Women Entrepreneurs in Ireland and the Czech

Republic:

A Comparative Study
APRIL 2007

Centre for

c Entrepreneurship
Research

AT DUNDALK INSTITUTE
OF TECHNOLOGY

EUROPEAN SOCIAL FUND: "l
helping develop employment by
promoting employability, the busi

U
spirit and equal opportunities an
investing in human resources w L’DI'@'I:IW '||'l":ll'|1hl'l‘i- Llrlk

n Roinn Fiontar, Tradala agus Fostaiochta
epartment of Enterprise, Trade and Employment

eodal

\ INITIATIVE




CONTENTS

Acknowledgements

1. Background

2. Objectives and Key Research Questions

3. Context

4. Methodology

5. Findings

6. Summary and Conclusions

7. Recommendations

References

Appendix:
1. Electronic Questionnaire

2. Structure Adopted for the Case Examples

Page

13

17

44

a7

51



ACKNOWLEDGEMENTS

The Centre for Entrepreneurship Research (CER) is gtatef all the women
entrepreneurs who participated in this research, botheland and the Czech
Republic. Without each of these women willingly givinigtieeir time, this research
would not have been possible. In this regard, we arecplantly grateful to the case
study subjects in the Czech Republic and Ireland for giving iaddittime for in-
depth interviews, allowing us to construct case examiplasare representative of

practicing women entrepreneurs in the two countries studied.

We are particularly grateful to Tess Murphy and LornetdPsdn at Longford

Women’s Link, and Mona Nechvatalova at the Moravian Assionr of Women

Entrepreneurs. We are also grateful to Aisling Buclkdéythe NUI Galway, and
Angela Hamouda for their contribution to the earliert pefr the research, and to
Lorraine Ryan at Dundalk Institute of Technology for harkvon the Irish case
studies.

This report has been compiled by Colette Henry and Léraanor at the Centre for
Entrepreneurship Research, Dundalk Institute of Technologgnd.

EUROPEAN SOCIAL FUND:
* * helping develop employment by
* lod promoting employability, the business
* *

* ok spirit and equal opportunities and
investing in human resources

* ¥k

Oc omm UNITY
An Roinn Fiontar, Tradala agus Fostaiochta 7\ = y L
eQudl




1. BACKGROUND

The EQUAL Community Initiative is part of an integratetd Btrategy to combat
discrimination and social exclusion, that may occua assult of sex, racial or ethnic
background, religious or political belief, disability, amesexual orientation. EQUAL
seeks to identify and address these fundamental formslisafimination and
inequality through Development Partnerships which operatea areographic or
sectoral basis, with a view to informing National and Euaopgolicy and practice,
particularly as regards the National Employment Act®lan and the European
Employment Strategy. This, in turn, helps EQUAL projaaferm and influence
mainstream policy and practice and thus to achieve thealbvwm of EQUAL —
combating all forms of exclusion, discrimination and inequalities in the labour

market

The fundamental mainstreaming principle inherent in the EQprogramme, has as
its objective, an integration of best practice andolesdearned within the EQUAL
project into local, regional, national, and Europeapleyment and human resources
development policies and practices, ‘in the context bieang a labour market open

to all'.

Each Member State was given the flexibility to determiheir National focus
through sub-theme development in order that activity utiderprogramme could
deliver real impacts to each country, therefore maxmgisthe likelihood that
mainstreaming of policy outcomes may occur. The EQUAIg@mmme in Ireland is
co-funded by the European Structural Funds (ESF), andildsbupon the work
undertaken in the previous EMPLOYMENT and ADAPT initiativ€994-99).
Operating under the four pillars of the European Employm&trategy:
Employability, Entrepreneurship, Adaptability and Equal Oppatiesi- nine themes
are also specified (two under each pillar and a fudherrelating to asylum-seekers)

which focus on programme activity.

The three partner countries involved in the TASE Transnaki Partnership, are
implementing projects aimed at promoting and supportingepréneurship among
groups of people that are under represented among entnegzremal, for the most



part, excluded from mainstream provision aimed at promotind supporting
entrepreneurship. The Partners’ definition of atypecaérprises relates to enterprises
established through informal channels or by marginalisedpgto These groups are
considered to include:

» unemployed and underemployed people;
» women (and specific sub-groups of women including rural smndisabled
women, refugee women, traveller women, and lone parems)

» marginalised men and women working in the informal ecgnom

This document sets out the findings of comparative reseandertaken between

Ireland and the Czech Republic in relation to fematespneneurs.

2. OBJECTIVES AND KEY RESEARCH QUESTIONS

In 2005, the Centre for Entrepreneurship Research was ssionmed by the EQUAL
project to conduct a major piece of research relatimgvbmen entrepreneurs in
Ireland the Czech Republic. The research was to ceengaur key elements,

namely:

= An overview of current data-collection systems ref@tito women’s
entrepreneurship in Ireland for the purposes of identifying ¢&ys and
suggesting a more comprehensive data collection model

= The collection and analysis of relevant data from timee EU countries
involved in the current EQUAL project (the Czech Republieland and
Spain) for the purposes of informing a collaborative Firsi®ols Guide

= A study of women'’s entrepreneurship in the Longford negiblreland

= A comparative analysis of the findings from the abawentioned Longford
study with those from a study conducted by the EQUAL paitmére Czech
Republic.

This document reports only on the latter two elemertts, fibding from the first two
elements are reported elsewhere in separate documemsgniing a comparative
study of women’s entrepreneurship in Ireland and the Czephl#ic.



The objective of the research was to focus on key aspettavomen’s

entrepreneurship. The particular issues for inclusion s ¢bmparative study had
been previously identified by the Centre for Entrepuesieip Research (CER) as
being important in the context of women’s entrepreneurghigeneral, but had a
particular significance for women in peripheral sectorbe issues were derived from
a combination of studies previously conducted by the CER aediew of the extant

literature. In addition, the practical experienceshef Longford and Brno EQUAL

teams in working with women entrepreneurs on the peripbaggested that an
understanding of these issues was critical to enhancisgrexsupports to their client
base. The key issues identified for study focused on thheen’s business profile;
their personal profile; their particular start-up expares and how they financed their
business. With these issues in mind, the research questioich the study sought to

address, were as follows:

1. What is the typical business profile of women entregues in Ireland and the
Czech Republic?

2. What is the typical personal profile of women entegyeurs in Ireland and the
Czech Republic?

3. What were the particular start-up experiences of thesaen?

4. How did these women finance their businesses?

3. CONTEXT
3.1 Women'’s Entrepreneurship

The importance of women as an untapped source of emegpi@ talent is now
widely accepted. According to reports by the Global &meneurship Monitor
(GEM), increasing the number of women entrepreneurs ingolmestarting new
businesses is critical to a country’s long-term econagrmowth. Indeed, international
comparisons highlight that the world’s most entrepreneeganomies have a high
representation of female entrepreneurs. However, moss fare still started and

operated by men, with men twice as likely as womeretmolved in entrepreneurial



activity worldwide, and fewer self-employed women tlssif-employed men across
all business sectors.

Levels of Women’s Entrepreneurship

Difficulties in finding robust statistical sources, assing gender-disaggregated data
and the fundamental issue of defining the female entrepreall serve to compound
the task of measuring the level of female entreprenquestd drawing international
comparisons. A report by Allen et al. (2007) draws on datan 40 countries to
provide a cross-national assessment of women’s enteymship. Based on figures
from 2006, the report shows that the highest level of wosnemtrepreneurial activity
occurs in the low/middle income countries, such as Hiéppines and Russtawhile
the high income countries, such as Belgium and Swederhitettie lowest levels of
women’s entrepreneurship. According to Allen et al. (2007) thverall
entrepreneurial activity rates (combined early stage aathleshed) for women range
from the lowest levels of 1.91% in Belgium (compared i04% for men); 3.88% in
Germany (compared to 7.57% for men) and 3.18% in Singapongéred to 9.16%
for men), to 49.90% in the Philippines (compared to 55.12% feam)35.8% in
Russia (compared to 44.55% for men) and 33.34% in India (cethpar40.47% for

men).

In Ireland, women entrepreneurs are also in the ntinshen compared to their male
counterparts, and their participation in entrepreneursmgpaces poorly with levels
in other countries. The low level of entrepreneuridivédg may be attributed in part
to the lack of a dedicated policy on women’s entreprehguiand the absence of
government led support initiatives. In contrast to thesendse women’s
entrepreneurship in the USA is strong and the gender gap loetmezeand women'’s
participation in new venture creation and managementdr@aswed considerably.

While entrepreneurs share a number of core charawsrand encounter common
challenges as they attempt to set up and grow their lssgsewomen and men are
different in their approach to entrepreneurship and, gdwespleaking, this is
reflected in the type and size of businesses that waeenp, and in their growth
aspirations. Such differences, while not always accduftte in policy and support

! The implication is that the Czech Republic is includettig definition of low income counties.



initiatives, need to be recognised and accommodated ifeadyst supply of
entrepreneurs is to be maintained and the growth ofetdomomy is to be fully
exploited. The following areas have been identifiethase where men and women

tend to differ in their entrepreneurial endeavours.

Characteristics of Women Entrepreneurs

While entrepreneurs, regardless of gender, share a nwhbemmon characteristics
such as drive, enthusiasm, commitment, creativity, probdeiving ability and
innovative flair, among others, the women entreprenalss display some unique
characteristics that distinguish them from their madeinterparts. For example, in
terms ofmotivation, there may be a range of reasons why women choomeer an
entrepreneurship. Regardless of the specific motivatiompuld appear that, when it
comes to setting up a business, women entrepreneurssamdagated by profit than
their male counterparts. For example, it has been teghdhat most women who
engage in new venture creation are driven by their pursindependence as well as
a sense of self-fulfilment, and are in search of akwie balance that suits their
particular personal and family situation. Self-employtrisroften viewed by women
as a more flexible working option when compared to tiaasti employment,
providing more free time and facilitating childcare respulises. However, this is
not always the case, as most entrepreneurs, regarmfiegender, tend to spend
considerably more time getting their business off the gtdbhan they had originally
anticipated. Furthermore, it has also been suggestedvtima¢n start a business as a
result of restricted progression opportunities in the worlkpfathe so-called ‘glass
ceiling’ effect.

When compared to men, it would appear that most womear setf-employment

with less management experience fewer financial assetsand relativelyunder-

resourced in terms of human capital. However, in many respeciday's women
entrepreneurs would appear to be more highly educated thgnhéwe been in
previous years, with many attaining degree level qualifinatia discipline areas that
are directly relevant to their chosen business sebDgpite this, women tend to lack
management experience — often considered to be cridalginess success — and do
not appear to have reached the same level of seniorheir careers as men. It has



been noted that, in terms of new venture creatiomevotend to be more attracted to
the services sector, starting businesses in training arstilcamcy; beauty; design and
a range of professional and therapeutic services. O#tars businesses in retail,
fashion and clothing; arts and crafts, and the provisiéncreche facilities.
Furthermore, women-led businesses have a tendencysimdiescale ventures; non-
growth oriented; risk-adverse and under-capitalised. thddeey have often been
negatively categorised as ‘lifestyle’ or ‘typical wome businesses.’

It has also been suggested that women entrepreneurs kawerifidencein their
entrepreneurial abilities than men. This is often evidierh the outset in the way in
which they present their business proposals; their atsttalsourcing finance; their
dealings with finance providers and their attitude to 1®&kch lack of confidence has
been attributed to women often having fewer resourcégeadtart up stage; their lack
of management experience, particularly senior manageragperience where
decisions on resources are made; their unfamiliaritii tmusiness language, and the
traditional view of women as mothers and carers rdti@r as entrepreneurs and risk-

takers.

