
both government and private companies 
there is, however, a need to create awareness 
of and improve access to such funding.  

It is too difficult to access 
finance / funding as an 
entrepreneur in South Africa.  
Without finance you can’t buy 
or maintain important 
equipment to grow your 
business. 
Entrepreneurs and small 
businesses need funding at the 
early stage of starting up 
 

Ineffective 
education and 
skills development 

Entrepreneurship education is important to 
improve youth propensity to pursue 
entrepreneurship as a career choice.  
Skills development is essential to encourage 
entrepreneurship. 
  

Entrepreneurship training is 
important to understand more 
about the challenges of being an 
entrepreneur.  

Entrepreneurship 
support is vital 

There is a need to provide more than just 
training to effectively support entrepreneurs. 
Coaching and mentoring are key to the 
sustainability of entrepreneurial business 
ventures. 
Sector specific programmes and those 
focused on specific stages of the business 
lifecycle work better. 
Business incubation provides a pipeline of 
entrepreneurs to address the high failure 
rates. 
Enterprise and Supplier Development have 
proven results in supporting entrepreneurs. 
Technology plays an important role in 
supporting entrepreneurs. 

The is uncertainty of where to 
go and how to apply for 
business support. 
It’s difficult to access markets 
and grow a business in South 
Africa. 
Coaching and mentoring are 
important to help guide you 
through business. 
Better access to technology is 
required to grow a business and 
compete in the market 
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Entrepreneurs need access to shared services 
and infrastructure. 
Ideation and proof of concept are essential to 
develop high potential ventures. 
There are limited opportunities for 
entrepreneurs with disabilities. 
There are many challenges to the 
sustainability of NGO’s providing support to 
entrepreneurs. 

Ineffective 
government 
support 

Government shows interest in partnering 
with private companies to support 
entrepreneurs but is not effective in doing so. 
There is a lack of partnerships between 
government and private companies. 
Government support seems ineffective in the 
country. 
 

No occurrence of a theme from 
entrepreneur interviews.  

Stringent 
regulations 

Compliance is a challenge for small 
businesses, government should take the legal, 
bureaucratic, and regulatory frameworks 
under urgent review to initiate reform of 
onerous regulations. 
There is perceived high risk in working with 
start-ups, most programmes aim to support 
established businesses with high potential. 
 

The regulations on hiring staff 
are strict and it’s difficult to find 
employees with the right skills. 
Big businesses don’t trust small 
businesses which restricts 
opportunities for growth. 

Entrepreneurship 
culture 

There is a poor entrepreneurship culture in 
the country, there is a need to alter societal 
norms around entrepreneurship in order to 
develop an encouraging culture. 
Social entrepreneurship provides 
opportunities to assist in creating large scale 
change. 
 

No occurrence of a theme from 
entrepreneur interviews. 

 

5.6 Key Findings 
The below information provides summarised results based on the respondent’s views on the challenges 

and or opportunities related to the various aspects of the entrepreneurship ecosystem.  

1) There are policies that encourage entrepreneurship development for example through BBBEE, 

Enterprise and Supplier Development. However, from an entrepreneurship and small business 

development perspective, policy is an inhibiting factor in the ecosystem based on stringent 

compliance requirements. 

2) There is no shortage of funding from both the private and public sector. However, from an 

entrepreneur perspective there are many challenges to access both start-up capital and working 

capital. Current regulations make it difficult to access finance which makes it even more difficult 
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to get a new business off the ground. However, government have been working towards achieving 

this as seen through the Amendment of section 20 of Act 102 of 1996 National Small Business Act 

to facilitate access to finance by small enterprises and small enterprise organisations and service 

providers to small enterprises and small enterprise organisations.  

3) There is a poor entrepreneurship culture in the country, especially from the youth perspective 

where the overall propensity to pursue entrepreneurship is very low. The youth do not see 

entrepreneurship as a viable career choice. Many aspiring entrepreneurs from townships and 

rural areas have been exposed to doing business from a subsistence perspective which limits their 

growth potential.  

4) The general view around the challenges to the human capital aspect of the ecosystem relate to 

the quality of education in the country and the lack of effective entrepreneurship specific 

education in schooling. The system creates high levels of unskilled labour in the workforce. The 

lack of apprenticeships creates further problems as there are limited opportunities to gain 

practical experience.  

5) From a practitioner perspective, there are very few organisations that provide access to markets 

or related services although these are required most. From an entrepreneurship perspective, 

there are challenges in breaking into the market based on perceived risk from big businesses in 

working with small businesses.  

6) There are many programmes that offer support to entrepreneurs the most successful of which 

include aspects of financial support, training, coaching and mentoring, infrastructure and shared 

services. There is a growing need for ideation and proof of concept support at the early stage to 

increase the potential of new ventures.  

7) From the interview findings, it can be seen that there is an interaction between all aspects of the 

ecosystem, each with a substantial influence on entrepreneurship in the country. Collectively, the 

South African entrepreneurship ecosystem appears not ideally favourable to optimally stimulate 

entrepreneurial activity. 

