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I 

Executive Summary 

 

This dissertation examines the role of Waterford Area Partnership in supporting 

entrepreneurs from disadvantaged backgrounds wishing to establish their own 

business. In particular the Enterprise Programme, and the supports it provides are 

focused on. 

 

The research achieves this objective by utilising both quantitative and qualitative 

research, through surveying entrepreneurs that have availed of the service during the 

years 2002 to 2005 and also by means of a Focus Group discussion with a number of 

WAP supported entrepreneurs.     

 

The main findings reveal that the entrepreneurs indicated a large degree of 

satisfaction with the programme, in particular with the design and delivery elements. 

The vast majority of entrepreneurs were still in business at least three years on from 

participating in the programme, indicating long-term viability for the enterprise. This 

finding coupled with the finding that employment opportunities were created for 

others in the business, indicates that for a relatively low level of investment by the 

Irish government, significant results were achieved.      

 

Enterprise Creation Programmes and Self Employment schemes have the potential to 

create significant employment opportunities, and assist those with entrepreneurial 

traits establish their own business. It is vital that the Irish government continue to 

support these initiatives so that further progress can be made.  

  

The principle conclusions are that the WAP Enterprise Programme has proved to be 

successful considering the funds at their disposal. However it could achieve more if 

some changes were made to the programme and increased recourses were made 

available.   

 

The research concludes with a number of recommendations made to Waterford Area. 

Partnership, the Irish government and for further research. 
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Chapter I - Introduction to Thesis 
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1.0 Chapter Overview 

 
We have at this point in time experienced ten to fifteen years of the Celtic Tiger, a 

time when Ireland’s economy has boomed and the standard of living has greatly 

increased. Asserting this Stevenson (1997) posits ‘the so-called “Celtic Tiger” 

economy has significantly outperformed other European Union (EU) countries during 

the last decade’. Agreeing with this point of view Breathnach (1998) confirms ‘The 

economy of the Republic of Ireland has experienced continuously high growth rates in 

the 1990s, after a period of severe difficulty in the previous decade’. Again supporting 

this view the ESRI Quarterly Economic Commentary, July 2001 states “The Irish 

economy continued to experience robust growth in the first half of this year”.   

 

This growth continued for many years as evidenced by the comment from Brian 

Duncan, Chairman of the Combat Poverty Agency when he stated in a 2005 press 

release on child poverty “We are now one of the most developed economies in the 

OECD and this should be reflected in the standard of living we provide to all those 

living in Ireland, as well as the quality of measures we take to tackle poverty issues. 

While many people in Ireland benefited from the unprecedented prosperity over the 

last decade or so, many others were left behind. Among the people that did well were 

those involved in the building industry, led by large-scale developers. There has been 

an explosion in building infrastructure across the country, which in many ways is 

driving Ireland’s prosperity. In parallel with this economic boom there has been a 

significant cultural change in Irish society where the ‘I’m alright Jack’ mentality 

seems to have grown with an attitude that the marginalised can ‘look after 

themselves’.  

 

However, as a large section of Irish society prospered and benefited, another 

significant section did not. Included in this category were the long-term unemployed, 

those with a low level of education and those with lower level job skills. Very many 

people with disabilities are also included in the category, as are those that are 

marginalised because of race or ethnic background.  
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The Irish Government recognising that significant groups in society were not 

benefiting from the economic upturn decided that specific interventions were needed 

to help these groups. One such initiative was to establish the Area Partnership 

Companies throughout the country, under the Local Development Social Inclusion 

Programme (LDSIP) whose remit was to assist named target groups with focused 

interventions, particularly in geographical areas designated as disadvantaged.  

 

This research will focus on Waterford Area Partnership (WAP) which is one of 38 

Partnership Companies nationally. It will examine the structure of WAP and how it 

delivers its services to its clients. Particular focus will be placed on the role of WAP 

providing support for enterprise creation and encouraging entrepreneurship, thereby 

assisting long-term unemployed people to establish their own businesses and as a 

result to become self-employed. 

 

This researcher has a long-standing interest in the area of social science, particularly 

with regard to area of economic disadvantage and the promotion of equality. Through 

voluntary work with a number of groups and individuals this researcher has been 

exposed to the positive impact securing employment has had on those suffering 

economic disadvantage. Securing employment or becoming self-employed has 

transformed the lives of many people with positive effects for them and their families. 

This transformation of people’s lives and the betterment of their personal 

circumstances is one reason why this researcher is attracted to this particular area.   
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1.1 Company Background 

 

Waterford Area Partnership (WAP) was established in 1996 as a not for profit 

company. Its remit is to tackle social exclusion. The role of Waterford Area 

Partnership is to assist communities, groups and individuals in their efforts to achieve 

social inclusion in all aspects of life in Waterford City. WAP is tasked with helping 

people from fourteen named target groups that live within a number of geographical 

areas designated as experiencing disadvantage across the city. In 2006 the 

geographical designations were removed and now the company’s remit is citywide.  

 

Waterford Area Partnership is funded by the Irish Government under the LDSIP 

(Local Development Social Inclusion Programme) which is part of the National 

Development Plan. The WAP board consists of voluntary representatives from the 

State Sector, the Community and Voluntary Sector, the Social Partners and Public 

Representatives. There is an Executive Committee in place and also three Strategic 

Committees dedicated to particular strands of the target groups, namely Community 

Development, Community Based Youth Initiatives and the Services to the 

Unemployed Measure. The Services to the Unemployed Measure has a further sub 

committee called the Enterprise, Loans & Evaluations Committee. The work of the 

Enterprise section of WAP is the primary focus of this thesis. All of the above 

committees have their own annual budgets, as sub sections of the overall WAP annual 

budget, and provide financial support to their target groups based on applications / 

requests received from them. Currently WAP has 11 staff including the Chief 

Executive Officer (CEO) who oversees all aspects of the WAP work.  

 

A related service under the umbrella of WAP is the Local Employment Service (LES) 

and this service was established in mid June 1999 and officially launched by the then 

Tanaiste Ms. Mary Harney T.D. The LES has 10 staff which includes the centre 

manager. Some of the services provided by the LES include CV Preparation, 

Interview Preparation, Training in Job Seeking Skills and providing Employer 

contacts to clients. Its primary task is to help people that are unemployed to gain 

employment. 
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1.2 Research Goals 

 

The goals of this research will be to examine the Enterprise Support structure of WAP 

and evaluate how effective these structures are in delivering on WAP stated 

objectives. The Services to the Unemployed Measure is one of three key programmes, 

and this researcher will examine in detail the Enterprise Programme element of The 

Services to the Unemployed measure which aims to assist entrepreneurs from 

disadvantaged backgrounds start their own business.  

 

1.3 Questions / Objectives of the research 

 

The secondary objectives of the research outlined below, will be conducted through 

an examination of existing literature around the cultural context that existed in Ireland 

when these programmes were first initiated including: 

·  The various social drivers  

·  The economic circumstances in Ireland at the time 

·  Enterprise Creation and Self Employment Schemes 

 

The primary objectives of the research will examine the strengths, weaknesses and 

benefits of one specific programme, the Enterprise Programme in Waterford Area 

Partnership. It will focus in particular on the characteristics of the Enterprise 

Programme in terms of: 

 

1. An examination of the value of the programme to the participants, considering 

their economic and financial circumstances 

 

2. An examination of the relevance of the Enterprise Programme and the 

supports offered to the participants 

 

3. An examination of the programme design and delivery and its value from a 

participant’s perspective  
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The primary research will also investigate factors that influenced people to enter the 

programme and establish their own business including: 

 

·  Their personal ambitions 

·  Their personal experiences 

 

Finally this researcher will draw conclusions from the research findings and propose a 

number of recommendations stemming from those conclusions. 

 

1.4 Significance / Expected value of the research 

 

The significance of this piece of research is that it will provide a detailed examination 

of Waterford Area Partnership ten years after it was founded, examine the cultural 

context that existed at the time of its formation, the reasons why such companies were 

needed, and measure the success or otherwise of its Enterprise Programme under the 

Services to the Unemployed measure. It will highlight key lessons to be learned and 

provide an objective and timely evaluation of its structure coming as it does at the end 

of the current national operational programme 2001 to 2006. This research has the 

potential to inform future actions of Waterford Area Partnership, influence the 

operation and development of the Enterprise Programme and also feed into future 

policy formulation in this field on the national basis. 

 

1.5 Organisation of Thesis 

 

This thesis is divided into six chapters. The first chapter introduced the research topic, 

leading on to a discussion of the significance and value of the proposed research. The 

research objectives are also described. Chapter II through a review of literature 

examines the key drivers that led to the establishment of Partnership Companies 

including the economic situation in Ireland at that time and rising levels of 

unemployment.  Chapter III deals with research methodological approaches to 

research with reference to literature on these approaches. Issues such as research 
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design and appropriateness are discussed. The research method chosen is discussed 

and a justification of the chosen methodology is given. 

 

The fourth chapter presents the findings of the primary research which are integrated 

with the secondary research findings from the literature review. The fifth chapter 

provides a discussion of the findings from the research. Similarities and variances 

between the primary research and the literature are highlighted providing an excellent 

environment for in depth discussion.  

 

The final chapter outlines the main conclusions arising from the research and a 

number of recommendations are proposed. These recommendations are directed 

towards Waterford Are Partnership and the Irish Government. Some academic 

recommendations are also included. 

 

1.6 Chapter Summary 

 

This introductory chapter has briefly outlined the nature of the research, including the 

research topic, the significance of the research, the research objectives and how the 

thesis will be organised.  The researcher recognises the effort required to carry out 

this research project, but having done so, believes it will add to the existing body of 

knowledge on Waterford Area Partnership’s Enterprise Programme.   
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2.0 Literature Review  

 
From the research objectives it is necessary to briefly examine some of the economic 

drivers that led to the establishment of Partnership Companies such as Waterford 

Area Partnership Ltd throughout the country, and the Special Employment Measures 

introduced to tackle record unemployment levels. However an in-depth examination 

of all contributory factors is beyond the scope of this paper. 

 

This chapter will examine the economic context in Ireland in the late 1980’s and early 

1990’s, the period during which Area Partnership Companies were established. The 

role of the National Economic and Social Council (NESC) is highlighted along with 

its role in promoting National Partnership Pay Agreements as a consensual model for 

economic and social progress.  The Programme for National Recovery (PNR 1987) 

and its successor the Programme for Economic and Social Progress (PESP 1990) will 

be examined.    

 

The seminal NESC Report 89 (1990) which continued to promote the Social 

Partnership model is considered, and its proposal to introduce ‘Special Employment 

Schemes’ as a means of tackling record unemployment levels.   

 

The role of FAS, Area Development Management (ADM) now called POBAL and 

Waterford Area Partnership Ltd. in administering the schemes is considered.  

 

2.1 Economic Context 

 
At this point in time Ireland has experienced ten to fifteen years of the Celtic Tiger, a 

time when Ireland’s economy has boomed and the standard of living has greatly 

increased. Asserting this Stevenson (1997) posits “The so-called “Celtic Tiger” 

economy has significantly outperformed other European Union (EU) countries during 

the last decade”. Agreeing with this point of view Breathnach (1998) states “ The 

economy of the Republic of Ireland has experienced continuously high growth rates in 

the 1990s, after a period of severe difficulty in the previous decade”.  Again 

supporting this view the ESRI Quarterly Economic Commentary (2001) states “The 
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Irish economy continued to experience robust growth in the first half of this year”. 

However issuing a warning in that not all people were benefiting from this economic 

growth Brian Duncan Chairman of the Combat Poverty Agency stated in a press 

release in 2005 “We are now one of the most developed economies in the OECD and 

this should be reflected in the standard of living we provide to all those living in 

Ireland, as well as the quality of measures we take to tackle poverty issues…Unless 

we focus on delivering on these, our economic tide will not lift all boats”.  

 

As many people in Ireland benefited from the unprecedented prosperity over the last 

decade or so, many others were left behind. In parallel with this economic boom there 

has been a significant number of people left behind.  Included in this category are the 

long-term unemployed. Since becoming a member in 1973 of what is now the 

European Union (EU) Ireland’s unemployment rate has been among the highest in the 

EU. With the exception of two brief periods during which the unemployment rate 

declined - 1977 to 1979 and 1988 to 1990, there has been an underlying increase in 

Ireland’s unemployment rate from under seven per cent in 1973 to just over 18 per 

cent in 1994 (Ronayne 1994).  

 

In 1992, with an official unemployment rate of 17.8 per cent, Ireland, behind Spain, 

had the second highest unemployment rate in the EU according to the CSO Labour 

Force Survey (1993). Ronayne (1994) goes on to state that “Ireland continues to 

occupy this position, and as unemployment rates have increased during 1993 

Ireland’s unemployment rate increased rapidly from 179,000 according to labour 

force survey estimates - to 18.4 per cent. This is 7.7 percentage points above the 

average for the EU”.   

 

During this period the openness of the Irish economy to external influences became 

increasingly evident, as did the presence of substantial weaknesses in the industrial 

structure. Asserting this fact Ronayne (1994) states ‘notified redundancies increased 

to 16,700 in 1991, and again to 18,207 in 1992’. Reflecting the contraction of 

employment prospects abroad, particularly in the UK, emigration from Ireland 

practically ceased. By April 1993, registered unemployment had reached an 

unprecedented figure of almost 300,000 people (Ronayne 1994). Against this 
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background some decisive action needed to be taken by the government to address the 

poor economic situation and the spiraling unemployment figures. 

 

2.1.1 Social Partnership In Ireland   

 
In the mid-1980s Ireland suffered from a severe economic recession.  Public finances 

were out of control with the national debt at about 140 per cent of GNP. Falling 

growth rates were leading to record levels of unemployment (ICTU Web Site 2007).  

The National Economic and Social Council (NESC) is an advisory group established 

by the government to make regular reports on the economy and social infrastructure 

and suggest future strategy to the Irish government.  

 

Clause 1 of the NESC constitution states ‘the main task of the NESC shall be to 

provide a forum for discussion of the principles relating to the efficient development 

of the national economy and the achievement of social justice, and to advise the 

Government through the Taoiseach, on their application’ (NESC Report 89, 1990) 

 

In an attempt to bring stability to the economy and lay the foundations for future 

growth, the Irish Government in October 1987, agreed a Programme for National 

Recovery (PNR) with the Social Partners. This programme was governed by the 

principles set out in the NESC report ‘Strategy for Development 1986-1990’ (NESC 

Report 89).  

 

The aim was, through a national consensus, to plot a way out of Ireland’s economic 

difficulties. The agreement covered a three-year period from 1987 to end 1990 which 

provided for wage increases limited to 2 per cent per annum. In return for wage 

moderation there were a series of measures to stimulate employment and to broaden 

the tax base to permit lower taxation of workers’ earnings (ICTU Web Site 2007) 

 

The agreement focused on a number of key areas and it envisaged progress being 

made in that period in four broad areas: 

 

(i) creation of a fiscal, exchange rate and monetary climate conducive to economic 

growth 
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(ii) movement towards greater equity and fairness in the tax system 

 

(iii) diminishing or removing social inequities in Irish society; and 

 

(iv) intensification of practical measures to generate increased job opportunities on a 

sectoral basis 

 

The PNR Agreement (1987) highlighted the following factors, which give an 

indication of the extent of the difficulties faced by Ireland at that time: 

 

{a) A Gross Domestic Product per capita which is only 64 per cent of the European 

Community (now EU) average 

 

(b) A National Debt of over £25 billion which was equivalent to more than one and a 

half times Irelands Gross National Product and the servicing of which consumed 

annually one-third of Exchequer tax revenue 

 

(c) An Exchequer borrowing requirement of 10.7 per cent of Gross National Product 

in 1987 to finance both current and capital expenditure. This was among the highest 

budgetary deficits in the European Community 

 

(d) An unemployment rate of 18.5 per cent of the work-force amounting to 242,000 

people of whom 73,000 were under 25 years of age. This was one of the highest rates 

of unemployment in the European Community  

 

(e) No overall growth in the volume of investment in equipment over the past 5 years 

compared with an increase of 20 per cent in the EU  

This pact was relatively successful and was the foundation for further national 

agreements. Commenting on the PNR agreement the Taoiseach at the time Charles 

Haughey commented, ‘the Programme for National Recovery showed what can be 

done when we work together to improve our standards of living and social equity. A 

small trading economy cannot prosper with divisive and competing interests. That is 

the lesson we can learn from other small, more prosperous economies who have 
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organised themselves to pursue agreed objectives and adopt agreed means for the 

development and improvement of their societies’ (PESP 1990). 

 

In 1990 the NESC submitted its Report 89 titled ‘A Strategy for the Nineties: 

Economic Stability and Structural Change’. The report covered practically all aspects 

of the Irish economy including: The Macro-Economy - Analysis and Strategy; 

Structural Reform including Tax Reform, Housing and Social Welfare Policy; 

Employment and the Labour Market; and finally Institutional Issues. 

 

This report again commented on the economy and what was needed to sustain growth. 

The report was very wide ranging and again highlighted very high unemployment 

figures as a major problem that needed to be addressed. Since 1987 unemployment 

had only fallen slightly from 18.5 per cent to 17.9 per cent in 1989, the year previous 

to the NESC Report 89. 