Barriers

In terms of start-up barriers, women entrepreneurstfaee main types (Bruni et al.,
2004). These include socio-cultural barriers (the suggedt@nwomen’s primary
role is within the family); barriers relating to netrs of information and access to
assistance, and access to finance and investment fdrds.latter is a particularly
significant barrier, as it impacts on the potentiavgtoand sustainability of women-
led businesses. Other constraints include issues surrgundamk-life balance;
women’s restricted access to career advancement oppeguand the gender pay
gap in the work force.

The issue offinance remains one of the most significant barriers for woeme

entrepreneurs, with reports of underlying discrimination tbe part of finance
providers. In particular, women still face problems wlaecessing equity finance,
which is often needed to facilitate rapid growth. Thesoalend to encounter a
number of problems in raising funding at key stages in devejogod growing their
business, and there is some evidence to indicate tlessaicg bank loans is



somewhat more problematic for women business ownarsithis for men. Studies
have shown that women have a tendency to rely orop&irsavings at the start-up
phase of their business, only seeking bank or other soofd@sding as the business
develops.

For many women attempting to finance their businessntam issue they face is
their need to borrow only small amounts of money. Ofti@men set up businesses in
sectors which require little start-up capital, which ¢mse problems for women
entrepreneurs, as most SME finance tends to have anummicapital requirement.
For any business wishing to grow and expand, external soofcésance are
typically required, such as equity investments, whichamane from multiple sources,
including venture capital, business angels, and direct imesss from financial
institutions. However, as Brush (1997) has pointed out,emotand to face greater
difficulties than their male counterparts when tryingaise capital to fund the growth
of their business. This may often be due to women’scdiffy in penetrating informal
financial networks, which underlines the importance ofding appropriate business

networks from an early stage.

Difficulties in accessing start-up capital often lead mammen to start businesses
that areunder-resourced and this initial under capitalisation affects longate

growth. In contrast to their male counterparts, wones tto be more cautious and
exercise greater restraint in the amount of finahey hneed to start their business.
Typically, they apply for smaller loans, and these aften perceived by lenders as
personal rather than business loans. A study by CamtkiRosa (1998) investigated
the sources and uses of finance by male and female businasss and showed that
men use significantly larger amounts of start-up capgltah women. Indeed, the
under-capitalisation of women-owned firms has often bed¢tmibuted to the

underperformance of their businesses in terms of grawthrhover and number of

employees.

Policy and Support

In terms of policy and support for women’s entrepreneurghg,USA has been a
recognised leader and has encouraged women’s engagement iemntave \creation

since the establishment of its Office of Women’s Busit@ssership in 1979, as part
of the services provided by the Small Business AdministrgiSBA). This has no
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doubt resulted in the USA having the highest level of wosentrepreneurship
across all of the developed economies.

However, until recently, most EU countries had no smepiblicy pertaining to the
promotion of female entrepreneurship. It was not until 206@f the European
Union’s Multi-Annual Programme for Enterprise and Entrapteship 2001-2005
(Brussels, 2000) highlighted the promotion of entrepreneueshigng women as one
its key actions within the broader objective of making BU “the most competitive
and dynamic knowledge-based economy in the world, capablestdining economic
growth, with more and better jobs and greater sociaésion” (EU Commission,
2000). While some countries such as Ireland do not yet dasgecific policy on
women’s entrepreneurship, as a result of an increased stauoding of women’s
enterprise and a recognition of women’s current and potertiatribution to the
economy, the effort to increase women’s participaiiorenterprise is now being

addressed by economic development agencies worldwide (H0Y).

3.2 The Economy

The Czech Republic

Of the emerging democracies in central and Eastern Euttop&zech Republic has
one of the most developed industrialized economies. oihesof the most stable and
prosperous of the post-Communist states of Central astéfaeEurope.

Recent growth has been supported by exports to the EU,rpyiteaGermany, and a
strong recovery of foreign and domestic investment. &tim demand is playing an
ever more important role in underpinning growth as interagts drop and the
availability of credit cards and mortgages increaség durrent account deficit has
declined to around 3% of GDP as demand for Czech producte Eufopean Union
has increased. Inflation is under control. Recent asemedo the EU gives further
impetus and direction to structural reform. Intensifiedtructuring among large
enterprises, improvements in the financial sector, dfetteve use of available EU
funds should strengthen output growth. The principal industridee Czech Republic

are heavy and general machine-building, iron and steel productietalworking,
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chemical production, electronics, transportation equipntentiles, glass, brewing,

china, ceramics, and pharmaceuticals.

Support for women entrepreneurs in the Czech Republic hasnbeapparent in
recent years. The SME support programmes, open to bodlergerfrom the Ministry
of Industry and Trade made 2,584 grants to women entrepreneurs/.1 % of the
total grants awarded. This represented financial aid ofilliomEuros to Czech
business women, i.e. 5.7 % of the total financial suppetilable. Women
entrepreneurs also owned 11% of the Limited companies whizined grants. The
development of female entrepreneurship specifically, esived attention in areas
where unemployment rates were high. Thus, special supystadministered to
women entrepreneurs within the SME support programme caB¥ICE”, which
focuses on advice services and educational projects amdinistry of Industry and
Trade announced a tender in 2004 to award non-investment @ramishe state
budget, to associations of female entrepreneurs, underoiggamme “Support for
enterprise and enforcement of equal opportunity for men amden”. The average

amount of subsidy per project was 3,100 Euros.

Ireland

The Irish economy is an open, mostly export basedagagn It experienced an
unprecedented level of growth during the latter half ofl9@0s, and this is expected
to continue at least for the first decade of the 21stuce. Ireland’s economy is
heavily dependant on trade, with export of goods and seraigcesinting to over

96.8% of GDP (1999 figure). Membership of the European Unioraacess to the

Single Market has allowed Ireland to diversify its trpdéterns. Although Britain has
always been Ireland's largest single trading partnemslalf of all Irish exports

now go to the other EU member states (Irish Governmelnsitee 2007).

In terms of female entrepreneurship, current estimatggest that around 15%-18%
of established entrepreneurs in Ireland are women; a fighighveompares poorly
with some other European countries. Ireland’s histomture and former enterprise

policies have all had an impact on women’s current lefelparticipation in
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entrepreneurship (Henry and Kennedy, 2003). As in most pérnes of the world, the
traditional role of women in Irish society was veryah that of homemaker, often
with sole responsibility for children and other familypdadents. In the past, Ireland
was viewed as one of the poorest countries in the Eth igh inflation, high
emigration, slow growth rates and alarming unemploymemsratThere was no
enterprise tradition or culture and there appeared tioniied economic opportunities
for the creation of indigenous entrepreneurship overalkthErmore, Ireland’s
economic policies had deliberately focused on inward doradirect investment,
typically in the high technology sectors. It is sotprising, therefore, that in Ireland,
women are still hugely under-represented in the enseriena and are clearly an
enormous pool of untapped entrepreneurial potential. Degpatéack of women-
specific enterprise policies, GEM (Global Entrepreneprdhonitor, 2006) indicates

that the number of women in Ireland setting up new vestisrbeginning to increase.

4. METHODOLOGY

The methodology adopted for the study included an electopréstionnaire and case
examples. These tools were designed to gather datarumber of key issues
relating to start-up and early stage women entreprenefdssexplained above, the
issues for inclusion in the study had been previously ifieshtby the Centre for

Entrepreneurship Research (CER) as being importanteinctimtext of women'’s

entrepreneurship in general, but had a particular signigcéarovomen in peripheral

sectors. The issues were derived from a combinatiorhe@fGentre’s previous

research and a review of the extant literature. Intiaddthe practical experience of
the Longford Equal team in working with women entrepuesieon the periphery

suggested that an understanding of these issues waaldatienhancing existing

supports to their client base. The key issues identfiedstudy focused on the
women’s business profile; their personal profile; thentipalar start-up experiences
and how they financed their business. With these isgsuasind, the research
guestions, which the study sought to address, were as follows:

13



1. What is the typical business profile of women entrepues in Ireland and the
Czech Republic?

2. What is the typical personal profile of women entesygurs in Ireland and the
Czech Republic?

3. What were the particular start-up experiences of thesaen?

4. How did these women finance their businesses and whattheireoarticular
experiences when attempting to access start-up and gfmatite for their

business?

4.1 The Electronic Questionnaire

The questionnaire designed to gather data on the abovdividad in to four main
areas, each addressing one of the above research questidreymprised a total of
41 questions. By way of introduction, section A dealt viftt women’s Business
Profiles and contained a total of 15 questions which sougatrdkting to the age of
the business and it particular stage of development, shipemwhether or not it was
home based, sector, product/service type, employment lduetgver and growth
plans. Section B dealt with the women’s Personal IBeoind contained a total of
five questions, which sought data relating to the women’s adacations, work
experience, entrepreneurial driving force and motivati8action C contained a total
of five questions and covered issues relating to the warnaeparedness to start a
business, the organisations where they had sought supparthéy rated the support
they received, they key barriers they encountered dtwugiaand the main challenges
they faced. Finally, Section D, with a total of 16 gioes, sought data relating to the
sources of finance used by the women at the start-up aetbdenent stages of their
businesses, the amount of monies they received, their rpdeess for
sourcing/receiving finance, the degree to which they fely thad sourced sufficient
start-up capital, whether they had ever been refusedinig and whether they had any
negative experiences/perceptions of sourcing funding. eTlias also an opportunity
at the end of the questionnaire for the respondents tdioneany gaps they had
identified in the supply of financing and related serviced aow these might be

improved.
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Once piloted and finalised, the questionnaire was admieidtelectronically via the
Survey Monke§ tool to selected samples of women entrepreneurs enttednd the
Czech Republic during mid to late 2006. In some cases, @ff@mn to augment the
response rate, follow-up telephone calls were madetrendata gathered in this way
were subsequently added to the electronic survey. Resesrahthe Centre for
Entrepreneurship Research (CER) Ireland undertook thednmgsirical work, while
the Moravian Association of Women Entrepreneurs (MARMBrno undertook the

empirical work in the Czech Republic.
4.2 Case Examples

Once the electronic questionnaire had been administanddresponses had been
collated, case examples were designed to gather fungights into some of the key
issues. The case examples were derived from a conaingitithe data supplied in

the electronic questionnaire and an in-depth interviear@dnd one and a half hours.
Efforts were made to ensure that the women selectatidacase examples were from
different industry sectors, but that the same sectors w&ed in both Ireland and the
Czech Republic to facilitate comparison. The intergiesought to gather further
insights to/explanations for the original responses fdealin the questionnaires. The
interviews were semi-structured, with open-styled questitiesgned to encourage
the women to “tell their stories”, and aimed to gatiuether insights in the following

areas:

1. Business Profile (including what led her to start her dwsiness and he
current role within the business)

2. Personal Profile (including family situation, whethlee twvoman is married @

-

has any children and the degree to which the latter hpacted on hey
business)
3. Experiences at the start-up phase of the business (including| ke
challenges/difficulties/barriers)
4. Experiences at the development/growth stage of the bssfiiespplicable —
including key challenges/difficulties/barriers)
5. Experiences when seeking financing for the business

15



6. Opinion on the current support system for women entrepremeuhe Czech
Republic (including financial support), the degree to whichpsteeives gaps
and what can be done to bridge these gaps.

7. Perception of growth (including what growth means to théqodar women
entrepreneur, the degree to which she sees her businedsavayy
growth/scalability potential, and details on any plangrtw the business).

