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Executive Summary

This dissertation examines the role of WaterforaeaAiPartnership in supporting
entrepreneurs from disadvantaged backgrounds wgshin establish their own
business. In particular the Enterprise Programme, tae supports it provides are

focused on.

The research achieves this objective by utilisimghbquantitative and qualitative
research, through surveying entrepreneurs that deaed of the service during the
years 2002 to 2005 and also by means of a FocugpGliscussion with a number of
WAP supported entrepreneurs.

The main findings reveal that the entrepreneursicatdd a large degree of
satisfaction with the programme, in particular witle design and delivery elements.
The vast majority of entrepreneurs were still irsiness at least three years on from
participating in the programme, indicating longateviability for the enterprise. This
finding coupled with the finding that employmentpoptunities were created for
others in the business, indicates that for a redbtilow level of investment by the

Irish government, significant results were achieved

Enterprise Creation Programmes and Self Employrsemtmes have the potential to
create significant employment opportunities, andisasthose with entrepreneurial
traits establish their own business. It is vitattihe Irish government continue to

support these initiatives so that further progeesssbe made.

The principle conclusions are that the WAP Entsgi®Programme has proved to be
successful considering the funds at their dispdsalever it could achieve more if
some changes were made to the programme and iadreasourses were made

available.

The research concludes with a number of recommieEmdamade to Waterford Area.

Partnership, the Irish government and for furtlesearch.
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Chapter | - Introduction to Thesis



1.0 Chapter Overview

We have at this point in time experienced ten fi@én years of the Celtic Tiger, a
time when Ireland’s economy has boomed and thedatdnof living has greatly
increased. Asserting this Stevenson (1997) posite So-called “Celtic Tiger”
economy has significantly outperformed other Euamp®nion (EU) countries during
the last decade’Agreeing with this point of view Breathnach (19@®nfirms The
economy of the Republic of Ireland has experiemcadinuoushhigh growth rates in
the 1990s, after a period of severe difficuttyhe previous decadeAgain supporting
this view the ESRI Quarterly Economic Commentamyly P001 states The Irish
economy continued to experience robust growtherfitlst half of this year”

This growth continued for many years as evidencgdhe comment from Brian
Duncan, Chairman of the Combat Poverty Agency wherstated in a 2005 press
release on child povertyWe are now one of the most developed economidgin t
OECD and this should be reflected in the standdrdving we provide to all those
living in Ireland, as well as the quality of meassirwe take to tackle poverty issues.
While many people in Ireland benefited from the unprentstk prosperity over the
last decade or so, many others were left behindorfgrihe people that did well were
those involved in the building industry, led bydarscale developers. There has been
an explosion in building infrastructure across tweintry, which in many ways is
driving Ireland’s prosperity. In parallel with thiesconomic boom there has been a
significant cultural change in Irish society wheahe ‘I'm alright Jack’ mentality
seems to have grown with an attitude that the mahged can ‘look after

themselves'.

However, as a large section of Irish society prosppeand benefited, another
significant section did not. Included in this caiggwere the long-term unemployed,
those with a low level of education and those Watler level job skills. Very many

people with disabilities are also included in thetegory, as are those that are

marginalised because of race or ethnic background.



The Irish Government recognising that significanbups in society were not
benefiting from the economic upturn decided thac#jr interventions were needed
to help these groups. One such initiative was tabdéish the Area Partnership
Companies throughout the country, under the Loaldlbpment Social Inclusion
Programme (LDSIP) whose remit was to assist naragget groups with focused

interventions, particularly in geographical areasignated as disadvantaged.

This research will focus on Waterford Area ParthgrWAP) which is one of 38
Partnership Companies nationally. It will examihe structure of WAP and how it
delivers its services to its clients. Particulacue will be placed on the role of WAP
providing support for enterprise creation and enagung entrepreneurship, thereby
assisting long-term unemployed people to estalih&lir own businesses and as a

result to become self-employed.

This researcher has a long-standing interest iratba of social science, particularly
with regard to area of economic disadvantage aagtbmotion of equality. Through
voluntary work with a number of groups and indivatki this researcher has been
exposed to the positive impact securing employntead had on those suffering
economic disadvantage. Securing employment or begpmself-employed has
transformed the lives of many people with posit¥ects for them and their families.
This transformation of people’s lives and the betent of their personal

circumstances is one reason why this researclairésted to this particular area.



1.1 Company Background

Waterford Area Partnership (WAP) was establishedl®®6 as a not for profit
company. Its remit is to tackle social exclusiorheTrole of Waterford Area
Partnership is to assist communities, groups adifigiuals in their efforts to achieve
social inclusion in all aspects of life in WatedoCity. WAP is tasked with helping
people from fourteen named target groups thatwithin a number of geographical
areas designated as experiencing disadvantage sat¢hes city. In 2006 the

geographical designations were removed and nowdimgpany’s remit is citywide.

Waterford Area Partnership is funded by the Irisbv&nment under the LDSIP
(Local Development Social Inclusion Programme) \Wwhis part of the National
Development Plan. The WAP board consists of volyntapresentatives from the
State Sector, the Community and Voluntary Sectw, $ocial Partners and Public
Representatives. There is an Executive Committgedaoe and also three Strategic
Committees dedicated to particular strands of #énget groups, namely Community
Development, Community Based Youth Initiatives atite Services to the
Unemployed Measure. The Services to the Unempldgedsure has a further sub
committee called the Enterprise, Loans & Evaluai@ommittee. The work of the
Enterprise section of WAP is the primary focus bistthesis. All of the above
committees have their own annual budgets, as silmss of the overall WAP annual
budget, and provide financial support to their ¢hrgroups based on applications /
requests received from them. Currently WAP has tIf sncluding the Chief
Executive Officer (CEO) who oversees all aspecthiefWAP work.

A related service under the umbrella of WAP isltbeal Employment Service (LES)
and this service was established in mid June 188%#icially launched by the then
Tanaiste Ms. Mary Harney T.D. The LES has 10 stdffch includes the centre
manager. Some of the services provided by the LESude CV Preparation,
Interview Preparation, Training in Job Seeking ISkiand providing Employer
contacts to clients. Its primary task is to helpgle that are unemployed to gain

employment.



1.2 Research Goals

The goals of this research will be to examine theefprise Support structure of WAP
and evaluate how effective these structures areddlivering on WAP stated

objectives. The Services to the Unemployed Meaisunee of three key programmes,
and this researcher will examine in detail the Eprise Programme element of The
Services to the Unemployed measure which aims Bistagntrepreneurs from
disadvantaged backgrounds start their own business.

1.3 Questions / Objectives of the research

The secondary objectives of the research outlireddvy will be conducted through
an examination of existing literature around thiural context that existed in Ireland
when these programmes were first initiated inclgdin

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 examihe strengths, weaknesses and
benefits of one specific programme, the EnterpRsegramme in Waterford Area
Partnership. It will focus in particular on the cheteristics of the Enterprise

Programme in terms of:

1. An examination of the value of the programme toghsdicipants, considering

their economic and financial circumstances

2. An examination of the relevance of the Enterprisegframme and the

supports offered to the participants

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

participant’s perspective



The primary research will also investigate factibvat influenced people to enter the

programme and establish their own business inaadin

Their personal ambitions

Their personal experiences

Finally this researcher will draw conclusions frtime research findings and propose a

number of recommendations stemming from those csiats.

1.4 Significance / Expected value of the research

The significance of this piece of research is thafll provide a detailed examination
of Waterford Area Partnership ten years after is i@nded, examine the cultural
context that existed at the time of its formatitirg reasons why such companies were
needed, and measure the success or otherwisekriitesprise Programme under the
Services to the Unemployed measure. It will highligey lessons to be learned and
provide an objective and timely evaluation of tisisture coming as it does at the end
of the current national operational programme 2@02006. This research has the
potential to inform future actions of Waterford ArdPartnership, influence the
operation and development of the Enterprise Prograrand also feed into future

policy formulation in this field on the nationalsa.

1.5 Organisation of Thesis

This thesis is divided into six chapters. The faisapter introduced the research topic,
leading on to a discussion of the significance aalde of the proposed research. The
research objectives are also described. Chapténrdugh a review of literature
examines the key drivers that led to the establkstinof Partnership Companies
including the economic situation in Ireland at thanhe and rising levels of
unemployment. Chapter 1ll deals with research waological approaches to
research with reference to literature on these agmgbres. Issues such as research



design and appropriateness are discussed. Thedleseathod chosen is discussed

and a justification of the chosen methodology &eqgi

The fourth chapter presents the findings of thenpry research which are integrated
with the secondary research findings from the diiere review. The fifth chapter
provides a discussion of the findings from the aesle. Similarities and variances
between the primary research and the literaturénigldighted providing an excellent

environment for in depth discussion.

The final chapter outlines the main conclusionsiag from the research and a
number of recommendations are proposed. These meeadations are directed
towards Waterford Are Partnership and the Irish @pment. Some academic

recommendations are also included.

1.6 Chapter Summary

This introductory chapter has briefly outlined tieture of the research, including the
research topic, the significance of the reseatud, résearch objectives and how the
thesis will be organised. The researcher recogrise effort required to carry out
this research project, but having done so, beligvedl add to the existing body of

knowledge on Waterford Area Partnership’s EntegpAsogramme.



Chapter Il - Literature Review



2.0 Literature Review

From the research objectives it is necessary &flprexamine some of the economic
drivers that led to the establishment of Partnersbompanies such as Waterford
Area Partnership Ltd throughout the country, arel Sipecial Employment Measures
introduced to tackle record unemployment levelsweler an in-depth examination

of all contributory factors is beyond the scopéehis paper.

This chapter will examine the economic contextreddnd in the late 1980’s and early
1990’s, the period during which Area Partnershipnpanies were established. The
role of the National Economic and Social CounciE@C) is highlighted along with
its role in promoting National Partnership Pay Agments as a consensual model for
economic and social progress. The Programme fdomd Recovery (PNR 1987)
and its successor the Programme for Economic an@lSerogress (PESP 1990) will

be examined.

The seminal NESC Report 89 (199@hich continued to promote the Social
Partnership model is considered, and its propasaittoduce ‘Special Employment

Schemes’ as a means of tackling record unemployleeels.

The role of FAS, Area Development Management (ADMjv called POBAL and
Waterford Area Partnership Ltd. in administering §themes is considered.

2.1 Economic Context

At this point in time Ireland has experienced teriifteen years of the Celtic Tiger, a
time when Ireland’s economy has boomed and thedatdnof living has greatly
increased. Asserting this Stevenson (1997) pd9ite so-called “Celtic Tiger”
economy has significantbutperformed other European Union (EU) countriesimiy
the last decade” Agreeing with this point of view Breathnach (1938ates" The
economy of the Republic of Ireland has experiemcadinuoushhigh growth rates in
the 1990s, after a period of severe difficulty the previous decade”. Again
supporting this view the ESRI Quarterly Economiar@eentary (2001) staté3he



Irish economy continued to experience robust growtthe first half of this year”.
However issuing a warning in that not all peopleeveenefiting from this economic
growth Brian DuncanChairman of the Combat Poverty Agency stated inres9
release in 2005We are now one of the most developed economigei®ECD and
this should be reflected in the standard of liviwg provide to all those living in
Ireland, as well as the quality of measures we takeackle poverty issues...Unless

we focus omlelivering on these, our economic tide will natdifl boats”.

As many people in Ireland benefited from the unpdented prosperity over the last
decade or so, many others were left behind. Inlleaweith this economic boom there
has been a significant number of people left behimtluded in this category are the
long-term unemployed. Since becoming a member iB318f what is now the
European Union (EU) Ireland’s unemployment rate lbeen among the highest in the
EU. With the exception of two brief periods durimadnich the unemployment rate
declined - 1977 to 1979 and 1988 to 1990, therebleas an underlying increase in
Ireland’s unemploymentate from under seven per cent in 1973 to just d&per
centin 1994 (Ronayne 1994).

In 1992, with an official unemployment rate of 1p&r cent, Ireland, behind Spain,
had the second highest unemployment rate in theaéddrding to the CSO Labour
Force Survey (1993)Ronayne (1994poes on to state thétreland continues to
occupy this position, and as unemployment ratese himereased during 1993
Ireland’s unemployment rate increased rapidly from 179,0000&ting to labour
force survey estimates - to 18.4 per cent. Thig.Tspercentage points above the

average for the EU”.

During this period the openness of the Irish econtmexternal influences became
increasingly evident, as did the presence of subataveaknesses in the industrial
structure. Asserting this fact Ronayne (1994) statetified redundancies increased
to 16,700 in 1991, and again to 18,207 in 1992'flégk&éng the contraction of
employment prospects abroad, particularly in the, Wigration from Ireland
practically ceased. By April 1993, registered unkyment had reached an
unprecedented figure of almost 300,000 people (Rm®al994). Against this

10



background some decisive action needed to be takéme government to address the

poor economic situation and the spiraling unempleytiigures.

2.1.1 Social Partnership In Ireland

In the mid-1980s Ireland suffered from a severenenac recession. Public finances
were out of control with the national debt at ab&d0 per cent of GNP. Falling
growth rates were leading to record levels of urlegmpent(ICTU Web Site 2007).

The National Economic and Social Council (NESCansadvisory group established
by the government to make regular reports on tliem@oy and social infrastructure

and suggest future strategy to the Irish government

Clause 1 of the NESC constitution states ‘the ntask of the NESC shall be to
provide a forum for discussion of the principleitiag to the efficient development
of the national economy and the achievement ofasqustice, and to advise the
Government through the Taoiseach, on their apjhica(NESC Report 89, 1990)

In an attempt to bring stability to the economy dayl the foundations for future
growth, the Irish Government in October 1987, agraeProgramme for National
Recovery (PNR)with the Social Partners. This programme was gacrby the
principles set out in the NESC report ‘Strategy Bavelopment 1986-1990’ (NESC
Report 89).

The aim was, through a national consensus, togpleay out of Ireland’s economic
difficulties. The agreement covered a three-yeaiogdrom 1987 to end 1990 which
provided for wage increases limited to 2 per cemt gnnum. In return for wage
moderation there were a series of measures to Istimemployment and to broaden

the tax base to permit lower taxation of workeeg’nings(ICTU Web Site 2007)

The agreement focused on a number of key areast amvisaged progress being

made in that period in four broad areas:

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

growth

11



(i) movement towards greater equity and fairnesthe tax system

(ii) diminishing or removing social inequities Insh society; and

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

sectoral basis

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

indication of the extent of the difficulties facky Ireland at that time:

{a) A Gross Domestic Product per capita which i§/@¥% per cent of the European

Community (now EU) average

(b) A National Debt of over £25 billion which wagquevalent to more than one and a
half times Irelands Gross National Product and glevicing of which consumed

annually one-third of Exchequer tax revenue

(c) An Exchequer borrowing requirement of 10.7 gent of Gross National Product
in 1987 to finance both current and capital expemei This was among the highest

budgetary deficits in the European Community

(d) An unemployment rate of 18.5 per cent of the wanicé amounting to 242,000
people of whom 73,000 wetmder 25 years of age. This was one of the higla¢ss

of unemployment in the European Community

(e) No overall growth irthe volume of investment in equipment over the pagtars
compared with an increase of 20 per cent in the EU

This pact was relatively successful and was thendation for further national
agreements. Commenting on the PNR agreement theebab at the time Charles
Haughey commentedihie Programme for National Recovery showed what lwan
done when we work together to improve our standafds/ing and social equity. A
small trading economy cannot prosper with divisawel competing interests. That is

the lesson wean learn from other small, more prosperous economié® Wave
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organised themselves pursue agreed objectives and adopt agreed meanshéor

development and improvement of their socie(BESP 1990).