8) The interview findings seem to highlight the possibility of substandard performance in some 

domains, as well as insufficient integration between key elements. In isolation, each aspect 

contributes to entrepreneurship but is insufficient to sustain it. An integrated holistic approach is 

required to drive new venture creation and growth. Other studies consistently link 

entrepreneurship with rapid job creation and GDP growth, however, in South Africa it may be said 

that not enough is being done to encourage entrepreneurship as a mechanism to address the 

unemployment crises. Neither private companies nor government can be expected to develop 

South Africa’s ecosystem alone. There needs to be more partnerships between government and 

the private sector in relation to reducing structural barriers and formulating entrepreneur-friendly 

policies and programmes. There needs to be a collective consciousness towards stimulating the 

ecosystem at a micro, mezzo and macro level. 

There is a need to develop an environment that is more conducive to new venture creation. There needs 

to be more collaboration between practitioners and entrepreneurs to facilitate learning between 

industries and sectors. The ecosystem should be developed further to encourage diverse participation by 

actively including women, youth and people with disabilities. 
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5.7 Triangulation 
The below summary is provided in comparison of the findings from both the quantitative and qualitative 

aspects of the study through surveys, interviews and the literature review. Triangulation is used to 

determine the confidence of results of a study where multiple methods are used to investigate the same 

subject or phenomenon.  

The triangulation technique facilitates validation of data through cross verification from two or more 

sources as a single method can never adequately shed light on a phenomenon. Using multiple methods 

can help facilitate deeper understanding of the results. These results are then used to guide the various 

leverage points identified in each aspect of the ecosystem. 

The below diagram shows the triangulated results based on the key elements of the South African 

entrepreneurship ecosystem with colour coding to indicate the “status” of each aspect of the system 

based on findings from the study. 

i. Green shading indicates a good status 

ii. Orange shading indicates a poor status 

iii. Red shading indicates a very poor status 

The South Africa entrepreneurship ecosystem is not entirely effective, there are a number of problems in 

various aspects of the ecosystem. The system is interconnected where problems in one area generally 

cause subsequent problems in other aspects of the system.   

Diagram: The status of the South African Entrepreneurship Ecosystem. 
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Given the results from surveys and interviews the Policy and Finance aspects (red shading) of the 

ecosystem have been identified as major problem areas followed by Culture, Human Capital and Markets 

(orange shading). It is only Support (green shading) that seems to be working more effectively within the 

overall system, but still has room for improvement.  

The below table provides a summary of the triangulation results:  

Ecosystem Results 

Policy In comparison, it can be seen that surveys and interviews show similarities in the findings. 

The results show that policy and regulations are one of the biggest concerns to 

entrepreneurs and small businesses. It shows that this area of the ecosystem needs work, 

the ecosystem is not enabling and it is holding entrepreneurs back. The current status of 

the ecosystem is limiting opportunity to start and grow businesses in South Africa, 

entrepreneurs have difficulty complying with all the requirements and if addressed could 

be a key leverage point to improve the growth. The policy related aspects of the 

ecosystem guide all other aspects of the system as they are the “rules of the game”. There 

is a need for policy improvements as there are onerous requirements more specifically for 

entrepreneurs in the start-up stage.   

 

Finance The results show the same concerns; finance was the lowest scoring and area of most 

concern for entrepreneurs and practitioners. Finance encompasses access to finance and 

the management of finance. Entrepreneurs believe they can manage their finances but 

they don’t have access to finance to grow. Access to finance is essential to create an 

enabling ecosystem (policy determines who can access it). This aspect of the ecosystem 

has been identified as a major problem area. Although there is no shortage of funding, 

access to finance and financial management are the major constraints. 

 

Culture Entrepreneurship culture has been identified as a problem area suggesting that in South 

Africa there is an overall poor entrepreneurship culture. Entrepreneur respondents in the 

survey seem to have an entrepreneurial culture, displaying the characteristics required to 

be a successful entrepreneur. It is these characteristics that are important to create a 

better entrepreneurship culture through innovation and creativity to improve the 

propensity new venture creation. Practitioners providing support to entrepreneurs 

believe culture is one of the most important aspects to change to create jobs and achieve 

a large social impact.  

 

Support There are a number of similarities in the results. The support aspects of the ecosystem 

seem readily available, there are a number of programmes (government, corporate and 

NGO) available to support entrepreneurs. The research shows that there is sufficient 

support but there are still gaps in terms of the lack of focus on the ideation and start-up 

stages. The majority of survey respondents did not receive support but the small 

percentage that have received support seem to have scored higher in all dimension of the 



 
 

92 

study. There is still a need for intervention in terms of content, delivery and support 

required in various sectors and at various stages of the business lifecycle. 