8. Any other comments the women entrepreneur wishes to meg@rding

entrepreneurs, including the degree to which she feels gisraieissue.

The interviews with the six women entrepreneurs werelacted in early 2007.

4.3 Sample Selection

The research focused on start-up and early stage wam@preneurs in Ireland and
the Czech Republic. These two countries were chosaudethey were both partner
countries in the EQUAL project. In Ireland, the geograghfocus was on the
Longford region, as this was where the Irish EQUAL partvas based and where the
majority of the EQUAL training and support initiatives hagkb concentrated. In the
Czech Republic, the geographical focus was on the Southuvidoregion. In both
cases, convenience samples drawn from the partner degabere used, with the key
target groups being women who had previously participated orwdre currently
participating in support programmes administered by the partmeler the EQUAL

programme.

4.4 Response Rates

In Ireland, the electronic questionnaire was administeredtotal of 80 women in the
Longford region, yielding a response rate of 50% (n=4@)thé Czech Republic, a
total of 202 responses were obtained from an initial sarapl@50. This was

equivalent to an 80% response rate.

In terms of the in-depth interviews for the purposes aistrocting case examples,
three women from the Irish study and three fromQ@kzech study were selected for
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further analysis. The women were chosen to repteébese different industry sectors
that were deemed to be typical of the women entreprsmnie the sample. The sectors
chosen were: fashion/design, beauty and baker/café ov@zecli Republic), and

photography, beauty and café owner (Ireland). Thus, a abtsix case examples

were constructed. In selecting the case subjects,ust be noted that access,
willingness to be interviewed and proximity to the EQUp&rtners were all key

factors that influencing the final selection.

5. FINDINGS

The findings from the research are summarised belownitiaeg with those derived
from the electronic questionnaire administered in theclZRepublic and Ireland.
Where  necessary, percentages have been rounded to tatecili
calculation/presentation. In some cases, due to mdspts being allowed to choose
multiple response categories, the total percentage ntaggual 100. These findings
are followed by a summary of those derived from the exsenples. A copy of the
electronic questionnaire, along with the format adoppedHe in-depth interviews for
the purposes of constructing the case examples, duedacin the appendix. The full
case examples on each of the six women entrepremeuadso included.

5.1 Findings from the Questionnaire

Business Profile

Stage of Business Development

In the Czech study, 70% of the women indicated that tleg @&t the growth stage of
their business, but only 10% were at the start-up stagthellrish study, the majority
of the women surveyed (70%) were also at the growth sibigeeir business, with
17.5% at the start-up stage. The remainder of the womghe isamples were either
at the pre-start or developed stages.

As Table 1 shows, more than 38% of women in the Czetiplsahad been running

their business for between 3 and 10 years, compared twvgis25% of women in the
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Irish sample. In addition, nearly 40% of the Czech wnrhad been in business for
more than 10 years, compared to just 30% of the IrishemomLess than 40% of the
Czech businesses in the sample were home-based, cdnpaf®% of the Irish

businesses.

Table 1: Length of Time in Business

Length of
Time in
Business

<1 year 1-2years 3 —-5years 7—-10years >10 years

Czech 10% 11.9% 18.8% 19.9% 39.4%
Sample

Irish 21% 23.7% 21% 5.4% 28.9%
Sample

Business Ownership and Source of Income

In terms of ownership and source of income, there weex similarities between the
findings of the Irish and Czech studies. In both studies,ind 85% of the women
respondents were the sole owners of their business; bbsiness was their main
source of income and, for around 34% of the women whaocated in the study in
Ireland and the Czech Repubilic, this was the only sodrce@me for their family.
Business Type

Almost all of the businesses (95.5%) in the Irish sam@ee in the services sector,
with a slightly lower figure (90%)in this category in tGzech sample. As Table 2
below illustrates, the types of businesses in bothptes ranged from professional
services (i.e. language teaching, training, life-coaching, finhadvice), through to
retail, beauty, photography, childminding, cake manufactifir shop owner, café

owner and hairdressing.

Table 2: Business Type

Business Type Response Rate — | Response Percer-
Czech Sample Irish Sample

Childcare Providers 5.5%

Hair/Beauty 15% 11%

Retail 21% 17.5%

Gastronomy & Catering Service 15% 6.5%

Manufacture/Production 10% 4.5%

Language Teaching 9%

Fitness 10% 2.5%
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Training & Consulting 20% 18%

Book keeping & Accountancy 5.5%

Other Professional Services 29%

Interestingly, the predominant business type in bothritle and the Czech study was
retail, followed by training & consulting.

Employment Levels and Turnover

Table 3 below shows the employment levels and turnoveth® Irish and Czech

women surveyed. In the Irish sample, almost 37% @fréspondents indicated that
they were the sole employees of the business, compare&a0% of the Czech

respondents. Only a very small percentage of thewahen (7.9%) employed more
than five staff, which compared poorly with the Czech gtuchere some 20% of the
women had reached these employment levels.

Turnover levels were also low, with only 20% of the €zevomen registering a
turnover in excess of €50,000, compared with 43% of thewshen. Indeed, in the
Czech sample, the largest category of business ow2&¥s) (had a turnover of less
than €10,000. The comparative figure in the Irish sampleb8&6. However, the
findings were more aligned in terms of the women’s ghoplans. In both samples,
the majority of women (55% in the Czech sample and 58%henirish sample)
indicated that they had no long-term growth plans for thésiness, and this possibly
reflected their low turnover levels. In both sampl® women who indicated that
they had long-term growth plans for the business, thlans appeared to be vague,
referring to increasing product lines, sales and profitswaue without clear targets

or timescales.

Table 3:Business size (as measured by number of employaesl turnover)

Panel A: Number of Employees

No. of Just 1 Other 2 Others 3 4 More
Employees herself than 5
Czech sample 5839 11.6% 4% 1.5% 5% 19.6%
Irish sample 36.8% 26.3% 10.5% 13.2% 5.3% 7.9%

2 Other Services included: dog grooming, wedding statjodesign, Irish dancing teaching, clothing
alterations, property management, garden centre, phptegrand soliciter.
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Panel B: Annual Turnover

Turnover <€10K €11-20K €19-30K  €31-50K >€50K
Czech sample 26.2% 15.7% 18.6% 19.2% 20.3%
Irish sample  10% 20% 10% 16.7% 43.3%

Interestingly, for most of the women in both samspléhis was their first self-
employment venture (78% in the Irish sample, and 74.5%eiiCzech sample).

Personal Profile

Age, Education and Work Experience

As indicated in Table 4, most of the women in both samplere in the 36-45 year
age bracket (40% in the Czech sample and 48% in the daisiple). Only a very

small percentage of the women (3.5% in the Czech Saamle5.7% in the Irish

sample) were 25 years or under. Despite the similaii¢erms of age profile, there
was a noticeable difference in the level of educatidwéen the two samples, with
over half of the Irish women entrepreneurs having a qcathbn at diploma, degree
or postgraduate level, compared to only 37% of the Czechew@mirepreneurs.

Table 4: Age Profile

Age Category <25years | 26-35years| 36-45years 46-55years  >55 years

Czech Sample | 3.5% 24.5% 40.5% 22.5% 9%

Irish Sample 5.7% 17.1% 48.6% 22.9% 5.7%

In terms of work experience, the majority of the worsarveyed in both Ireland and
the Czech Republic had work experience of 10 years or pnaneto starting up their
business, although this was not always directly relatékeir chosen business sector.

Driving Force and Entrepreneurial Motivation

When asked about what influenced their decision to becamentrepreneur, the
overwhelming response in both studies was the ideniditatf an opportunity in the
marketplace, with over 58% of the Irish women respondants over 56% of the

Czech women answering in this category. A smaller p&agenof the women

20



indicated that a mixture of opportunity and necessity fadais influenced their
entrepreneurial decision. Interestingly, the Irisidgtprovided slightly more depth
on this aspect, with the need for independence, flexipdiggire to change career, a
quest for more job satisfaction and the need to balanoglyfaand work
responsibilities all being cited as driving forces providing mfiotivation to enter the

entrepreneurial arena.

Start-up Experiences

Business Training and Support

In an effort to determine the degree of preparedneshefwomen to become
entrepreneurs, information was sought regarding the typésisifiess training they
had received. Surprisingly, in the Czech sample, alnhose tquarters of the women
surveyed had not attended any specialised business traonmgd they received any
form of support for starting their business, despite aghing a range of support
organisations. The Network of Women Entrepreneurs (31%), Ghamber of

Commerce (27%), the local bank (15%) and the municipal atythwere the main

organisations the women approached for assistance, andcthef support they

received at the critical start-up stage was seerckesmadisadvantage.

By comparison, almost half of the women in the Issimple had attended some sort
of start-your-own-business training programme prior tdistatheir business and had
approached a number of support organisations. The local C&aberprise Board
(53%), the Longford Women’s Link (25%), the local bank (44%{ &ongford
Community Resources (19%) were the primary support orgamsatpproached.
Although not always in a position to offer financial sugpdue to the nature of the
women’s businesses, the County Enterprise Board wadymased as “extremely

helpful” by the women, offering mentoring, advice, infotima and guidance.

Barriers and Challenges Encountered

As illustrated in Table 5, the Irish women entrepreneausseyed indicated that
“family responsibilities”, “access to finance”, “codénce” and “lack of work

experience and education” were the most significantdrarthey had encountered at
the start-up stage of their business. In addition, thejcated in a subsequent
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guestion that dealing with the “lack of or restricted asd® finance”, “coping with
marketing issues” and their “general lack of business expef had presented major
challenges for them. The Czech women also citede%scto finance” and “family
responsibilities” as among the main barriers they hadwemered at start-up, along
with “finding suitable business premises” and “accessusiness networks.” Once
again, in a subsequent question, the lack of start-up firmmtehe general lack of
business experience were indicated as key challengethéh@zech women had to
overcome when attempting to start their business.hignregard, issues relating to
business bureaucracy and childcare facilities were agodntly cited.

Table 5: Barriers Encountered at the Start-up Stage

Barriers Encountered % of respondents % of respondents
rating this barrier as  rating this barrier as
4* or higher in terms  4* or higher in terms

of significance of significance

(Czech Sample) (Irish Sample)
Credibility as a business owner 12% 24%
Access to Finance 43% 39%
Access to Business Networks 14% 27%
Cultural and Social Attitudes 7% 18%
Confidence 13% 31%
Family Responsibilities 23% 45%
Work Experience and Education 11% 28%
Isolation 14% 28%
Finding a suitable Premises 19% 19%

Where 1=Not Significant at all, and 5 = Very Sigeaht

Financing Experiences

Sources and Levels of Finance

In terms of sources of finance, just over half (52%)h&f trish women surveyed
indicated that they had sought funding from their locakbavith almost 45% stating
that they used their own personal savings. Around d tfithe women sought grant
funding. However, the actual amounts of funding secured hiey Itish women
entrepreneurs for the purposes of starting their businesses low, with around a
third of the women (who responded to this question) securehgden €2,000 and
€5,000, and only another third securing more than €20,000. With regénéncing
for the growth stage of the business, only a very smathber (n=3) of the women
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had managed to secure funds. Once again, these weyesme&ll amounts,
particularly in the context of growth, ranging fronr€&000 grant to a €15,000 loan.

In cases where the women were refused a loan or, ghasmtwas due to either the
ineligibility of their business, i.e. there were nams for local non-export oriented
service businesses, or the potential displacement impacerated by the new

business.