In 1990 the NESC submitted its Report 89 titled SArategy for the Nineties:
Economic Stability and Structural Change’. The repovered practically all aspects
of the Irish economy including: The Macro-EconomyAnalysis and Strategy;
Structural Reform including Tax Reform, Housing aBdcial Welfare Policy;

Employment and the Labour Market; and finally Ingtonal Issues.

This report again commented on the economy and waaineeded to sustain growth.
The report was very wide ranging and again highéidhvery high unemployment

figures as a major problem that needed to be aselesSince 1987 unemployment
had only fallen slightly from 18.5 per cent to 1p& cent in 1989, the year previous
to the NESC Report 89.

The NESC made numerous recommendations in Repam 8% way forward for the
economy including the introduction of special enyph@nt measures to help address
the ongoing issue of persistent high long-term yslegment. Report 89 was a key
driver in informing the government and the sociattpers during their negotiations
on a successor agreement to the PNR. In 1990 tke agreement, titled the
Programme for Economic and Social Progress (PESRB)negotiated and included a

commitment to provide special employment measwsas@mmended by the NESC.

Voicing support for the PESP agreement Charles Heygaid “This Programme
gives us the capacity to transform Irish societythis decade, so that we increase
significantly our prosperity and distribute thabgperity more equitably and fairly. It
is the outcome of prolonged negotiations between Government and the social
partners, entered into constructively by all cone€rin the interests of all our people.

| warmly thank and congratulate everyone involvéRESP 1990).

To administer the Special Employment Measures esedgn the PESP some existing
state agencies such as FAS were utilised, butredaoagencies were established. An
overall management company, Area Development Manage (ADM) now called

POBAL was set up. Under it's umbrella a numberaxfal development companies
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were established. Nine such companies were initfalinded as the plan was rolled
out. In 1996 Waterford Area Partnership was esthbll. There are presently 38 Area

Partnership Companies throughout the country.

To date, seven National Pay Agreements have begotiated, each building on the
success of the previous one, setting more ambitiatgets for: economic growth;

investment in education and health care; socidusnen measures and actions to
promote enterprise and employment through the maamce of an innovative and

competitive business environment.

2.1.2 Special Employment Measures

Against the background of record unemployment #gumentioned above, Special
Employment Schemes were introduced to specifidalp the long-term unemployed
including Subsidy Schemes. According to the NES@dRe89 (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 Measutes,necessary to take account of
the reaction of firms to the incentives offeredtirj the NESC Report 89 these
reactions can combine to undermine the benefita stheme. Report 89 identifies
four effects that should be considered. The fifigcoe known as ‘deadweight’ effect
refers to the fact that some people hired undepezial scheme would have been
hired anyway. Second, ‘displacement’ effects armdeen subsidised employment
replaces employment in existing firms. Third, whadsitional subsidies are paid to
compensate for the effects of payments to othemsfira ‘domino’ effect is said to
occur. Fourth, where employers uses the schemaap subsidised workers or hours
for non-subsidised hours. Here a ‘substitutiongeffis said to arise according to the
NESC in report 89 (1990)

Some research into subsidy schemes showed that rewsitment subsidies carry

heavy ‘deadweight’ costs. That is that many of jiles would have been created
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anyway (OECD 1990B; O’Donnell and Walsh 1978). lestingly this ‘deadweight’
effect is disputed by the NESC when they assettjbla creation programmes do not
create ‘deadweight’ effects (the jobs would deéhit not exist without the
programme), nor do they displace existing employin¢NESC Report 89). An
OECD evaluation panel, studying measures for thg-term unemployed, found that
the main effect of recruitment subsidies is ‘to @ubage targeted unemployed persons
over other job seekers’ (OECD 1990B).

However Breen (1990) identifies what he sees asbaious problem with schemes of
this sort, such as the Social Employment Schem&)$kthat they are temporary.
Breen (1990) states “to put it crudely, SES giveslong-term unemployed a job for
a year, but at the end of the year they are badkansame position as they were”.
According to the NESC Breen’s comments ignores important points. First, it
ignores the hysteresis effects which all availabkearch shows to be present — the
effect of which is that after a year working, agmer is not back in the same position
as they were before they were employed. SecondigerBs comment may reflect
features of Ireland’s special schemes which coeldproved upon according to the
NESC Report 89 (2000).

Breen (1990) identifies a second problem with dieoployment measures, that of
cost. Breen (1990) cites figures that indicate thatexpenditure of £1 million
annually could support ninety five directly creajelds. Building on his argument he
states “this compares unfavourably with the numbeas could be supported by the
expenditure of the same amount on social welfare: 560 singlesgres on
Unemployment Assistance (UA) or 255 married perseits one adult and two child
dependents or 218 equivalent families on UnemplaynBznefit (UB)”. Disputing
Breen’s assertions on cost the OECD finds that feooost perspective “job subsidy
schemes generally have small net exchequer cas¢ésiadthe reduction in welfare
payments being paid out combined with receipt o®esawhich results from the
employment’(OECD 1990B).

Considering the ‘displacement’ effects Adnett (1P&8&ues that in the medium-term,
the substitution and displacement effects disappg@s can occur, where the long-

term unemployed do displace other workers, butdibplaced workers contribute to
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the effective labour supply, and in fact do produmcemal market adjustments of

lower wage pressure, which increases employment.

2.1.3 Direct Job Schemes

In the 1930s and later decades many governmentstoo# large investment projects
to employ the jobless. Continuing this trend in el 1980s a relatively large part of
labour market budgets was spent on public employnpongrammes for the
unemployed (NESC Report 89)

However these differed from earlier programmesaoncentrating on service jobs and
maintenance of local infrastructu(®ESC Report 89). According to the OECD most
European countries still have these schemes bytahe quite limited in scope and
are almost always temporary. The OECD found thaldhgest programme for direct
job creation was in Belgium where unemployed peaple offered regular work
contractswith local government (OECD, 1990Bfrrom the above it is clear that

Direct Job Schemes have a role to play in redugitegnployment levels.

2.1.4 Enterprise and Self-Employment Schemes

A widespread type of targeted job scheme is theigion of financial support to
unemployed people to assist them in setting up then enterprises. According to
the NESC most member states in the European Uniavide financial support of
this sort. They go on to state ‘the largest sudimeses can be found in France,
Greece, Ireland, Spain and the United Kingdom’ (SEBeport 89, 1990). These
schemes can have very positive and valuable effattthe employment status of
persons previously unemployed as evidenced by aldvBank / OECD study (1994)
which statesprogrammes that help the unemployed start thein dwsinesses have
proven to be a potentially cost effective tooldh greation. The OECD reports that
evaluation studies carried out in France and thigedrKingdom have shown between
50 per cent and 60 per cent of participants renraibusiness for over three years.
Furthermore British evaluations also suggest tbautone quarter of the surviving
enterprises would not have started without suclpedgOECD 1990B).
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Commenting on Enterprise Schemes as distinct fratnsily Schemes mentioned
earlier, and possible knock on effects of ‘deadWweignd ‘displacement’ the NESC
states ‘the ‘deadweight’ problem is not as sigaificas the ‘displacement’ problem,
i.e. that those who are encouraged by the schemsettop their own business are in
competition with existing domestic firms’ (NESC Rep89).

Concurring with the NESC, Breen and Halpin (1998ineated that around 90 per
cent of the business (of new enterprises) was takem other Irish firms, and that as
a result, for every 100 full time jobs created by tscheme, about 60 were lost
elsewhere in the Irish economy. They also highéghtat a large proportion of those
involved in Enterprise Schemes set up in businesseke services or building

sectors.

Despite these findings the NESC argues that Enserpfschemes should not be
rejected out of hand. They make the point thatssitbe economy is facing a balance
of payments constraint, there is no problem witlegoansion of non-traded activities
(NESC Report 89, 1990). The NESC further contertd® special employment
measures have an important role to play in thdebatjainst unemployment.... and
that measures such as temporary subsidised emphbyand temporary direct hiring,
are part of an effective labour market policy. Thisw is supported by the OECD
(1996) report on jobs strategy statiAgpositive outcome of assistance to unemployed
people to start their own business is that thesgrnasses may create further jobs for
others’ Continuing in a similar vein the NESC go on tatst..special employment
measures are vital to achieving an early large @ehn 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 Parshgy Companies in general and
WAP is no exception. Nevertheless a brief outlih¢he company and its services is

required for completeness.

Waterford Area Partnership Ltd (WARJas founded in 1996 as part of the growing

network of Area Partnership Companies nationwid®AP has 11 staff members
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including the CEO of the company. Pobal, formerhown as Area Development
Management (ADM) is a semi state agency tasked witkrseeing the Area

Partnership Companies and many other groups ingdotvéocal development.

Pobal's mission is to promote social inclusion,orediation and equality through
integrated social and economic development witlemmunities. It is a not-for-
profit company with charitable status that manggegrammes on behalf of the Irish
Government and The EU. Pobal support partnerghppoaches to decision-making
in order to engage communities in the developmentgss at local level, and
promotes co-ordination between communities, stgeneaes and other stakeholders
(Pobal Website).

Commenting in the Pobal Annual Report (2006) Drofflas Cooke, Chairman said
‘2006 was another year of major change and growtHPfmbal. We now manage 17
different programmes for 7 Government Departmein@/8s. In 2006 we distributed

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

Dr. Cooke went on to state that in January 2006GPwhs allocated responsibility for
the new Community Services Programme on behalf g Department of
Community, Rural & Gaeltacht Affairs, and the newtidnal Childcare Investment
Programme on behalf of the Office of the Ministar €hildren. In addition during the
year we also undertook the management of a numbemaller programmes on
behalf of the Department of Justice, Equality & LR&form (Pobal Annual Report
2006).

Through Pobal the government provides funding &éoRlartnership Companies under
the Local Development Social Inclusion ProgrammBSLP). Citing a recent Pobal
report (2006) on Partnership Companies it affirrhe tLDSIP Programme is
implemented at local level by 38 Partnership comggmr81 Community Partnerships
and 2 Employment Pacts as outlined in the Pob&@gpfeport Partnership Dynamics.

The work of the LDSIP encompasses three actiorsagdollows:
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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 exclusiowWaterford City through the
above programmes by working with community groupd arganisations to alleviate

social disadvantage and reduce its impacts ontydMéAP Website).

WAP provides support to fourteen specific targebugs and all communities
regarded as socially excluded on a citywide base. fourteen target groups that the

partnership supports are as follows:

Unemployed People; Early School Leavers; Womenydllimag Community; People
with Disabilities; Older Persons; Substance Misrsis&x-prisoners; Youth; Young
Offenders; Refugees and Asylum Seekers; Gay andidresCommunity; Lone
Parents and Family & Children (WAP Web Site)

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

specifically the Enterprise Programme under thadsuee. The Enterprise Programme
encourages and supports aspiring entrepreneurddam efforts to establish an

enterprise. The services provided through the [prts 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 / Accouatsl keeping tax affairs in order.
A key element of the programme is the mentoringiserthat is provided, where an
experienced business person guides the new emtgpréhrough the pre start up and

start up phases of the business and continues dupp@t least one year after start
up.
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The Local Employment Service (LES) which is fundgdFAS operates under the
umbrella of WAP. The LES and the Services to therdployed Measure operated by
WAP work closely together and sometimes refer tlieto each other. The LES
service has it's own manager. The LES works with geekers, as distinct from
would be entrepreneurs, to help them find employnogportunities. 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 sersithe to‘provide a range of
quality professional services to unemployed jobkees in particular those most
distant from the labour marketThe statement goes on to say its services Wifi he
unemployed peopldind suitable employment and promote its job reatignts to
employers’(LES Web Site). The service has a compliment obtHif including the

manager.

2.2 Entrepreneurial Motivation

According to McClelland’s (1965) trait theory, cart individuals have a very strong
need to achieve, to set targets and to be seamcesssful. Because of these inherent
traits, people with these traits are likely to sext in whatever they do including
becoming an entrepreneur.

Low and MacMillan’s (1998) definition of entrepranship as the creation of new
enterprise is an apt one. Nonetheless a new eisefjpist doesn’t appear out of thin
air. According to(Morrison (2001) the process of entrepreneurshiation has its
foundations in person and intuition, and societg aulture. It is much more holistic
than simply an economic function, and representombination of pragmatism,

idealism and motivation. The need to achieve t&sl@een identified by McClelland
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(1961) as a crucial trait when he stateshievement motivation is critical to
economic development and progres3ther studies have found a positive relationship
between achievement motivation arghtrepreneurial behaviour. Achievement
motivation has been singled out as the npostalent predictor of entrepreneurship
(Babb and Babb, 1992). However other writers artp@ee is no connection between
the two (Bonnett and Furnham, 1991)

Finnerty and Krzystofik (1985) found that the peralocharacteristics and attitudes of
individuals are a major factor in determining wlegtlentrepreneurs succeed. These
authors also found that would-be entrepreneurs paeelominately motivated by
intrinsic factors such as the desire to have amrasting job and challenge
themselves. However Henderson and Robertson (16@8Y that an aversion to risk,
and fear of failure were significant factors whigrevented individuals from

becoming entrepreneurs.

2.2.1 Risk Factors

Entrepreneurship is an innovatory process and ab &ias an element of risk
associated with it. The acceptance of risk-takiygebtrepreneurs is necessary as
identified by Goffee et el (1987) when they suggést entrepreneurs are seen as
risk-takers and innovators who reject the relageeurity of employment in large
organisations to create wealth and accumulateatapdeally but not necessarily, the
outcomes will have positive consequences for thiérthe project is successful the
entrepreneur stands to gain financial independenealth and a great sense of

achievement.

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

some course of action. He proposed that entreprefi@ced four types of risk:

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

Furthermore, Liles (1981) suggested that the s@aidl psychological aspects of risk

associated with business failure were more diffibmlbear than financial risk. Since
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entrepreneurship is anique occupation characterised by risk takiragcording to
Cromie (1994), many attempts have been made touret® risk-taking

attribute of entrepreneurs (Palmer, 1971; Brockhd®80; Sexton and Bowman,
1983). In a study of risk taking Ray (1986) disaeeethat self-esteem was closely
associated with risk-taking activity. Those who Had self-esteem take either no
risks or very high risks where each action reindégrtheir initial premise that they are
unworthy individuals. Those with a healthy levelsaff-esteem are able to take risks
appropriate to various situations that arise. Tiagrdm below is used by McCarthy
(2000) to place a conceptual framework around thhea aof risk taking in

entrepreneurship.