 

The NESC made numerous recommendations in Report 89 on the way forward for the 

economy including the introduction of special employment measures to help address 

the ongoing issue of persistent high long-term unemployment.  Report 89 was a key 

driver in informing the government and the social partners during their negotiations 

on a successor agreement to the PNR. In 1990 the next agreement, titled the 

Programme for Economic and Social Progress (PESP) was negotiated and included a 

commitment to provide special employment measures as recommended by the NESC. 

 

Voicing support for the PESP agreement Charles Haughey said “This Programme 

gives us the capacity to transform Irish society in this decade, so that we increase 

significantly our prosperity and distribute that prosperity more equitably and fairly. It 

is the outcome of prolonged negotiations between the Government and the social 

partners, entered into constructively by all concerned in the interests of all our people. 

I warmly thank and congratulate everyone involved” (PESP 1990). 

 

To administer the Special Employment Measures as agreed in the PESP some existing 

state agencies such as FAS were utilised, but also new agencies were established. An 

overall management company, Area Development Management (ADM) now called 

POBAL was set up. Under it’s umbrella a number of local development companies 
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were established. Nine such companies were initially founded as the plan was rolled 

out. In 1996 Waterford Area Partnership was established. There are presently 38 Area 

Partnership Companies throughout the country.  

 

To date, seven National Pay Agreements have been negotiated, each building on the 

success of the previous one, setting more ambitious targets for: economic growth; 

investment in education and health care; social inclusion measures and actions to 

promote enterprise and employment through the maintenance of an innovative and 

competitive business environment. 

 

2.1.2 Special Employment Measures 

 

Against the background of record unemployment figures mentioned above, Special 

Employment Schemes were introduced to specifically help the long-term unemployed 

including Subsidy Schemes. According to the NESC Report 89 (1990) most subsidy 

schemes had two key features these were:  

 

1. they subsidised additional employment and  

2. they subsidised targeted groups of workers 

 

To properly evaluate Special Employment Measures, it is necessary to take account of 

the reaction of firms to the incentives offered. Citing the NESC Report 89 these 

reactions can combine to undermine the benefits of a scheme. Report 89 identifies 

four effects that should be considered. The first effect known as ‘deadweight’ effect 

refers to the fact that some people hired under a special scheme would have been 

hired anyway. Second, ‘displacement’ effects arise when subsidised employment 

replaces employment in existing firms. Third, where additional subsidies are paid to 

compensate for the effects of payments to other firms, a ‘domino’ effect is said to 

occur. Fourth, where employers uses the scheme to swap subsidised workers or hours 

for non-subsidised hours. Here a ‘substitution’ effect is said to arise according to the  

NESC in report 89 (1990) 

 

Some research into subsidy schemes showed that most recruitment subsidies carry 

heavy ‘deadweight’ costs. That is that many of the jobs would have been created 
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anyway (OECD 1990B; O’Donnell and Walsh 1978). Interestingly this ‘deadweight’ 

effect is disputed by the NESC when they assert that “job creation programmes do not 

create ‘deadweight’ effects (the jobs would definitely not exist without the 

programme), nor do they displace existing employment” (NESC Report 89). An 

OECD evaluation panel, studying measures for the long-term unemployed, found that 

the main effect of recruitment subsidies is ‘to advantage targeted unemployed persons 

over other job seekers’ (OECD 1990B). 

 

However Breen (1990) identifies what he sees as an obvious problem with schemes of 

this sort, such as the Social Employment Scheme (SES) in that they are temporary. 

Breen (1990) states “to put it crudely, SES gives the long-term unemployed a job for 

a year, but at the end of the year they are back in the same position as they were”. 

According to the NESC Breen’s comments ignores two important points. First, it 

ignores the hysteresis effects which all available research shows to be present – the 

effect of which is that after a year working, a person is not back in the same position 

as they were before they were employed. Secondly, Breen’s comment may reflect 

features of Ireland’s special schemes which could be improved upon according to the 

NESC Report 89 (2000). 

 

Breen (1990) identifies a second problem with direct employment measures, that of 

cost. Breen (1990) cites figures that indicate that an expenditure of £1 million 

annually could support ninety five directly created jobs. Building on his argument he 

states “this compares unfavourably with the numbers that could be supported by the 

expenditure of the same amount on social welfare: 560 single persons on 

Unemployment Assistance (UA) or 255 married persons with one adult and two child 

dependents or 218 equivalent families on Unemployment Benefit (UB)”. Disputing 

Breen’s assertions on cost the OECD finds that from a cost perspective “job subsidy 

schemes generally have small net exchequer costs, due to the reduction in welfare 

payments being paid out combined with receipt of taxes which results from the 

employment” (OECD 1990B).  

 

Considering the ‘displacement’ effects Adnett (1989) argues that in the medium-term, 

the substitution and displacement effects disappear. This can occur, where the long-

term unemployed do displace other workers, but the displaced workers contribute to 



16 

the effective labour supply, and in fact do produce normal market adjustments of 

lower wage pressure, which increases employment. 

 

2.1.3 Direct Job Schemes 

 

In the 1930s and later decades many governments undertook large investment projects 

to employ the jobless. Continuing this trend in the mid 1980s a relatively large part of 

labour market budgets was spent on public employment programmes for the 

unemployed (NESC Report 89)  

 

However these differed from earlier programmes in concentrating on service jobs and 

maintenance of local infrastructure. (NESC Report 89).  According to the OECD most 

European countries still have these schemes but they are quite limited in scope and 

are almost always temporary. The OECD found that the largest programme for direct 

job creation was in Belgium where unemployed people are offered regular work 

contracts with local government (OECD, 1990B). From the above it is clear that 

Direct Job Schemes have a role to play in reducing unemployment levels. 

 

2.1.4 Enterprise and Self-Employment Schemes 

 

A widespread type of targeted job scheme is the provision of financial support to 

unemployed people to assist them in setting up their own enterprises. According to 

the NESC most member states in the European Union provide financial support of 

this sort. They go on to state ‘the largest such schemes can be found in France, 

Greece, Ireland, Spain and the United Kingdom’ (NESC Report 89, 1990). These 

schemes can have very positive and valuable effects on the employment status of 

persons previously unemployed as evidenced by a  World Bank / OECD study (1994) 

which states ‘programmes that help the unemployed start their own businesses have 

proven to be a potentially cost effective tool in job creation’.   The OECD reports that 

evaluation studies carried out in France and the United Kingdom have shown between 

50 per cent and 60 per cent of participants remain in business for over three years. 

Furthermore British evaluations also suggest that about one quarter of the surviving 

enterprises would not have started without such support (OECD 1990B). 
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Commenting on Enterprise Schemes as distinct from Subsidy Schemes mentioned 

earlier, and possible knock on effects of ‘deadweight’ and ‘displacement’ the NESC 

states ‘the ‘deadweight’ problem is not as significant as the ‘displacement’ problem, 

i.e. that those who are encouraged by the scheme to set up their own business are in 

competition with existing domestic firms’ (NESC Report 89).   

 

Concurring with the NESC, Breen and Halpin (1998) estimated that around 90 per 

cent of the business (of new enterprises) was taken from other Irish firms, and that as 

a result, for every 100 full time jobs created by the scheme, about 60 were lost 

elsewhere in the Irish economy. They also highlighted that a large proportion of those 

involved in Enterprise Schemes set up in businesses in the services or building 

sectors.  

 

Despite these findings the NESC argues that Enterprise Schemes should not be 

rejected out of hand. They make the point that unless the economy is facing a balance 

of payments constraint, there is no problem with an expansion of non-traded activities 

(NESC Report 89, 1990). The NESC further contends that special employment 

measures have an important role to play in the battle against unemployment…. and 

that measures such as temporary subsidised employment and temporary direct hiring, 

are part of an effective labour market policy. This view is supported by the OECD 

(1996) report on jobs strategy stating ‘A positive outcome of assistance to unemployed 

people to start their own business is that these businesses may create further jobs for 

others’. Continuing in a similar vein the NESC go on to state ‘..special employment 

measures are vital to achieving an early large reduction in Ireland’s current long-

term unemployment’  (NESC Report 89, 1990) 

 

2.1.5 Waterford Area Partnership and Pobal 

 

There is very limited literature about Area Partnership Companies in general and 

WAP is no exception. Nevertheless a brief outline of the company and its services is 

required for completeness. 

 

Waterford Area Partnership Ltd (WAP) was founded in 1996 as part of the growing 

network of Area Partnership Companies nationwide.  WAP has 11 staff members 
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including the CEO of the company. Pobal, formerly known as Area Development 

Management (ADM) is a semi state agency tasked with overseeing the Area 

Partnership Companies and many other groups involved in local development. 

 

Pobal's mission is to promote social inclusion, reconciliation and equality through 

integrated social and economic development within communities.  It is a not-for-

profit company with charitable status that manages programmes on behalf of the Irish 

Government and The EU.  Pobal support partnership approaches to decision-making 

in order to engage communities in the development process at local level, and 

promotes co-ordination between communities, state agencies and other stakeholders 

(Pobal Website). 

 

Commenting in the Pobal Annual Report (2006) Dr. Thomas Cooke, Chairman said 

‘2006 was another year of major change and growth for Pobal. We now manage 17 

different programmes for 7 Government Departments/Boards. In 2006 we distributed 

€238.5m to over 4,000 groups throughout the country’  

 

Dr. Cooke went on to state that in January 2006 Pobal was allocated responsibility for 

the new Community Services Programme on behalf of the Department of 

Community, Rural & Gaeltacht Affairs, and the new National Childcare Investment 

Programme on behalf of the Office of the Minister for Children. In addition during the 

year we also undertook the management of a number of smaller programmes on 

behalf of the Department of Justice, Equality & Law Reform (Pobal Annual Report 

2006). 

 

Through Pobal the government provides funding to the Partnership Companies under 

the Local Development Social Inclusion Programme (LDSIP).  Citing a recent Pobal 

report (2006) on Partnership Companies it affirms the LDSIP Programme is 

implemented at local level by 38 Partnership companies, 31 Community Partnerships 

and 2 Employment Pacts as outlined in the Pobal (2006) report Partnership Dynamics.  

The work of the LDSIP encompasses three action areas as follows: 
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·  Measure A: Services to the Unemployed 

·  Measure B: Community Development 

·  Measure C: Community Based Youth Initiatives 

 

Waterford Area Partnership tackles social exclusion in Waterford City through the 

above programmes by working with community groups and organisations to alleviate 

social disadvantage and reduce its impacts on society (WAP Website). 

 

WAP provides support to fourteen specific target groups and all communities 

regarded as socially excluded on a citywide basis. The fourteen target groups that the 

partnership supports are as follows:  

 

Unemployed People; Early School Leavers; Women; Travelling Community; People 

with Disabilities; Older Persons; Substance Mis-users; Ex-prisoners; Youth; Young 

Offenders; Refugees and Asylum Seekers; Gay and Lesbian Community; Lone 

Parents and Family & Children (WAP Web Site) 

 

This thesis will focus on Measure A only i.e.: Services to the Unemployed and 

specifically the Enterprise Programme under that measure. The Enterprise Programme 

encourages and supports aspiring entrepreneurs in their efforts to establish an 

enterprise. The services provided through the Enterprise Programme include:  

 
·  Preparation of a business plan 

·  Exploring options for raising capital  

·  Small start up grants 

·  Loans at competitive interest rates 

·  Business Specific Training 

 

Training is also provided in Bookkeeping / Accounts and keeping tax affairs in order. 

A key element of the programme is the mentoring service that is provided, where an 

experienced business person guides the new entrepreneur through the pre start up and 

start up phases of the business and continues support for at least one year after start 

up.   
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The Local Employment Service (LES) which is funded by FAS operates under the 

umbrella of WAP. The LES and the Services to the Unemployed Measure operated by 

WAP work closely together and sometimes refer clients to each other. The LES 

service has it’s own manager. The LES works with job seekers, as distinct from 

would be entrepreneurs, to help them find employment opportunities. The services 

provided include: 

 

·  Careers Information & Advice 

·  Professional CV Preparation 

·  Assisted Job Search 

·  Access to Job Vacancies 

·  Help with Job Applications 

·  Help with Interviews 

·  Information on Training Courses 

 
The mission statement of the LES states the service is the to ‘provide a range of 

quality professional services to unemployed job seekers, in particular those most 

distant from the labour market’. The statement goes on to say its services will help 

unemployed people ‘find suitable employment and promote its job ready clients to 

employers’ (LES Web Site). The service has a compliment of 10 staff including the 

manager. 

 
2.2 Entrepreneurial Motivation  

 
According to McClelland’s (1965) trait theory, certain individuals have a very strong 

need to achieve, to set targets and to be seen as successful. Because of these inherent 

traits, people with these traits are likely to succeed in whatever they do including 

becoming an entrepreneur.  

Low and MacMillan’s (1998) definition of entrepreneurship as the creation of new 

enterprise is an apt one. Nonetheless a new enterprise just doesn’t appear out of thin 

air. According to (Morrison (2001) the process of entrepreneurship initiation has its 

foundations in person and intuition, and society and culture. It is much more holistic 

than simply an economic function, and represents a combination of pragmatism, 

idealism and motivation.  The need to achieve has also been identified by McClelland 
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(1961) as a crucial trait when he states ‘achievement motivation is critical to 

economic development and progress’. Other studies have found a positive relationship 

between achievement motivation and entrepreneurial behaviour. Achievement 

motivation has been singled out as the most prevalent predictor of entrepreneurship 

(Babb and Babb, 1992). However other writers argue there is no connection between 

the two (Bonnett and Furnham, 1991) 

 

Finnerty and Krzystofik (1985) found that the personal characteristics and attitudes of 

individuals are a major factor in determining whether entrepreneurs succeed. These 

authors also found that would-be entrepreneurs are predominately motivated by 

intrinsic factors such as the desire to have an interesting job and challenge 

themselves. However Henderson and Robertson (1999) found that an aversion to risk, 

and fear of failure were significant factors which prevented individuals from 

becoming entrepreneurs. 

 

2.2.1 Risk Factors 

 
Entrepreneurship is an innovatory process and as such has an element of risk 

associated with it. The acceptance of risk-taking by entrepreneurs is necessary as 

identified by Goffee et el (1987) when they suggest that entrepreneurs are seen as 

risk-takers and innovators who reject the relative security of employment in large 

organisations to create wealth and accumulate capital. Ideally but not necessarily, the 

outcomes will have positive consequences for them. If the project is successful the 

entrepreneur stands to gain financial independence, wealth and a great sense of 

achievement.   

 

Liles (1981) defined risk as the probability of a negative outcome occurring from 

some course of action. He proposed that entrepreneurs faced four types of risk: 

 

1.Financial; 2. Career; 3. Family and Social; 4. Psychological 

 

Furthermore, Liles (1981) suggested that the social and psychological aspects of risk 

associated with business failure were more difficult to bear than financial risk. Since 
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entrepreneurship is a ‘unique occupation characterised by risk taking’ according to 

Cromie (1994), many attempts have been made to measure the risk-taking  

attribute of entrepreneurs (Palmer, 1971; Brockhaus, 1980; Sexton and Bowman, 

1983). In a study of risk taking Ray (1986) discovered that self-esteem was closely 

associated with risk-taking activity. Those who had low self-esteem take either no 

risks or very high risks where each action reinforces their initial premise that they are 

unworthy individuals. Those with a healthy level of self-esteem are able to take risks 

appropriate to various situations that arise. The diagram below is used by McCarthy 

(2000) to place a conceptual framework around the area of risk taking in 

entrepreneurship. 

 

Figure 2-1 Framework for the study of risk in entrepreneurship 

 

Source: The cult of risk taking and social learning: a study of Irish Entrepreneurs 

(2000) 

 

Some studies refer to entrepreneurs as “moderate risk-takers”. (Brockhaus, 1980, 

1987) suggests that entrepreneurs are not gamblers and tend to avoid situations 

involving extreme risks.  However, Ray (1993) argues that this phrase has been 

invented by academics, and is unrelated to how entrepreneurs actually think about risk 

or cope with risk. According to Ray (1993) risk is related to strategy and a given 
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context and is not just a function of personality. For example today’s entrepreneur has 

recourse to a wide range of mechanisms designed to reduce business risk, such as 

strategic alliances, joint venture and licensing arrangements (Deakins, 1996). 

 

The literature reviewed suggests that there is some level of risk involved in 

entrepreneurial activity, and it follows that a propensity for risk taking is more 

common among people choosing to become entrepreneurs than the general 

population. Interestingly not all literature supports risk taking as a characteristic of 

entrepreneurs (Low and MacMillian, 1998). A study by Sexton and Bowman (1983) 

could not provide conclusive evidence of a causal relationship between entrepreneurs 

and risk-taking. The findings appear to vary according to the entrepreneur’s sex 

(Birley, 1989; Sexton and Bowman, 1990), cultural background, stage of business 

development and type of business owned as well as to the research method used 

(Brockhaus, 1987). 

 

This lack of consistency in the research on risk taking behaviour among entrepreneurs 

could be explained by the variation in the perception of what exactly signifies a risk. 