 

Human 

Capital 

The human capital aspects of the ecosystem have been identified as a problem area which 

stems from the poor education system and results in high levels of unemployment. There 

are similarities in the results showing the importance of effective entrepreneurship 

education. The survey questions related to the management of human resources (hiring, 

performance management and firing etc.) whereas the interview questions related to the 

need for entrepreneurship education to improve propensity to pursue entrepreneurship. 

The human capital and entrepreneurship culture aspects of the ecosystem are 

intertwined, both have a direct impact on the other.  

 

Markets The market aspect of the ecosystem is not necessarily considered as a problem area. There 

are a number of potential opportunities around leveraging technology and systems to 

better support entrepreneurs through business management. Entrepreneurs seem 

confident in their abilities to market but they experience challenges in accessing markets. 

Interviews show that there is perceived risk from bigger companies working with start-

ups.  

 

6. Leverage Points 
A leverage point is a place in a system's structure where a solution can be applied to achieve change. 

Leverage is the ratio of change in input to change in output. A high leverage point allows for a small 

amount of change force (the effort required to prepare and make a change) to cause a large change in 

system behaviour. A small amount of change force causes a large amount of predictable, favourable 

response. Archimedes once said: "Give me a place to stand and with a lever I will move the world." 

When analysing a difficult problem one can follow the chain of cause and effect from problem symptoms 

all the way to root causes; so as to identify high leverage points and fundamental solutions to address the 

required change.  

Symptomatic solutions often attempt to address low leverage points within a system to resolve 

intermediate causes. Fundamental solutions, however, address high leverage points to resolve root 

causes within a system. This approach is required on difficult problems through limited amounts of change 

force on a large system. If change force is applied at low instead of high leverage points, it will be 

overwhelmed by the natural forces of the system that arise from the root causes. 

The Leverage Equation suggests that the amount of leverage times the amount of force equals the amount 

of change to the system (leverage x force = change). According to Peter Senge, in his book ‘The Fifth 

Discipline: The Art and Practice of the Learning Organization’, the bottom line of systems thinking is 

leverage, seeing where actions and changes in structures can lead to significant, enduring improvements.  
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A system can be described as being in a certain state, containing a stock, with inflows (amounts coming 

into the system) and outflows (amounts going out of the system). At any given time, the system is in a 

certain perceived state. This may often be due to there being a goal for the system to be in such a state, 

where the difference between the current state and the goal is the discrepancy. The state of a system is 

based on the standing stock of importance i.e. the number of early stage entrepreneurs or the 

unemployed youth in South Africa for example. The state of a system is usually based on physical stocks, 

but they could be non-material ones as well i.e. the entrepreneurship culture and perceived opportunity 

in the country. There are usually inflows that increase the stock and outflows that decrease it, for example 

poor education produces high levels of insufficiently skilled youth (increasing the number of unemployed) 

whereas apprenticeship programmes could enhance skills and improve employability (reducing 

unemployment).  

There are a number of potential areas for intervention in a system. In order to gain an understanding of 

these areas of intervention it is important to first understand high impact areas such as the power to 

change paradigms as shown in the image below: 

 

 

High leverage points can be achieved through articulating meaning towards new system goals, e.g. 

entrepreneurship development and new venture creation to reduce unemployment. The rules of the 

system (policy) define its scope, its boundaries and its degrees of freedom. As we try to imagine 

restructured rules and what behaviour would be under them, we come to understand the power of rules 

- they are high leverage points. 

Information flows are important to achieve growth, for example, through access to information which can 

determine the likelihood of change. As seen in the research results, a large part of the population does 

not know what support is available and or where to go to access support to start or grow their own 

business.  
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The concept of positive and negative feedback loops is important in improving a system. The more a 

positive feedback loop works, the more it gains power to work some more. There are many positive 

feedback loops in society often termed, success to the successful (the more you have of something, the 

more you have the possibility of having more of it). For example, the more entrepreneurship is 

encouraged in schools, the more entrepreneurs will be developed, the more jobs will be created, the 

economy will improve and more youth will be put through schooling system and so on. The 

unemployment crisis is the opposite, in that the unemployed youth grow up and have children who then 

tend to follow in the same direction. Negative feedback loops, however, often control a system. A 

thermostat loop is a classic example. Its purpose is to keep the system state called “room temperature” 

fairly constant at a desired level. Any negative feedback loop needs a goal (the thermostat setting), a 

monitoring and signalling device to detect excursions from the goal (the thermostat), and a response 

mechanism (the furnace and/or air conditioner, fans, heat pipes, fuel, etc.). The strength of a negative 

feedback loop is relative to the impact it is trying to correct against. A thermostat system may work fine 

on a cold winter day but open all the windows and its corrective power will fail. Strengthening negative 

feedback can control and improve a system’s self-correcting abilities, for example, by introducing 

entrepreneurship education to reduce the amount of unskilled labour entering the market.  

6.1 Potential Entrepreneurship Leverage Points 
There are a number of potential leverage points that the foundations could consider to achieve change 

within the entrepreneurship ecosystem. These leverage points have been identified in relation to the 

various aspects of the ecosystem (policy, finance, culture, support, human capital and markets) for 

possible intervention.  