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

Extrinsic factors:

k——»

Behavioural or ~

Risk-Taking propensity
Conceptual
Administrative
Environmental (Dermer, 1997)
Financial, career, social
Psychological (Liles, 1981)

Outcomes:

Strategy ——» Business success or fail

Personality

\—r

Personality traits (Knight, 1921)
Typologies (Smith, 1967)

Time

v

Source: The cult of risk taking and social learning: a stad Irish Entrepreneurs
(2000)

Some studies refer to entrepreneurs as “modersketakers”. (Brockhaus, 1980,
1987) suggests that entrepreneurs are not gamafetstend to avoid situations
involving extreme risks. However, Ray (1993) agubkat this phrase has been
invented by academics, and is unrelated to hoveprgneurs actually think about risk

or cope with risk. According to Ray (1993) riskredated to strategy and a given
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context and is not just a function of personaligr example today’s entrepreneur has
recourse to a wide range of mechanisms designeddiace business risk, such as

strategic alliances, joint venture and licensinguagements (Deakins, 1996).

The literature reviewed suggests that there is sdenel of risk involved in
entrepreneurial activity, and it follows that a peosity for risk taking is more
common among people choosing to become entrepenthan the general
population. Interestingly not all literature suptsorisk taking as a characteristic of
entrepreneurs (Low and MacMillian, 1998). A study®exton and Bowman (1983)
could not provide conclusive evidence of a causlationship between entrepreneurs
and risk-taking. The findings appear to vary acocwdio the entrepreneur’'s sex
(Birley, 1989; Sexton and Bowman, 1990), culturathground, stage of business
development and type of business owned as welbabe research method used
(Brockhaus, 1987).

This lack of consistency in the research on rigki@behaviour among entrepreneurs
could be explained by the variation in the pera@pof 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 edeng to consider the background
and career orientations of would be entrepreneWfsh this in mind Scott and
Toomey (1988) suggest that predisposing factoré siscparental role models and
experience, plus trigger factors such as seekindg,wmemployment, career advice
all influence career aspirations. Research by (&batih et al, 1989; Cooper and
Dunkelberg, 1984) has found people who were selfleyed were more likely to
have had self employed parents. Fletcher (1998)gcresearch findings from the
Scottish Graduate Enterprise Programme (GEP) afittmat the participants in the
programme tended to come from a professional dresaployed family background
with forty five per cent indicating they have pre$enal fathers, and twenty four per

cent of fathers had their own business.
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It should be noted however, that not all studiesralmrate this finding. Storey
(1994), when summarising previous studies, fourad tamily business background

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

It is worthy of note that eighty per cent of pagants 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 busingss active consideration and
exploration of a business start-up idea is antitexrgrocess for each person, in so far
as it was an unfamiliar and new experience (Atme@607). Referring to business
start-ups Gibb & Ritchie (1982) suggesuch choices involve the development of
awareness of, as well as interest in and motivatmrexplore, the possibility and
potential for business start-up’.

Some authors contend that most business startaupbecexplained straightforwardly
by push or pull factors (Gibb & Ritchie 1982). Pdahtors normally exist as a result
of either threats to job security, or when thetst@gr may be the only alternative to
unemployment. These push factors of redundancyottmer employment threats may
be a dominant element but often do not represecnaplete explanation for the
existence of the new venture (Cooper, 1973; Shap8dl; Chell, 1985).

Pull factors, more positively, are normally thosesaciated with entrepreneurial
insight and business acumen. Opportunities aren gitesented when, for example,
companies close down and products/services aredsgitin from the marketplace
thus creating niches for start-up businesses. ddomomic support structures for
these businesses may take a diversity of form detuself-funding, either central or
local government funding or in some cases the resfufamily support (Bridge,
O’Neill & Cromie, 1998; Mason, 1989).

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

business start-up is unique, a product of a diffeset of connected factors. These
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factors are not the sole influences, prevailinglised economic and business culture

also need to be considered, as should the periatiich the venture was conceived.

Exploration of starting up a new venture as anawptnvolved consideration of the
possible implications of launching a business far tounder, as well as assessments
of what would be required to launch a new ventutieeAton (2007). Atherton goes on
to state in several cases, the period prior to explicit camment to starting a
business was drawn out over many months’.

For each person thinking about a business stagsugn option to self employment
through to actively engaging in it is a gradualq@ss, rather than occurring over a
short period or instantly (Atherton 2007). A presstphase of entrepreneurial
gestation, therefore, preceded actual engagemestaiting a new business and, for
the individuals involved, finished with a conscialecision to commit to a process of
new venture creation.

Atherton (2007) has identified three shifts in pe&a attitudes and convictions that

lead to business start up. These are:

1. People who had not previously thought about or idemed starting a
business were stimulated to do so by an event faremce (such as a

friend or colleague starting a business, or losifgp)

2. Individuals who had thought about setting up inegahterms, but had not
considered start-up as a genuine or realistic pihiggi became more
actively interested in starting their own businassan option, i.e. there
was a shift from some awareness and interest toefcttesting actual

interest in and motivation to start a business.

3. Those who had a strong desire or commitment td athusiness and who
wanted to explore how to undertake the start-upcgs® and what is
required, i.e. individuals moved from exploratianaictive commitment to

starting a business.

The three stages indicate that individuals movednfla position where they were
unaware of a business start-up as an option, threugcessive stages of increasing
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awareness and engagement in the idea of startamga¥vn business culminating in a
personal commitment to start. At this stage actlmesome ‘intentional’. This view is
supported by Krueger et al (2000) in that they fidgrthis behaviour as planned
behaviour based on exploration and assessment ahdividuals prospects and

requirements for starting a new venture.

Interestingly the level of education attainment also a significant factor in
entrepreneurs moving from thinking about startingesv venture and actually doing
it.

Recent Irish research reported in the Global Engregurship Monitor: The Irish
Report (GEM 2006) clearly shows that people witghler levels of education are

more likely to become entrepreneurs than those hwiler qualifications.

Table 2-1 Irish Entrepreneurial Activity By Educati onal Attainment
Primary
Total early and/or | Completed . Post
stage Third
entrepreneurial some Secondary Level % Graduate
. Secondary| School % %
activity ;
Education
Level of
Entrepreneuria 7.4% 3.7% 7.2% 9.3% 11.1%
Activity

Source GEM (2006: p23)

Also those entrepreneurs with a higher level ofegaheducation tend to perform
better when they establish their enterprise. Dinkebal (2008) citing research by
Van der Sluis et al (2004) affirms that the relasibip between general education and
the decision to enter entrepreneurship and entmepra&al performance in both
industrialised and developing countries is sigaific They assert that in both
industrialised and developing countries there igleawe to support a positive and
significant relationship between the level of gahexducation and entrepreneurial

performance.
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2.2.4 Enterprising Spirit

When we consider entrepreneurship it brings to ntiedimage of upwardly mobile,
well-educated, risk taking high achievers in a bess context. They want to be seen
as financially successful in their own right ratliean be employed by someone else.
They want to be masters of their own destiny. Withbis enterprising spirit or drive
it can be argued that there would not be any ergreurs at all.

Morrisson (2000) proposes that the start of thegse of entrepreneurship lies within
the individual members of society, and the degreavhich a spirit of enterprise
exists, or can be initiated. In this respect Kirz(E979) believes the source to be
within the human spirit, which will flourish in rpense to uncertainty and

competition.

The simplest form of entrepreneurship is self-eipplent. There is survey evidence
to suggest that, in the industrialised countrieanynindividuals who are currently
employees would prefer to be self-employed. Accagdio Blanchflower (2000)

citing the International Social Survey Programmel®89, when random samples of
individuals from 11 countries were asked this goestSuppose you were working
and could choose between different kinds of jobkidW of the following would you

choose? | would choose (i) Being an employee B@ing self-employed, (iii) Can’t

choose. Large numbers of people gave answer (d)thas stated that they would
wish to be self-employed. This answer was given foy,example, 63 per cent of
Americans (out of 1,453 asked), 48 per cent ofddst(out of 1,297), and 49 per cent
of Germans (out of 1,575). These numbers can b@ared with an actual proportion

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

This raises the question of why is it, if so mampress an interest in being an
entrepreneur that so few actually become one. Omry knpediment to
entrepreneurship is lack of capital. In recent waskng U.S. micro data, Evans and
Leighton (1989) and Evans and Jovanovic (1989) hawgued formally that

entrepreneurs face liquidity constraints.

Consider a prospective entrepreneur with the vistosee a feasible business project

or projects and, as such, is linked to the entregurgal section of the population. He
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or she needs capital to undertake a project. Ossilpbty is to use their own or
perhaps family funds, thereby making it unnecesdaryborrow commercially.

However the person may not have sufficient own suoadfamily funds available and
will need to borrow the required funds. If they dot have enough savings or
collateral to secure a commercial loan then thdlyneit even get the venture off the

ground. Clearly lack of capital is a serious coaist.

2.2.5 Entrepreneurial Culture

According to (Cox, 1997) much of the research amegmeneurship was conducted in
the US, and its questionable if the findings candemeralised to other cultural
contexts. Evidence suggests that rates of entreprship vary widely from one

country to another, and that broad cultural charétics appear to explain little of
the variance (Hunt and Levie, 2003). Comparingahmdl to the US where both
countries have a lot in common, including a shdaeduage, Ireland does not have
the same record or historic context with entrepuestap and economic development
as the USA. US culture can be distinguished by hegtels of individualism, low

uncertainty avoidance and risk taking, characiessassociated in literature with
entrepreneurs (Hofstede, 1980). The culture in W& is one of the pursuit of

seemingly impossible dreams, acceptance of mistaidesre success in individual

enterprise is admired (Hammond and Morrison, 1996).

2.2.6 lIrish Entrepreneurial Context

Contrasting the Irish situation to the US (O’FdrréB86) contends that scholars of
Irish culture observed a general conservatism ishlrsociety that included an
aversion to entrepreneurial risk-taking. Going etamher than that (Ardagh, 1997)
argues that even entrepreneurial success can legadive, as a successful venture
invites begrudgery from those who have never takema venture or those who have
taken on a venture and failed. Again comparing W& and Ireland there is broad
support for entrepreneurial activity in the US, wdas in Ireland “the bureaucratic
steps to becoming an entrepreneur in Ireland aocenesusly challengingO’Kane,
1995).

28



However the G.E.M. Irish Report (GEM 2006 pl12) ming the views of a number
of entrepreneurs somewhat counters this view. €pert indicates thdgovernment
support for entrepreneurs provided through govemnseipported initiatives such as
Enterprise Ireland and the County Enterprise Boandsre identified by many
entrepreneurs as being particularly helpfullhe Enterprise Platform Programmes,
run through the Institutes of Technology, with support of Enterprise Ireland, were
also highly praised. Also the availability of fimaal support in particular was
frequently mentioned by the entrepreneurs.

Irish policy makers have been aware of social andtual obstacles to
entrepreneurship for a long time. Guiomard (199tscthe mid 1980’s report of the
National Planning Board, which argued that Irelareded economic policies that
would encourage and sustain growth of output anpl@yment...by inducing private
persons to use their time, talents and other ressumore productively in Ireland.
The report also called for increasing incentives“tamke commercial risks and
innovate”. Starting up commercial ventures is a risky businasd many risky
ventures fail. According to Guiomard (1998til a sufficiently large cadre of people
in Ireland are prepared to undertake the risks assted with business and are
adequately rewarded for success we will continueelperience only modest

progress’

The above views as expressed by Guiomard (19%mnewhat disputed by more
recent findings in the 2006 GEM Irish Report (2006)en is statethat the national
(Irish) culture is generally considered well dispdgowards entrepreneuts’
According to the report entrepreneurs consideratttie‘proliferation of success
stories in the media, and through word of mouthergenerally, created a feeling
that entrepreneurs can thrive in IrelandReflecting this feeling towards confidence
51 per cent of all adults felt they had the knowkednd skills to start up their own
business and this figure increased to 89 per cergdrly stage entrepreneurs (GEM
Report 2006, pl12)

From the above the earlier literature on the lestrepreneurial context indicated that
significant obstacles existed for nascent and esddge entrepreneurs, but more

recent literature indicates that these obstacles haen somewhat addressed by the
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government and with a resulting positive changiaépropensity 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 thatlvertises its products or service.
This is done primarily through marketing campaignd all companies both large and
small engage in marketing to some degree.

As the entrepreneurs assisted by Waterford Arem&ahip are unemployed and
considered economically disadvantaged, they haweld finance available to them,
yet marketing in some fashion is vital to theirsegs. There is a multitude of
marketing channels available to entrepreneurs dnctutelevision advertising, press
adverts and poster campaigns, but the availal@fifinance limits what can be done.
The area of direct marketing is addressed by K¢2@03) stating thatirect
marketing is the use of consumer direct channeteaoh customers and deliver
services and goods without the need for interméesar Consumer direct channels
can include direct mail, websites, catalogues atairtarketing (Kotler 2003). When
considering direct marketing the American Marketkggociation (2004) defines it as
‘the total of activities by which the seller, ineeting the exchange of goods and
services with a buyer, directs efforts to a targetlience using one or more media,
for the purposes of soliciting a response by phomea| or personal visit from a
custome’r Direct marketing is an activity directed at & products or services to
customers without using intermediaries. Historic#lle use of telephones and mail
were the main methods but modern technology hawedl the use of Internet and

email be used more.

Marketing for entrepreneurs is much more challeggran for established firms.
According to Coviello et al (2000) small firm matig practices have been assessed
in the context of existing models that are basethaye firm practices. This is the
reason why small firm marketing practices have gahebeen criticised as non-
traditional, informal and short-term (Coviello é2800).
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According to research by Smallbone et al (1993)tlest important factor for the
survival and growth of small firms was active martevelopment, developing new
opportunities and an expansion of the customer.ddse is all very difficult for new
entrepreneurs due to business pressures at statagitional marketing practices
can draw heavily on resources, both financial amnddm, which are rarely rich
attributes of the small firm according to (Weinrawt al 1991). Considering the
marketing practices of small enterprises and salets versus larger organisations
Stokes et el (1997) posits ‘even owner-managessnaill firms seem to give

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

Not withstanding the above comment entrepreneuendage in marketing activities
and appear to prefer interactive marketing. Thecsize in interactions with their
target markets because they have preferencesrwnsd contact with customers,

rather than the impersonal marketing of mass prmmdgDay et al, 1998).

2.3 Chapter Summary

The literature reviewed has highlighted the vergrpeconomic circumstances that
existed in Ireland around the late 1980’s and eE®80’s when unemployment was at
record levels. It was necessary to review liteafuom that period to allow the
researcher establish the prevailing economic céraathat time. A number of key

reports were highlighted .

The influential role of the NESC and its recommeimhes to the Irish government
were critical in the continuing ‘Partnership Pragdbkat helped bring economic
stability and prosperity. The need for specifiementions to help the long-term
unemployed including the introduction of ‘Speciahfloyment Measures’ as
recommended by the NESC has been investigatedhanubsitive and negative

aspects of these schemes identified.

The establishment of new agencies such as PobaharAtea Partnership
Companies to implement at local level governmentadqolicy around those that
experience disadvantage through unemployment vegwifetd as a critical step. A

range of programmes to tackle social exclusionrapemented by the Partnership
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Companies and specific focus was placed on therjaige Programme of Waterford

Area Partnership.

The Enterprise Programme encourages and suppottisl We entrepreneurs to start
up their own business and provides training andniml support to it clients. The
area of entrepreneurship was examined and somweddritical elements that go to
make up an entrepreneur were discussed. Theseal@ulunotivation, risk factors,

trigger factors, enterprising spirit and entreprerad culture.