(Corman et el., 1988; Shaver and Scott, 1991) 

 

2.2.2 Predisposing Factors and Trigger Factors  

 
When researching entrepreneurial traits it is interesting to consider the background 

and career orientations of would be entrepreneurs. With this in mind Scott and 

Toomey (1988) suggest that predisposing factors such as parental role models and 

experience, plus trigger factors such as seeking work, unemployment, career advice 

all influence career aspirations. Research by (Stanworth et al., 1989; Cooper and 

Dunkelberg, 1984) has found people who were self employed were more likely to 

have had self employed parents.  Fletcher (1999) citing research findings from the 

Scottish Graduate Enterprise Programme (GEP) affirms that the participants in the 

programme tended to come from a professional or self employed family background 

with forty five per cent indicating they have professional fathers, and twenty four per 

cent of fathers had their own business.  
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It should be noted however, that not all studies corroborate this finding. Storey 

(1994), when summarising previous studies, found that family business background 

was “not statistically significant” as a factor affecting self-employment. 

 

It is worthy of note that eighty per cent of participants in the GEP programme had 

previous work experience, working for somebody else.  

 

2.2.3 From Thinking To Start Up 

 
From the initial thinking about starting a business to active consideration and 

exploration of a business start-up idea is an iterative process for each person, in so far 

as it was an unfamiliar and new experience (Atherton 2007). Referring to business 

start-ups Gibb & Ritchie (1982) suggest ‘such choices involve the development of 

awareness of, as well as interest in and motivation to explore, the possibility and 

potential for business start-up’. 

 

Some authors contend that most business start-ups can be explained straightforwardly 

by push or pull factors (Gibb & Ritchie 1982). Push factors normally exist as a result 

of either threats to job security, or when the start-up may be the only alternative to 

unemployment. These push factors of redundancy and other employment threats may 

be a dominant element but often do not represent a complete explanation for the 

existence of the new venture (Cooper, 1973; Shapiro, 1971; Chell, 1985).  

 

Pull factors, more positively, are normally those associated with entrepreneurial 

insight and business acumen. Opportunities are often presented when, for example, 

companies close down and products/services are withdrawn from the marketplace 

thus creating niches for start-up businesses.  The economic support structures for 

these businesses may take a diversity of form including self-funding, either central or 

local government funding or in some cases the result of family support (Bridge, 

O’Neill & Cromie, 1998; Mason, 1989). 

 

By applying both push and pull factors to a particular case it appears that each 

business start-up is unique, a product of a different set of connected factors. These 
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factors are not the sole influences, prevailing localised economic and business culture 

also need to be considered, as should the period in which the venture was conceived.  

 
Exploration of starting up a new venture as an option involved consideration of the 

possible implications of launching a business for the founder, as well as assessments 

of what would be required to launch a new venture Atherton (2007). Atherton goes on 

to state ‘in several cases, the period prior to explicit commitment to starting a 

business was drawn out over many months’.  

For each person thinking about a business start-up as an option to self employment 

through to actively engaging in it is a gradual process, rather than occurring over a 

short period or instantly (Atherton 2007). A pre-start phase of entrepreneurial 

gestation, therefore, preceded actual engagement in starting a new business and, for 

the individuals involved, finished with a conscious decision to commit to a process of 

new venture creation. 

Atherton (2007) has identified three shifts in personal attitudes and convictions that 

lead to business start up. These are:  

 

1. People who had not previously thought about or considered starting a 

business were stimulated to do so by an event or influence (such as a 

friend or colleague starting a business, or losing a job) 

 

2. Individuals who had thought about setting up in general terms, but had not 

considered start-up as a genuine or realistic possibility, became more 

actively interested in starting their own business as an option, i.e. there 

was a shift from some awareness and interest to actively testing actual 

interest in and motivation to start a business.  

 

3. Those who had a strong desire or commitment to start a business and who 

wanted to explore how to undertake the start-up process and what is 

required, i.e. individuals moved from exploration to active commitment to 

starting a business.  

The three stages indicate that individuals moved from a position where they were 

unaware of a business start-up as an option, through successive stages of increasing 
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awareness and engagement in the idea of starting their own business culminating in a 

personal commitment to start. At this stage actions become ‘intentional’. This view is 

supported by Krueger et al (2000) in that they identify this behaviour as planned 

behaviour based on exploration and assessment of an individuals prospects and 

requirements for starting a new venture.  

Interestingly the level of education attainment is also a significant factor in 

entrepreneurs moving from thinking about starting a new venture and actually doing 

it.  

Recent Irish research reported in the Global Entrepreneurship Monitor: The Irish 

Report (GEM 2006) clearly shows that people with higher levels of education are 

more likely to become entrepreneurs than those with lower qualifications.   

 
Table 2-1 Irish Entrepreneurial Activity By Educati onal Attainment 

 

 

Total early 
stage 

entrepreneurial 
activity 

Primary 
and / or 
some 

Secondary 
Education 

Completed 
Secondary 
School % 

Third 
Level % 

Post 
Graduate 

% 

Level of 
Entrepreneurial 

Activity 

 
7.4% 

 
3.7% 

 
7.2% 

 
9.3% 

 
11.1% 

 
Source GEM (2006: p23)  
 

Also those entrepreneurs with a higher level of general education tend to perform 

better when they establish their enterprise. Dickson et al (2008) citing research by 

Van der Sluis et al (2004) affirms that the relationship between general education and 

the decision to enter entrepreneurship and entrepreneurial performance in both 

industrialised and developing countries is significant. They assert that in both 

industrialised and developing countries there is evidence to support a positive and 

significant relationship between the level of general education and entrepreneurial 

performance. 
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2.2.4 Enterprising Spirit 

 

When we consider entrepreneurship it brings to mind the image of upwardly mobile, 

well-educated, risk taking high achievers in a business context. They want to be seen 

as financially successful in their own right rather than be employed by someone else. 

They want to be masters of their own destiny. Without this enterprising spirit or drive 

it can be argued that there would not be any entrepreneurs at all. 

Morrisson (2000) proposes that the start of the process of entrepreneurship lies within 

the individual members of society, and the degree to which a spirit of enterprise 

exists, or can be initiated. In this respect Kirzner (1979) believes the source to be 

within the human spirit, which will flourish in response to uncertainty and 

competition.  

 

The simplest form of entrepreneurship is self-employment. There is survey evidence 

to suggest that, in the industrialised countries, many individuals who are currently 

employees would prefer to be self-employed. According to Blanchflower (2000) 

citing the International Social Survey Programme of 1989, when random samples of 

individuals from 11 countries were asked this question: Suppose you were working 

and could choose between different kinds of jobs. Which of the following would you 

choose? I would choose (i) Being an employee, (ii) Being self-employed, (iii) Can’t 

choose. Large numbers of people gave answer (ii) and thus stated that they would 

wish to be self-employed. This answer was given by, for example, 63 per cent of 

Americans (out of 1,453 asked), 48 per cent of Britons (out of 1,297), and 49 per cent 

of Germans (out of 1,575). These numbers can be compared with an actual proportion 

of self-employed people in these countries of approximately 15 per cent. 

�

This raises the question of why is it, if so many express an interest in being an 

entrepreneur that so few actually become one. One key impediment to 

entrepreneurship is lack of capital. In recent work using U.S. micro data, Evans and 

Leighton (1989) and Evans and Jovanovic (1989) have argued formally that 

entrepreneurs face liquidity constraints.  

 

Consider a prospective entrepreneur with the vision to see a feasible business project 

or projects and, as such, is linked to the entrepreneurial section of the population. He 
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or she needs capital to undertake a project. One possibility is to use their own or 

perhaps family funds, thereby making it unnecessary to borrow commercially. 

However the person may not have sufficient own funds or family funds available and 

will need to borrow the required funds. If they do not have enough savings or 

collateral to secure a commercial loan then they will not even get the venture off the 

ground.  Clearly lack of capital is a serious constraint. 

 

2.2.5 Entrepreneurial Culture 

 

According to (Cox, 1997) much of the research on entrepreneurship was conducted in 

the US, and its questionable if the findings can be generalised to other cultural 

contexts.  Evidence suggests that rates of entrepreneurship vary widely from one 

country to another, and that broad cultural characteristics appear to explain little of 

the variance (Hunt and Levie, 2003). Comparing Ireland to the US where both 

countries have a lot in common, including a shared language, Ireland does not have 

the same record or historic context with entrepreneurship and economic development 

as the USA. US culture can be distinguished by high levels of individualism, low 

uncertainty avoidance and risk taking, characteristics associated in literature with 

entrepreneurs (Hofstede, 1980). The culture in the US is one of the pursuit of 

seemingly impossible dreams, acceptance of mistakes, where success in individual 

enterprise is admired (Hammond and Morrison, 1996).  

 

2.2.6 Irish Entrepreneurial Context 

 

Contrasting the Irish situation to the US (O’Farrell, 1986) contends that scholars of 

Irish culture observed a general conservatism in Irish society that included an 

aversion to entrepreneurial risk-taking. Going even further than that (Ardagh, 1997) 

argues that even entrepreneurial success can be a negative, as a successful venture 

invites begrudgery from those who have never taken on a venture or those who have 

taken on a venture and failed. Again comparing the US and Ireland there is broad 

support for entrepreneurial activity in the US, whereas in Ireland “the bureaucratic 

steps to becoming an entrepreneur in Ireland are enormously challenging (O’Kane, 

1995). 
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However the G.E.M. Irish Report (GEM 2006 p12) reporting the views of a number 

of entrepreneurs somewhat counters this view. The report indicates that ‘government 

support for entrepreneurs provided through government supported initiatives such as 

Enterprise Ireland and the County Enterprise Boards were identified by many 

entrepreneurs as being particularly helpful’. The Enterprise Platform Programmes, 

run through the Institutes of Technology, with the support of Enterprise Ireland, were 

also highly praised. Also the availability of financial support in particular was 

frequently mentioned by the entrepreneurs. 

 

Irish policy makers have been aware of social and cultural obstacles to 

entrepreneurship for a long time. Guiomard (1995) cites the mid 1980’s report of the 

National Planning Board, which argued that Ireland needed economic policies that 

would encourage and sustain growth of output and employment…by inducing private 

persons to use their time, talents and other resources more productively in Ireland. 

The report also called for increasing incentives to “take commercial risks and 

innovate”.  Starting up commercial ventures is a risky business and many risky 

ventures fail. According to Guiomard (1995) ‘until a sufficiently large cadre of people 

in Ireland are prepared to undertake the risks associated with business and are 

adequately rewarded for success we will continue to experience only modest 

progress’ 

 

The above views as expressed by Guiomard (1995) is somewhat disputed by more 

recent findings in the 2006 GEM Irish Report (2006) when is states ‘that the national 

(Irish) culture is generally considered well disposed towards entrepreneurs’. 

According to the report entrepreneurs considered that the ‘proliferation of success 

stories in the media, and through word of mouth more generally, created a feeling 

that entrepreneurs can thrive in Ireland’. Reflecting this feeling towards confidence 

51 per cent of all adults felt they had the knowledge and skills to start up their own 

business and this figure increased to 89 per cent for early stage entrepreneurs (GEM 

Report 2006, p12) 

 

From the above the earlier literature on the Irish entrepreneurial context indicated that 

significant obstacles existed for nascent and early stage entrepreneurs, but more 

recent literature indicates that these obstacles have been somewhat addressed by the 
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government and with a resulting positive change in the propensity of entrepreneurs to 

set up their own businesses.    

  

2.2.6 Marketing A Product or Service 

 

For an enterprise to be successful it is vital that it advertises its products or service. 

This is done primarily through marketing campaigns and all companies both large and 

small engage in marketing to some degree.  

 

As the entrepreneurs assisted by Waterford Area Partnership are unemployed and 

considered economically disadvantaged, they have limited finance available to them, 

yet marketing in some fashion is vital to their success. There is a multitude of 

marketing channels available to entrepreneurs including television advertising, press 

adverts and poster campaigns, but the availability of finance limits what can be done. 

The area of direct marketing is addressed by Kotler (2003) stating that ‘direct 

marketing is the use of consumer direct channels to reach customers and deliver 

services and goods without the need for intermediaries’.  Consumer direct channels 

can include direct mail, websites, catalogues and telemarketing (Kotler 2003). When 

considering direct marketing the American Marketing Association (2004) defines it as 

‘ the total of activities by which the seller, in effecting the exchange of goods and 

services with a buyer, directs efforts to a target audience using one or more media, 

for the purposes of soliciting a response by phone, mail or personal visit from a 

customer’. Direct marketing is an activity directed at selling products or services to 

customers without using intermediaries. Historically the use of telephones and mail 

were the main methods but modern technology has allowed the use of Internet and 

email be used more.  

 

Marketing for entrepreneurs is much more challenging than for established firms. 

According to Coviello et al (2000) small firm marketing practices have been assessed 

in the context of existing models that are based on large firm practices. This is the 

reason why small firm marketing practices have generally been criticised as non-

traditional, informal and short-term (Coviello et al 2000). 
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According to research by Smallbone et al (1993) the most important factor for the 

survival and growth of small firms was active market development, developing new 

opportunities and an expansion of the customer base. This is all very difficult for new 

entrepreneurs due to business pressures at start up. Traditional marketing practices 

can draw heavily on resources, both financial and human, which are rarely rich 

attributes of the small firm according to (Weinrauch et al 1991). Considering the 

marketing practices of small enterprises and sole traders versus larger organisations 

Stokes et el (1997) posits ‘even owner-managers of small firms seem to give 

marketing a low priority compared to the other functions of their business’ 

 

Not withstanding the above comment entrepreneurs do engage in marketing activities 

and appear to prefer interactive marketing. They specialize in interactions with their 

target markets because they have preferences for personal contact with customers, 

rather than the impersonal marketing of mass promotion (Day et al, 1998). 

 

2.3 Chapter Summary  

 

The literature reviewed has highlighted the very poor economic circumstances that 

existed in Ireland around the late 1980’s and early 1990’s when unemployment was at 

record levels. It was necessary to review literature from that period to allow the 

researcher establish the prevailing economic climate at that time. A number of key 

reports were highlighted . 

 

The influential role of the NESC and its recommendations to the Irish government 

were critical in the continuing ‘Partnership Process’ that helped bring economic 

stability and prosperity. The need for specific interventions to help the long-term 

unemployed including the introduction of ‘Special Employment Measures’ as 

recommended by the NESC has been investigated, and the positive and negative 

aspects of these schemes identified.  

 

The establishment of new agencies such as Pobal and the Area Partnership 

Companies to implement at local level government social policy around those that 

experience disadvantage through unemployment was identified as a critical step. A 

range of programmes to tackle social exclusion are implemented by the Partnership 
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Companies and specific focus was placed on the Enterprise Programme of Waterford 

Area Partnership. 

 

The Enterprise Programme encourages and supports would be entrepreneurs to start 

up their own business and provides training and financial support to it clients. The 

area of entrepreneurship was examined and some of the critical elements that go to 

make up an entrepreneur were discussed. These included, motivation, risk factors, 

trigger factors, enterprising spirit and entrepreneurial culture.  

 

The area of marketing and its importance to business was briefly examined. 

Differences between marketing techniques for large firms and small firms were 

explored with some of the key differences between them highlighted. It was shown 

that entrepreneurs too, use marketing but tend to use relationship marketing more than 

traditional forms of marketing, preferring personal contact and building relationships. 

 

Very little literature on Waterford Area Partnership and its Enterprise Programme 

exists. It is this research gap that this thesis will address. 
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Chapter III - Research Methodology 
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3.0 Introduction 

 

This chapter outlines the author’s research question and objectives, and the rationale 

for conducting the research using one particular method rather than another.  The 

methods used by the author to gather and then analyse the data gained from both 

primary and secondary sources, and the challenges presented while doing so are 

examined. The methodology used in this investigation consisted of postal self-

administered questionnaires sent to 126 entrepreneurs assisted by WAP and also a 

focus group session with five entrepreneurs who had indicated when returning their 

questionnaire, that they were willing to take part in this focus group session. The 

method of presentation is considered, and finally the chapter outlines the limitations 

of the chosen methodology and addresses any questions of validity of both the quality 

and the limitations of the findings. 

 

3.1 What is Research 

 

Research is an investigation into a particular topic or area in order to gain increased 

knowledge of the subject. Van Maanen (1983) states that research can be understood 

as original investigation in order to gain knowledge and understanding. May (2001) 

provides a cogent argument as to what research should be as follows: ‘research is 

more than a reflection of our opinions and prejudices, it substantiates, refutes, 

organises or generates our theories and produces evidence which may challenge not 

only our own beliefs, but also those of society in general’. 

 

3.2 An Overview of Research Design 

 

There are many definitions of research design but essentially they all address the ‘how 

to’ of carrying out a piece of research.  Yin (1994) defines research design as a plan 

of what data to gather, from whom, how and when to collect the data, and finally how 

to analyse the data obtained. In a similar vein Cohen et al (2000) argues that research 

design is a framework that outlines each course of action, from the proposal to the 

analysis and presentation of the data. Furthermore Ritchie & Lewis (2003) define 
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research design as the plan and structure of investigation so conceived to obtain the 

answers to the research question. 