By way of contrast, almost 95% of the women surveyethenCzech study had not
managed to obtain a grant or loan to either start omegieeir business. The reasons
for this appeared to relate to the lack of informationvigled by the women or the
feeling that they did not have the confidence to askiemecessary financing. The
fact that many of the women did not have a regular soaffaacome prior to applying
for a loan also had an impact. This meant that start-gpsleaver than expected and
the growth potential was significantly limited from tbetset. Interestingly, while
over half of the Czech women (58%) felt that theiriteiss did not have sufficient
capital at the start-up stage, over 80% of the Irish eofelt that they had sufficient

start-up capital.

Both the Irish and the Czech women entrepreneurs imdicdbat they had
experienced a negative attitude from financial providensicparly the banks, when
seeking start-up or expansion financing. For example, otieedfish women stated
that her local funding organisationgdve no encouragement, was extremely
pessimistic and had a very cynical attitudelhis was further evidenced by the fact
that, when applications for funding had been rejecteskt raf the women had not
been given an opportunity to resubmit an amended application ¢73%€ Czech
women and 100% of the Irish women). Indeed, in the Biglvey, a small umber of
the women (n=6) identified particular organisations frohcl they would not seek
support in the future. These included banks, government esoanad their local
County Enterprise Board. In the Czech survey, 30 of wbenen respondents
identified particular organisations that they would ngpraach, and these included
banks, private capital providers, their employmenicefand chambers of commerce.
In terms of preparedness for approaching a bank or suppenty to seek funding,
almost half (47%) of the Irish women surveyed had alreadinpleted a business plan

23



with financial projections; a similar percentage had aness qualification; 43% had
previous experience in a sector related to their new bgsiesgure, and 40% had
already invested their own capital in the business. htrast, while only 20% of the
Czech women had completed a business plan, 30% had a bugpiradification, and
17% had work experience in their chosen business seatoincaedibly high
percentage (over 80%) had invested their own capitakibualsiness.

Identification of Gaps in Provision and Recommendations

The final question in the survey asked the women to igeaty gaps relating to the
support services they had experienced and to indicate lreseg tmight be improved.
The main gaps identified by the women in the Irish suredsted to the amount of
time for grant applications to be processed and the delay®nies being received,
the excessive paperwork involved in applying for supports, anduwfieemphasis on
collateral. In this regard, one woman commentedit.took too long for the grant
money to arrive at start-up. Cash flow is important and the grant dicarote
quickly enough Consequently, the business ran up débts

The Czech women entrepreneurs identified gaps relatingctess to finance,
highlighting the negative attitudes of the banks and theatiiack of information
and supports in general. The *“weak support from the audsjritthe need to
“change people in parliament”, and the “low confidencelteapparent in the support
organisations” were particular areas highlighted for impnoent in the Czech
Republic.

In both samples, there was a clear sense that cutamtup support is completely
inadequate for women entrepreneurs, particularly with deigafinance provision.

5.2 Findings from the In-depth Interviews — The Case Exanips

Cases Examples from the Czech Republic

Example 1: Czech Owner A — Confectionery/Cakes Business

Business Profile
Czech Owner A is the owner of a confectionery/cak&ingabusiness and currently
has four premises. She founded her company in 1992 and adteosily traditional
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assortments of cakes — from hazelnut, fruit, choeplghurt, punch, etc, but also
cream-cakes, cakes without sugar, cakes sweetened onlyhangy, macrobiotic
desserts, and cakes custom made to customers’ requirementswedding cakes.
Each of her premises offers non-smoking seated areasevwdustomers can enjoy
coffee along with their cakes. Ms. A is a membethef Confectioners Society and a
member of the Association of Cooks and Confectionergr Biisiness also works

closely with the local secondary schools and acsstesining centre.

Personal Profile

Czech Owner A is from Brno, Czech Republic. Shendtd two training colleges -
Agriculture and College of Education. After about two gaarher own business she
got a vocational certificate in confectionary. Accogdin Ms. A., this certificate is

very important for her business, because it enabledohbreak into this particular

market.

Ms. A has two children — twins aged 25 years. Both hav&htal university. Ms A is
divorced and admits that the business was one of thsome for her divorce:
“Entrepreneurship involves working 24 hours a day, 7 days a weekuld ruin your
personal life and your health. It is up to you how yaulwandle it.”

Experiences at the start-up phase of the business

Before Ms. A. started her business she was unemploye@l fioonths. Starting her
own business was her way of getting a job. She st#mebdusiness with a partner
(also a woman), whose house served as collaterdidortiank loan. Her partner was
skilled in confectionery. They believed that cakes eo@nected with special
occasions all though people’s lives, i.e. birthdays, gramhsg weddings, etc. They
set up their business and developed their brand. Howafter,3 years they had a
disagreement, which led to the break up of the two buspassers. Ms A. had to
start all over again. She left the business withquapenent or staff and, in addition,

she no longer had the bank loan.

Her new business was also in the confectionery sawoned after a type of candy.
She applied for new bank loan, employed new staff andhased new equipment.
Czech Owner A knew that it was important to differestiaer product offering from
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her competition, thus, she ensures that her company dpgears on each of her
products. She can even make products to order while custovaé, and customers

can sample the products before placing their order. pkatuct range includes sugar
free cakes (i.e. for diabetic customers), as wellaersweetened cakes. According
to Ms. A. such products are not necessarily the chedpatsthey are of the highest
quality.

Owner A considers the problems she experienced with b&indss partner to be
among the main difficulties she had to deal with at steet-up stage. Accessing
information on her chosen industry was also an aduditichallenge she had to deal
with.

Experiences at the development/growth stage of the business

Owner A began with just one outlet. Today, she ofwos stores, two of these have
just been in operation for less than two years; howkiser A measures growth in
terms of quality, not quantity. She regularly attendsldrfairs in Paris and Rimini
with her staff as she feels it is very important ¢e siew products so that she can

innovate and apply new processes.

Experiences when seeking financing for the business

When Owner A was seeking finance for her business, thefontding opportunity
open to her was a mortgage from the bank. She feelydahag entrepreneurs now
have much better financing opportunities available to thEmese are mostly as a
result of EU projects and supports. Owner A is a memifethe Women
Entrepreneurs Association, the Society of the Comdfrets and the Association of
Cooks and the Confectioners. These memberships notlmvyMs. A to keep up to
date with her field, but all act as valuable sources sin@ss contacts and customers.

Perception of growth
“Growth for me is not only to establish new confectignshops, but also to keep
changing and improving the product. Customers need to seethmegs. Other

priority is to improve the quality of our products.”

Opinion on current supports and advice to other aspiring women entrepreneurs
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In Ms. A’s opinion, a man can start a business wittefedifficulties than a woman
because he does not have to consider domestic dutieti&dwhie issues. She feels
it is well worthwhile having somebody to help with thehdies so that a women

entrepreneur can have time for both the business andrméy.f

In terms of advice for other aspiring women entreprengdzgech Owner A says:
“Don’t be afraid to start your own business. It will requa lot of energy but it will
be worth it. It is necessary to find something that dilferentiate you from your
competition. You must offer something that will make yopeal to your

customers.”

Example 2: Czech Owner 2 — Beauty/Relaxation Business

Business Profile

Ms B is a young entrepreneur from Brno, Czech Republi&he owns a
beauty/relaxation business with her friend. They o#ferariety of massages from
traditional massage to aromatherapy massages. Afeemonth, they extended their
services to include lava stone massages. They also ma#faual and device lymph
massages, which affect the spinal system and help pwmelarmful substances.

Personal Profile

Owner B has a secondary level education. The field slokest is chemistry. She was
a software tester and then an IT manager in one comBdweyis divorced. She went
for maternity leave and then the employer did not viartire her back. Because she
has two children — aged fourteen and one and a halfkrngwe that self-employment
was the only way to get a job. She enrolled on a rgassaurse and started her own
business. When she was looking for a space she wasuekry Her business studio
is located in the same space as a manicurist, pediamuista hairdresser, so they

created a salon with services which support themselves.
Experiences at the start-up phase of the business

According to Owner B: “Because | am not an extrowés, hardest thing for me at the
beginning was to address the customer. | wanted to adfee $ig companies my
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services as a benefit for their employees. For me aabig challenge to set up

meetings with such companies.”

Ms. B. started the business with a very small budget.ntéen source of advice was
from the Assistance Centre for Women Entrepreneurs veliged her work through
her business and marketing plans. She went along to @uitevbrkshops in the

beginning.

She often wondered how on earth she could sell hercesrwwhen she was so
introvert. “l came to the conclusion that you jusivé to bluff your way through

those fist few calls and try to sound more confideantiiou actually are” she says.
Being in business has many advantages, Ms B. feel&e“tdiling people that | own
my own business and that | am a director. On the othed h miss working with

people and bouncing ideas off each other. | learned thatnged to be quite

disciplined with yourself to keep it all going.”

Experiences at the development/growth stage of the business

“My business has not exactly developed the way | hadchopdiad expected that it
would be easier to get the big companies as customerd. &utnow in business
since September 2006, and although that is only 6 months,blegmning to realize
that everything takes time.”

Experiences when seeking financing for the business

Because she has two children, is divorced and stilnaternity leave, she did not
want to take a risk, so she chose not to borrow mdnoay bank. Instead, she used
her own savings for the building and also she borrowedtla &mount from her
family. “l wouldn’t start my business if it means thahust run into debt. | am a one-
parent family, so | was afraid of debt. | didn’t look fomy other possibilities of how

to finance my business”

Perception of growth
Growth for Ms B. really means expansion. Her plangiie future of the business are
to get more clients and, after fulfilling her capacgle wants to get a bigger space

and hire some employees.
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Opinion on current supports and advice to other aspiring women entrepreneurs
During her maternity leave she started to visit the @efdr Mothers. This centre
arranges seminars focused on educational activities. 8¢ealso availed of the
services of the Assistance Center for Entreprenelihink that it is very important
to give women practical support. It is necessary to preraquality between men and
women. | have often heard the view that mothers whik\&re neglecting their other
duties. However, it is more important give women physscgport than financial

assistance.”

What advice would Ms. B. give to someone starting upr tbeen business? “Only
invest what you can afford to lose at the outset. Youalways reinvest at a later
date. Be prepared to change with the business — thingsnotago the way you
planned. Just sit back and see if there could be a betieof doing things. The main
thing is don’t be afraid to start. You must hold on and daryeest without

complaining.”

Example 3: Czech Owner C — fashion designer

Business Profile

Owner C is a fashion designer. In 1998 she establishedg¢td@on house with a brand
chosen to convey maximum elegance. She specialisadi@s Ifashion, designing and
producing clothes for individual customers, for boutique,safel also for larger

collections such as hostesses or other company comnsssiBhe creates
sports/aerobic wear and dance dresses for ballroom dampetitions as well.

However, her priority is evening and formal wear. 8hganizes fashion shows at
different VIP and promotional events and collaboratéh wany artists who bring

new ideas into her shows.
According to Ms. C: “each of my designs has a perdgrthat is compatible with my

own.” All of Ms C’s garments are hand decorated andtaitered to the highest
guality standards.
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Personal Profile

Ms. C has always been a creative individual. As she gpeshe realized that fashion
would be the best way for her to realize her dreaBte developed her design talents
while attending the couturier training college and, upon cetaul of her course, she
started to study music. However, the idea of textilegiteseemed to offer the best
options for her, as she had an opportunity to take a spetiade for cutting dresses
in Prague. According to Ms. C, “This course overlapped wighnmajor subject and

allowed me to look at fashion with fresh eyes.”