The area of marketing and its importance to business briefly examined.
Differences between marketing techniques for laligms and small firms were
explored with some of the key differences betwdemt highlighted. It was shown
that entrepreneurs too, use marketing but tendeaelationship marketing more than

traditional forms of marketing, preferring personahtact and building relationships.

Very little literature on Waterford Area Partnegshand its Enterprise Programme

exists. It is this research gap that this thesikagdress.
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Chapter Il - Research Methodology
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3.0 Introduction

This chapter outlines the author’'s research questi@ objectives, and the rationale
for conducting the research using one particulathotk rather than another. The
methods used by the author to gather and then ssmahe data gained from both
primary and secondary sources, and the challengeseqted while doing so are
examined. The methodology used in this investigatomnsisted of postal self-
administered questionnaires sent to 126 entreprerassisted by WAP and also a
focus group session with five entrepreneurs who ihdatated when returning their
guestionnaire, that they were willing to take partthis focus group session. The
method of presentation is considered, and finddgy ¢hapter outlines the limitations
of the chosen methodology and addresses any guestiozalidity of both the quality

and the limitations of the findings.

3.1 What is Research

Research is an investigation into a particularaapi area in order to gain increased
knowledge of the subject. Van Maanen (1983) stiitasresearch can be understood
as original investigation in order to gain knowledagnd understanding. May (2001)
provides a cogent argument as to what researchicslhbeuas follows:research is

more than a reflection of our opinions and prejedic it substantiates, refutes,
organises or generates our theories and produceteaee which may challenge not

only our own beliefs, but also those of societyaneral’.

3.2 An Overview of Research Design

There are many definitions of research design ssgeially they all address the ‘how
to’ of carrying out a piece of research. Yin (1p@géfines research design as a plan
of what data to gather, from whom, how and wheeoditect the data, and finally how
to analyse the data obtained. In a similar veinegdoét al (2000) argues that research
design is a framework that outlines each coursactibn, from the proposal to the

analysis and presentation of the data. Furtherr®itehie & Lewis (2003) define
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research design as the plan and structure of igatisin so conceived to obtain the

answers to the research question.

Referencing Denzin and Lincoln (1994) a researchigeis a set of flexible
guidelines connecting theoretical paradigms totesias of enquiry along with the
methods used for data collection. Four questioegpegsented by Denzin and Lincoln

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

How will research be informed by and interact vt paradigm in question?
What is to be studied?
What method of enquiry will be used?

What tools will be used for the analysis of primdata?

Essentially the research design enables the rémgae outline the blueprint of each
procedure necessary to carry out the researchrtdrébe data collected and present

the findings and conclusions.

3.3 The Research Question

Smith (1991) observes that the research questioouibned in order to set out
objectives, which are defined for the researchvagtiand it is at this point in the
research process that a topic or a subject matteelected for study. The research
guestion is the guiding force of any enquiry. Aciog to Cooper & Emory (1995)
the research question is a single question that avosirately states the purpose of the

research. The primary objective of this research is
‘An evaluation of the role of Waterford Area Partep in assisting entrepreneurs

from disadvantaged backgrounds, establish their bwsiness between the years
2002 to 2005’
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According to Ritchie & Lewis (2003) a research diges 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 objectivesukhte closely related to the
statement of the problem. The objectives of a mebeproject summarise what is to
be achieved asserts Platts (1993). In order tcemehihe researchers objectives it is
necessary to identify the associated objectivab@fesearch study and to proceed to
examine them states Jannkowicz (2000). Consequedikgnund (1997) defines the
research objectives as the purpose of the researameasurable terms. Thus the

following research objectives have been identified:

The primary objectives of the research will be tearaine the strengths and
weaknesses of the WAP Enterprise Programme that@asgould be entrepreneurs,
and evaluate whether the supports / services pedvate relevant, valuable and
effective. This will be done by focusing in parf@u on the following three

objectives:

1. An examination of the value of the programme toghsdicipants, considering

their economic and financial circumstances

2. An examination of the relevance of the Enterpriseghkamme and the
supports offered to the participants

3. An examination of the programme design and deliag 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 eallFoim the problem situation first
hand, in order to analyse it and find solutionsthe problem being researched
Sekaran (1992). During the course of this researcject primary research was
conducted by way of a self-administered postal tjpesaire and followed up by a

focus group session with project participants tias digitally recorded.

3.5.2 Secondary Research

Secondary research involves the use of documeatsatfeady exit. These interpret
events and happenings based on primary sourcedy(2005). In recent years
searching for quality secondary source material beme easier by the existence
and availability of focused databanks, with fulttand peer reviewed articles on the
Internet. Information of a more general nature Isoaavailable on various
organisations’ web sites whether the organisatiomternational, national or local.
Extensive use of WIT databases such as EmeraldA&idinform were utilised.
Material was also was available on other orgarosatiweb sites such as Waterford
Area Partnership, FAS, ESRI and CORI. The reseaxtdnded across two sectors in
particular, these being the government and noprfofit sector.

3.5.3 Qualitative Methods

The functions of qualitative research can be carsid as descriptive or exploratory
in nature. Both of these functions can be cons@tleiements of contextual research
that seeks to describe the form and nature of wkiats. Ventres and Frankel (1996)
postulates that the philosophical and theoretiesbmectives that inform the use of
particular qualitative methods e.g. interviewin@servation, and the extent to which
gualitative methods are accepted as legitimate smmoflenquiry, shape the debate in

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

Provides an in-depth interpretative understandingeresearch objectives
Works relatively well with a very small sample

Allows for interactive research which enables aeniordepth exploration of
the issues

Allows for flexibility in the analysis required

Enables a greater insight through consistent aisaiggegration of the views

of various respondents

As the sample size of WAP clients is relatively 8maoupled with the interactive
element of the focus group discussion requiringegrele of flexibility the critical

elements described above by Denzin and Lincon ([1894ry apt for this research.

Qualitative approaches to data collection, analgsid report writing are different
from traditional, quantitative approaches. Persamakpretation of the findings often
represented in tables and figures all inform gatlie procedures. It also uses various
strategies of enquiry such as narratives, ethnbiggapand case studies. The
researcher gathers and collects open ended emeatgtagwith the primary intent of
developing different themes from the data. Silverr(993) postulates thahere are
four major methods used by qualitative researchdrese being; observation,

analysing text and documents, interviews and reagrend transcribing’.

3.5.4 Limitations of Qualitative Research

A number of limitations exist with qualitative reseh according to Creswell (2003)
Data collection can be quite tedious and requireemiesources than are available.
Also analysis and interpretation of data may bdiadilt, and it is often harder to

control the pace and determine the end points @ tbsearch approaches.
Consequently Richards and Richards (1991) arguad dhalitative research might
neglect the social and cultural construction ofiaeable studies.
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3.5.5 Quantitative Methods

Statistics, tables and graphs, are often used ¢sept the results of quantitative
research. Quantative methods are therefore to btngliished from qualitative
methods. Quantitative researchers are absorbed it to define and measure
concepts (Reason 1994). Qualitative researchers fneagiently report on reliability
because validity testing, particularly for internallidity, is highly time consuming
and cannot be fully addressed with quantitative hoé$ and data alone asserts
Cresswell (1998). Some social science researcharso{n & Guba, 1985) perceive
gualitative and quantitative approaches as incoilpabthers (Patton, 1990) believe
that the skilled researcher can successfully coenlapproaches. The argument
usually becomes muddled because one party arguesiie underlying philosophical
nature of each paradigm, and the other focuseh@mpparent compatibility of the

research methods, enjoying the rewards of both eusrdnd words.

3.6 Data Collection Methods

Data collection is the process of collecting infatian that allows the researcher find
out more about the research topic. Data colleda#es two main forms, primary and
secondary data. Secondary data according to Crask €995) is data that has
already been gathered by researchers. The namargrdata would seem to suggest
that it should be addressed first, however the sippas in fact the case, and

secondary data is first looked at in a researattystu

3.6.1 Types of Surveys

Surveys can be divided into two broad categorlesquestionnaire and the interview.
Hollowitz and Wilson (1993) observe that questiaresmare usually paper and pencil
instruments that the respondent completes whilervrgws are completed by the

interviewer based on what the respondent says.

3.6.2 Advantages of Surveys

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

respondents. Statistical techniques can be useldteymine reliability, validity and
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statistical significance of the results (Ward 1998)irveys are flexible in that they
allow for a wide range of information to be colled¢tand they can be used to study

values, beliefs, attitudes and past behavioursqikiok et al (1996)

3.6.3 Disadvantages of Surveys

There are some disadvantages to the use of surasysurveys depend on
respondent’s honesty, memory and willingness tgpaed and also the rate of
response can be low relative to the number of guestires sent out. Also the
respondents may not be motivated to give accurddemation, in fact, they may be
inclined to give answers that present themselvesfavourable light (Babbie 2001)

3.6.4 Types of Interview

When considering interviews Yin (1994) outlinessntypes which are ;

1. Open-ended interview:
In this type of interview the respondent will natlp be asked for facts and
opinion, but will also have the opportunity to affasights of their own. The
more a respondent is able to assist in the pravisfansight, the more their
role changes so that it can be considered to beobirdormant rather than

respondent.

2. Focused interview:

This type of interview is follows a certain setopfestions.

3. Structured interview:

Described as very similar to a formal survey.

However David and Sutton (2004) describes anotiyee of interview, the semi-
structured interview. These are non-standardisddaas frequently used in qualitative
analysis. Group interviewing is another techniguailable to the researcher. Smith
defined group interviewing to bdirhited to those situations where the assembled

group is small enough to permit genuine discussimong all its membergSmith,
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1954, p.59 cited in Stewart and Shamdasani, 1990).pGlesne and Peshkin (1992)
suggest that interviewing more than one person &ana sometimes proves very
useful as some young people in particular need eomfo be encouraged to talk, and
some topics are better discussed by a small grbppaple who know each other.

3.6.5 Limitations of Interviews

Although interviewing has many strengths, a nunmiferesearchers have identified
weaknesses with this method of data collection.980k(1993) argues that there are
inherent difficulties in the reliability and valigi of data gathered using interviews,
‘arising from deficiencies in memory and a deseptesent oneself in a favourable
light (the social desirability response biaspnother difficulty may arise as the
researcher is also susceptible to bias, both inthewesearch is approached and how
findings will be interpreted (Brittain-White, 1983Research can be further impeded
by the researcher’'s expectations of the researdinfys, whereby the researcher
actively pursues these findings by directing questitoward the expected responses
(Becker and Greer 1957).

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

dependent on how the responses are interpretedddfedtent researchers may

interpret the same data in different ways. Howd&exrker and Geer (1957) argue that
researchers can benefit from an awareness of timesgations and improve research
findings by taking account of them.

3.6.6 Focus Group

Denzin and Lincoln (1994, p.365) state that Mer&inal. coined the term "focus
group” in 1956 to apply to a situation in which ihe&rviewer asks group members
very specific questions about a topic after considle research has already been
completed. Kreuger (1998) defines a focus group &sarefully planned discussion
designed to obtain perceptions in a defined aremtefest in a permissive, non-

threatening environment"
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The key element here is the involvement of peopleere their answers and
disclosures are encouraged in a nurturing enviromni@uring a group discussion,
individual opinions may shift due to the influengk other comments. Alternately,
opinions may be held with certainty. Kreuger (1998)gests that the purpose is to
obtain information of a qualitative nature fromragetermined and limited number of

people.

3.6.7 Advantages of Focus Groups as a Research Method

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

where a representative sample of the entire papualatust be selected, focus groups
are selected from a planned sample. A wide rangefafmation can be gathered in a

relatively short time span, due to the use of ogrested questions and the moderator’'s
ability to explore a range of related topics. Gilph897) purported that focus groups

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

3.6.8 Disadvantages of Focus Groups as a Research Method

Gibbs (1997) identifies limitations regarding theagtical implementation of the
method. A focus group could be cumbersome to adsemab the use of such a
method could discourage patrticipation from inatatel or unconfident respondents.
Secondly, the group nature of the method precluntedidentiality of responses.
Lastly, separating an individual view from the egclive response can be complex, as

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

There are many rating systems for different methofddata collection. Table 3.1
below indicates ratings for personal interviewepglone interview and postal surveys
according to Brannick & Roche (1997). Dependingtloa research objectives, the
researcher will chose the most appropriate method.

Table 3-1 Rating Data Collection Method

Personal Telephone Postal

Interview Interview 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 & Gub&85)lperceive qualitative and
guantitative approaches as incompatible, other#tqi®,al990; Reichardt & Cook,
1979) believe that the skilled researcher can sisfally combine both approaches.
The argument usually becomes muddled because ortg pegues from the
underlying philosophical nature of each paradigmg @he other focuses on the
apparent compatibility of the research methodyyeng the rewards of both numbers

and words.

For the purposes of this research project thisareber chose the method of a self-
administered postal survey because the accuratyeofiata collected is very good
and is also timely and cost effective as can be se¢he Table 3.1 above. This was
followed by a focus group session as this methadidcproduce a rich and substantial
amount of information, gained in a relatively shperiod of time, while allowing a

more in depth discussion take place on a partictdiame beyond what could be
gleaned from surveys alone. In addition they ame lo cost, one can get results
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relatively quickly, and they can increase the sangite of a report by talking with
several people aince according to Marshall and Rossman (1999). ifiteemation

provided should add richness and insight to thexal research project.

This proved to be a successful method with 25 nedgots from a total of 126
surveyed representing a 19.84 per cent resporseSiat of these indicated they were
willing to take part in the focus group session.tl¥ six who were willing to take
part in the focus group only five subsequentlytdike part. The other person because
of work and personal commitments could not make géssion. The 126 people
included in the survey represented the entire @l of entrepreneurs assisted by
WAP between the years 2002 to 2005 inclusive.

The cut off year of 2005 was chosen to allow agtitlaree years elapse from start- up.
This timeframe of three years was viewed as an rtapb milestone in establishing
the longer-term viability of the business i.e.tifnas still operating after three years
then it is reasonable to suggest a long-term futuréhe enterprise. The surveys were
distributed between Friday"&nd Monday 12 May.

3.7 Recording of Focus Group Session

The researcher decided to digitally record therungv, this method along with note
taking was considered the most appropriate metho@dcourately recording the
responses. According to Kreuger and Casey (20Q@) riacorders or dictaphones are
invaluable for focus group discussions. Howeveés ddvised that the tape recorder or
dictaphone is set up prior to the interview andusthde visible to the participants.
This approach was adopted by the researcher arghiitipants were made aware
that the focus group session was being recordedadindgreed. Kreuger (1998)
suggests that the interviewer must encourage paatits 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 reeluhe likelihood of error or
omission occurring due to concentrating too muchnote taking, with not enough
attention being paid to the actual responses. dbesfgroup discussion took place in
the Ramada Hotel, Cork Road Waterford on Wedne88ally 2008.