 

Referencing Denzin and Lincoln (1994) a research design is a set of flexible 

guidelines connecting theoretical paradigms to strategies of enquiry along with the 

methods used for data collection. Four questions are presented by Denzin and Lincoln 

(1994) that form a good structure for a quality research design. These are: 

 

·  How will research be informed by and interact with the paradigm in question? 

·  What is to be studied? 

·  What method of enquiry will be used? 

·  What tools will be used for the analysis of primary data? 

 

Essentially the research design enables the researcher to outline the blueprint of each 

procedure necessary to carry out the research, record the data collected and present 

the findings and conclusions. 

 

3.3 The Research Question 

 

Smith (1991) observes that the research question is outlined in order to set out 

objectives, which are defined for the research activity and it is at this point in the 

research process that a topic or a subject matter is selected for study. The research 

question is the guiding force of any enquiry. According to Cooper & Emory (1995) 

the research question is a single question that most accurately states the purpose of the 

research. The primary objective of this research is: 

 

‘An evaluation of the role of Waterford Area Partnership in assisting entrepreneurs 

from disadvantaged backgrounds, establish their own business between the years 

2002 to 2005’ 
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According to Ritchie & Lewis (2003) a research question must meet a number of 

criteria. It must be: 

·  Clear, intelligible and unambiguous 

·  Feasible, given the resources available 

·  Focused, but not too narrow 

·  Relevant and useful 

·  The researcher must have some interest in the topic 

 

3.4 Research Objectives 

 

Wartick and Wood (1998) suggest that objectives should be closely related to the 

statement of the problem. The objectives of a research project summarise what is to 

be achieved asserts Platts (1993). In order to achieve the researchers objectives it is 

necessary to identify the associated objectives of the research study and to proceed to 

examine them states Jannkowicz (2000). Consequently, Zikmund (1997) defines the 

research objectives as the purpose of the research in measurable terms. Thus the 

following research objectives have been identified: 

 

The primary objectives of the research will be to examine the strengths and 

weaknesses of the WAP Enterprise Programme that assists would be entrepreneurs, 

and evaluate whether the supports / services provided are relevant, valuable and 

effective. This will be done by focusing in particular on the following three 

objectives: 

 

1. An examination of the value of the programme to the participants, considering 

their economic and financial circumstances  

 

2. An examination of the relevance of the Enterprise Programme and the 

supports offered to the participants 

 

3. An examination of the programme design and delivery and its value from a 

participant’s perspective  
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3.5 Types of Research 

 

3.5.1 Primary Research 

 
Primary research has been described as data collected from the problem situation first 

hand, in order to analyse it and find solutions to the problem being researched 

Sekaran (1992). During the course of this research project primary research was 

conducted by way of a self-administered postal questionnaire and followed up by a 

focus group session with project participants that was digitally recorded.   

 

3.5.2 Secondary Research 

 
Secondary research involves the use of documents that already exit. These interpret 

events and happenings based on primary sources (Duffy 2005). In recent years 

searching for quality secondary source material has become easier by the existence 

and availability of focused databanks, with full text and peer reviewed articles on the 

Internet. Information of a more general nature is also available on various 

organisations’ web sites whether the organisation is international, national or local. 

Extensive use of WIT databases such as Emerald and ABI Inform were utilised. 

Material was also was available on other organisations web sites such as Waterford 

Area Partnership, FAS, ESRI and CORI.  The research extended across two sectors in 

particular, these being the government and not for profit sector. 

 

3.5.3 Qualitative Methods 

 
The functions of qualitative research can be considered as descriptive or exploratory 

in nature. Both of these functions can be considered elements of contextual research 

that seeks to describe the form and nature of what exists. Ventres and Frankel (1996) 

postulates that the philosophical and theoretical perspectives that inform the use of 

particular qualitative methods e.g. interviewing, observation, and the extent to which 

qualitative methods are accepted as legitimate modes of enquiry, shape the debate in 

any field. 
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According to Denzin and Lincoln (1994) qualitative research; 

 

·  Provides an in-depth interpretative understanding of the research objectives 

·  Works relatively well with a very small sample 

·  Allows for interactive research which enables a more in-depth exploration of 

the issues 

·  Allows for flexibility in the analysis required 

·  Enables a greater insight through consistent analysis integration of the views 

of various respondents 

 

As the sample size of WAP clients is relatively small, coupled with the interactive 

element of the focus group discussion requiring a degree of flexibility the critical 

elements described above by Denzin and Lincon (1994) is very apt for this research. 

 

Qualitative approaches to data collection, analysis and report writing are different 

from traditional, quantitative approaches. Personal interpretation of the findings often 

represented in tables and figures all inform qualitative procedures. It also uses various 

strategies of enquiry such as narratives, ethnographies and case studies. The 

researcher gathers and collects open ended emerging data with the primary intent of 

developing different themes from the data. Silverman (1993) postulates that ‘there are 

four major methods used by qualitative researchers these being; observation, 

analysing text and documents, interviews and recording and transcribing’.  

 

3.5.4 Limitations of Qualitative Research 

 
A number of limitations exist with qualitative research according to Creswell (2003) 

Data collection can be quite tedious and require more resources than are available. 

Also analysis and interpretation of data may be difficult, and it is often harder to 

control the pace and determine the end points of the research approaches. 

Consequently Richards and Richards (1991) argued that qualitative research might 

neglect the social and cultural construction of the variable studies.  
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3.5.5 Quantitative Methods 

 
Statistics, tables and graphs, are often used to present the results of quantitative 

research. Quantative methods are therefore to be distinguished from qualitative 

methods. Quantitative researchers are absorbed with how to define and measure 

concepts (Reason 1994). Qualitative researchers most frequently report on reliability 

because validity testing, particularly for internal validity, is highly time consuming 

and cannot be fully addressed with quantitative methods and data alone asserts 

Cresswell (1998). Some social science researchers (Lincoln & Guba, 1985) perceive 

qualitative and quantitative approaches as incompatible, others (Patton, 1990) believe 

that the skilled researcher can successfully combine approaches. The argument 

usually becomes muddled because one party argues from the underlying philosophical 

nature of each paradigm, and the other focuses on the apparent compatibility of the 

research methods, enjoying the rewards of both numbers and words.  

 

3.6 Data Collection Methods 

 
Data collection is the process of collecting information that allows the researcher find 

out more about the research topic. Data collection takes two main forms, primary and 

secondary data. Secondary data according to Crask et al (1995) is data that has 

already been gathered by researchers.  The name primary data would seem to suggest 

that it should be addressed first, however the opposite is in fact the case, and 

secondary data is first looked at in a research study.  

 

3.6.1 Types of Surveys 

 
Surveys can be divided into two broad categories: the questionnaire and the interview. 

Hollowitz and Wilson (1993) observe that questionnaires are usually paper and pencil 

instruments that the respondent completes while interviews are completed by the 

interviewer based on what the respondent says.  

 

3.6.2 Advantages of Surveys 

 
Surveys are an efficient way of collecting information from a large number of 

respondents. Statistical techniques can be used to determine reliability, validity and 
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statistical significance of the results (Ward 1993). Surveys are flexible in that they 

allow for a wide range of information to be collected and they can be used to study 

values, beliefs, attitudes and past behaviours (Krosnick et al (1996) 

 

3.6.3 Disadvantages of Surveys 

 
There are some disadvantages to the use of surveys as surveys depend on 

respondent’s honesty, memory and willingness to respond and also the rate of 

response can be low relative to the number of questionnaires sent out. Also the 

respondents may not be motivated to give accurate information, in fact, they may be 

inclined to give answers that present themselves in a favourable light (Babbie 2001) 

 

3.6.4 Types of Interview  

 
When considering interviews Yin (1994) outlines three types which are ; 

 

1. Open-ended interview: 

In this type of interview the respondent will not only be asked for facts and 

opinion, but will also have the opportunity to offer insights of their own. The 

more a respondent is able to assist in the provision of insight, the more their 

role changes so that it can be considered to be one of informant rather than 

respondent. 

 

2. Focused interview:  

This type of interview is follows a certain set of questions. 

 

3. Structured interview:  

Described as very similar to a formal survey. 

 

However David and Sutton (2004) describes another type of interview, the semi-

structured interview. These are non-standardised and are frequently used in qualitative 

analysis.  Group interviewing is another technique available to the researcher. Smith 

defined group interviewing to be ‘limited to those situations where the assembled 

group is small enough to permit genuine discussion among all its members’ (Smith, 
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1954, p.59 cited in Stewart and Shamdasani, 1990, p.10). Glesne and Peshkin (1992) 

suggest that interviewing more than one person at a time sometimes proves very 

useful as some young people in particular need company to be encouraged to talk, and 

some topics are better discussed by a small group of people who know each other.  

 

3.6.5 Limitations of Interviews  

 
Although interviewing has many strengths, a number of researchers have identified 

weaknesses with this method of data collection. Robson (1993) argues that there are 

inherent difficulties in the reliability and validity of data gathered using interviews, 

‘arising from deficiencies in memory and a desire to present oneself in a favourable 

light (the social desirability response bias)’. Another difficulty may arise as the 

researcher is also susceptible to bias, both in how the research is approached and how 

findings will be interpreted (Brittain-White, 1985). Research can be further impeded 

by the researcher’s expectations of the research findings, whereby the researcher 

actively pursues these findings by directing questions toward the expected responses 

(Becker and Greer 1957).  

 

According to Kaplan and Duchon (1988) the researchers understanding of reality is 

dependent on how the responses are interpreted and different researchers may 

interpret the same data in different ways. However Becker and Geer (1957) argue that 

researchers can benefit from an awareness of these limitations and improve research 

findings by taking account of them.  

 

3.6.6 Focus Group 

 
Denzin and Lincoln (1994, p.365) state that Merton et al. coined the term "focus 

group" in 1956 to apply to a situation in which the interviewer asks group members 

very specific questions about a topic after considerable research has already been 

completed. Kreuger (1998) defines a focus group as a "carefully planned discussion 

designed to obtain perceptions in a defined area of interest in a permissive, non-

threatening environment"  
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The key element here is the involvement of people where their answers and 

disclosures are encouraged in a nurturing environment. During a group discussion, 

individual opinions may shift due to the influence of other comments. Alternately, 

opinions may be held with certainty. Kreuger (1998) suggests that the purpose is to 

obtain information of a qualitative nature from a predetermined and limited number of 

people. 

 

3.6.7 Advantages of Focus Groups as a Research Method 

 
The use of focus groups do not necessitate complex sampling methods, unlike surveys 

where a representative sample of the entire population must be selected, focus groups 

are selected from a planned sample. A wide range of information can be gathered in a 

relatively short time span, due to the use of open ended questions and the moderator’s 

ability to explore a range of related topics. Gibbs (1997) purported that focus groups 

are particularly suited to obtaining several perspectives on a topic simultaneously.  

 

3.6.8 Disadvantages of Focus Groups as a Research Method 

 
Gibbs (1997) identifies limitations regarding the practical implementation of the 

method. A focus group could be cumbersome to assemble, as the use of such a 

method could discourage participation from inarticulate or unconfident respondents. 

Secondly, the group nature of the method precludes confidentiality of responses. 

Lastly, separating an individual view from the collective response can be complex, as 

individual respondents are influenced by group responses.  
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3.6.9 Rating of Data Collection Methods 

 
There are many rating systems for different methods of data collection. Table 3.1 

below indicates ratings for personal interview, telephone interview and postal surveys 

according to Brannick & Roche (1997). Depending on the research objectives, the 

researcher will chose the most appropriate method. 

 
Table 3-1 Rating Data Collection Method 

 

 Personal 
Interview 

Telephone 
Interview 

Postal 
Survey 

Accuracy of Data Collected Good Good Very Good 
Amount of data that can be collected Excellent Fair Fair 
Flexibility Excellent Good Poor 
Response Rate Excellent Good Poor 
Time and Cost Poor Good Good 
 

(Source: Brannick & Roche, 1997;12) 

 

3.6.10 Rationale For Choice of Method 

 
Some social science researchers (Lincoln & Guba, 1985) perceive qualitative and 

quantitative approaches as incompatible, others (Patton, 1990; Reichardt & Cook, 

1979) believe that the skilled researcher can successfully combine both approaches. 

The argument usually becomes muddled because one party argues from the 

underlying philosophical nature of each paradigm, and the other focuses on the 

apparent compatibility of the research methods, enjoying the rewards of both numbers 

and words.  

 

For the purposes of this research project this researcher chose the method of a self-

administered postal survey because the accuracy of the data collected is very good 

and is also timely and cost effective as can be seen in the Table 3.1 above. This was 

followed by a focus group session as this method could produce a rich and substantial 

amount of information, gained in a relatively short period of time, while allowing a 

more in depth discussion take place on a particular theme beyond what could be 

gleaned from surveys alone. In addition they are low in cost, one can get results 
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relatively quickly, and they can increase the sample size of a report by talking with 

several people at once according to Marshall and Rossman (1999). The information 

provided should add richness and insight to this overall research project.   

 

This proved to be a successful method with 25 respondents from a total of 126 

surveyed representing a 19.84 per cent response rate. Six of these indicated they were 

willing to take part in the focus group session. Of the six who were willing to take 

part in the focus group only five subsequently did take part. The other person because 

of work and personal commitments could not make the session. The 126 people 

included in the survey represented the entire population of entrepreneurs assisted by 

WAP between the years 2002 to 2005 inclusive.   

 
The cut off year of 2005 was chosen to allow at least three years elapse from start- up. 

This timeframe of three years was viewed as an important milestone in establishing 

the longer-term viability of the business i.e. if it was still operating after three years 

then it is reasonable to suggest a long-term future for the enterprise. The surveys were 

distributed between Friday 9th and Monday 12th May.  

 

3.7 Recording of Focus Group Session 

 
The researcher decided to digitally record the interview, this method along with note 

taking was considered the most appropriate method of accurately recording the 

responses. According to Kreuger and Casey (2000) tape recorders or dictaphones are 

invaluable for focus group discussions. However it is advised that the tape recorder or 

dictaphone is set up prior to the interview and should be visible to the participants. 

This approach was adopted by the researcher and all participants were made aware 

that the focus group session was being recorded and all agreed. Kreuger (1998) 

suggests that the interviewer must encourage participants to speak one at a time to 

avoid confusion as to who is saying what.  
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By recording the interview the researcher will reduce the likelihood of error or 

omission occurring due to concentrating too much on note taking, with not enough 

attention being paid to the actual responses. The focus group discussion took place in 

the Ramada Hotel, Cork Road Waterford on Wednesday 9th July 2008. 

 

Table 3-2 Focus Group Participants 

 

Name Type of 
Business 

Position Year of Start 
Up 

Date of Focus 
Group Session 

Dave Hackett Acupuncture Owner 2003 9th July ‘08 

Michael Fagan Web Site 
Design 

Owner 2002 9th July ‘08 

Dheai Ilsaaid Acupuncture / 
Sports Injury 

Owner 2004 9th July ‘08 

Christine 
Fitzgerald 

Natural Fruit 
Juice Producer 

Owner 2002 9th July ‘08 

Pat Murphy Visual Artist Owner 2003 9th July ‘08 

 

 

3.8 Limitations of the Study 

 
There are many methods for conducting research and Ritchie & Lewis (2003) 

recognises that no perfect method of research exists and that each methodology 

employed will be designed specifically to address the research question being 

examined. Following consideration and evaluation of various research methods 

available, this researcher chose to use a postal survey (Appendix I) followed up by a 

focus group session. The Data Protection Acts 1988 and 2003, restricted the 

researcher from gaining direct access to the target group, as their personal information 

was protected, and only available to employees of Waterford Area Partnership during 

the course of their work. Waterford Area Partnership posting out the questionnaires to 

their clients on behalf of the researcher, with a covering letter (Appendix II) 

explaining the nature of the survey, overcame this difficulty. A separate form 

(Appendix III) was included with the survey inviting the clients to partake in a follow 

up focus group session with the researcher and to indicate their willingness to do so 

on this form. Both the questionnaire and focus group form was to be returned to the 

researcher in the stamped self-addressed envelope supplied.  
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Another limiting factor was the timeframe of the years 2002 to 2005 inclusive. This 

timeframe was chosen to allow a period of at least three years to elapse from the 

establishment of the enterprise to evaluate the likelihood of the business surviving 

long term. If an enterprise had survived for three years it was considered reasonable to 

conclude that it would continue to survive into the future. 

 

Because of the three year condition and the subsequent passing of time, the researcher 

was relying on the memory of the participants of their experiences, which may not 

always be accurate. A further restriction is the removal from access to the most recent 

participants in the programme and therefore the most up to date information. Finally 

the researcher was limited by the time available to conduct the study and also the 

finances that would be required to conduct a longer more in depth study. Because of 

the above limitations further research into this subject is warranted.  

 

3.9 Chapter Summary  

 
This chapter has described the research methodology adopted in the study, to permit a 

replication of the study and to allow the findings to be validated. Having identified the 

research problem the author then states the research objectives. Methods of data 

collection were examined and various methodologies described, with the use of both 

qualitative and quantitative methods being justified as the most appropriate 

mythologies to use to accomplish the study. 