The proposed leverage points provide ways through which to influence the regulatory environment, 

improve access to finance and innovative solutions, change entrepreneurship culture, better support 

entrepreneurs, encourage entrepreneurship education and provide access to markets. The below 

information provides recommendations including information on the What, Why and How of such 

interventions to achieve change in the relevant aspects of the ecosystem. These leverage points are based 

on findings from the surveys, interviews and literature review related to the project. Leverage points have 

been categorised based on key areas where challenges and or opportunities were identified within the 

South African entrepreneurship ecosystem. 

6.2 Leverage 1 

Policy Interventions 
 
Improve the regulatory environment, influence changes to existing small business policies and create 

new entrepreneur-specific policies.  

Although South Africa has a relatively fair regulatory framework with strategies to achieve growth, there 

seem to be a number of challenges around the development and implementation of policy to more 

effectively stimulate entrepreneurship. The leverage point is to influence existing small business policies 

and or create new entrepreneur-specific policies so as to increase the ease of doing business, while 
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minimising unnecessary bureaucratic burdens and onerous labour laws for start-ups and early stage 

businesses.  

The key to achieve this leverage point is to work with policy makers and the National Small Business 

Advisory Council (NSBAC) whose focus is on three core areas including access to finance, markets and 

regulatory review. The NSBAC’s mandate is to continuously scrutinise various interventions that have not 

worked and need to be reconsidered and consolidated, as well as those that have succeeded and need to 

be supported more aggressively to achieve sustainable results. The NSBAC aim to address these and 

similar issues, offering practical solutions on behalf of the Minister of Trade and Industry. 

Other key strategic partners would include the Small Business Development Institute (SBDI), the South 

African Institute of Tax Professionals (SAIT), the South Africa Institute for Business Accountants (SAIBA), 

the International Society for Small and Medium Enterprises (ISSMME) and the Department of Small 

Business Development (DSBD). For example, the DSBD aims to pursue an aggressive entrepreneurship 

drive to create an enabling environment that will make it easy for South Africans, particularly the youth, 

women and people with disabilities to start and sustain their own businesses to unlock economic 

opportunities and achieve inclusive economic growth and sustainable employment.  

The policy aspects of the ecosystem had one of the lowest scores in the survey research at 53%. These 

results suggest that the existing regulatory framework is not effective to enable entrepreneurship and 

that there are difficult regulations, especially for smaller businesses. The policy dimension of the survey 

scored the least positive in terms of conditions of employment and tendering for new business. 

Respondents found it difficult to comply with all the requirements. Compliance scored as a challenge for 

entrepreneurs and small businesses. The labour relations aspects of (hiring, managing and firing) staff are 

strict and it’s difficult to find employees with the right skills. The outcome of poor policy is that it creates 

more barriers to entry for entrepreneurs resulting in fewer new businesses being formed which ultimately 

results in less jobs being created in the economy.  

The goal would be developing entrepreneur specific policy at the beginning stages of ideation, start-up 

and early stage entrepreneurship, designed to address the areas of motivation, opportunity and skill with 

the primary objective of encouraging more people in the population to consider entrepreneurship as a 

means of employment.  

Influencing entrepreneurship policy can be achieved through a series of activities, processes and decisions 

that aim to impact current policies while steering government towards the implementation of new 

“niche” entrepreneurship policies. There are many approaches to influencing policies, such as using: 

evidence and advice, public campaigns and advocacy, lobbying and negotiation.  

In terms of using evidence and advice, the foundations could use the research findings from this project 

(along with findings from other related projects) to engage with the NSBAC through formal and or informal 

meetings. By using such evidence, it establishes the basis for providing advisory support, perhaps through 

the development and piloting of new policy approaches.  
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From a public campaigns and advocacy perspective, the foundations could engage in public and political 

debates, speeches and presentations through various media (newspaper, radio, TV and online). Other 

methods could include public communication campaigns (public education), messaging and advocacy.  

In terms of lobbying and negotiation, the foundation could utilize semi-formal and informal channels 

through membership, associations, participation in boards and committees, through relationships and 

trust; as well as through direct incentives and diplomacy with the sector.  

The foundations could start by initiating open dialogue with the NSBAC as a gateway to government, in 

relation to reducing structural barriers and formulating entrepreneur-friendly policies and programmes. 

The foundations could try and work with government to introduce incentives to encourage new venture 

creation. The approach could be to further stimulate public and corporate procurement initiatives to focus 

more on sourcing from SMME’s while standardising the tender process across all government 

departments to remove the likelihood of corruption and nepotism. By influencing policy, the foundation 

could achieve real change in the ecosystem, making it easier for start-ups to get off the ground.  

6.3 Leverage 2 

Financial Interventions 
 
Improve access to finance through existing funds and invest in the setup of new ideation and start-up 

funds.  