Table 3-2 Focus Group Patrticipants

Type of " Year of Start | Date of Focus
Name . Position .
Business Up Group Session
Dave Hackett|  Acupuncture Owner 2003 " July ‘08
Michael Fagan Web .S|te Owner 2002 § July ‘08
Design
Dheai llsaaid | Acupuncture / Owner 2004 § July ‘08
Sports Injury
Christine Natural Fruit .
Fitzgerald Juice Producer Owner 2002 9 July ‘08
Pat Murphy Visual Artist Owner 2003 "guly ‘08

3.8 Limitations of the Study

There are many methods for conducting research Ritchie & Lewis (2003)

recognises that no perfect method of research sexst that each methodology
employed will be designed specifically to addrebe research question being
examined. Following consideration and evaluation vafious research methods
available, this researcher chose to use a posta\siAppendix l)followed up by a

focus group session. The Data Protection Acts 1888 2003, restricted the
researcher from gaining direct access to the taygetp, as their personal information
was protected, and only available to employees afefford Area Partnership during
the course of their work. Waterford Area Partngygiosting out the questionnaires to
their clients on behalf of the researcher, with avering letter (Appendix II)

explaining the nature of the survey, overcame thificulty. A separate form

(Appendix Ill) was included with the survey invigrihe clients to partake in a follow
up focus group session with the researcher anddicdte their willingness to do so
on this form. Both the questionnaire and focus grimrm was to be returned to the

researcher in the stamped self-addressed envalppée.
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Another limiting factor was the timeframe of theayg 2002 to 2005 inclusive. This
timeframe was chosen to allow a period of at lelaste years to elapse from the
establishment of the enterprise to evaluate theliti@od of the business surviving
long term. If an enterprise had survived for thyears it was considered reasonable to

conclude that it would continue to survive into thaure.

Because of the three year condition and the sulesgquassing of time, the researcher
was relying on the memory of the participants dirttexperiences, which may not
always be accurate. A further restriction is thmaeal from access to the most recent
participants in the programme and therefore thetmpdo date information. Finally
the researcher was limited by the time availabledoduct the study and also the
finances that would be required to conduct a lomgere in depth study. Because of

the above limitations further research into thilsjsat is warranted.

3.9 Chapter Summary

This chapter has described the research methodaldgpted in the study, to permit a
replication of the study and to allow the findirtgse validated. Having identified the
research problem the author then states the résedmectives. Methods of data
collection were examined and various methodolodescribed, with the use of both
gualitative and quantitative methods being judlifias the most appropriate
mythologies to use to accomplish the study.

The advantages and disadvantages of surveys and @youps as methods of data
collection were discussed with the researcherfyusyg the use of surveys and focus

groups. Finally some of the limitations of the i@sh are discussed.

The next chapter focuses on the findings of theaeh 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 viewsntfepreneurs assisted by WAP
with regard to the positive and negative aspeatsstrvices / supports offered. The
research also sought to determine the economicimostances of the participants,
their personal and business experience and exfhereelevance and value of the
programme as experienced by the participants. Tagramme design and delivery

will be evaluated accessing it's appropriatenessfthe participants perspective.

4.1 Questionnaire & Focus Group Data Collection

The sections which follow details the results frdhe returned questionnaires
interwoven with comments from the focus group eigwpporting the survey findings
or alternatively highlighting a discrepancy fronetburvey findings. A postal survey
was used by the researcher with a response ra@ &4 per cent as indicated in Table
4.1 below. The surveys were distributed by postvbet Friday 8 and Monday 1%
May and respondents were asked to return by FraffyMay using the stamped
addressed envelope provided. This is considereshyaacceptable response rate to a
postal survey and as the sample covered the quapelation, all WAP entrepreneurs
between the years 2002 to 2005 had an opportumpgrticipate in this.

Table 4-1 Questionnaire Response Rate

Questionnaire Response

Questionnaires Posted Responses Received % Of Sdenp
126 25 19.84%

All entrepreneurs assisted by WAP during the yearssen for this research project
(Table 4.1) were invited to participate in the Fo€roup session. Of the twenty-five
responses received, six indicated they were willmtpke part however due to work
and personal commitments five subsequently took wéh the remaining person
unable to attend. Following a number of phone dajigshe researcher to the Focus
Group participants the session was arranged fodna&day 8 July in the Ramada
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Hotel, Cork Road Waterford. Participant expenseseweet by the researcher as were

the hotel costs for room hire and light refreshraent

4.2 Economic, Personal and Financial circumstances ofi¢ participants

The first objective of the research sought to disflakthe personal profile of the

service user covering gender, age, education lewelwhether the respondent was
unemployed or employed when they decided to shemit bwn business. Section B
sought to establish the nature of the businessydlae it was founded, company
structure and location. The statistics on the nunabestaff at start up, whether the
business was still in operation after 3 years &ednumber of employees at that time
was established. The following are the results ftbese sections.

4.2.1 Gender, Age and Education Level

Figure 4.1 below graphically illustrates that morales than females tended to

establish their own business in the returned quesdire.

Figure 4-1  Gender Distribution of Respondents

Female
40%

Male
60%
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The predominant age category when people estatllibledr business was between 35
and 54 years of age. This was true of both malefem@le respondents. Males were
also in the majority in the age category 25 year84 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 educatedleast second level with a slightly
lower figure going on to third level while a sigednt 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 theicaiitan level was an important factor
that influenced their decision to set up their dwusiness. These survey findings are

supported by those who participated in the focasigrsession where four of the five
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participants (80%) felt their education level was ianportant element in their
decision to set up their own business. One groumimee commentedny education
level was vital to me. | spent years in formal edion and then eight years studying
medicine’. However the remaining 24 per cent felt their etiocawas not an

important factor (Table 4.3).

Table 4-3 Significance of Education to New Busined&nture

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 thegyup their business and if not
employed, had they lost their job in the previo@snionths, the following were the

responses as shown in Table 4.4 and Table 4.5 below

Table 4-4 Employed & Unemployed Status of Responden

Employment Status
Level Number of Respondents %
Unemployed 21 84%
Employed 4 16%
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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 therg wnemployed and 48 per cent
had lost their job in the previous 12 months, itldoindicate that these people had

worked previously, been made redundant or somebstitheir job.

This finding is supported by the focus group agehout of five (60%) said they set
up their business out of necessity after becomimgmployed. However the survey
results show that 16 per cent indicated they wergleyed, therefore being

unemployed was not the only reason for peoplerggtip their own business.

When asked about the reasons for starting their bwsiness the focus group
indicated that along with the economic necessitgdoso from being unemployed,
most had ambitions to establish their own busirsegs become self-employed. The
research indicates that becoming unemployed wadsthescatalyst that made them
take the vital step to becoming self-employed. Tiki®videnced by the following

comment from one focus group participantalways wanted to be self employed.
Money wasn’t the prime motive but I just felt ltkiel more control in my working life

and felt | could make a success of it. When | becanemployed | just decided to do
it’. Another commented just didn’'t want to look for another job and itrerder to

get one at my age so | decided to give it a go liyse

The survey results indicate that 12 per cent ohbotles and females set up their
business at the age of fifty five years or moreatTh significant number of
entrepreneurs become self-employed at over fiftg frears of age is an interesting
finding as it is at a relatively late stage of thebrking life. This correlates with the
above comment from a focus group member regardimg difficulty of re-

employment and ageism.
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4.2.3 New Business Experience

Prior to establishing the new business, it wasailhyjtdecided to ascertain the year the
business was started. The timeframe chosen forgéksmarch was between the years
2002 to 2005 and the results are shown in Tabl&dldw.

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 éssiaxperience and the survey
findings show that vast majority of respondents i have any experience running
their own business with only 8 per cent having sarperience (Figure 4.3) This
finding was also supported by the focus group dg one in five participants had
previous experience running their own business. él@w as the respondents were

previously in employment they had the benefit ak texperience 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 nuentof respondents were still in
business after three years as shown in FigureThd.finding that 92 per cent of
respondents did not have previous experience rgrmibusiness, but yet that a large
proportion of them are surviving for 3 years or mas a strong indicator of a
successful programme and augers well for long-tesability. Although very few
respondents had previous business experience the majority of the survey
respondents (80%) said they were very confidenthemselves and that lack of
confidence was not an issue for them. This findsgstrongly supported by the
participants in the focus group where all five etiathat they had a lot of confidence
in themselves. This is demonstrated by the follgagomment from one membér
have a lot of confidence in myself. If | didn’t batat | 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 suceesisthe following are the results
of the research regarding any marketing initiatiedertaken by the entrepreneurs.
A broad range of marketing techniques / channelewsed with the majority

favouring Newspaper Advertising, closely followey the use of fliers see Table
4.7 below. As the entrepreneurs were asked todiickategories 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 notleeoéntrepreneurs using this form
of advertising. Radio advertising was rarely udemlyever 32 per cent used methods

other than those specified on the survey, but date indicate what these other

methods were.

4.2.4 Marketing Spend

Overall it can be seen that the marketing spenthbyentrepreneurs was quite low
(Table 4.8). Given this result it is remarkablet ttinee survival rate of most businesses
is beyond three years. However these results cpub¢ide an insight into the

economic and financial circumstances of the endéregurs at the time they set up

their business, indicating a lack of finance avdédor 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 @ogne to the participants, the
supports offered and availed of, and the valuegaagpon these supports by the
participants, key questions were presented onuh&y to elicit this information. The

findings on this are presented in this section.

4.3.1 Financial Support

Not surprisingly financial support was consideredbe ‘useful’ or ‘very useful’ by
the entrepreneurs (Table 4.9). Clearly financigdpsut 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 Usefu 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 git@participants, a weighted average
using the mid point of the ranges listed below iguFe 4.5 was used. These ranges
mirror the ranges posed in the questionnaire. Meeage grant allocated is €1031.25
per respondent. By extrapolating this figure to 126 participants between the years
2002 to 2005 the figure equates to a total of €1ZB50.
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Figure 4-5  Financial Support Received

12 11 T 50%
10 , /’% 1 40%
8

6 gt T 30%
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Less than €500 €500-€1000 €1001-€2000 €2001-€3000 €addbver

Number of Respondentse— % of Responsdents

In monetary terms the cost of providing financialpgort to each programme
participant is relatively small and it can be armdukat it represents good value for
money. The above figures indicate that financialstance is very much at the lower
end of the scale and can be categorised as seddl cayppy. That being said, 68 per
cent of survey respondents said the financial suppeceived were ‘very useful’ to
them, and this finding is supported by the focusugrmembers who all agreed that

the financial support they received, limited thougivas, was vital to them at start-

up.

The value of the support to them is evidenced ydbmment from a participarthe
financial support | got was fairly small but it dielps when you are stating off. Every
bit of help is valuable’All of the financial assistance was by way of gsarather
than repayable loans. Repayable loans are an opimen 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 supporteretl by WAP survey respondents
were asked to choose from a range of supports wiigte offered to them. The

findings are shown in Table 4.10 below.
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Table 4-10  Non Financial Supports offered to Respaents

Type of Non —Financial Supports Offered
o .
Supports Number of % Offered Number of Y% Availed
respondents respondents of

Bookkeeping / 18 2204 17 68%

Accounts

Business Mentor 5 20% 5 20%
Business Plan 15 60% 14 56%
Development
Other — I_3Iease 2 8% 3 1206
Specify

The Bookkeeping / Accounts training was by far ¢ine offered to most participants,
with assistance in Business Plan Development b#éiaghext most offered support.
Surprisingly Business Mentoring support was offeted only 20 per cent of

participants. A further 8 per cent indicated thnetyt were offered ‘Other Supports’ but

did not specify what these supports were.

By far the highest support availed of by the eneapurs was the Bookkeeping /
Accounts module followed by assistance with Bussrieian Development. There was
a substantial take up across all the supportsesffand this is not surprising taking
into account the finding that 92 per cent of thierds did not have any previous
experience running a business. The findings inditdaat other supports were availed
of by the entrepreneurs but these supports wergleotified by the respondents.

4.3.4 Assessment of Non Financial Supports

When considering the useful or beneficial aspetth® non-financial supports, the
respondents were asked to choose from a range dslpe 4.11 below. The supports
were considered of value to the entrepreneurs thighvast majority finding them to
be either ‘useful’ or ‘very useful. When the finds for both ‘useful’ and ‘very
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useful’ are combined the figure is 76 per cent.sTimding demonstrates that the

entrepreneurs found the supports relevant to tiesds and also valuable to them.

Table 4-11  Assessment of Non Financial Support Bgespondent

Level of Usefulness of non-Financial Supports
Number of Respondents %
Not At All Useful 0 0%
Neither Useful or Not 5 8%
Useful
Useful 8 32%
Very Useful 11 44%

Note: 4 respondents (16%) failed to indicate a@hoi

4.3.5 Most Useful Supports to Entrepreneurs

The majority of entrepreneurs indicated that timardicial and non-financial supports
were of equal importance to them. The finding of pdr cent for ‘of equal
importance’ demonstrates that the entrepreneur®wh just starting off in their
enterprise, with limited business experience, beevialue of an overall approach to
supports rather than just focusing on financialpsup Commenting on this theme a
focus group participant saidfinancial 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 wasremed during the focus group
discussion with broad agreement that it met th&cheeds of would be entrepreneurs
in relation to ‘start-up’ finance and general besis advise. A consideration of the
stronger and weaker parts of the programme desidrdalivery is very subjective as
each participant had their own unique experiencé difis very much a ‘one to one’

scenario where each individual is offered an oppoty to meet with the service

59



provider, whether this is a member of WAP staffaoconsultant, to discuss their
particular needs. Therefore the experiences arée qudividual to each client,
although there are similarities and themes that lmandrawn together giving an
holistic view of the programme and its effectivenes

4.4.1 Initial Meetings with Enterprise Officer

The focus group approved of the format for theitiah meeting with the Enterprise
Officer where they were met individually to discubeir business ideas, plans and
their needs. This also allowed the Enterprise d@ffito explain the supports that
WAP could offer them, and also what could not beeléor them. From then on,
further meetings could be scheduled with the EmisepOfficer. Because of the
workload of the Enterprise Officer, sometimes itllcbtake a number of weeks to
schedule these meetings and this was seen as dvalisage. Three of the five
members of the focus group felt arranging meetwmags a difficulty, with one stating,
‘...meetings should have been arranged closer togethiben you are starting out

you are nervous and having regular meetings woakkerhbeen an advantage'.

4.4.2 Bookkeeping / Accounts Training

Most clients (68%) availed of the Bookkeeping / éwuots training that was offered
and found this valuable. A different perspectiveswgaven by the focus group with a
participant statingthe bookkeeping training was too broad, you haddarn too
much in eight weeks. | still had to hire an accambtto do the books and it was
expensive’'This theme was echoed by the rest of the groupfelhthis aspect could
be redesigned, suggesting that better value foregnoauld be achieved if WAP hired
an accountant to help them with the books on awiogdoasis.

4.4.3 Business Plan Development

The next highest category of training / supportiladaof was for Business Plan
Development. Considering 64 per cent of respondadisated that they did not have
a business plan when they approached WAP for assist and 56 per cent indicated
that they subsequently did prepare a business i#n the assistance of WAP
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suggests this support had a value to the partitsp&arthermore 60 per cent felt there

was an advantage to be gained from having a bspias.

Among the focus group, four of the five participar{80%) had a business plan
developed to some degree before they approached, #Psaw the value of such a
plan. One focus group member commentédiad a partial plan, but this was
developed much further when | went to WABOntinuing on this theme the member
said Areas | hadn’t included in any great detail like mat research, cash flow
projections and marketing had to be looked at mdasely. All this proved very
valuable to me. | didn't like doing it, but it haol be done”.Interestingly three of the
five focus group members (60%) stated that theydodeveloping a business plan
was at best a necessary ‘burden’ reinforcing thdifig 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 aagport mechanism 20 per cent
of respondents said they had availed of such asstippd found it useful. This can be
considered a relatively low figure and this findisgeinforced by the results from the
focus group on the same topic. None of the fivaigpeants in the group had been
offered the assistance of a ‘business mentor’.\Whegn discussed further all felt that
the assistance of a ‘Business Mentor’ could be veeyeficial to an aspiring

entrepreneur.