 

The advantages and disadvantages of surveys and focus groups as methods of data 

collection were discussed with the researcher justifying the use of surveys and focus 

groups. Finally some of the limitations of the research are discussed. 

 

The next chapter focuses on the findings of the research undertaken on clients of 

Waterford Area Partnership Ltd. 
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Chapter IV - Research Findings 
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4.0 Chapter Overview 

 
The primary research sought to uncover the views of entrepreneurs assisted by WAP 

with regard to the positive and negative aspects the services / supports offered. The 

research also sought to determine the economic circumstances of the participants, 

their personal and business experience and explore the relevance and value of the 

programme as experienced by the participants. The programme design and delivery 

will be evaluated accessing it’s appropriateness from the participants perspective. 

 

4.1 Questionnaire & Focus Group Data Collection 

 
The sections which follow details the results from the returned questionnaires 

interwoven with comments from the focus group either supporting the survey findings 

or alternatively highlighting a discrepancy from the survey findings. A postal survey 

was used by the researcher with a response rate of 19.84 per cent as indicated in Table 

4.1 below. The surveys were distributed by post between Friday 9th and Monday 12th 

May and respondents were asked to return by Friday 30th May using the stamped 

addressed envelope provided. This is considered a very acceptable response rate to a 

postal survey and as the sample covered the entire population, all WAP entrepreneurs 

between the years 2002 to 2005 had an opportunity to participate in this. 

  

Table 4-1 Questionnaire Response Rate 

 
Questionnaire Response 

Questionnaires Posted  Responses Received % Of Sample 

126 25 19.84% 

 

All entrepreneurs assisted by WAP during the years chosen for this research project 

(Table 4.1) were invited to participate in the Focus Group session. Of the twenty-five 

responses received, six indicated they were willing to take part however due to work 

and personal commitments five subsequently took part with the remaining person 

unable to attend. Following a number of phone calls by the researcher to the Focus 

Group participants the session was arranged  for Wednesday 9th July in the Ramada 
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Hotel, Cork Road Waterford. Participant expenses were met by the researcher as were 

the hotel costs for room hire and light refreshments. 

 

4.2 Economic, Personal and Financial circumstances of the participants 

 

The first objective of the research sought to establish the personal profile of the 

service user covering gender, age, education level and whether the respondent was 

unemployed or employed when they decided to start their own business. Section B 

sought to establish the nature of the business, the year it was founded, company 

structure and location. The statistics on the number of staff at start up, whether the 

business was still in operation after 3 years and the number of employees at that time 

was established. The following are the results from these sections.  

 

4.2.1 Gender, Age and Education Level 

 
Figure 4.1 below graphically illustrates that more males than females tended to 

establish their own business in the returned questionnaire.   

 

Figure 4-1 Gender Distribution of Respondents 

 

Female
40%

Male
60%
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The predominant age category when people established their business was between 35 

and 54 years of age. This was true of both male and female respondents. Males were 

also in the majority in the age category 25 years to 34 years. Lower figures relate to 

the other categories see Figure 4.2 below. 

 

Figure 4-2 Respondent Age Profile 
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The majority of respondents had been educated to at least second level with a slightly 

lower figure going on to third level while a significant minority had primary 

education only (Table 4.2). 

 

Table 4-2 Highest Level of Education  

 
Education Achieved by Respondent 

Level Number of Respondents % 

Primary 2 8% 

Secondary 12 48% 

Third Level 11 44% 

Other 0 0% 
 

Of the respondents, 76 per cent indicated their education level was an important factor 

that influenced their decision to set up their own business. These survey findings are 

supported by those who participated in the focus group session where four of the five 
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participants (80%) felt their education level was an important element in their 

decision to set up their own business. One group member commented ‘my education 

level was vital to me. I spent years in formal education and then eight years studying 

medicine’. However the remaining 24 per cent felt their education was not an 

important factor (Table 4.3).  

 

Table 4-3 Significance of Education to New Business Venture 

 

Assessment of Education 

Level Number of Respondents % 

Important 19 76% 

Not Important 6 24% 

 

 

4.2.2 Employment Status 

 
When asked if they were employed at the time they set up their business and if not 

employed, had they lost their job in the previous 12 months, the following were the 

responses as shown in Table 4.4 and Table 4.5 below: 

 

Table 4-4 Employed & Unemployed Status of Respondent 

 

Employment Status 

Level Number of Respondents % 

Unemployed 21 84% 

Employed 4 16% 

 

 

 

 

 

 

 

 



52 

Table 4-5 Length of Unemployment by Respondent  

 
If unemployed was it within the previous 12 months 

Response Number of Respondents % 

Yes 12 57% 

No 9 43% 

 

Given that 84 per cent of respondents stated they were unemployed and 48 per cent 

had lost their job in the previous 12 months, it would indicate that these people had 

worked previously, been made redundant or somehow lost their job.  

 

This finding is supported by the focus group as three out of five (60%) said they set 

up their business out of necessity after becoming unemployed. However the survey 

results show that 16 per cent indicated they were employed, therefore being 

unemployed was not the only reason for people setting up their own business.   

 

When asked about the reasons for starting their own business the focus group 

indicated that along with the economic necessity to do so from being unemployed, 

most had ambitions to establish their own business and become self-employed. The 

research indicates that becoming unemployed was just the catalyst that made them 

take the vital step to becoming self-employed. This is evidenced by the following 

comment from one focus group participant, ‘I always wanted to be self employed. 

Money wasn’t the prime motive but I just felt I’d like more control in my working life 

and felt I could make a success of it. When I became unemployed I just decided to do 

it’. Another commented ‘I just didn’t want to look for another job and it’s harder to 

get one at my age so I decided to give it a go myself’.  

 

The survey results indicate that 12 per cent of both males and females set up their 

business at the age of fifty five years or more. That a significant number of 

entrepreneurs become self-employed at over fifty five years of age is an interesting 

finding as it is at a relatively late stage of their working life. This correlates with the 

above comment from a focus group member regarding the difficulty of re-

employment and ageism.    
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4.2.3 New Business Experience  

 

Prior to establishing the new business, it was initially decided to ascertain the year the 

business was started. The timeframe chosen for this research was between the years 

2002 to 2005 and the results are shown in Table 4.6 below.  

 

Table 4-6  Origin of New Business Venture 

 

Business Established 

Year Number of Respondents % 

2002 5 20% 

2003 10 40% 

2004 9 36% 

2005 1 4% 

 

Questions were then asked concerning previous business experience and the survey 

findings show that vast majority of respondents did not have any experience running 

their own business with only 8 per cent having some experience (Figure 4.3) This 

finding was also supported by the focus group as only one in five participants had 

previous experience running their own business. However as the respondents were 

previously in employment they had the benefit of this experience and any skills 

learned.      

 

Figure 4-3 Previous Business Experience 

 

No
92%

Yes
8%
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A significant finding was that an overwhelming number of respondents were still in 

business after three years as shown in Figure 4.4. The finding that 92 per cent of 

respondents did not have previous experience running a business, but yet that a large 

proportion of them are surviving for 3 years or more is a strong indicator of a 

successful programme and augers well for long-term viability.  Although very few 

respondents had previous business experience the vast majority of the survey 

respondents (80%) said they were very confident in themselves and that lack of 

confidence was not an issue for them. This finding is strongly supported by the 

participants in the focus group where all five stated that they had a lot of confidence 

in themselves. This is demonstrated by the following comment from one member ‘I 

have a lot of confidence in myself. If I didn’t have that I would never take the chance 

to set up my own business’ 

 
Figure 4-4 Still in Business 3 Years after start up 

 

No
16%

Yes
84%

 

 

4.2.3 Marketing Tools Used 

 

Marketing is a crucial element of business success and the following are the results 

of the research regarding any marketing initiatives undertaken by the entrepreneurs. 

A broad range of marketing techniques / channels were used with the majority 

favouring Newspaper Advertising, closely followed by the use of fliers see Table 

4.7 below. As the entrepreneurs were asked to tick all categories that applied the 

totals exceed 100 per cent.  
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Table 4-7 Tools Used by Respondents 

 
Marketing Approaches Used 

Type Number of Respondents % 
Newspaper Advertisements 13 52% 

Fliers 11 44% 

Business cards 10 40% 

Radio Advertisements 1 4% 

Posters 0 0% 

Others 8 32% 

 

 

The use of posters was the least used with none of the entrepreneurs using this form 

of advertising. Radio advertising was rarely used, however 32 per cent used methods 

other than those specified on the survey, but failed to indicate what these other 

methods were. 

 

4.2.4 Marketing Spend 

 
Overall it can be seen that the marketing spend by the entrepreneurs was quite low 

(Table 4.8). Given this result it is remarkable that the survival rate of most businesses 

is beyond three years. However these results could provide an insight into the 

economic and financial circumstances of the entrepreneurs at the time they set up 

their business, indicating a lack of finance available for marketing initiatives.   

 

Table 4-8 Marketing Spend by Respondent 

 
Marketing Expenditure 

Level Number of Respondents % 

€100 to €500 10 40% 

€501 to €1000 5 20% 

€1001 to €2000 3 12% 

€2001 to €3000 1 4% 

Over €3000 0 0% 
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4.3 Relevance of the Programme and Supports Offered  

 
While examining the relevance and value of the programme to the participants, the 

supports offered and availed of, and the value placed upon these supports by the 

participants, key questions were presented on the survey to elicit this information. The 

findings on this are presented in this section. 

 

4.3.1 Financial Support 

 
Not surprisingly financial support was considered to be ‘useful’ or ‘very useful’ by 

the entrepreneurs (Table 4.9). Clearly financial support is both relevant and valuable 

to entrepreneurs during the business start up phase.  

 

Table 4-9 Financial Support 

 
Benefit of Financial Support 

Level of benefit Number of Respondents % 

Not At All Useful 0 0% 

Neither Useful or Not Useful 0 0% 

Useful 7 28% 

Very Useful 17 68% 
 
Note: 4% failed to indicate a choice 
 
 
4.3.2 Nature of Financial Support  

 
To establish the amount of financial support given to participants, a weighted average 

using the mid point of the ranges listed below in Figure 4.5 was used. These ranges 

mirror the ranges posed in the questionnaire. The average grant allocated is €1031.25 

per respondent. By extrapolating this figure to the 126 participants between the years 

2002 to 2005 the figure equates to a total of  €129,937.50.  
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Figure 4-5 Financial Support Received 
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In monetary terms the cost of providing financial support to each programme 

participant is relatively small and it can be argued that it represents good value for 

money. The above figures indicate that financial assistance is very much at the lower 

end of the scale and can be categorised as seed capital only. That being said, 68 per 

cent of survey respondents said the financial supports received were ‘very useful’ to 

them, and this finding is supported by the focus group members who all agreed that 

the financial support they received, limited though it was, was vital to them at start-

up.  

 

The value of the support to them is evidenced by this comment from a participant ‘the 

financial support I got was fairly small but it all helps when you are stating off. Every 

bit of help is valuable’. All of the financial assistance was by way of grants rather 

than repayable loans. Repayable loans are an option open to the Enterprise 

Programme, but which is seldom if ever used. 

 

4.3.3 Nature of Non Financial Support  

 
To establish the range of non-financial supports offered by WAP survey respondents 

were asked to choose from a range of supports which were offered to them. The 

findings are shown in Table 4.10 below.  
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Table 4-10 Non Financial Supports offered to Respondents 

 

Type of Non –Financial Supports Offered 

Supports  Number of 
respondents 

% Offered Number of 
respondents 

% Availed 
of 

Bookkeeping / 
Accounts 

18 72% 17 68% 

Business Mentor 5 20% 5 20% 

Business Plan 
Development 

15 60% 14 56% 

Other – Please 
Specify 

2 8% 3 12% 

 

 

The Bookkeeping / Accounts training was by far the one offered to most participants, 

with assistance in Business Plan Development being the next most offered support. 

Surprisingly Business Mentoring support was offered to only 20 per cent of 

participants. A further 8 per cent indicated that they were offered ‘Other Supports’ but 

did not specify what these supports were.  

 

By far the highest support availed of by the entrepreneurs was the Bookkeeping / 

Accounts module followed by assistance with Business Plan Development. There was 

a substantial take up across all the supports offered and this is not surprising taking 

into account the finding that 92 per cent of the clients did not have any previous 

experience running a business. The findings indicate that other supports were availed 

of by the entrepreneurs but these supports were not identified by the respondents. 

 

4.3.4 Assessment of  Non Financial Supports 

 
When considering the useful or beneficial aspects of the non-financial supports, the 

respondents were asked to choose from a range as per Table 4.11 below. The supports 

were considered of value to the entrepreneurs with the vast majority finding them to 

be either ‘useful’ or ‘very useful. When the findings for both ‘useful’ and ‘very 
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useful’ are combined the figure is 76 per cent. This finding demonstrates that the 

entrepreneurs found the supports relevant to their needs and also valuable to them.  

 

Table 4-11 Assessment of   Non Financial Support by Respondent 

 

Level of Usefulness of non-Financial Supports 

 Number of Respondents % 

Not At All Useful 0 0% 

Neither Useful or Not 
Useful 2 8% 

Useful 8 32% 

Very Useful 11 44% 

 

Note: 4 respondents (16%) failed to indicate a choice  

 

4.3.5 Most Useful Supports to Entrepreneurs 

 

The majority of entrepreneurs indicated that the financial and non-financial supports 

were of equal importance to them. The finding of 64 per cent for ‘of equal 

importance’ demonstrates that the entrepreneurs although just starting off in their 

enterprise, with limited business experience, see the value of an overall approach to 

supports rather than just focusing on financial support. Commenting on this theme a 

focus group participant said “financial help in not always the answer. WAP 

experience and advice is also a critical aspect”.  

 

4.4 Programme Design and Delivery   

 
The design of the programme and its delivery was examined during the focus group 

discussion with broad agreement that it met the basic needs of would be entrepreneurs 

in relation to ‘start-up’ finance and general business advise. A consideration of the 

stronger and weaker parts of the programme design and delivery is very subjective as 

each participant had their own unique experience of it. It is very much a ‘one to one’ 

scenario where each individual is offered an opportunity to meet with the service 



60 

provider, whether this is a member of WAP staff or a consultant, to discuss their 

particular needs. Therefore the experiences are quite individual to each client, 

although there are similarities and themes that can be drawn together giving an 

holistic view of the programme and its effectiveness. 

 

4.4.1 Initial Meetings with Enterprise Officer 

  

The focus group approved of the format for their initial meeting with the Enterprise 

Officer where they were met individually to discuss their business ideas, plans and 

their needs.  This also allowed the Enterprise Officer to explain the supports that 

WAP could offer them, and also what could not be done for them. From then on, 

further meetings could be scheduled with the Enterprise Officer. Because of the 

workload of the Enterprise Officer, sometimes it could take a number of weeks to 

schedule these meetings and this was seen as a disadvantage. Three of the five 

members of the focus group felt arranging meetings was a difficulty, with one stating, 

‘…meetings should have been arranged closer together. When you are starting out 

you are nervous and having regular meetings would have been an advantage’.   

 

4.4.2 Bookkeeping / Accounts Training 

 
Most clients (68%) availed of the Bookkeeping / Accounts training that was offered 

and found this valuable. A different perspective was given by the focus group with a 

participant stating ‘the bookkeeping training was too broad, you had to learn too 

much in eight weeks. I still had to hire an accountant to do the books and it was 

expensive’. This theme was echoed by the rest of the group who felt this aspect could 

be redesigned, suggesting that better value for money could be achieved if WAP hired 

an accountant to help them with the books on an ongoing basis.  

 

4.4.3 Business Plan Development  

 
The next highest category of training / support availed of was for Business Plan 

Development. Considering 64 per cent of respondents indicated that they did not have 

a business plan when they approached WAP for assistance, and 56 per cent indicated 

that they subsequently did prepare a business plan with the assistance of WAP 
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suggests this support had a value to the participants. Furthermore 60 per cent felt there 

was an advantage to be gained from having a business plan.  

 

Among the focus group, four of the five participants (80%) had a business plan 

developed to some degree before they approached WAP, and saw the value of such a 

plan.  One focus group member commented, “I had a partial plan, but this was 

developed much further when I went to WAP’. Continuing on this theme the member 

said ‘Areas I hadn’t included in any great detail like market research, cash flow 

projections and marketing had to be looked at more closely. All this proved very 

valuable to me. I didn’t like doing it, but it had to be done”. Interestingly three of the 

five focus group members (60%) stated that they found developing a business plan 

was at best a necessary ‘burden’ reinforcing the finding of 44 per cent in the survey 

who found it to be a burden also.  

 

4.4.4 Business Mentoring 

 
When considering the use of a Business Mentor as a support mechanism 20 per cent 

of respondents said they had availed of such a support and found it useful. This can be 

considered a relatively low figure and this finding is reinforced by the results from the 

focus group on the same topic. None of the five participants in the group had been 

offered the assistance of a ‘business mentor’. Yet when discussed further all felt that 

the assistance of a ‘Business Mentor’ could be very beneficial to an aspiring 

entrepreneur. 