The study shows that there is no shortage of finance from both a public and private perspective. There 

are a number of government initiatives such as SEDA, SEFA, NYDA, TIA, IDC, NEF, GEP and the DTI; and 

more recently there has been a greater focus from the private sector through private equity, venture 

capital and crowd funding, all with the intention of providing financial support to SMME’s. 

There is, however, a need to create awareness of and improve access to such funding. The research shows 

that entrepreneurs and small businesses find it too difficult to access finance in terms of both start-up and 

growth funding. Funding is required at an early stage, without which entrepreneurs can’t test or improve 

their products, market their businesses effectively or employ staff to help grow the business. Limited 

access to finance means fewer businesses can get off the ground, whereas poor access to working capital 

and growth finance results in less job creation. 

The finance aspect of the ecosystem had the overall lowest score from the survey research at only 42%. 

Common feedback through both surveys, interviews and the literature review showed that it is difficult 

to access finance and that the application and qualifying criteria are too stringent, as a result of policy and 

compliance requirements. The results found that entrepreneurs feel that they do not have easy access to 

funding to start or grow their business from either government or private funding.  

There are opportunities for the foundations to improve access to funding at various stages of the lifecycle 

by working with existing funders and or establishing new funds. By focussing on access to finance, the 

foundations will be able to achieve a large-scale impact in the economy through net jobs created as a 

result of entrepreneurs having gained access to the funds, resources and support they need to improve 
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their chances of sustainability and growth. One of the key opportunities can be seen through the 

development, implementation and support of innovative ways to facilitate access to finance. 

There is a clear need for intervention at the ideation and early stage of start-ups. Most providers in all 

categories, from government to commercial banks, provide no support in the ideation stage and very little 

support at the start-up stage. Intervention at these stages could encourage potential for growth, while 

stimulating markets, providing entrepreneurial experience and employment opportunities. The 

foundations could look at establishing ideation and early stage funds for start-ups based on a grant model 

focused on funding new ventures with high potential through programmes that focus on ambitious, 

growth oriented entrepreneurs. Additional funds could be established to support specialist NGO’s working 

in assisting entrepreneurs in the ideation and start-up stages. 

The foundations could establish partnerships and Joint Ventures with other organisations within the 

banking and financial sector to help provide access to finance for entrepreneurs. The key partners the 

foundations could work with in achieving these goals include FinFind in collaboration with SEDA, The 

Department of Small Business Development, the HRDC and USAID in launching new funds through the 

platform while creating further awareness for other available funding opportunities. Such partnership will 

also enable the foundations to leverage technology to better support entrepreneurs.  

Other potential partners include Awethu Project, in terms of learning from their innovative fund 

management experience with SEFA, or working with them to leverage opportunities around their existing 

funds and support services; and SaveAct in terms of learning from their innovative savings and credit 

group experience, or launching the model further throughout the country.  

6.4 Leverage 3 

Entrepreneurship Culture 
 
Improve entrepreneurship culture in the country through large-scale and long-term initiatives with 

government and other strategic partners. 

 

There is a poor entrepreneurship culture in the country, especially from the youth perspective where the 

overall propensity to pursue entrepreneurship is very low. The youth do not see entrepreneurship as a 

viable career choice. There is a definite lack of inspiration and even motivation around entrepreneurship 

in South Africa and with the unemployment crisis it is now more important than ever to develop a culture 

of entrepreneurship to encourage people to create their own jobs. In South Africa having your own 

business is typically perceived as being second best to being employed; and generally, people feel that 

only if they cannot find a job or if they lose their job should they consider starting a business. South African 

people generally have low to moderate tolerance for risk, mistakes and failure. In addition, innovation, 

creativity and experimentation are the exception rather than the norm; and ambition, drive and hunger 

for entrepreneurship as career choice is limited. 

 

Culture is one of the key aspects of the entrepreneurship ecosystem, one of the most difficult to change 

and one in which government or private sector are not developing solutions to drive change. A culture of 
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entrepreneurship will assist at creating more high potential ventures, it will help the youth to understand 

the potential of entrepreneurship and what is required to become a successful entrepreneur. Developing 

an entrepreneurship culture will encourage autonomy, risk-taking, and entrepreneurial behaviour; all of 

which are prerequisites to out-think and out-pace the competition in any healthy commercial 

environment.   

 

By influencing the entrepreneurship culture on a large-scale it will assist at encouraging new venture 

creation while assisting the unemployed to create their own jobs to ultimately create employment 

opportunities through systemic intervention. This could be an inexpensive initiative that yields great 

results.  

 

A large-scale culture campaign with other strategic partners could present a great opportunity for a Public 

Private Partnership (PPP) with the Department of Small Business Development. Such initiatives could also 

assist in working with the department through leverage points related to the policy and finance aspects 

of the ecosystem. The launch of a large-scale and long-term campaign creates an aggregator opportunity 

to work with other stakeholders to create awareness of and access to available programmes from the 

private sector and provincial and local government departments in each province throughout the country. 