Ms. C is divorced and has a 21-year old daughter, whovisstudying at university.
Her daughter also acts as a model in fashion shows andft&me appears in the

photos which demonstrate her mother’s work.

Experiences at the start-up phase of the business

According to Owner C, designing was the easy part. Sjaatibusiness proved to be
the real challenge. Ms C. quickly learned that launchirmsiness is a complicated
process, with all the preparations, planning, and expehsgsttentailed. As she
acknowledges, “I find the most difficult part of the mess side is the time it takes to
actually run a business. | love designing and coming up with a@cepts for my
collection, so when | spend time focusing on the busiaspsct of my company, |
find myself getting frustrated that | cannot focus more letely on coming up with

new designs.”

From the beginning it was her dream to be a fashion wesid@he biggest difficulty
for her was to break into the market: “Since | nevermgy own fashion company, |
found that making the initial contacts was the mosiadiff thing.” At the beginning
she had some bad experiences with her co-workers. &becrieated her own
trademark, which became famous in the process. One cbhgetitors established a

boutique with a very similar name on the same street.
The demands of business ownership, especially for a osefpelesign business,

proved to be very challenging for Ms. C. Initially, she wasking every piece on her
own and trying to come up with new concepts for the season. She did everything
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in the beginning — from the selection of materials andingytright through to the

actual sewing.

She is working from home, and loves it. As she sa{su set your own hours but
you have to be a full time planner”, although she wénas “you need to be careful
not to get distracted by everything else that is going oum life because it is very
easy to be distracted when you are in your own hotieedfBut Ms. C knows the
importance of balancing her career with other aspafcher life. As she says, “l am

well organized within my work and my social life.”

Experiences at the development/growth stage of the business

Although, for Owner C, it was very difficult to makéet initial contacts, as her
business grew, she started to develop important relatmsshith her costumers.
Designing and making every single product was tedious and lefittte time to
market and to grow her business. Over time it becampessible for her to run a one-
woman company and she had to hire some needlewomelptbdne She is actively
using the power of both traditional marketing strategied the Web to reach her
market. There are often articles about her work amhi@ws with her in magazines.
Ms. C is constantly focused on her business. She expléingah, 100% dedicated to
my company and my customers. | know the entire futur@ytompany rests on my
shoulders and | want to know that whatever comesobtiis, it will be because |
gave it everything | could. | have an unlimited amount spoasibility — designing
and updating the Websites, designing my models, ordering ssippiisnmunicating

with customers. The list is endless.”

Ms. C started to organise exclusive eveningwear fashionsshdder fashion shows
are always like a work of art. She can organize shamesrding to the demands and
requirements of her customers, which include companieswthat to make some
special evening for their clients. This can range frasmall fashion show with two
models up to a grand show with several models. She aepewith finalists and
winners from all the years dfESKA MISS beauty contest. Her fashion shows can

also be arranged to include various artists, dancers andiamss

31



Experiences when seeking financing for the business
Ms. C did not seek finance in the same way as oth@paonies. She used her own
savings. Because the fashion shows, especially the madelexpensive, she always

needs to find sponsors for her shows.

She feels that there is a gap in financial provisiorn. Nk C, her business is like fine
art work — she is not as focused on earning money assobhight be. Her vision is
more important to her than profit, but she admits #ie probably is not the best

person to exploit the financial potential of her company.

Perception of growth

For Owner C, growth means more and more people wearingldsggns. Ms. C

wants her costumers to feel like they are wearingesbimy special, something that
they cannot simply buy on any street corner. Ms. € Iig plans ahead for her
fashion business: “| want to be viewed as a designer wiadwiays thinking outside

the box, a designer who is not afraid to try somethingerdiht.” Her goal at the

moment is to continue to develop PR for her companytirenline magazines and

fashion magazines.

Opinion on current supports and advice to other aspiring women entrepreneurs
Ms. C uses the services of the Assistance CentrErftyepreneurs. She took part in
some seminars and workshops and is not aware of any sdpeort for women

entrepreneurs in the Czech Republic.

To aspiring fashion designers Ms. C’s advice is: “Beague. Believe in yourself!”
These are the core qualities that have propelled hersoacess. You start your own
business by pursuing your dreams. When you can realize yeamsdrand you get

paid for it, that’s great. Don’t be afraid be unique.”

32



Case Examples from Ireland

Example 1: Irish Owner D - Photography

Business Profile

Owner D is a successful wedding and portrait photographehusaess is located in
Ballymahon, Co. Longford. In terms of motivation to rsther own business,
according to Ms. D “there really wasn’t an option, asr¢haren’t too many jobs in
photography”. Ms. D went to college for three years smccessfully gained her
degree in photography. She worked for other photographershimoth whilst she

was studying and post graduation.

In terms of her current role within the business, Msides everything from taking
bookings to meeting with customers. As she says, “‘ingrfor your own company is
good. You can decide which paths to go down. When you vesr&dmeone else you
often have an uphill struggle to convince others to do gungenew.” Ms D stated
that her job is creative, she is a creative persa@me across during the course of the
interview that this is what she is really passionateuib In terms of business
administration tasks she admits that she has ncestten this area, she leaves that to

her accountant, being able to express her creativiheighing she loves most.

Personal Profile

Ms D has two children aged five and ten years. She orgamsedsusiness around
drop off and pick up and bringing the children to after-sthotvities. She summed
up the flexibility of being self-employed and able to dosthéasks by stating “the
hours of work are longer in one sense and shorter athan | can choose the
hours/times when | am working but the work still hasgtt done”. Owner D’s

husband is actively involved in helping her with her busindes:does a fair bit” to

help her, “he does the computer end of things”.

A lot of Ms D’s work is carried out at the weekends as ththe most popular choice

for wedding dates. At the moment she works around a 40-heek.wA few years
ago this would have been a lot longer. Her work at the enbifthe wedding season is
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not in its peak time and is a seasonal business) maostfwes meeting people about
their weddings and portraits.

Experiences at the start-up phase of the business

Ms. D financed the start up of her business by obtainin@a fimm her Mother to
enable her to buy her camera equipment. She wasgdmr premises in Athlone at
that time and she went from week to week. The biggest i&s her was buying the
equipment necessary to get started. She was doing wedditggpaphy and her
target for the first year was to eight weddings, amteen in the second year, thus
gradually building up the business.

A photographer she worked for a few years ago gave bexdvice to “take whatever
work she was offered and then worry about how she wiag go get the job done -
no matter what the job involved”. Ms D gave the exantipdd this could be a job to
photograph the overview of a development site which wontdilehaving to get up in
a crane to take overview pictures but “you just get ah wie job and do it, don't
think about it, do it”. She found this advice in regardatartg work useful, she hasn’t
forgotten it, and her own outlook is to “get the joll go and do it”.

Experiences at the development/growth stage of the business

Ms D’s business was originally located in Athlone and feleds that there may have
been more opportunities there if she had the necesapital to invest in equipment.
Unfortunately, the finances were not available at tilhae.

Experiences when seeking financing for the business

When she approached the bank for money she found thas ihetatoo difficult to
obtain finance. Her business had been running for three gedrshe had built up a
good credit record with the bank. She went to the bagikpwepared with a business
plan which she had written herself. Ms D describesbaek manager as “fantastic”
as he was very supportive. Unfortunately, he has sificiaéebranch.

Perception of growth
When asked if there was anything that would prevent her granwing her business,

Ms D replied “not really”, other than possibly her owapacity for pushing for
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customers, taking on more wedding bookings and attending medding fares in
order to promote her company. There is a limit torthmber of weddings that she
can photograph in a year, and she typically knows lyuaey or March whether or
not she has met her target level of business foreheghead. Growth depends really

on her decision whether to or not to take on more work.

Ms D explained that there is a lot more to her jolm tluat taking photographs; there
are several meetings with the customers prior to detual wedding date in order to
discuss what photographs the couple would like and theidocaf the wedding.
Most weddings take place at the weekend, and this oftedvew Ms D being away
from home. She has to travel to the location eftledding and set up her equipment,
then travel to the location of the reception. Thetpgraphs then have to be proofed
and she has another meeting with her clients in ofderthem to select the
photographs they would like to see in their wedding album.

Opinion on current supports and advice to other aspiring women entrepreneurs
Ms D found the Longford County Enterprise Board to beeacellent source of
support, and viewed the staff there as very helpful. c®8hsiders mentor support to
be the best type of support for someone starting otih@nown - being able to talk
to someone who has “been there and done that” is alggggatsomeone who knows
all the mistakes and who also knows the business.

In terms of advice to others who wish to start outleir own, Ms D says: “You just
have to make that jump and do it.” Not surprisingly, giveer chosen business

sector, she did not feel that gender was ever an issinef.

Example 2: Irish Owner E — Beauty Salon Owner

Business Profile

Ms. E. is the owner-manager of a Beauty Salon and [payis Longford. Prior to
setting up her business Ms. E, a qualified SRN, was nulsihgvas employed on a
temporary contract basis. Because of this she wasyalan call and could not refuse
to work a shift, as this would have had repercussiomegard to her getting further
work. Ms. E was caring for psychiatric patients and assgned to work at a male
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psychiatric unit. She was the only female member of starking with male
colleagues. This caused difficulties for her, and idgaWith the stress was what
finally pushed her out of nursing as a career. Howevsr,Bvhad no particular plan

to become self-employed.

Ms. E always had an interest in beauty. She used toeagihbours’ hair when she
was a teenager, but she had never thought of this as mrtiglotareer. When she
decided to set up her own business, she had three smdtechilvas working full-

time and travelled to Dublin two evenings a week in orderdm tas a beautician.
The travelling time involved would take a minimum of #rdeours, but Ms. E was
determined to succeed and she successfully gained her pro& sgialifications.

In terms of her current role within the business, Ovihelescribes herself as “part of
the working team” and carries out her managerial roleop of her team duties. Ms.
E employs two full-time and one part-time member affstShe describes her staff as
being very capable, and adds that they are also veal I§¥he staff are a big part of
the business; customers come back to particular staffoeies because the nature of
the business is so personal and they have to fedbdaile with the person who is
delivering the treatment”. Ms. E discusses new idedls her staff and they fully

support her in running the business. She really values liemstabers’ opinions.

Personal Profile

Ms. E is married and now has five children. Her hudharalso self-employed and
runs his own business. Whilst he is supportive of her cakderE’s husband does
not have any spare time to help out in her businessEMslies a lot on her Mother
who provided childcare for her children. She states tl@mtv®uld not have been able
to run her business without her Mother’s help; the adgnbdbf not having to pick up

young children at a set time helped her greatly in buildmthe business.

Ms. E thinks that a barrier for women wishing to set ufr then business is not so
much access to pre-school care, which she thinks is vex, gpoit a lack of available
support in terms of after school activities for oldevtgge children who need

something to do.
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Experiences at the start-up phase of the business

Having opened her first salon in Granard, Co. Longford, Msdentially experienced
six years with no money, no holidays and no time offlhen she was located in
Granard in rented premises, she paid the bills and rdritept her business going but
with these outgoings, there was no money left ovene &cided to re-locate her
business to Longford town, which has a larger populationthétime it was a risk

and she recalls that “it was tough going but that shed&dng on in there”. Ms. E

found herself very torn between her children and wottke I&d her fifth child at this

time and she says she has practically no recolleofitver thirties. When she was in
work she focused on work, and when she was at home,osheeti on whatever

needed to be done.