4.4.5 Continued Contact Initiated by Entrepreneur

A good indicator of how strong and supportive te&tionship between the WAP
Enterprise Programme and its clients, and therefiseperceived ‘value’ is the
degree of continued contact between the two, #itemitial ‘frontline supports’ such
as finance and training have been completed. Adeaseen from Table 4.12 below,
very few participants had stayed in contact with ®VAupport services as their
business developed. As already demonstrated, thepeeneurs availed of and valued

the supports offered, yet very few remained in aocnivith WAP.
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This finding tends to contradict the earlier fingsnthat 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 WAR 18 2%

The theme of continued contact with WAP was expulofwrther within the focus
group setting and four out of five of the group¥80said that they had not stayed in
touch with WAP reinforcing the survey finding oreteame issue.

When asked to elaborate on why this was so two rtteemes emerged from the

discussion;

1) the entrepreneurs felt that they were too busy imgrkip to fourteen hours a

day developing their business and;

2) a number felt that although they appreciated tite@airsupport given to them
by the Enterprise Programme and fully recognissdnitportance in helping
them at start-up, they felt there was no real betebe gained from staying
in contact with WAP

However one member of the focus group (20%) st#dtetl he had continued his
contact with WAP and felt it was very beneficialdamaluable to him both in a
personal and business sense. The person staed contacted by WAP on a fairly
regular basis about Networking Events and | attémese when | can. | find them very
beneficial to me and good for making contaciBhe ‘Networking Events’ were

organised by the Enterprise Programme where cliesse together to share their
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experiences, offer advise and support to each otinere possible, and also meet

other business people.

4.4.6 Continued Contact Initiated by WAP

When evaluating continued contact initiated by W#RIf, it is worthy of note that
three in five (60%) of the focus group stated tinatre had been no follow up from
WAP with them once their initial interaction waseoy Apart from the client who
participated in the Networking Events, the othdrepreneur who had been contacted
commented, I'was contacted by phone about three or four moafiter | finished
with WAP to see if | was still in business and tiappened only once. There was no

other follow up from WAP apart from that'.

This finding is interesting and demonstrates theather party makes any great effort
to stay in touch with each other. Considering tHes#ings there are questions to be
raised about the long-term benefits of the programomce an enterprise is

established.

4.4.7 Programme Flexibility

The area of programme design and delivery was eaglby the focus group and all
agreed that not being tied to a very strict schededjarding training / advise sessions
was important to them. A choice of areas of suppas offered, and the entrepreneur
could choose which supports to avail of. These stppvere delivered at an agreed
time, which best suited both parties. A focus grpagicipant commented, needed
some degree of flexibility in how the training véateduled. The programme allowed
for this and this made it much easier for me totipgrate fully’. This flexibility was
felt to be a key element in the programme delivasythe entrepreneurs were often
under time pressures as demonstrated by this cotminoam another member of the
focus group’ln my case | had no spare time at all. But witle thexibility of the

programme, what little time | did have | used well’
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4.5 Value of The Programme

The concept of value is difficult to measure anarmgify. Even if a programme or
project is deemed a failure it doesn’t necessamnidan it has no value. In the case of
the Enterprise Programme, ‘value’ can be seen imymaays for example, the
experience of partaking in the programme itself rhaye ‘value’ for the participants
even if their business doesn’t succeed. This theasexplored with the focus group
and the views expressed were supportive of the \aswhe following comment by an
entrepreneur showdly business failed but I'm glad | tried it. It fad because of
high costs and increased competition, but | learaeldt. The experience | gained
from the programme while trying to run a businessyust great’.Also it can be
argued that if, from the experiences of delivering programme, improvements are

made to it by WAP, then a certain value is inhenenhat.

One measure of ‘value’ that this researcher willgps the length of time a business
continues in existence and the numbers of peoplelaged by the business. The
research findings show that 21 respondents (84%# w8ll in the business three
years after start up see Table 4.13 below. Thesggynificant finding and is a strong
indication of longevity in the business. The finglilhat so many businesses are still in

existence in excess of three years after set ugestsgthe following:

Business ventures chosen are sustainable and eagfadlirviving beyond the

immediate short term

Despite the poor employment experience, WAP paditis are capable of

surviving the difficult initial years for a new hugss

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, thare positive results in this area
as can be seen in Table 4.14 below. After threesyaasignificant number of the
enterprises created employment for more than orsopeand an even greater number

employed at least one person.

Table 4-14 Employment Levels in the Respondents Biness 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 numberageeghloy the business at any one
time over the three-year period was three peoplduiing themselves). The above
figures demonstrate that the entrepreneurs / bssaisesupported by the Enterprise
Programme created significant employment for bbéhentrepreneurs themselves and
others. There is certainly a ‘value’ element irsthbth from a financial perspective
and a societal perspective, considering that 84cpet of these entrepreneurs were

unemployed when they started their business venture

4.6 Chapter Summary

The findings were examined in the order of the aed® questions to enable a logical
presentation of the findings. The findings in sotases supported the literature on
the subject and some were slightly at odds withliteeature. The findings highlight
the economic, financial and personal circumstamdethe participants, the reasons
why they became entrepreneurs and the supports st availed during the
Enterprise Programme. The reliability of the fingknis considered to be high as all
the entrepreneurs completed an identical questitnndalidity is also considered to
be high as the focus group findings expanded onsthees raised in the questionnaire

in an open ended manner. A discussion of the fgglmill 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 findifigsn the research undertaken,
interprets these and relates them to the literatoder each of the research objectives.
This discussion structure will provide a logicalthd of combining the analysis of
the research and literature to ensure the resgakstions are answered.

Following on from this discussion a number of casans and recommendations will

be proposed in the final chapter.

5.1 Economic, Personal and Financial circumstances oli¢ participants

The questionnaire posed questions to the respasitteptobe their personal
background to establish key aspects of their patggro 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 ef glogramme participants were
unemployed at the time they established their ousirtess. Considering that finding
it is reasonable to conclude that the financiatusmstances of the participants were
challenging to say the least. Nonetheless, rath@n search for a job working for
someone else, these entrepreneurs decided thawvthdg take the risks involved in
setting up their own business. This tendency withie entrepreneurs supported by
WAP is in close agreement with Goffee et el (198hen they note that
entrepreneurs are seen as risk-takers and inngwata reject the relative security of
employment in large organisations. Risk is an iahepart of entrepreneurial activity,
and this risk-taking propensity is supported bye&i(1981) who defined risk as the
probability of a negative outcome occurring fronmgocourse of action. He proposed
that entrepreneurs faced four types of risk:

1. Financial; 2. Career; 3. Family and Social; 4. gjagical
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The entrepreneurs supported by WAP faced all oabiove risks to a greater or lesser
extent. Furthermore, Liles (1981) suggested thatstitial and psychological aspects
of risk associated with business failure were ntbffecult to bear than financial risk.
This view is supported by the research findingsmfr@ financial investment
perspective, as the financial investment by theepnéneurs was relatively small.
Therefore the financial risk associated with faluvas quite low. However the
family, social and psychological risks identifie¢ lhiles (1981) associated with
failure were certainly there, and these could fgneigh the financial risks.

5.1.2 Push and Pull Factors

As mentioned above, 84 per cent of the entreanupepported by WAP were
unemployed at the time. These findings indicate lieegng unemployed was a major
factor in their decision to become self-employedm® authors contend that most
business start-ups can be explained straightfotwandpush or pull factors (Gibb &
Ritchie 1982).

Unemployment has been described by Gibb & Ritch882) as one such push factor.
They contend that push factors normally exist agsalt of either threats to job
security, or when the start-up may be the onlyradtve to unemployment. These
push factors of redundancy and other employmeepathrmay be a dominant element
but often does not represent a complete explandtiorthe existence of the new
venture (Cooper, 1973; Shapiro, 1971; Chell, 1988)s contention is borne out by
the research finding that 16 per cent of resporsdentdicated they were in
employment when they set up their business, therdfeere were factors other than

unemployment involved.

These other factors have been described as ptiiréa@nd these are normally those
associated with entrepreneurial insight and busimesimen. The economic support
structures for these businesses may take a diyekitorm including self-funding,
either central or local government funding or irmgocases the result of family
support (Bridge, O’'Neill & Cromie, 1998; Mason, B8 Local funding through

WAP was a key element in assisting these entreprsmstablish their own business.
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5.1.3 Educational Attainment

The education levels across respondents rangedgdrionary level to third level. The
highest proportion of entrepreneurs at 48 per badtsecond level education while 44
per cent had third level. The remaining 8 per ¢eat completed their schooling at the
primary stage. The finding of two of the responddrdad only primary level education
indicates that the WAP programme can also help Ipeapth lower levels of

education establish their own business.

The finding that there were more entrepreneurs Wiginer levels of education than
those with lower levels is not surprising and ikisupported by the literature on this.
The most recent Irish research reported in the Gedort (2006) clearly shows that
people with higher levels of education are morelliko be entrepreneurs than those

with lower qualifications (Table 5.1)

Table 5-1 Irish Activity by Education Attainment

Entrepreneurship Activity by Education Level attained
Primary
Total early and/or | Completed | Third Post
stage
entrepreneurial some Secondary | Level | Graduate
. Secondary | School % % %
activity :
Education
Level of
Entrepreneuria 7.4% 3.7% 72% | 9.3% | 11.1%
Activity

Source: GEM Report 2006

Although the figures above ranging from 3.7 pertdenll.1 per cent seem small
compared to the higher figures that came from dsearch findings, this is explained
by the fact that all those involved in the reseasahvey 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 genebalgonsidered an advantage to
an entrepreneur, with experience of successes ahaet all adding to a persons
overall approach to running a business. Knowingdhect actions to take and the
ones to avoid generally comes from experience.tifetresearch findings show that
only 8 per cent had previous experience runningusiness with 92 per cent not
having any. This researcher found 92 per centprisingly high figure but this figure
indicates that the vast majority of WAP clients aegy much ‘first timers’ in a self-
employment sense and see WAP very much as anl isitport to help them get

started.

Personal experience, desire and idealism are \reeysg¢t and wide ranging as it is by
definition ‘personal’. Nonetheless a constant tdramning through the survey results
indicate there are some similarities evident. Idaage majority of cases (76%)
respondents indicated that family issues playedraip their decision to set up their
own business. This finding can be linked to rededrg (Stanworthet al, 1989;
Cooper and Dunkelberg, 1984) who found people whewself employed were more
likely to have had self employed parents. Althotiyh entirety of these family issues
or circumstances is beyond the scope of this rekeiree key aspects did present

themselves during the focus group session.

The first was lack of spare cash or extra monethehousehold, and the resultant
family pressures that brings. Second and slightiytradictory to the above finding,

the entrepreneurs were not absolutely financiakgpgrate and often had their
partners working bringing in an income. This easeahewhat the financial pressures

and allowed the space for the entrepreneur to lesiabe business.

Finally personal motivation, ambition or a deep f##sire internal to the would-be
entrepreneur, to become self-employed was preseralimembers of the focus
group. This finding is supported by Finnerty andzy&tofik (1985) who found that
would-be entrepreneurs are predominately motivatethtrinsic factors such as the

desire to have an interesting job and challengmsleéses. This desire can often be
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hard to act on particularly if one is in employmehtt as the vast majority of

respondents were unemployed at the time, the apmitytpresented itself.

Several of the survey participants identified thmwee issues as being present for
them, with the following being a typical comment] always wanted to be self-
employed, to work for myself, be my own bossntitseasy to take that step when you
have a job and a family to look after....being un@yg@dl although tough on the
financial front, gave me the push | needeshother saidmy wife worked so we had
some money, enough to keep going but not enougbeta@omfortable. Being
pragmatic, only for she was working | probably anit have taken the chance to go
out on my own’ The fact that several factors, including econofators influence
the decision to become an entrepreneur is suppbytédorrison (2001) when stating
...'the process of entrepreneurship initiation has ftaindations in person and
intuition, and society and culture. It is much méwdistic than simply an economic

function, and represents a combination of pragnmatislealism and motivation’.

5.1.5 Personal Confidence

Having confidence in your own ability, your ability succeed and a willingness to
take a chance is a common trait amongst entrepren@lthough there are risks
attached with establishing a new venture as se@vealpersonal confidence is
something that one must have to enable that irstegh towards entrepreneurship to
be taken. This high confidence level is reflectedhie survey results with 80 per cent
of respondents stating that lack of confidence m@san issue for them. Without this
confidence they would not take the steps necessawgtting up their own enterprise.
High confidence in their abilities would be a facto entrepreneurs having a greater
tendency to take risks above the general populafldns is not always the case
however as Henderson and Robertson (1999) fountcathaversion to risk, and fear
of failure were significant factors which preventgsime individuals from becoming

entrepreneurs.
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5.1.6 Success of the Business

The survival rates for the new businesses are ragtsehigh with 84 per cent still in
business after three years. This is a significemaiig when compared to the survival
rates between 50 per cent and 60 per cent for nesinésses established under

Enterprise and Self-Employment schemes in the UKFmance (NESC Report 89).

This impressive success rate could be linked to ghesonal ambition of the
entrepreneurs and their drive to succeed, allidshtong a good business idea in the
first place. This drive for success is supportedMnClelland’s (1965) trait theory,
stating certain individuals have a very strong niedchieve, to set targets and to be
seen as successful. Certainly a survival rate op@4cent beyond three years after
start up is very impressive, and is also a stronjcator that the WAP Enterprise
Programme is delivering on it's objectives of a®sgs entrepreneurs establish their

own enterprise, and is also a good indicator oldhg-term viability of the business.

The evidence suggests that employment opportunitese created for other people
through the enterprises adding to the success f bilsiness. This finding is
supported by literature from the OECD (1996) whegates A positive outcome of
assistance to unemployed people to start their business is that these businesses

may create further jobs for others’

5.1.7 Marketing The Business

The research findings show a relatively small itwesnt in marketing of the business.
Considering the finding that 40 per cent of theemteneurs spent between €100 and
€500 on marketing and a further 20 per cent spetwden €501 and €1000 would
indicate that a lack of finance at start up is gnificant limiting factor and this
finding is supported by the literature. Researchginrauch et al (1991) revealed
marketing is very difficult for new entrepreneursedo business pressures at start-up.
Traditional marketing practices can draw heavily resources, both financial and
human, which are rarely rich attributes of the drinath.
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The findings however demonstrate that traditionathrads of marketing were favored
by the entrepreneurs with newspaper advertisenfl@rs and business cards being
the most prevalent. These methods are often thé coeseffective particularly when
the product or service is localised, as is the egitle this group of entrepreneurs.
Radio advertising was used by only 4 per cent arlis most likely attributable to
the high cost of this form of marketing, generdgyond the reach of WAP supported

entrepreneurs.