Such an initiative could incorporate a series of support services, workshops and coaching focused on 

educating, motivating and inspiring entrepreneurship in South Africa. The campaign can be underpinned 

by encouraging awareness for finance and support services through unique programmes linked to 

leverage points in other aspects of the ecosystem.  

 

The key strategic partners from a government perspective include the Department of Small Business 

Development and their Centres for Entrepreneurship around the country, the NYDA through their niche 

focus on youth development and other funding partners, such as SEFA and SEDA. From a private 

perspective, potential partners include the Bertha Centre for Social Innovation and Entrepreneurship to 

learn from their existing programmes, Regenesys Business School to leverage their free education offering 

to entrepreneurs and UNISA through their Incubation and Enterprise Development leadership course 

which can be provided to social entrepreneurs. The objective would be to create a task team (powerful 

coalition) around the country to implement the campaign. A number of potential partners have been 

identified through the stakeholder mapping process. Mobile technology and social media will play an 

important role through which to create the desired culture.   

6.5 Leverage 4  

Supporting Entrepreneurs 
 
Invest in programmes that provide support at the ideation stage and partner with key stakeholders to 

deliver an aggregated solution to start-ups.  

 

There are a number of categories of support required for entrepreneurs and small businesses to improve 

their potential of becoming successful businesses and creating jobs. These categories can be grouped into: 

financial support, training and skills development, business coaching and mentoring; as well as other more 
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technical support in terms of accounting, marketing and legal support. Such support is available from a 

number of key stakeholders including government, corporates, non-profits and for-profit support 

agencies.  

 

Although there is a lot of support available in South Africa there are somewhat isolated opportunities with 

very few organisations that provide a more comprehensive solution to assist entrepreneurs with access 

to other important resources; such as office infrastructure, IT hardware and software, logistics and access 

to markets, all of which are becoming more important to start and grow a successful business in the 

country. Most government support is provided through a form of financial support (loans and grants) with 

most private sector support focused on training, coaching and technical support.  

 

There is a need to provide more than just finance, training, coaching and mentoring which are all key to 

the sustainability of entrepreneurial business ventures but not enough to give a business the initial boost 

it needs. Based on the nature of where existing support programme are focused there is a gap in 

developing programmes to support entrepreneurs in the ideation, proof of concept and start-up stage; 

which can be seen as essential to develop high potential ventures. There is a need to make these services 

available on a large scale that can be achieved by partnering with, supporting and developing capacity in 

organisations that have the potential to provide such services at scale. 

 

It is not just availability of and accessibility to support, it is the results of support programmes that is 

ultimately important. Most practitioner agencies have their own ways of measuring their results, mostly 

linked to improvements in the businesses they support through increased profits and job creation. There 

is an opportunity for the foundations to invest in the development of an entrepreneurship support 

scorecard which can be used on a national scale to conduct an assessment of support programmes so as 

to determine the performance of such programmes and their true impact.  

 

Despite a proliferation of support agencies, many entrepreneurs are not aware of what assistance is 

available, and how to access it effectively. There are many potential partners for the foundations to work 

with in supporting entrepreneurs. A key leverage point would be making these services more easily 

accessible and channelled through a central entrepreneurship support aggregator platform to leverage 

available resources. The role of technology is vital in creating awareness and access to support.  

 

The foundations could achieve a large social impact through investment in training and development of 

social entrepreneurs focused on providing entrepreneurship development services, to leverage the work 

of these high potential social enterprises and in turn reach large numbers of aspiring entrepreneurs. This 

approach could be based on the provision of specialist training on business Incubation Management and 

Enterprise Development Leadership as available from UINSA and the Bertha Centre for Social 

Entrepreneurship and Innovation and support through a social enterprise business incubator. By working 

with social entrepreneurs this could support objectives in other potential leverage points (culture 

campaign task team). Potential programme beneficiaries have been identified in each province during 

fieldwork. These beneficiaries include aspiring social entrepreneurs with organisations already making a 

difference in their communities through entrepreneurship development and support.  
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Based on investing in the support of social entrepreneurship so as to establish a national network of social 

enterprises focused on entrepreneurship development, the foundations could look at partnering with 

entrepreneurship community hubs (where possible) as a central point for entrepreneurs to access 

available (aggregated) resources at subsidised costs: infrastructure (offices, internet, equipment), 

training, coaching and incubation, marketing and other business support services. Such hubs will enable 

the foundations to deliver important services to a larger number of entrepreneurs throughout the 

country. The very concept of an entrepreneurship support hub suggests that it should be owned and 

operated by entrepreneurs where this may be the current challenge in terms of existing government 

managed hubs.  