 

4.4.5 Continued Contact Initiated by Entrepreneur 

 

A good indicator of how strong and supportive the relationship between the WAP 

Enterprise Programme and its clients, and therefore it’s perceived ‘value’ is the 

degree of continued contact between the two, after the initial ‘frontline supports’ such 

as finance and training have been completed. As can be seen from Table 4.12 below, 

very few participants had stayed in contact with WAP support services as their 

business developed. As already demonstrated, the entrepreneurs availed of and valued 

the supports offered, yet very few remained in contact with WAP.  
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This finding tends to contradict the earlier findings that indicate ‘value’ from the 

supports that were available.   

 

Table 4-12 Ongoing Relationship with WAP 

 

Continued Contact with WAP 

Level of Contact Number of Respondents % 

Continued Contact 7 28% 

Failed to Maintain Contact with WAP 18 72% 

 

 

The theme of continued contact with WAP was explored further within the focus 

group setting and four out of five of the group (80%) said that they had not stayed in 

touch with WAP reinforcing the survey finding on the same issue. 

 

When asked to elaborate on why this was so two main themes emerged from the 

discussion;  

 

1) the entrepreneurs felt that they were too busy working up to fourteen hours a 

day developing their business and;  

 

2) a number felt that although they appreciated the initial support given to them 

by the Enterprise Programme and fully recognised its importance in helping 

them at start-up, they felt there was no real benefit to be gained from staying 

in contact with WAP  

 

However one member of the focus group (20%) stated that he had continued his 

contact with WAP and felt it was very beneficial and valuable to him both in a 

personal and business sense. The person stated ‘I am contacted by WAP on a fairly 

regular basis about Networking Events and I attend these when I can. I find them very 

beneficial to me and good for making contacts’. The ‘Networking Events’ were 

organised by the Enterprise Programme where clients came together to share their 
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experiences, offer advise and support to each other where possible, and also meet 

other business people.  

 

4.4.6 Continued Contact Initiated by WAP  

 
When evaluating continued contact initiated by WAP staff, it is worthy of note that 

three in five (60%) of the focus group stated that there had been no follow up from 

WAP with them once their initial interaction was over. Apart from the client who 

participated in the Networking Events, the other entrepreneur who had been contacted 

commented, ‘I was contacted by phone about three or four months after I finished 

with WAP to see if I was still in business and this happened only once. There was no 

other follow up from WAP apart from that’. 

 

This finding is interesting and demonstrates that neither party makes any great effort 

to stay in touch with each other. Considering these findings there are questions to be 

raised about the long-term benefits of the programme once an enterprise is 

established.  

 

4.4.7 Programme Flexibility 

 
The area of programme design and delivery was explored by the focus group and all 

agreed that not being tied to a very strict schedule regarding training / advise sessions 

was important to them. A choice of areas of support was offered, and the entrepreneur 

could choose which supports to avail of. These supports were delivered at an agreed 

time, which best suited both parties. A focus group participant commented, ‘I needed 

some degree of flexibility in how the training was scheduled. The programme allowed 

for this and this made it much easier for me to participate fully’. This flexibility was 

felt to be a key element in the programme delivery as the entrepreneurs were often 

under time pressures as demonstrated by this comment from another member of the 

focus group ‘In my case I had no spare time at all. But with the flexibility of the 

programme, what little time I did have I used well’. 
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4.5 Value of The Programme 

 
The concept of value is difficult to measure and quantify. Even if a programme or 

project is deemed a failure it doesn’t necessarily mean it has no value. In the case of 

the Enterprise Programme, ‘value’ can be seen in many ways for example, the 

experience of partaking in the programme itself may have ‘value’ for the participants 

even if their business doesn’t succeed. This theme was explored with the focus group 

and the views expressed were supportive of the view, as the following comment by an 

entrepreneur shows ‘My business failed but I’m glad I tried it. It failed because of 

high costs and increased competition, but I learned a lot. The experience I gained 

from the programme while trying to run a business was just great’. Also it can be 

argued that if, from the experiences of delivering the programme, improvements are 

made to it by WAP, then a certain value is inherent in that.  

 

One measure of ‘value’ that this researcher will apply is the length of time a business 

continues in existence and the numbers of people employed by the business. The 

research findings show that 21 respondents (84%) were still in the business three 

years after start up see Table 4.13 below. This is a significant finding and is a strong 

indication of longevity in the business. The finding that so many businesses are still in 

existence in excess of three years after set up suggests the following: 

 

·  Business ventures chosen are sustainable and capable of surviving beyond the 

immediate short term 

 

·  Despite the poor employment experience, WAP participants are capable of 

surviving the difficult initial years for a new business 

 

Table 4-13 Years in Existence 

 

Years Company in Existence 

Years Number of Respondents % 

Less Than 3 Years 4 16% 

Greater Than 3 Years 21 84% 
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Similarly when considering employment levels, there are positive results in this area 

as can be seen in Table 4.14 below. After three years a significant number of the 

enterprises created employment for more than one person and an even greater number 

employed at least one person. 

 

Table 4-14 Employment Levels in the Respondents  Business Ventures 

 

Employment Levels across Initial Years 

Period 1 Employee More Than One Employee 

Initial Year 84% 16% 

After 3 Years 64% 32% 

 

Two respondents stated that the highest number employed by the business at any one 

time over the three-year period was three people (including themselves). The above 

figures demonstrate that the entrepreneurs / businesses supported by the Enterprise 

Programme created significant employment for both the entrepreneurs themselves and 

others. There is certainly a ‘value’ element in this both from a financial perspective 

and a societal perspective, considering that 84 per cent of these entrepreneurs were 

unemployed when they started their business venture. 

 

4.6 Chapter Summary 

 
The findings were examined in the order of the research questions to enable a logical 

presentation of the findings.  The findings in some cases supported the literature on 

the subject and some were slightly at odds with the literature. The findings highlight 

the economic, financial and personal circumstances of the participants, the reasons 

why they became entrepreneurs and the supports they most availed during the 

Enterprise Programme. The reliability of the findings is considered to be high as all 

the entrepreneurs completed an identical questionnaire. Validity is also considered to 

be high as the focus group findings expanded on the issues raised in the questionnaire 

in an open ended manner. A discussion of the findings will follow in the next chapter. 
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Chapter V - Discussion of Findings 
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5.0 Introduction 

 

In this chapter, the author discusses the findings from the research undertaken, 

interprets these and relates them to the literature under each of the research objectives. 

This discussion structure will provide a logical method of combining the analysis of 

the research and literature to ensure the research questions are answered.  

 

Following on from this discussion a number of conclusions and recommendations will 

be proposed in the final chapter. 

 

5.1 Economic, Personal and Financial circumstances of the participants 

 
The questionnaire posed questions to the respondents to probe their personal 

background to establish key aspects of their personality to test if the results would be 

consistent or otherwise with the literature.  

 
 
5.1.1 Risk Factors 

  

It was found in the research that 84 per cent of the programme participants were 

unemployed at the time they established their own business. Considering that finding 

it is reasonable to conclude that the financial circumstances of the participants were 

challenging to say the least. Nonetheless, rather than search for a job working for 

someone else, these entrepreneurs decided that they would take the risks involved in 

setting up their own business. This tendency within the entrepreneurs supported by 

WAP is in close agreement with Goffee et el (1987) when they note that 

entrepreneurs are seen as risk-takers and innovators who reject the relative security of 

employment in large organisations. Risk is an inherent part of entrepreneurial activity, 

and this risk-taking propensity is supported by Liles (1981) who defined risk as the 

probability of a negative outcome occurring from some course of action. He proposed 

that entrepreneurs faced four types of risk: 

1. Financial; 2. Career; 3. Family and Social; 4. Psychological 
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The entrepreneurs supported by WAP faced all of the above risks to a greater or lesser 

extent. Furthermore, Liles (1981) suggested that the social and psychological aspects 

of risk associated with business failure were more difficult to bear than financial risk. 

This view is supported by the research findings from a financial investment 

perspective, as the financial investment by the entrepreneurs was relatively small. 

Therefore the financial risk associated with failure was quite low. However the 

family, social and psychological risks identified by Liles (1981) associated with 

failure were certainly there, and these could far outweigh the financial risks.  

�

5.1.2 Push and Pull Factors 

 
As mentioned above, 84 per cent of the entreanupers supported by WAP were 

unemployed at the time. These findings indicate that being unemployed was a major 

factor in their decision to become self-employed. Some authors contend that most 

business start-ups can be explained straightforwardly by push or pull factors (Gibb & 

Ritchie 1982).  

 

Unemployment has been described by Gibb & Ritchie (1982) as one such push factor. 

They contend that push factors normally exist as a result of either threats to job 

security, or when the start-up may be the only alternative to unemployment. These 

push factors of redundancy and other employment threats may be a dominant element 

but often does not represent a complete explanation for the existence of the new 

venture (Cooper, 1973; Shapiro, 1971; Chell, 1985). This contention is borne out by 

the research finding that 16 per cent of respondents indicated they were in 

employment when they set up their business, therefore there were factors other than 

unemployment involved.  

 

These other factors have been described as pull factors, and these are normally those 

associated with entrepreneurial insight and business acumen. The economic support 

structures for these businesses may take a diversity of form including self-funding, 

either central or local government funding or in some cases the result of family 

support (Bridge, O’Neill & Cromie, 1998; Mason, 1989). Local funding through 

WAP was a key element in assisting these entrepreneurs establish their own business. 
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5.1.3 Educational Attainment 

 
The education levels across respondents ranged from primary level to third level. The 

highest proportion of entrepreneurs at 48 per cent had second level education while 44 

per cent had third level. The remaining 8 per cent had completed their schooling at the 

primary stage. The finding of two of the respondents had only primary level education 

indicates that the WAP programme can also help people with lower levels of 

education establish their own business. 

 

The finding that there were more entrepreneurs with higher levels of education than 

those with lower levels is not surprising and this is supported by the literature on this.   

The most recent Irish research reported in the GEM Report (2006) clearly shows that 

people with higher levels of education are more likely to be entrepreneurs than those 

with lower qualifications (Table 5.1)   

 

 

Table 5-1 Irish Activity by Education Attainment 

 

Entrepreneurship Activity by Education Level attained 

 

Total early 
stage 

entrepreneurial 
activity 

Primary 
and / or 

some 
Secondary 
Education 

Completed 
Secondary 
School % 

Third 
Level 

% 

Post 
Graduate 

% 

Level of 
Entrepreneurial 

Activity 

 
7.4% 

 
3.7% 

 
7.2% 

 
9.3% 

 
11.1% 

 

Source: GEM Report 2006 

 

Although the figures above ranging from 3.7 per cent to 11.1 per cent seem small 

compared to the higher figures that came from the research findings, this is explained 

by the fact that all those involved in the research survey were all entrepreneurs so 

therefore the results had to be higher. 
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5.1.4 Business Experience / Personal Experience 

 

Having previous business experience would generally be considered an advantage to 

an entrepreneur, with experience of successes and failures all adding to a persons 

overall approach to running a business. Knowing the correct actions to take and the 

ones to avoid generally comes from experience. Yet the research findings show that 

only 8 per cent had previous experience running a business with 92 per cent not 

having any. This researcher found 92 per cent a surprisingly high figure but this figure 

indicates that the vast majority of WAP clients are very much ‘first timers’ in a self-

employment sense and see WAP very much as an initial support to help them get 

started.  

 

Personal experience, desire and idealism are very diverse and wide ranging as it is by 

definition ‘personal’. Nonetheless a constant thread running through the survey results 

indicate there are some similarities evident. In a large majority of cases (76%) 

respondents indicated that family issues played a part in their decision to set up their 

own business. This finding can be linked to research by (Stanworth et al., 1989; 

Cooper and Dunkelberg, 1984) who found people who were self employed were more 

likely to have had self employed parents. Although the entirety of these family issues 

or circumstances is beyond the scope of this research three key aspects did present 

themselves during the focus group session.  

 

The first was lack of spare cash or extra money in the household, and the resultant 

family pressures that brings. Second and slightly contradictory to the above finding, 

the entrepreneurs were not absolutely financially desperate and often had their 

partners working bringing in an income. This eased somewhat the financial pressures 

and allowed the space for the entrepreneur to establish the business.  

 

Finally personal motivation, ambition or a deep felt desire internal to the would-be 

entrepreneur, to become self-employed was present in all members of the focus 

group. This finding is supported by Finnerty and Krzystofik (1985) who found that 

would-be entrepreneurs are predominately motivated by intrinsic factors such as the 

desire to have an interesting job and challenge themselves. This desire can often be 
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hard to act on particularly if one is in employment, but as the vast majority of 

respondents were unemployed at the time, the opportunity presented itself.  

 

Several of the survey participants identified the above issues as being present for 

them, with the following being a typical comment,  ‘ I always wanted to be self-

employed, to work for myself, be my own boss. It’s not easy to take that step when you 

have a job and a family to look after….being unemployed although tough on the 

financial front, gave me the push I needed’. Another said ‘my wife worked so we had 

some money, enough to keep going but not enough to be comfortable. Being 

pragmatic, only for she was working I probably couldn’t have taken the chance to go 

out on my own’. The fact that several factors, including economic factors influence 

the decision to become an entrepreneur is supported by Morrison (2001) when stating 

…’the process of entrepreneurship initiation has its foundations in person and 

intuition, and society and culture. It is much more holistic than simply an economic 

function, and represents a combination of pragmatism, idealism and motivation’.   

 

5.1.5 Personal Confidence 

 

Having confidence in your own ability, your ability to succeed and a willingness to 

take a chance is a common trait amongst entrepreneurs. Although there are risks 

attached with establishing a new venture as seen above, personal confidence is 

something that one must have to enable that initial step towards entrepreneurship to 

be taken. This high confidence level is reflected in the survey results with 80 per cent 

of respondents stating that lack of confidence was not an issue for them.  Without this 

confidence they would not take the steps necessary in setting up their own enterprise. 

High confidence in their abilities would be a factor in entrepreneurs having a greater 

tendency to take risks above the general population. This is not always the case 

however as Henderson and Robertson (1999) found that an aversion to risk, and fear 

of failure were significant factors which prevented some individuals from becoming 

entrepreneurs. 
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5.1.6 Success of the Business 

 

The survival rates for the new businesses are extremely high with 84 per cent still in 

business after three years. This is a significant finding when compared to the survival 

rates between 50 per cent and 60 per cent for new businesses established under 

Enterprise and Self-Employment schemes in the UK and France (NESC Report 89). 

 

This impressive success rate could be linked to the personal ambition of the 

entrepreneurs and their drive to succeed, allied to having a good business idea in the 

first place. This drive for success is supported by McClelland’s (1965) trait theory, 

stating certain individuals have a very strong need to achieve, to set targets and to be 

seen as successful. Certainly a survival rate of 84 per cent beyond three years after 

start up is very impressive, and is also a strong indicator that the WAP Enterprise 

Programme is delivering on it’s objectives of assisting entrepreneurs establish their 

own enterprise, and is also a good indicator of the long-term viability of the business.   

 

The evidence suggests that employment opportunities were created for other people 

through the enterprises adding to the success of the business. This finding is 

supported by literature from the OECD (1996) where it states ‘A positive outcome of 

assistance to unemployed people to start their own business is that these businesses 

may create further jobs for others’. 

 

5.1.7 Marketing The Business 

 

The research findings show a relatively small investment in marketing of the business. 

Considering the finding that 40 per cent of the entrepreneurs spent between €100 and 

€500 on marketing and a further 20 per cent spent between €501 and €1000 would 

indicate that a lack of finance at start up is a significant limiting factor and this 

finding is supported by the literature. Research by Weinrauch et al (1991) revealed 

marketing is very difficult for new entrepreneurs due to business pressures at start-up. 

Traditional marketing practices can draw heavily on resources, both financial and 

human, which are rarely rich attributes of the small firm.  
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The findings however demonstrate that traditional methods of marketing were favored 

by the entrepreneurs with newspaper advertisement, fliers and business cards being 

the most prevalent. These methods are often the most cost effective particularly when 

the product or service is localised, as is the case with this group of entrepreneurs. 

Radio advertising was used by only 4 per cent and this is most likely attributable to 

the high cost of this form of marketing, generally beyond the reach of WAP supported 

entrepreneurs.  

 

The finding that 32 per cent indicated forms of marketing other than those listed on 

the questionnaire is interesting, but they failed to indicate what marketing methods 

were. They could have included basic methods such as word of mouth and meeting 

with customers, methods which may not have been considered by respondents to fit 

into the category of ‘marketing’. This kind of marketing is recognized by Day et al 

(1998) when they conclude that start-up entrepreneurs specialise in interactions with 

their target markets because they have preferences for personal contact with 

customers, rather than the impersonal marketing of mass promotion.  

 

The theme of lack of finance and the use of relationship marketing is supported by the 

focus group discussion as evidenced by this comment ‘at the start you are just trying 

to survive. You don’t have the money to do big marketing campaigns. I used fliers 

distributed door to door and word of mouth. That’s how I got business’ and also the 

comment ‘as a small business you don’t need big advertising campaigns. You start 

with family and friends first and then the word spreads if you are good at what you 

do’. 