The finding that 32 per cent indicated forms of keéing other than those listed on
the questionnaire is interesting, but they failedndicate what marketing methods
were. They could have included basic methods saclvaxd of mouth and meeting
with customers, methods which may not have beesidered by respondents to fit
into the category of ‘marketing’. This kind of matkg is recognized by Day et al
(1998) when they conclude that start-up entrepnengpeecialise in interactions with
their target markets because they have preferefmespersonal contact with

customers, rather than the impersonal marketingasfs promotion.

The theme of lack of finance and the use of refatigp marketing is supported by the
focus group discussion as evidenced by this comfaeftite start you are just trying
to survive. You don’t have the money to do big etarg campaigns. | used fliers
distributed door to door and word of mouth. That®w | got businessand also the
comment‘as a small business you don’'t need big advertisiagipaigns. You start
with family and friends first and then the word egals if you are good at what you
do'.

Nonetheless successful marketing is a key aspdmigihess as increasing awareness
of the product or service among the public hasractieffect on business survival.
The view that marketing is a key factor in busingssrival is supported by research
done by Smallbone et al (1993) when they foundntlwst important factor for the
survival and growth of small firms was active mardevelopment, developing new
opportunities and an expansion of the customer .b@&een the low level of
marketing undertaken by the entrepreneurs in tiidys the very high survival rates

for the businesses are even more remarkable.
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To summarise, it is clear from the findings tharehis a rich mixture of factors that
influence people to become entrepreneurs. Persag@nomic and financial
circumstances play a significant part in the decismaking process. The vast
majority of entrepreneurs found themselves unengult the time of their decision
to become self-employed. Family support both mgrahd financially, allied to a
willingness to take the risks involved was alsodewt. Personal motivation, high
confidence levels and an ambition to become seffleyed were also critical factors.
The high survival rates can be attributed to thesqeal motivation of the
entrepreneurs and their drive to succeed. Even lwitited finance available to
establish and market their product or service,fitndings indicate the vast majority

can be considered success stories.

5.2 Assessment of WAP Enterprise Programme

To determine whether the supports offered wereeoiebt to the entrepreneurs and
assess the relevance of the programme to theirsn@etumber of questions were

posed to explore these areas.

5.2.1 Supports Offered

There are financial and non-financial elementh&Enterprise Programme and these
must be jointly evaluated when considering itsvafee to participants. The research
results indicate that the Enterprise Programme nebsvant to the entrepreneurs in
their efforts to establish their own business. Bupports offered ranging from
Bookkeeping / Accounts training to Mentoring andsBess Plan Development, were
all availed of to some degree. The financial sufgpa@ithough relatively small were
very useful and appreciated by all the entreprenélhe findings indicate that 68 per
cent of respondents found the financial supporesywseful’ and a further 28 per

cent found them ‘useful’.

Lack of capital is a serious constraint on wouldebé&epreneurs. The availability of
finance is critical to launching and sustaining aey venture. The entrepreneurs that
are the subject of this research project, the magbdrity being unemployed, would not
have access to mainstream funding sources suchamiss betc. These financial
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constraints are recognised by Evans and Leight®89)land also in further work by
Evans and Jovanovic (1989) using U.S. micro d&y have argued formally that
entrepreneurs face significant liquidity constraint

The finding that the entrepreneurs found the fimgngupport useful, and therefore
relevant to them, is supported by the focus grdlys was apparent as one member
commented,'when you are starting off (in business) all finaisupport is welcome
even small amounts. It can make a big differente.always a struggle to have
enough cash. One of my biggest problems was ggitiitjon time’. The latter part
of this comment echoes the findings of Evans anddavic (1989) and Evans and

Leighton (1989) concerning liquidity constraintsmasntioned above.

The financial support offered by WAP was in theniasf small grant aid, with 96 per
cent of respondents indicating this while the remmay 4 per cent failing to indicate
whether that received a grant or a loan. UndeEtiterprise Programme the option of
giving low interest loans is available but cleaflgm the findings is not used. The
reason for this can be linked with the above figdirtoncerning lack of cash and
liquidity constraints. The micro enterprises supgadrby the Enterprise Programme
most likely would not be in a position to repayrneaand therefore the provision of
grants is the most appropriate option.

When considering the non-financial supports, 44qesrt of the entrepreneurs found
them ‘very useful’ while 32 per cent found thesemuts to be ‘useful’. A
reasonable judgement can be made on the relevandbeoprogramme to the
participants by considering the degree of engageméh the programme. Strong
engagement can be seen from the results of theeysshiowing 72 per cent of
participants availed of the Bookkeeping / Accoundsning, while 60 per cent stated
they were offered support in developing a busimptass with 56 per cent subsequently
availing of the assistance offered. A further 20 pent availed of the assistance of a

Business Mentor.

The above findings are not quite so strong amoegidhus group where two out of
five (40%) said that the non-financial aspects wasvery relevant to them in their

business venture. In particular they found the Beeping / Accounts module
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attempted to cover too many areas for a short ewglek course, and was not of great
benefit to them. Notwithstanding this, there wasegal satisfaction with the

programme and all participants found elements wdlé@vant to their needs.

5.3 Programme Design and Delivery

The exploration of programme design, delivery aatli® was primarily investigated
through the focus group, as the researcher fedt tthibe the most appropriate and
beneficial way to probe these elements to gaint@tbenderstanding of any strengths

and weaknesses.

A lack of knowledge about WAP, what it was and whatould do for them soon
became apparent from the focus group members.tiémse emerged strongly as four
out of the five participants (80%) said they did kiow of the existence of WAP and
what it did. They found out about it mainly througbntact with the Department of
Social Welfare and FAS, who referred them onto WARe other participant had a
vague knowledge of WAP from reading about it in libeal papers.

As all the entrepreneurs were seeking financiaktsxe, this was very much their
initial focus when they contacted WAP. Having madatact with WAP they were
directed to the appropriate support i.e. the EmnisggpOfficer. Again the early focus
from the entrepreneurs perspective was on finaraisistance as an immediate need,
however the Enterprise Officer did explain thatestupports were also available to
them. Quite apart from financial assistance, it glaswn from the survey results, that
a high level of engagement was evident with theegmise Programme. Whether this
is simply because these were the supports on affewhether they were the most
appropriate to the needs of the clients was nattified.

To clarify this issue a discussion on the appraenass or otherwise of the of the
programme, took place with the focus group. Sonile theat the supports were
appropriate and delivered in an effective and Effit manner. They appreciated the
opportunity to meet with the Enterprise Officer Bppointment to discuss their
business idea, and receive advise on how to moweafd. They felt the training

modules were delivered in a satisfactory mannéingainto account people’s busy
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diary’s etc. All participants had met the Enterpr@3fficer and four had availed of the
Bookkeeping and Accounts training. However all fagreed the course was too
intensive to be delivered in an eight week perind &lt the design of this could be
changed. It was felt this could be delivered ovéwrager time frame, thus easing the
pressure on participants or replaced altogethen étter value being achieved by
WAP hiring an accountant on a retainer, who wotldnt help entrepreneurs with

their accounts for a nominal fee.

Another valuable element of the programme desigs tva availability of a Business
Mentor according to the focus group. Yet only twiotlee five participants (40%)
availed of the Business Mentor option. A furtheotstated that they had not been
offered that particular service with the remainpgyson stating that he did not feel
that a Business Mentor would be any benefit to Hilis raises the question of why
the Business Mentor option was not offered to emeey and perhaps identifies a
weakness in the programme design. To enable thestigm to be fully answered

further research is required.

All felt that Networking Events were worthwhile, toanly one entrepreneur in the
group had participated in them on an ongoing basis finding indicates a flaw in
the design of the programme, as all entreprenehosild have been given the
opportunity to take part in these events. Howewuerhearing about the Network
Events all felt that they were a good idea with dioeus group participant
commenting‘they are very useful as your business develops, ggm make good
contacts’. The creation of a more structured approach torosgay Networking

Events would be beneficial to both the entrepremeand to the Enterprise

Programme.

The strong focus put on the development of a bgsip&an as part of the Enterprise
Programme was criticised by three of the five pgréints (60%). All three felt there
was too much pressure put on them to draw up a gldrough they could see the
benefit from drawing up one up. In the survey firgdi 44 per cent stated that they
found developing a business plan be a burden lalgaverall 60 per cent indicted
there was an advantage to having a business ptenfoTus group felt that the

business plan was an important part of the programm
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5.3 Value of The Programme

When evaluating the ‘value’ aspect of the prograntmthe participants there is the
obvious financial value or benefit which is easiheasurable and also the non-

financial benefit that is not so easily measured,nonetheless valuable too.

As was seen in the findings chapter the financelp hreceived from WAP was
relatively small with the average grant amounting €1031.25. This finding is

supported by the literature with the OECD Repor®9(B) asserting ..lemes

generallyhave small net exchequer costs, due to the reduatiavelfare payments
being paid out combined with receipt of taxes whiesults from the employment’.
Although 68 per cent of respondents identified fihancial support as being ‘very
useful’ the ‘value’ of this however is not justtime amount of finance received but in
what it enabled the entrepreneur to subsequentieee. In other words it was an

important support enabling the entrepreneur toestior greater things.

When examining the value aspect of the programme ranst consider both the
financial and non-financial aspects in tandem to gatrue sense of its value to
participants. The supports provided by the prognansuch as the Bookkeeping /
Accounts training, the Business Planning and thatbleéng system all added to the
overall experience of engagement with the EntegdPisogramme and it is the sum of
all this that equates to ‘value’. A key indicatdrtbe overall value of the programme
is the finding that 84 per cent of entrepreneursewstill in business at least three
years after set up. This represents an excellefdrpgance from these entrepreneurs
and is above the average figure for new businesgvalirates in both France and the
UK. This finding is supported by the literature withe OECD reporting that
evaluation studies carried out in France and thigedrKingdom have shown between
50 per cent and 60 per cent of participants renraibusiness for over three years
(OECD 1990B). As 84 per cent of these entrepreneere unemployed at the time
of start up, the fact that they are still in busseand therefore employed and earning

a living is a significant finding.
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On the wider employment front, eight enterprisepleyed at least two people after
three years and two companies had provided employmeoethree people at some
stage during a three-year period. Quite apart ftloenintrinsic value of satisfaction
and self-achievement felt by these entrepreneadsjustification for their decision to
establish their own enterprise, the employment theyvided for others was very

valuable in two ways in particular:

1. These people were earning a living for themselabpugh the level of their
earnings was beyond the scope of this researéh,rédasonable to conclude
that they benefited financially from this employreasnd this conclusion can

be extended to their families, if they had depetglen

2. As they were employed by the enterprise they wetearburden on the state

by claiming unemployment benefit and other benefits

Although it cannot be stated categorically thatsthemployees did not receive any
assistance from the state, it is likely that anydsiés that were received were reduced
as a consequence of their employment. Also therthasexpectation that these
employees paid tax and Pay Related Social InsuréPB&I) contributions to the
state, thereby contributing to the overall natignaise.

Given the relatively low cost of the Enterprise gteonme it represents very good
value for money on all of the grounds outlined aha®ommenting on the value and
positive effects of Enterprise and Self-Employm&tdhemes, an OECD report
concluded..’these schemes can have very positive and valuaffexts on the

employment status of persons previously unempld@eCD 1990B).

In summary, the Enterprise Programme representse\fak money from a financial
viewpoint, supporting enterprises that provide empient for a number of people. It
is also valuable as it assisted entrepreneurdlfibdn 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 monetargseethis researcher examined value
concepts, in retrospect, with the focus group ahal a minimum of three years
experience post completion of the Enterprise Progra. Because of the three-year
gap their recollections are historical rather toarrent. Nevertheless they add to the
body of knowledge surrounding the Enterprise Pnogna and contribute a useful
insight to its long-term value.

All of the participants agreed that the experientéhe programme ‘opened their
eyes’ to the real world of self-employment. Modt feeir view of self-employment

was a little simplistic at the outset, expectingcass to come their way, but now
three years on they see it as hard but rewardindgc.wdhe basic fundamentals of
business operation came to them through the prageafirst of all and then through

experience.

Also looking back each entrepreneur saw the needafidl benefit from having a
business plan written in as fine detail as possi#dhough experience taught them
that the business rarely goes exactly to the basipkn, it provided a good road map
to where they wanted to get to and introduces taiceamount of reality into the

situation.

The focus group discussion showed that the progemas not suitable for everyone
who came with a business idea. One participants@al/ artist, felt that his business
of art creation by painting on canvass was too ualu®r the Enterprise Programme.
That it did not fit neatly into a ‘business boxetiefore the Enterprise Programme had
little to offer except some valuable financial atmnce. He felt a ‘one size fits all’

framework was not appropriate and more could besdonnclude unusual business

ideas.

Of the five focus group participants four werel stilbusiness at least three years after
the programme. Three of the four felt that ovetta#l programme had benefited them,
and went some way towards them still being in bessrand earning a living from it.

The one whose business had failed stated thatwtass down to rising costs and
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increased competition, but felt that the EnterpRsegramme had value and that the
business failure had nothing to do with the progrenmitself. The remaining person
who is still in business felt that the programnma@y did not meet his needs as his

business was unusual as outlined above.

For all of the perceived value of the programme gl the participants, only one
person had ongoing contact with the Enterprise frage and this was through
occasional Networking Events. The person felt s beneficial as it provided an
opportunity to make new contacts and discuss bssiissues generally. The group
felt that far more value could be gained from tisment if it was organised better

insofar as all entrepreneurs were invited to attend

To conclude, the focus group participants felt Erderprise Programme provided
value to them in ways other than financial as oetli above. Although there was
general agreement on this point this was not unamsnwith one participant stating

no real benefit accrued apart from a financial fiene

5.4 Chapter Summary

This discussion chapter has been presented inuetwte that mirrors the research
objectives. Many of the findings are in close agreet with the literature on the
subject. The discussion has highlighted a numbepositive factors regarding the
Enterprise Programme and some negative ones alsasldiscussed the relevance
and value of the programme to the entrepreneurstlfandenefits they gained from

taking part and also highlighted areas where imgmoents can be made.
The final chapter details a number of conclusiond eecommendations reached by

the researcher based on the findings of the rdseard 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 objectivéshe research and draws some
conclusions in these areas. The author then higfislig number of implications for
interested parties involved in Enterprise Prograsiirtee Waterford Area Partnership,
the Irish government and service users. Finallyatlidor recommends some areas for

further research bearing in mind the limitationgra$ research project.

6.1 Economic, Personal and Financial Circumstances the Participants

One of the first conclusions to be drawn from thsearch findings is that the vast
majority of entrepreneurs supported by the WAP fmige Programme were
unemployed when they set up their business. Thslirfg from the returned
guestionnaire is supported by the findings from fib@us group where four out of
five participants were unemployed at the time thelyup their own business. Many
indicated that it was economic necessity that preted their move to becoming

self-employed.