 

There is a need for the development of programmes to support entrepreneurs with disabilities as there 

are limited programmes currently available. Although, based on the complexities of such initiatives, it 

would be essential to partner with experts such as the Global Network for Entrepreneurs with Disabilities 

(GNED). The foundations could look at establishing partnerships and JV’s with specialised organisations, 

investing in the development of existing projects and programmes, providing access to customised 

business training and business loans and help to identify requirements for specialised equipment. Another 

effective way could be to invest in the development and implementation of structured business coaching, 

mentoring and counselling support services for entrepreneurs with disabilities. 

 

The foundations could also look at investing in sector specific projects for example through the provision 

of bursaries to programmes that are aligned to the foundations overarching strategy; such as improved 

food security through Agricultural Entrepreneurship Development Programmes (Agri-EDP) that provide 

the setup of urban and rural food garden networks to address food insecurity while creating job 

opportunities in communities. The agricultural sector is a labour intensive sector that stands to create a 

substantial number of jobs with the correct support and guidance to agri-entrepreneurs. The 

manufacturing and services sectors also provide an opportunity for investment from the foundations 

through their potential for job creation.   

6.6 Leverage 5 

Human Capital 
 
Improve access to entrepreneurship education and improve skills development related to 

entrepreneurship.  

The human capital aspects of the ecosystem relate to the individual entrepreneur and their potential 

employees in terms of the human resource requirements and capacity of businesses. This aspect of the 

ecosystem is of vital importance to address the unemployment crisis in the country.  

Although South Africa’s unemployment rate is one of the highest in the world it does not mean that 

millions of South Africans are destitute and starving. The informal sector employment (employment that 

doesn’t necessarily involve a formal employment contract or membership of a pension fund or medical 

aid) is substantially underestimated in South Africa. By accounting for informal employment, South 



 
 

101 

Africa’s unemployment rate is closer to 8% than 25%. This suggests that many millions of enterprising 

South Africans make a living on a daily basis; and while that living may not be luxurious or even “decent”, 

many South Africans have been labelled as “unemployed” incorrectly. If the schooling system were to 

effectively teach the skills of entrepreneurship at a young age, we may be able to increase the potential 

of future informal business owners to grow their businesses to the formal sector.  

 

The human resource aspects of small businesses have a large impact on the level of unemployment in the 

country. The schooling system determines employability and without entrepreneurship education there 

are lasting effects on the economy. There are clear crosspollination opportunities with other FRF and FREF 

research projects relating to the South African Basic Education System and the Skills Development sector.   

 

The government seems to have a clear plan of action through the National Development Plan which sees 

skills development as critical. South Africa has set itself the goals of eradicating poverty, reducing 

inequality, growing the economy by an average of 5,4%, and cutting the unemployment rate to 6% by 

2030; with skills development being essential to achieve such goals.  

 

Aspiring entrepreneurs (with or without disabilities) need to be empowered with a specific skill set if they 

are to succeed in their ventures. Entrepreneurs need to find employees with necessary skills and 

knowledge but there is a shortage of skills and it is increasingly difficult for entrepreneurs to find 

adequately skilled employees to assist in the growth and sustainability of their businesses. Furthermore, 

the policy related aspects of the ecosystem make it difficult for entrepreneurs and small businesses to 

deal with the human resource management legislation requirements.  

 

The standard of the education system is poor, broken, not working and turning out millions of unskilled 

labour that can’t find work because there are not enough jobs or can’t get a job because they don’t have 

the skills or experience. The system is cyclical because these unemployed people ultimately have children 

that go through the same system with the same outcomes. In order to reduce unemployment, the 

foundations could partner with and invest in entrepreneurship education programmes to increase the 

propensity and likelihood of school leavers to pursue new ventures.  

 

The research findings from surveys, interviews and the literature review show that there is a general view 

that entrepreneurship education is important to position entrepreneurship as a career choice, although 

there is no effective integration of entrepreneurship in the school curriculum. Entrepreneurship skills 

development can be seen as essential to increase the likelihood of informal entrepreneurs to achieve 

growth. Entrepreneurship specific training in the schooling system is of vital importance to assist the youth 

in understanding more about the challenges, opportunities and best practice in starting and growing a 

business in the South African context. 

The key leverage point is to specifically focus on entrepreneurship education through various 

interventions working with academia, corporates and the government. The foundations could look at the 

setup of an entrepreneurship education fund to provide interventions in selected schools, colleges and 

universities throughout the country. Entrepreneurship education is critical to addressing the 
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unemployment crisis in the country. It would be relatively inexpensive and through the use of eLearning 

technology the foundations could achieve a large social impact. Based on what students are being taught 

in school, it is not enough for them to find jobs and become economically active when leaving the 

schooling system, whereas if specific entrepreneurship skills are embedded throughout primary and high 

school it would empower them to leave school with an entrepreneurial mind-set or better still a business 

idea that they have been working on while in school. Various programmes could be developed, 

implemented and supported throughout primary school and high school through curriculum development 

and integration. The easiest point of entry would be through extra curriculum activities and post matric 

new venture creation programmes to provide new opportunities for matriculants that do not attend 

college or university. 