Experiences at the development/growth stage of the business

At the early stages of her business, Ms. E had a probldmher bank over the terms
under which a loan was granted. This problem was veryuseaiod very stressful for
her. She had to consider the potential negative impatpthrsuing the matter would
have on her reputation and her business. She commeateshéhfound the female
branch staff in the bank to be very supportive of hertjpmsand very sympathetic
toward her problem. They did everything they could to tnd éelp, but
unfortunately, they were not empowered to rectify theasibn. After five years, Ms.
E finally resolved the problem when she brought her aceotino a meeting at the
bank. Ms. E says that now, any time she has dealingstiat bank, she brings her

husband along.

Experiences when seeking financing for the business

Ms. E successfully obtained a start up loan from hexl bbank of €1,525. She leased
her equipment over three years and also borrowed fremtocal credit union. That
was about all the financial help she got. She still tisegredit union as a source of
finance and has found them to be the most helpfulingnagency that she has dealt

with to date.

Owner E recalls that when she made her initial lgplication to the bank, the male
loan officer put his hands behind his head, leaned back ichhis and asked her —

“why should | give you financial help?” Ms. E. considemat the loan officer
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adopted this attitude because of her gender and that ecasttemer would not have
been dealt with in the same way.

Perception of growth

Ms. E has achieved her immediate goal, which was te@ase the utilization of her
current resources of space and labour. She thinks stattggibout the direction and
scope of the business over the longer term and has eompled current offerings
with the introduction of new product and service develogsmeMs. E would like to
grow her business in the future but she is modest abowchesvements and, when
asked directly if she engages in a formal planning proskss,esponded “l know this
is something | should do but | know | am very bad at WWhen asked if she would
like to grow her business, she replied that she “wol tih grow using whatever is
out there”.

When she bought her premises Ms E used the ground flogratrihe time it was one

long room, but she could see both the opportunity and paiteffered by the space.

In 2001, she refurbished the ground floor of the salon andctested separate

treatment rooms off the main reception area. Ms.damded into a day spa in 2006.
The day spa involved the refurbishment of the first flofothe premises.

Ms. E has also introduced two-day clinics into her sadmal, these are held once a
month. One clinic provides laser treatment and thergtlovides Botox treatments.
Two different doctors come to her salon to provide tloéses. Ms. E also sells new

products that are complimentary to these clinics.

Opinion on current supports and advice to other aspiring women entrepreneurs
Apart from the start-up bank loan, Ms. E did not recamg funding/support in order
to start up and grow her business. She considers that tnaiming in the area of
business and finance would be of benefit to women emtneprs. However, she
points out that the language used during previous traininghieabas undertaken was
off putting; she stated that “when you go to a talk by a,ntanall power talk, and

there is no awareness that the talk has to be ov&0 ppyn”.
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Ms. E opinion was that she has learned more from otleenen during the social
aspect of these training sessions by talking to them dheintexperiences than she
did from the actual training sessions themselves. Mesorisiders that women are
very good to share and that simple things can make dis&ee In her opinion
“‘women have great empathy with each other. A lot efdbys who give talks are
accountants and they present themselves as such, mgtailkpeople you get more
from them, and women in a group who are involved in diffelrisiness don'’t feel

threatened by sharing information and experiences wath ether.”

Ms. E has previously completed a start up business candsalso various computer
courses via the Enterprise Board. The Enterprise Bedh#ionly support agency that
Owner E is aware of that offers any type of supportnbich her business would be
eligible. She currently attends the Longford Womenéworking meetings once a

month.
According to Ms. E., “it is good for women to get ttdger from all business areas.

Men are very competitive, women are better at sbariMs. E believes that women

really are great, that they can do two or three thatgmce.

Example 3: Irish Owner F — Café owner

Business Profile

Ms F. is the owner-manager of a Café in Longford arclisently in the process of
opening her own bakery. The bakery includes a retailandtadministration office
on the ground floor, with a bakery and training school enfitist floor. The bakery
will offer speciality breads, baked goods and fresh saladugeofor sale, all of which

will be produced on site.

Ms F. has a degree in catering, and throughout her previotksexperience she was
always employed as a chef. This often meant thaivalsenvorking late into the night
and, with a young child at home, childcare was an isSuleile she was working as a
chef, Ms F. set up her own bed and breakfast businesf whe ran from her family

home. In terms of her previous work experience, sheghated work experience in
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both the start-up and management of established restatoamtther people. She
recalls that “when you are working for someone elseg, lyave to work to their ideas
and agenda;” but Ms F. really wanted to work for hers&he always planned to
open her own business - it was just a matter of vgafon the “right time and the right
opportunity”. So, she worked hard at building up her businegsriexce to bring

with her to her own business.

Ms F. describes her role in the business as being “anp#neof the crew.” She sees
herself firstly as a worker, secondly as a supervibadly as a motivator and trainer,
and sometimes as a counsellor. She deals with whateeels to be done, be that
washing-up one day, cooking the next, “whatever needs tdobe gets done.”
Although she is a qualified chef with a degree level gigalibn, she is primarily a
worker and does not really mind which aspect of work sisett do. She simply gets
the job done and expects the same from the rest arée.

Personal Profile

Ms F. works a minimum eight-hour day, six days a weekh Wwer typical working

day starting at 6am. Her only day off is Sunday, and ithiser day to get the
cleaning done as well as everything else. There are 10fojdlesdone on her day off
and she sorts out life around that day. Ms F. iotig one in her family who is self-
employed. Her husband is in the process of leaving histgotake over the
administrator’s role in the business on a full-timeifaend Ms F. will concentrate on

what she does best - cooking and the management of thedxsis

Experiences at the start-up phase of the business

According to Owner F “when you're setting up a busingsa need a positive

attitude, as it can be very tough. You have to beliewour own abilities and in the

product you are offering.” Before she started her busirMssF. had a house, her
family home, and while she was doing fine financiallye &mew that her personal
savings would be insufficient to raise the start up ehpéquired for the business.
She could see that the business had the potentialtiozolfetter standard of living for
herself and her family. So, she sold her family hamerder to raise the necessary

start-up capital, confident that she can exploit agppbrtunity to grow her business.
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Ms F. has put everything into driving her business forward; shevisgythe business

100% and has taken personal risks in regard to the develomhéime business.

However, she has no fear of these risks, and is detednthat her business will
continue to be successful and will continue to growe f@lits a lot of time and effort
into business planning and has the capacity to carry autdbk herself. She had
prepared a very comprehensive business plan at startangento seek finance and
was pleased that the plan was close to the actuds lei/business development.

Experiences at the development/growth stage of the business

The Bakery and Training School will be open within the rfext weeks and Ms F.
plans to open additional outlets in the future. Shédefinitely be aiming to grow
her business and it would seem that nothing will stop her.

Ms F. constantly talks to her customers to find outtwhay like about her product
offerings. She holds product samplings and takes on boami$termers’ feedback.
In terms of creating local awareness of the pendinkettyalaunch, Ms F. has
contacted all of the general practitioners in the Lorgjfegion and made them aware
that the bakery will offer breads that are suitdblethose who have special dietary
requirements. She is aware that there is sufficemhand in the region for these

offerings.

Experiences when seeking financing for the business

Ms F. knew that what she needed when she initialhgsbfinance for her business
was “to have x amount of money and a viable business phd a lot of energy”. It
really came down to the fact that Ms F. knew sheledenvestment capital to get her
business started. The banks would not consider hercappih for funding without
her own equity investment. Ms F. is realistic in resp® her views on obtaining
finance, she was able to point out that “people mag tiw belief that loans are easy
to obtain, that you just have to walk into the bank akdfar money and that the bank
will say ok, but this is not actually the case. Youehtty go to the bank with sufficient

capital yourself and a viable business plan when applyinfyfaling.”
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Perception of growth
Ms F. is committed to providing employment for others, thkes this responsibility
very seriously. She enjoys seeing others progresseand hew skills, as this was

part of her motivation to open the training school in corfjonowith the bakery.

With regard to the launch of the bakery, she does nattplapen with a huge fanfare
but will open quietly and let the quality of her produgieak for themselvesShe

avails of every opportunity to conduct informal market aesle about her products
and services by talking to her customers, and feeds thismatmn back into her
business development plans. Her goal is to grow hemdssifurther and to

maximise the potential that exists.

Opinion on current supports and advice to other aspiring women entrepreneurs
Ms F. did not receive any financial support/grant fundingitioer start-up or to grow
her business. In relation to training, Ms F. pointstbetreality that “there is a double
cost associated with staff training; you pay for thening course and you have to pay
another staff member to cover for the member of stfh is attending the training
course”. She does, however, realise the importanstadfftraining, and all of her
staff are trained in the relevant food hygiene stand&tis. takes great pride and

satisfaction in the development of her team.

However, she comments that there is really no growdiming available. “The
providers of training courses do not survey start-ups/smmailsfthat have been in
business for two years say, and ask them what ameatieial training needs when
they are putting together a programme of training courséds F. also thinks it
would be good to have access to an experienced business;rhemever, the gender
of such a mentor would not be an issue. The issue vileuttat the person assigned
as a mentor would have real experience in the relevemdss sector and would be

someone with whom a problem could be discussed and advere g
In terms of advice to other aspiring women entreprenddissf. simply says: “Get

out and do it and work hard — hard work pays off.” Ms é&liebes that women
actually have more energy than men. Some men say itrman’'t be done” and that
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only makes Ms F. more determined to respond “naaritbe done” and then she gets
on with it and achieves her goals.
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6. SUMMARY AND CONCLUSIONS

This study sought to compare the experiences of womeepeeheurs in Ireland and
the Czech Republic. Using samples related to the EQU#jegrin Longford and in
Brno and environs, the study focused on the following rebeguestions:

* What is the typical business profile of women entrepues in Ireland and
the Czech Republic?

* What is the typical personal profile of women entegyurs in Ireland and
the Czech Republic?

* What were the particular start-up experiences of thveseen?

 How did these women finance their businesses?

Business Profile

There were strong similarities between the Irish azdcB samplés The typical
women entrepreneur in both studies operates in thecesrgector, most likely in
retail, training/consulting, hair/beauty or catering. Whhe business is likely to be
her first entrepreneurial venture, she considers hendgsto be at the growth stage,
despite the absence of any long-term growth plan. Shkeisole owner of the
business and the revenues she generates constitutaithermonly source of income
for her family. Her business is typically small, vibw staffing levels (just one staff
member other than herself), and low turnover (less #®380k). These findings
concerning business profile are not entirely surprising amda@nsistent with those of
other studies and represent the nature of women entrapsangeripheral regions or
those from unusual entry backgrounds, such as thoseallypi@rgeted by the
EQUAL project.

Personal Profile

The women entrepreneurs in both the Irish and Czauplea tend to be in the 36-45
year age bracket. However, with regard to educatioreédgoaund, more Irish than
Czech women entrepreneurs have a diploma, degree tgrauhsate qualification.

While the majority of the women in both samples h#ee or more years work

% The similarities between the two studies are indieativthe particular EQUAL target groups which
constituted the two samples.
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experience, it must be noted that this is not typicalla sector directly related to
their business.

The majority of the women in both samples were opitg-driven in their initial
entrepreneurial endeavour. While the need for independdlecd)ility, career
change and balancing family responsibilities with kvaommitments were also
mentioned by the women in both studies as additionabresawhey they decided to
start a business, these seemed to represent strongemaiflg factors in the Irish
sample.

Once again, suchindings are not entirely surprising; are consistenhwitose of

other studies and represent the nature of women entrapsangeripheral regions or
those from unusual entry backgrounds, such as thoseallypi@rgeted by the
EQUAL project.