The personal ambitions of entrepreneurs can bedamnd wide-ranging. However
the research findings indicate some common themsisg regarding this particular
cohort of entrepreneurs. All felt they had a lomddhdesire to become their own boss,
and were willing to take the risks necessary ineort achieve this ambition. The
conclusion here is that self-motivation and a grdesire to succeed is an important

factor common to those with entrepreneurial ambgio

Interestingly the research discovered that 92 pet of the entrepreneurs had no
previous experience running a business, yet 84ceer were still in business three
years after start up. The conclusion drawn frons tisi that previous business
experience, is not a necessary prerequisite faorgbsiiccessful. Also the implication
is that the WAP Enterprise Programme provided andoplatform for the
entrepreneurs in the initial years of the busingébgse results must be a great source

of encouragement to other entrepreneurs wishimgtablish their own enterprise.
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Those with higher levels of education tend to beerlikely to establish their own

business. This conclusion is supported by the reketindings that of the survey

respondents twelve of the twenty five had at lesestond 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 EntpAirogramme had relevance to
the entrepreneurs. Most availed of the supporteredf and found them to be
beneficial. Supports were both of a financial and-financial nature. Some supports
were more valuable than others but all contribtitetthe relevance of the programme.
However some concerns were voiced as to the apptepess of the Bookkeeping /
Accounts module as currently structured. The @wgne was delivered in a flexible

manner that catered for needs of the entrepreneurs.

Lack of finance was a difficulty for the entreprere Seed capital and the
management of cash flow were challenges that alltbaovercome to be successful.
The Enterprise Programme financially supportedethigepreneurs when they needed
it most, at start-up. Although the level of finangas small, it was significant at the
time. As cash availability was of primary importarto the entrepreneurs this support

was certainly relevant to them.

6.1.2 Programme Design and Delivery

The research found that the programme design dinetdewas broadly acceptable to
the participants. The training modules were desigie be the most beneficial to
those starting a new business venture, particultmythose with limited or no

previous experience running a business. The trginas delivered in a flexable and
appropriate manner that addressed the needs oépesieurs at start-up. The
Bookkeeping / Accounts module and the focus ordtheslopment of a business plan,
which are two of the main supports provided eanlghe programme are considered
vital to giving the entrepreneur a sound basedd from. Financial assistance was
the first and foremost objective of the entrepresenhen they approached WAP.
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However in order to avail of financial assistaneenumber of forms had to be
completed as a standard part of the procedure amdrder of the entrepreneurs

found this to be tedious and overly prescriptivedcepted that it had to be done.

6.2 Value of the Programme

The programme has value in a number of ways bothetaoy and non monetary..
Financial assistance is always important whenistad business however the non
monetary supports are also considered valuablésaswered by the research. Taking
part in the Enterprise Programme itself, the exgpex@s gained and the contacts made,
are all of value in themselves. For entreprenewagtiqularly at start-up, the
opportunity to meet other entrepreneurs, share tipesiand not so positive
experiences and discussing alternatives are akflogal steps on their journey to

establishing and running their own enterprise.

Becoming self-employed rather than being unemplpgsadhis was the status of the
vast majority of entrepreneurs before they paréitgd in the Enterprise Programme is
certainly of value. The research also found that ¢éntrepreneurs employed other
people in their business thereby helping with jaaton. The conclusion here is that
the Enterprise Programme has definite and measurablue 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 discussidheofindings of this research

project, a number of recommendations emerge amedtbelow.

6.3.1 Recommendations To Waterford Area Partnership

Arising from this research there are a number obmemendations to WAP that the

author feels will improve the service provided tee tclients of the Enterprise

Programme.

1.

It was identified that very little follow up withlients occurred following

completion of the course. Continued contact witle tlients providing

ongoing support was the exception rather than tie. rAs the Enterprise
Officer is employed for only three days per weelsitecommended that this
position be extended to 39 hours per week. Theeasad hours will help with
the large volume of clients and allow for follow work with the clients. It is

also recommended that consideration be given tolayimg a second

Enterprise Officer as this is warranted by the woduof required.

There was concern raised as to the value of thekl&mping / Accounts

module. It is proposed that this module, its contand its timeframe be
reviewed. The author suggests that the possilafityiring an accountant on a
retainer be investigated. The accountant wouldadable, at a nominal fee
to assist entrepreneurs with their bookkeeping #&udiness accounts,
particularly in relation to company returns to newe and the company’s
office. This could be paid for by diverting someadk of the funding for the

Bookkeeping / Accounts module for this purpose.a&ib level Bookkeeping /
Accounts module should considered that better ntbeteveryday needs of

the entrepreneurs.
The business network events that are organisedsafel but could be much

more valuable if all entrepreneurs assisted wevéeid and encouraged to

attend. A more rigorous system of invitation antioi@ up should be put in

86



6.3.2

place to facilitate this action. This recommenalatis closely linked to the

first recommendation being implemented.

There is an informal Micro Business Network in ¢sige. It is recommended
that a formal Micro Business support structure $taldished. This should be
sufficiently staffed and funded by the state pesh#irough FAS support,
under the umbrella of WAP. This network could therke on the very
important role of business mentoring, continuedofelup with clients and
organising Micro Business Networking events in aregnmclusive fashion
than currently is the case, thus reliving somehef pressure on the WAP

Enterprise Officer / Officers.

Recommendations To Government

. Governmental support for Enterprise and Self-Emmplent Schemes is vital to

the success of these schemes. The WAP Enterpriggaime and similar
schemes deliver real value for money and make fgggni differences to the
lives of the participants. It is recommended ttegt government increase the
funding to these programmes, thereby allowing tpenaies involved expand
their services and supports. A recommendation agai that financial figure

should be is beyond the scope of this research.

. The WAP Enterprise Programme has delivered sigmficbenefits at

relatively low costs. It is recommended that suocbgpammes be extended to
all Partnership companies, where these schemes ofloexist, and be
strengthened where they do exist. This is partibutalevant with the current
downturn in the Irish economy and the rising levalsinemployment across

the country.

To further encourage a culture of entrepreneurghipughout the country and
reap the benefits, the government should considsatiog a junior minister
position with specific responsibility for fosterirgntrepreneurial activity, or

failing this add this specific responsibility to aristing junior minister’s role.
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6.3.3 Recommendations for Further Research

As this research was conducted over a short tiamadrand only focused on the years
2002 to 2005 inclusive, it is recommended thathiertresearch is warranted in this
area, covering subsequent years as changes thdtawayccurred since 2005 are not

captured in this piece of research.

Research on the Enterprise Programmes of othernd?ghip Companies is
recommended to allow comparisons be made between WAP Enterprise
Programme and others. This will give an holistiew of the situation across the

country.

6.4 Chapter Summary

The conclusions have outlined the main points rmgidrom the discussion of the
research findings, and recommendations to the wastakeholders have been made.
By implementing these recommendations the reseatileves that improvements
can be made to the WAP Enterprise Programme thgnedmoting a more supportive
culture for entrepreneurship. At this time wheridnel is experiencing an economic
downturn and unemployment figures are on the is@eaeasures that encourage
entrepreneurs to create their own business is logdab themselves, to others who

gain employment in the enterprise, and to societyeneral.
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Appendix: |

Entrepreneurship Questionnaire

The information provided in this questionnaireatatly confidential and your
anonymity is assured

Please return in the enclosed SAE by Wednesd4yve§ 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 higleest of education attained
by you:
Primary
Second level
Third level
Other — Please specify

If applicable, can you indicate area studied attlavel

Q.2 Do you feel your education level was an impdrfactor in you deciding

to set up your own business? Please expand oedlsens for your
answer

Yes
No
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Q.3 Were you employed at the time you set up yosiness?

Yes
No

Q.4 If not employed at start up, had you lost yjobrbefore you started your
own business (6 to 12 months previous)

Yes
No

Q.5 Where did your business idea come from? Briefiyiain
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Section B
Nature of the Business

Please complete the following questions, whictk segather
information on the nature of your business.

Q.1 Can you briefly describe the nature of yourness / product?
Q.2 In what year did you set up your business?
Q.3 When you started your business, where wasattéal?

Incubation Unit

Own Premises

Rented premises

Other — Please specify below

Other:

0.4 What was the ownership structure of your busindssrwstarted? Please
' tick

Sole Trader

Partnership

Limited Company

Other — Please specify below

Other:
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Q.5 Please specify the number employed in youmiegsiin its initial year
and also 3 years after starting

Initial Year After 3 Years
Q.6 Were you / are you still in the same businegsa3s after start up? Please
tick
Yes
No
Q.7 If answer to Q6 is no, please state the reason
Sold Business Costs too h|gh
Went Bust Non of these
Buy Out
Q.8 What was the highest number of people emplayétae business? Please

include yourself in this figure.
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Section C

Intrinsic Factors / Possible Barriers (internal © the person)

Q.1 Was your business idea / opportunity self nawéid or have you had to
develop your idea through necessity? - Perhapsigifrredundancy.
Please comment.

Q.2 Was there any family issues to be dealt wigtlayed a role in your
decision to set up your own business? Please exgagdur answer

Q.3 Lack of personal confidence can be a problebaater to starting your
own business. Has this applied to you? Please exparyour answer

Q.4 If yes to above question, how did you overcoinie barrier? Please
comment.

Q.5 Time constraints can be a major problem orédyato starting your own
business. Did you experience time constraints?sBleamment

Q.6 Were there other personal barriers encountehdd starting your

business. Briefly outline them
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Q.1

Q.2

Q.3

Other:

Section D

Waterford Area Partnership (WAP)

How much financial support, if any, did youeee from Waterford Area
Partnership Ltd. Please tick appropriate box?

Less than €500
Between €500 — €1000
Between €1001 - €2000
Between €2001 - €3000
€3001 and over

Please tick the relevant box indicating whethersupport was in the
form of a loan, a grant or combination of both.

Loan Grant Combination

What supports other supports / assistance evened by WAP to you in
setting up your business? Please tick all thaliegpp

Bookkeeping / Accounts

Business Mentor

Business Plan Dev

Other — Please specify below

Q.4

Other:

Which of the following, if any, did you avaifoPlease tick all that
applies

Bookkeeping / Accounts

Business Mentor

Business Plan Dev

Other — Please specify below
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Q.5

Q.6

Q.7

Q.8

Q.9

Please tick boxes below corresponding to hafuligou 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 ot nseful
Useful Useful
Very Useful Very Useful

Which of these supports were most useful toatdhe time you first
started your business? Please tick one

Financial support

Non Financial support

Equal Importance

As your business developed over the next fearsy@hich supports were
most useful to you? Please tick one

Financial support

Non Financial support

Equal Importance

Have you stayed in touch with WAP support s&wvias your business
developed? Please tick

Yes
No

If you answered yes above, briefly describentteire of this continued
contact with WAP
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Section E

Business Plan

Q.1 Did you have a written business plan for yauwsibess when considering
starting up? If yes, please indicate if it was jreg by yourself or by
another person

Yes No Self Other

Q.2 If you did not have a business plan, did ydussquently draw up a
business plan?

Yes No

Q.3 Was there any advantage in having a businasswiten setting up your
business?

Yes No

Q.4 If yes, briefly explain how

Q.5 If no advantage, can you explain why not?

Please list the areas covered / looked at in teenbsas plan. Tick all that

Q.6 )
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) be@ewed / updated as your
business developed? If yes, briefly state in whey2v

Q.8 Did you see developing your business plantag@den 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 netemsthrt 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

Q2 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 borrowedarttie amount of own
savings used? This information is totally confidairand your anonymity
is assured.

Borrowed Own Funds

Q.4 Did you approach any State Agencies for firansupport?
Please tick

Yes No
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Q.5 Please state the agencies you approached? Plaaaé i

Q.6 Which if any, of the above provided you withance? Please list.

Q.7 If yes, please state the amount received, dnedher grant or loan

€ Grant Loan
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Section G

Business Experience / Support

Q.1 Did you have any experience in running a bssitefore you set up your
own business? If yes, briefly describe your expexe

Q.2 Did you have any training in business skillfobe you set up your
business? If yes please list as clearly as possible

Q.3 Did any support agency offer you businessskiflining / education
courses to assist you in setting up your businegsase 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 ydausiness / product?

Yes No

Q.2 If yes, what kinds / types of marketing did yeuaploy? 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/wot

Q.4 How much approx. did you spend on marketingas$d tick relevant box

€100 - €500
€501 - €1000
€1001 - €2000
€2001 - €3000
Over €3000

Q.5 Do you feel your marketing campaign helped ymiginess

If no, briefly state why you think it

ves No didn’t help

Thank you very much for taking the time to compléie survey.
Please return this questionnaire in the enclosdd t8Aloe Kelly
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Appendix: Il

Waterford Area Partnership Ltd., Pairtiocht Limistear Phort Lairge Teo.,
V' / weftgfatz Bé‘smesfsl Paluk,dTramore Road Pairc na Gheata Thiar, Bothar na Tra Mdire, Poitiged
g g aterford, Rep. of Irelan Eire
” Telephorlle- 05%1 - 51740 and Fax: 051 — 843153 Foén: 051-541740 agus Facs: 051-843153
E-mail: infor Wap,ie R'phost: info@wap.ie
TOATERFORD AREA Website: www.wap.ie Idirlion: www.wap.ie

PARTNERSHIP LTD

Date: 13'May 2008
Dear ,

Mr. Joseph Kelly, an employee of Waterford Crystal,s 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 clietis were supported into enterprise by Waterford Area
Partnership.

I would like to invite you to take part in the raseh. This involves the completion of the enclogaedstionnaire
on your experience of starting your own businesktha effectiveness (or otherwise) of the servime received
from Waterford Area Partnership (not more than 3utes required to complete questionnaire).

A small number of people will also be asked to tpég in a short focus group meeting to discussrtiportant
themes and issues identified, arising from theyasigbf the returned questionnaires, which willcbaeducted by
Mr. Kelly.

The small focus group (6 to 8 people) will be fochieom a sample of the people who indicate thellivgness to
take part on the additional form enclosed with thisstionnaire. Please complete this form if yauveitling to
participate and return with your questionnaire gshre stamped addressed envelope enclosed.

Note:
All participants’ responses will be treated witltialcand absolute confidentiality so please be ags$ioand frank
as possible. You will in no way be identified inyaamalysis and subsequent dissertation.

The results Mr. Kelly's research could be of bertefithe Partnership in reviewing the effectivengsthe
supports we provide and also in identifying impnmesits we can put in place for the future

Please complete and return the questionnaire to MKelly in the enclosed stamped addressed envelope
provided before Friday 30" May 2008.

I hope you will be able to assist Mr. Kelly withigimportant research project.

Yours sincerely,

Mr. Joe Stokes
C.E.O.
Waterford Area Partnership Ltd.

Waterford Area Partnership is funded by the Irish Faigheann Pairtiocht Limistear Phort Lairge arnaontit ag Rialtas n

. hEireann faoin bPlean Forbartha Naisitinta 2007-2@L& ta si ciaraithe mar
Government under the National Development Plan7200 Chomhlacijt Teoranta Faoi Chlaruimhir Chomhlachtagbs

2013 and is registered in Ireland as a Limited Camyp

Stidrthéir: Té liosta d’ainmnneachs agus sonrargseata de gach stitithéir an
chomhlachta ar fair le haghaidhag an bpobal ag dfilaraithe an chomlachta,
ar thaille ainmniuil.

under Company Registration No. 242806.

Directors: A list of names and personal detaileweéry
director of the company is available for inspecttorthe
public at the company's registered office for a imahfee
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Appendix: Il
Entrepreneurship Focus Group

Dear WAP Client,

It would be of enormous help to me if you woulddadart in my focus group
interview / discussion. The time involved will be more than an hour.

If you are willing to take part please fill in yoname and address and phone number
below and return with the completed questionnairéné SAE supplied.

| will then contact you to make arrangements ferfibcus group session in the near
future.

Thanking you in advance,

Joe Kelly

Name:

Address:

Telephone No.
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