 

There is also the possibility of developing a unique Entrepreneurship Apprentice Programme that can be 

used to provide capacity to small businesses that need help in certain aspects of their business 

(administration, marketing etc.) while providing apprentices (aspiring entrepreneurs) with access to 

invaluable experience through working with successful entrepreneurs in their chosen industry. The 

foundations could look at investing in the development of an Entrepreneurship Intern Programme to 

establish a network of SMME’s that need an “extra pair of hands” in their business and then matching 

these with intern candidates as aspiring entrepreneurship students who will then complete an intern 

programme to gain practical entrepreneurship work experience. Such initiatives have clear 

crosspollination opportunities with the TVET research project. 

6.7 Leverage 6 

Access to Markets 
 
Improve access to markets through supplier development, systems and partners.  

 

The key leverage point related to this aspect of the ecosystem is through interventions aimed at improving 

access to markets for entrepreneurs and small businesses. These interventions could be linked to other 

aspects of the ecosystem such as policy and skills development.  

 

Many of the South African markets are dominated by large companies which constrain the small business 

sector and hinder an entrepreneur’s potential in recognising opportunities; and as a result, entrepreneurs 

are discouraged from entering many sectors and are forced into certain sectors. This can be seen through 

the sector results from the survey showing the spread of businesses in each sector with many businesses 

in the services sector. There is a need to assist entrepreneurs to understand market dynamics through the 

development of market related support solutions and to improve their understanding and use of 

technology to access markets.   

 

Having a great product or service but not being able to reach potential clients results in business failure.  

Identifying and understanding the market remains a common challenge for entrepreneurs. Supporting 

small businesses to actively participate in the supply chain of major industries will contribute to building 
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sustainable businesses with the potential to create jobs. In order to grow a business, you need to sell more 

of a product or service and in order to do that you need to be able to reach your target market.  

 

Preferential procurement as part of the BBBEE codes is intended to enable small businesses to access 

opportunities, however, the practical implementation is somewhat flawed. This relates back to the need 

for intervention in the policy aspects of the ecosystem to simplify regulations. There is perceived high risk 

in working with start-ups and small businesses based on their ability to deliver on the requirements of 

working with bigger businesses in terms of quality, turnaround times and service. Big businesses do not 

seem to trust small businesses which in turn restricts opportunities for growth. It is seen as difficult for 

small businesses to access markets and compete with competitors in their sector. 

 

Some of the more effective enterprise development programmes implemented as CSI initiatives have 

been those that assist SMME’s to integrate into formal value chains and access markets. There are a 

number of potential supply chain opportunities within the FirstRand group of companies that can be 

leveraged through an effective supplier development programme. From a competitive rivalry position, 

ABSA for example, has developed an online portal to assist small businesses at accessing markets. Buyers 

can search for SMME’s in a particular region, of a certain profile and with a particular capacity. The portal 

encourages corporates and government entities to buy from SMME’s. The foundations could look at 

providing entrepreneurs with access to markets by facilitating corporate supply chain opportunities.  

Invest in systems development through apps and online platforms that can assist in the effective 

management of a small business venture; thereby also assisting small businesses to become compliant 

with the requirements to access bigger opportunities. Such systems could assist entrepreneurs to reach 

potential clients. 

 

Work with strategic partners to implement entrepreneurship education programmes focused on a 

practical approach to the implementation of marketing plans. Provide shared services to small businesses 

through subsidised marketing solutions and training, from market research to online marketing and social 

media. Further develop group partner platforms; for example, through the FNB business directory to 

include additional features and functionality that will enable small businesses to reach new clients.  

7. Conclusion 
Investing in the support of entrepreneurs provides links that also impact other FRF and FREF research 

projects, in terms of basic education and skills development related to the SSI conceptual framework focus 

on: 21st Century Skills for a 21st Century Economy, which looks at how to grow high-level skills and 

increase the number of employable and entrepreneurial people our country needs to compete at an 

international level. Taking into account the results from this study and other similar studies, it can be seen 

that entrepreneurship provides the key to addressing unemployment and poverty in South Africa.  

The entrepreneurship ecosystem has a number of aspects that are not performing well in terms of 

regulations, finance and entrepreneurship culture. A number of potential leverage points have been 

identified for the foundation to pursue. The results show that entrepreneurs find it difficult to start and 
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grow a business in the current ecosystem; more specifically based on challenges related to the regulatory 

environment and access to finance. If the regulations and finance aspects of the ecosystem are improved, 

it will enable businesses to better comply with requirements to access resources; which in turn results in 

these businesses being able to achieve growth and ultimately create jobs. If interventions are 

implemented to improve the overall entrepreneurship culture this will result in higher levels of 

entrepreneurial activity in the country, which will stimulate the economy.  

With the foundations investment in supporting entrepreneurs and equipping them for future success, a 

large social impact can be achieved; not only in making an impact in the lives of individual entrepreneurs 

and their employees but in changing the state of entrepreneurship in the country.  
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