Start-up Experiences

In terms of the women’s start-up experiences, in eshtto the strong similarities
highlighted above between the two samples, a humbstadf contrasts are evident.
For example, three quarters of the Czech women had/eeceo business training or
support prior to start-up, and this was noted by the womem a&xtremely negative
aspect of their entrepreneurial environment. This findingpares with half of the

Irish women attending some type of “start-your-own-bess” programme, and
commenting on the very positive support they received fagencies such as the

County Enterprise Board and Longford Women'’s Link.

As summarised in Table 6 below, there are strong sitielarbetween the barriers
and challenges that the women in the two samples etezedn The bureaucratic
difficulties associated with starting a business appede a particular issue for the

Czech women entrepreneurs.
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Table 6: Comparative Summary - Barriers and Challenges

Barriers & Challenges Highlighted by the Irish Women Czech Women
Women Surveyed Entrepreneurs Entrepreneurs

Family responsibilities
Access to finance N

Lack of confidence

Lack of work experience

Lack of education

Marketing issues

P P P = P

Lack of business experience

Finding suitable premises

Access to business networks

Lack of childcare facilities

P P P

Business bureaucracy

Financing Experiences

The local bank, personal savings and local support agenahenmain sources of
financing sought by the Irish women entrepreneurs, with weryamounts of money
being sought. While two thirds of the Irish women who soughding were
successful in their efforts, this finding is in stark cast to the Czech sample, where
almost none (95%) of the women obtained finance of asgrigkion.

Overall, the banks were poorly rated by the women ith lmamples, with many
funding applications being rejected without constructivelamngiions, despite many
of the women having completed a full business plan and imgesteir own monies
in the business.

In both samples, the amounts of money secured arenaady low, with the monies
being more akin to micro businesses, despite many ofwibmmen describing
themselves as being at the growth stage. This underdgiitsn at the start-up
stage, together with the negative attitudes of the finhproviders, clearly has a
negative impact on business development and growth, anegtidy the very low
levels of staffing and turnover. Notwithstanding thestae social benefits of the
businesses created by the women in the two samplesec®@omic impact is
guestionable.

The above findings were reinforced by the insights gained the six case examples.
In particular, the similarities between the womenregreneurs in the Ireland the
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Czech Republic were highlighted, as evidenced by the easgbiat the researchers
were able to find matched examples in terms of bustypssand sector. The amount
of work involved in setting up and running a small busirseessthe number and type
of barriers that have to be overcome, while, for thest part, managing family
responsibilities at the same time, were particularihlghted in the cases examples.
In many respects, it seems that these women were unpdejoarbusiness start-up in
terms of financial support and strategic/financial businesmsniig, resulting in (with
only a few exceptions) micro businesses with very loxgleof staffing and turnover.
Despite all of this, the women are clearly encouragihgpther aspiring women
entrepreneurs and would appear to be deriving considerable glesatisfaction from
their hard-earned business achievements.

7. RECOMMENDATIONS

Notwithstanding the limitations of this study in term$ sample selection,
geographical concentration and methodological restrictioas number of
recommendations may be offered in the light of thdifigs presented. These pertain
mainly to the support environment for women’s entreprenqurslich, while
seemingly more developed in Ireland than in the Czech iepus in need of
significant review in both countries studied. There waajgear to be fundamental
flaws in the start-up environments and related support infidiste for women’s
entrepreneurship in both Ireland and the Czech Republgt tlas is significantly
restricting the type and nature of the new businessagecre While there is no doubt
that the women in both samples benefited considerably ebgaging in
entrepreneurship in terms of personal satisfaction anddiakindependence, further
research is needed to determine the wider social and®wotenefits gained from

the creation of these micro serviced-based businesses.

The key recommendations offered by this study are outhe&xlv.

The General Support Environment

» Improve general understanding of women’s entrepreneurship
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There is clearly a lack of understanding of women’segméneurship in both
Ireland and the Czech Republic. Key barriers and chakerage not
accounted for by support agencies or financial providers. iBgxistudies can
be used to improve understanding of women’s entrepreneurgh@,this
knowledge needs to be embedded across the business suppounspddirs

is a particularly important issue with regard to thedbzRepublic.

» Review the start-up environment for women’s entrepreneurship
Due to the above, there are fundamental flaws intdre-gp environment for
women’s entrepreneurship, and this is significantly regigcthe progression
of women-owned businesses in both Ireland and the CzephlRc. A full
review of current provision is, therefore, required. Tigisa particularly
important issue with regard to the Czech Repubilic.

» Create positive role models
Successful women entrepreneurs need to be platformdthistheéy can act as
role models for other aspiring women entrepreneurs. Rwoldels can also
help to raise awareness of the particular barae challenges that women

entrepreneurs have to deal with.

» Reduce bureaucratic procedures
The bureaucracy associated with business start-up andgethiséould be
simplified, particularly in relation to funding applicats. In addition, the
speed at which approved funds are actually delivered to bessaseds to be

significantly improved.

Finance

» Improve financial advice
The overall financial advice available needs to be iwguip particularly with
regard to sources of funding and relevant criteria. &hsrconsiderable
evidence to suggest that women could benefit from finaradalce when
preparing their business plans to ensure that they requeestia@ent amount

of funds from the outset, thus safeguarding against undégelsgtion.
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Furthermore, when initial funding applications are rigdca full explanation
should be offered and, where possible, assistancedsbeugiven in helping

women to revise their applications and resubmit.

» Improve access to finance
Access to financial sources needs to be improved signily and more
opportunities for micro finance should be introduced.

» Eliminate negative attitudes from funders
The negative and cynical attitudes of lenders, as repdagechany of the
women in this study, need to be eliminated. This can be idomenumber of
ways, namely education and training programmes for bothnignafficers
and funding applicants. The introduction of female legdofficers would

also have a positive impact in this regard.

Soft supports

» Introduce structured pre-start and start-up support inteorenti
Structured pre-start and start-up programmes need torbduced which take
account of the particular barriers that women entreqpnenhave to face.
While some of these already exist in Ireland, they doappear to be

significantly lacking in the Czech Republic.

» Offer specialist business training and consulting
General start-up programmes do not fill the gap in wom#nepreneurs’
knowledge and skills. Thus, on-going specialist training aonsulting
should be made available, particularly with regard toketang, financial
planning and growth. Indeed, financial institutions and suppgenha@es
should be encouraging women to consider the long-term tgraand
sustainability potential of their business from the duasel help them to build

their business appropriately towards these ends.

» Provide financial and strategic planning
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Other

Support should be offered relating to strategic planning, pkatiguesource

maximisation and growth.

Provide mentoring
More mentors, particularly female mentors, are requoeslipport the women
through the start-up and development of their business.

Improve the provision of childcare facilities

This is an on-going issue with most women entrepreneurs &ey barrier to
the development and growth of women'’s businesses. Saulsipn could be
offered as part of a package of supports for early stady@eveloping women

entrepreneurs.
Review the general support and funding criteria

The existing funding and support criteria should be reviewedhab the

services sector is fully accommodated (not just for gXpo
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Appendix 1: Electronic Questionnaire

Profil podnikani - Business profile

Edit | (Delete | Copy/Move ][ Add Logic |
* 1. V jakém stadiu podnikani se nachazite?
At which stage of development is your business?
Pred Faze . o
zahajenim- zahajeni-start ks Ul Jiné-other
growth
pre start-up up
r r r r
[Add Question| Add Page |
Edit |[Delete | Copy/Move | Add Logic |
* 2. Jak dlouho jiz podnikate?
How long have you been running your business?
Méné nez 1
rok-Less 1 az dva s s vice nez
than 1 roky 3az5let 7 az10 let 10 let
year
r r r r r

[Add Question] Add Page |

Edit ][ Delete | Copy/Move ][ Add Logic |
* 3. Podnikate z domu?
Is your business home based?

Jind varianta

Ano Yes Ne No Other

r r r

(Add Question] _Add Page |

Edit | Delete | Copy/Move || Add Logic |
* 4. Jste vyhradni majitelkou své firmy?
Are you the sole owner of your company?

Ano Yes Ne No
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T T

[Add Question] Add Page |

Edit ] [Delete ] Copy/Move ][ Add Logic ]
5. Kolik procent podilu ve firmé vlastnite?
What percentage of the business do you own?

Méné nez 50% Vice nez 75%
Less than 50 - 75% More than
50% 75%

r r r

(Add Question] Add Page |

Edit | Delete | Copy/Move || Add Logic |
6. Je toto podnikani hlavnim zdrojem vasich pfijma?
Is this business your main source of income?

Ano Yes Ne No

r r

(Add Question] _Add Page |

Edit |[Delete | Copy/Move |[ Add Logic |
7. Je toto podnikani jedinym zdrojem pFijmt pro vasi rodinu?
Is this business the only source of income for your family?

Ano Yes Ne No

r r

(Add Question] _Add Page |

Edit ][ Delete ] Copy/Move | Add Logic |
8. Které z nasledujicich zarazeni nejlépe charakterizuje vase
podnikani?
Which of the following best describes the business?

Sluzby Vyroba
Services Manufacturing
r r

Add Question] _Add Page |

_Edit ] [Delete ] Copy/Move |

54



9. Popiste své podnikani
Co vyrabite nebo jaké sluzby poskytujete
Describe your business

(Add Question] Add Page |

Edit ] [Delete ] Copy/Move ][ Add Logic ]
10. Podnikala jste sama jiz drive?
Were you previously self-employed?

Ano Yes Ne No

r r

[Add Question] Add Page |

Edit | Delete ] Copy/Move |
11. Popiste druh svého predchoziho podnikani a jak dlouho

jste v oboru podnikala
Indicate the nature of your business and how long you were

in business

[Add Question| ~ Add Page |

Edit | Delete | Copy/Move || Add Logic |
12. Kolik osob zaméstnavate vcetné sebe?
How many people does your business employ?

vice
Pouze nes 5
sebe 1 osobu 2 osoby 2 3 osoby 3 4 osoby 4 osob

Just 1 person persons  persons  persons

more
myself than 5
r r r r r r

(Add Question| [ Add Page |

Edit ] [Delete ][ Copy/Move | “Add Logic |
13. Jaky byl vas primérny obrat za poslednich 12 mésici?
Average turnover in the past 12 months

méné nez 100 000 - 200 000 - 500 000 - vicenez1
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100 000 200 000 500 000 1 500 000 500 000
CzZK CzZK CzZK CzZK CzZK

r r r r r

[Add Question [ Add Page |

Edit ] [Delete ][ Copy/Move | "Add Logic |
14. Mate plan dlouhodobého riistu pro vase podnikani?
Do you have a long-term growth plan of your business?

Ano Yes Ne No

r r

[Add Question [ Add Page |

Edit | Delete ][ Copy/Move |
15. Prosim uved'te detaily tohoto planu
Please give the details of the plan

(Add Question| [ Add Page |

2. Sekce B _Edit Page | Delete Page || Copy/Move | Add Logic |

Osobni profil - Personal profile

[ Add Question| | Add Page |

Edit ][ Delete ][ Copy/Move ] “Add Logic |
16. Do jaké vékové kategorie patrite?
Which of the following age categories do you come under?

Méné nez
25 let Less  26-35  36-45  46-55  nada3let
Over 55
than 25
r " " r -

Edit | Delete | Copy/Move || Add Logic |
17. Jaka je nejvyssi dosazena Groven vaseho vzdélani?

Zakladni

Ucebni

What is the highest level of education which you have completed?