 

Nonetheless successful marketing is a key aspect of business as increasing awareness 

of the product or service among the public has a direct effect on business survival. 

The view that marketing is a key factor in business survival is supported by research 

done by Smallbone et al (1993) when they found the most important factor for the 

survival and growth of small firms was active market development, developing new 

opportunities and an expansion of the customer base. Given the low level of 

marketing undertaken by the entrepreneurs in this study, the very high survival rates 

for the businesses are even more remarkable. 
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To summarise, it is clear from the findings that there is a rich mixture of factors that 

influence people to become entrepreneurs. Personal, economic and financial 

circumstances play a significant part in the decision making process. The vast 

majority of entrepreneurs found themselves unemployed at the time of their decision 

to become self-employed. Family support both morally and financially, allied to a 

willingness to take the risks involved was also evident. Personal motivation, high 

confidence levels and an ambition to become self-employed were also critical factors. 

The high survival rates can be attributed to the personal motivation of the 

entrepreneurs and their drive to succeed. Even with limited finance available to 

establish and market their product or service, the findings indicate the vast majority 

can be considered success stories. 

 

5.2 Assessment of WAP Enterprise Programme  

 

To determine whether the supports offered were of benefit to the entrepreneurs and 

assess the relevance of the programme to their needs a number of questions were 

posed to explore these areas.  

 

5.2.1 Supports Offered 

 
There are financial and non-financial elements to the Enterprise Programme and these 

must be jointly evaluated when considering its relevance to participants. The research 

results indicate that the Enterprise Programme was relevant to the entrepreneurs in 

their efforts to establish their own business. The supports offered ranging from 

Bookkeeping / Accounts training to Mentoring and Business Plan Development, were 

all availed of to some degree. The financial supports, although relatively small were 

very useful and appreciated by all the entrepreneurs. The findings indicate that 68 per 

cent of respondents found the financial supports ‘very useful’ and a further 28 per 

cent found them ‘useful’.  

 

Lack of capital is a serious constraint on would be entrepreneurs. The availability of 

finance is critical to launching and sustaining any new venture. The entrepreneurs that 

are the subject of this research project, the vast majority being unemployed, would not 

have access to mainstream funding sources such as banks etc. These financial 
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constraints are recognised by Evans and Leighton (1989) and also in further work by 

Evans and Jovanovic (1989) using U.S. micro data, they have argued formally that 

entrepreneurs face significant liquidity constraints.  

 

The finding that the entrepreneurs found the financial support useful, and therefore 

relevant to them, is supported by the focus group. This was apparent as one member 

commented,  ‘when you are starting off (in business) all financial support is welcome 

even small amounts. It can make a big difference. It’s always a struggle to have 

enough cash. One of my biggest problems was getting paid on time’.  The latter part 

of this comment echoes the findings of Evans and Jovanovic (1989) and Evans and 

Leighton (1989) concerning liquidity constraints as mentioned above. 

 

The financial support offered by WAP was in the form of small grant aid, with 96 per 

cent of respondents indicating this while the remaining 4 per cent failing to indicate 

whether that received a grant or a loan. Under the Enterprise Programme the option of 

giving low interest loans is available but clearly from the findings is not used. The 

reason for this can be linked with the above findings concerning lack of cash and 

liquidity constraints. The micro enterprises supported by the Enterprise Programme 

most likely would not be in a position to repay loans, and therefore the provision of 

grants is the most appropriate option. 

 

When considering the non-financial supports, 44 per cent of the entrepreneurs found 

them ‘very useful’ while 32 per cent found these supports to be ‘useful’.  A 

reasonable judgement can be made on the relevance of the programme to the 

participants by considering the degree of engagement with the programme. Strong 

engagement can be seen from the results of the survey showing 72 per cent of 

participants availed of the Bookkeeping / Accounts training, while 60 per cent stated 

they were offered support in developing a business plan with 56 per cent subsequently 

availing of the assistance offered.  A further 20 per cent availed of the assistance of a 

Business Mentor.  

 

The above findings are not quite so strong among the focus group where two out of 

five (40%) said that the non-financial aspects was not very relevant to them in their 

business venture. In particular they found the Bookkeeping / Accounts module 
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attempted to cover too many areas for a short eight week course, and was not of great 

benefit to them. Notwithstanding this, there was general satisfaction with the 

programme and all participants found elements of it relevant to their needs. 

 

5.3 Programme Design and Delivery 

 
The exploration of programme design, delivery and value was primarily investigated 

through the focus group, as the researcher felt this to be the most appropriate and 

beneficial way to probe these elements to gain a better understanding of any strengths 

and weaknesses.  

 

A lack of knowledge about WAP, what it was and what it could do for them soon 

became apparent from the focus group members. This theme emerged strongly as four 

out of the five participants (80%) said they did not know of the existence of WAP and 

what it did. They found out about it mainly through contact with the Department of 

Social Welfare and FAS, who referred them onto WAP. The other participant had a 

vague knowledge of WAP from reading about it in the local papers.  

 

As all the entrepreneurs were seeking financial assistance, this was very much their 

initial focus when they contacted WAP. Having made contact with WAP they were 

directed to the appropriate support i.e. the Enterprise Officer. Again the early focus 

from the entrepreneurs perspective was on financial assistance as an immediate need, 

however the Enterprise Officer did explain that other supports were also available to 

them. Quite apart from financial assistance, it was shown from the survey results, that 

a high level of engagement was evident with the Enterprise Programme. Whether this 

is simply because these were the supports on offer, or whether they were the most 

appropriate to the needs of the clients was not identified.  

 

To clarify this issue a discussion on the appropriateness or otherwise of the of the 

programme, took place with the focus group. Some felt that the supports were 

appropriate and delivered in an effective and efficient manner. They appreciated the 

opportunity to meet with the Enterprise Officer by appointment to discuss their 

business idea, and receive advise on how to move forward. They felt the training 

modules were delivered in a satisfactory manner, taking into account people’s busy 
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diary’s etc. All participants had met the Enterprise Officer and four had availed of the 

Bookkeeping and Accounts training. However all four agreed the course was too 

intensive to be delivered in an eight week period and felt the design of this could be 

changed. It was felt this could be delivered over a longer time frame, thus easing the 

pressure on participants or replaced altogether with better value being achieved by 

WAP hiring an accountant on a retainer, who would then help entrepreneurs with 

their accounts for a nominal fee. 

 

Another valuable element of the programme design was the availability of a Business 

Mentor according to the focus group. Yet only two of the five participants (40%) 

availed of the Business Mentor option. A further two stated that they had not been 

offered that particular service with the remaining person stating that he did not feel 

that a Business Mentor would be any benefit to him. This raises the question of why 

the Business Mentor option was not offered to everyone, and perhaps identifies a 

weakness in the programme design. To enable this question to be fully answered 

further research is required.  

 

All felt that Networking Events were worthwhile, but only one entrepreneur in the 

group had participated in them on an ongoing basis. This finding indicates a flaw in 

the design of the programme, as all entrepreneurs should have been given the 

opportunity to take part in these events. However on hearing about the Network 

Events all felt that they were a good idea with one focus group participant 

commenting ‘they are very useful as your business develops, you can make good 

contacts’.  The creation of a more structured approach to organising Networking 

Events would be beneficial to both the entrepreneurs and to the Enterprise 

Programme.  

 

The strong focus put on the development of a business plan as part of the Enterprise 

Programme was criticised by three of the five participants (60%). All three felt there 

was too much pressure put on them to draw up a plan, although they could see the 

benefit from drawing up one up. In the survey findings 44 per cent stated that they 

found developing a business plan be a burden also, but overall 60 per cent indicted 

there was an advantage to having a business plan. The focus group felt that the 

business plan was an important part of the programme.  
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5.3 Value of The Programme 

 
When evaluating the ‘value’ aspect of the programme to the participants there is the 

obvious financial value or benefit which is easily measurable and also the non-

financial benefit that is not so easily measured, but nonetheless valuable too. 

 

As was seen in the findings chapter the financial help received from WAP was 

relatively small with the average grant amounting to €1031.25. This finding is 

supported by the literature with the OECD Report (1990B) asserting …shemes 

generally have small net exchequer costs, due to the reduction in welfare payments 

being paid out combined with receipt of taxes which results from the employment’. 

Although 68 per cent of respondents identified the financial support as being ‘very 

useful’ the ‘value’ of this however is not just in the amount of finance received but in 

what it enabled the entrepreneur to subsequently achieve. In other words it was an 

important support enabling the entrepreneur to strive for greater things.  

 

When examining the value aspect of the programme one must consider both the 

financial and non-financial aspects in tandem to gain a true sense of its value to 

participants.  The supports provided by the programme such as the Bookkeeping / 

Accounts training, the Business Planning and the Mentoring system all added to the 

overall experience of engagement with the Enterprise Programme and it is the sum of 

all this that equates to ‘value’. A key indicator of the overall value of the programme 

is the finding that 84 per cent of entrepreneurs were still in business at least three 

years after set up. This represents an excellent performance from these entrepreneurs 

and is above the average figure for new business survival rates in both France and the 

UK. This finding is supported by the literature with the OECD reporting that 

evaluation studies carried out in France and the United Kingdom have shown between 

50 per cent and 60 per cent of participants remain in business for over three years 

(OECD 1990B). As 84 per cent of these entrepreneurs were unemployed at the time 

of start up, the fact that they are still in business, and therefore employed and earning 

a living is a significant finding. 
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On the wider employment front, eight enterprises employed at least two people after 

three years and two companies had provided employment to three people at some 

stage during a three-year period.  Quite apart from the intrinsic value of satisfaction 

and self-achievement felt by these entrepreneurs, and justification for their decision to 

establish their own enterprise, the employment they provided for others was very 

valuable in two ways in particular: 

 

1. These people were earning a living for themselves, although the level of their 

earnings was beyond the scope of this research, it is reasonable to conclude 

that they benefited financially from this employment, and this conclusion can 

be extended to their families, if they had dependents.  

 

2. As they were employed by the enterprise they were not a burden on the state 

by claiming unemployment benefit and other benefits. 

 

Although it cannot be stated categorically that these employees did not receive any 

assistance from the state, it is likely that any benefits that were received were reduced 

as a consequence of their employment. Also there is the expectation that these 

employees paid tax and Pay Related Social Insurance (PRSI) contributions to the 

state, thereby contributing to the overall national purse.  

 

Given the relatively low cost of the Enterprise Programme it represents very good 

value for money on all of the grounds outlined above. Commenting on the value and 

positive effects of Enterprise and Self-Employment Schemes, an OECD report 

concluded….’these schemes can have very positive and valuable effects on the 

employment status of persons previously unemployed’ (OECD 1990B). 

 

In summary, the Enterprise Programme represents value for money from a financial 

viewpoint, supporting enterprises that provide employment for a number of people. It 

is also valuable as it assisted entrepreneurs to fulfil an often long held desire for self-

employment.   
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5.3.1 Value of Programme To Participants 

 

Rather than look at ‘value’ in a purely monetary sense this researcher examined value 

concepts, in retrospect, with the focus group as all had a minimum of three years 

experience post completion of the Enterprise Programme. Because of the three-year 

gap their recollections are historical rather than current. Nevertheless they add to the 

body of knowledge surrounding the Enterprise Programme and contribute a useful 

insight to its long-term value.   

 

All of the participants agreed that the experience of the programme ‘opened their 

eyes’ to the real world of self-employment. Most felt their view of self-employment 

was a little simplistic at the outset, expecting success to come their way, but now 

three years on they see it as hard but rewarding work.  The basic fundamentals of 

business operation came to them through the programme first of all and then through 

experience. 

 

Also looking back each entrepreneur saw the need for and benefit from having a 

business plan written in as fine detail as possible.  Although experience taught them 

that the business rarely goes exactly to the business plan, it provided a good road map 

to where they wanted to get to and introduces a certain amount of reality into the 

situation. 

 

The focus group discussion showed that the programme was not suitable for everyone 

who came with a business idea. One participant, a visual artist, felt that his business 

of art creation by painting on canvass was too unusual for the Enterprise Programme. 

That it did not fit neatly into a ‘business box’ therefore the Enterprise Programme had 

little to offer except some valuable financial assistance. He felt a ‘one size fits all’ 

framework was not appropriate and more could be done to include unusual business 

ideas. 

 

Of the five focus group participants four were still in business at least three years after 

the programme. Three of the four felt that overall the programme had benefited them, 

and went some way towards them still being in business and earning a living from it.  

The one whose business had failed stated that this was down to rising costs and 
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increased competition, but felt that the Enterprise Programme had value and that the 

business failure had nothing to do with the programme itself. The remaining person 

who is still in business felt that the programme simply did not meet his needs as his 

business was unusual as outlined above. 

 

For all of the perceived value of the programme felt by the participants, only one 

person had ongoing contact with the Enterprise Programme and this was through 

occasional Networking Events. The person felt this was beneficial as it provided an 

opportunity to make new contacts and discuss business issues generally.  The group 

felt that far more value could be gained from this element if it was organised better 

insofar as all entrepreneurs were invited to attend.  

 

To conclude, the focus group participants felt the Enterprise Programme provided 

value to them in ways other than financial as outlined above. Although there was 

general agreement on this point this was not unanimous with one participant stating 

no real benefit accrued apart from a financial benefit.     

 

5.4 Chapter Summary 

 
This discussion chapter has been presented in a structure that mirrors the research 

objectives. Many of the findings are in close agreement with the literature on the 

subject. The discussion has highlighted a number of positive factors regarding the 

Enterprise Programme and some negative ones also. It has discussed the relevance 

and value of the programme to the entrepreneurs and the benefits they gained from 

taking part and also highlighted areas where improvements can be made.  

 

The final chapter details a number of conclusions and recommendations reached by 

the researcher based on the findings of the research and informed by the discussion 

chapter.   
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Chapter VI - Conclusions and 

Recommendations 
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6.0 Introduction 

 

In this chapter the author reviews the objectives of the research and draws some 

conclusions in these areas. The author then highlights a number of implications for 

interested parties involved in Enterprise Programmes i.e. Waterford Area Partnership, 

the Irish government and service users. Finally the author recommends some areas for 

further research bearing in mind the limitations of this research project. 

 

6.1 Economic, Personal and Financial Circumstances of the Participants 

 

One of the first conclusions to be drawn from the research findings is that the vast 

majority of entrepreneurs supported by the WAP Enterprise Programme were 

unemployed when they set up their business. This finding from the returned 

questionnaire is supported by the findings from the focus group where four out of  

five participants were unemployed at the time they set up their own business.  Many 

indicated that it was economic necessity that precipitated their move to becoming 

self-employed.  

 
The personal ambitions of entrepreneurs can be varied and wide-ranging.  However 

the research findings indicate some common themes arising regarding this particular 

cohort of entrepreneurs. All felt they had a long held desire to become their own boss, 

and were willing to take the risks necessary in order to achieve this ambition. The 

conclusion here is that self-motivation and a strong desire to succeed is an important 

factor common to those with entrepreneurial ambitions.  

 

Interestingly the research discovered that 92 per cent of the entrepreneurs had no 

previous experience running a business, yet 84 per cent were still in business three 

years after start up. The conclusion drawn from this is that previous business 

experience, is not a necessary prerequisite for being successful. Also the implication 

is that the WAP Enterprise Programme provided a sound platform for the 

entrepreneurs in the initial years of the business. These results must be a great source 

of encouragement to other entrepreneurs wishing to establish their own enterprise.  
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Those with higher levels of education tend to be more likely to establish their own 

business. This conclusion is supported by the research findings that of the survey 

respondents twelve of the twenty five had at least second level education, and a 

further eleven had been educated to third level.  

 

6.1.1 Relevance of the Programme  

 
 
The research results indicate that the WAP Enterprise Programme had relevance to 

the entrepreneurs. Most availed of the supports offered and found them to be  

beneficial. Supports were both of a financial and non-financial nature. Some supports 

were more valuable than others but all contributed to the relevance of the programme. 

However some concerns were voiced as to the appropriateness of the Bookkeeping / 

Accounts module as currently structured.  The programme was delivered in a flexible 

manner that catered for needs of the entrepreneurs.  

 

Lack of finance was a difficulty for the entrepreneurs. Seed capital and the 

management of cash flow were challenges that all had to overcome to be successful. 

The Enterprise Programme financially supported the entrepreneurs when they needed 

it most, at start-up. Although the level of finance was small, it was significant at the 

time. As cash availability was of primary importance to the entrepreneurs this support 

was certainly relevant to them. 

  

6.1.2 Programme Design and Delivery  

  

The research found that the programme design and delivery was broadly acceptable to 

the participants. The training modules were designed to be the most beneficial to 

those starting a new business venture, particularly for those with limited or no 

previous experience running a business. The training was delivered in a flexable and 

appropriate manner that addressed the needs of entrepreneurs at start-up. The 

Bookkeeping / Accounts module and the focus on the development of a business plan, 

which are two of the main supports provided early in the programme are considered 

vital to giving the entrepreneur a sound  base to start from. Financial assistance was 

the first and foremost objective of the entrepreneurs when they approached WAP. 



85 

However in order to avail of financial assistance, a number of forms had to be 

completed as a standard part of the procedure and a number of the entrepreneurs 

found this to be tedious and overly prescriptive but accepted that it had to be done. 