Stredoskolské Stredoskolské Bakalarské Vysokoskolské Postg
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Primary obor vzdélani s maturitou vzdélani
Lower Secondary 3.level Diploma
Secondary
r r r r r

vzdeélani
Degree

Postgr

Add Question| Add Page |

Edit ] [Delete ][ Copy/Move | "Add Logic |
18. Kolik obyvatel ma sidlo, v némz zijete?
How many inhabitants has the place you live in?

do 10 000 do 50 000 do 100 000 vice nez 100
obyvatel less obyvatel less obyvatel less 000 obyvatel
than than than over

r r r r

[Add Question] [ Add Page |

_Edit ][ Delete ][ Copy/Move | Add Logic |
19. Jaky je vas rodinny stav?
What is your marital status?

svobodna , . rozvedena
. vdana married .
single divorced
r r r

[Add Question [ Add Page |

Edit ] [Delete ][ Copy/Move | "Add Logic |
20. Kolik mate déti?
How many children do you have?

vice nez 3

zadné none 1 2 3 more than
3
r r r r r

Edit |( Delete || Copy/Move |

21. Kolik let jste byla zaméstnana pred zahajenim podnikani?
How many years work experience did you have prior to
starting your business?
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(Add Question| [ Add Page |

Edit [ Delete ] [ Copy/Move | Add Logic |

22. Co bylo pro vas rozhodujicim faktorem pro vstup do
podnikani?

What was the driving force in your decision to become an
entrepreneur?

Prilezitost Nutnost Jiny motiv
Opportunity Necessity Other
r r r

[ Add Question] | Add Page |

" Edit || Delete ]| Copy/Move |
23. Co se tyce motivace - co bylo hlavhim diivodem zacit

podnikat?
In terms of motivation, what was your main reason for

starting your business?

(Add Question| [ Add Page |

3. Sekce C | Edit Page | Delete Page || Copy/Move || Add Logic |

Zkusenosti z pocatecni faze
Experience of start-up of business

[ Add Question| | Add Page |

Edit |[Delete | Copy/Move |

24. Absolvovala jste néjaky odborny kurz zaméreny na
podnikani ? (Nap¥r. Start pri hospodarské komore)

Did you attend any specialized business oriented training?

(Add Question| [ Add Page |

Edit | Delete | Copy/Move || Add Logic |
25. Kontaktovala jste pred vstupem do podnikani néjakou

organizaci? Vyberte
Which of the following organisations did you approach before

starting your business?
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Asociace

Oddéleni

: Hospodarskd Meéstsky socialnich .
pﬁgpv'vﬁtkeffk komora - urad -  zalezitosti - Banka or ;Ir?iiace
Women Chamber of Municipal Department Bank gOther
Commerce authority for soical

Entrepreneurs g
affairs
r r r r r r

Add Question| Add Page |

Edit || Delete || Copy/Move |

26. Poskytla vam néjaka z uvedenych organizaci nebo jina
organizace zasadni pomoc pri vstupu do podnikani?

Which of these organisations was the most helpful in
providing support fro starting your business and how

[Add Question [ Add Page |

_Edit ][ Delete || Copy/Move |
27. Setkala jste se jako zacinajici podnikatelka s nékterou z
nasledujicich prekazek?
Oznacte na stupnici
Which of the following barriers did you face when starting
your business?
1 2 3 4 5
Dlvéryhodnost
jako
podnikatelka r r r r r
Credibility as a
business
owner
Pristup k
financim - r r r - -
Access to
finance
Pristup ke
kontaktdm na
podnikatelska r r r r r
sdruzeni -
Access to
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business
networks

Kulturni a
socialni postoje
- Cultural and
social

attitudes

Dlvéra - r r r r r
Confidence

Odpovédnost

za rodinu - r r r r r
Family

responsibilities

Pracovni

zkusenost a

vzdélani - r r r r r
Work

experience and

education

Izolace - r r r F F
Isolation

Moznost najit

vhodné

prostory - r r r r r
Finding a

suitable

premises

(Add Question| [ Add Page |

Edit |( Delete || Copy/Move |

28. Co pro vas bylo nejvétsi prekazkou pri vstupu do
podnikani a jak jste ji prekonala

What was the main challenge you faced when starting your
business and how did you overcome it?

[Add Question] [ Add Page |
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4. Sekce D _Edit Page || Delete Page || Copy/Move | Add Logic |

Jak financujete svoje podnikani
Financing your business

[ Add Question| | Add Page |

Neméla
jsem
pristup

zadnym
financim
- Did
not
access
any
finance

Edit | [Delete | Copy/Move ][ Add Logic ]
29. Jaké zdroje financi jste pouzila na zac¢atku podnikani?

What sources of finance did you use for starting your business?

Jiny

Plj¢ka od Clilly

Grantové Bankovni Osobni FéJteI nebo Kreditni Uvéru

financovani pGjéka - dspory - P rodiny - karty -
- Grant Bank  Personal M ¥ Credit Other
funding loan savings oney Irom — ards type
family/friends
credit
r r r r r r

"

Prostredky
poskytnuté
na zakladé
odborného
Skoleni -
Training
supports

|Add Question | | Add Page |

Edit ][ Delete ] | Copy/Mave | Add Logic |
30. Pokud jste ziskala prostiedky z grantdi nebo bankovnich
pljcek, kolik tato castka predstavovala?

If you obtained grants or loans at start-up stage what
ammount did you obtain in Euros?

Méné

nes 30 Vice nez vice nez vice nez vice nez
000 K& 60 000 60000- 150 000 300 000 600 000
Less K¢ More 150 000 More More More
than 30 than 60 CZK than 150 than 300 than 600
000 CZK 000 CzZK 000 CZK 000 CZK 000 CzZK
r r r r r r

Edit || Delete || Copy/Move |
31. Ziskala jste jiné granty nebo pljcky na rozvoj podnikani ?
Pokud ano, jaky typ a jakou castku

Did you obtain grants or loans for expanding your business ?
If yes how much
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[Add Question [ Add Page |

Edit || Delete || Copy/Move |

32. Pokud jste nedostala ptijcku ani grant na start nebo
rozvoj podnikani, uved'te diivod proc

If you did not obtain a loan or a grant for either starting or
growing your business please give the reason

(Add Question| [ Add Page |

Edit | Delete || Copy/Move || Add Logic |
33. Hodi se na vas néktera z nasledujicich charakteristik

pro dobu kdy jste zadala o financni prosredky na vase podnikani?
Which of the following aplied to you at the time of applying for finance
for your business?

Navstévovala

jsem

konzult Napsala jsem — - Y
onzuitace P Js¢et Investovala Méla jsem jiz  Méla

) ohledné tvorby business plan ) y - o
Absolvovala jsem : a 2 jsem do predchozi predc
77 business planu a plan e - . "
kurz podnikani - S financovani - podnikani zkusenosti z zkuse
mplet - , vlastni kapital nikani - viastr
C.O Pl ec_I a kvalifikovanym Completed a as apita pod <@ )
business training . - Own capital Previous podni
course PEREEIETY SUEESS S invested in experience of  Previc
sltzsneee Y ] business buslianess sector busin

business projections
planning owne
) Xper
sessions expe
r r r r r

[Add Question] [ Add Page |

Edit ][ Delete || Copy/Move | Add Logic |

34. Mate pocit , ze jste méla dostatek kapitalu ve fazi
zahajeni podnikani?

Do you feel your business had sufficient capital at start-up
stage ?

Ano Yes Ne No
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F F

[Add Question [ Add Page |

Edit || Delete || Copy/Move |

35. Jaké disledky mél nedostatek kapitalu na pocatecni fazi
vaseho podnikani?
What effects did this lack of sufficient capital at start-up
stage have on your business?

(Add Question| [ Add Page |

Edit ][ Delete || Copy/Move | Add Logic |

36. Pokud byla vase zadost o grantové financovani
odmitnuta, dostala jste moznost ji podat znovu?
If your application for funding was rejected were you given
an option to resubmit your application?

Ano Yes Ne No

r r

[Add Question] [ Add Page |

_Edit |[Detete ][ Copy/Move |

37. Pokud jste dostala druhou moznost, nabidl vam nékdo
pomoc?

If yes what assistance was offered by the staff?

[Add Question [ Add Page |

Edit ][ Delete || Copy/Move | Add Logic |

38. Mate néjaké negativni zkusenosti se ziskavanim financi
pro vase podnikani?

Have you had any negative experience when accessing
finance for your business?

Ano Yes Ne No
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F F

[Add Question [ Add Page |

Edit || Delete || Copy/Move |
39. Zkuste prosim strucné popsat svou negativni zkusenost
Could you briefly describe what happened?

(Add Question| [ Add Page |

Edit ][ Delete || Copy/Move | Add Logic |

40. Existuji néjaké organizace , které byste jiz v souvislosti s
financovanim neoslovila?

Are there any organisations that you would not make funding
applications to in the future?

Ano Yes Ne No

r r

(Add Question| [ Add Page |

Edit || Delete || Copy/Move |
41. Uved'te prosim jaké organizace
Please specify which organisations

[Add Question] [ Add Page |

_Edit ][ Delete ][ Copy/Move | Add Logic |

42. Nabidly vam nejaké organizace poskytujici finance dalsi
sluzby spojené s podnikanim?

With regard to the organisations you have aplied for financial
assistance have you used any of theri additional business
service?

Ano Yes Ne No

r r

[Add Question] [ Add Page |

_Edit ] Delete ][ Copy/Move |




43. Pokud ano, uved’te prosim jaké sluzby a v jaké organizaci
If yes please provide details of the services availed of and at
which organisation

(Add Question| [ Add Page |

Edit ][ Delete ]| Copy/Move |

44. Uved'te prosim veskeré nedostatky, které jste zjistila v
oblasti pristupu zacinajicich podnikatelek k financnim
prostredkim.

Uved'te i vase doporuceni na zlepseni stavajici situace.
Please list any gaps you can identify in the service you
recieved form funding organisations and make suggestions
for improvements
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Appendix 2: Structure Adopted for the Case Examples

Selection: Select 3 women entrepreneurs who responded to theogsliecturvey on
survey monkey. The women should be from 3 differentiniess sectors and/or

geographical regions, or at least represent 3 different tfgassiness.

Check the women’s availability for interview (you will ee about one and a half
hours with each of them). Proximity to your own lo@at will also be a

consideration.

Methodology: Using the data in the respective questionnaires of &ftie 3 women
chosen for the cases as background, arrange to conductdapth interview with
each of them to gather further insights to/explanation their original responses in
the questionnaires. The interviews can be semi-strutwith open-styled questions
which encourage the women to “tell their stories”, ahdudd aim to gather further

insights in the following areas:

= Business Profile (including what led her to start her owsiriess and he
current role within the business)

= Personal Profile (including family situation, whetheg thoman is married
or has any children and the degree to which the latteinfected on her
business)

= Experiences at the start-up phase of the business (including key
challenges/difficulties/barriers)

= Experiences at the development/growth stage of the bugihegplicable
— including key challenges/difficulties/barriers)

= Experiences when seeking financing for the business

= Opinion on the current support system for women entreprsnin the
Czech Republic (including financial support), the degree hiclwshe
perceives gaps and what can be done to bridge these gaps.

= Perception of growth (including what growth means to theiqoder
women entrepreneur, the degree to which she sees heessisis having
growth/scalability potential, and details on any plangrtw the business).
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= Any other comments the women entrepreneur wishes to negjezding
women’s entrepreneurship and how to encourage/support women
entrepreneurs, including the degree to which she feels gsnaierissue in

the business world.

Format: The cases should be written up in text form under Hovea headings.

Include some quotations from the interviews where possible.

Length: Each case should be no more than 2,000 words in lengtlalfout 4 pages
of A4).
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