 

6.2 Value of the Programme 

 

The programme has value in a number of ways both monetary and non monetary.. 

Financial assistance is always important when starting a business  however the non 

monetary supports are also considered valuable as discovered by the research. Taking 

part in the Enterprise Programme itself, the experiences gained and the contacts made, 

are all of value in themselves. For entrepreneurs particularly at start-up, the 

opportunity to meet other entrepreneurs, share positive and not so positive 

experiences and discussing alternatives are all beneficial steps on their journey to 

establishing  and running their own enterprise.  

 

Becoming self-employed rather than being unemployed, as this was the status of the 

vast majority of entrepreneurs before they participated in the Enterprise Programme is 

certainly of value. The research also found that the entrepreneurs employed other 

people in their business thereby helping with job creation. The conclusion here is that 

the Enterprise Programme has definite and measurable value both for the 

entrepreneurs and society in general. 
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6.3 Implications of the Research  

 
As a consequence of the findings and a discussion of the findings of this research 

project, a number of recommendations emerge as outlined below. 

 

6.3.1 Recommendations To Waterford Area Partnership 

 

Arising from this research there are a number of recommendations to WAP that the 

author feels will improve the service provided to the clients of the Enterprise 

Programme. 

 

1. It was identified that very little follow up with clients occurred following 

completion of the course. Continued contact with the clients providing 

ongoing support was the exception rather than the rule. As the Enterprise 

Officer is employed for only three days per week it is recommended that this 

position be extended to 39 hours per week. The increased hours will help with 

the large volume of clients and allow for follow up work with the clients. It is 

also recommended that consideration be given to employing a second 

Enterprise Officer as this is warranted by the volume of required.  

 

2. There was concern raised as to the value of the Bookkeeping / Accounts 

module. It is proposed that this module, its content and its timeframe be 

reviewed. The author suggests that the possibility of hiring an accountant on a 

retainer be investigated. The accountant would be available, at a nominal fee 

to assist entrepreneurs with their bookkeeping and business accounts, 

particularly in relation to company returns to revenue and the company’s 

office. This could be paid for by diverting some or all of the funding for the 

Bookkeeping / Accounts module for this purpose. A basic level Bookkeeping / 

Accounts module should considered that better meets the everyday needs of 

the entrepreneurs. 

 

3. The business network events that are organised are useful but could be much 

more valuable if all entrepreneurs assisted were invited and encouraged to 

attend. A more rigorous system of invitation and follow up should be put in 
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place to facilitate this action.  This recommendation is closely linked to the 

first recommendation being implemented. 

 

4. There is an informal Micro Business Network in existence. It is recommended 

that a formal Micro Business support structure be established. This should be 

sufficiently staffed and funded by the state perhaps through FAS support, 

under the umbrella of WAP. This network could then take on the very 

important role of business mentoring, continued follow up with clients and 

organising Micro Business Networking events in a more inclusive fashion 

than currently is the case, thus reliving some of the pressure on the WAP 

Enterprise Officer / Officers. 

 

6.3.2 Recommendations To Government 

 

1. Governmental support for Enterprise and Self-Employment Schemes is vital to 

the success of these schemes. The WAP Enterprise Programme and similar 

schemes deliver real value for money and make significant differences to the 

lives of the participants. It is recommended that the government increase the  

funding to these programmes, thereby allowing the agencies involved expand 

their services and supports. A recommendation as to what that financial figure 

should be is beyond the scope of this research.  

 

2. The WAP Enterprise Programme has delivered significant benefits at 

relatively low costs. It is recommended that such programmes be extended to 

all Partnership companies, where these schemes do not exist, and be 

strengthened where they do exist. This is particularly relevant with the current 

downturn in the Irish economy and the rising levels of unemployment across 

the country. 

 

3. To further encourage a culture of entrepreneurship throughout the country and 

reap the benefits, the government should consider creating a junior minister 

position with specific responsibility for fostering entrepreneurial activity, or 

failing this add this specific responsibility to an existing junior minister’s role. 
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6.3.3 Recommendations for Further Research 

 

As this research was conducted over a short time frame and only focused on the years 

2002 to 2005 inclusive, it is recommended that further research is warranted in this 

area, covering subsequent years as changes that may have occurred since 2005 are not 

captured in this piece of research. 

 

Research on the Enterprise Programmes of other Partnership Companies is 

recommended to allow comparisons be made between the WAP Enterprise 

Programme and others.  This will give an holistic view of the situation across the 

country. 

 

 

6.4 Chapter Summary 

 

The conclusions have outlined the main points arising from the discussion of the 

research findings, and recommendations to the various stakeholders have been made. 

By implementing these recommendations the researcher believes that improvements 

can be made to the WAP Enterprise Programme thereby promoting a more supportive 

culture for entrepreneurship. At this time when Ireland is experiencing an economic 

downturn and unemployment figures are on the increase, measures that encourage 

entrepreneurs to create their own business is beneficial to themselves, to others who 

gain employment in the enterprise, and to society in general. 
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Appendix: I 

Entrepreneurship Questionnaire 

 
The information provided in this questionnaire is totally confidential and your 

anonymity is assured 
 

Please return in the enclosed SAE by Wednesday 28th May 2008 

 
Section A 

 

 Personal Information 
  Gender  Age group (Please tick one) 
  Male  18-24 
  Female  25-34 
    35-54 
    55 and over 

 
 
 Education 

Q.1 Please tick a box corresponding to the highest level of education attained 
by you: 

  Primary 
  Second level 
  Third level 
 

 

 Other – Please specify 
 
If applicable, can you indicate area studied at third level 
    

    

    

 
 
Q.2 Do you feel your education level was an important factor in you deciding 

to set up your own business? Please expand on the reasons for your 
answer 
 

   Yes 
   No 
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Q.3 Were you employed at the time you set up your business? 

   Yes 
   No 

 
 
Q.4 If not employed at start up, had you lost your job before you started your 

own business (6 to 12 months previous) 
 

   Yes 
   No 

 
 
Q.5 Where did your business idea come from? Briefly explain 
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Section B 
 
 Nature of the Business 

 Please complete the following questions, which seek to gather 
information on the nature of your business. 

Q.1 Can you briefly describe the nature of your business / product? 
    

    

    

 
 

Q.2 In what year did you set up your business?  

    
 
 

Q.3 When you started your business, where was it located? 

  Incubation Unit 
  Own Premises 
  Rented premises 
 

 

 Other – Please specify below 

Other:    

    

    
 
 

Q.4 What was the ownership structure of your business when started? Please 
tick 

  Sole Trader 
  Partnership 
  Limited Company 
 

 

 Other – Please specify below 

Other:    
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Q.5 Please specify the number employed in your business in its initial year 

and also 3 years after starting 
 

 Initial Year  After 3 Years  
     

 
 
 
 
 
Q.6 Were you / are you still in the same business 3 years after start up? Please 

tick 
   Yes 
   No 

 
 
Q.7 If answer to Q6 is no, please state the reason 

  Sold Business  Costs too high 
  Went Bust  Non of these 
  Buy Out   

 
 
 
Q.8 What was the highest number of people employed in the business? Please 

include yourself in this figure. 
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Section C 
 

 Intrinsic Factors / Possible Barriers  (internal to the person) 

Q.1 Was your business idea / opportunity self motivated or have you had to 
develop your idea through necessity?  - Perhaps through redundancy. 
Please comment. 

    

    

 
 
Q.2 Was there any family issues to be dealt with / played a role in your 

decision to set up your own business? Please expand on your answer 
    

    

 
 
Q.3 Lack of personal confidence can be a problem or barrier to starting your 

own business. Has this applied to you? Please expand on your answer 
    

    

    

 
 
Q.4 If yes to above question, how did you overcome this barrier? Please 

comment. 
    

    

    

 
 
Q.5 Time constraints can be a major problem or barrier to starting your own 

business. Did you experience time constraints? Please comment 
    

    

    

 
 
Q.6 Were there other personal barriers encountered while starting your 

business. Briefly outline them 
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Section D 
 

 Waterford Area Partnership (WAP) 

Q.1 How much financial support, if any, did you receive from Waterford Area 
Partnership Ltd. Please tick appropriate box? 

  
  Less than €500 
  Between €500 – €1000 
  Between €1001 - €2000 
  Between €2001 - €3000 
 

 

 €3001 and over 

 
 

Q.2 Please tick the relevant box indicating whether the support was in the 
form of a loan, a grant or combination of both. 

  

  Loan  Grant  Combination 

 
 
Q.3 What supports other supports / assistance were offered by WAP to you in 

setting up your business?  Please tick all that applies 
 

  Bookkeeping / Accounts 
  Business Mentor 
  Business Plan Dev 
 

 

 Other – Please specify below 

Other:    

    

 
 
Q.4 Which of the following, if any, did you avail of? Please tick all that 

applies 
  Bookkeeping / Accounts 
  Business Mentor 
  Business Plan Dev 
 

 

 Other – Please specify below 

Other:    
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Q.5 Please tick boxes below corresponding to how useful you found the 

services offered by WAP 
Financial Support Non Financial Support 

  Not at all useful  Not at all useful 

  Neither useful or not useful  Neither useful or not useful 

  Useful   Useful  

  Very Useful  Very Useful 

 
 
Q.6 Which of these supports were most useful to you at the time you first 

started your business? Please tick one 
 

   Financial support 
   Non Financial support 
   Equal Importance 

 
 
Q.7 As your business developed over the next few years which supports were 

most useful to you? Please tick one 
 

   Financial support 
   Non Financial support 
   Equal Importance 

 
 
Q.8 Have you stayed in touch with WAP support services as your business 

developed? Please tick 
   Yes 
   No 

 
 
Q.9 If you answered yes above, briefly describe the nature of this continued 

contact with WAP 
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Section E 
 
 Business Plan 

Q.1 Did you have a written business plan for your business when considering 
starting up? If yes, please indicate if it was prepared by yourself or by 
another person 
 

  Yes  No  Self  Other 
 
Q.2 If you did not have a business plan, did you subsequently draw up a 

business plan? 
 

  Yes  No     
 
Q.3 Was there any advantage in having a business plan when setting up your 

business? 
 

  Yes  No     
 
Q.4 If yes, briefly explain how 
    

    

 
Q.5 If no advantage, can you explain why not? 
    

    

 

Q.6 Please list the areas covered / looked at in the business plan. Tick all that 
applies 

  Sources of Finance 
  Market Research 
  Premises / Location 
 

 

 Number of Employees 
   Other – please specify 

Other:    
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Q.7 Has your business plan (if you had one) been reviewed  / updated as your 

business developed? If yes, briefly state in what way? 
    

    

 
Q.8 Did you see developing your business plan as a burden or a vital step in 

setting up your business? Please tick 
 

  Vital Step  Burden     
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Section F 
 

 Finance 
Q.1 Can you state the amount of finance you needed to start your business? 

Please tick appropriate box 
  Less than €500 
  €500 - €1000 
  €1001 - €2000 
 

 

 €2001 - €3000 
   €3001 - €4000 
   Over €4000 

If over €4000, please state amount   

 
Q.2 Sources of finance. Please tick all sources used 

  Personal savings 
  Bank loan 
  Credit union 
 

 

 Finance house 
   Other – please specify below 

Other:    

 
Q.3 Can you indicate the sum of money borrowed and/or the amount of own 

savings used? This information is totally confidential and your anonymity 
is assured. 
 

 Borrowed  Own Funds  
     

 
Q.4 Did you approach any State Agencies for financial support? 

Please tick 
 

  Yes  No     
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Q.5 Please state the agencies you approached? Please list all. 
    

    

 
Q.6 Which if any, of the above provided you with finance? Please list. 
    

    

 
Q.7 If yes, please state the amount received, and whether grant or loan 

 
 €     Grant  Loan 
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Section G 
 

 Business Experience / Support 
Q.1 Did you have any experience in running a business before you set up your 

own business? If yes, briefly describe your experience 
    

   

   

   
 
 
Q.2 Did you have any training in business skills before you set up your 

business? If yes please list as clearly as possible 
    

   

   

   

 
 
Q.3 Did any support agency offer you business skills training / education 

courses to assist you in setting up your business? Please tick all that 
applies 
 

  FAS 
  City Enterprise Board 
  Enterprise Ireland 
 

 

 Waterford Area Partnership 
   Other – Please specify below 

Other:    
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Section H 

 
 Marketing 

Q.1 Did you carry out any kind of marketing for your business / product? 
 

  Yes  No     

 
Q.2 If yes, what kinds / types of marketing did you employ? Please tick all 

that applies 
  Newspaper Adverts 
  Fliers 
  Radio Adverts 
 

 

 Posters 
   Business Cards 
   Other – Please specify 

Other:    

 
Q.3 If no marketing was undertaken, briefly state why not 

   

 

Q.4 How much approx. did you spend on marketing? Please tick relevant box 

  €100 - €500 
  €501 - €1000 
  €1001 - €2000 
 

 

 €2001 - €3000 
   Over €3000 

 

Q.5 Do you feel your marketing campaign helped your business 

  

  Yes  No If no, briefly state why you think it 
didn’t help 

         
   

 

Thank you very much for taking the time to complete this survey. 
Please return this questionnaire in the enclosed SAE to Joe Kelly 

 



113 

Appendix: II 

 
 
Date:  12th May  2008 
 
Dear , 
 
Mr. Joseph Kelly, an employee of Waterford Crystal, is at present studying for his Masters in Business 
Administration (MBA) in Waterford Institute of Techn ology. As part of his Thesis he would like to conduct a 
piece of research into the experiences of clients who were supported into enterprise by Waterford Area 
Partnership. 
 
I would like to invite you to take part in the research. This involves the completion of the enclosed questionnaire 
on your experience of starting your own business and the effectiveness (or otherwise) of the service you received 
from Waterford Area Partnership (not more than 30 minutes required to complete questionnaire).  
 
A small number of people will also be asked to take part in a short focus group meeting to discuss the important 
themes and issues identified, arising from the analysis of the returned questionnaires, which will be conducted by 
Mr. Kelly. 
 
The small focus group (6 to 8 people) will be formed from a sample of the people who indicate their willingness to 
take part on the additional form enclosed with this questionnaire. Please complete this form if you are willing to 
participate and return with your questionnaire using the stamped addressed envelope enclosed.  
 
Note: 
All participants’ responses will be treated with total and absolute confidentiality so please be as honest and frank 
as possible. You will in no way be identified in any analysis and subsequent dissertation.  
 
The results Mr. Kelly’s research could be of benefit to the Partnership in reviewing the effectiveness of the 
supports we provide and also in identifying improvements we can put in place for the future 
 
Please complete and return the questionnaire to Mr. Kelly in the enclosed stamped addressed envelope 
provided before Friday 30th May 2008. 
 
I hope you will be able to assist Mr. Kelly with this important research project.  
 
Yours sincerely, 
 
_____________ 
Mr. Joe Stokes  
C.E.O. 
Waterford Area Partnership Ltd. 
 

 
 
 
 
 
 
 
 
 
 

 

Waterford Area Partnership Ltd., 
Westgate Business Park, Tramore Road, 
Waterford, Rep. of Ireland. 
Telephone: 051 – 841740 and Fax: 051 – 843153 

E-mail: infor@wap.ie 
Website: www.wap.ie 

 
Páirtíocht Limistear Phort Láirge Teo., 
Páirc na Gheata Thiar, Bóthar na Trá Móire, Port Láirge, 
Eire 
Fón: 051-541740 agus Facs: 051-843153 
R’phost: info@wap.ie 
Idirlíon: www.wap.ie 

Waterford Area Partnership is funded by the Irish 

Government under the National Development Plan, 2007 – 

2013 and is registered in Ireland as a Limited Company 

under Company Registration No. 242806. 

 
Directors: A list of names and personal details of every 
director of the company is available for inspection to the 
public at the company’s registered office for a nominal fee. 

Faigheann Páirtíocht Limistear Phort Láirge arna mhaoiniú ag Rialtas na 
hEireann faoin bPlean Forbartha Náisiúnta 2007-2013 agus tá sí ciáraithe mar 
Chomhlacjt Teoranta Faoi Chláruimhir Chomhlachta 242806 
 
Stiúrthóir: Tá liosta d’ainmnneachs agus sonrái pearsanta de gach stiúthóir an 
chomhlachta ar fáir le haghaidhag an bpobal ag oifig  chláraithe an chomlachta, 
ar tháille ainmniúil. 
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Appendix: III 

Entrepreneurship Focus Group 
 

 

Dear WAP Client, 
 
It would be of enormous help to me if you would take part in my focus group 
interview / discussion. The time involved will be no more than an hour. 
 
If you are willing to take part please fill in your name and address and phone number 
below and return with the completed questionnaire in the SAE supplied. 
 
I will then contact you to make arrangements for the focus group session in the near 
future. 
 
 
Thanking you in advance, 
 
 
 
 
 
 
_______________ 
Joe Kelly 
 
 
 
 
 
 
Name:   ________________  
 
 
 
Address:  _____________________________ 
 
      _____________________________ 
 
 
Telephone No. _________________ 
 
 
 
 
 


